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SECTION 01 - UNDERSTANDING THE HYBRID LUXURY MODEL

WHY NEARLY EVERY ULTRA-LUXURY PROJECT HAS A
FOR-SALE COMPONENT

Before we examine the technology implications, it is worth understanding the structural
economics that make the hybrid luxury model not just common but nearly universal at the top
of the market. Understanding why these projects are structured this way clarifies why the
technology and service challenges they create are not accidental, they are baked in at the
financing stage.

The Development Economics

A branded ultra-luxury hotel, the kind that carries a Ritz-Carlton, Four Seasons, Aman, or equivalent
flag, requires land, construction, FF&E, pre-opening, and working capital that routinely totals $1-2
million per key or more in major markets. A 200-key ultra-luxury property in a gateway city may
require $300-400 million in total project cost. Traditional hotel financing, construction loans,
CMBS, institutional equity, covers a fraction of that at loan-to-cost ratios that make the returns
unattractive to most developers.

Residential condominium sales change the math fundamentally. Luxury residential unitsin a
branded ultra-luxury building command premium prices that reflect the brand, the services, the
address, and the ability to use the hotel amenities. A developer who can pre-sell 60 residential
units at $3-5 million each before breaking ground has effectively pre-funded $180-300 million
of the project, often covering the entire equity requirement and reducing the construction loan
to a manageable fraction of total cost.

The residential component also provides the brand with something it values beyond the
economics: a captive population of high-net-worth owners who become brand ambassadors,
refer transient guests, and create year-round demand at food, beverage, spa, and concierge
outlets that a pure hotel occupancy base cannot sustain in shoulder seasons.

~85%  $1-2M+ 30-40% 15-25yrs

Ultra-Luxury New Cost Per Key Residential Mix Management Agreement
Builds
Include residential for- Typical ultra-luxury Typical ratio of condo Typical branded management
sale component (est. hotel construction in units to total keys in or HOA service term for
2024-26) gateway markets hybrid projects residential component
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The Three Ownership Configurations

Not all hybrid luxury projects are structured identically. Understanding the specific ownership
configuration at your property is the essential first step, because it determines everything that
follows, from how the network is architected to who pays for the Wi-Fi in unit 2204.

Configuration Common Brands Key Technology
Implication

Separate but coordinated
technology infrastructure;

Hotel + Branded

Residences
(Separate
Ownership)

Hotel + Rental
Pool Condos

Hotel + Private
Residences +
Common
Amenities

Condo-Hotel
(Wholly
Integrated)

Hotel rooms owned by
developer or REIT; residential
units sold fee-simple to
individual buyers. Separate
legal entities, shared building.

Residential units sold to
individual buyers who agree
to place units in a hotel rental
program when not in personal
use. Units flow between
personal and transient
occupancy.

Hybrid of above with shared
amenity facilities (spa, F&B,
pool, concierge) governed by
a joint HOA or master
association agreement.

All units individually owned
but operated as a hotel 100%
of the time under a
management agreement.
Owners receive revenue
share.

Four Seasons
Private
Residences, Ritz-
Carlton
Residences, Aman
Residences

Marriott Vacation
Club, Hyatt
Residence Club,
many independent
luxury resorts

Oned&Only Private
Homes, Rosewood
Residences,
Auberge
Residences

Independent luxury
boutiques, some
Autograph
Collection
properties

SECTION 02 - THE SEVEN TECHNOLOGY CHALLENGES

WHAT THE MIXED OWNERSHIP STRUCTURE DOES TO
YOUR TECHNOLOGY INFRASTRUCTURE

clearest demarcation of
responsibility

Most complex: unit must
function as luxury hotel
room (brand standard)
and personal residence
simultaneously

Technology must serve
three distinct user
classes with different
expectations, billing
models, and service
SLAs

Simplest operationally;
all units require hotel-
grade technology
regardless of individual
ownership

The challenges that emerge in hybrid luxury properties are not theoretical. They appear in the
first weeks of operation and, if not addressed at the design stage, they become structural
problems that no amount of operational creativity can fully resolve. Here are the seven we

encounter most consistently.
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O1 Network Architecture Across Multiple Legal Entities

A hotel network and a residential network are fundamentally different things and in a
mixed-use property, they cannot be the same network, even if they share the same physical
infrastructure. Hotel networks operate under the property’s PCI-DSS compliance obligations,
brand cybersecurity standards, and managed service agreements. Residential networks are,
effectively, private home networks, the owner of Unit 2204 has the same expectation of
network privacy as they would in their primary residence. Equally important is establishing
clear operational ownership of each network. Hotels frequently discover after opening that
responsibility for residential technology support falls into a gray area between hotel
engineering, managed service providers, HOA management, and third-party vendors.

When these networks are not properly segmented from day one, three problems compound
simultaneously. First, PCl compliance is compromised if residential and transient payment
traffic share network segments. Second, brand cybersecurity standards, which have become
substantially more rigorous since the 2024 ransomware wave documented in Issue #18,
cannot be enforced across a network that includes privately-owned residential units. Third,
and most practically: the residential owner who runs a home office in Unit 2204, with a VPN,
personal NAS storage, and smart home devices, creates network behavior that the hotel’s
managed service provider was not contracted to support and may not be able to isolate
from hotel operations.

The Design Principle

Three physically or logically separated networks from the riser up: Hotel Operational (PMS, Al
platforms, POS, staff devices), Hotel Guest (transient guest Wi-Fi, in-room entertainment),
Residential (owner units, with owner-controlled access and no hotel management visibility
into traffic). Each residential unit requires its own demarcation point where the building
infrastructure ends and the owner’s private network begins. This is not a configuration decision
made after opening, it must be designed into the structured cabling and riser architecture
before the walls close.

02 Ttelecom Right of Entry and the Demarcation Point Problem

In a standard hotel, the telecom Right of Entry (ROE) agreement is straightforward: the carrier
negotiates with the property owner, the demarcation point is typically the minimum point of
entry (MPOE) or a central IDF location, and the hotel's managed network extends from there
throughout the building. The property owner has clear authority to grant ROE, set service
terms, and determine what equipment is installed in every room.

In a hybrid luxury property where residential units are sold fee-simple to individual buyers,
this authority is fractured. The individual condo owner has property rights that may limit the
hotel management company’s ability to mandate a specific telecom carrier, control what
equipment is installed in the owner's unit, or require the owner to accept service through
the building’'s managed network. If the HOA or master association agreement does not
address telecom rights specifically, and most do not, because they are drafted by real estate
attorneys, not technology planners, a residential owner can legitimately demand the right to
choose their own internet service provider, install their own equipment, and run their own
cabling from a carrier’s point of entry to their unit.

The Hybrid Luxury Property: Serving Hotel Guests & Condo Owners Under One Brand, One Roof, & One Standard of Excellence

>



>

The Critical Contractual Language

The Residential Purchase Agreement and the HOA governing documents must address four
telecom provisions before any unit is sold: (1) the building’'s managed network is the designated
service provider for data and entertainment services within all units; (2) individual owners may
not install competing carrier infrastructure within the building’'s commmon areas or riser

conduit; (3) the MPOE and all building-side telecom infrastructure are common elements
maintained by the association, not individual unit improvements; (4) any owner who wishes to
supplement building-provided services with additional carrier services must do so via a
carrier-neutral pathway designated by the association, at the owner’s expense, without
impacting building infrastructure. These provisions are far easier to establish before the first unit
closes than to negotiate retroactively with 60 owners who have already moved in.

03 In-Room Entertainment: Brand Standard vs. Personal Residence

The brand standard for in-room entertainment at an ultra-luxury hotel, curated content,
IPTV platform, content licensing, casting integration, and the seamless “invisible concierge”
experience described throughout this newsletter series, is designed for a transient guest
who arrives with no prior relationship to the television in the room and expects to find an
experience that reflects the property’s standard of care.

The owner of a luxury residential unit has an entirely different relationship with their in-unit
entertainment. They may have subscriptions to ten streaming services. They may have a
personal Sonos system. They may have content preferences, parental controls, or accessibility
settings that persist across years of occupancy. They did not purchase a unit at a branded
luxury residence to watch the hotel’s curated content channel. They purchased it expecting,
reasonably, to live in a home that happens to have extraordinary services around it. The
hospitality-grade IPTV system that is the right technology for the hotel rooms is often the
wrong technology for the residential units, and the residential entertainment system that
works for the owners may not meet brand standards for the units when they are placed in
the rental pool.

The Design Solution

Dual-mode entertainment architecture: hospitality IPTV infrastructure for brand-standard
functionality when units operate as hotel rooms, with an owner-controlled layer that activates
when the unit is in personal occupancy mode. The two modes must share physical infrastructure
(same displays, same cabling) but operate on different control systems. The transition between
modes should be seamless and managed by the property management platform, not manually
reconfigured by engineering at each ownership transition. This requires specification at the AV
design stage, not after the hospitality TVs are already mounted.
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04 wi-Fi service Levels: Two Standards, One Infrastructure

Hotel Wi-Fi and residential Wi-Fi have different performance expectations, different billing
models, and different support obligations, but in a hybrid luxury property, they must be
delivered from the same physical infrastructure. The hotel guest expects fast, seamless,
password-free connectivity that is managed by the property. The residential owner expects
the performance and reliability of a high-quality home internet service, with static addressing
if they run a home office, with Quality of Service controls that prioritize their video calls, and
with a support model that does not route their problem to a hotel front desk.

The infrastructure can support both use cases, but only if it is sized for the combined demand
of peak hotel occupancy and full residential occupancy simultaneously, and only if QoS
policies are configured to treat residential and hotel traffic as separate workload classes. In
practice, most hybrid properties are sized for one or the other, and the result is that someone
is always underserved. The residential owners, who are permanent stakeholders with a
community association board and legal standing, tend to be the ones who make the most
noise about it. Capacity planning should also account for future Al workloads, building
analytics, loT expansion, security platforms, and evolving guest expectations rather than
today's utilization alone. The more you can support in the beginning to think of the future,
the better.

The Sizing Principle

Size your WAN and core switching capacity for 130% of combined peak demand: full hotel
occupancy (all guest rooms, all Al platforms, all staff devices, all |oT) plus full residential
occupancy (assume each residential unit is a high-consumption home with 15-20 connected
devices, at least one 4K streaming session, and home office bandwidth requirements). The 30%
headroom accommodates simultaneous peak events, a sold-out hotel weekend plus a
residential holiday when all owners are in residence, which will occur and will expose any
under-provisioned infrastructure within the first year of operation.

05 The Brand Standard Enforcement Challenge

Ultra-luxury hotel brands publish detailed technology standards that apply to every guest
room: specific television models, specific hospitality software platforms, specific connectivity
performance thresholds, specific in-room control interfaces. When a residential unit is sold to
an individual buyer, that buyer has property rights that create tension with the brand’s ability
to mandate technology standards in their private home.

This tension plays out most acutely in rental pool configurations, where a unit must

periodically transform from a personal residence into a hotel room that meets brand standards.

An owner who has installed a personal sound system, replaced the brand-specified television
with a different model, added smart home devices that are not on the brand'’s approved list,
or configured their Wi-Fi network in ways that conflict with hotel network architecture has
created a compliance problem that facilities management discovers at the worst possible
moment: when the unit is scheduled to go back into hotel inventory.

The Hybrid Luxury Property: Serving Hotel Guests & Condo Owners Under One Brand, One Roof, & One Standard of Excellence

6



The Governance Solution

The Residential Purchase Agreement must include specific provisions governing in-unit
technology: approved modifications and prohibited modifications must be enumerated; the
brand’s technology standards for hotel-use periods must be contractually enforceable; the cost
of restoring brand-standard technology configurations after owner modifications must be the
owner’s responsibility; and the management company must have a documented
right-of-inspection and right-of-restoration before any unit transitions from personal to hotel
occupancy. These provisions read as operational minutiae at the pre-sale stage and as essential
infrastructure at the operational stage.

06 Customer Service: Who Calls Whom About What

In a standard hotel, every technology service complaint has a clear path: the guest calls the
front desk, the front desk contacts engineering or the managed IT service provider, the
problem is resolved, the guest is compensated if warranted. In a hybrid luxury property, the
service model fragments along ownership lines in ways that are genuinely confusing to
operators, owners, and staff.

A residential owner with a Wi-Fi problem may be a hotel guest during their stay (if the unit is
in the rental pool) or a private homeowner (if the unit is in personal use). The support
obligation, the billing model for remediation, the authority to access the unit, and the SLA for
resolution are different in each case. A residential owner whose HVAC smart thermostat
loses connectivity to the building automation system has a problem that sits at the
intersection of residential HOA services, hotel engineering, and the technology vendor's
support model, and all three parties may reasonably believe it belongs to one of the others.

The Service Model Design

Document a clear service routing matrix before the property opens: every technology service
category (Wi-Fi, entertainment, in-room controls, building automation, telephone) mapped
against every occupancy state (hotel guest in hotel room, hotel guest in rental pool unit, owner
in personal occupancy, unit vacant) with a defined first point of contact, escalation path, billing
responsibility, and SLA. This matrix is not a convenience, it is the operational document that
prevents your front desk staff from receiving a call they cannot route, and your residential
owners from receiving a bill they did not expect.

07 AiPlatform Deployment Across Mixed Occupancy

The Al-driven personalization and guest experience platforms described in Issues #15
through #19 assume a transient guest model: a guest checks in, generates preference and
behavior data during their stay, and the platform uses that data to improve their current and
future experience. The residential owner in a hybrid luxury property is not a transient guest.
They are a permanent or semi-permanent stakeholder whose data profile, service
preferences, and relationship with the property are of an entirely different character.
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An ultra-luxury residential owner who spends 60 nights per year in their unit has preferences
that are far more detailed, more personal, and more consequential than a transient guest’s
profile. They know the names of the housekeeping staff. They have standing dinner
reservations at the restaurant. They have specific preferences for how their unit is prepared
when they arrive. They have a relationship with the concierge that has been built over years.
The Al platform that serves them must integrate those deep preferences with a service model
that treats them as a resident, not a guest, while simultaneously being able to switch into a
hotel-guest service mode when a transient renter occupies their unit.

The Al Architecture Requirement

Your Al personalization platform must support at minimum three distinct profile types: transient
hotel guest (standard preference and behavior profile), residential owner in personal occupancy
(deep preference profile with resident-grade service standards and direct relationship
management), and rental pool occupant in owner’s unit (transient guest profile with awareness
of unit-specific configurations set by the owner). The platforrn must handle the profile transition
when a unit moves between occupancy states without data contamination, a transient renter
should not see the residential owner’s personal preferences, and the owner’s profile should not
be populated with data from transient rental periods unless the owner explicitly opts into that
integration.

SECTION 03 - THE PRE-OPENING TECHNOLOGY PLANNING CHECKLIST
WHAT MUST BE DECIDED BEFORE THE WALLS CLOSE

The single most important insight in this issue is also the most frustrating one for operators who
are reading it after opening: almost every technology challenge in a hybrid luxury property is
easier, and in many cases only addressable, before construction is complete. The decisions that
cost $50,000 to make correctly at the design stage cost $500,000 to retrofit after the building is
occupied, if they can be retrofitted at all.

The following checklist is organized by construction phase. It is designed to be used in
pre-opening planning conversations with the developer, the brand, the architect, the low-voltage
contractor, and the technology vendors. Items that are not addressed in their designated phase
will either require expensive remediation or become permanent operational limitations.

Decision Required Who Must Be in Cost of Deferral
the Room

Schematic Define the three-network Developer, Retrograde cabling in
Design architecture (operational, hotel architect, low- occupied building:
guest, residential) and specify voltage engineer, $3,000-$8,000 per unit
separate conduit pathways from  technology
MPOE to each residential unit consultant
demarcation point

» The Hybrid Luxury Property: Serving Hotel Guests & Condo Owners Under One Brand, One Roof, & One Standard of Excellence 8



Schematic
Design

Design
Development

Design

Development

Construction
Documents

Construction

Documents

Pre-Opening

Pre-Opening

Pre-Opening

>

Establish MPOE location, riser
pathway, and carrier-neutral
pathway for any residential
supplemental services

Select hospitality IPTV platform
and specify dual-mode
entertainment architecture for
rental pool units

Size WAN and core switching
capacity for combined peak
demand (hotel + full residential)

Draft and incorporate telecom
provisions into Residential
Purchase Agreement and HOA
governing documents

Specify brand technology
standards applicable during
hotel occupancy periods and
document owner modification
rights and restoration
obligations

Select Al personalization
platform with confirmed support
for three-profile model (guest /
owner / rental pool)

Build and document the service
routing matrix for all technology
categories across all occupancy
states

Conduct full-building network
readiness assessment against
Issue #18 framework, including
residential units at full simulated
load

Developer, telecom
carrier(s), low-
voltage engineer

AV designer,
technology vendor,
brand technology
team

Technology
consultant,
ISP/carrier, IT
managed services
provider

Real estate
attorney, technology
consultant, brand
legal

Brand standards
team, management
company, real
estate attorney

Technology director,
Al vendor, brand
technology team

GM, Director of
Technology, HOA
management,
managed IT
provider

Managed network
provider, technology
director

Carrier ROE conflict with
condo owners: potentially
unresolvable without legal
action

Incompatible system
replacement in occupied
units: $2,500-$6,000 per
unit

Mid-term circuit upgrade
with building infrastructure
disruption: $25,000—
$75,000+

Retroactive negotiation
with assembled owner’s
board: 12—18 months,
legal fees, owner relations
damage

Unenforceable brand
standards; inconsistent
product in rental pool
units

Manual profile
management for
residential owners;
service inconsistency at
the brand’s highest-
expectation segment

Staff confusion, owner
complaints, unbillable

service calls in first 90
days of operation

Undiscovered
infrastructure gaps
surface at first full-
occupancy event
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SECTION 04 - SERVING THE RESIDENTIAL OWNER
THE GUEST EXPERIENCE PRINCIPLES APPLIED TO A

PERMANENT STAKEHOLDER

The four principles that have guided this newsletter from Issue #1, anticipate needs, remove
friction, enable connection, create value, apply to residential owners with even greater force than
they apply to transient guests. A transient guest experiences your property for two or three
nights. A residential owner experiences it for two or three decades. Every friction point that a
guest notices once, an owner notices a hundred times. Every service excellence that impresses a
guest once becomes a baseline expectation for an owner.

The properties that succeed with residential owners are the ones that recognize this distinction
at the service design stage and build a specific owner relations model that is distinct from, though
clearly related to, the hotel guest experience model.

The Owner Experience Stack

Experience What Owners Need What Hotels The Gap
Layer Typically Provide

Arrival & Frictionless, private arrival.

Departure Recognition as a stakeholder,
not a guest. Unit ready to their
standing preferences without a
check-in process.

Technology Reliable, high-performance

Services home internet with direct

support access. Entertainment
configured to personal
preferences that persist. Smart
home integration that the
owner controls.

A named relationship with a
dedicated concierge who
knows them, their preferences,
and their standing
arrangements. Continuity
across staff transitions.

Concierge &
Services

Communication Direct, proactive
communication about building
events, maintenance, and
service changes. Not the same
channel as transient guest

communications.

Standard hotel
arrival with check-in
formalities adapted
for “returning
residents.”

Hotel-grade
managed network
with hotel-level
support model.
IPTV platform
optimized for
transient guests.

Access to the hotel
concierge desk,
which serves all
guests and owners
from the same
queue.

Hotel newsletter
and app
notifications that
blend owner and
guest content.

Owners do not want to
check in to their own
home. Arrival must feel
like coming home, not
checking into a hotel.

Owners need resident-
grade tech support, not
guest services. They need
to speak to someone who
knows their unit’s
configuration.

Owners at this price point
have a relationship
expectation that a shared
concierge desk cannot
fulfill. Many properties
create a dedicated
Residential Services
team.

Owners want to know
about the pipe repair on
their floor before it
happens, not find out from
a transient guest in the
elevator.
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Al Deep preference profile that Transient guest The Al must serve a

Personalization  evolves over years of preference model relationship measured in
relationship. Anticipation that applied to a long- years, pot nights. The
feels like genuine knowledge, tenure relationship. profile depth required is
not algorithmic pattern categorically different.
matching.

The Dedicated Residential Services Team

The ultra-luxury properties that consistently earn the highest owner satisfaction scores, and the
lowest HOA dispute rates, which are a meaningful proxy for operational health, have one
structural feature in common: a dedicated Residential Services team that is separate from the
hotel's guest services operation, though deeply integrated with it. Technology should make these
relationships more personal and not more automated. Al should augment associates by providing
context, preferences, and recommendations while allowing the human relationship to remain
the differentiator.

This team typically includes a Residential Services Manager (the equivalent of a hotel GM for the
residential community), a dedicated concierge or concierge team exclusively serving residential
owners, and a technology support specialist who knows every owner’s unit configuration and
technology preferences by name.

The size of this team scales with the number of residential units: a 40-unit residential component
might be served by three dedicated positions; a 120-unit residential tower within a larger hotel
complex might require eight to twelve. The staffing cost is typically funded through HOA dues,
not the hotel's operating budget, which is a critical distinction that must be established in the
management agreement before the first unit closes.

“ Our residential owners are not hotel guests. They are our most important long-term
stakeholders. We have a team that exists solely to serve them. That team knows which
owner likes their thermostat at 68 degrees when they arrive, which owner's teenager
has their own Wi-Fi password, and which owner’s standing dinner reservation is every
Thursday at 7:30. No Al platform replaces that relationship. The right Al platform makes
it possible to deliver it consistently.

- Residential Services Manager, 85-unit branded luxury residence, Southwest
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SECTION 05 - THE LONG-TERM OPERATING FRAMEWORK

SUSTAINING THE STANDARD ACROSS OWNERSHIP
TRANSITIONS AND MANAGEMENT CHANGES

One of the underappreciated challenges of the hybrid luxury model is the time horizon mismatch
between the property’s stakeholders. A hotel management company may operate under a
20-year management agreement with renewal options. A brand may have a licensing
arrangement of similar duration. But the residential owners are permanent, their ownership, and
their expectation of the brand standard they purchased, has no expiration date. And they have
legal standing through their HOA that allows them to enforce it.

The technology and service standards established at opening must be sustainable and
improvable over a period that may span three or four generations of hotel technology. The IPTV
platform chosen in 2026 will not be the right platform in 2036. The Al personalization system that
represents best-in-class today will be superseded. The structured cabling architecture that
supports today’'s network will need to evolve as bandwidth requirements increase.

The Five Long-Term Operating Principles

« Infrastructure upgrades require HOA coordination, not just hotel
management decisions.

Any technology change that affects residential units, network architecture changes,
entertainment platform migrations, building automation upgrades, requires advance notice
to the HOA and, in many cases, HOA board approval. Build a formal technology governance
process that includes the HOA as a stakeholder, not an afterthought.

« Management transitions must include technology knowledge transfer.

When a management company changes, the institutional knowledge of every owner’s unit
configuration, preferences, and service history must transfer with it. This knowledge cannot
live only in staff memory. It must be documented in the Al platform and the residential
services management system in formats that survive a management transition.

« Technology investment in residential infrastructure is a capital reserve obligation,
not a discretionary improvement.

When a management company changes, the institutional knowledge of every owner’s unit
configuration, preferences, and service history must transfer with it. This knowledge cannot
live only in staff memory. It must be documented in the Al platform and the residential
services management system in formats that survive a management transition.

« Brand standard evolution must be negotiated, not imposed.

When a brand updates its technology standards, and they do, regularly, the cost and timeline
for bringing residential units into compliance must be negotiated through the HOA
governance process. A brand that mandates a technology upgrade in 200 hotel rooms can
simply issue a PIP. A brand that mandates the same upgrade in 60 individually-owned
residential units has a stakeholder relations and legal process to navigate first.
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« The owner relationship is the property’s most durable competitive asset.

Residential owners who are well-served become the property’'s most powerful advocates:
referral sources for transient guests, advocates for the brand in their social and professional
networks, and stabilizing forces in the HOA governance that protect the brand standard over
time. Residential owners who are poorly served become the property's most visible critics,
with legal standing, community association authority, and a willingness to use both.

SECTION 06 - A FRAMEWORK FOR EXISTING PROPERTIES

IF YOU ARE ALREADY OPEN: THE 90-DAY HYBRID
PROPERTY AUDIT

For operators who are reading this issue after opening, who are managing a hybrid luxury
property that was not designed with all of the above considerations in mind, the question is not
how to start over. It is how to identify the most consequential gaps and address them

systematically.

The following 90-day audit framework is adapted from the Issue #18 infrastructure diagnostic
and the Issue #19 vendor evaluation framework, applied specifically to the hybrid luxury context.

-2 Network
architecture
review

34 Telecom and
ROE
documentation
review

56 Entertainment
platform
assessment

Are hotel operational, hotel guest, and
residential networks properly segmented?
Does each residential unit have a documented
demarcation point? Are loT devices in
residential units isolated from hotel networks?

Does the HOA governing document address
telecom ROE? Are carrier-neutral pathways
documented? Are owner modification rights
and limitations clearly stated in purchase
agreements?

Can residential units switch between hotel-
standard and personal-residence
entertainment modes? Are owner personal
preferences preserved across occupancy
transitions? Do rental pool units meet brand
entertainment standards when in hotel
inventory?

Network segmentation
gap report with
remediation priority list

Legal gap assessment;
referral to real estate
attorney if HOA
documents are silent
on telecom

Entertainment
architecture gap report;
dual-mode
specification if not
already in place

The Hybrid Luxury Property: Serving Hotel Guests & Condo Owners Under One Brand, One Roof, & One Standard of Excellence 12

>



7-8

9-10

M-
12
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Al platform and
owner profile
review

Service routing
matrix audit

HOA relationship
and governance
review
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Does the Al platform support separate profiles
for owners, hotel guests, and rental pool
occupants? Are owner preferences
documented in a system that survives
management transition? Is the platform's data
segmentation preventing cross-contamination
between occupancy types?

Is there a documented service routing matrix?
Does front desk staff know who to call for a
residential owner’s technology problem in
personal occupancy? Are SLAs for residential
service documented and measurable?

Is the HOA board a participant in technology
governance? s there a capital reserve plan
that includes technology refresh cycles? Is the
management company’s technology
knowledge transfer process documented?

Al platform
assessment;
remediation spec if
platform lacks multi-
profile support

Service routing matrix
(create if absent;
validate and update if
existing)

HOA technology
governance protocol;
capital reserve
technology schedule



