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Our company’s specialized and lengthy experience 
in providing software, training and support for 

property managers and owner-operators in Southern 
California and the Southwest is often the basis for 
general questions related to property management 
and property management software. A key question 
from potential users is one directed at the process of 
acquiring property management software. The fol-
lowing observations and recommendations relate to 
the search, evaluation and selection of prospective 
property management systems. Special emphasis 
should be applied to the initial steps, since they 
provide the foundation for successful selection and 
implementation. Too often minimal time and effort 
are spent on proper preparation resulting in a poor 
to disastrous selection which, for some management 
companies, has necessitated the replacement of the 
software by DRE mandate. The steps in making a 
selection should include:

1) PREPARE A LIST OF REQUIREMENTS. This is a list 
of “must have” and “ nice to have” requirements and 
a budget estimate for the program, training and sup-
port. It should also include a solid set of accounting, 
regional and technological requirements appropriately 
matched to fee management operations. The avail-
ability of both a “standalone” version (runs on a user’s 
PC/network) and an “online hosted” version of the 
system provides additional options and alternatives to 
match to the user’s needs. 

A common mistake is the assumption that most 
property management systems include the necessary 
routines to satisfy the varied and special requirements 
of state and/or regional government. They don’t. 
The various state DREs vary greatly in the extent and 
procedural requirements to satisfy DRE compliance. 
Some states apply sales tax to rental income. Their 
tenant/landlord laws are also varied and volatile 
requiring additional program routines to handle the 
variations. It is important to understand the special 
issues that relate to the state(s)/region(s) your com-
pany operates in and the appropriate due diligence 

preparation in order to match those requirements.  
Much of the software advertising, however, tends to 
promote the somewhat utopian view that “one size 
fits all.” The advertising and the associated products 
receive an additional benefit when they appear in 
magazines whose audience may have even more 
specific requirements and/or higher standards; such is 
the case with fee property managers. The recipients/
readers of the magazines may assume some additional 
level of credibility/certification when none exists. The 
traditional caveat, “Buyer Beware” should be empha-
sized. The requirements list that was created in step 
one will then provide an agenda for the questions to 
be asked during the software presentations/reviews to 
follow.   

2) OBTAIN REFERRALS. These are important “second 
opinions” derived from current users, trade associa-
tions and other sources that have some awareness 
of the program, developer and or dealer. Referrals 
may shortcut the search for programs and developers 
or dealers of interest as compared to searching the 
Internet which may provide thousands of property 
management software hits, many of which are not 
worth your time to investigate. Referrals need to 
be qualified. The source of the referral needs to be 
aware of, or working with, software that has the same 
generalized requirements as the company requesting 
the referral. Popular programs may be referred or rec-
ommended even when the program does not match 
the potential user’s actual requirements, creating a 
mismatch of capacity, capabilities, and/or cost. The 
inappropriate recommendation unfortunately may 
take precedence over a proper investigation when 
abetted by a sales person willing to ignore a sales 
order opportunity.    

3) REVIEW THE PROGRAM. This could be done by 
installing and then reviewing the system using a dem-
onstration version of the program. A more detailed 
presentation of the program may be available at a 
scheduled live demonstration of the program or pos-
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