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The rise of human-first amenities: Multifamily’s next ROI
engine
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Boston, MA In an era when residents demand more than stainless steel appliances and an empty
fitness center, multifamily operators are discovering that the next leap in value creation isn’'t about
granite countertops or rooftop decks. It's about human-first amenities — a new category redefining
how communities attract, retain, and delight residents while driving NOI growth.

At the forefront of this movement is Luis Mendonga, CEO of Elite Wellness Amenity Group, who
believes the future of multifamily lies not in “stagnant” amenities, but in activated, white-glove,
resident-centered wellness experiences. “An unused gym doesn’'t move the needle,” Mendoncga
said. “But a staffed wellness program that engages 70% of your residents, lifts retention, and
supports $100-$300 rent premiums? That changes the financial equation of a property overnight.”



From Cost Center to Profit Driver

Traditionally, amenities have been treated as line-item expenses — costly to install, costly to
maintain, and rarely differentiated. But as residents prioritize wellness, connection, and community,
human-first amenities are emerging as a revenue engine. Elite Wellness Amenity Group has
pioneered a model that transforms underused apartment gyms into fully staffed wellness centers —
with personal trainers, group fitness, nutrition coaching, and curated events — delivered seamlessly
under the property’s brand, and with no CapEx required.

For owners and asset managers, the impact is measurable:

* Rent premiums: +$100-$300+ per unit;

* Renewal lift: Higher lease renewals through deeper engagement; and
* Lease-up velocity: Faster absorption in competitive markets.

A Market in Transition

The timing couldn’t be sharper. Across the Northeast and beyond, developers are racing to
differentiate as thousands of new units come online and office-to-apartment conversions accelerate.
Operators face a familiar challenge: how do you stand out in a sea of sameness?

“Human-first amenities are the new arms race,” Mendonca said. “Pools and dog parks used to sell
leases. Today, residents want a lifestyle. They want wellness. They want experiences that actually
improve their lives.”

That message is already resonating on the industry’s biggest stages. Earlier this year, Mendonca
took the spotlight at the Bisnow Chicago Multi-Regional Conference, where he shared insights on
how human-first amenities directly add to property value and strengthen the bottom line. His
presentation underscored what many operators are starting to realize: wellness isn't a perk, it's a
profit center.

The Visionary Behind the Movement

Mendonga’s own journey makes the story even more compelling. An immigrant entrepreneur who
built Elite Home Fitness into a multi-state in-home training company, he saw firsthand how wellness
drives loyalty, trust, and transformation. That insight led him to bring the same philosophy into
multifamily real estate.

Now, Elite Wellness Amenity Group is positioning itself not just as a service provider, but as a
category creator — one that is flipping the industry’s view of amenities from static perks to scalable
NOI drivers.

Looking Ahead
With pilot programs rolling out in Boston, New York, and Chicago, and conversations underway with
some of the nation’s largest operators, Mendonca sees “human-first amenities” as more than a trend



— he sees them as the new standard of living.

“The future of multifamily belongs to the properties that don't just give residents space — but give
them people, experiences, and wellness,” he said. “That's where retention is won. That's where
value is created. And that's where the industry is heading.”
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