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INTRODUCTION
Commercial real estate investors are taking a big 
risk when they place their trust, and their dollars, 
in a CRE sponsor. Investors need to feel confident 
that they are choosing the right sponsor, and the 
sponsor needs the skill, knowledge, experience, 
and tooling to manage the portfolio in an  
effective and trustworthy manner.

With today’s political and economic uncertainty,  
it’s more important now than ever before to meet and  
exceed investor expectations, leveraging technology  
to create a value-add investor experience.
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     The real estate industry is  
on an accelerating disruption 
curve that will challenge industry 
leaders to look differently at the 
ways they do business and  
interact with their investors.

Deloitte

“

“



THE EVOLUTION OF  
INVESTOR RELATIONS
Commercial real estate is one of the oldest industries in the 
United States. The CRE industry we know today is still very 
traditional, and some might even say behind the times. But  
in the past several decades, change has been snowballing, 
heavily driven by the advent of technology.

Commercial real estate has long been an industry based on relationships. 
CRE investors are making a major investment, and choosing the right  
sponsor with the right portfolio opportunities could be the difference  
between success or failure. As such, investors want to work with  
somebody who they trust and who has a solid track record. For these  
reasons, networking, face-to-face interactions, and relationship building  
are practically required, and sponsors typically have a go-to network  
of family members, friends, and peers that they can tap into. 

But technology is changing the way that commercial real estate sponsors 
and investors engage, communicate, and otherwise conduct every aspect  
of their business. With the arrival of the internet, investors could  
instantly access information about companies, sponsors, and industry 
trends. Whereas communication and document sharing used to take days 
or longer via snail mail and fax, updates are now practically instantaneous. 
In earlier days, investors had to rely on their own personal network and  
the recommendations of family and friends. But today, 86% of CRE  
investors rely on the Internet in order to conduct research about potential 
investments, and 59% search online before tapping into their personal  
network. Investors can access social media, peer review sites, company 
pages, blogs, government websites, and more and use this information to 
form their own opinions about potential sponsors.

of CRE investors begin their  
commercial real estate search online59% 
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TRENDS DRIVING CHANGE 
IN THE CRE INDUSTRY
There are many trends impacting all aspects of the  
commercial real estate industry, from changes in regulations 
and tax structures and increasing globalization to the evolving  
influence of various generational cohorts and shifts toward  
the sharing economy. Here we take a look at three changes  
affecting investor expectations for their CRE sponsors  
and portfolios.

The Shift Toward Millennial Investors
     The distribution of available investors is increasingly trending toward  
     the Millennial demographic, currently the largest generational cohort.  
     There are more than 80 million Millennials in the US, and worldwide,       
     Millennials account for 23% of millionaires. By 2020, this demographic  
     is expected to control over $28 trillion in assets, but with more  
     Millennials entering their prime earning years, we will see a  
     meaningful additional increase in liquid assets. These powerful stats  
     illustrate how Millennials have become accredited investors and an  
     emerging source of capital. This generation has little interest in  
     traditional investment channels, such as index funds, annuities, foreign  
     stocks, and shares in private business, with 85% of Millennials either  
     wanting to or already investing in real estate. Failure to take notice  
     of Millennials could mean alienating an entire group of investors. 

of Millennials either want to or  
already do invest in real estate85% 
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TRENDS DRIVING CHANGE IN 
THE CRE INDUSTRY, CONT.

An Increased Interest in Social Impact Development
     Today’s investors are increasingly interested in social impact development, which are  
     projects that improve people’s lives, that support and strengthen communities, and  
     that broaden access to economic opportunities. As of 2017, there is over $114  
     billion in impact investments under management worldwide. Common examples  
     include mixed-income housing, community and healthcare facilities, and co-working  
     office space. The latest generation of investors seeks achievement of social  
     objectives in addition to financial returns — they want to see the direct impact  
     of their dollars at work and know how it is improving communities. That means  
     sponsors need to be able to provide their investors with regular reporting and  
     dashboards to track these types of metrics. 

The Rise of CRE Crowdfunding
     Since Obama’s 2012 JOBS Act, which essentially created more funding opportunities  
     for more people, crowdfunding has risen in popularity as an alternative and viable  
     source of capital – like Kickstarter for commercial real estate. The World Bank  
     predicts that crowdfunding investments will total $96 billion per year by 2025.  
     Compared to the more traditional method of real estate syndication, crowdfunding  
     uses as many investors as possible – a vast majority who are outside the sponsor’s  
     personal network – to fund an opportunity, with investments as small as just $5,000.  
     Crowdfunding in real estate gives investors access to investment opportunities that  
     they otherwise may not be able to tap into and gives sponsors access to a new  
     source of capital. The challenge this presents to sponsors is being able to effectively  
     and accurately manage distributions.

Real estate is one of the fastest  
growing types of crowdfunding

of money in the US under professional 
management is invested following 
socially responsible strategies20% $$$

$
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CRE INVESTORS’  
EVOLVING EXPECTATIONS
Investors in today’s on-demand, instant gratification culture 
expect accessibility and transparency about their CRE  
investments, with real-time, on-the-go availability offering 
both convenience and control. Let’s take a look at what that 
means for CRE sponsors.

Increased Accessibility
     CRE is an increasingly global business. Investors across the country  
     or across the world need instant access to key information, regardless  
     of your own time zone and business hours. This information could  
     include updates about deal flow, deal interaction, and deal progress,  
     as well as historical distributions. Similarly, people don’t just want access  
     to information when they are in the office. They may need access  
     to information while they are traveling, working remote, or even during  
     their commute. 

    With these requirements, investors expect to have their portfolio  
     readily available online with 24/7 access from mobile or browser.  
     They want real-time updates and the ability to access all investment  
     and legal details instantaneously. An intuitive yet powerful mobile  
     platform enables investors to track the performance of their investments,  
     providing the data they need, anytime and anywhere.

of CRE investors use a mobile device 
to manage their investments60% 
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CRE INVESTORS’ EVOLVING  
EXPECTATIONS, CONT.

Better Transparency
     Investors want to feel confident that they are making an informed decision about  
    choosing a sponsor and making an investment. They need on-demand, real-time  
    insights into how their money is performing and where it’s going. Transparency  
    enables sponsors to build credibility with their investors, and this open exchange  
    of information ultimately facilitates a smoother transactional process. 

More Data
     The commercial real estate industry has always had a lot of data available, but it’s  
     been very fractured in the past. Today, the industry is more driven by data and  
     analytics than ever before. But it’s not just about having more data – it’s about being  
     able to interpret and understand complex data. Investors demand these insights  
     in order to be able to make informed, educated decisions. They need access to the  
     right data both to analyze a deal and then eventually to manage the deal. Along with  
     that demand for more data comes the demand for more actionable insights that  
     enable data-driven decision-making, a sentiment shared by 70% of CRE firms today.

quintillion bytes of data are created 
each day2.5 

of investors cite “degree of  
transparency” as being an important 
consideration for their investment63% 
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CRE INVESTORS’ EVOLVING  
EXPECTATIONS, CONT.

Faster Speed
     Over 1/3 of the world’s CRE industry is still implementing outdated technology,  
     with 42% using spreadsheets and / or paper to manage trillions of dollars.  
     The archaic and time-consuming nature of snail mail is something that’s always  
     been a burden in the commercial real estate industry, as it prevents timely  
     communication. You send paperwork in the mail, you wait for the mail to arrive,  
     you call and inquire about whether or not the investor has received it, you wait  
     for it to be mailed back, etc. Outdated communication techniques and manual  
     processes take up valuable time that could be focused on more value-add activities  
     for your investors and your properties. Today’s sponsors need to consider how they  
     can better interact, engage, and communicate with their investors, ensuring they  
     have the data, insights, and control that they need in real-time.

of the CRE industry still uses  
outdated technology on a daily basis1/3+ 

08REALPAGE  Investor Expectations and Experiences



HOW TO CREATE A WINNING 
INVESTOR EXPERIENCE
Technology is driving change in the commercial real estate industry,  
empowering sponsors to meet evolving investor expectations. 
There are a lot of late adopters in the real estate industry, but some 
companies are looking to stay ahead of the curve and adopt early 
habits when it comes to technology that will make it easier for  
investors and sponsors to interact.

Consider how the following technologies can help your firm create 
a winning investor experience:

Real Estate CRM
     Over 70% of CRE firms still use one or more manual methods to manage their  
     client relationships, but these manual methods can slow down efficiency and  
     often result in client data being scattered across multiple people and locations. 

     A CRM software provides a single, central location to store and manage contact  
     information and activity, enabling the sponsor to find investor information up  
     to 76% faster. And it allows sponsors to efficiently manage relationships with  
     investors and other stakeholders, with all the important information right at their  
     fingertips. Additionally, you can use a real estate CRM to do the following: 
          • Track each contact’s investment activities so that you can see how often  
               they are engaging with your firm and in what ways
          • Manage real estate-specific data inputs such as investment history, asset  
               type preferences, regional preferences, deal size preferences, and other  
               investment criteria
          • Simplify, streamline, and store communications with investors, such as  
               emails and invitations to invest
          • Set tasks to help you maintain and develop investor relationships

     With these capabilities and types of information, sponsors can create more value      
     for investors, offer a more personalized investing experience, and raise equity 
     faster, knowing which prospects would be a best-fit for each investment opportunity. 

faster rate of finding investor  
information using a real estate CRM76% 
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HOW TO CREATE A WINNING  
INVESTOR EXPERIENCE, CONT.

Investor Dashboards
     Data is meaningless without having a way to capture it and transform it into  
     actionable insights. It is difficult, if not impossible, to be data-driven without having  
     the technology in place to collect trusted, accurate, and meaningful data. But the  
     right technology solution will combine predictive and automated capabilities to permit  
     those data-driven efficiencies that investors demand. An investor management  
     solution empowers investors with dashboards and reporting, offering them valuable  
     insights into the performance of their assets. Investors want to be able to quickly and  
     easily see how much they have invested and how much they have made. Dashboards  
     provide a quick snapshot of that data and provide insights that empower investors  
     with the ability and confidence to make educated and informed decisions and optimize  
     their portfolios. And investors can easily view historical performance, identify trends,  
     and pinpoint next steps to improve asset performance.

Document Management
     A document management system makes it easy for sponsors to securely share  
     project- and investor-specific documents and information such as statements and  
     K-1s. And investors can quickly access and download those key documents at any  
     time and from anywhere. The interactive investor portal reduces the time that you are  
     spending on investor support, as well as improves the investor experience.

     With the features of investor management software, we are seeing a shift from the  
     old-fashioned real estate industry. Technology is making it easier and more efficient  
     for sponsors to contact and engage with investors and vice versa. The result is an  
     enhanced client experience and the opportunity for more customized services. 

of data is meaningless without  
having a way to transform it into  
actionable insights100% 
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NEXT STEPS

RealPage AIM provides institutional investors and  
managers an integrated platform that propels data  
alignment throughout the investment ecosystem to drive 
the best possible risk-adjusted returns for the private and 
public capital markets. AIM provides a 360° view across 
the investment lifecycle, allowing general and limited  
partners to manage investments, model and monitor  
asset performance, assess risk, and easily identify  
opportunities to maximize returns.

There is only one platform that:
• Allows you to aggregate, interpret and integrate data 

across all asset classes in any format
• Enables alignment across your entire real estate and 

alternative investment ecosystem
• Delivers all the information you need, in a timely 

manner, to empower you to discover true insights

11

To learn more about how commercial 
real estate firms have used RealPage 
AIM to save time and resources, drive 
value, and improve the investor  
experience click here. 

If you are ready to take the next step, 
schedule a free demo today!
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facebook.com/RealPageAIM

twitter.com/RealPageAIM

linkedin.com/company/realpage-aim


