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Kyle Johnson likes his digital marketing spend quantified. As 
marketing and technology director for San Diego-based R&V 
Management, Johnson heads up branding, marketing, training, 
and assessment; and is one of the firm’s primary decision makers 
for selecting technologies to increase source conversion and 
decrease the cost per lease at the brand’s 44 Southern California 
properties. 

“I’m a data junkie,” Johnson explains. “I want to be able to get 
good information back on the success of our marketing channels 
within the lease mesh, and critical to my understanding of our 
marketing success is source performance as reflected in data.”  
Using standard technologies, R&V progressed to a point in 2009 
where the firm was making headway quantifying where leads 
were coming from, but assessing accurate costs per lead and 
lease remained elusive. “Even with the ability to aggregate leads, 
we still didn’t know how much junk we were getting,” Johnson 
says. “The goal was to get real, qualified prospect analytics to 
determine source performance, a true conversion rate and cost 
per lease.”

During this time, R&V (like most managers and operators) saw 
changes in how and when prospects preferred to communicate 
with leasing agents. Empowered with smartphones, consumers 
started to expect quick, satisfying interactions with businesses 
24 hours a day. “We needed better marketing spend analytics 
and a better ability to catch the overflow in the shift to 24-hour 
availability to meet the dynamic change in how people choose to 
make contact with a property,” Johnson says. 

Highest Performance:  
Making Dollars and 

Sense from Paid 
Advertising

...
R&V Management gains analytics and 
business intelligence to identify best 

lead generation and conversions from 
digital marketing and advertising 

channels.

“Between 2010 and 2011 Level One 
enabled me to trim a quarter of a 
million dollars out of our marketing 
budget by driving down lesser 
performing sources and putting more 
money into the sources that were 
converting.” 

-  Kyle Johnson, Marketing & Technology,  
R&V Management

Unified Marketing Solutions
The inflection point reached by Johnson—one where better 
analytics are needed on digital marketing spend—isn’t exclusive 
to R&V. “We think the next evolution of online marketing is 
to help apartment marketers reduce paid marketing and 
invest more time on the value-added marketing that brings 
prospects to them,” says Eric Broughton, president of RealPage 
Marketing Solutions. “We help our customers think of our tools 
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as an integrated solution to help them leverage free customer 
acquisition channels and thus reduce their paid marketing spend. 
We provide tools in one unified marketing solution that thinks of 
the world in that way.”

While social media, mobile, local, search engine optimization, and 
inbound content marketing continue to emerge as compelling 
channels for multifamily marketers, paid advertising continues 
to generate significant lead to lease volume. In addition to 
traditional paid listings on Internet Listing Sites (ILSs), the ability 
to buy paid search via search engine marketing (SEM) enables 
marketers to secure top billing when prospects type purchased 
keywords into search engines like Google®. 

“Paid advertising remains an integral part of the marketing mix,” 
says Broughton. “While many marketers believe free channels are 
currently more compelling and powerful, the long and probably 
correct answer is most businesses are going to rely on both paid 
and non-paid lead sources.”

Precisely the case at R&V Management, which invested significant 
portions of its marketing budget to ILS listings and engaging paid 
SEM. For Johnson, moving past the digital marketing inflection 
point required analytics and data to determine the relative 
performance of R&V’s broad range of paid advertising. The firm 
found its solution by integrating the Level One Contact Center to 
its digital marketing platform. 

Highest Conversions to Lease
Designed from the ground up as an integrated lead tracking 
and conversion tool kit, Level One delivers a digital extension of 
onsite marketing teams, providing analytics on lead generation 
and conversion while answering phone calls, emails, and chat 
24 hours a day. Beyond providing detailed business intelligence 
on non-paid and paid advertising sources and corresponding 
prospect generation, Level One increases prospect capture, 
creating the demand necessary for adjusting concessions and 
rents to increase overall revenue. 

Since implementing Level One in 2009, R&V has consistently 
experienced double digit lead capture and conversion rates 
across its portfolio. “Adopting Level One has done two things for 
R&V,” says Johnson. “It carved out an understanding of what our 
sources were looking like over time, and enabled us to identify 
the best sources for conversions to lease. Between 2010 and 2011 
Level One enabled me to trim a quarter of a million dollars out of 
our marketing budget by driving down lesser performing sources 
and putting more money into the sources that were converting.”

Not to mention the phone calls, emails, and chats from 
demanding prospects on the go that are being answered by 

Level One. “We wanted to make sure our emails and phone 
calls were being answered in a way that represented the best 
foot forward for the properties, and chat represents the next 
step in that transition in the consumer expectation of real-time 
interaction,” says Johnson. “For us to be able to embrace that 
mentality and capture the conversion has been a huge benefit.”

And true to the concept that digital marketing has become a 
suite of integrated solutions, Level One has Johnson and the R&V 
team looking more critically at their website as a primary channel 
for lead capture and conversion, with conversion efficiencies 300 
percent higher than other prospect pools. “That makes intuitive 
sense just by considering how qualified the prospect is once 
they are on your website, but we’re nevertheless gearing our 
paid advertising plan to push people to our website regardless 
of where they originate from,” Johnson says.  “That’s something 
we were able to identify by using Level One and ultimately use to 
drive leads to their highest position of conversion to lease.”

About R&V Management  
In business since 1979, R&V 
Management Corporation is dedicated 
to providing expert professional 
property management and real estate 
services. They currently manage 
various apartment and retail properties 
throughout San Diego County.


