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Strong Leasing Leads to 
Higher Job Demand
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Combating Challenges 
in Housing Affordability
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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

1031 Exchange Coming Up? 
Know the Options
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BY DAVID PICKRON

As an early adopter of new technology, 
I was so excited when MapQuest became 
mainstream in the early 2000s.  After 
having worked as a process server for 
about 10 years at thet time, I knew my 
way around my home city of Phoenix 
fairly well.  But with this new technology 
I felt that I could work faster and smarter 
than anyone else out there. I began relying 
on the directions provided by this service, 
setting aside my hard-earned knowledge 
of a growing metropolis.  Like anyone 
who has relied wholly on a mapping 
software, I soon found myself becoming 
an expert “U-turner,” as I was often off-

How 2020 Can Positively Affect 
Your Assets in the Coming Year

RENTAL HOUSING JOURNAL

Denver rents have declined 0.8 percent 
over the past month, and have decreased 
sharply by 5.2 percent year-over-year, 
according to the most recent report from 
Apartment List.

This is the seventh straight month that 
the city has seen rent decreases after an 
increase in March.

Currently, median rents in Denver are 
$1,277 for a one-bedroom apartment 
and $1,564 for a two-bedroom. Denver’s 
year-over-year rent growth lags the state 
average of -1.7 percent, as well as the 
national average of -1.4.

“As the COVID-19 pandemic and its 
ensuing economic fallout continue to 
overwhelm renters across the country, 
our monthly rent estimates paint the 
picture of a protracted national slowdown 
and uneven recovery,” said Chris Salviati, 
Housing Economist at Apartment List.

“Our national rent index is down 
1.4 percent year-over-year, but there is 
tremendous regional variation beneath 
the surface. San Francisco and New 
York City continue to lead the nation 

in pandemic rent drops, while smaller 

markets like Boise and Colorado Springs 

are heating up,” Salviati said.

Denver Rents Decline — Again
Trends Vary Across the Metro Region

See ‘Rent’ on Page 5

See ‘How’ on Page 6

KEEPE

Managing a rental property can 
be challenging even for the most 
experienced property managers. As a 
property manager, you need to ensure 
that your tenants, workers, contractors, 
and your properties are in good shape.

If you are a property manager 
managing 1 or 100 rental properties, 
here are fi ve rental-property 
management mistakes that you want 
to avoid. 

1. NO SCREENING PROCESS

As a property manager you are most 
likely to deal with all kinds of tenants.

When you rent your property to a 
destructive or troublesome tenant, you 
are sure to lose money and deal with 
problems every day. One sure way to 
save yourself of these issues is to have 
a detailed formal tenant-screening 
process that helps you select the right 
kind of tenants for your rental. 

2. NO RELIABLE CONTRACTOR 
Your tenants want the best 

service and quick solutions to their 
maintenance problems. Not having a 

Management 
Mistakes You
Should Avoid

See ‘5 Mistakes’ on Page 6
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CONSIDERING A 
1031 EXCHANGE?

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, potential returns and potential appreciation are not guaranteed. Securities offered through Growth Capital Services 
member FINRA, SIPC Office of Supervisory Jurisdiction located at 582 Market Street, Suite 300, San Francisco, CA 94104.

Get FREE DST, TIC and NNN 1031 Exchange 
Listings Delivered to Your Inbox!

SIGN UP FOR FREE at www.KPI1031.com
or call 1.855.899.4597

Types of DST, TIC and 
NNN Properties available:
✔

Management Free - No More Tenants, 
Toilets and Trash!

✔ Monthly Income Potential

✔
Tenants include Amazon, FedEx, 
Dollar General, Walgreens, CVS, 
Fresenius, and More

✔ Close your 1031 in 2-3 Days

✔
Multifamily, Self Storage, Industrial 
and Mobile Homes

✔ All-Cash/Debt-Free Offerings

✔
Non-Recourse Financing from 40-85% 
Loan to Value

✔
Cash Out Refinance - Defer Your Taxes 
and Receive Liquidity Potential

NNN Properties available:

1031 EXCHANGE OPPORTUNITIES
TACOMA DATA CENTER DSTLocation: Tacoma, WATotal Offering Amount $8,398,000.00Leverage

0.00%Type of Asset Data CenterOffering Status Fully Funded

ASHEVILLE DSTLocation: Asheville, NCTotal Offering Amount $4,900,000.00Leverage
0.00%Type of Asset Self StorageOffering Status Fully Funded

HEALTHCARE IV DSTLocation: Multiple Locations 1Total Offering Amount $13,183,211.00Leverage
50.24%Type of Asset Medical OfficeOffering Status Fully Funded

BEACH HOUSE DSTLocation: Jacksonville Beach, FLTotal Offering Amount $51,576,436.00Leverage
58.61%Type of Asset MultifamilyOffering Status Fully Funded

BIG CREEK DSTLocation: Alpharetta, GATotal Offering Amount $84,455,103.00Leverage
57.86%Type of Asset MultifamilyOffering Status Fully Funded

PORT ORCHARD WALGREENS DSTLocation: Port Orchard, WATotal Offering Amount $5,925,500.00Leverage
0.00%Type of Asset PharmacyOffering Status Fully Funded

AXIS WEST DSTLocation: Orlando, FLTotal Offering Amount $69,900,683.00Leverage
54.93%Type of Asset MultifamilyOffering Status Fully Funded

HEALTHCARE PORTFOLIO 2 DSTLocation: Multiple Locations 2Total Offering Amount $15,661,000.00Leverage
0%Type of Asset PortfolioOffering Status Fully Funding

DIVERSIFIED DIALYSIS DSTLocation: Multiple Locations 3Total Offering Amount $22,449,000.00Leverage
55.45%Type of Asset Medical PortfolioOffering Status Fully Funded

MARYLAND MEDICAL DSTLocation: Baltimore, MDTotal Offering Amount $2,314,580.00Leverage
0.00%Type of Asset Medical OfficeOffering Status Fully FundedGLENWOOD DSTLocation: Atlanta, GATotal Offering Amount $55,403,834.00Leverage

58.95%Type of Asset
Offering Status

G�ND AT WESTSIDE DSTLocation: Kissimmee, FLTotal Offering Amount $74,444,763.00Leverage
Type of Asset

Offering Status

CHARLO�E WALGREENS DSTLocation: 
Total Offering AmountLeverage

Type of Asset
Offering Status

G�ND DOMINION DSTLocation: San Antonio, TXTotal Offering Amount $56,898,729.00Leverage
59.17%Type of Asset MultifamilyOffering Status Fully Funded

SONOMA POINTE DSTLocation: Kissimmee, FLTotal Offering Amount $44,533,951.00Leverage
57.77%Type of Asset MultifamilyOffering Status Fully FundedFRESENIUS LOUISBURG DSTLocation: 

Total Offering AmountLeverage
Type of Asset

Offering Status

WINCHESTER MOB DSTLocation: 
Total Offering AmountLeverage

FAIRWAY DSTLocation: 
Total Offering Amount

FRESENIUS PORTFOLIO

FOR THE FULL LIST PLEASE LOGIN AT  WWW.KPI1031.COM OR CALL (855)899-4597

Non-Recourse Financing from 40-85% 

58.95%Type of Asset MultifamilyOffering Status Fully Funded

Total Offering Amount $74,444,763.00Leverage
55.82%Type of Asset MultifamilyOffering Status Fully Funded

WALGREENS DSTLocation: Charlotte, NCTotal Offering Amount $5,436,250.00Leverage
0.00%Type of Asset PharmacyOffering Status Fully Funded

DOMINION DSTLocation: San Antonio, TXTotal Offering AmountLeverage
Type of Asset

Offering Status

Plus get a FREE
book on 1031 
Exchanges!  
Call today at
1.855.899.4597
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1031 Exchange Coming Up? 
Know the Options Before You Reinvest

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.

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 
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 illiquid-
ity, vacancies, general market conditions and competition, lack of oper-
ating history, interest rate risks, general risks of owning/operating com-
mercial 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, potential returns and potential appreciation are not guaranteed.

Nothing contained on this website constitutes tax, legal, insurance or 
investment advice, nor does it constitute a solicitation or an offer to 
buy or sell any security or other financial instrument. If you are not the 
intended recipient of this message, any use, dissemination, distribu-
tion or copying of this communication is strictly prohibited. If you have 
received this communication in error, please immediately notify the 
sender and permanently delete all copies that you may have. Securities 
offered through Growth Capital Services, member FINRA, SIPC, Office 
of Supervisory Jurisdiction located at 582 Market Street, Suite 300, San 
Francisco, CA 94104.

BY DWIGHT KAY, FOUNDER AND CEO AT KAY 
PROPERTIES & INVESTMENTS, LLC

If you have a 1031 exchange coming up, you 
have multiple choices to reinvest the proceeds 
from your sale. That’s a good thing, because 
coming out of your prior investment, maybe 
you’re tired of the three Ts — tenants, toilets 
and trash — and you’d rather leave the day-to-
day property management to others. 

A 1031 exchange (also known as a like-kind 
exchange) allows an investor to defer capital 
gains, depreciation recapture and other taxes 
at the time an investment or business property 
is sold if the net equity from the sale is rein-
vested in a property of the same or greater 
value. Fortunately, “property” does not mean 
the proceeds have to be reinvested directly into 
another property that you purchase outright and 
manage on your own. There are multiple ways 
the gain can be reinvested to qualify for prefer-
ential tax treatment. 

Here’s a look at four alternative 1031 exchange 
investment options for investors to know.

1. Qualified Opportunity Zone Funds
Qualified Opportunity Zone Funds, which were 
enabled by the Tax Cuts and Jobs Act of 2017, 
offer benefits including tax deferral and elim-
ination that many investors nationwide have 
utilized. A fund of this type can invest in real 
property or operating businesses within an 
Opportunity Zone, typically a geographic area 
in the U.S. that has been so designated be-
cause it may be underserved or neglected. As 
such, there may be a higher level of investment 
risk. Also, the time horizon of the fund may be 
as long as 10 years, which means tying up your 
capital for that length of time in an illiquid real 
estate fund.

If you seriously consider this investment option, 
be aware that these funds may have been set 
up to invest in only one property or business, 
in which case there is no diversification. But 
the opposite may also be true. With a fund of 

this type, there can be potential cash flow and 
appreciation, as well as positive economic and 
social impacts on a community. This fund option 
also works if you are selling other appreciated 
assets like stocks or businesses.

2. Tenants-in-Common Cash-Out
In addition to using a 1031 exchange to defer 
taxes, some investors also want to improve li-
quidity so they can potentially take advantage of 
other buying opportunities in the future. With a 
Tenants-in-Common (TIC) investment, you own 
a fractional interest in a commercial, multifamily, 
self-storage or other type of investment proper-
ty. The TIC cash-out is a specific strategy where 
the investment property is purchased using zero 
leverage so it is debt-free, with no mortgage, 
going in. Then, after a year or two, the property 
can be refinanced at 40% to 60% loan to value, 
effectively providing investors with a large 
portion of their initial invested principal tax-free 
in the form of a cash-out refinance. Under this 
scenario, the remaining equity in the investment 
stays in the TIC property, providing potential 
distributions to investors while they get to enjoy 
liquidity with a large portion of their funds.

3. Direct Purchase of Triple-Net (NNN) 
Properties
With a triple-net leased property, the tenant 
is responsible for the majority, if not all, of the 
maintenance, taxes and insurance expenses 
related to the real estate. Investors utilizing a 
1031 exchange often are interested in purchas-
ing NNN properties, which typically are retail, 
medical or industrial facilities occupied by a 
single tenant. On the surface, these investments 
may seem passive, but there are three distinct 
downsides, namely concentration risk if an 
investor places a large portion of their net worth 
into a single property with one tenant; potential 
exposure to a black swan event like COVID-19 if 
the tenant turns out to be hard hit; and manage-
ment risk.

Remember the three Ts I alluded to above. If 
you’d prefer a passive investment, the direct 

purchase of a triple-net property is not likely for 
you. Others may allude to triple-nets being man-
agement free. However, having owned dozens 
of net lease properties throughout my career I 
can tell you they are anything but management 
free. (Just ask my in-house legal counsel, and 
asset management and accounting teams.)

4. Delaware Statutory Trusts
In contrast to the example above where you buy 
the whole property yourself, Delaware Statutory 
Trusts (DSTs) are a form of co-ownership that 
allows diversification and true passive investing. 
Most types of real estate can be owned in a 
DST, including retail, self-storage, industrial and 
multifamily properties. A DST can own a single 
property or multiple properties. In a 1031 ex-
change scenario, you can invest proceeds from 
the prior property sale into one or more DSTs 
(holding one or more properties) to achieve 
diversification. 

DSTs often hold institutional-quality properties. 
The properties could be occupied by single 
tenants operating under long-term net leases, 
such as a FedEx distribution center, an Amazon 
distribution center, a Walgreens Pharmacy or a 
Fresenius dialysis center. DSTs can be one of 
the easiest 1031 replacement property options 
to access because the real estate already has 
been acquired by the DST sponsor company 
that offers the DST to investors.

Regardless of the approach you choose to 
reinvest the proceeds from your prior sale, 
the net effect of 1031 exchange investing is 
generally the same. The initial invested capital 
and the gain can continue to grow, potentially, 
without immediate tax consequences. Then, if 
and when the new investment is sold down the 
road without the equity reinvested in another 
exchange property, the prior gain would be 
recognized.

Dwight Kay is founder and CEO of Kay Prop-
erties and Investments, LLC, which operates a 
1031 exchange property marketplace at www.
kpi1031.com.

Sponsored Content

To advertise in Rental Housing Journal, call Vice President/Sales Terry Hokenson 
at 480-720-4385 or email him at Terry@rentalhousingjournal.com
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BY DHIRAJ NALLAPANENI 
BIRDEYE

Nobody can sell your properties quite like your 
own tenants. Let’s talk about some of the ben-
efits of tenant referrals, some common chal-
lenges, and how you can build a tenant-referral 
program that helps your property management 
business grow revenue.

BENEFITS OF A TENANT REFERRAL PROGRAM

Here are a couple of the reasons you should 
consider setting up a referral marketing pro-
gram.

1. It works: Trust for traditional marketing is at 
an all-time low. But customer referrals work 
precisely because it’s so different from tradi-
tional marketing. While paid ads are often 
ignored, tenants trust the opinions of their 
social networks.

2. It’s cost-effective: Because referrals lever-
age the trust tenants have for friends and 
family members, leads that come in from 
referrals are more cost-effective than leads 
that come in from other channels. According 
to McKinsey, customer referrals generate 2x 
the sales of paid advertising.

WHY COLLECTING REFERRALS IS SO HARD

Why don’t more tenants refer your business? 
Usually, it’s because your tenants are busy 
and don’t actively think about promoting your 
business when they’re with family and friends. 
To get great results, make the process easy. 
Ideally, a winning referral program allows ten-
ants to refer your business with just a few clicks. 
No matter how busy they may be, they’ll still 
be able to spread the word about you with little 
effort.

CREATING A SUCCESSFUL TENANT REFERRAL 
PROGRAM

Here are a few steps that your business can 
take to build a referral program that converts.

• Send referral requests via email and text

Again, getting tenants to refer your business 
is all about making the process easy.  We 
recommend sending referral requests via 
text messaging and email with direct links to 

share your business on social media.

• Get the timing right

Sending a referral request six months after 
a tenant has already moved in is too late. 
They may have already forgotten the joy that 
they experienced when they moved in. Aim 
to send referral requests when your busi-
ness is fresh in the tenant’s mind. This might 
be after a move-in, a service request, or a 
move-out.

• Determine the right incentives

Determine the right incentives for your refer-
ral program. This can be cash, gift cards, or 
discounted parking and utilities. If you’re not 
sure what reward to offer, take some time to 
experiment and see what leads to the best 
results. In addition, take a look at what com-
petitors in your area are offering.

• Use referral tracking software for incentives

It’s incredibly difficult to track referrals and 
incentive payouts manually. But taking too 
long to send rewards will frustrate your 
tenants. We recommend using a referral 

tracking software instead. Instead of having 
to track down referrals from different sourc-
es on your own, you’ll be able to see all the 
different tenant referrals in one place and 
pay out incentives in a timely manner.

IN CONCLUSION

While implementing a successful tenant market-
ing referral program isn’t easy, it’s a worthwhile 
investment in growing business. By leveraging 
the power of word-of-mouth, you can make sure 
that more people are aware of your brand than 
ever before.

Dhiraj Nallapaneni is a Product Marketing Writer 
for Birdeye. He writes content on how business-
es can be found online, be connected with cus-
tomers, and be the best with customer surveys.

Birdeye is an all-in-one customer experience 
platform that provides businesses with the tools 
to deliver great experiences at every step of the 
customer journey. More than 60,000 businesses 
of all sizes use Birdeye every day to be found 
and chosen by new customers, be connected 
with their existing customers, and deliver the 
best end-to-end customer experience.

How Property Managers Can Build 
a Winning Tenant-Referral Program
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While rent prices have decreased in 
Denver over the past year, the rest of the 
metro is seeing varying rent trends. 

Of the largest 10 cities that Apartment 
List has data for in the Denver metro, half 
have seen increases, while the other half 
have been decreasing.

 Here’s a look at how rents compare 
across some of the largest cities in the 
metro.

• Over the past year, Denver proper 
has seen the biggest rent drop in 
the metro.

• Thornton has seen the fastest rent 
growth in the metro, with a year-
over-year increase of 1.7 percent. 
The median two-bedroom there 
costs $1,693, while one-bedrooms 
go for $1,493.

• Arvada has the least expensive 
rents in the Denver metro, with a 
two-bedroom median of $1,424; 
rents fell 0.1 percent over the past 
month and 1.2 percent over the 
past year.

• Lone Tree has the most expensive 
rents of the largest cities in the 
Denver metro, with a two-bedroom 
median of $2,048; rents were up 

0.2 percent over the past month but 
fell 1.3 percent over the past year.

COLORADO SPRINGS RENTS 
INCREASED AGAIN OVER              
THE PAST MONTH

While Denver rents have been falling, 
Colorado Springs continues to see rent 
growth.

Colorado Springs rents have increased 
0.3 percent over the past month, and have 
increased signifi cantly by 5.1 percent in 
comparison to the same time last year.

Currently, median rents in Colorado 
Springs are $991 for a one-bedroom 
apartment and $1,257 for a two-bedroom. 
This is the ninth straight month that the 
city has seen rent increases after a decline 
in January. 
Apartment List is committed to making 
its rent estimates the best and most ac-
curate available. To do this, they start 
with reliable median rent statistics from 
the Census Bureau, then extrapolate 
them forward to the current month using 
a growth rate calculated from their list-
ing data. In doing so, they use a same-
unit analysis similar to Case-Shiller’s 
approach, comparing only units that 
are available across both time periods 
to provide an accurate picture of rent 
growth in cities across the country. 
Apartment List’s approach corrects for 

the sample bias inherent in other pri-
vate sources, producing results that 
are much closer to statistics published 
by the Census Bureau and HUD. Their 

methodology also allows them to con-
struct a picture of rent growth over an 
extended period of time, with estimates 
that are updated each month.

ENHANCE YOUR LAUNDRY.

We offer both credit and phone app 
based payment systems.

Discover the revolutionary technology of Quantum® Controls
     •  Maximize revenue
     •  Manage your laundry
     •  Increase flexibility and profitability
     •  Reduce operating costs

To learn more and enhance your laundry – contact Martin-Ray, 
your full service professional laundry distributor. 

Jodi Way
at

303-242-6440

Installation  •  Parts  •  Service  •  Design  •  Consultation  •  Planning

Speed Queen® is the world’s largest 
commercial laundry company, with an 
undeniable history of proven perfor-
mance and reliability. Laundry own-
ers rely on the practical ingenuity of 
features designed to make their lives 
simpler and more productive. The com-
mercial-grade construction is rugged, 
dependable and built to last.

Rent Trends Vary Across Denver Metro Area
Continued from Page 1
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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
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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  
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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
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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

course.   

Off-course may be the perfect term to 
sum up 2020.  But like any challenging 
circumstance, it does give us the time to 
pause and refl ect on what we learned and 
how that will serve as a guide moving 
forward.  

As a serious investor, I spend a good 
part of my end-of-year review with 
my wife (who runs our investments) 
analyzing our current situation and then 
creating a plan for the next year.  

Below are two of the key areas that 
we analyze annually and recommend 
focusing on as you look to a new year and 
new opportunities. 

ACQUIRE, SELL, OR HOLD STEADY

If there were ever a year where we 
may have felt like throwing our hands in 
the air and selling everything, 2020 fi ts 
the bill: COVID-19, the loss of income 
and resulting inability for some of our 
renters to pay, and eventually an eviction 
moratorium mandate from the federal 
government.  

Hard times call for hard decisions.  
Your analysis in this area must involve 
thoroughly reviewing each of your 
properties and devising a game plan 
specifi c to each one.  

As an example, after one of our review 
and planning sessions fi ve years ago, 
we made the decision to acquire some 
short-term rentals.  Being in Phoenix, 
we focused on winter visitors looking to 
escape the cold for three months.  

We mapped out how and where we 

wanted to buy, considered if any of our 
current properties could work in this 
model, determined the platform we would 
use to advertise, and evaluated the ROI 
for this model versus traditional renting.  

We executed our plan and eventually 
bought six homes and condos that worked 
well for winter visitors, but also have 
been fi lled year-round with other short-
term renters.  They have been great 
investments so far, generating four times 
more income than a traditional rental.  
But the big question is, will they be the 
same in 2021?

PIVOT USAGE TYPE

Continuing our story, due to COVID-19 
our winter visitors are not booking like 
they have in the past.  This has led us to 
a healthy discussion on how we can pivot 
the primary usage of our properties to 
ensure they are still income generators.

That discussion created a lot of 
questions:

• Is it time to convert these short-
term rentals into more of a 
traditional model?

• What would we do with 6 washers 
and dryers, 18 beds, 8 couches, 
dining room tables and more?

• What happens next year if the 
rentals come back?

• Will that require $30,000 for 
furnishing those units again?

• Where is the market today in 
regard to new homes in a hot 
market like ours?  

Answering those questions led us 
to decide to keep these properties as 

furnished short-term rentals, but to 
switch our focus to people who are 
between selling their existing home and 
buying a new one. 

This decision then generated a whole 
slew of new questions, such as how would 
we fi nd renters, what would we charge for 
rent, and how are these renters different 
from winter visitors?  All valid questions 
that we are fi guring out.  

My next step is to visit the realtors in 
the new-home communities to let them 
know what I have available.  Although 
this is a new strategy that pivots from 
where we were previously, I am confi dent 
it will work based on our analysis.  

These are just two of the many topics 
we review in-depth each year.  Every 
rental is unique and poses   different 
challenges and opportunities.  

OTHER CONSIDERATIONS

In addition to the two key areas we 
discussed, we also consider the following:                  

• Location: Is it time to sell or 
acquire based on what is happening 
in a certain market?

• Tenants: Are we happy with our 
current tenants or should we be 
looking for someone new?  

• Government regulations: Are 
there changes that help or hurt our 
investments? 

• Improvements: What does each 
property need to ensure it is 
desirable? 

• Taxes: How do changes in state, 
county and city taxes affect our 
bottom line?

• Vacancy: What vacancy rate do 
we aim for to ensure short- and 
long-term profi tability?

• Policies: Do we add, alter, or 
eliminate current policies to entice 
renters to stay or rent?

Performing this type of analysis will 
easily help you identify whether you are 
currently in the best position with your 
properties or if you need to change a few 
things.  

These property-specifi c questions are 
great, but you also need to consider how 
you manage your property.  Is it time to 
hire a property-management company, or 
can you continue doing it yourself?  Are 
there available technology platforms that 
help you onboard tenants, manage, and 
collect rent?  

No doubt there is room for adjustment 
or improvement in how we manage our 
properties.  

Although 2020 has taken most of us 
into uncharted territory, investing the 
time to map out your 2021 goals will 
make you a better investor and manager.  

After all, U-turns or adjustments are 
okay as long as they help us successfully 
reach our destination. 

David Pickron is President of Rent 
Perfect and a fellow landlord who man-
ages several short- and long-term rent-
als.  He is a private investigator and 
teaches organizations across the coun-
try the importance of proper screening.  
His platform, Rent Perfect, was built to 
help the small landlord fi nd success.

Continued from Page 1

How 2020 Can Benefi t Your Assets in 2021

dedicated and reliable handyperson you 
can call immediately will likely affect 
your tenant satisfaction and retention 
rates. As a property manager, you should 
have a list of reliable contractors for 
specifi c types of property-maintenance 
issues. 

3. NO MAINTENANCE SCHEDULE 
Most property managers wait until 

the appliances in their property develop 
faults or cause damage before doing 
maintenance. Not only does this delay 
aggravate the repair issue, you may be 
face with constant crises. As a property 
manager seeking to offer your tenants the 
best service, you should have a dedicated 
monthly or quarterly maintenance 
schedule.

Do a monthly maintenance check of 
your property alarms, electrical fi ttings, 
and outdoor landscape. By being proactive 
in your property maintenance, you keep 
your tenants satisfi ed and your home safe 
from sudden equipment breakdown. 

4. YOU DON’T UNDERSTAND HOW 
TO ATTRACT NEW TENANTS

Just as with any other businesses, 
managing a rental property requires that 
you market your property aggressively 
to attract new renters. You need to 
understand what potential renters are 
looking for and what attracts new renters. 

An easy way to do this is to create a 
profi le of the neighborhood where your 
rental property is located and make a 
list of the amenities, economic activities, 
recreational centers, and the type of 
schools. This will help you target the right 

potential renters during your marketing 
process. 

5. MANAGEMENT SYSTEM IS STILL 
PAPER-BASED

Shockingly, many property-
management companies’ systems are 
purely paper-based, with little or no 
infl uence of technology. Not only does 
it make the process unorganized, it also 
leaves room for failure. As a property 
manager, you should adopt more 
technology in the day-to-day running 
of your properties to save you and your 
tenants’ time. 

And with the coronavirus pandemic, 
there has never been a better time to 
make the switch. Property managers are 
beginning to adopt online showings of 
their properties to potential renters.

Potential tenants can now pay rent 
online, tour houses, and electronically 
sign lease agreements without the need to 
physically visit the property. 

CONCLUSION

As a property manager, it is important 
that you satisfy your tenants and keep 
your rental properties in great condition. 
By having a dedicated maintenance 
schedule, you save not only money but 
improve the safety of your rental.

Most importantly, having a reliable 
contractor on call to handle your rental 
repair issues will help in increasing your 
tenant satisfaction rate. 
Keepe is an on-demand maintenance 
solution for property managers and 
independent landlords with a network 
of hundreds of independent contrac-
tors and handymen Learn more about 
Keepe at https://www.keepe.com.

5 Mistakes You Should Avoid
Continued from Page 1
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Sources:  NAA Research; Burning Glass Technologies; RealPage; Greystar student housing job postings as of 
October 14, 2020; Bureau of Labor Statistics 
    * MSAs with 100 or more apartment job postings.
  ** Cities with 75 or more job postings.
*** Location quotients show how concentrated demand is within a particular geography. US-wide average demand equals 1.0; an LQ of 1.2, for example, 
      indicates 20% higher demand than the US average (or 1.2 times the US concentration).

Total Q3 Job Postings in Apartment Industry (% of Real Estate Sector)

Leasing
28.8%26.9% 23.1%

Top MSAs* (As a percent of all U.S. Apartment Jobs)

MaintenanceProperty
Management

Apartment Jobs
Snapshot

Q3 2020

Summary:
Nearly 44 percent of available real estate jobs in the U.S. 

were in the apartment sector during Q3 2020, exceeding 

the five-year average of 30.9 percent. Demand for 

multifamily talent was high as leasing momentum 

returned to normal levels. According to RealPage, net 

move-ins totaled 146,517 units in the third quarter.

Summary: 
Maintenance talent was the most sought after during the third quarter and had the largest growth in demand, increasing by almost three percentage points. 

As more residents stay in their homes during the pandemic, the need for repairs and maintenance has increased significantly.
Note: Q2 2019 figures have been revised

Q3 2020: 43.6%
Q3 2019: 41.6%

Job Postings by Major Category (As a percent of all Apartment Jobs)

Q3 2020 Q3 2019

September 2020: % Apartment Jobs
of Total Real Estate Jobs 
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Summary:
Dallas, Los Angeles, Washington, D.C, Atlanta and Houston were the leading markets for highest concentration of apartment job openings. RealPage 

reported that Dallas, Atlanta and Houston combined accounted for 17% of U.S. apartment absorption in the third quarter.

Summary:
During September, major Texas markets including Houston, Dallas and 

Austin led the nation in available apartment jobs as measured against 

total real estate jobs.. Kansas City, Austin and Dallas ranked in the 

top 10 for most improved labor market conditions as of August. 
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(12 months ending September 30, 2020)
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Louisville, KY   2.2%
Chicago, IL    2.2%
Austin, TX    2.1%

Summary:
During the past 12 months ending September 30, 2020, demand for student 

housing management professionals was highest in College Station, Columbus, 

Louisville, Chicago and Austin. Leasing consultants were in highest demand, 

representing almost 8.0 percent of all student housing job postings. Overall, the

o�-campus student housing sector remains resilient. Demand has been solid, 

mainly driven by students who prefer to live nearby their campus.

Competing Sectors (Highest Location Quotients)*** 

Summary:
The apartment sector often competes with the hospitality and retail sectors for personnel with similar experience and skills. Customer service, communication, 
and organizational skills were among the most desired skills across all three sectors. Demand for talent in these sectors was most prominent in Colorado 
markets, indicating a highly competitive labor market. 
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Note: Q2 2019 figures have been revised

Q3 2020: 43.6%
Q3 2019: 41.6%

Job Postings by Major Category (As a percent of all Apartment Jobs)

Q3 2020 Q3 2019

September 2020: % Apartment Jobs
of Total Real Estate Jobs 

Houston

Dallas

Austin

Kansas City

Columbus,OH

Summary:
Dallas, Los Angeles, Washington, D.C, Atlanta and Houston were the leading markets for highest concentration of apartment job openings. RealPage 

reported that Dallas, Atlanta and Houston combined accounted for 17% of U.S. apartment absorption in the third quarter.

Summary:
During September, major Texas markets including Houston, Dallas and 

Austin led the nation in available apartment jobs as measured against 

total real estate jobs.. Kansas City, Austin and Dallas ranked in the 

top 10 for most improved labor market conditions as of August. 

Student Housing Job Postings**
(% of all student job postings)

Top Cities** 
(12 months ending September 30, 2020)

College Station, TX  2.8% 
Columbus, OH   2.7% 
Louisville, KY   2.2%
Chicago, IL    2.2%
Austin, TX    2.1%

Summary:
During the past 12 months ending September 30, 2020, demand for student 

housing management professionals was highest in College Station, Columbus, 

Louisville, Chicago and Austin. Leasing consultants were in highest demand, 

representing almost 8.0 percent of all student housing job postings. Overall, the

o�-campus student housing sector remains resilient. Demand has been solid, 

mainly driven by students who prefer to live nearby their campus.

Competing Sectors (Highest Location Quotients)*** 

Summary:
The apartment sector often competes with the hospitality and retail sectors for personnel with similar experience and skills. Customer service, communication, 
and organizational skills were among the most desired skills across all three sectors. Demand for talent in these sectors was most prominent in Colorado 
markets, indicating a highly competitive labor market. 

Common Skills (Percent of Jobs Requiring Skill)

54.8%

55.4%

57.2%

54.0%

52.3%

30.92014-2019 Average:

Q3 2020 Q3 2019
Dallas 5.6%
Los Angeles 5.1%
Washington,D.C. 3.3%
Atlanta 3.3%
Houston 3.2%

Dallas 5.9%
Los Angeles 5.3%
Washington, D.C. 4.2%
Seattle 3.7%
Phoenix 3.4%

Top Student Housing Job Titles
Leasing Consultant  7.6%
Property Manager   5.4%
Maintenance Technician  5.2%
Maintenance Supervisor  4.7%
Leasing Manager   3.5%

Apartments Retail Trade Hospitality

Denver
Dallas
Seattle
Atlanta
Phoenix

2.7 Savannah
Reno
Lubbock, TX
Virginia Beach
Colorado Springs, CO

2.7

Apartments Retail Trade Hospitality
Specialized Skills
Customer Service
Sales
Scheduling

Baseline Skills
Communication Skills
Organizational Skills
Detail-Oriented
Teamwork/Collaboration

 32.0%
 18.4%
 15.6%

 39.4%
 37.7%
 24.8%

 27.0%
 7.5%
 17.8%

 39.5%
 28.4%
 22.1%
 15.2%

 33.2%
 18.9%
 14.3%
 14.6%

 30.6%
 18.8%
 14.8%
 23.3%

Leasing
26.3%26.6% 25.3%

MaintenanceProperty
Management

Strong Leasing Leads 
to Higher Job Demand
NATIONAL APARTMENT ASSOCIATION 
EDUCATION INSTITUTE 

A resurgence of apartment leasing 
activity during the third quarter of 2020 
yielded a strong demand for skilled 
professionals, according to the latest 
jobs report from the National Apartment 
Association (NAA). 

The NAA Education Institute’s 
Apartment Jobs Snapshot showed job 
openings in the multifamily sector 
comprised nearly 44.0 percent of 
positions available in the real estate 
sector, surpassing the 5-year average of 
30.9 percent.

Maintenance talent was the most sought 

after; with residents spending more 
time at home, the need for repairs and 
maintenance has increased signifi cantly.

Dallas, Los Angeles, Washington, D.C., 
Atlanta, and Houston lead the nation for 
apartment job demand. 

Leasing activity was also resilient in 
the student housing sector, as students are 
in search of housing near  their campuses.

NAAEI’s mission is to provide broad-
based education, training and recruit-
ment programs that attract, nurture and 
retain high-quality professionals and 
develop tomorrow’s apartment industry 
leaders.

Published In Conjunction With:

Re
nt

al
 H

ou
sin

g 
Jo

ur
na

l, 
LL

C

45
00

 S
. L

ak
es

ho
re

 D
riv

e

Su
ite

 3
00

Te
m

pe
, A

Z 
85

28
2

PR
SR

T 
ST

D

U
S 

Po
st

ag
e

P
A

I
D

So
un

d 
Pu

bl
is

hi
ng

 In
c

98
20

4

DENVER • COLORADO SPRINGS • BOULDER

rentalhousingjournal.com • Rental Housing Journal, LLC

Circulated Monthly To Thousands Of Local Apartment Owners, Property Managers, On-Site & Maintenance Personnel

MARCH 2020

$2.95 Best Window Coverings 

For Your Rental Property
Page 5

Demand for Apartment Jobs 

Reached Record Levels in 2019
Page 8

Investing in Net Lease 

Properties Via DSTs
Page 3

ApArtment List

Denver rents have increased 0.2 per-

cent over the past month, and have in-

creased marginally by 0.9 percent in 

comparison to the same time last year, 

according to the latest report from 

Apartment List.

Currently, median rents in Denver are 

$1,071 for a one-bedroom apartment and 

$1,356 for a two-bedroom. 

This is the third straight month that the 

city has seen rent increases after a de-

cline in November of last year. Denver’s 

year-over-year rent growth lags the state 

average of 1.6 percent, as well as the na-

tional average of 1.7 percent.

RENTS RISING ACROSS

THE DENVER METRO

Throughout the past year, rent in-

creases have been occurring not just in 

the city of Denver, but across the entire 

metro. Of the largest 10 cities that Apart-

ment List has data for in the Denver met-

ro, nine have seen prices rise. 

Here’s a look at how rents compare 

across some of the largest cities in the 

metro.
Over the past year, Brighton is the 

only city in the metro that has seen rents 

fall, with a decline of 7.7 percent.  Me-

dian two-bedrooms there cost $1,680, 

while one-bedrooms go for $1,326.

Westminster has seen the fastest rent 

growth in the metro, with a year-over-

year increase of 3.5 percent. The median 

Denver Rents Up Slightly 

for Third Straight Month

See ‘Denver Rents’ on Page 6

Keepe

The job of a property manager comes 

with its fair share of maintenance trou-

bles. 
From sudden gas leaks to bad locks to 

a leaking roof, the maintenance issues 

faced in a rental property can be over-

whelming. 

One thing every seasoned property 

manager understands is that tenants’ sat-

isfaction is the key to excellent tenant-re-

tention rates. A unique way to improve 

your tenant satisfaction is by proactive-

ly handling tenant requests when they 

come in. 
Below are three ways to manage your 

tenant’s property maintenance requests 

as a property manager. 

NO. 1 - ACT FAST

Aside from the fact that tenants’ sat-

isfaction is dependent on your response 

to their increased maintenance requests, 

responding on time helps you save mon-

ey and your property from further de-

preciation. 

3 Ways to Effectively Handle 

Tenants’ Maintenance Requests 

See ‘Maintenance’ on Page X

5 Tips To Help 

Detect Mold 

Problems

Keepe

Mold can not only lead to structur-

al damage to your property, but also 

cause serious health risks to you and 

your tenants if not caught and treated 

in a timely manner.

Because of the severe and broad 

effects that mold can have, respon-

sible ways to detect mold problems 

and evaluated them will require both 

physical examinations of your prop-

erty as well as open communication 

with your tenants and/or on-site build-

ing manager.

Here are some tips:

NO. 1 MOLD SPORES

OR DARK SPOTS

Let’s start with the most severe. If 

you can see mold, you likely have a 

significant problem on your hands.  

Visible mold usually indicates just a 

small portion of a problem that lies 

underneath.

See ‘Mold’ on Page 4
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Throughout the past year, rent in

creases have been occurring not just in 

the city of Denver, but across the entire 

metro. Of the largest 10 cities that Apart

ment List has data for in the Denver met

ro, nine have seen prices rise. 
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The job of a property manager comes 

with its fair share of maintenance trou-

From sudden gas leaks to bad locks to 

a leaking roof, the maintenance issues 

faced in a rental property can be over-

faced in a rental property can be over-

faced in a rental property can be over

One thing every seasoned property 

manager understands is that tenants’ sat-

isfaction is the key to excellent tenant-re-

tention rates. A unique way to improve 

your tenant satisfaction is by proactive-

ly handling tenant requests when they 

Below are three ways to manage your 

tenant’s property maintenance requests 

as a property manager. 
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Aside from the fact that tenants’ sat
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to their increased maintenance requests, 

responding on time helps you save mon
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ApArtment List

Denver rents have increased 0.2 per-
cent over the past month, and have in-
creased marginally by 0.9 percent in 
comparison to the same time last year, 
according to the latest report from 
Apartment List.Currently, median rents in Denver are 

$1,071 for a one-bedroom apartment and 
$1,356 for a two-bedroom. This is the third straight month that the 

city has seen rent increases after a de-

cline in November of last year. Denver’s 
year-over-year rent growth lags the state 
average of 1.6 percent, as well as the na-
tional average of 1.7 percent.RENTS RISING ACROSSTHE DENVER METROThroughout the past year, rent in-

creases have been occurring not just in 
the city of Denver, but across the entire 
metro. Of the largest 10 cities that Apart-
ment List has data for in the Denver met-
ro, nine have seen prices rise. 

Here’s a look at how rents compare 
across some of the largest cities in the 
metro.

Over the past year, Brighton is the 
only city in the metro that has seen rents 
fall, with a decline of 7.7 percent.  Me-
dian two-bedrooms there cost $1,680, 
while one-bedrooms go for $1,326.

Westminster has seen the fastest rent 
growth in the metro, with a year-over-
year increase of 3.5 percent. The median 

Denver Rents Up Slightly 
for Third Straight Month

See ‘Denver Rents’ on Page 6

Keepe

The job of a property manager comes 
with its fair share of maintenance trou-
bles. 

From sudden gas leaks to bad locks to 
a leaking roof, the maintenance issues 
faced in a rental property can be over-
whelming. One thing every seasoned property 

manager understands is that tenants’ sat-
isfaction is the key to excellent tenant-re-
tention rates. A unique way to improve 
your tenant satisfaction is by proactive-
ly handling tenant requests when they 
come in. 

Below are three ways to manage your 
tenant’s property maintenance requests 
as a property manager. NO. 1 - ACT FASTAside from the fact that tenants’ sat-

isfaction is dependent on your response 
to their increased maintenance requests, 
responding on time helps you save mon-
ey and your property from further de-
preciation. 

3 Ways to Effectively Handle 
Tenants’ Maintenance Requests 

See ‘Maintenance’ on Page X

5 Tips To Help Detect Mold ProblemsKeepe

Mold can not only lead to structur-
al damage to your property, but also 
cause serious health risks to you and 
your tenants if not caught and treated 
in a timely manner.Because of the severe and broad 

effects that mold can have, respon-
sible ways to detect mold problems 
and evaluated them will require both 
physical examinations of your prop-
erty as well as open communication 
with your tenants and/or on-site build-
ing manager.Here are some tips:

NO. 1 MOLD SPORESOR DARK SPOTSLet’s start with the most severe. If 
you can see mold, you likely have a 
significant problem on your hands.  
Visible mold usually indicates just a 
small portion of a problem that lies 
underneath.

See ‘Mold’ on Page 4

To advertise in Rental Housing Journal, 
call Vice President/Sales Terry Hokenson at 480-720-4385 

or email him at Terry@rentalhousingjournal.com
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Growing Homes Together (GHT), a project of the National Multifamily Housing Council 

(NMHC), is a resource center designed to spark discussions at the state and local levels 

about policy solutions to improve America’s housing crisis. NMHC is a national organization of 

more than 1,100 member fi rms involved in the multifamily housing industry. 

Colorado

Like many other parts of the country, Colorado’s growth has resulted 
in significant housing affordability challenges. Combatting housing 

affordability issues in the state will require holistic solutions that 
address the needs of all Colorado residents.

Colorado has seen 
a sharp population 

increase, with 13.2% 
growth since 2010.

More than 717,000 
Coloradans call an 

apartment home, with 
demand on the rise.

76% of extremely low-
income renters spend 
more than half of their 

income on housing.

Between now and 2030, 
Colorado will need 
to build 7,178 new 

apartment homes each 
year to keep up with 

demand.

Legal Landscape

CONTINUE PREEMPTION REJECT PRICE CONTROLS

The state of Colorado preempts local municipalities from implementing rent control. 
According to Colorado legislation, “No county or municipality may enact any ordinance 
or resolution that would control rent on either private residential property or a private 
residential housing unit.”

Rent control is an outdated concept. 
It benefits the very few.

Lawmakers should reject price controls 
and, instead, pursue alternatives such 
as voucher-based rental assistance for 

those in greatest need to better address 
housing affordability.

If you have questions about our efforts to promote holistic housing policies, please contact us at info@growinghomestogether.com

Colorado




