
ASouthern California based prop-
erty management firm, which
launched in the shadows of the

2008 housing market crash has grown
from a small Santa Clarita office with a
handful of employees, to one with 11 divi-
sion offices in five states, managing over
290 homeowner associations and employ-
ing nearly 320 people within 15 short
years.

Former executives with KB Home,
Brad Watson and Jim Carr, launched
Property Management Professionals LLC
(PMP) in early 2009 as new home con-
struction was grinding to a halt. Watson
was Director of Land Acquisition and For-
ward Planning, and Carr served as Senior
Vice President for the L.A.-Ventura divi-
sion of KB Home.

Parlaying their experience sitting on
homeowner boards while the properties
were in development, Watson said they
saw an opportunity to build a manage-
ment firm that offered their clients not
only building industry expertise, but also
a focus on customer service to the mar-
ket. Carr largely operates as a silent part-
ner today, while Watson serves as the
face of the company.

“We saw opportunity because the ma-
jority of management companies did not
offer the level of service that homeown-
ers deserve and expect, with a focus on
customer service,” Watson said.

Identifying an opportunity in the indus-
try to build an HOA management com-
pany that addresses service-related
issues plaguing other firms, the two part-
ners set out to focus on extraordinary
service for volunteer homeowner board

members and homeowners alike, differ-
entiating their firm in an already satu-
rated marketing. “That focus on
extraordinary service has catapulted
them to success,” he said.

Within its first six years, PMP outgrew
the 3,000 square feet of space it had ex-
panded to in its former building. And so
in 2015 the company moved into over
9,000 square feet of space on Turnberry
Lane. It also opened additional offices lo-
cated in Los Angeles, Thousand Oaks,
Irvine, San Diego, Rancho Cucamonga,
Austin, TX, Dallas, TX, Phoenix, AZ,
Broomfield, CO and St. George, UT.

“Santa Clarita is where it all began and
will always be one of our anchor divisions.

The majority of my professional career
has been based in Santa Clarita and this
valley will always feel like home to me.
Santa Clarita’s a great place to do busi-
ness,” Watson said. “Our Valencia divi-
sion continues to serve as a central hub
for many of our shared resource depart-
ments, including accounting, escrow, and
our customer service departments, and
we will continue to grow and create qual-
ity, well-paying jobs in the Santa Clarita
Valley.  

PMP also switched up the hiring
model, Watson said. It looks for “extraor-
dinary talents” by pulling people from di-
verse industries; not just the property
management industry. The entire staff
also attends ongoing certification training
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so that they are knowledgeable in their
field and can actually help to solve prob-
lems, not just take messages.

“Other firms seem to simply recycle
employees from their competitors,” Wat-
son said. “One of our competitive advan-
tages is that we recruit talented
individuals from a wide range of profes-
sional backgrounds, including home
building, customer service, mortgage,
construction, and sales. We hire for per-
sonality and have a robust in-house train-
ing program to teach them our business.
It’s a dynamic and unique approach to
building an extraordinary team of profes-
sionals to serve our valuable clients.”

Just having marked their 15 year an-
niversary since landing their first ac-
count, Watson said the whirlwind of
growth has been based on great partner-
ships with builders, developers, and com-
munity stakeholders. PMP is focused on
not only providing a uniquely different ap-
proach to HOA management, but they are
invested in the communities they service. 

“We’re now the largest association
management company in the Santa
Clarita Valley,” he said. “Which is pretty
amazing given that we have only been in

business for 15 years.”

“At the end of the day, we understand
that we are a service business in a service
industry, which most management com-
panies seem to forget. Our number one
goal is that our board member and home-
owner clients feel well represented and
well take care of, but, this focus on serv-
ices is rare in our industry.” Watson said. 

“It seems like the industry doesn’t un-
derstand that we’re a service industry; if
we’re not treating all of our clients well
then we will fail. It is this focus on service
that has be the catalyst for our growth
over the years,” he said. 

To that end, PMP focused not only on
service but how it treats HOA board
members, homeowners and internal em-
ployees as well, believing that if their
team members are treated well, with the
resources and support to be successful,
they will naturally deliver great service to
their clients. One of PMP’s conference
rooms is dedicated to thank you letters
received over the years, celebrating the
team’s hard work, and employees are in-
centivized to deliver extraordinary serv-
ice and create raving fans in each of their
submarkets, says Watson. 

As for homeowners, the focus has also
been on communication and accountabil-
ity. A live, in-house community care
“Champion” answers every telephone
call, and they have an open-door office
policy, he said. In addition, PMP has an
innovative online platform and has
launched its own smart phone app, which
allows homeowners to pay bills, submit
service requests, or ask questions—all re-
motely. “Nearly everything association-re-
lated that an owner wishes to engage in
with our team can be done from our inno-
vative online platforms, which gives our
company a significant competitive advan-
tage in the industry,” Watson said. 

Homeowners are also greeted by an
open-door policy at the office, where a
mini-fridge stocked with cold water, fresh
coffee, candy, and treats for furry visitors,
sit out in the reception area encouraging
people to visit the office. That’s rare in the
industry where most HOA property man-
agement companies require an invitation
or appointment to the firm’s office.

“An HOA functions better when home-
owners feel like we are part of the associ-
ation and vested in their best interests,
and this begins when they call or visit our
local offices.” Watson said. “We work at
the direction of the Board of Directors;
but at the pleasure of our valuable home-
owner clients.”

As for managing its rapid growth, Wat-
son said the firm plans to continue grow-
ing in the Santa Clarita Valley as well as
each of its sub-markets. But as for accel-
erating the firm’s growth, Watson says
they are committed to organic, responsi-
ble growth.

“Success comes from organic growth,
not growing for the sake of growing.
Things are going to grow at the speed
they’re intended to grow,” Watson said.
“Our primary focus is to continue to de-
liver on our promises. If we do that,
growth will happen naturally.”
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PMP takes pride in their resident-friendly, open-door office policy and encourages residents to stop in, pay their bill,
grab a cup of coffee, and meet their stellar management team.


