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BY JAY PARSONS / REALPAGE

Apartment rent payment collections continued to tick 
upward near normal levels through the third week of April. 
As of April 19, 2020, 89% of U.S. apartment households 
made a rent payment, according to the National Multifamily 
Housing Council’s rent payment tracker, up 5 percentage 
points from the prior week.

Compared to the same time period last year, April’s Week 
3 results were down only 4 percentage points. RealPage 
is among the property management system providers 
partnering with NMHC to provide data for the national rent 
payment tracker.

Leveraging RealPage’s payments dataset, we dug deeper 

into the trends to provide additional commentary, as well as 
analysis by metro and asset class. Here are some hot-button 
topics we’re asked about frequently, and our thoughts on 
each:
WHAT DO YOU MAKE OF THE LATEST NUMBERS, AND 
WHAT DOES IT MEAN FOR MAY?

Rent collections continue to outpace any reasonable 
expectations amidst a backdrop of 22 million Americans 
fi ling unemployment claims over the prior four weeks. Most 
property managers we’ve spoken with have been encouraged 
by results so far. For all the concern that renters would – 
either intentionally or unknowingly – interpret eviction 
moratoriums as canceled rent, that hasn’t played out on any 

3. Staying Connected to 
Tenants During Social 
Distancing
4. Chair’s Message: Proud to 
be a Rental Housing Provider
4. Ask the Attorney: The Lawsuit 

Two-Step: Questions to Ask
5. Director’s Message: 
Resident Retention One of Keys 
to Success
5. How Do Fees, Rents and 
Deposits in UAA Lease Work?

WHAT’S INSIDE: UPCOMING EVENTS:
General Membership Meetings
Thursday, May 28, 2020 - 7:00 p.m.
Virtual Meeting via Zoom
Topic: Evictions, Bankruptcy, and Property 
Abandonment

UPRO Certifi cation Classes
Postponed Until Further Notice

C.A.M. Certifi cation Classes
Postponed Until September 2020 

CPO Certifi cation Classes
Certifi ed Pool Operator
Wednesday, June 17th and 18th, 2020
9:00 AM – 4:00 PM 
Virtual Meeting via Zoom

Apartment Rent Payment Trends 
in April Nearing Normal Levels

Data Refl ect Numbers Through Week 3 of April 2020

See ‘April’ on Page 6

3-Day Notices:
What You Can 
and Can’t Do 
This Month

If you have not yet received rent 
for May, you may be wondering if 
you can serve three day notices, and 
if you can, how to do it.

CAN YOU SERVE A NOTICE?
There has been some false 

information disseminated about 
whether or not you can still serve 
three day notices. One city sent letters 
to all housing providers telling them 
because of the Governor’s narrow 
eviction freeze on some tenants, 
that it was illegal to serve three day 
notices for non-payment. That is not 
true and another reason you always 
need to take communication from 
your city with a grain of salt. Always 
check your facts.

It is true IF you have a federally 
backed mortgage, you own some 

See ‘3-Day’ on Page 6

Sign up today for FREE 1031 property 
listings delivered to your inbox!

DST, TIC, and NNN PROPERTY LISTINGS.
You will also get a free book on 1031 Exchanges!

Sign Up for Free at WWW.KPI1031.COM
Or Call (855)899-4597
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Login at the Kay Properties 1031 Marketplace at www.kpi1031.com for FREE access to:
✔ 1031 Exchange Solutions ✔ Delaware Statutory Trust - DST Properties

✔ Management Free 1031 Options - 
No More Tenants, Toilets and Trash! ✔ Triple Net Leased - NNN Properties

✔ 721 UPREIT Investments - How to 1031 into a Real Estate Investment Trust (REIT)

Thinking about selling your investment property? 

CONSIDERING A 1031 
EXCHANGE?

**All offerings shown are Regulation D, Rule 506(c) offerings. This material does not constitute an offer to sell nor a solicitation of an offer to buy any security. Such offers can 
be made only by the confidential Private Placement Memorandum (the “Memorandum”). Please read the entire Memorandum paying special attention to the risk section prior 
investing.  IRC Section 1031, IRC Section 1033 and IRC Section 721 are complex tax codes therefore you should consult your tax or legal professional for details regarding your 
situation.  There are material risks associated with investing in real estate securities including illiquidity, vacancies, general market conditions and competition, lack of operating 
history, interest rate risks, general risks of owning/operating commercial and multifamily properties, financing risks, potential adverse tax consequences, general economic risks, 
development risks and long hold periods. There is a risk of loss of the entire investment principal. Past performance is not a guarantee of future results. Potential cash flow, poten-
tial returns and potential appreciation are not guaranteed. Securities offered through WealthForge Securities, LLC. Member FINRA/SIPC. Kay Properties and Investments, LLC and 
WealthForge Securities, LLC are separate entities. These testimonials may not be representative of the experience of other clients. Past performance does not guarantee or indicate 
the likelihood of future results. These clients were not compensated for their testimonials. Please speak with your attorney and CPA before considering an investment.

CALL TODAY for a FREE book on 1031 
exchanges as well as a FREE list of available 
1031 exchange listings: 

1.855.899.4597

ABOUT KAY PROPERTIES and WWW.KPI1031.COM
Kay Properties is a national Delaware Statutory Trust (DST) investment firm.  The www.kpi1031.com platform provides access to 
the marketplace of DSTs from over 25 different sponsor companies, custom DSTs only available to Kay clients, independent advice 
on DST sponsor companies, full due diligence and vetting on each DST (typically 20-40 DSTs) and a DST secondary market.  Kay 
Properties team members collectively have over 115 years of real estate experience, are licensed in all 50 states, and have par-
ticipated in over 15 Billion of DST 1031 investments.

WWW.KPI1031.COM 855.899.4597LEARN MORE:

ACQUISITION FUND, 
LLC - 7% Debentures*
Minimum Investment: 
$50k
The Acquisition Fund 

LLC was formed to facilitate the acquisition 
and inventory of long-term net leased assets, 
multifamily assets and private equity real 
estate investments. The offering provides in-
vestors with the ability to participate in the 
sponsor’s inventorying of real estate assets 
prior to syndication. 
*The Debentures will bear non-compounded 
interest at the annual rate of 7.0% per annum 
(computed on the basis of a 365-day year) on 
the outstanding principal, payable monthly on 
between the fifteenth and twentieth day of the 
following month. An investment in the Deben-
tures will begin accruing interest upon accep-
tance and closing of the Investor’s Subscription 
Agreement. There is a risk Investors may not 
receive distributions, along with a risk of loss of 
principal invested.

SEATTLE
MULTIFAMILY DST
Minimum Investment:  
$50k

An all-cash / debt-free 
multifamily apartment community.  Located 
in the Seattle Metropolitan Area which is 
home to a strong workforce with Amazon, 
Microsoft, and Expedia.  This all-cash/debt-
free 1031 exchange offering is believed to 
potentially possess a defensive cash flow 
profile with existing and resilient occupan-
cy along with the potential for asset appre-
ciation as the demand from Seattle’s core 
central business district supports greater 
growth in broader submarket neighbor-
hoods.  The offering which is available to 
1031 exchange and cash investors also 
has a cost segregation report prepared to 
enhance investors depreciation write offs 
and tax sheltering of projected monthly in-
come.

SHREVEPORT PHARMACY DST
Minimum Investment:  $50k

A long-term net lease offering with a corporate 
Walgreens guarantee.  Walgreens has been a 
tenant at this location since 1999 and recent-
ly extended their lease an additional 10 years, 
showing a strong commitment to the site and 
trade area.  The offering which is available to 
1031 exchange and cash investors also has a 
cost segregation report prepared to enhance 
investors depreciation write offs and tax shel-
tering of projected monthly income.

AVAILABLE OPPORTUNITIES

7%
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Kay Properties Completes $32.4 Million 
DST 1031 Exchange on Behalf of Clients

BY THE KAY PROPERTIES AND INVESTMENTS, LLC TEAM

A husband and wife who have built their net worth using multifamily prop-
erties have accessed the Kay Properties 1031 DST marketplace at www.
kpi1031.com to complete a tax deferred 1031 exchange into multiple DST 
1031 properties.

The Delaware Statutory Trust 1031 exchange investments were completed 
by Kay Properties and Investments team members Chay Lapin, Senior Vice 
President, and Steve Haskell, Vice President.

Dwight Kay, the founder and CEO of Kay Properties, stated, “We are hon-
ored to have helped another family complete their 1031 exchange into DST 
investments. Again, the clients chose the Kay Properties team and the www.
kpi1031.com marketplace for expertise and access to over 25 different DST 
sponsors and between 20-40 DST 1031 offerings.”

Kay continued, “These clients were from the Pacific Northwest and they 
decided after extensive research that the Kay team and kpi1031.com mar-
ketplace best suited their needs as they were searching for a 1031 exchange 
solution. We are thankful to the clients as well as the five DST sponsor com-
panies that we worked closely with on this transaction.”

Chay Lapin, Senior Vice President of Kay Properties, stated, “Throughout the 
years at Kay Properties, we have had the opportunity to work with clients all 
over the country. In this particular exchange, our clients had multiple apart-

ment buildings that would be staggered closings. In speaking with our inves-
tors, they wanted to make sure that they had all their 1031 Exchange DST 
1031 options chosen prior to closing on the sale of their apartment buildings. 

“We had the chance to utilize our team expertise and sponsor relationships to 
successfully line up all the various DST offerings prior to the various buildings 
they were selling closed in an effort to reduce potential closing risk.

“It was important to our investors to have properties ready to invest so they 
did not miss too much potential rental income. They would be purchasing 
over $32,000,000 of DST properties and missing a few weeks of cash flow 
on this value would be a significant number and impact. With the help of our 
entire Kay Properties team, we were able to close into their DSTs within a few 
days and start to earn their potential income immediately.”*

Steve Haskell, Vice President at Kay Properties, stated, “At Kay Properties, 
we invest a great deal of resources into educating our clients in each step 
leading up to their exchange. In this case, our clients were a husband and 
wife with extensive experience as real estate professionals specializing in 
multifamily apartments and they appreciated the opportunity to meet our due 
diligence analysts, underwriters, in-house counsel team, contract coordina-
tors and asset managers. Ultimately the clients decided that a diversified 
portfolio of 10 unique DST 1031 investments with five different DST sponsor 
companies made much more sense than purchasing just one property on 
their own.”*

About Kay Properties and www.kpi1031.com

Kay Properties is a national Delaware Statutory Trust (DST) invest-
ment firm. The www.kpi1031.com platform provides access to the 

marketplace of DSTs from over 25 different sponsor 
companies, custom DSTs only available to Kay clients, 
independent advice on DST sponsor companies, full 
due diligence and vetting on each DST (typically 20-40 
DSTs) and a DST secondary market. Kay Properties 
team members collectively have over 115 years of real 

estate experience, are licensed in all 50 states, and have participated in 
over $15 billion of DST 1031 investments.  

*Diversification does not guarantee profits or protect against losses.

*This case study may not be representative of the experience of other 
clients. Past performance does not guarantee or indicate the likelihood 
of future results. Please speak with your attorney and CPA before con-
sidering an investment. 

This material does not constitute an offer to sell nor a solicitation of an 
offer to buy any security. Such offers can be made only by the confiden-
tial Private Placement Memorandum (the “Memorandum”). Please read 
the entire Memorandum paying special attention to the risk section prior 
to investing. IRC Section 1031, IRC Section 1033 and IRC Section 721 
are complex tax codes therefore you should consult your tax or legal 
professional for details regarding your situation. There are material risks 
associated with investing in real estate securities including illiquidity, 
vacancies, general market conditions and competition, lack of operating 
history, interest rate risks, general risks of owning/operating commercial 
and multifamily properties, financing risks, potential adverse tax con-
sequences, general economic risks, development risks and long hold 
periods. There is a risk of loss of the entire investment principal. Past 
performance is not a guarantee of future results. Potential cash flow, 
potential returns and potential appreciation are not guaranteed. Secu-
rities offered through WealthForge Securities, LLC. Member FINRA/
SIPC. Kay Properties and Investments, LLC and WealthForge Securi-
ties, LLC are separate entities.

KEEPE

Staying connected to tenants can 
be diffi cult under current quarantine 
guidelines, with many tenants 
beginning to experience cabin fever 
as a result of the lack of constant 
connection.

Property managers are used to 
regularly engaging in person with 
their residents — and social distancing 
has made this increasingly diffi cult. 
Without face-to-face communication, 
some tenants may feel isolated or 
lonely, which is why it’s essential to 
stay connected and to build a sense of 
community.

Below are creative new ways to 
maintain a sense of community with 
your tenants while adhering to social 
distancing.

ORGANIZE GAMES FOR YOUR 
COMMUNITY ONLINE

Just because you and your tenants are 
social distancing doesn’t mean you can’t 
have fun. You can start by organizing a 
game night once a week to engage your 
residents in a fun, friendly competition 

via online games. You can send out 
multiplayer-game app invitations to 
your tenants to join in the fun. Games 
such as Uno & Friends, Words with 
Friends, and Bunch can be easy to play 
and accommodate multiple players. 
Additionally, you can also organize 
an online trivia or Taboo night if your 
residents are not tech-savvy, using a 
chat service like Skype or Kahoot.

ORGANIZE VIRTUAL EXERCISE 
Exercise not only helps you and your 

tenants stay in shape; it improves your 
immune system. A great way to help 
your tenants stay active while indoors 
is by sharing virtual fi tness resources. 
You can also offer your tenants a free 
monthly fi tness membership to live-
streaming fi tness platforms. Websites 
such as Peloton App, Corepower Yoga, 
or Beachbody On Demand are great 
options for virtual group fi tness.

KEEP YOUR TENANT KIDS 
OCCUPIED

Due to the lockdown, the majority of 
your tenants’ kids are at home and likely 
not engaging in any educational-related 
activity. You can start by sending 

online educational resources or games 
to their parents to keep their kids busy. 
Online learning platform such as PBS, 
Cool Math 4 Kids, and Arcademics 
contains educational resources to keep 
their children engaged.

GIVE BACK TO YOUR TENANTS 
Staying connected to your tenants 

goes beyond playing online game with 
your tenants. It involves giving back 
to those tenants who have been with 
you over the years. The shutdown of 
businesses has led to a massive layoff 
of workers across the country. Tenants 
are continually worried about their 
fi nances and welfare. Some of the best 
ways to give back to your tenants could 
include sharing groceries or giving 
them rent breaks.

VIDEO CALLS 
The advent of online video-

messaging platforms has made it easy 
for people around the world to connect 
via the internet. You can engage in a 
video conference with your tenants via 
apps such as Facebook live, Skype, and 
Zoom. This allows you to see and hear 
directly from your tenants about any 

maintenance, welfare, and health issues 
they may be facing. You can participate 
in celebrations with your tenants via 
video calls.

IN CONCLUSION
In times of hardship, community is 

everything. With digital technology and 
a little creativity, you can fi nd unique 
ways to continue to engage with your 
tenants — and do so safely. Be sure to 
provide plenty of resources and to stay 
in touch virtually, so they know you’re 
in this together.

Keepe is an on-demand maintenance 
solution for property managers and 
independent landlords. The compa-
ny makes a network of hundreds of 
independent contractors and handy-
men available for maintenance proj-
ects at rental properties. Keepe is 
available in the Greater Seattle area, 
Greater Phoenix area, San Francisco 
Bay area, Portland, San Diego and is 
coming soon to an area near you. 
Learn more about Keepe at https://
www.keepe.com

Staying Connected to Tenants During Social Distancing
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Chair’s Message

Proud to be a Rental Housing Provider
JEAN SMITH

Chair, Utah 
Apartment 
Association
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Ask the Attorney

The Lawsuit Two-Step: Questions to Ask
JEREMY SHORTS

Attorney

Whew! We made it through April and 
May is off to a good start. It’s time to 
give yourself the credit you deserve. 
You are engaged in one of the most 
important and noble professions – 
providing housing to people. Arguably, 
after food and water, shelter is the most 
basic necessity for human life – and you 
have made it your business to provide 

that to other people. Those of you who 
own properties have put a signifi cant 
amount of money into this, and those 
of you who professionally manage 
properties have made it your career. 
You are investing your time, effort and 
energy into our community directly.

On top of all of that, for the past two 
months, you have been doing it during 
a global pandemic that has created 
all kinds of different government 
restrictions being placed on you, not 
only professionally but personally too. 
We are all in this together and have 
been doing our best to adapt to the 
unique and challenging circumstances 
we have all found ourselves in. From 

closing our amenities to counseling 
residents that have lost their income 
due to circumstances completely 
outside of their control. Through it all 
we have ALL done an AMAZING job! 
Be proud of all you have done.

Without you, more than one out of 
every three people in the state of Utah 
would not have somewhere to live. 
Without you our economy would falter 
and new jobs would cease to be created 
because there would be fewer places 
for new workers to live. You are vital 
to the social and economic wellbeing 
of our State. We should all be proud of 
that fact.

It can be easy to forget how noble 

of a calling it is to be a rental housing 
provider. That’s because it’s a tough job. 
When you get that phone call at 2:00 
AM saying that the toilet is overfl owing, 
when you have residents who don’t get 
along and try to involve you in confl ict, 
or when you have residents who are 
dissatisfi ed and take their frustration 
out on you– it can often be a thankless 
and diffi cult job to do. But don’t let that 
get to you! You are part of a group of 
Property Owners and Managers who 
make up the UAA, a group “dedicated 
to quality rental housing.”

Thank you again for all that you do 
and Stay Safe!

Most people take every effort to 
avoid getting involved in a lawsuit. We 
regularly tell our clients that even if you 
win a lawsuit, you’ve lost to some level 
because you had to deal with a lawsuit. 
If you are ever faced with a decision on 
whether or not to fi le a lawsuit, let me 
walk through a few important questions 
that you should consider. 

FIRST — ARE YOU GOING TO WIN 
THE CASE? 

Don’t fi le a LOSER LAWSUIT! 

The legal system can take your time 
and money, so do everything you can 
to make sure you’ll fi nish that process 
with a successful result. 

SECOND — YOU NEED TO MAKE 
SURE YOU CAN COLLECT ON 
WHATEVER JUDGMENT YOU OBTAIN. 

This second point can be a bit tricky 
because under Utah law you’re limited 
in what fi nancial verifi cations you can 
obtain before you fi le a lawsuit. After 
a judgment is entered you can force 
the defendant, under oath, to disclose 
all relevant fi nancial information such 
as employment, bank accounts, assets, 
etc. But you normally don’t have that 
information available prior to fi ling 
(unless you have a recent and detailed 
rental application which is another 
topic for another day). 

In an ideal world, you want to say 

“YES” to both of these questions. YES, 
you have a successful claim, and YES 
you’ll be able to collect on the judgment. 

It doesn’t do you any good to fi le a 
lawsuit only to lose the case. Not only 
are you out your time and money for 
going through the process, if you lose 
there’s a chance that a judgment could 
be entered against you that may include 
the opposing party’s attorney fees. 
Likewise, it usually doesn’t do you 
any good to fi le a successful lawsuit, 
obtain a judgment, and then fi nd out 
that the defendant is “judgment proof” 
(doesn’t have any funds or assets to 
pay the judgment) or that they’ve fi led 
bankruptcy. 

Eviction cases are a little unique in 
this respect. The fi rst question is still 
relevant — you don’t want to fi le any 
lawsuit (eviction or otherwise) that 

you’re going to lose. So make sure you 
have a good strong case before you fi le 
an eviction. BUT, even if you’ll never 
be able to collect on the judgment, 
you should still consider an eviction 
because an eviction not only (1) pursues 
a judgment, but (2) seeks to return 
possession of your property back to 
you. 

In conclusion, before you get involved 
in any lawsuit remember (1) NO LOSER 
LAWSUITS, and (2) make sure there’s 
some benefi t to you. Most of the time 
that benefi t is in the form of collecting 
on a judgment, but in an eviction simply 
removing a dead-beat tenant from your 
property may be benefi t enough.

Law Offi ces of Jeremy M. Shorts, LLC
www.utahevictionlaw.com
801-610-9879
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There is a universal truth in property 
management – turnover creates cost 
and work. That’s not to say there aren’t 
costs and work at other times. But it is 
true that when renters move out, our 
efforts and money are concentrated as 
we try to restore a revenue stream as 
soon as possible.

So seasoned owners and managers 
learn quickly an important lesson – if 
you can hang on to your tenants longer, 
you are likely to have less work and less 
cost. Some experts say each turnover 
costs an average of $3,000 in turnover 
expenses (things like cleaning, carpet 
replacement, marketing, etc.) and 

vacancy cost (the time the place sits 
unrented multiplied by the daily rental 
amount). 

Turnover in Utah is as high as 80% 
- meaning the average tenant stays 
about 14 months. Over ten years, that’s 
8 turnovers. Multiplied by $3,000 each 
that is $24,000 more expense than 
having one tenant for that time. 

So what are the keys to retention? 
First, understand why tenants move. 
Only 30% have to, because they buy a 
home, move out of state or get married. 
A full 70% of renters that move from 
your rental will move to another similar 
rental within 20 miles. Of those who 
moved to another rental when they 
really didn’t have to, they say they did 
so because they weren’t getting what 
they wanted where they were living 
before. The owner/manager wasn’t A) 
responsive, B) reliable or C) respectful. 
So, the good news is with better 
customer service, these renters say you 

would be able to keep them longer.
Second, implement the following 

practices to encourage renters to stay 
longer:

• Sign long term leases, if possible, 
that only expire in times of year 
convenient for you. There is 
nothing worse than having a 
month to month tenant give you 
notice they are moving in a bad 
time, like winter.

• Give incentives for renewing 
a lease and don’t let tenants 
go month to month. Month to 
month agreements give them 
too much flexibility unless you 
are being compensated by a 
month to month fee. Try to offer 
improvements to the property 
you can tie to renewal like new 
windows, a new garage door, 
or something you should do 
anyway, if they will stay. Even 
carpet and paint can be used to 

lock them into leases (especially 
if you would have to do it anyway 
if they did move).

• Allow tenants to customize their 
rental. They will stay longer if 
you do. Maybe this is letting them 
have an accent wall the paint 
color of their choice, their own 
window coverings, or planting 
their plants in the yard. If people 
can customize their home they 
will feel more comfortable and 
stay longer.

Whatever you do, recognize having 
one tenant, even a mediocre one, for a 
long time, could be much less work and 
ultimately make you more money in 
the long run, than having a new tenant 
every year. Work hard to keep them 
happy and use leases and incentives to 
lock them in to new long term leases. 
If you do you will be more successful.

The UAA staff is frequently asked 
how the different fees in the UAA lease 
work. Here are some guidelines that 
might be helpful to you as you decide 
what to charge. Please keep in mind that 
the UAA cannot and will not tell you 
how much to charge - that is up to you 
to decide. However, we can give you 

some ideas of what most people charge 
or the process used most frequently to 
calculate these charges.

MONTHLY RENT:
The amount that you charge each 

month for rent. You should set after 
studying current market conditions, 

the nature, quality and location of your 
property, and your investment goals in 
the property.

PRO-RATA RENT:
If somebody moves in sometime 

during the middle of the month, 
standard business practice is to only 
charge them a pro-rated amount for 
the rest of the month. Thus, if rent is 
$1,000 a month, and they move on the 
16th, usually landlords would put a pro-
rated amount of 14/30 x $1000 = $467 
(depending on how many days there are 
in the month).

LATE FEE:
Usually people charge one flat late 

fee. Daily late fees can have some 
legal problems and are statistically 
ineffective in getting tenants to pay 
on time. Usually you shouldn’t exceed 
10% of the monthly rent as a late fee, 
so most people just put 10% and call it 
good.

MONTH-TO-MONTH FEE:
The lease is set up so that when the 

term expires it automatically renews 
each month. Usually this is a less 
than desirable situation for a landlord 
because the tenant can leave at any 
time. This fee kicks in when the lease 
goes month to month and is on top of 
the regular rent. It is designed to give 
the tenant an incentive to sign a new 
long term lease. It also can soften the 
blow of a rent increase, since any rental 
increase is usually less than the month-
to-month fee they would be paying 
anyway.

SERVICE OF NOTICE:
If you have to drive over and serve 

a notice to the tenant, then you can 
charge your costs. If that is $5 to walk 
across the street, then that is what you 
charge. If it is $75 to take time off work 
and drive to another county, then that is 
what you charge.

EVICTION TURNOVER FEE:
You can charge tenants for your 

legal costs during an eviction (court 

costs, attorney’s fees, etc.), and you 
can charge them for your damages 
(unpaid rent, etc.) but the law does not 
automatically allow for you to charge 
for your time and effort in the eviction 
process (which can be significant). This 
fee is how much you charge them for 
your time and effort if you have to evict 
them.

REFUNDABLE SECURITY DEPOSIT:
This is the amount you require up 

front from the tenant to ensure your 
security. It is 100% refundable, and the 
tenant gets it all back if they leave the 
place in the same condition they got it 
(minus “regular wear and tear”)

NON-REFUNDABLE LEASE INITIATION 
FEE:

They courts now are saying that there 
is no such thing as a “non-refundable 
deposit” since by definition all deposits 
are refundable. Therefore whatever 
you used to charge as a non-refundable 
deposit, you now charge as a non-
refundable “fee”. This can be any kind 
of fee (cleaning fee, moving fee, re-key 
fee, etc.) We call it a “lease initiation 
fee” to ensure that the tenant doesn’t 
misconstrue the nature of the fee and 
their responsibility.

Director’s Messsage

Resident Retention One of the Keys to Success
L. PAUL SMITH, CAE
Executive Director, 
Utah Apartment 
Association

How Do Fees, Rents and Deposits in UAA Lease Work?
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scale. Renters deserve credit for recognizing that the 
lease commitments they signed remain active and that 
unpaid rent could further weaken the economy and 
threaten some of the 17.5 million jobs dependent on 
rent payments.

At the same time, apartment operators and investors 
remain nervous about what May could bring. We’ll 
dive more into May expectations next week. But 
in short, we’re seeing some mixed signals. On the 
positive side, some households are already receiving 
stimulus checks of $1,200 per adult and expanded 
unemployment pay of $600 per week. On the negative 
side, those benefi ts are still going out, and some 
households haven’t yet received them.

The NMHC and other industry groups continue 
to lobby the federal government for direct renter 
assistance programs to protect both renters and 
property owners. Those efforts are gaining some 
steam. Yesterday, the chairwoman of the House 
Financial Services Committee proposed a $100 billion 
rental assistance fund. That’s an encouraging step.

ARE RENT PAYMENT PLANS HELPING TO INCREASE 
COLLECTIONS?

We’ll explore this topic in depth with a webcast 
next week featuring a panel of leading apartment 
operators, and we’ll also outline some of the most 
commonly used programs. Rent payment plans were 
almost unheard of in the market-rate space until just 
a month ago, and now the vast majority of property 
managers offer them. But so far, we’re hearing that 
few apartment residents are taking advantage of 
payment plans.

Most of the large property management companies 
we spoke with reported less than 5% of renters were 
on plans. In a way, that’s good news – indicating 
that apartment rent collections are near normal 
levels without the added boost of increased partial 
payments. One factor is that most plans are deferred 
payment programs that distribute the unpaid portion 
of April’s rent into future months. That may not be an 
attractive option for newly unemployed renters who 
have suffi cient cash (particularly now that stimulus 
checks and expanded unemployment pay are starting 
to get distributed) to pay the full month’s rent.

We could see more demand for payment plans in 

May, as property managers will have had more time 
to formalize payment plan options and renters could 
become more aware of those options. We would expect 
to see more renters requesting week-to-week options 
that align with unemployment payout schedules.

WHICH METROS ARE MOST BEHIND ON RENT 
PAYMENTS RIGHT NOW?

New Orleans (82.8%), Las Vegas (86.8%) and 
Detroit (88.1%) remain bottom dwellers for the same 
reasons shared last week. Payments remain well 
below 2019 levels in all three spots.

But a change in geography methodology has a new 
#1 laggard: New York City, where only 81.6% of renters 
made a payment by April 19. Our previous reporting on 
New York included the entirety of the Census-defi ned 
metro area. This week, we split off the portions of 
the metro in Northern New Jersey, where 93.5% have 
made a rent payment. The change exposed challenges 
on the New York side that has been the North American 
epicenter of the COVID-19 crisis.

Three more large metros came in below 89%: 
Cleveland, Memphis and Boston.

On a state level, Oklahoma – hit by energy market’s 
decline – registered lowest at 86.1% paid, followed 
by Nevada, Louisiana, Kentucky, Alabama and 
Michigan.

WHERE ARE RENT COLLECTIONS HIGHEST?
We did see some shifting at the top. Salt Lake City 

now ranks #1 with 94.8% of renters making a payment 
by April 19. Very close behind were Sacramento 
(94.7%), Riverside/San Bernardino (94.4%) and 
Virginia Beach/Norfolk (94.4%). All three likely 
benefi t from employment concentration in relatively 
safe sectors like government (Sacramento), distribution 
centers (Riverside) and military (Virginia Beach).

Three metros registered collections from 93.0% 

to 93.8%: San Diego, Northern New Jersey and 
Minneapolis/St. Paul. Among the largest 50 metros 
nationally, 13 more came in around 92% or better.

In general, we’re seeing encouraging results in 
most of the big metros across the South, Southwest, 
Mountain West and West Coast. Trends are spottier in 
the Northeast and Midwest.

WHAT ARE THE LATEST TRENDS BY ASSET CLASS?
Class A and B continue to see healthy rent 

collections rates, but for the fi rst time this month, 
Class A took the lead with 88.4% paid compared to 
88.1% in Class B, according to RealPage data. Class 
C, more exposed to renters with hourly jobs impacted 
by COVID-19, continues to lag at 85.3%.

WHAT ELSE STANDS OUT IN THE PAYMENTS DATA?
We mentioned last week the lower collections rate 

in high-rise buildings. That carried into Week 3 in 
April, with 87.1% paid.

In mid-April, we also noted that Greater Los 
Angeles ranked among the national leaders in rent 
collections. Like the New York results mentioned 
above, this was another metro that we divided up this 
week to understand more granular trends. The Census 
defi nition of Los Angeles includes Orange County. 
When we separated the two, it turned out Orange 
County was driving up the overall results with 92.3% 
of residents making a payment by April 19. In Los 
Angeles – now comprised only of LA County – the 
number was 89.9%.

One more metro to highlight: There’s been a lot of 
concern about Houston given its exposure to not only 
the national downturn, but another hit to its crucial 
energy sector as well as oil prices plummet to long-
time lows. But so far, rent payments remain relatively 
healthy. As of April 19, 90.8% of apartment renters 
had made a payment, down only 3.4 percentage points 
compared to the same time last year.

April Rent Payments Nearing Normal Levels
Continued from Page 1

types of federally regulated low income housing, or 
if the tenant is on section 8, that you cannot serve 
three day notices until July 25th. That is a prohibition 
imposed by the Federal Cares Act. But if you aren’t 
covered by the Cares Act, you can and should serve 
three day notices.

USING NEW NOTICES
Starting May 12th, Utah law on three day pay 

or vacate notices will change. Instead of counting 
calendar days, we must now count court days. The 
industry agreed to this law change to allow social 
services agencies and programs that assist renters, 
a little extra time to help avoid evictions. Housing 
providers are in the housing business, not the eviction 
business.

So, starting May 12th, make sure you use the new 
three day notice that says “three court days” not 
calendar days. They are available on the UAA website.
EVICTION FREEZE

The Governor’s narrow eviction freeze ends May 
15th. It only covers renters who were current at end of 
March and who lost income because of the pandemic, 
were diagnosed with the virus, or were quarantined by 
the health department. Make sure, if you are allowed, 
that you have served your notices and are ready to fi le 
on the 16th.

RENTAL ASSISTANCE
The state will have $4.1 million in rental assistance 

in May. They will announce details on Monday. 
If your tenants haven’t paid, connect them with a 
community action organization in your area.

5 WAYS RENTERS CAN AVOID EVICTIONS
If renters can’t pay they have 4 safety nets:

1. Personal resources. Savings. Ability to get 
loans, a second job, etc.

2. Friends and family. Lots of rent is paid by 
friends or family on behalf of someone who 
needs help each month.

3. Churches and community organizations. These 
groups pay millions of dollars each month in 
rent on behalf of renters who need help.

4. Government. There is unemployment, housing 
vouchers and lots of other help for renters.

Last, if renters can’t pay and none of those 4 
resources work out, they can avoid evictions simply 
by moving out. When a tenant who owes moves, their 

housing provider has to re-rent as soon as possible and 
can only charge damages and rent until re-rented. If a 
person can’t pay, they should stop the bleeding. Move 
out. Let the owner fi nd a new customer who can pay.

BOTTOM LINE
We all should try to avoid evictions. Give tenants 

opportunities to resolve the situation and explain 
the options. Direct them to resources that can help 
them. But if they don’t resolve the issue, don’t be 
taken advantage of. It is legal and honorable to do 
an eviction if your tenant is not paying or complying 
with your contract.

211 NOTICE
We are encouraging all housing providers to 

provide the additional notice below any time they 
serve a notice to pay rent. This notice directs renters 
to resources that may help them avoid eviction.

Continued from Page 1

3-Day Notices: What You Can and Can’t Do This Month
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Commercial 
Grade 
Pool and Patio 
Furniture

• Beautiful
• Durable
• 15-Year Frame 

Warranty

LeisureCreations

To Request a Catalog, Visit:

www.leisurecreationsfurniture.com

Craig Shaw / 
Western Region Sales
877.548.3783
ecshaw@lcfurn.com

5 REASONS TO USE  RENTEGRATION
1. Access - Rentegration.com is a web 
based, multi-user software o�ering cus-
tomers 24/7 access to forms generation, 
archives, property management data-
base, basic accounting, vendor ordering 
and other services.  

2. Rental and Lease Forms - Unlimited 
use of a full line of state speci�c rental 
and lease forms.  All Rentegration.com 
forms are created by attorneys and/or 
local rental housing associations. 

3. Simpli�ed Accounting -  Owners 
and managers can track income and ex-
pense for each unit, property and compa-
ny. Perfect for mid and small size property 
managers and independent rental own-
ers, who neither have the need or budget 
for larger, more expensive software.

4. Management Database - Rentegra-
tion.com is an easy to use, database driv-
en software.  Most form �elds are auto 
populated from the database. The mod-
ules are all integrated and work together. 
For example, a customer can use the rent-
roll function to identify all delinquencies, 
apply fees, and create eviction forms with 
a few simple clicks of the mouse.

5. Value -  Large property management 
companies that use Rentegration.com 
for only forms generation will save time 
and money over other methods. Mid 
and small size property managers and 
independent rental owners can manage 
their entire business at a fraction of the 
cost of other software and forms.

48-HOUR  NOTICE  OF ENTRY
TENANT(S): ____________________________________________________ DATE:________

ADDRESS: ____________________________________________________ UNIT: _________

CITY: _________________________________________ STATE: __________ ZIP: _________
48-HOUR  NOTICE  OF ENTRY

Pursuant to RCW 59.18.150, this is your 48 hour notice that your landlord or their agents will be 

entering the dwelling unit and premises located at (Address)______________________________________________________________________________on                                  between the hours of                 and                 .
 (Date)     (Time)     (Time)
The entry will occur for the following purpose:______________________________________________________________________________

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

Method of Service:   Personal Service:             Post and Mail:          *
* Add one additional day for compliance if served by post and mail.

WA-RTG-40 Washington

©2009 NO PORTION of this form may be reproduced without written permission.

CHECK-IN/CHECK-OUT CONDITION REPORT
TENANT(S): __________________________________________________________________ADDRESS: ________________________________________________UNIT: ______________CITY: ___________________________________ STATE: ________ ZIP: _________________Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor IN Out In Out In OutLIVING AREAS KITCHEN BEDROOM 3Walls Walls Walls

Windows Stove/Racks Windows
Blinds/Drapes Refrigerator Blinds/DrapesRods Ice Trays Rods
Floor Shelves/Drawer Floor
Carpet/Vinyl/Wood Disposal Light FixturesLight Fixtures Dishwasher Doors/WoodworkDoors/Woodwork Counter Tops Locks
Locks Cabinets Ceilings
Ceilings Sink Electric OutletsElectrical Outlets Floor
Garbage Cans Windows
TV Antenna/Cable Blinds/Drapes BATH ROOMFireplace

Towel BarsCleanliness
Sink & Vanity

Toilet
BEDROOM 1 BEDROOM 2 Tub/ShowerWalls Walls Fan (Exhaust)Windows Windows Floor
Blinds/Drapes Blinds/Drapes Electric OutletsRods Rods Light FixturesFloor Floor
Light Fixtures Light Fixtures Essential ServicesEssential ServicesDoors/Woodwork Doors/Woodwork Plumbing
Locks Locks Heating
Ceilings Ceilings Electricity
Electrical Outlets Electric Outlets Hot Water

Smoke Detectors

OR-RTG-20 Oregon

©2011 NO PORTION of this form may be reproduced without written permission.

PET AGREEMENT
TENANT INFORMATION

TENANT(S): ____________________________________________________ DATE:________
ADDRESS: ____________________________________________________ UNIT: _________
CITY: _________________________________________ STATE: __________ ZIP: _________

DESCRIPTION OF PET(S)

1) Type _______________ Breed _______________ Size ______ Age __ Weight ___ Color ____ Name ________
     Vaccinations: Yes____ No____  License Number: ______________

2) Type _______________ Breed _______________ Size ______ Age __ Weight ___ Color ____ Name ________
     Vaccinations: Yes____ No____  License Number: ______________

3) Type _______________ Breed _______________ Size ______ Age __ Weight ___ Color ____ Name ________
      Vaccinations: Yes____ No____  License Number: ______________

Additional Security Deposit Required:$           

AGREEMENT
Tenant(s) certify that the above pet(s) are the only pet(s) on the premises.  Tenant(s) 
understands that the additional pet(s) are not permitted  unless the landlord gives ten
ant(s) written permission. Tenant(s) agree to keep the above-listed pets in the premises 
subject to the following terms and conditions: 

 1) The pet(s) shall be on a leash or otherwise under tenant’s control when it is outside the 
      tenant’s dwelling unit. 
 2) Tenant(s) shall promptly pick up all pet waste from the premises promptly.
 3) Tenant(s) are responsible for the conduct of their pet(s) at all times.
 4) Tenant(s) are liable for all damages caused by their pet(s).
 5) Tenant(s) shall pay the additional security deposit listed above and/or their rental 
      agreement as a condition to keeping the pet(s) listed above.
 6) Tenant(s) shall not allow their pets to cause any sort of disturbance or injury to the
      other tenants, guests, landlord or any other persons lawfully on the premises.
 7) Tenant(s) shall immediately report to landlord any type of damage or injury caused by 
      their pet.
 8) This agreement is incorporated into and shall become part of the rental agreement exe
      -cuted between the parties. Failure by tenant to comply with any part of this agreement
      shall constitute a material breach of the rental agreement.  

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

©2011 NO PORTION of this form may be reproduced without written permission.

CHECK-IN/CHECK-OUT CONDITION REPORT
TENANT(S): __________________________________________________________________

ADDRESS: ________________________________________________UNIT: ______________

CITY: ___________________________________ STATE: ________ ZIP: _________________
Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor 

Rating Scale = (E)Excellent    (VG) Very Good     (G)Good    (F)Fair    (P)Poor IN Out
In Out

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

©2009 NO PORTION of this form may be reproduced without written permission.

www.Rentegration.com      503-933-6437            sales@rentegration.com

STATE SPECIFIC FORMS FOR
ARIZONA, CALIFORNIA, COLORADO,  
INDIANA, KENTUCKY, NEW JERSEY, 

NEW YORK, OREGON, PENNSYLVANIA, 
TEXAS, UTAH, WASHINGTON & MORE.

Color Standards for National Tenant Network Logo 

• Logos are provided on the CD in all three forms: 
all black, reversed to white, or in PMS 280 Blue/PMS 7543 Gray spot or 4/color applications. 
Please see below for specific use examples.

• No other colors are acceptable for use for the logo.

• No altering of the logo is allowed. If you have a special circumstance that requires something not 
provided on the CD, please call NTN NATIONAL HEADQUARTERS 1.800.228.0989 for assistance. 

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

PMS 280/PMS 7543 over colorBlue PMS 280/Gray PMS 7543

UNACCEPTABLE COLOR USAGE

DO NOT put over a busy backgroundDO NOT change the color DO NOT alter in any way

02

Exclusive Industry Partner of:

1. Access - Rentegration.com is a 
web based, multi-user so�ware o�er-
ing cus- tomers 24/7 access to forms 
generation, archives, property man-
agement data- base, basic accounting, 
vendor ordering and other services.

2. Rental and Lease Forms - Unlimit-
ed use of a full line of state speci�c rental 
and lease forms. All Rentegration.com 
forms are created by attorneys and/or 
local rental housing associations.

3. Simplified Accounting - Owners 
and managers can track income and 
ex- pense for each unit, property and 
compa- ny. Perfect for mid and small 
size property managers and indepen-
dent rental own- ers, who neither have 
the need or budget for larger, more ex-
pensive so�ware.

4. Management Database - Rente-
gration.com is an easy to use, database 
driv- en so�ware. Most form �elds are 
auto populated from the database. �e 
mod- ules are all integrated and work 
together. For example, a customer can 
use the rent- roll function to identify 
all delinquencies, apply fees, and cre-
ate eviction forms with a few simple 
clicks of the mouse.

5. Value - Large property manage-
ment companies that use Rentegra-
tion.com for only forms generation 
will save time and money over other 
methods. Mid and small size proper-
ty managers and independent rental 
owners can manage their entire busi-
ness at a fraction of the cost of other 
so�ware and forms.

REASONS TO 
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

AK, AZ, CA, CO, DC, DE, FL, GA, IL, 
IN, KS, KY, MA, NC, NJ, NV, NY, OH, 

OR, PA, TX, UT, VA, WA & WV.

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com
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DON’T WAIT FOR THE SMOKE TO SETTLE.
For a higher appraisal and healthier tenants, 

go smoke-free.




