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Executive answer

If the objective is simply to make more money, Bill should focus less on headline occupancy and
more on the five places where profit is most likely leaking:

1. return-to-service speed

2. collections quality

3. pricing discipline by property

4. bottom-quartile asset repair

5. better capture of high-intent demand

The business already appears to have real demand. That means the fastest path to more profit
is probably not broad awareness marketing. It is tighter control of inventory, cash quality,
pricing, and weak-site execution.

1. Return-to-service speed

This is the clearest near-term profit lever.

Every room sitting in reno or offline too long is trapped revenue. That is especially important
because reno-heavy assets distort the true economics of the portfolio.

Bill should force a weekly owner-grade view of: - rooms offline by property - reason offline -
days offline - expected return-to-service date - rooms returned this week - rooms still delayed
beyond plan

Owner takeaway:

If Eagle gets rooms back faster, revenue rises without waiting for new demand.



2. Collections quality

The second major profit lever is not just getting rooms occupied. It is getting occupied rooms
converted into reliable cash.

Bill should insist on a weekly collections view that shows: - occupied rooms - expected
collections - actual collections - variance - delinquency by site - manager ranking on collections
leakage

Owner takeaway:

A full room that does not convert cleanly into cash is a fake win.

3. Property-level pricing discipline
Some properties are likely priced too softly relative to their actual position. Others may be weak

enough that pricing alone will not solve the problem.

Bill should separate: - properties that are near full and can take rate - properties that are weak
because of execution - properties that need repositioning rather than simple pricing pressure

Owner takeaway:

Higher rates should be taken where real strength exists, but pricing should not be used to
hide operational weakness.

4. Bottom-quartile asset repair

A few properties can quietly drag an entire portfolio. The goal should not be broad generic
improvement. It should be targeted repair of the worst economic drags.

Bill should require a bottom-group operating plan for the weakest sites based on: - occupied
rooms as a share of max capacity - reno burden - collections leakage - repeat friction / issue
load - local pricing and demand position

Owner takeaway:

The fastest profit improvement often comes from fixing the worst few properties, not
polishing the best few.

5. Better capture of high-intent demand

Eagle Suites appears to be under-capturing some of its best demand buckets. The strongest
likely missed segments are: - workforce [ crew lodging - insurance-displacement housing -
medical-adjacent stays - apartment-alternative / no-credit-check temporary housing



This matters because those are not vague branding audiences. They are high-intent use cases
with strong booking logic.

Owner takeaway:

The marketing opportunity is not mainly more traffic. It is better demand capture.

6. Manager accountability tied to economics

Bill should not let managers win on occupancy alone. The real scorecard should tie managers to:
- occupancy quality - collections quality - room downtime - return-to-service speed - expense
discipline - recurring process failures

Owner takeaway:

Manager scoring should be linked to clean profit, not just full-looking properties.

7. A cleaner owner rulebook

If Bill wants better decisions, he needs a tighter owner lens:

e Strategy KPI: occupied rooms [ max capacity

¢ Inventory KPI: reno rooms by site

e Operating KPI: available-room occupancy

e Cash KPI: expected vs actual collections

¢ Recovery KPI: offline days and room-return velocity

Owner takeaway:

The business gets sharper when daily operating noise is separated from the strategic
denominator.

Priority order

If the goal is near-term profit lift, Bill should focus in this order:
1. Return rooms to service faster

Most direct revenue unlock.

2. Tighten collections reporting and discipline
Most direct cash-quality unlock.

3. Fix the worst properties with owner-level intervention



Biggest drag removal.

4. Take rate where strength already exists

Fast margin improvement.

5. Improve demand capture in high-intent segments

Best growth layer after the basics are controlled.

Bottom line

If Bill wants to make more, he should focus less on the general idea of “getting fuller” and more
on the real owner levers: - recover offline rooms - convert occupancy into cash - price strong
assets correctly - repair the weakest assets directly - capture better demand, not just more
demand

In plain English:

The next dollars are most likely sitting in offline rooms, weak collections, soft pricing, and
a handful of under-managed properties, not in broad top-of-funnel hope.



