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OWNER RESOURCES - LANGEBAAN




Owning a holiday home on the Langebaan lagoon is a privilege — and letting it well is a craft.
This guide sets out, plainly, how the West Coast holiday market actually works, what it takes to
prepare and run a property that guests love and return to, and how Choice Collection manages
that process on an owner's behalf. It isn't a sales brochure. It's the guide we wish every new

owner had on day one.
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UNDERSTANDING DEMAND

The Langebaan Holiday Market
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Langebaan sits about an hour north of Cape Town on South Africa’'s West Coast, wrapped around
the largest saltwater lagoon in the country. That geography shapes everything about who visits and
why. The lagoon's flat, warm, wind-protected water on one side and open Atlantic swell on the other
make this one of the world's recognised kitesurfing and windsurfing destinations, and that sport
draws a loyal, high-spending, repeat international and local crowd for a good part of the year.

Beyond watersports, the town pulls in several distinct guest groups, and a well-run property should
speak to more than one of them:

+ Cape Town weekenders — short, spontaneous two- to three-night stays, often booked within a week of arrival.

+ Gauteng & inland families — the traditional festive-season migration to the coast, booking well in advance for
December and Easter.

« Kitesurfers and watersports travellers — drawn by the strong Cape Doctor summer wind, typically November to

February, often staying a week or more.

+ Wildflower and whale-season visitors — August to October, when the West Coast's spring flowers and passing
whales bring a quieter but genuinely interested traveller.

+ A small but growing international market — UK and European guests extending a Cape Town trip up the coast,
particularly relevant given Choice Collection's own roots as the South African arm of a UK letting agency.

The practical implication for an owner is that Langebaan doesn't have one holiday season — it has
several overlapping ones, each with a different guest, a different length of stay, and a different price
the market will bear. Good management means reading each of those separately rather than
running one calendar-wide rate all year.



READING THE CALENDAR

Peak & Shoulder Seasons
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Like the tide it sits on, Langebaan demand rises and falls in a fairly predictable rhythm through the
year. Understanding that rhythm is the first step to pricing and marketing a property properly — it's
the difference between a rate card that fights the market and one that works with it.

Easter

Peak

July hols

Building

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Illustrative Langebaan demand curve — actual shape varies by property type and location

PEAK HIGH SHOULDER

Mid-December to mid-January Easter & July school holidays

Shorter but sharp peaks. Easter behaves almost like
a mini-December; July brings winter kitesurfers and
inland families on school break, so demand holds up

The festive season is Langebaan's true peak —
booked out months in advance by families and
groups, with the highest achievable rates and
minimum-stay requirements of five to seven nights or
more over Christmas and New Year.

despite cooler weather.

SHOULDER Low

Sep—Nov & Mar-May June & August

Spring wildflowers, whales, building wind season, and
settled autumn weather. Occupancy is moderate and
price-sensitive — this is where good marketing and

Winter rain and the quietest stretch of the year
outside school holidays. The right strategy here is
rarely to chase occupancy at any price — it's to use

fair, flexible rates earn their keep. the gap for maintenance, refreshes, and owner use.

One practical note: a property's own peak doesn't always match the town's peak exactly. A lagoon-
front villa with a pool skews harder to December; a compact, well-priced apartment near the yacht
club often does surprisingly well in the shoulder months on value-conscious weekend trade. Part of
Choice Collection's job is calibrating each property's own curve, not applying one town-wide
assumption to every listing.



GETTING THE RATE RIGHT, EVERY NIGHT

” How Dynamic Pricing Works

A single flat nightly rate, set once and left alone, almost always leaves money on the table. It's too
low on the three nights everyone wants, and too high on the twenty nights nobody's booking.
Dynamic pricing solves that by letting the rate move — automatically, within limits an owner and
Choice Collection agree in advance — in response to real demand signals.

In practice, we use pricing software (PriceLabs) layered over the base calendar to adjust rates
night by night, based on:

+ How far out the booking window is — rates typically firm up as a date gets closer and stays available, and can
ease if a gap is approaching with no interest.

+ Day of week and length of stay — Friday and Saturday command a premium; longer stays are rewarded with a
discount that still protects overall yield.

» Local events and school holiday calendars — regattas, festivals, and the SA school calendar all move demand
independently of the general season.

+ What comparable Langebaan properties are doing — live market rate data, not guesswork.

» Booking pace — how quickly (or slowly) a property is filling relative to the same period last year.

OWNER CONTROL

Dynamic pricing works within a floor and ceiling set for each property, not an unbounded algorithm. The floor
protects the property's positioning and the owner's minimum acceptable return; the ceiling is grounded in what
comparable Langebaan homes are actually achieving. Owners see and agree these boundaries — the system
optimises inside them.

The result over a full year is consistently better than a static rate: higher prices captured during
genuine peak demand, and enough flexibility in quieter weeks to keep the calendar filled rather
than empty.



WHERE GUESTS ACTUALLY BOOK

Airbnb vs Booking.com vs LekkeSlaap
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No single platform reaches every guest Langebaan attracts, which is exactly why relying on one
channel is a risk. Each platform pulls a genuinely different audience, and Choice Collection lists
across all three simultaneously — with rates and availability kept in sync through the channel
manager, so there's no double-booking risk in running them together.

Airbnb INTERNATIONAL REACH

The strongest platform for international and younger, experience-led travellers. Reviews and response speed drive
visibility heavily, so a well-photographed, well-reviewed listing compounds in performance over time. Guests here
often book longer stays and value character and local recommendations highly.

Booking.com voLUME & LAST-MINUTE

A more traditional, hotel-style booking mindset — guests expect instant confirmation and flexible cancellation, and
the platform is particularly strong for filling shorter, last-minute gaps in the shoulder season. It also reaches a solid
European traveller base planning a wider South African trip.

LekkeSlaap LocAL & pomEsTIC

A proudly South African platform with real weight in the domestic drive market — the Gauteng and Cape Town
travellers who make up so much of Langebaan's core season. Lower fees and a local audience make it a valuable
complement rather than a nice-to-have.

Managed well, this multi-channel approach means a property is visible to the international guest
researching a Cape Town add-on trip and the Joburg family planning December in the same week
— without either audience seeing an inconsistent price for the same nights.



BEYOND THE OTAS

Direct Bookings
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Every booking made through an OTA carries a commission to that platform, on top of Choice
Collection's management fee. A direct booking — made through our own booking engine rather
than a third-party marketplace — avoids that OTA commission entirely, which is a meaningfully
better outcome for the owner on that stay.

Direct bookings build steadily rather than overnight, and they tend to come from:

+ Repeat guests — someone who stayed and loved it, contacting us directly for their next trip rather than searching
from scratch.

* Referrals — word of mouth from past guests and local relationships.

+ Choice Collection's own marketing — the website, email database, and social presence built around the
portfolio as a whole.

We don't treat direct bookings as a replacement for OTA listings — the platforms remain the main
discovery engine for new guests — but every direct booking on the calendar is pure upside for an
owner's return, and it's a channel we actively grow over time rather than leave to chance.
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SEEING IT FROM THEIR SIDE

What Guests Expect

Today's holiday-let guest is comparing a property against hotels, not just other rentals — and their

expectations reflect that. Meeting them consistently is what turns a booking into a five-star review,
and a five-star review into the next booking.

O

O

Photos that match reality. The single biggest driver of disappointment is a listing that oversells the
property. Accuracy builds trust before a guest even arrives.

A fast response. Guests researching a stay expect a reply to an enquiry within the hour where possible
— slow responses lose bookings to properties that answer faster.

A spotless arrival. Every single time, not most of the time. This is the guest's first physical impression of
the property and it sets the tone for the whole stay.

Reliable wifi. No longer a nice-to-have — a significant share of guests are working remotely for part of
their stay.

A well-equipped kitchen. Self-catering means guests actually intend to cook — proper pots, sharp
knives, and a decent coffee setup matter more than they might seem to.

Clear, simple arrival information. Straightforward check-in instructions, wifi details, and house
guidance sent ahead of time, not discovered on arrival.

Someone reachable during the stay. Guests don't expect problems, but they expect a real answer
quickly if one comes up.

Local knowledge. A good restaurant tip or the best spot to watch the sunset over the lagoon costs
nothing and is remembered long after the stay.



GETTING THE PROPERTY READY

Preparing a Property for Holiday Letting
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There's a real difference between a home that's comfortable to live in and one that's ready to let —
and closing that gap is where a lot of the achievable rate actually comes from. Before a property
goes live, we look at it through a guest's eyes, not an owner's.

COMFORT SAFETY

Sleep & bathe well Compliance basics

Quality mattresses, proper bedding, and good water Working smoke and fire detection, an accessible fire
pressure aren't visible in a photo, but they show up extinguisher and first aid kit, secure pool fencing or
directly in reviews. This is worth investing in before gate compliance where applicable, and safe electrical
almost anything else. and gas installations.

CHARACTER OUTDOORS

Keep it, don't strip it Braai & entertaining

Guests choose Langebaan for its coastal character — Outdoor living is central to how South Africans

the goal is a property that feels personal and West holiday. A working braai, decent outdoor seating, and
Coast, not a generic show home. Declutter, but don't shade matter as much as anything indoors.

sterilise.

A short, practical checklist we run through before any new listing goes live: full kitchen inventory,
working appliances, sufficient linen and towels for full occupancy plus a spare set, reliable wifi
router placement, house manual with appliance instructions, and a genuinely stocked welcome
basics kit (toilet paper, basic pantry items, dish soap) for arrival day.



THE SINGLE HIGHEST-LEVERAGE INVESTMENT

Professional Photography

08

Guests decide whether to click into a listing in under two seconds, based on the cover photo alone.
Of everything an owner spends money on before letting a property, professional photography
returns the most for the least — it directly affects both booking volume and the rate a property can
command.

» Shoot in the right light. Golden hour — early morning or late afternoon — brings out the lagoon's colour and
avoids the flat, harsh look of midday Cape sun.

» Style before shooting. Fresh flowers, a set outdoor table, cushions plumped, cars and clutter moved out of
frame. Small staging touches make a real difference to the final images.

» Correct wide-angle distortion. A room shot too wide looks unnatural and misleading — professional lenses and
editing keep proportions honest, which also protects against guest disappointment on arrival.

+ Consider drone shots. For lagoon-facing or elevated properties, an aerial shot showing the water and setting is
often the single most compelling image in the listing.

+ Refresh every two to three years, or immediately after any renovation, furniture change, or garden maturing —
tired photos quietly cost bookings long before an owner notices.



THE STANDARD BEHIND EVERY ARRIVAL

- Housekeeping

Cleanliness is consistently the top-ranked factor in guest reviews across every platform — above
location, above amenities. It's also the area where a single lapse does the most damage, because
a guest's first impression is set the moment they walk in the door.

Our approach is built around consistency rather than good intentions:

« A trusted, vetted housekeeping team coordinated centrally, working to a written room-by-room checklist rather
than memory.

« Linen and towels laundered offsite to a hotel standard, with a spare set held so a late changeover is never a
scramble.

« A pre-arrival inspection separate from the clean itself — someone checks the property is guest-ready, not just
that it's been cleaned.

+ Restocking of essentials — toiletries, kitchen basics, and welcome items — as part of every changeover, not an
occasional top-up.

+ Maintenance issues reported immediately by the cleaning team, so a dripping tap or a loose handle gets fixed
before it becomes a guest complaint.



FROM FIRST ENQUIRY TO THE REVIEW
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Guest Management

A booking isn't a single event — it's a journey with several points where things can go right or
wrong, and where an owner's reputation is genuinely on the line. We manage every stage of it
directly:

STAGE WHAT HAPPENS

Enquiry Fast, personal response — availability, pricing, and property fit, answered like a
person, not an autoresponder.

Booking & pre- Confirmation, payment, and a clear pre-arrival pack with directions, check-in

arrival details, and house information.

Check-in Smooth, well-timed arrival coordination — whether self-check-in or a personal
welcome.

During the stay A real point of contact for anything that comes up, resolved quickly and without
fuss.

Check-out Simple, clear instructions, and a prompt, fair handling of the property inspection
afterward.

Post-stay A genuine thank-you, a review request, and any repeat-guest follow-up for the
next visit.

Complaints, when they happen, are handled the same way every time — quickly, fairly, and with the
property's long-term reputation and the owner's interests both in mind. Most issues, dealt with well
in the moment, end in a good review rather than a bad one.



LOOKING AFTER THE ASSET, NOT JUST THE BOOKING
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Maintenance & Protecting the Owner's Property

A holiday home under regular guest use needs a different maintenance rhythm than a private
residence. Protecting the property properly means catching small issues before they become
expensive ones, and having the right systems in place if something does go wrong.

* Routine inspections at every changeover, plus a more thorough walk-through on a regular schedule, not only
when a guest reports something.

* Preventative servicing for the things that fail expensively and unexpectedly — air conditioning, pool pumps and
equipment, and the geyser, in particular.

» A trusted contractor network for plumbing, electrical, and general repairs, so issues during a guest's stay are
resolved fast rather than left to fester.

* Guest verification and platform protections — bookings are screened, and OTA-side guarantees (such as
Airbnb's AirCover) form part of the safety net, alongside our own booking conditions.

* Appropriate owner insurance — we strongly recommend cover specifically suited to short-term letting use,
which differs from a standard homeowner's policy.

« Transparent reporting — any damage, wear, or maintenance need is reported to the owner directly, with a clear
distinction drawn between normal wear and tear and guest-caused damage.
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THE SERVICE, PLAINLY STATED

How Choice Collection Works

We manage a property fully, end to end, so letting stays a source of income rather than a second
job. In practice that covers:

O

O

Marketing & listing management — professional presentation across Airbnb, Booking.com,
LekkeSlaap and our direct booking site, kept consistent and in sync.

Dynamic pricing — rates managed within owner-agreed floors and ceilings to maximise year-round
return.

All guest communication — from first enquiry through to post-stay follow-up, seven days a week.

Housekeeping & changeover coordination — a consistent, checklist-driven standard at every
turnover.

Maintenance coordination — a trusted contractor network and proactive property checks.

Transparent monthly owner statements — income, deductions, and net payout, clearly laid out.

Owner use of the property — the calendar remains under the owner's control for personal stays,
blocked out as needed.

Our commercial model is straightforward and disclosed upfront: a 16% management commission
on booking revenue, and a once-off R1,995 registration fee when a property joins the portfolio.
There are no hidden charges layered on top — what's agreed at the outset is what's applied.

We manage your home as though it were our own — presenting it beautifully, pricing it

intelligently, and protecting it as the valuable asset it is.

— Choice Collection



A WORKED, ILLUSTRATIVE EXAMPLE
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Example Income Projection

Every property is different, but a worked example helps make the seasonal pattern in Chapter 02
concrete. Below is an illustrative projection for a well-presented three-bedroom lagoon-facing villa
in Langebaan, sleeping six.

SEASON NIGHTS AVG. OCCUPANCY AVG. RATE NIGHTS LET REVENUE (ZAR)
Peak (mid-Dec - mid- 32 90% R3,800 29 R110, 200
Jan)

High shoulder 40 65% R2,600 26 R67,600

(Easter, July hols)

Shoulder (Sep-Nov, 180 40% R2,100 72 R151, 200
Mar-May)

Low (Jun, Aug, 113 20% R1,500 23 R34,500
remainder)

Total 365 ~41% — 150 R363,500
Gross annual booking revenue R363,500
Less: Choice Collection commission (16%) —R58,160
Owner gross return R305, 340
Less: indicative running costs (utilities, pool/garden, levies on let periods) —R42,000
Indicative net annual return ~ R263, 340

READ THIS AS A GUIDE, NOT A GUARANTEE

Actual performance depends heavily on the specific property — its exact location, view, condition, size, and
presentation — as well as owner-use blackout dates and wider market conditions. This example assumes consistent
dynamic pricing, multi-channel listing, and professional presentation as set out in this guide. Cleaning fees are
typically charged to the guest separately and are not reflected as owner cost above.




Chapter 14

About Claire & Choice Collection

Choice Collection is the South African home of Choice Cottages, a family-run holiday letting agency based in North
Devon, England, that has been managing holiday homes and looking after guests for over twenty-five years. That
experience — boutique, hands-on care backed by the systems and discipline of an established letting business —
now works for owners here on the Western Cape.

Choice Collection is run by Claire Bisset from Langebaan, bringing more than twenty-five years of international
holiday-letting experience to a portfolio spanning the lagoon in Langebaan, the wine valley of Constantia, and the
Atlantic Seaboard. The approach is the same wherever the property sits: manage it as though it were our own,
communicate honestly, and measure our success by the owner's.

ADDRESS GET IN TOUCH
103 Sleigh Street, Country Club, Langebaan, info@choice-collection.com
Western Cape, 7537 +27 71 597 0587

Choice Collection (Pty) Ltd — Langebaan, Western Cape - A Choice Cottages family business

This guide is provided for information to property owners and is not a substitute for the current Owner Terms & Conditions.




