How to Scale a VRM into
New Markets without
Increasing Headcount

Pass the Keys is a venture-backed PropTech startup that oﬀers a fullymanaged vacation rental management service. As the largest property
management company in the UK to be part of Airbnb’s Professional CoHost program, Pass the Keys is supported by Airbnb to deliver
outstanding service and is growing at 300% per year.
Pass the Keys is currently based in 11 cities across the UK, but will soon
be expanding internationally to North America and Europe through
their franchising framework, which aims to empower local short-term
rental entrepreneurs over the world.

“

The technology provided by AirDNA is helping us to manage thousands of
properties with more or less the same number of employees. This is very
important in our strategy to scale.

Using Rentalizer to expand to new
vacation rental markets.
For Pass the Keys, AirDNA’s Rentalizer is the key to company growth.
Using the API integration, Pass the Keys is able to explore new markets
and analyze the potential performance of individual properties.
By plugging in the property type, bedroom count and the number of
people the property accommodates, Rentalizer analyzes the behavior of
comparable properties to predict the potential performance of any
property as a short-term rental.

“

For us, the best tool is Rentalizer. Every time we want to know how a
property will perform in a certain market, we use AirDNA’s API, Rentalizer.
It has helped us to understand how prospective properties will perform on
the short-term rental market, and therefore determine which cities to
expand to.

Forecasting a property’s
performance as a short-term rental.
Rentalizer, along with other short-term vacation rental data in AirDNA’s
MarketMinder tool, also helps Pass the Keys to benchmark their
properties and create revenue forecasts for clients.
In the past, Pass the Keys used an aggregation model to predict how
much a property would make as a short-term rental, but the results
weren’t particularly accurate.
The team’s city managers and sales department now study the monthly
Pricing, Revenue and Seasonality pages on AirDNA’s MarketMinder tool
to put together 6-12 month forecasts for customers.

“

There has been a very positive impact in the sales department. We now
have more accurate data and more knowledge about the market.”

“We were getting complaints that our forecasts were not realistic, too low or
too high. But when we implemented AirDNA services we saw that the
complaints reduced signiﬁcantly and the potential clients were happier with
our data. Our relationships with potential clients start oﬀ a lot better now.”
— Miguel Romero, Operations and Finance Manager

Want to ﬁnd out how AirDNA can help
your VRM expand your short-term
rental portfolio?
AirDNA has the data to set you apart, and the
insights to keep you ahead.
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