C A S E S TUDY

From Benchmark to Rollout:

How Al Improved the Revenue Cycle for a Major
Portfolio

An institutional-grade Al implementation that reduced delinquency by 100 basis points,
accelerated collection speed by 41%, and delivered predictable cash flow across a multifamily
portfolio.
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Founder, Real Estate Al Studio Confidential Multi-Billion dollar Multifamily
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EXECUTIVE SUMMARY

At one of the largest privately-held real estate firms in the United States, an Al-driven collections
system transformed how rent was recovered across a major multifamily portfolio. The results were
not incremental improvements they were structural shifts in operating performance. Delinquency
rates dropped by approximately 100 basis points, the time to reach 95% collection fell by seven
days, and the variance in performance across properties narrowed from a 5-percentage-point
spread to just 3.

These are not hypothetical projections. These are audited outcomes from a live, institutional-
grade deployment. As the professional responsible for leveraging these benchmarks to architect
the technology rollout across additional markets, | bring this exact playbook to every engagement
at Real Estate Al Studio.

THE CHALLENGE: WHY MANUAL COLLECTIONS FAILS AT SCALE

Every Asset Manager understands the drag that delinquency creates on Net Operating Income.
For every basis point of uncollected rent, a property loses value not just in the current month, but
in the trailing-twelve-month NOI calculation that drives cap-rate valuations. A 100-basis-point
delinquency problem on a $50M asset can represent $500,000 in annual revenue leakage,
translating directly into millions of dollars in lost asset value.

The traditional approach to rent collection is manual, inconsistent, and emotionally taxing. On-site
teams must make uncomfortable calls, track individual resident payment histories, and follow up
across email, phone, and in-person interactions all while managing leasing, maintenance, and
daily operations. The result is predictable:

* Inconsistent cadence: Follow-up timing varies by site, by team member, and by day of
the week. There is no standardized protocol.

« Staff burnout: Collections is the least desirable part of the job. Turnover in community
management exacerbates the problem.

* High variance: One property collects 97% by the 10th; a comparable property down the
road is still at 91%. The difference is not the resident base it’s the process.

* Revenue unpredictability: When cash flow timing varies by weeks across a portfolio,
distribution forecasting and debt-service coverage become more unreliable.

This is not a technology problem. It is an operational discipline problem. And the solution is not
more people it is a system that executes the same proven cadence, every time, for every resident,
at every property.
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THE BENCHMARK: INSTITUTIONAL RESULTS FROM THE NEW YORK PORTFOLIO
The Al collections system was deployed across the Multifamily portfolio in New York in partnership

with a specialized cadence designed specifically for the firm’s resident communication standards.
Every month, the Al made hundreds of automated interactions with residents past their rent
deadline via a coordinated sequence of SMS, email, and phone calls, all performed by Al.

The following results represent the verified performance benchmarks achieved in this deployment:

DELINQUENCY REDUCTION COLLECTION VELOCITY

1 100 bps 10 Days

From 3.7% to 2.7% Down from 17 days to 95%
collected

PORTFOLIO VARIANCE

3pp Spread

Reduced from 5pp — Predictable, uniform cash flow

Performance Comparison: Pre-Al vs. Post-Al Deployment

e (< I (<N = N

Delinquency Rate 3.7% 2.7% 1 ~100 bps
Days to 95% Collected 17 days 10 days | 7 days (41%)
YoY Variance (Spread) 5pp 3pp | 2pp (40%)

What these numbers mean for your balance sheet: The delinquency reduction alone translates
to approximately 100 basis points of recovered revenue. On a $100M portfolio, that represents
$1M in annual cash flow that was previously leaking through inconsistent manual processes. The
7-day acceleration in collection velocity means capital is available sooner for distributions, debt
service, and reinvestment. And the variance reduction from 5pp to 3pp means your cash flow
projections are no longer guesswork—they are reliable.

THE STRATEGY: THE LAW OF LARGE NUMBERS

These results are not the product of luck or a favorable resident demographic. They are the
mathematical outcome of a system designed around one principle: when you execute the right
cadence, at scale, without deviation, the numbers converge on the optimal outcome.
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The Al operates on a specially designed communication cadence built in partnership with the
property management team. This cadence defines the exact sequence, timing, and channel for
every resident touchpoint:

+ Day 1 post-deadline: Automated SMS reminder with a direct payment link.

* Day 3: Follow-up email with account summary and escalation language.

* Day 5: Al-initiated phone call with conversational capability in multiple languages.

+ Days 7-14: Escalating sequence of multi-channel reminders calibrated to the resident’s

engagement history.

The critical difference between this system and manual collections is consistency. The Al does
not skip a step because the leasing office was busy. It does not soften its tone because it feels
uncomfortable. It does not forget to follow up on Friday afternoon. Every resident receives the
same proven cadence, on schedule, without exception.

This is what the “Law of Large Numbers” means in practice: when you run hundreds of interactions
per month through a statistically optimized process, the aggregate outcome is consistent.

THE EXPANSION: SCALING FROM NEW YORK TO CALIFORNIA

The New York benchmarks were not the end of the story they were the proof of concept that
justified the next phase. My role was to take these validated results and architect the technology
expansion into the firm’s California portfolio.

This was not a copy-paste exercise. The California portfolio had different property types, different
resident demographics, different local regulations, and different on-site team structures. The
strategy had to be adapted without compromising the discipline that produced the original results.

The expansion required three phases of execution:

+ Portfolio Assessment: Mapping each property’s existing collection workflow, identifying
the highest-variance assets, and prioritizing deployment to where the ROI delta was
greatest.

+ Cadence Calibration: Adjusting the communication sequences for California’s regulatory
environment while maintaining the core engagement frequency that drove results in New
York.

+ Operational Integration: Ensuring the Al system complemented—not replaced—on-site
teams. The goal was to eliminate the manual collections burden so staff could focus on
leasing, renewals, and resident experience.

realestateaistudio.com | Page 4



Real Estate Al Studio | Case Study

The result was a scalable, repeatable implementation model: the same framework, adapted for
local conditions, delivering institutional-grade consistency in a new market. This is the model |
now bring to every Real Estate Al Studio engagement.

WHY REAL ESTATE Al STUDIO

There is no shortage of PropTech vendors selling Al tools. What is rare is someone who has
implemented these tools at the highest institutional level and knows exactly what separates
a successful deployment from a failed pilot.

Real Estate Al Studio does not sell software. We implement managed Al strategies built on the
same frameworks proven at firms like Related. The difference is experience:

Typical Vendor Real Estate Al Studio

Sells a platform license Implements a managed revenue strategy

Generic onboarding playbook Custom cadence design per property

Support ticket when things break Ongoing performance optimization

Claims Al works Has the institutional benchmarks to prove it

One-size-fits-all Adapted for your market, your regulations,
your team

NEXT STEPS: AUDIT YOUR DELINQUENCY WORKFLOW

You do not need to be a Fortune 500 operator to achieve Fortune 500 efficiency. The playbook
exists. The benchmarks are proven. The only question is whether your current process is leaving
revenue on the table.

Real Estate Al Studio offers a complimentary Delinquency Workflow Audit for Asset
Managers and Property Owners who want to understand the gap between their current
performance and what is achievable with an institutional-grade Al implementation.

In this audit, we will:
* Map your current collection cadence and identify process gaps
* Benchmark your delinquency rate and collection velocity against institutional standards
* Quantify the NOI impact of closing the performance gap
* Deliver a clear implementation roadmap with projected ROI

Ready to close the gap?

Schedule your complimentary Delinquency Workflow Audit.

Kevin Krone | realestateaistudiohelp@outlook.com
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