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Dear Property Owners,
I want to thank everyone who took the time to complete our third annual “By Owner” Corporate Housing
survey late last year. We had a 36% increase in the number of survey respondents! Once again, the survey
was made available to any private property owner who had a furnished monthly rental in 2011 ― not just to
property owners who market their properties through the CHBO website.
We’re excited to share the results with you.
What to Expect from Our 2011 Report
You’ll see that we asked several new questions to better understand emerging rental trends and profitability.
We also asked many of our standard questions (from average rental rates to how you market your rental
property), so you can track year-to-year trends and better understand where the industry is moving. We’ve
included three years of data in this report, so you can get a true snapshot of the industry.
Given current economic and business conditions, this time continues to be the “perfect storm” for corporate
housing investments, particularly with so many people needing transitional housing. As you look for ways to
be a smarter owner of corporate housing, we hope this report gives you great insight on the private owner
segment of our industry, how you fit into it, and what your competition is doing. Ideally, the findings will help
you make more effective marketing decisions for 2012 and create a competitive edge for your property.
How to Learn More
If you have questions about this year’s survey findings, call CHBO and speak with a Property Specialist. To
participate in our next annual survey, please visit www.CorporateHousingbyOwner.com in November 2012.
The CHBO Team is always looking for new ways to help you get your property rented. We look forward to
providing you with useful information for many years to come.
Best wishes,

Kimberly Smith, CCHP
Chief Executive Officer
CHBO

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Executive Summary
Below you’ll find highlights from the 2011 “By Owner” Corporate Housing Report. For full data and details, please refer
to the following pages.
Survey Respondents
Responses were received from property owners in the United States, Canada and the U.S. Virgin Islands. Once again,
the highest response rate came from property owners in California. With that said, we experienced a jump in
participation from property owners in Florida, Arizona and Illinois.
30.7% of survey respondents have been landlords for one year or less. This is a slight decrease from 2010, but it’s an
expected trend as we move away from the phenomenon of the “Accidental Landlord” and into a more stable real estate
environment. 46.1% of respondents have one rental property only. 86.2% of all respondents do their own property
management, rather than using outside resources.
Primary Reason for Being a Corporate Housing Landlord
The top reason for being a corporate housing landlord continues to be the long-term investment (47%). This number has
been trending down from 49% in 2010 and 55% in 2009. The number of property owners who said that they are renting
their primary residence increased to 15% (up from 9% in 2010).
New! Outlook and Profitability
We added several questions to the 2011 survey to learn what property owners think the future holds and what it’s like to
be a corporate housing landlord. 37.6% believe 2012 will be a more profitable year; 42.5% expect similar profitability to
2011. 52.9% of respondents made a profit on their properties in 2011; 35.2% broke even. More than 90% of respondents
have had a positive experience with their corporate housing tenants.
Property Size / Number of Bedrooms
The highest percentage of “by owner” rentals continue to be two-bedrooms (41%), and more than 32% of rental
properties have three bedrooms or more. In contrast, in the full-service, corporate housing industry, the majority of
rentals are one-bedrooms (49%).
Rental Rates
62.4% of respondents say that they offered the same rental rates in 2011 as they did in 2010, while 21.6% reported that
they raised their rates. Only 16.1% lowered their rates.
Compared to our 2010 survey results, studio rentals saw the biggest increase in rental rates, suggesting that renters are
still looking for affordable solutions. (With higher demand, owners raised their rates.) We saw a 10% to 20% decrease in
one-month rental rates for one bedrooms and two bedrooms.
Length of Stay
We found that 30.7% of the properties could be rented for less than one month. However, on average, 89% of the
properties were rented for one month or more – very similar to 2010. In fact, 55% of the 2011 respondents said that their
properties typically rent for multiple months (more than 4.3 weeks, but less than six months).
Reasons that Units Were Rented
The top three reasons that “by owner” properties were rented in 2011 were to accommodate travelers on: business
assignments (69.7%), relocations (52.9%), and vacations (33.0%). Relocation stays decreased from 2010. Otherwise,
the overall corporate housing renter pool remained fairly consistent.

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Property Type
Whereas the majority of corporate rentals in the full-service corporate housing industry are apartments, only 8% of “by
owner” rental properties are apartments, according to survey results. Single-family homes were the largest percentage
of “by owner” properties (31.6%) accounted for in this survey.
Diversity in Locations
The highest numbers of private corporate rentals are in suburban areas on residential streets (43%), followed by outer
urban areas (22%) and central urban areas (20%).
Inclusions in a Furnished Rental
While the majority of private owners offer tenants a fully stocked kitchen (78.7%), towels (75.8%) and bed linens
(76.8%), there is significantly greater variation – and opportunity for competitive advantage – in the technology, parking
and maid services that are available in each rental property. During the last two years, the number of inclusions has
decreased, creating great opportunity for savvy landlords who want to distinguish rental properties that include more
perks.
Security Deposits and Insurance
In 2011, the general trend was for an increase in security deposits − especially for deposits greater than one month’s
rent. 89.1% of “by owner” landlords require a refundable deposit; though, there is significant variety in the deposit
amount that’s required. Only 6.8% of respondents offer travel and/or deposit insurance. As the industry moves in this
direction, we will watch to see whether this number grows in future years.
Credit and Background Checks
In 2011, we divided the credit check and background check question into two separate questions. We were surprised
that the answers were still so similar. Only 23% of property owners always conduct background checks, and only 26%
always run credit checks. We expected the credit check percentage to be much higher, given the number of people who
have bad credit because they’ve gone through bankruptcy or foreclosure on a previous property.
Credit Cards
Approximately three out of five of respondents accept some form of credit card payment from their renters. At 32%,
PayPal was the most popular credit solution.
Pets and Pet Security Deposits
Many long-term business travelers are arriving with pets. 50% of survey respondents accept some type of pet. Of those
who accept pets, 68.9% say they take pets because it gets their properties rented.
Marketing Solutions
Most marketing efforts decreased between 2010 and 2011, which may be a result of tighter spending overall.
The majority of “by owner” landlords use the Internet to promote their website. 68.1% of respondents use CHBO,
followed by Craigslist (45.7%). The majority of “by owner” landlords (62.1%) spent less than $500 to market their
properties in 2011. 40.1% of “by owner” landlords said that their property was always rented, while the remaining 59.9%
said they needed more tenants. 72.8% of respondents refer to their rentals as “corporate housing,” followed by 57.6%
who market their properties as “furnished rentals.”

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Survey Respondents
Location
Hundreds of survey responses were received from the United
States (including 40 states and the District of Columbia),
Canada, and the US Virgin Islands.
The top five U.S. states for responses were:
1. California (22.46% of respondents)
2. Colorado (8.68%)
3. Arizona (7.19%)
4. Florida (6.29%)
5. Washington state & Illinois (5.99%)
Years as a Corporate Housing Landlord
As you can see in the graph in the upper right, corporate
housing remains a newer trend. 75% of respondents have
been furnished landlords for four years or less.
30.7% of survey respondents have been landlords for just one
year or less. This is a decrease from 2010, but it’s an expected
trend as we move away from the phenomenon of the
“Accidental Landlord” and into a more stable real estate
environment.
This year we sought more specific details about the people
who have been landlords for five years or more. We divided
the 5+ years category into 5 to 9 years and 10+ years to better
understand that demographic.
Number of Properties
46.1% of respondents have one rental property, while 34.2%
have two to five properties. (The CHBO annual report is
different than other property management reports. It works to
gather information from individual owners, rather than fullservice, corporate housing companies, in an effort to help
individuals better navigate the corporate housing industry.)
Property Management
86.2% of respondents said they do all their property
management themselves. This is a slight increase from last
year. There was a slight decrease in the number who rely on
their friends and family.
If the real estate market and economic environment stabilize
within the next few years, it will be interesting to see whether
there will be more willingness to pay for professional support.

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Corporate Housing Landlords
Reason for Being a Corporate Housing Landlord
Understanding who is a corporate housing landlord can help
you better understand how you fit into this industry. Nearly half
of this year’s respondents are landlords for investment
reasons.
To give you some historical perspective, our assumption
following the 2009 survey was that the “other” category
probably included individuals who were renting their primary
residence for a period of time.
With that in mind, we added a “primary residence” category in
the 2010 survey, and 9% of respondents noted that they were
renting their primary residence. In 2011, the number of
respondents renting their primary residence increased to 15%.
In addition, a number of the people who answered “other”
mentioned that they were renting a primary residence during
extended travel. We will continue to explore this category in future reports.
It’s worth noting that the “Can’t Sell” percentage is exactly the same as 2010. We expect this percentage to
decrease in future years as the real estate market improves.
Comparing Year to Year
Primary Reason for Being a Corporate Housing Landlord?
Answer Options
Investment property – Optimize revenue from a long-term
investment property
Can’t sell – Offset costs while waiting for the residential market
to improve
Vacation rental – Offset costs of owning a vacation home
Primary residence – Offset costs of former residence
not being used
Other

2011
Responses

2010
Responses

2009
Responses

47%

49%

55%

17%

17%

15%

14%

12%

17%

15%

9%

n/a

7%

14%

14%
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Phone: 877.333.2426 Fax: 720.228.2426
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New in 2011: Outlook & Profitability
Outlook
In 2010 and 2009, this report looked at past trends. In the
2011 survey, we asked our survey respondents to let us know
their prediction for the future.
Great news… 37.6% predict that 2012 will be better and more
profitable. Only 5.2% predict that 2012 will be less profitable
than 2011.

Profit
The CHBO annual survey and this report are designed to
support existing property owners and help educate new
property owners. At the end of the day, these tools are
designed to help property owners grow their profits. With that
in mind, we added a question to this year’s survey to better
understand how and why property owners succeed with their
corporate housing rentals.
“Would You Say Your Furnished Rental Is…”
Answer Options

2011 Responses
11.3%
41.6%
35.2%
11.9%

Very Profitable
Profitable
Break Even
Unprofitable
Experience with Corporate Housing Tenants
In general, CHBO’s experience has always been that
corporate housing tenants are LPD (“less pain per dollar”) than
tenants of vacation rentals. So this year, we asked
respondents to tell us about their experiences with corporate
housing tenants. More than 90% of respondents have had a
positive experience with their corporate housing tenants.

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Plans to Buy More Investment Real Estate
As the economy stabilizes and the real estate market becomes
more predictable (even though it isn’t completely rebounding), we
want to know if property owners see future opportunities in
investment real estate… or if they are completely finished with
additional real estate investing.
For the second year in a row, there are more “yes” responses
(39.3%, up from 33.5% in 2010) than “no” responses (22.1%) as
far as those who plan to buy more investment real estate.
Meanwhile, 38.7% of survey respondents have not decided yet,
which is consistent with the responses from the previous year.
Watching this trend in future years will help us properly predict the
real estate recovery, as well as plan for possible downturns.
Some economists believe there is a correlation between the slow
pace of the real estate recovery and people feeling stifled by banks
that do not want to lend money at low interest rates. With this in
mind, we added a question to see if people felt hindered by the
banks. 7.6% of respondents said they would buy now if the banks would lend them the money.
Comparing Year to Year
Do You Plan to Buy More Investment Real Estate?
Answer Options

2011 Responses

Yes: This Year
Yes: In 2-3 Years
No
Don’t Know
Yes: When the banks start lending

16.9%
14.8%
22.1%
38.7%
7.6%

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Property Size / Room Type
(Number of Bedrooms)
An essential difference between the standard corporate housing
industry and the “by owner” segment is the size of property that’s
rented – and more specifically, the number of bedrooms.
Properties run by private owners are generally larger in size and
bedroom count than the typical, business-to-business lodging that
full-service, corporate housing companies provide.
As you can see in the chart below, 32% of private owners offer
rental properties that include three bedrooms or more (same as
2010). 13% offer rental properties with four bedrooms or more.
These are flexible lodging options that are virtually non-existent
among the full-service companies.
We believe the “by Owner” corporate housing segment will
continue to grow to meet the demands of renters who want larger
rental properties.

Property Size: Number of Bedrooms
Answer Options
Studio
1 bedroom
2 bedrooms
3 bedrooms
4 bedrooms
5+ bedrooms

2011
Responses
3%
24%
41%
19%
10%
3%

2010
Responses
2%
28%
39%
16%
10%
6%

2009
Responses
2%
24%
38%
21%
12%
3%

CHPA*
Industry
5%
49%
38%
7%
n/a
n/a

*CHPA - Corporate Housing Industry Report; reflects traditional corporate housing through larger, full-service property management companies.

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
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Rental Rates
The three most commonly asked questions that property owners
ask the CHBO Property Specialists are: (1) How should I price my
property? (2) When should I negotiate? (3) When should I hold firm
on the price?
We asked respondents to evaluate their 2011 rates compared to
2010 for the exact same rental property. 62.4% say that their rates
were identical over the two years, consistent with 64.7% from the
year before. Nonetheless, 21.6% reporting having higher or much
higher rates in 2011. Only 16.1% reported lower rates. (In 2010,
the results were split evenly split between lower and higher rates.)
We also collected specific rental rates. Compared to our 2010
survey results, 2011 rental rates decreased 10% to 20% for onemonth rentals of one bedrooms and two bedrooms. In contrast,
rental rates for studios, three bedrooms, and four bedrooms were
up in 2011. Five+ bedroom rental rates held even.
The biggest variance from 2010 to 2011 was the increase in rental prices for studio properties. This may be the result of
increased demand for corporate housing. It also shows that renters are still looking for the least expensive option, thus
increasing demand and driving the price up. We will continue to watch this trend.
2010 Rental Rates - W hat did you charge?
Answer Options
Studio
1 bedroom
2 bedroom
3 bedroom
4 bedroom
5+ bedroom

2011
1-Month
Lease
$1846
$2080
$2490
$3179
$3495
$5433

2011
3-Month
Lease
$1730
$1972
$2438
$2993
$3360
$5288

2011
12-Month
Lease
$1620
$1887
$2280
$2824
$3294
$4972

2010
1-Month Lease

2009
1-Month Lease

$1,550
$2,293
$2,509
$2,949
$3,413
$5,413

$1,500
$2,353
$2,683
$2,739
$3,983
$4,183

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Length of Stay
We asked the “length of stay” question multiple ways to ensure
that we received accurate data. Survey choices were: nightly,
weekly, monthly (including multiple months), and annually. We
believe these choices better reflect the way that tenants request
properties, as well as the way that properties are categorized
within the lodging industry.
We found that 30.7% of the properties could be rented for less
than a month. However, on average, 89% of the properties were
rented for one month or more. In fact, 55% of the 2011
respondents said that their properties typically rent for multiple
months (more than 4.3 weeks, but less than six months).
To better understand the length of stay trend, we asked two
additional questions: “How long did your last tenant stay?” and “On
average, how long do your tenants stay?” By asking the question
in two different ways, we were able to validate the data and
understand the nuances.
Given the current business and economic climate, longer stays are common. We believe this trend correlates with the
increase in consulting and project contracts. Businesses are trying to grow without hiring full-time employees. In
addition, people who are relocating are staying in temporary housing longer as they take time to assess the current real
estate market.

How Long Did Your Last Tenant Stay?
Answer Options
Nightly (less than 1 week)
Weekly (less than 4 weeks)
Monthly (1 month)
Multiple Months (greater than 4.3 weeks, but less than 6 months)
Multiple Months (greater than 6 months, but less than 1 year)
Year (12 months or more)

2011
Responses

2010
Responses

2009
Responses

3%
8%
13%
44%
19%
13%

4%
10%
8%
45%
22%
12%

3%
12%
10%
39%
15%
21%

2011
Responses
4%
8%
9%
55%
14%
11%

2010
Responses
7%
9%
9%
55%
11%
9%

2009
Responses
3%
15%
10%
42%
15%
16%

On AVERAGE, How Long Do Your Tenants Stay?
Answer Options
Nightly (less than 1 week)
Weekly (less than 4 weeks)
Monthly (1 month)
Multiple Months (greater than 4.3 weeks, but less than 6 months)
Multiple Months (greater than 6 months, but less than 1 year)
Year (12 months or more)

Email: Support@myCHBO.com
Phone: 877.333.2426 Fax: 720.228.2426
Address: 9249 S. Broadway #200-416, Highlands Ranch, CO 80129
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Renter Type
For this survey question, respondents were asked to check every type of tenant they had during the year.
As a result, the sum of the percentages is more than 100%.
In 2011, we saw a decrease in relocation stays. Otherwise, the overall corporate housing renter pool
remained fairly consistent with 2010. With the proposed decrease in military spending, we will watch to see if
military renters decrease.
We offered a comment section, so people who answered that they had “other” types of renters could
elaborate. In keeping with current real estate trends, the most common responses were: ”Home Remodel,”
“Waiting for New Home,” “Downsizing,” “Between Homes,” and “Home Repairs.”

Renter Type – Industry or Reason Someone Rented Your Property in 2011?
(Check all that apply)
Answer Options
Business Assignment
Relocation
Vacation
Family
Healthcare Professional / Traveling Nurse
Divorce
Medical Treatment
Education
Snow Bird
Military
Other
Special Event
Movie/Entertainment Business
Insurance Claim
Professional Athlete
Seasonal Worker
Politics

2011
Responses
69.7%
52.9%
33.0%
23.9%
19.5%
16.8%
16.5%
15.5%
15.2%
13.8%
13.1%
12.5%
11.4%
11.1%
10.1%
6.7%
4.7%

2010
Responses

2009
Responses

69.9%
62.7%
37.3%
n/a
n/a
15.1%
18.7%
18.1%
18.1%
13.9%
18.1%
18.7%
14.5%
10.2%
9.0%
7.2%
3.0%

68.1%
47.7%
35.1%
19.1%
18.0%
16.3%
16.6%
15.3%
17.2%
10.4%
16.6%
18.8%
11.2%
9.5%
9.3%
8.2%
3.5%

As an individual property owner, the key is to understand which renter types are the best fit for your rental.
Do you know why people are renting your property and why people are choosing other properties that are
similar to yours?
How you describe your property, how you go about marketing it, and even how you furnish it should all be
based on who your target rental pool is. For example, if you know your property often rents to newly-divorced
men in their mid-30s, it’s important to tailor your rental accordingly. (In other words, your property shouldn’t
be decorated with pink décor and flowers!) When you understand who needs and wants to rent your
property, your rental success should increase significantly.

Support@myCHBO.com
www.CorporateHousingbyOwner.com
Phone: 877.333.2426 Fax: 720.228.2426
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Property Type
The majority of “typical” corporate housing consists of
furnished, one-bedroom apartments. However, to meet the
increasingly diverse needs of the traveling public, it’s essential
that a wider range of property types be readily available. One
of the essential characteristics of the “by owner” corporate
housing lodging segment is that it includes diverse property
types, sizes and styles.
This is dramatically depicted in the following results:
31.6% of the properties accounted for in this survey were
single-family homes. This type of property is traditionally not
found through corporate housing companies.
In an effort to be more specific and use the most common
terms possible, we replaced the phrase, “garden style
condominium,” with “low-rise condominium” in our 2010
survey. We believe this adjustment in wording accounts
for the jump following 2009. Over the last two years, the
percentage for “low-rise condominium” has stayed the
same at 23%.

Property Type - In Real Estate Terms, How Would You Describe Your Property?
Answer Options
House
Low-rise condominium*
Apartment
High-rise condominium
Townhouse
Loft-style condominium
Duplex
Flat

2011
Responses

2010
Responses

2009
Responses

32%
23%
8%
13%
12%
3%
5%
3%

30%
23%
15%
11%
11%
4%
3%
2%

34%
13%
11%
15%
10%
9%
6%
3%

* In 2009, low-rise condominium was referred to as “garden style condominium.”

Support@myCHBO.com
www.CorporateHousingbyOwner.com
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Property Location
Furnished monthly housing is needed everywhere, from
business districts to residential areas.
48% of the “by owner” respondents said that their
corporate rental properties are located in suburban areas,
while 42% said that their properties are located in urban,
business districts. This is in line with 2010 results.
The range in locations reflects demand, as well as supply.

Where Is the Rental Property Located?
Answer Options
Suburban on a residential street
Outer urban (low-rise business district)
Central urban (high-rise business district)
Resort
Suburban on a commercial street
Rural
Industrial district
Small town

2011
Responses

2010
Responses

2009
Responses

43%
22%
20%
7%
5%
4%
0%
n/a

41%
24%
20%
7%
4%
3%
1%
n/a

36%
19%
16%
13%
4%
5%
0%
7%

Support@myCHBO.com
www.CorporateHousingbyOwner.com
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What Is Included in Your Furnished Rental?
There isn’t a right or wrong answer about what must be included in a
furnished rental. With that said, it’s helpful to understand what other
property owners are offering, so you can ensure that your property is
competitive with the market. The keys to having a successful,
furnished rental are to properly communicate what is included in your
rental and to establish value in your rental rate.
Tenants need to be able to properly evaluate similar properties and
rates when choosing a rental property. (This is why CHBO created the
“CHBO Complete” designation on its website. “CHBO Complete”
certifies that a property includes everything that renters expect to find
in a quality furnished rental. It’s a way to give tenants the opportunity
to make educated and correct decisions.)
This question was reworded for 2011 to help eliminate ambiguity. The results were significant. CHBO Complete
properties increased from 56.6% to 86.7%. The previous designation of “Fully Furnished” was changed to
“Furnished without Utilities Included.” This category dropped from 40% to 5.7%. We believe the new wording better
reflects reality.
Respondents could choose all answers that applied, resulting in the total percentage being higher than 100%. This
year we asked whether properties included a “Property Manual,” and in fact, 41.7% of respondents did include one.
CHBO highly recommends that all properties be equipped with a property manual. (You can find more details on
what to include in your property manual in the CHBO Handbook.) “Other” was also available as an answer to this
question. There were a number of answers related to: “Transit Passes,” “Community Recreation Passes,” and
“BBQs.” We will expand this question next year to monitor these new trends.
What Do You Include in Your Furnished Rental? (check all that apply)
Answer Options

2011
Responses

2010
Responses

2009
Responses

76.8%
49.4%
35.0%
72.6%
78.7%
72.6%
15.9%
34.1%
11.5%
5.4%
38.2%
44.3%
41.4%
41.7%
42.0%
75.8%
75.2%
70.7%
27.4%

82.9%
52.6%
38.3%
75.4%
85.1%
72.6%
15.4%
44.0%
16.0%
9.1%
41.7%
52.6%
49.1%
n/a
44.6%
83.4%
81.7%
76.6%
30.3%

91.1%
54.7%
48.1%
86.3%
93.4%
73.5%
17.8%
48.3%
12.2%
n/a
n/a
57.3%
n/a
n/a
53.4%
91.9%
n/a
84.7%
37.4%

Bed linens
Cable basic
Cable expanded with premium channels
Electricity
Fully furnished kitchen
High speed Internet access (HSIA)
I-Pod doc
Maid service – fee
Maid service – included
Parking – for a fee
Parking – open space
Parking – secure, covered
Phone
Property manual
Stereo
Towels
TV
Washer/dryer in unit
Welcome gift
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Security Deposits and Insurance
How do you protect your property from potential loss? How do you
entice a company or tenant to rent your property when a deposit is
required, when these travelers can stay in hotel housing without
having to pay those types of fees? It’s essential to understand
what the industry standards are – and how to protect yourself
without losing a great potential renter.
In the 2010 survey, we adjusted how we asked about collecting
refundable security deposits. We narrowed down the choices to
better reflect general lodging trends, eliminating the “$1,000 to
$3,000” category and replacing it with “one month rent” (a more
typical practice for collecting security deposits).
In 2011, the general trend in the “by owner” community was for an
increase in security deposits − especially for deposits greater than
one month’s rent.
According to the Corporate Housing Providers Association (CHPA) Industry Survey, some full-service, corporate
housing companies do not charge security deposits. If they do, the average fee is $646.
Do You Charge a Refundable Security Deposit?
2011
Responses
10%
22%
26%
31%
11%
n/a

Answer Options
No
$100 - $500
$500 - $1000
1 month rent
More than 1 month
$1000 - $3000

2010
Responses
16%
22%
24%
34%
5%
n/a

2009
Responses
8%
35%
19%
6%
3%
28%

The general trend in the industry is for Letters of Responsibility (LORs) from preferred clients, as well as security
deposit waiver programs or damage insurance in place of an actual deposit. As a result, we added a question
about travel and deposit insurance to the survey, and the answers are summarized below. We believe this will be
an increasing trend that we will continue to monitor.
Do You Offer Travel or Deposit Insurance?
Answer Options

2011 Responses
2.6%
2.6%
1.6%
81.1%
12.2%

Yes Both
Yes Travel
Yes Deposit
No
No – Don’t know how
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Credit & Background Checks
In the 2010 survey from a year ago, we added a new question
about conducting credit and background checks. This is becoming
an interesting topic as more people have bad credit because
they’ve gone through bankruptcy or foreclosure on a previous
property.
In today’s environment, credit reports must be used to see the
bigger picture about a prospective tenant. In looking at a renter
who has poor credit, you need to ask more questions to
understand if the potential tenant is likely to be a repetitive credit
offender, or it’s just a one-time occurrence.
In 2010, 26% of respondents said “yes,” they always run credit or
background checks. A larger amount, 32%, said ”no,” they never
run reports.
For 2011, we divided this question into two separate questions.
There is a significant difference between a credit check and a
background check. With that said, we found very little variance
between the two topics, which surprised us. We expected credit
checks to be higher than background checks; yet, for all statistical
variances they appear to be the same.

Do You Run Credit and/or Background Checks?
Answer Options
Yes - Always
Sometimes
No Never
No – Don’t Know How

2011 Background
Responses
23%
33%
34%
9%

2011 Credit
Responses
26%
36%
30%
8%
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Credit Cards
An important trend in today’s digital world is the ability and
willingness of property owners to accept credit cards.
Approximately three out of five of respondents accept
some form of credit card payment from their renters. At
32%, PayPal was the most popular credit solution.
This year we consolidated two previous questions into
one, and we allowed the respondents to choose more than
one answer.

Do You Accept Credit Cards for Payment? (check all the apply)
Answer Options
Yes – Mastercard & Visa
Yes – American Express
Yes - PayPal
No, Never
No – Don’t Know How

2011
Responses
31%
18%
32%
40%
8%

2010
Responses
38%
22%
40%
35%
9%

Property owners enjoy the security options that credit card companies offer to protect their users from fraud. When
you combine this security with the convenience of credit cards, many believe the fees involved are worth it.
Tenants prefer to pay by credit card because it protects them. It gives them the ability to dispute a charge if the
property is not acceptable or it’s not as advertised.
Please note: CHBO provides credit card resources on its website and has established an easy solution
through ECom Merchant Solution. ECom Merchant Solution provides discounted processing rates for those
associated with CHBO.
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Pets and Pet Security Deposits
More long-term business travelers are arriving at rental properties
with pets. Allowing pets in your property can give you a
competitive advantage. Not to mention, it can give you an
opportunity to increase your monthly rent when you’re trying to rent
your property. However, when pets “go bad,” they can cause
extensive damage. To preserve the quality of your rental, it’s
critical to have a pet policy in place and take the time to qualify
each pet.
In the 2011 survey, we again asked a question to learn why
property owners accept pets. 73.8% said they take pets because it
gets their properties rented. If you currently do not take pets and
your property is not rented, you may want to revisit your pet policy.
In addition, we asked survey participants how many days their property had rented with a pet. We also asked whether
a pet had damaged their property. 19.6% of respondents rented their property with a pet for 31 to 90 days; 10.7%
rented 90 to 180 days; and 12.2% rented for 180 to 365 days. Of these rentals, 6.9% reported “a lot” of damage,
15.8% reported “a little” damage, and the majority reported no damage at all.
According to the 2011 CHPA Industry Survey, the average pet fee for full-service, corporate housing companies is
$268, and the average pet deposit is $348. For respondents to the “By Owner” survey, the average, non-refundable,
one-time pet fee is $144. (It’s generally applied to a special departure clean needed to eliminate hair and odors). The
average pet refundable deposit is $342.
Do You Accept Pets? (Check all that apply)
Answer Options

2011
Responses

2010
Responses

2009
Responses

50%
36%
29%
22%

53%
39%
25%
20%

n/a
31%
20%
11%

No, we do not accept ANY pets
Yes, we accept dogs under 35 lbs
Yes, we accept cats
Yes, we accept dogs over 35 lbs
Pet Fees?
Answer Options

2011
Response Average

2010
Response Average

$342.07
$56.80
$144.33

$346.15
$39.39
$175.10

Amount charged as a pet deposit
Amount of increased rent charged
Amount of non-refundable pet fee
Why Do You Accept Pets? (check all that apply)
Answer Options

2011
Responses

2010
Responses

68.9%
27.4%
34.1%
24.4%

73.8%
23.8%
23.8%
20.2%

Gets the property rented
I love animals
Why not?
Everyone has one
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Marketing Solutions
The key to annual rental revenue success is high occupancy, which can only be achieved with quick turnover
between tenants and effectively lining up the new tenant before the previous one departs.
That’s where marketing plays a significant role. Getting a property rented is about having the right property at
the right price and being able to connect with the right tenant. There is never one, perfect place to find a
renter, and as the economy and business trends change, where you find those tenants will also change.
Marketing is about creating the correct formula to connect with individuals and businesses on a local, national
and international basis. (Tip: Before you even look at new places to market your property, it is essential to take
the time to make sure your property listing is accurate and well worded, and you have fabulous photos to make
it easy to rent your property sight unseen.)
Most marketing efforts decreased between 2010 and 2011, which may be a result of tighter spending overall.
In 2011’s survey, we added more questions to better understand how property owners feel about their marketing
efforts and what they spend.
How Satisfied Are You with the Results of Your Marketing?
Answer Options

2011
Responses

2010
Responses

53.7%
40.1%
6.2%

58.8%
31.8%
9.4%

Need a few more tenants
Always rented
Help, I can't get it rented

Previously, we asked a general question about how much people spend annually to market their property.
In 2010, the responses ranged from $0 to $60,000, and the adjusted average* was $681. This year we broke
the question down into sections to better track trends from year to year.
In 2011, the average spending range to market a property was $304 to $851.
Annually, How Much Do You Spend to Market Your Rental?
Answer Options
< $500
$501 - $1000
$1001 - $2000
$2001 - $3000
$3001 +

2011
Responses
62.9%
23.8%
10.1%
1.3%
2.0%

We also added a question to better understand how the “by Owner” segment feels about real-time booking
reservations, in which the property is leased through a computer website and the property owner has no
interaction with the tenant at all. 20.4% of respondents said they have used one of these programs (up from
12.2% in 2010). We saw a decrease of 15% in the “maybe” respondents, which may reflect the “maybes”
actually trying it. However, the majority, 47.9% said “no,” they would never use it.
* Adjusted average reflects removing the annual budgets that are $10,000 or above – rates that may not properly reflect the majority of
the survey respondents.
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Internet, Real-Time Rentals:
Hotels are often booked directly through Internet sites in real-time without any interaction with a person.
Would you rent your property through a website in real-time?
Answer Options
No, I would never rent my property without talking to the tenant first
Maybe, I have thought about listing my property on these sites
Yes, I have rented my property through an Internet booking engine
I have no idea what you are asking

2011
Responses

2010
Responses

47.9%
14.9%
20.4%
16.8%

48.8%
29.1%
12.2%
9.9%

Knowing where other people are marketing their properties will help give you additional ideas for where you should
list your rental. In future reports, we will take a closer look at the effectiveness of these marketing resources,
including which resource gets the most leads, the most qualified leads, and the highest conversion rates.
How Do You Market Your Furnished Rental? (check all that apply)
Answer Options

2011
Responses

2010
Responses

2009
Responses

68.1%
45.7%
24.0%
19.7%
19.1%
16.8%
14.8%
14.1%
14.1%
10.5%
9.9%
7.2%
6.9%
6.3%
5.6%
5.3%
4.9%
4.9%
4.3%
3.9%
3.6%
3.3%
2.6%
0.3%

79.5%
55.0%
31.0%
4.7%
28.1%
18.7%
21.1%
15.8%
15.8%
14.0%
8.2%
8.8%
5.8%
5.3%
7.6%
5.8%
7.6%
5.8%
4.7%
5.8%
8.8%
4.7%
3.5%
2.3%

55.4%
67.4%
**
n/a
41.3%**
14.4%
12.3%
32.3%
*
18.5%
19.2%*
n/a
14.6%
6.4%
n/a
9.2%
6.7%
10.5%
n/a
10.5%
11.8%
6.9%
3.3%
6.9%

CHBO Basic Listing
Craigslist
Vacation Rental Website
CHBO Premium Listing/Banner Ad
Other Paid Internet Sites
Facebook
Referrals/Commission
Property Specific Website
Real Estate Agent
Marketing to Prior Tenants
Real Estate MLS Service
CHBO Power Owner
Management Company
Online Virtual Tour
LinkedIn
Flyers/Bulletin Boards
Sales Calls
Window/Yard Sign
Twitter
Newspaper
Printed Brochure
Other Social Media
YouTube
Rental Magazine

* In 2009, Real Estate Agent and MLS were combined in one category.
** In 2009, only “Other website” was asked. In 2010, we were more specific about the website.
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What’s in a Name? Corporate Housing?
Is “corporate housing” the right name for renting
furnished housing? According to survey results,
72.8% of respondents list their rentals as
“corporate housing,” followed by 57.6% who list
their property as a “furnished rental.”
The most interesting trend that emerged from this
question is the 12% drop in those who refer to
their property as “short term” and the 10% drop in
those who refer to their property as a “vacation
rental.” This is most likely due to the increase in
regulation and taxation of the less than 30-day
rental segment.
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Appendix A: Key Findings from the Corporate Housing Providers Association
(CHPA) – 2011 Industry Report on 2010 Trends
Source: The Highland Group
Industry Summary
The “serviced” corporate housing industry was a growing $2.47 billion dollar industry in the United States in 2010 ― up
7.4% from 2009.
Inventory
The serviced corporate housing market in the United States was estimated at a total of 65,396 units on an average day
in 2010 up 4.7%.
Rates
The overall average daily rate for serviced corporate housing in the United States was $115.88 in 2010, up 1.3% from
2009. In comparison, the overall upscale extended-stay lodging industry lost 0.9% in average daily rate according to
The Highland Group.
Length of Stay
The average stay in a U.S. corporate housing unit was 83 days in 2010, down from the all-time high of 92 days in 2009.
Report
This report is conducted annually by the Corporate Housing Providers Association (CHPA) and features both general
industry information and specific market data for dozens of U.S. and Canadian cities. The report can be purchased
directly from CHPA at www.CHPAonline.org.

Support@myCHBO.com
www.CorporateHousingbyOwner.com
Phone: 877.333.2426 Fax: 720.228.2426

Page 24

2011 CHBO Report

Sponsored by

	
  

Appendix B: Key Corporate Housing Stories in the News – 2011
Your Home as Corporate Housing: It Just May Get You a Job
Published:
June 3, 2011
By:
Diana Olick, CNBC
Link to:
http://www.cnbc.com/id/43269087
Earlier this week I did a piece on television about how many job seekers are frozen in place because they can't sell their
homes to relocate for a new job.
More than a quarter of U.S. borrowers owe more on their mortgages than their homes are currently worth. We call that
in a "negative equity position" or "underwater."
"I had an example last week of someone who was on the East Coast and there was an opportunity on the West Coast.
Great paying job, and the family just could not afford to take a $250,000 loss on their house. That employee,
prospective employee had to forgo that opportunity," recalled Gary Burnison, CEO of Korn Ferry International, an
executive recruiting firm.
I decided to dig a little deeper into this phenomenon and found another fascinating story: Temporary corporate housing
is seeing a boom, and it's not just in big rental apartment buildings. Job seekers are actually renting out their own homes
as corporate housing, so they can take a job somewhere else and not have to sell at a loss.
"I probably get a call on an hourly basis with people who have a new job, have new job opportunities, know that there
are job opportunities in another area, but have this home, which is a burden around their neck that they don't know what
to do with," said Kimberly Smith, president of the Corporate Housing Providers Association (CHPA). Smith is also the
founder of Corporatehousingbyowner.com, a site that helps homeowners find corporate renters. "If you find that right
person at the right time, the ability to rent your home fully furnished is a huge emerging real estate trend that is hot."
Sixty percent of the properties listed on Smith's site were rented as a result of the owner's relocation needs. And
demand is booming, especially as corporate apartment rents climb due to strong demand.
"Just this morning, I got a call from an individual in a random town in Minnesota. They had listed their property for rent
two days ago, and now have their property rented for six months," said Smith, but she added there is something else far
more troubling pushing the corporate rental demand:
"I was having lunch with an executive head hunter the other day, and they were stating that corporations are
picking their second or third choice for job applicants because they don't want to be stuck with someone who
might be underwater with their home. Corporations can discriminate against you based on your financial status,
and being in a home that's underwater is a perfectly good reason for an employer not to hire you."
Corporate renting is one alternative.
It may seem strange, swapping your house for someone else who has been dislocated from their home, but these are
strange times.
The upside is that instead of moving your family into some sterile corporate apartment box, you can move them into a
real home that might remind them of better times.
###
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How the Crippled Housing Market Affects Job Seekers. Would Your Mortgage Prevent You from Relocating
for a Job?
Published:
July 5, 2011
By:
Alexis Grant, US News and World Report
Link to:
http://money.usnews.com/money/careers/articles/2011/07/05/how-the-crippled-housing-market-affectsjob-seekers
The technology industry offers tales of woe: jobs aplenty in hot spots like Silicon Valley, but candidates across the
country who, anchored by houses that have dropped in value, can't move to fill them. And yet a new study tells a
different story. According to a yet-to-be-published paper from Freddie Mac, owning an underwater property—or owing
more on a mortgage than the home is worth—is not keeping job seekers from relocating for jobs.
Out-of-state moves, which are typically associated with employment opportunities, did not decline between 2007 and
2009, Freddie Mac reports, using data from the U.S. Census Bureau's American Community Survey. And Colleen
Donovan, senior economist at Freddie Mac and author of the report, says she believes that trend has continued through
2011.
"If homeowners do have a job opportunity in another state or if they even perceive a better job opportunity awaits them
in another state, they will go ahead and ... find a way to take that new job," Donovan says. That could mean walking
away from a mortgage in default, finding the funds to pay it off, or renting out the home.
Still, some recruiters say it's difficult to find candidates to hire when so many are tied to properties that have fallen in
value, what Donovan calls the "lock-in effect." The challenge is most apparent in talent-starved industries like
technology, where companies that can't find qualified hires locally are looking across the region or even the country.
Candidates being unable or unwilling to relocate exacerbates an already-problematic lack of engineers, says Todd
Thibodeaux, CEO for CompTIA, the Computing Technology Industry Association. "Not all companies embrace mobile
work and tele-work, especially small companies, who ... are last in line to get this skilled personnel."
Pam Sexton, a job seeker who lives in Olathe, Kan., a suburb of Kansas City, put her house on the market in early 2009
after losing her job, hoping to sell so she would be free to relocate for her next gig. But she found neither a job nor a
buyer. Midway through that year, she decided to rent out the home instead. Yet geographical freedom still hasn't paid off
in her job search; even with a decade of market-research experience on her resume, the 45-year-old has been unable
to land a full-time job with benefits. Last week she accepted a full-time contract position with her former employer,
Sprint, which is headquartered in Overland Park, near where she lives. "[Renting my home] didn't help me in any way,
except it made me feel better that I wasn't going to lose my house," Sexton says.
More and more homeowners are becoming accidental landlords so they can move without selling their property at a
loss, says Kimberly Smith, president of CorporateHousingbyOwner.com, which connects owners with tenants. "Even in
the last six-plus months, it's an increasing trend," she says. "Mobility doesn't have to be buying and selling real estate
anymore."
In a job market where openings are few and far between—economists called last month's jobs report "depressing"—
many job seekers feel forced to make that choice, figuring a job across the country is better than no job at all, even if it
means a sacrifice on the home front.
"When you are faced with this decision, if I get a job offer, no matter where it is and no matter what my housing situation
currently is, I strongly have to consider taking this job," says Ken Shuman, spokesperson for Trulia, a real-estate
information portal. "They're willing to move for the job but it doesn't mean that they're going to become a homeowner
again... I think the bigger story would be how many of those people are actually thinking about buying again when they
get to their new location."
The lock-in effect also plays into the remote-work trend. "As companies get desperate," Thibodeaux says, "they'll do
more [to] allow people to work from wherever they are."
###
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Appendix C: New and Existing Tools at CHBO in 2011
In 2011, the CHBO team introduced several new tools to make you more successful in renting and managing your
corporate rental.
Some of the new features include:
•

New and Improved Search. CHBO has added new and improved search functionality in 2011 to make it
easier for tenants to find CHBO listings. Potential tenants can now search for a property based on:
•
•
•
•
•
•
•
•
•
•
•
•
•

Location
Property ID
Rental Term (nightly, weekly, monthly)
Mile Radius
Rental Rate ($$)
Bedroom Count
Furnished or Unfurnished
CHBO Complete™
Keywords (another reason for you to pump up those keywords!)
Pet Friendly (or not)
Move-In Now (property is available today!)
Map View
Property Type (apartment, house, etc.)

•

Move In Now. This new and free feature can be activated on a listing when the property is available for
immediate occupancy. The “Move In Now” icon will be displayed on a listing’s home page for 72 hours and
moves the listing to the top of the organic search results. Also, potential tenants can search for only “Move
In Now” properties, driving more traffic to a listing when it’s needed most. The Move In Now feature
replaces “Available Now.”

•

Global Listings. CHBO is able to list and market properties located outside of North America. CHBO
already has listed properties in cities such as Panama, Switzerland and Costa Rica.

•

Travel and Damage Insurance. CHBO has partnered with Travel Guard® to provide CHBO landlords the
opportunity to offer tenants damage and travel insurance and accidental rental damage insurance. The
partnership enables CHBO Members to earn cash back when a tenant purchases the policy.

•

Credit Card Help. CHBO can help CHBO members more efficiently accept credit cards so they look more
professional in the coming year. Through a partnership with PayPros, CHBO members can accept credit
cards from tenants while taking advantage of CHBO-negotiated rates.

•

Improved Map Feature. CHBO has taken great care in improving its Map feature over the years for its
property search results. The Map feature has been used by thousands of CHBO customers and enables
potential tenants to see exactly where a property is located on a map.
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Creating Your Property Listing
•
•
•
•
•

Online availability calendar: You can use the calendar to quickly and easily show prospective renters
when your property is available for rent
Flexible rates display: You can easily show different rates for peak and off season rentals. You can also
provide discounts for long-term stays
Digital maps: Your listing includes a link to a digital map of your property’s location to give prospective
renters a better idea of your location
Renter reviews: Your renters can write reviews about their experiences renting your property. Corporations
love to rent from experienced property owners
Links to other resources: You can include links to additional websites from your listing, such as a virtual
tour website, photo hosting website, or a website about the unit or property

Marketing Your Property Listing
•

•
•
•
•

•
•

CHBO Complete™ program and seal: You can use these guidelines to ensure your rental meets basic
standards for furnished corporate housing. The seal is a desirable distinction of completeness that sets your
property listing apart from other property rentals
Photos: Display up to 18 photos of your property
Multiple websites (free service!): CHBO feeds your property listing to more than a dozen of our partner
websites including multiple CHBO topic specific websites
Property listing analysis: A CHBO Property Specialist reviews each property listing and helps you get the
most from your marketing dollars
Power Owner seal: If you have multiple property listings posted on CHBO, the “Power Owner” seal
appears on your listings. This seal is a great way to generate repeat rentals with corporate users who like
renting from you
Marketing exposure: CHBO actively markets to corporate housing coordinators, traveling executives and
other business travelers who regularly need corporate housing and who are already registered with CHBO
Listing upgrades: Need to get your property rented today? CHBO offers a variety of ways to upgrade your
listing to increase its exposure on the CHBO website on an as-needed basis
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