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THE INTERACTIVE OWNER WORKBOOK

The Orlando Villa
Owner’s Toolkit

Nine fillable tools, seven ownership lessons and one 90-day plan — built to
help you protect your investment, keep more of every booking and win
more direct enquiries.
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WELCOME / HOW TO USE THIS WORKBOOK

(FREE OWNER TOOLKIT)

A practical operating system for your villa

Most owners judge their villa by how full the calendar looks. This workbook helps you judge it the way an investor would: by
what you actually keep, who your guest really is, and whether every part of the operation — pricing, management, trust,

direct bookings — is pulling its weight.

THIS TOOLKIT IS DESIGNED TO HELP YOU

v Judge your villa as an investment, not only a holiday home. 1.

v Understand the guests your property is best placed to attract.
v See the gap between gross bookings and true owner return.

v Review pricing, management, trust and direct-booking
readiness.

v Turn every finding into a focused 90-day action plan.

START BY FILLING IN YOUR DETAILS — THEY CARRY THROUGH
Owner name: Resort / community:

Villa name: Location:

THIS PDF IS FILLABLE

Open it in any modern PDF reader — Adobe Acrobat, Preview,
Edge, Chrome — on desktop or tablet.

. Click any line, box or circle to type, tick or score. Your entries

save with the file.

. Save a dated copy each quarter (e.g. Toolkit Q3 2026.pdf) so

you can compare progress.

. Prefer paper? It prints cleanly — every field doubles as a write-

in line.

EVERY TOOL

Bedrooms:

Review date:

Complete the forms from actual statements, booking records, invoices and reviews — not

USE IT QUARTERLY — NOT ONCE

memory. Estimates hide the very problems this toolkit is designed to expose.

7 LESSONS & 9 TOOLS

ONLINE

All guidance and worksheets on
the owner hub.

assessment.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS

Independent listing & pricing

s 3.. CREATE A FREE LISTING
Build from one listing URL in
minutes.
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MARKET CONTEXT / 2026 BENCHMARKS NEW

Know the market before you judge your villa

Trailing-twelve-month averages for the two markets most Knightstrider owners operate in (July 2025 - June 2026). These are
market-wide averages across every listing type — treat them as context, not targets. A well-run villa should beat them.

c KISSIMMEE & RESORT CORRIDOR 10,700 active listings - supply +51.9% YoY - revenue +8.1% YoY

$290 46.0% $133 $36.5k 5.7

AVERAGE DAILY RATE OCCUPANCY RATE REVPAR AVG ANNUAL AVG STAY (NIGHTS)

Peak season $311 (Feb- 57.3% in peak - 42.8% low Revenue per available REVENUE Booked ~62 days ahead

Apr) season night Per listing, all sizes

O ORLANDO METRO 4,552 active listings - supply +47.4% YoY - revenue +19.3% YoY

9 k

$243 44.9% 109 30.6 51

AVERAGE DAILY RATE OCCUPANCY RATE REVPAR AVG ANNUAL LEAD TIME (DAYS)

Peak season $255 (Feb- 54.8% in peak - ~44.6% Revenue per available REVENUE March strongest - Sept

Apr) low night Per listing, all sizes weakest

WHAT THE DATA SAYS YOUR VILLA VS THE MARKET

® Supply is growing ~50% a year. More villas are competing for the Fill this in from your last 12 months, then revisit after each tool.

same guests — average is a shrinking prize.
MARKET AHEAD |/

® Big homes dominate Kissimmee. 35% of listings have 5+ bedrooms YOUR VILLA AVG* BEHIND?
and 70% sleep 8+ guests. Bedroom count alone is not a
differentiator. ADR $290/
$243

® Seasonality is sharp. March can earn ~50% more than September.
Low season needs a plan, not panic discounts.

46% /
e Guests book 7-9 weeks out. Your pricing and minimum-stay Occupancy 45%
decisions matter most inside that window.
RevPAR A
$109
Annual revenue EEI Y
$30.6k

*Kissimmee / Orlando. RevPAR = ADR X occupancy.

Source & caveat: market-wide averages compiled from public AirROI market data, trailing twelve months July 2025 - June 2026. Averages blend every property size,
standard and location — always validate against 5-10 genuinely comparable homes in your own resort before making pricing or investment decisions.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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VILLAS DIRECT

(FREE OWNER TOOLKIT)

THE EVIDENCE BASE / FROM CURRENT OWNERS, FORMER OWNERS & ORLANDO PROPERTY EXPERTS

The 7 things they don’t tell you about owning an

Orlando villa

Drawn from candid conversations with a current owner, a former owner and an Orlando property expert — the honest “reality
check” most owners only hear after they’ve made the expensive mistakes. Each lesson maps to a tool in this workbook.

1 vou're running a business, whether you meant to or
not

Avilla bought “for the family” still carries investor-grade costs, risks and
decisions. Owners who separate lifestyle value from investment
performance make better calls on both.

PUTIT TO WORK — TOOL 01 - INVESTOR SCORECARD

3 Grossrevenueis vanity — net margin is sanity

Management fees, cleans, pool heat, HOA, insurance, taxes and platform
commissions routinely consume 60-75% of gross. Revenue can rise while
your actual return falls.

PUT IT TO WORK — TOOL 03 - MARGIN CALCULATOR

5 Trustisthe currency of direct bookings

A guest leaving the safety of a big OTA needs more proof, not less: verified
identity, honest photos, visible terms, fast answers. Every missing signal
costs you a booking.

PUT IT TO WORK — TOOL 05 - TRUST AUDIT

7 Insight without action changes nothing

Scores and audits only matter if they become dated actions with owners
and measures. Three priorities, ninety days, then review — that’s the
whole discipline.

PUTIT TO WORK — TOOLS 07-09 - READINESS, DECISION & 90-DAY
PLAN

2 Avilla that’s “perfect for everyone” wins no one

Guests choose the home that clearly fits theirtrip — multi-gen family, golf
group, young kids. Define your primary guest before you spend a dollar
on amenities or photography.

PUT IT TO WORK — TOOL 02 - GUEST DEMAND CHECKLIST

4 A full calendar can still lose money

100% occupancy at the wrong rate is just wear-and-tear at a discount.
Price by season, lead time and gaps — and protect peak dates before
discounting weak ones.

PUT IT TO WORK — TOOL 04 - PRICING REVIEW

6 Management is a value driver, not a line item

The right manager compounds your returns; the wrong one quietly
erodes them. Review performance quarterly with numbers — response
times, conversion, close-out evidence — not vibes.

PUT IT TO WORK — TOOL 06 - MANAGER REVIEW

THE QUARTERLY OWNER DISCIPLINE

Review the numbers. Challenge assumptions. Fix the
largest constraint. Measure the result. Then repeat.

Editorial standard: owner experience is used as evidence for the questions each tool raises — not as a substitute for advice. Test every recommendation against your
own villa records and take qualified legal, tax, insurance or property advice where relevant.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS
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HOW TO USE THE WORKBOOK / PICK YOUR ENTRY POINT

Start with the problem — then use the right tool

You don’t need to complete all nine tools in one sitting. Find the question that’s bothering you most, go straight to that tool,
and tick it off here when done. Completed tools build your 90-day plan (Tool 09).

# THE QUESTION ON YOUR MIND THE TOOL THAT ANSWERS IT PAGE DONE KEY SCORE
1 Amlholding the right asset? Villa Investor Scorecard 06
2 Does my villa fit actual guest demand? Guest Demand Checklist 08
3 What do I really keep? Owner Margin Calculator 10
4  Are my rates protecting occupancy and margin? Pricing Review Worksheet 12
5  Would a guest trust this enough to book direct? Direct Booking Trust Audit 14
6 Is my manager improving performance? Manager Review Checklist 16
7 Can | convert direct enquiries safely and quickly? Direct Booking Readiness 18
8 Should I buy, hold, improve or sell? Buy / Hold / Improve / Sell Sheet 20
9  What willl actually do next? 90-Day Owner Action Plan 22
”~ ™~ ”~ ™~ ”~ ™~
PATH A - NEW OR RECENT OWNER PATH B - MARGIN FEELS SQUEEZED PATH C - WANT MORE DIRECT
Start with the fundamentals: Tool 01 — Tool Follow the money: Tool 03 — Tool 04 — Tool BOOKINGS
03 — Tool 09. Know what you own, know 06. Reconcile the full cost base, reprice by Build the channel: Tool 05 = Tool 07 = Tool
what you keep, commit to three actions. season, hold your manager to numbers. 02. Earn trust, fix conversion basics, then

sharpen who you’re selling to.

EREIT R Every tool ends with a decision rule — a threshold that tells you when a score demands action. Don’t collect scores;

act on the worst one first.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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ﬁ VILLAS DIRECT (FREE OWNER TOOLKIT)

TOOL 01

Villa Investor Scorecard

Protect the long-term value of the asset, not just this month’s bookings. Score your villa the way a buyer would — because
one day, one will.

WHY IT MATTERS USE IT WELL
e Yourvillais likely your largest single o Use trailing 12-month evidence — High fixed costs paired with weak
investment — yet most owners never score it statements and records, not memory. occupancy.
EBeInE: o Treat management quality and direct- Deferred maintenance or unclear reserves.
o Weaknesses you can name are weaknesses booking potential as value drivers. No defined hold or exit objective.
you can price, fix or plan around. o Separate lifestyle value from investment
performance.
€ PROPERTY SNAPSHOT
Villa name: Location: Bedrooms:
Resort / community: Current status: Bathrooms:

€ SCORECARD CATEGORIES
Location strength

Resort appeal & facilities

Guest demand for this home

Layout & bedroom mix

Pool & outdoor space

Running-cost efficiency

Management quality

Resale appeal

Direct-booking potential

Higher scores indicate

TOTAL l stronger Benchmark: most owner-operated villas first score in the 50s. Anything below 60
long-term usually has two or three fixable weaknesses — name them on the next page before
8 lly h hree fixable weak h h bef
SCORE 90 performance. drawing conclusions.

Below 60 / 90: identify your three weakest categories and take them into Tool 09. Below 45 / 90: complete a formal
improve-versus-exit review with Tool 08.

DECISION RULE

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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TOOL 01 / VILLA INVESTOR SCORECARD — CONTINUED

© RECOMMENDATION

BUY MORE

Performance justifies adding to the
position.

Because:

© «kev Risks

High management fees

Low occupancy / weak
demand

High HOA / resort fees
Age / deferred maintenance

Poor layout / bedroom mix

HOLD

Solid performer — keep
compounding.

Tick all that apply
High running costs
Limited resale demand

New supply / competition
Insurance / regulation risk
Other (note below)

(FREE OWNER TOOLKIT)

What’s the best move for this villa right now?

IMPROVE

Fixable gaps are capping the return.

© owNER NOTES

SELL

Capital works harder elsewhere.

Observations, context, caveats

© NEXT ACTIONS

Top priorities from this scorecard — they feed Tool 09

# ACTION OWNER TARGET DATE

Keep it honest: if a category scored 8+ but you can’t point to 12-month evidence for it, re-score it. Optimism is not a data source.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS
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TOOL 02 / UNDERSTAND GUEST DEMAND

Guest Demand Checklist

Avilla cannot appeal equally to every family, market and trip type. Decide who it’s for — then check how well it delivers for

exactly that guest.

WHY IT MATTERS

e “Perfect for everyone” listings convert no
one in a market of 15,000+ homes.

e 70% of Kissimmee listings sleep 8+ —
features, not size, win the booking.

€ VILLA & GUEST PROFILE

Primary guest type:

© DEMAND CHECKLIST

LOCATION & CONVENIENCE
Close to theme parks
Easy access to highways
Nearby dining & shopping
Safe, desirable area
POOL | OUTDOOR SPACE
Private pool
Pool heat available
Patio / lanai seating
Sun loungers provided
BEDROOM MIX
Sufficient bedrooms for guest type
Multiple en-suite rooms
Main-floor bedroom option

Kids’ themed rooms

DECISION RULE

Sleeps (guests):

USE IT WELL

o Define the primary guest before changing
any amenity.

o Compare against genuinely similar homes in
the same demand set.

o Turn your strongest features into the first
five listing messages.

Family-friendly layout
Child safety features
High chair / Pack ’'n Play

Games / toys available

KITCHEN & DINING

Fully equipped kitchen
Quality appliances
Dining table seats all guests

BBQ / outdoor dining

ENTERTAINMENT

Wi-Fi (fast & reliable)
Smart TVs in key rooms
Games room / loft

Streaming access

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS

(FREE OWNER TOOLKIT)

Generic “perfect for everyone” positioning.

Amenities guests love that never appear in
photos.

Reviews repeatedly mentioning the same
gap-

Typical stay (weekend / midweek / 7+ nights):

Tick what your villa genuinely delivers today

COMFORT & AMENITIES

Air conditioning throughout
Quality beds & linens
Washer & dryer

Towels for pool & bath

TRUST SIGNALS

Great guest reviews
Clear house rules
Professional photos

Quick host communication

QUICK COUNT
Ticked: /32

Any core area for your guest type scoring below 7 / 10 overleaf becomes a listing or property improvement priority
— before you spend anything elsewhere.

knightstridervillas.com
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TOOL 02 / GUEST DEMAND CHECKLIST — CONTINUED

e GUEST APPEAL RATING Rate each from 1 (low) to 10 (excellent) for your primary guest

. 1 2 3 4 5 6 7 8 9 10
Location appeal

. . . 1 2 3 4 5 6 7 8 9 10
Family suitability
1 2 3 4 5 6 7 8 9 10
Pool appeal
1 2 3 4 5 6 7 8 9 10
Space & layout
. 1 2 3 4 5 6 7 8 9 10
Amenities
. 1 2 3 4 5 6 7 8 9 10
Photos & presentation
1 2 3 4 5 6 7 8 9 10
Overall guest match
© PRIORITY IMPROVEMENTS Top five, with expected booking impact
# IMPROVEMENT IMPACT L - M - H
1
2
3
4
5
© SEASONAL / AUDIENCE NOTES © KEY SELLING POINTS
Peak seasons, school holidays, key guest segments. (Market peak: Feb-Apr; The five features that should lead your listing — in order.

weakest: Sept.)

Listing test: show a friend your listing for 30 seconds, then ask “who is this home for?” If their answer doesn’t match your primary guest above, your positioning — not
your property — is the problem.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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ﬁ VILLAS DIRECT (FREE OWNER TOOLKIT)

TOOL 03

Owner Margin Calculator

Gross revenue can rise while your actual return falls. This is the single most important worksheet in the toolkit — complete it
before making any pricing or investment decision.

WHY IT MATTERS USE IT WELL
e Costs and commissions typically consume o Use posted annual costs, including repairs Missing HOA, insurance, utility or pool costs.
60-75% of an Orlando villa’s gross revenue. and reserves. Cleaning shortfalls hidden in owner
e Owners who don’t know their net margin o Separate platform fees, management fees statements.
can’t price, negotiate or plan. and payment costs. No reserve for replacement or storm-related
o Track net owner margin, not occupancy work.
alone.
€ REVENUE INPUTS © OPERATING COSTS
Annual gross revenue: Management fees
Occupancy rate: Cleaning (owner-borne)
Average daily rate (ADR): Pool heat & pool care
Average stay: Utilities
Nights booked: Insurance

Market check: TTM averages — Kissimmee $290 ADR - 46% occupancy HOA / community fees

- $36.5k revenue; Orlando $243 - 45% - $30.6k. If your gross is above
average but your net feels thin, the leak is below. Taxes (property / tourist)

Maintenance & repairs
Supplies & essentials
Replacement / storm reserve
Other

TOTAL OPERATING COSTS

If net margin is unclear, stop making pricing or expansion decisions until the full cost base is reconciled. Unknown

DECISION RULE .
costs are still costs.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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ﬁ VILLAS DIRECT (FREE OWNER TOOLKIT)

TOOL 03
e PLATFORM & BOOKING FEES 4 MARGIN SUMMARY
A Gross revenue
Airbnb fees B Total operating costs
Vrbo fees

C Total fees

Booking.com / other OTAs

NET OWNER REVENUE (A-B-C)

Payment processing

Direct-booking costs (site, ads) NET MARGIN % (NET + A)

Exclude mortgage payments here — this measures the operation. Add financing
TOTAL FEES separately when judging the investment.

Reality check: OTA commissions of 15-18% on $36.5k gross = $5,500-
$6,600 a year. Shifting even a third of bookings direct is often worth HOW DOES IT READ?
~$2,000 in kept revenue.
15-30% >30%

Fragile — find the leak Typical — optimise fees Strong — protect it

OPPORTUNITY © NEXT ACTIONS
NOTES

1.

2.

3.

See it worked through: page 24 shows this calculator completed for a sample 5-bed Kissimmee villa — including where the $39k of “invisible” costs went.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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TOOL 04 / PRICE STRATEGICALLY

Pricing Review Worksheet

Full calendars are not automatically profitable calendars. Review your rates by season, demand level and direct-booking
opportunity — and protect peak dates before you discount weak ones.

WHY IT MATTERS USE IT WELL
® March can out-earn September by ~50% in o Compare the same dates and the same villa Flat pricing through the year.
this market — flat pricing gives that gap type. Last-minute discounts without margin
away. o Use season, lead time, gaps and minimum checks.
e Guests book 7—9 weeks ou.t; rate moves stay together. A competitor set based only on bedroom
matter most inside that window. o Protect peak dates before discounting weak count.
dates.
o SEASONAL PRICING TABLE Market seasons: peak Feb-Apr & holidays - low May, Aug-Oct
SEASON NIGHTLY RATE ($) WEEKLY RATE ($) 0CC. TARGET % ACTUAL OCC. % NOTES
Low
Mid
Peak
€ MARKET COMPARISON  same dates, similar homes €© PRICING TRIGGERS IN USE Tick all that apply
Competitor ADR (avg of 5 comps): School holidays Lead time / booking window
Local events / festivals Gaps in calendar
Your ADR (current): Minimum-stay rules Last-minute discounts
Your OTA rate (incl. fees): Direct-booking incentives Dynamic pricing tool
Your direct rate: Tip: a discount is a pricing decision, not a reflex. Check Tool 03’s net

margin before approving any rate cut.
Value position (budget / mid / premium / luxury):

Test no more than five rate changes at once, and record the expected and actual result of each. If you can’t measure

DECISION RULE it, you didn’t test it — you just changed prices.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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TOOL 04 / PRICING REVIEW WORKSHEET — CONTINUED

o RATE REVIEW SCORE

Pricing confidence — rates set from evidence, not guesswork
Seasonal strategy — rates genuinely follow demand

Margin protection — discounts checked against net margin

Direct-booking value — booking direct is clearly worthwhile

© KEY CHANGES TO TEST

# CHANGE

© MINIMUM-STAY & GAP STRATEGY

Peak minimum stay: Low-season minimum:

How 1-2 night gaps get filled:

EXPECTED RESULT

© noTes

(FREE OWNER TOOLKIT)

Rate each from 1 (weak) to 10 (excellent)

1 2 3 4 5 6 7 8 9 10
1 2 3 4 5 6 7 8 9 10
2 3 4 5 6 7 8 9 10
2 3 4 5 6 7 8 9 10

Maximum five — with expected and actual results

ACTUAL RESULT

Benchmark: in peak season (Feb-Apr) the market averages 57% occupancy at premium rates in Kissimmee. If your peak dates sell out months early, your peak price is

too low — that’s inventory you can never resell.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS
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KNIGHTSTRIDER
ﬁ VILLAS DIRECT (FREE OWNER TOOLKIT)

TOOL 05/ BUILD TRUST & CREDIBILITY

Direct Booking Trust Audit

Direct booking asks the guest to leave a familiar OTA — so your listing must supply the proof the platform used to provide.
Audit it as a nervous first-time guest would.

WHY IT MATTERS USE IT WELL
e Every direct booking saves ~15-18% in o Show verified identity, accurate photos and Unclear owner identity.
commission — but only trust makes it clear terms. Outdated or inconsistent photographs.
happen. ;
Pt o o Make payment, cancellation and contact No visible response expectation or payment
e Guests decide in minutes whether an processes obvious. explanation.
independent listing feels safe. o Use reviews as reassurance, not decoration.

€ LisTING SNAPSHOT

Listing URL: Audited by: Date:

© TRUST CHECKLIST © TRUST SCORE 1=weak - 10=excellent

OWNER & AUTHENTICITY TRUST AREA | 10 WHY THIS SCORE?

Verified owner identity is clear

DBPR licence displayed (if required) Listing credibility

LISTING QUALITY
High-quality, up-to-date photos

Guest reassurance
Accurate, detailed property description Photo quality

. . . . Pricing clarit
Guest reviews or testimonials visible g y

PRICING & TERMS Direct-booking
Pricing is clear and up to date confidence

Payment options and process explained
TOTAL (out of 50)

Cancellation policy easy to find

COMMUNICATION

. . . Do it blind: better still, ask someone who’s never seen the villa to score
Typical response time stated or evident

this page from your listing alone. Their score is the guest’s score.
Multiple contact options available

Any trust area below 7 / 10 gets fixed before you spend another dollar on traffic or advertising. Traffic to an

DECISION RULE PP
untrusted listing is money burned.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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TOOL 05/ DIRECT BOOKING TRUST AUDIT — CONTINUED

MISSING TRUST Tick anything missing or o GUEST QUESTIONS WE  what would a guest ask
SIGNALS unclear MUST ANSWER before booking direct?
Owner identity not verified or unclear 1.
No DBPR licence (if applicable)
Photos missing or outdated 2.
Description vague or incomplete 3
No reviews or social proof
Pricing not transparent 4.
Payment process unclear 5
Cancellation terms not visible
Slow response / no response time shown
Limited or no contact options
e PRIORITY FIXES Top five actions to build trust and win direct bookings
#  FIX OWNER TARGET DATE
1
2
3
4
5
© FINAL READINESS Choose your current status
NOT READY IMPROVING READY FOR DIRECT
Needs significant improvement before promoting Making progress, but trust gaps remain. High trust — well positioned to convert enquiries.

direct.

Verified-owner shortcut: a Knightstrider listing carries identity verification, ID checks and owner-direct positioning out of the box — the trust signals this audit checks
for. Create a free listing —

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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KNIGHTSTRIDER
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TOOL 06 /| MANAGE LIKE A BUSINESS

Manager Review Checklist

Choosing — and keeping — the right management is a core ownership decision. Review how well your manager supports
bookings, guest experience and owner performance, quarterly, with evidence.

WHY IT MATTERS USE IT WELL
e Management is usually your single biggest o Measure first response, useful response and Late or unexplained reporting.
controllable cost. resolution separately. Repeated repairs without close-out
e A weak manager erodes reviews, rates and o Review revenue, maintenance, guest evidence.
resale value at the same time. experience and transparency. No pricing rationale or enquiry conversion
e Set actions, owners and deadlines after each data.

quarterly review.

€) PROPERTY & MANAGER SNAPSHOT

Management company: Account manager: Review period:
e PERFORMANCE CHECKLIST Tick what consistently happens today
RESPONSE SPEED CLEANER COORDINATION
Replies within 24 hours Rates updated regularly Cleaning schedule maintained Reviews monitored regularly
Urgent issues handled Seasonality managed well Standards consistently met Negative reviews addressed
promptly Competitive pricing strategy Good inventory management Encourages guest reviews
Proactive follow-up MAINTENANCE OWNER REPORTING BOOKING QUALITY
GUEST cOM MU‘N.'CATION Issues reported quickly Reports delivered on time Attracts quality guests
\(IBVuelelst enquiries answered Repairs completed promptly Data accurate & easy to read Low cancellation rate
Quality of work satisfactory Insights & recommendations Strong enquiry conversion

Pre-arrival info clear & helpful

In-stay support responsive

Any critical category scoring below 7 / 10 overleaf requires a written 90-day improvement plan — agreed with the

DECISION RULE manager, with dates. No plan after 90 days? That’s your answer.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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TOOL 06 /| MANAGER REVIEW CHECKLIST — CONTINUED

e MANAGER SCORECARD Score each area from 1 (weak) to 10 (excellent)

. . 1 2 3 4 5 6 7 8 9 10
Communication

12 3 4 5 6 7 8 9 10
Revenue performance
. 1 2 3 4 5 6 7 8 9 10
Maintenance response
. 1 2 3 4 5 6 7 8 9 10
Guest experience
1 2 3 4 5 6 7 8 9 10
Transparency
. 1 2 3 4 5 6 7 8 9 10
Overall confidence
TOTAL SCORE | 60 Higher scores indicate stronger management performance.
o ISSUES LOGGED Recent problems & resolution e MONTHLY METRICS Averages for the review period
ISSUE RESOLUTION / STATUS Enquiries: Bookings:
Occupancy %: ADR:
Guest rating: Owner payout:

If your manager can’t produce these six numbers on request,
transparency — not performance — is the first problem to fix.

e DECISION Based on this review
CONTINUE MONITOR IMPROVE REPLACE
Happy with performance. Continue Watch closely. Expect improvement. Action plan needed. Set clear goals. Seek a new management solution.
asis.

Action plan / questions for the manager:

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS knightstridervillas.com
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(FREE OWNER TOOLKIT)

TOOL 07 / BUILD DIRECT CHANNELS

Direct Booking Readiness Checklist

Visibility without a reliable enquiry and payment process creates leakage, not growth. Check whether your villa is genuinely
ready to attract — and convert — direct enquiries.

WHY IT MATTERS

e Direct bookings return the 15-18% OTAs
take — but only if enquiries convert.

e Abroken enquiry journey silently loses
guests you already paid to attract.

€ cHANNEL SNAPSHOT

Current channels:

© READINESS CHECKLIST

LISTING QUALITY
Compelling title & description
Complete amenity list
Accurate location details

Clear property highlights

Verified owner identity
Owner profile / story
Contact details visible
PHOTOS & VISUALS
High-quality photos, all key areas
Outdoor & surroundings covered

Photos are current

USE IT WELL

o Test the entire enquiry journey on a mobile
phone, as a guest.

o Publish clear terms, pricing logic and
contact options.

o Follow up every enquiry and capture
permission for future contact.

Website [ direct listing status:

CONTACT PROCESS
Easy enquiry form
WhatsApp option available
Email contact visible
Fast response system in place
PAYMENT PROCESS
Payment methods defined
Secure payment options
Deposit & balance terms clear
Refund / cancellation policy
GUEST MESSAGING
Auto-reply / away message

FAQs & pre-arrival info ready

Broken or slow enquiry forms.
No secure payment route.
No response-time standard for enquiries.

% direct today:

Tick all items in place today

Nightly rates are updated

Seasonal pricing set

Minimum stay defined

No hidden fees
REPEAT-GUEST FOLLOW-UP

Post-stay follow-up plan

Loyalty / return-guest offer

Email list capture in place
COMPLIANCE

Local licence / permits current

Tax obligations understood

Insurance up to date

Areadiness score below 70 / 100 overleaf means: fix conversion basics before increasing advertising or visibili

DECISION RULE

spend. Fill the bucket’s holes before pouring more water.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS
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TOOL 07 / DIRECT BOOKING READINESS — CONTINUED

e READINESS SCORE Score each area 1-10, then total X 2 = score out of 100

1 2 3 4 5 6 7 8 9 10
Visibility — can the right guests find you?

.. 1 2 3 4 5 6 7 8 9 10
Trust — does the listing feel safe to book?
. . 1 2 3 4 5 6 7 8 9 10
Contact process — is enquiring effortless?
. 1 2 3 4 5 6 7 8 9 10
Payment readiness — can guests pay securely today?
. . .. . 1 2 3 4 5 6 7 8 9 10
Conversion potential — do enquiries become bookings?
TOTAL READINESS SCORE [ 100 (Sum of the five scores X 2.)
o TOP GAPS TO FIX The biggest blockers o NEXT 30 DAYS Actions with dates
1. ACTION TARGET DATE
2.
3.
4,
5.
© ovERALL STATUS
EARLY STAGE NEARLY READY READY TO PUBLISH
Foundational elements need attention first. A few improvements will get you there. Set to attract and convert direct enquiries.

Fast route: a Knightstrider Villas Direct listing gives you the enquiry form, verified-owner badge, secure payment guidance and 0% commission on direct bookings —
built from one existing listing URL in minutes. knightstridervillas.com/listmyvilla -
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TOOL 08

Buy / Hold / Improve / Sell Decision Sheet

Ownership decisions should combine cash flow, condition, demand, management and exit prospects — written down, with
timing and milestones, not an emotional yes/no.

WHY IT MATTERS USE IT WELL

e Unwritten decisions get re-litigated every o Write the ownership goal before scoring Negative cash flow with no improvement
bad month. anything. thesis.

e Separating fixable gaps from structural o Bringevidence from Tools 01-07 — this Major upgrade need without a funded plan.
weaknesses prevents both panic sales and sheet is their conclusion. Nolevidencelbehindiresalelordemand
zombie holdings. o Use timing and milestones, not a snap assumptions.

judgement.
€ GoAL & CONTEXT
Ownership goal : Review date:

© pEciSION FACTORS
Cash flow

Occupancy

Resale outlook

Running costs

Management quality

Guest demand

Upgrade need (10 = none needed)

Direct-booking potential

e If three or more structural factors score below 5 / 10, obtain independent professional advice before committing

more capital. Structural weakness rarely fixes itself.
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TOOL 08 / BUY / HOLD / IMPROVE / SELL — CONTINUED

© pEecisiON MATRIX

BUY MORE HOLD
Why would adding more make sense? Why is holding the right move?

° REASONS SUPPORTING THIS DECISION

1.

© TIMING & MILESTONES

Target timing (months):
Key milestones:

Advisor notes:

IMPROVE

Which improvements drive most
value?

© «kev Risks
Market demand risk
Economic / interest-rate risk

Regulatory / tax risk
Operational / management
risk

Seasonality / weather risk

(FREE OWNER TOOLKIT)

Select one — and say why

SELL

Why might selling be the best
outcome?

Tick all that apply

Resale / liquidity risk

Renovation / construction
risk

Cost inflation risk

Competition / new supply
risk

Other (note in plan)

© FINAL RECOMMENDATION

My recommended action:
First step, with date:

Review again on:

Remember: this sheet is educational, not financial advice. For a sale, purchase or major renovation decision, test your numbers with a qualified, independent advisor

who has no commission in the outcome.
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TOOL 09

90-Day Villa Owner Action Plan

Insight has little value until it becomes a dated action with an owner and a measure. Pull the worst scores from Tools 01-08
into three priorities — then work the plan.

WHY IT MATTERS USE IT WELL
e 90 days is long enough to move occupancy, o Days 1-30: assess and align. More than three priorities.
hmargu: and reviews — short enough to stay o Days 31-60: implement and optimise. Actions without owners or target dates.
onest.
. ) o Days 61-90: scale what works, remove what Success measured only by bookings, not
o Owners who write dated actions complete deesi margin or quality.
~3X more of them.
€) MAIN GOAL FOR THE NEXT 90 DAYS © TOP 3 PRIORITIES
1.
2.
3.
© 90-DAY PLANNER
DAYS 1-30 - ASSESS & ALIGN DAYS 61-90 - SCALE

RIS L Choose three priorities only. Every action must have an owner, a deadline and a measurable outcome. A fourth

priority means one of the first three was not real.
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TOOL 09 / 90-DAY ACTION PLAN — CONTINUED

Tick as completed

O quick wins

Refresh / improve photos

Review & optimise pricing

Update trust signals (reviews, profile)
Hold a review with the property manager
Set up / optimise a direct listing

Send guest communication / return offer

Reconcile the full cost base (Tool 03)

© sUPPORT /| RESOURCES NEEDED

© nortes

(FREE OWNER TOOLKIT)

© success METRICS 90-day targets

Enquiries: Bookings:
Occupancy %: Revenue:

Net margin %: New reviews:

Measure margin and review quality alongside bookings — a “busy”
quarter that erodes either is not a win.

Put them in the diary now

© CHECK-IN DATES

Day 30 review:
Day 60 review:

Day 90 review:

Day 91: re-run the tools whose scores drove this plan. Improved? Scale it. Flat? Change the action, not the goal. Then save a fresh dated copy of this workbook and go

again.
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WORKED EXAMPLE NEW

(FREE OWNER TOOLKIT)

Where the money actually goes

An illustrative margin calculation for “Casa Palma” — a fictional but realistic 5-bed, 4-bath pool home near the parks,
performing a little better than market average. Follow the numbers before you fill in your own.

REVENUE — THE HEADLINE NUMBER

Nights booked 237 (65% occupancy)
Average daily rate $219
ANNUAL GROSS REVENUE $51,900

This is the number owners quote at dinner parties. It is not the number that
pays for dinner.

Management fees (12% of gross) $6,230
Cleaning shortfall (owner-borne) $3,600
Pool heat & pool care $2,900
Utilities (power, water, internet) $4,700
Insurance (STR policy) $3,900
HOA / community fees $4,800
Property & tourist taxes $4,200
Maintenance & repairs $3,100
Supplies & essentials $1,100
Replacement / storm reserve $1,800

PLATFORM & BOOKING FEES

OTA commission (~15% on 75% of bookings) $5,840
Payment processing (~2.9% on direct) $380
Direct listing & marketing costs $350
TOTAL FEES $6,570

THE OWNER’S ACTUAL RESULT

Gross revenue $51,900
- Operating costs $36,330
- Platform & booking fees $6,570

NET OWNER REVENUE $9,000
NET MARGIN 17.3%

THREE LESSONS FROM CASA PALMA

e 82.7¢ of every dollar never reached the owner. Above-average
revenue still produced a thin margin.

e Fees were the most fixable line. Shifting half the OTA bookings direct
would keep roughly $2,900 more per year — a 32% jump in net income.

e The reserve line saved the year. When the pool pump failed in August,
it was an inconvenience — not a crisis.

Illustrative only: Casa Palma is a composite example at 2026 price levels — not a promise of performance. Your costs, fees and revenue will differ; that’s exactly why

Tool 03 exists.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS
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REFERENCE / SPEAK THE LANGUAGE OF THE BUSINESS

(FREE OWNER TOOLKIT)

NEW

The Orlando villa owner’s glossary

Sixteen terms that appear across this toolkit, your owner statements and every conversation with managers, agents and
platforms. Know them cold — people quote worse numbers to owners who don’t.

ADR — Average Daily Rate. Total booking revenue =+ nights booked.

Your headline price performance. (Kissimmee market avg: $290.)

RevPAR — Revenue per Available Rental night. ADR X occupancy.

The single best top-line health metric because it balances both.

Gross revenue. All booking income before any costs. Useful for trends;

dangerous as a scoreboard.

Direct booking. A guest books with you (or an owner-direct marketplace)

without OTA commission. You keep the margin and the relationship.

ALOS — Average Length of Stay. Market average ~5.7 nights. Drives

your cleaning economics and minimume-stay strategy.

HOA — Homeowners’ Association. Your resort/community body. Its

fees, rules and rental policies directly shape your margin and resale.

TDT — Tourist Development Tax. County bed tax on short stays,

collected on top of state sales tax. Budget for both in Tool 03.

Comp set. The 5-10 genuinely similar homes you benchmark against —

same area, size, standard and guest type, not just bedroom count.

PRACTICAL ADVICE FOR ORLANDO HOLIDAY VILLA OWNERS

Occupancy rate. Nights booked =+ nights available. High occupancy at

weak rates can still lose money (see Tool 04).

Net owner margin. What’s left after all operating costs and fees, as a %

of gross. The number this toolkit is built around.

OTA — Online Travel Agency. Airbnb, Vrbo, Booking.com. Reach in

exchange for 15-18% commission and the guest relationship.

Lead time / booking window. Days between booking and arrival — 51~

62 days here. Your highest-stakes pricing window.

TTM — Trailing Twelve Months. The last 12 months of actuals. The

evidence window every tool in this workbook asks for.

DBPR licence. Florida’s Dept. of Business & Professional Regulation

licence for transient rentals. A visible one is a trust signal.

Dynamic pricing. Software-adjusted nightly rates by demand, season

and lead time. Powerful — but audit it against Tool 04.

Channel manager. Software that syncs calendars and rates across OTAs

and your direct listing — the guard against double bookings.

knightstridervillas.com
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YOUR NEXT MOVE / TURN THE WORKBOOK INTO ONE CLEAR DECISION

Don’t leave this as a collection of scores

Choose the next action that addresses your weakest number — then take it this week, while the findings are fresh. Three
routes from here:

Learn and compare

a Revisit the seven owner lessons and all nine tools online, with extra guidance and examples on the owner hub.

VISIT THE OWNER HUB —

Get an independent villa report

Submit your current listing URL for a free listing and pricing assessment — an outside view of the trust and pricing
scores you just gave yourself.

Build your direct presence

Create a free draft listing from one existing listing URL in minutes — verified-owner badge, enquiry tools and 0%
e commission on direct bookings.

CREATE A FREE LISTING —

THE QUARTERLY OWNER DISCIPLINE

Review the numbers. Challenge assumptions. Fix the largest constraint. Measure the result. Then

repeat.

v 0% commission on direct bookings v Verified owners & ID check v 100% owner revenue v Built for owners, not middlemen

Disclaimer: this guide is educational and is not legal, tax, insurance, investment or property-management advice. Market figures are public AirROI market-wide averages (TTM July
2025 - June 2026) and will change; validate all numbers against your own records and comparable homes. © 2026 Knightstrider Villas Direct - knightstridervillas.com
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