
 

 

SESSION RECAPS  
 

Welcome to SPARK 
 
John Kobs, CEO & Co-Founder, Apartment List 
 
Key Takeaways: 
 

● Our industry is filled with amazingly talented people. 
● To achieve our ambitions together, we need to embrace technology more than ever 

before. 
● I empower all SPARK attendees to challenge the status quo, including your boss, 

colleagues, clients, vendors and Apartment List to push the boundaries of what is 
possible. 

● We’ve put the “family” in “multifamily” now it’s time to put the technology in 
“multifamily”. 

 

 
   

 
 
 

 

https://www.linkedin.com/in/johnkobs/


 

Apartment List Update 
 
Chris Erickson, COO & Co-Founder, Apartment List 
Marissa Dulaney, VP, Product & User Experience, Apartment List  
 
Key Takeaways: 
 

● The renter journey spans from the moment a renter decides to move all the way 
through deciding where to lease.  By participating in the entire decision-making 
process, we deliver homes to renters and leases to properties, not just leads.  We’ve 
already invested heavily in helping renters discover the right apartments and continue 
to improve Apartment List through our research and data in these areas. 

● The next area ripe for innovation is where renters and on-site teams connect and 
deepen their interactions to drive toward a decision.  Better connections through 
hyperpersonal communication, using the right technology platform for the renter, and 
innovating around how renters experience your property “live” will  drive more leases, 
and make for happier, efficient, and effective teams.  

● We are investing in this space, and need your help to identify how best to help your 
onsite teams & integrate with your existing systems.  Together we can make this 
experience amazing for both sides - renters and on-site teams.  Talk to your sales 
representative or account manager to get involved! 

 
 

     
 

 
 

Delighting The Customer Panel 
 
Session Description:  
 
We believe the key to success in 2018 will be putting the needs of your customer above your 
own business goals. Marketing leaders, like you, need to adapt their strategies to ensure 
they’re solving customers’ evolving problems in order to stay relevant and provide the most 
value.  

 

https://www.linkedin.com/in/chrislerickson/
https://www.linkedin.com/in/marissadulaney/


 

● During this panel discussion you’ll learn: 
○ How leaders are working together to place the customer at the heart of every 

decision. 
○ How to provide an experience that is well aligned with the customer’s 

preferences and specific needs. 
 
Panelists:  
 
Matthew Woods, CSO, Apartment List, Moderator 
Caitlin Landesberg, CEO, Sufferfest Beer  
Samantha Goldman, Head of Enterprise Marketing, Lyft  
Rebecca Schapiro, Director of Business Development, Helix  
 
Key Takeaways:  
 

● We will all be more successful as business leaders if we do not project what we believe 
to be the problem onto the customer but challenge ourselves to complete real 
discovery on customer challenges: (Story from Samantha on her male colleague leading 
the TAMPAX marketing team and truly going through product needs analysis and 
discovery) 

○ Takeaway: Do not project on your renters/customers what you think they need 
or the problem they are trying to solve, actually talk to them.  

● Regardless of the size of your marketing budget, you can always meet the customer 
where they are. Caitlin shared stories about meeting customers post a big race/workout 
to share with them the story and benefits of Sufferfest beer.  

○ Takeaway: Get out and sit with your renters. Less than 30% of attendees had sat 
in a leasing office to talk to renters and interact with leasing agents within the 
last 60 days. Challenge yourself and your company to sit with prospective 
renters, tenants and leasing agents monthly 

● In order to not lose site of the customer as you grow, you have to bring customer 
stories front and center in your leadership meetings, board rooms and staff meetings. 
Samantha spoke about how at LYFT each quarter they share driver success stories. They 
bring the drivers in to hear from drivers and celebrate their customer centricity 

○ Takeaway: Challenge your company to celebrate customer centric acts. If you 
recognize employees for going above and beyond with peer to peer recognition 
you will be able to create a culture whereby this is embedded in the culture 

○ Challenge your entire company that customer issues and needs are not the 
challenge of the sales and marketing team but the challenge of the ENTIRE 
company. Encourage your peers in departments whom do not have a lot of 
customer interface to get in front of the customers quarterly.  

 
 
 
 
 

 

https://www.linkedin.com/in/matthew-woods-b846001/
https://www.linkedin.com/in/clooney/
https://www.linkedin.com/in/samantha-goldman-0317333/
https://www.linkedin.com/in/rebeccaschapiro/


 

 
 

 

 
 

 

 
Brand Bootcamp Panel 
 
Session Description: 
 
A strong brand can carry a statement of values and identity, and in some cases, a way of life. 
Prominent brands speak to a broad audience, triggering emotions and inviting feelings.  
 

● In this session you will hear from top industry experts and learn: 
○ How to establish an identity that is authentic and relatable  
○ How to build a brand, both within your product, and in external communications 
○ What challenges can arise and how to overcome them 

 



 

○ What a well defined brand can do for your business 
 
Panelists: 
 
Debbie Sorkin, Director, User Experience, Apartment List, Moderator  
Morgan Knutson, EVP, Design, Zero 
Kim House, Director of Marketing, Pottery Barn 
 
Key Takeaways: 
 

● How to establish an identity that is authentic and relatable 
○ Takeaway: Data plays a part, which can come in many forms. There’s 2 parts, 

emotional aspect and data driven piece. Morgan spoke to the emotional side of 
creating a brand. For example, sometimes you need to create 100 versions of 
the same logo, and be extremely methodical, while sometimes it’s a matter of 
choosing based on your gut, and empathizing with your users.  Look for 
metaphors that are distinct in your product (eg. Brian’s perspective of finding a 
video of a sparkler on Facebook). Kim touched on  the importance in tapping 
into research, which can really help inform decisions as well. 

● How to build a brand, both within your product, and in external communications 
○ Listen to your customer and identify their pain points. Sometimes there’s just a 

feeling that goes along with the right sentiment we want to give off. Often these 
elements are intangible. 

● How to create a brand within a brand 
○ Takeaway: Kim touched on having a clear sense of the overall tone, voice, and 

visual language to best represent their smaller collection within the bigger 
brand. Morgan spoke about remaining classic in your visual style, while being 
aware of cutting edge trends.  

● How does social media play a part in building a brand 
○ Takeaway: Morgan - used Facebook ads before acquiring customers. Knowing 

how important that channel can be, drummed up a user base before they even 
launched. Equally as important Kim, and helped her smaller brands to stand out 
amongst the noise. 

 

 
 

 

https://www.linkedin.com/in/debbiesorkin/
https://www.linkedin.com/in/morganknutson/
https://www.linkedin.com/in/kimberly-terry-house-b9748b/


 

Driving Authentic Engagement Panel 
 
Session Description:  
 
Now more than ever, people want to tell their own story. They crave real, authentic 
connections in life and as a consumer. In order to meet these expectations, brands need to be 
able to communicate and coordinate in a genuine, organic way. Only then will brands stand 
out as strong and preferred guides to help navigate through the noise.  

● In this panel, you’ll learn: 
○ How to build trust in your brand. 
○ The new rules of engagement for reaching today’s customer. 

 
Panelists: 
 
Stephanie Soderborg, Director, Sales Operations, Apartment List, Moderator  
Mae Karwowski, CEO & Founder, Obviously  
David McIntosh, CEO, Tenor  
 
Key Takeaways: 
 

● With the explosion of social media and a more connected lifestyle, there are new, 
authentic ways to reach potential customers beyond traditional marketing tactics. 
Connecting with potential or existing customers in a personal way can differentiate 
your brand 

○ Communicating through GIFs not only captures a complex emotion through an 
image, it can also add a fun and personal touch to communications 

○ Influencer marketing uses real people in real situations to promote your brand 
and engage customers not just through promotions but through beautiful, 
engaging pictures (i.e. on Instagram) or stories (i.e. blogs) 

● Authentic engagement does not have to cost a lot 
○ The Tenor GIF keyboard is free and can be used in email, text, and most 

messaging apps 
○ Influencer marketing spans across the spectrum of cost, but many new 

influencers are looking for exposure or an experience, and can be connected 
with your brand in a way that does not break the bank 

● Make sure you find the RIGHT audience 
○ Using a GIF in communications may not be best when the message you are 

communicating is very serious. However, if you have built a personal, 
established relationship, especially with residents, then when you have to 
deliver a serious message you can have a real conversation that actually solves a 
problem. Building the foundation is important 

○ Be smart about the influencers you use. Just because someone has a ton of 
followers doesn’t mean they are right for your brand. Understand who an  
 
 

 

https://www.linkedin.com/in/stephanie-soderborg/
https://www.linkedin.com/in/maekarwowski/
https://www.linkedin.com/in/mcintoshdavid/


 

 
influencer’s followers are, and if they are the targeted segment you are trying to 
reach. Sometimes a less popular influencer will actually make larger strides in 
your marketing efforts because they have just the audience you are looking for. 
 

 
 

 

Customers, Communities and The NFL - Interview  
 
Speakers:  
 
John Kobs, CEO & Co-Founder, Apartment List, Interviewer  
Julie Haddon, SVP, Marketing, NFL 
 

● As SVP of Marketing, for the NFL, Julie is responsible for the brand and marketing 
strategies for all NFL Media properties. 

● Julie grew up in the midwest and has always been passionate about sports. She played 
NCAA D1 softball and grew up watching ESPN.  

● She made the transition from silicon valley marketing executive to the NFL. 
● Football and community are the two main pillars of the NFL - outwardly at the league 

level and locally at the team and individual player level. There is clearly a huge amount 
of respect and commitment to giving back to the community. Every day Julie is looking 
for unique communities and younger audiences to bring into the fold.  

● This year has been crazy for the NFL and the fan community, but Julie stays focused by 
delivering a sport their love and using it as an escape from the rest of reality, where 
people can come all come together regardless of their political views, etc.  

● The craziest marketing campaign she has ever run was for Thursday night football and it 
was a woman having a baby. The reason it was so crazy was because there is no 
indication it is an NFL advertisement until the very end, which equally risky and exciting.  
 

 

https://www.linkedin.com/in/johnkobs/
https://www.linkedin.com/in/juliehaddon/


 

 
 

● One surprising lesson she discovered during an eBay textbook campaign was that smart 
partnerships make magic. Sometimes paring things that don’t directly relate, but often 
come together (such as pizza and textbooks) can deliver big results.  

 

 
 

 

Building Online Trust for Offline Communities - Presentation & Interview  
 
Session Description:  
 
Building online consumer trust for an offline product or service is critical to near-term sales and 
can unlock long-term growth for your business. Lynn Perkins will share her insights and outline 
how you can apply these practical tips to your business. 
 
During this keynote discussion, you’ll learn how to: 

● Pinpoint the most important channels for engendering offline trust 
● Leverage personalization to build trust 
● Turn your biggest fans into your best sales team 

 
Speakers:  
 
Mckenzie Lock, Director of Product at Apartment List, Interviewer  
Lynn Perkins, CEO at UrbanSitter  
 
Key Takeaways;  

● Like moving, leaving your children with another caretaker is a big decision. Trust plays a 
huge role in customers’ decisions but it is hard to build online trust for offline products.  

 

https://www.linkedin.com/in/mckenzielock/
https://www.linkedin.com/in/lynn-perkins-3431b0/


 

● There are concrete things brands can do to develop trust 
with their target customers:  

 
 

○ Determine your bull’s eye customer: For example, UrbanSitter created a list of 
potential customers (the nervous new mom, the full time working mom, the dad, 
the part-time working mom) and then zeroed in on their “bullseye customer”: 
the full time working mom. List the things that matter most to them (reliable, last 
minute service, flexible) and design your product and marketing around that. To 
create trust through branding, ask yourself, “If my target customer were a 
magazine what would he/she be?” or “If my target customer were a car, what 
would he/she be?” 

○ Create trust signals: Leverage data, reviews and testimonials on your site. 
Examples of trust signals: Badges, Relevance signals (e.g. up to date calendar 
for babysitters), reviews (quantity and star rating), social proof (sitter’s friends, 
testimonials). 

○ Use personalized emails, social media and community groups to further engage 
with customers: Don’t be afraid of letting your community connect to each other 
- the benefits often outweigh the risks. Help the customer envision what their life 
would be like around their new apartment. “Here’s a list of upcoming events 
and new restaurants near XYZ Towers.” 

○ Create compelling opportunities for customers to share with others: Referral 
programs and trusted recommendation, are the surest way to invoke trust. 
Referral programs lead to qualified leads and high conversion and are targeted,  
inexpensive user acquisition channels. Emails and social can also be channels for 
referral 

○ Offer a great customer experience online and offline: Don’t forget offline 
support in building trust. 

○ Test before heavily investing in any one area: you can do smaller, low budget 
tests to validate what works before building out full programs.  

 
See presentation deck  

 

 



 

 
 

Getting Noticed in a Crowded Marketplace Presentation & Interview  
 
Speakers:  
 
Chris Erickson, COO & Co-Founder, Apartment List, Interviewer  
Jon Beekman, CEO & Co-Founder, ManCrates 
 
Key Takeaways 
 
See presentation deck 
 

 

 
Innovative Home Panel  
 
Session Description:  
 
Embracing innovation allows us to proactively shape how we do business instead of constantly 
reacting to outside forces. And innovation isn’t solely represented by new devices or 
technologies, but also by new ideas or methods that allow us to better meet our customers’ 
needs.  

● In this panel discussion, you’ll learn: 
○ How some of the most innovative industry leaders develop their ideas and bring 

them to life. 
○ How to apply new technologies and business processes to improve your 

customer experience and bottom line. 
 
Panelists:  
 
Kristján Pétursson, Director of Engineering, Apartment List, Moderator   

 

https://www.linkedin.com/in/chrislerickson/
https://www.linkedin.com/in/jonathanbeekman/
https://www.linkedin.com/in/kripet/


 

Jason Johnson, Founder & CEO, August Home 
Colin Billings, Founder & CEO, beaconhome 
Zach Supalla, Founder & CEO, Particl.io 
 
Key Takeaways:  
 

● Smart homes are no longer only for early adopters and gadgetheads with disposable 
income. ⅙ of US households have a voice-activated digital assistant. By 2022, that 
number is forecast to increase to ½, and ⅓ of homes will have some other connected 
device. 

● There's a wide variance in use cases for connected devices. Renters may personalize 
their space with easily-moveable customizations, while homeowners may opt for more 
permanent modifications, or installations that have an outsized return on sale value. As 
more consumers by low-cost voice interfaces, rental units with compatible devices will 
command a small but noticeable premium. 

● Both single- and multi-family landlords have a lot of monitoring and infrastructure 
options to make their renters' lives easier and protect the safety and value of their 
property. These industrial options are less visible, but provide tangible benefits and 
have a longer life cycle than consumer-focused "gadgets". 

● All of the current interfaces to connected devices will one day go away, even voice 
control. The best interface is your home sensing and responding to you, and the control 
systems fading completely into the background. 

 

 
 

 

 

https://www.linkedin.com/in/jcjohnson/
https://www.linkedin.com/in/colinbilings/
https://www.linkedin.com/in/zsupalla/


 

 
 
Project Entrepreneur Panel 
 
Session Description: 
 
We sit down with Nicole Farb, founder of Darby Smart, and Jennifer Stybel, Executive Director 
of Rent the Runway Foundation, to discuss the challenges that female entrepreneurs face when 
starting new enterprises and how having an entrepreneurial spirit can benefit working women 
in any environment.  
 
Panelists: 
 
Amanda Short, VP, Partnerships, Apartment List, Moderator  
Nicole Farb, Co-Founder & CEO, Darby Smart 
Jennifer Stybel, Executive Director, Rent the Runway Foundation 
 
Key Takeaways: 
 

● There are still many challenges that women entrepreneurs face. One such challenge is 
getting funding. While improving, still only 11% of Venture Capital money goes to 
female-led organizations. Rent the Runway Foundation is fighting to change that 
through Project Entrepreneur.  

● Diversity and inclusion starts with hiring. All of us can be part of the solution, ensuring 
that women are represented across organizations and leadership roles, by evaluating 
our recruiting funnels to make sure they are aligned with our diversity goals. 

● Being an entrepreneur doesn’t have to mean starting your own business. There are 
often opportunities to be enterprising within your own organization (intrapreneurship). 
Speaking up about ideas you are passionate about, being willing to build something 
new, and taking on new venture leadership roles can empower you and help your 
organization succeed. But of course, just like when starting a new business, there is a 
risk to acting boldly so make sure you assess the possible outcomes and are 
comfortable with the risk before you act.  

● The first step to starting your own business is testing your idea. Develop an MVP 
(minimum viable product) and conduct market testing. This will enable you to know if 
you really have something or not before pursuing further.  

 

https://www.linkedin.com/in/amanda-short-b6912215/
https://www.linkedin.com/in/nshariat/
https://www.linkedin.com/in/jenniferstybel/
http://projectentrepreneur.org/about/


 

 

 

Recruiting The Right Talent 
 
Session Description: 
 
As your company grows, it can be easy to lose the personality that your customers and 
employees connected with in the first place. How do you keep that sense of soul alive in a 
world where the business plan is constantly in flux?  
 

● In this panel discussion, you’ll learn: 
○ Recruiting the right talent for your organization. 
○ How to keep company culture central to your success. 
○ The key to executing a purpose driven strategy. 

 
Panelists:  
 
Dana Geisler, VP, Sales, Apartment List, Moderator  
Jordan Burton, Founder, Burton Advisors LLC 
Luke Beseda, Talent, Lightspeed Venture Partners 
 
Key Takeaways  
 
See presentation deck 
 

 

https://www.linkedin.com/in/dana-geisler-569a725/
https://www.linkedin.com/in/jordanwburton/
https://www.linkedin.com/in/lbeseda/


 

 
 

 

 
 
 
 
 
Autonomous Vehicles & Machine Learning Presentation  
 
Speaker: 
 
Paw Andersen, VP, Engineering, Apartment List  
 
Key Takeaways: 
 

● Autonomous Vehicle may be very complex and still a couple of years out, but when 
they arrive they will mean nobody will own cars anymore and Apartment Communities 
will not need to provide parking for their rentes 

● The complexity of Autonomous Vehicles are solved by Machine Learning, as that is the 
best way to recognize patterns in large set of data. 

● Renters equally provide large amount of data when they search for their new home 

 

https://www.linkedin.com/in/pawandersen/


 

● At Apartment List we use those large data sets and 
machine learning to: 

○ Give renters better search results 
○ Give properties better lead quality score for the contacts we send you 

 
See presentation deck  

 
 

Realtor and Apartment List - Presentation and Interview  
 
Speakers: 
 
John Kobs, CEO & Co-Founder, Apartment List, Interviewer  
Ryan O’Hara, CEO, Move.com/Realtor.com 
 
Key Takeaways 
 
See presentation deck  
 

 

 

https://www.linkedin.com/in/johnkobs/
https://www.linkedin.com/in/ryanmichaelohara/

