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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-
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.  

COVID-19’s Effect 
on Multifamily Leasing

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

Who Will Renters 
be in Future?

Page 11

How to Handle Rent 
Delinquencies Right Now

Page 4

How 2020 Can Positively Affect 
Your Assets in the Coming Year

rental Housing Journal

Rents in outlying suburbs are 
growing much faster than rents in core 
metropolitan areas, according to research 
from Apartment List.

Here’s how things are playing out 
locally in Phoenix metro:

Since January, rents in the city of 
Phoenix are up 2.0 percent while rents in 
nearby suburban areas are, on average, up 
2.9 percent.

Of the 10 local suburbs for which 
Apartment List has data, 7 of them are 
experiencing higher rent growth than 
Phoenix.

Phoenix Rents Are Growing, 
but Suburbs Growing Faster

See ‘Rents’ on Page 10

See ‘How’ on Page 5

Management 
Mistakes You
Should Avoid
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 dedicated 
and reliable handyperson you can call 

See ‘5’ 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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Sponsored Content

How to Build a Diversifi ed Real Estate 
Investment Portfolio

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 spon-
sor 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 confidential Private 

Placement Memorandum (the “Memorandum”). Please read the entire Memo-
randum 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 situ-
ation.  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 com-
mercial 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 poten-
tial 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.

BY DWIGHT KAY, FOUNDER AND CEO, KAY 
PROPERTIES & INVESTMENTS, LLC
Recent survey research by National Real Estate Investor 
magazine indicates that nearly 60% of high-net-worth 
investors are expected to increase their allocation to 
investment real estate in the next 12 months. Millions 
of Americans invest in alternative assets, including real 
estate. It’s an important step towards diversifying a port-
folio with investments that don’t necessarily correlate 
with the stock or bond markets.
Once you decide to invest in real estate, the challenge 
is how to build a diverse portfolio.
Buying a property outright and actively managing it 
yourself is one way to participate in the market, but that 
typically requires a substantial initial investment — often 
hundreds of thousands of dollars to be paid at once. A 
downside of this approach is that you put all your eggs 
in one basket.
Owning and managing real estate yourself also means 
dealing with the three T’s: toilets, tenants and trash. 
If you have the time, and dealing with all that appeals 
to you, it may be the way to go. Alternatively, you can 
invest alongside others in a diverse basket of proper-
ties. Diversification is even more important now with 
the pandemic and the additional risk it creates as the 
looming fear of further economic distress continues to 
cause concern.
Here are five tips to build a diverse real estate invest-
ment portfolio that has the potential to generate income 
and appreciation, as well as potentially withstand the 
shock of events, including recessionary downturns and, 
potentially, extraordinary occurrences like the pandem-
ic and future recessions or even depressions. Please 
remember:  Diversification does not guarantee profits or 
protection against losses.

5 TIPS TO BUILD A DIVERSE REAL ESTATE 
INVESTMENT PORTFOLIO

1. DIVERSIFY BY ASSET TYPE

Investors should diversify their real estate portfolios by 
asset type to avoid the risk of over-concentration in one 
particular category of property — same as you would 
avoid over-concentration in any one stock. Rather, 
invest capital across asset types, such as industrial, 
multifamily housing, triple-net-leased retail, medical 
office and self-storage.

2. DIVERSIFY BY GEOGRAPHY

Similarly, investors should diversify their real estate port-
folios across geography to avoid the risk of over-con-
centration in a particular local or regional market.

3. AVOID HIGH-RISK ASSET TYPES

There is risk in all real estate investments, but some 
asset types have demonstrated that they are particularly 
risky, and are thus best avoided by those looking to 
reduce downside potential. These include hotels and 
lodging properties, senior housing in all its forms, and 
real estate used in the production of oil and gas.
Hospitality, for example, has been hit hard by all three 
recessions since 2000, including the 2001 recession, 

the Great Recession of 2008-2009 and the current 
recession related to COVID-19. In all three cases, 
the standard industry measure of hotel performance 
(RevPAR, or revenue per available hotel room), declined 
precipitously. Most recently, Marriott recorded its largest 
loss ever for the June 2020 quarter, reported The Wall 
Street Journal in August.
Senior care is another sore spot, which the pandemic 
has demonstrated once again. First, the population 
themselves often is at risk, literally. Second, operators of 
senior care facilities, whether residential housing, long-
term care facilities or nursing homes, are subject to all 
manner of regulations that increase the risk associated 
with property operational performance.
Finally, oil and gas industry properties have proved to 
be as subject to volatility over the years as the industry 
they support. Just think about it: An oil well may or may 
not produce as expected; thus, the underlying real 
estate asset is particularly vulnerable to speculative risk. 
Stay clear if you can!

4. CONSIDER THE RANGE OF INVESTING OPTIONS

Unless you want to actively manage your investment 
properties and embrace the three T’s, passive real 
estate invests can be the way to go. There are a range 
of options to choose from, including Delaware Statutory 
Trusts (DSTs), Tenants-in-Common (TIC) properties 
and private equity funds, such as Qualified Opportunity 
Zone Funds.
A Delaware Statutory Trust is an entity used to hold title 
to investments, such as income-producing real es-
tate. Most types of real estate can be owned in a DST, 
including industrial, multifamily, office and retail proper-
ties. Often, the properties are institutional quality similar 
to those owned by an insurance company or pension 
fund, such as a 500-unit Class A multifamily apartment 
community or a 50,000-square-foot industrial distribution 
facility subject to a 10- to 20-year lease with a Fortune 
500 logistics and shipping company. The asset manag-
er takes care of the property day to day and handles all 
investor reporting and monthly distributions.
A TIC structure is another way to co-invest in real estate. 
With a TIC, you own a fractional interest in the property 
and receive a pro rata portion of the potential income 
and appreciation of the real estate. As a TIC investor 
you will typically be given the opportunity to vote on ma-
jor issues at the property, such as whether to sign a new 
lease, refinance the mortgage and sell the property.
Although TIC investments and DSTs have their nuances 
and differences, they often will hold title to the same 
types of property. While the DST is generally considered 
the more passive investment vehicle, there are some 
circumstances in which a TIC is desirable, including if 
the investors wish to utilize a cash-out refinance after 
owning the TIC investment for a few years in order to 
get some of their equity back, which can be invested in 
other assets.  
Qualified Opportunity Zone Funds, another option, offer 
benefits including tax deferral and elimination 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 because 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 fund.

5. REMEMBER THE TAX BENEFITS OF REAL ESTATE 
INVESTING

Real estate is arguably one of the most tax-advantaged 
investment classes for U.S investors. Depreciation 
deductions are available to all investors, and any real 
estate investment losses may be deductible against oth-
er income, which could potentially reduce your tax bill. 
Additionally, direct real estate investments — including 
Delaware Statutory Trusts and Tenants-in-Common 
properties — qualify for like-kind exchange treatment, 
otherwise known as a 1031 exchange, which can save 
investors approximately 40% on their tax bills when 
there are net gains on property sales.

A SAMPLE BASKET OF DIVERSE REAL ESTATE 
INVESTMENTS

What might a diverse basket of real estate investments 
look like? Here’s one example:
Mary Smith decides to invest $500,000 into commercial 
and multifamily real estate with the potential for income 
and appreciation. She makes five investments, allocat-
ing her funds equally among these assets:
• $100,000 into an industrial distribution facility 
with a long-term net lease to a company like Amazon, 
FedEx or Frito Lay
• $100,000 into a medical dialysis center with a 
long-term net lease to a company, such as Fresenius or 
DaVita
• $100,000 into a multifamily apartment commu-
nity with 300 units in the Southeast
• $100,000 into a self-storage facility in the Mid-
west
• $100,000 into a debt-free multifamily property 
with 50 units in Texas
Net-net, Ms. Smith has diversified her portfolio by both 
asset type and geography. She has avoided more cy-
clical and highly volatile asset classes, including senior 
housing and long-term care, hotels and oil and gas. 
She has made passive investments, leaving day-to-day 
management of the properties to industry professionals. 
And she has consulted with her accountant and attor-
ney about the tax advantages of real estate investing, 
including 1031 exchanges.
She is well positioned for the uncertainty of the future 
and is aware that all real estate investments have risks, 
and that income and appreciation are never guaran-
teed. Even diversification, while desirable, does not 
guarantee profit or protect against losses, but it can po-
tentially reduce risk and create diverse potential income 
streams and opportunities for appreciation.

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

Having a diversifi ed commercial and multifamily real estate portfolio is important to potentially reduce risk and 
create multiple opportunities for potential income and appreciation. Diversifi cation is even more important in 

tumultuous times like these. Here’s a look at how to build a diverse real estate investment portfolio.
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How to Handle Rent Delinquencies Right Now
By Justin Becker

There is no denying that right now, COVID-19 
continues to impact the real estate and rental market. 

As a property manager or landlord of a multifamily 
housing community or complex, navigating these waters 
for the last eight months has been somewhat challenging. 

Nevertheless, with no real end in sight, mass 
unemployment, fluctuation in available job opportunities, 
and the ongoing pandemic, it is still very difficult for 
tenants to be able to pay their rent and still afford their 
other monthly expenses. 

Working with tenants who are experiencing economic 
hardships due to COVID-19 has been par for the 
course for these last couple of months. Moreover, with 
most property managers’ and landlords’ hands being 
essentially tied in regard to legally dealing with late rent 
payments or lack of payments, it is not too surprising that 
people are starting to get creative by finding proactive 
ways to deal with delinquencies. 

Other than being more flexible, many property 
managers are not sure what else they can do during 
these uncertain times. But the good news is that there is 
definitely more that can be done. That said, here are the 
five best ways to deal with delinquencies right now.

1. BUILDING PROACTIVE PARTNERSHIPS
One of the best things you can do as a property 

manager at this time is to collaborate with your tenants 
to ease the pressure and address financial hardships. 

Obviously, open lines of communication are key here, 
and looking for a win-win solution to the problem makes 
everyone walk away from negotiations feeling a little 
better. A prime example of building proactive landlord-
tenant partnerships is deferring a portion of rent and 
establishing a reasonable repayment plan. 

Alternatively, you can decide if a low rental rate 
moving forward is a feasible option for tenants impacted 
by the ongoing pandemic. This may be a better option 
for property managers who have mobile homes for rent 
or those leasing single-family dwellings. Otherwise, 
if you have apartments for rent, then you may need to 
consider if finding new tenants is more cost-effective in 
the long run.

2. INVEST IN TENANT LOYALTY
Yet another proactive option for dealing with 

delinquencies now is to invest in tenant loyalty.

For instance, if you know tenants and residents are 
struggling during this time but are still finding a way to 
make the rent, why not acknowledge that?

Try hosting appreciation events that get the 
community out and having fun (using, of course, the 
CDC guidelines). This allows your residents to relieve 
some stress but also breaks down walls between landlord 
and tenant. Similarly, providing tenants with incentives 

to stay even after all of this is over, by giving a small 
rental credit or even a gift basket with needed supplies 
(masks, hand sanitizers, etc.), can lead to long-term 
retention. Such incentives can also be effective if you 
manage a community with mobile homes for sale. Here, 
homeowners can easily relocate their manufactured 
home once their lot rent lease is up; thus, it pays to invest 
in these particular tenants especially.

3. PAYING CLOSE ATTENTION               
TO FUTURE CHANGES

It is also beneficial to keep your ear to the ground.

Apartment eviction moratoriums did not spring up 
overnight, and there was definitely talk of what local and 
state governments might do before they happened. 

Therefore, as more and more people are falling ill to 
COVID-19 and businesses continue to close their doors, 
paying closer attention to what the future of renting and 
leasing holds is crucial. 

Furthermore, it is important to note that landlords and 
owners are not without a voice right now. Becoming 
actively involved, as much as you can, may just help save 
your business and keep roofs over your tenants’ heads. 

So, stay apprised of relevant industry organizations 
and support those that will end up playing a role in how 
things look, legislatively speaking, and moving forward.

4. OFFER JOB POSTINGS
Along those same lines, if you know of potential job 

openings or industries that are hiring during COVID-19, 
then why not share it with your tenants?

There is a whole host of employment opportunities 
online for remote workers, essential workers, and 
healthcare providers. So, if you stumble upon jobs that 
are perfect for any of your unemployed residents, it 
might be worth the mention. 

And, since you are still actively keeping lines of 
communication open, you can send job posting emails 
as well as add a section to your website page for local 
employment opportunities. In fact, little things like this 
will help your tenants feel like they are not alone in this 
and will help to foster positive relationships within the 
community.

5. PROVIDE ASSISTANCE INFORMATION
Making it easier for your tenants and residents to get 

in touch with agencies that are providing much needed 
assistance is also another way to make a difference. 

Helping your residents secure food, homeschooling 
supplies, affordable medications, cleaning supplies, 
utility payment assistance, and so on makes their 
financial responsibilities a little easier to manage. 

This, in turn, is likely to increase the chances that your 
tenants or residents will be able to pay rent or adhere to 
their new rental agreement and payment arrangements. 

Leasing office staff can help take it a step further by 
helping to set up appointments with delinquent residents 
so they can contact the necessary parties via phone with 
a property management team member. 

Remember, at the end of the day, you and your tenants 
are truly a community; thus, working together in this 
manner should not be difficult because when your tenants 
are good, by extension, so are you.

Likewise, you may even want to consider partnering 
with local charities and non-profit organizations if you 
know a large sector of your community could benefit. For 
example, if you have several tenants that are veterans or 
many residents with kids, then it does not hurt to see what 
is available in the way of assistance for them right now.

BONUS SUGGESTION:                      
EARLY PAYMENT RAFFLES

Lastly, a bonus suggestion that property managers and 
landlords may want to consider is hosting early payment 
raffles. This is a great way to show appreciation to 
tenants that are still meeting their financial obligations. 
Moreover, early payment raffles can also be a wonderful 
incentive for people who are torn between paying rent in 
full or allocating a portion of those funds to something 
else. Plus, the entire raffle program can be done without 
requiring anything additional from your residents or 
making management team members’ jobs harder.

Everyone that pays a month in advance will 
automatically be entered into a raffle each month to 
receive money off the following month’s rent. What’s 
more, you can up the stakes by offering anyone who 
pays two months’ rent upfront a guaranteed $100.00 off 
of their rent the next month.

FINAL THOUGHT
Real estate or rental housing is fundamentally a 

relationship business, even in the midst of an ongoing 
pandemic. While no one can truly predict the future, 
people need housing. As a result, looking for viable or 
proactive solutions to keeping people in their homes 
is what matters now. That said, property managers or 
landlords also have financial obligations to meet and 
their own housing costs.

So, it is imperative that we all work together to 
weather the storm. Through effective communication 
and landlord-tenant collaboration, collective anxiety and 
distrust can be diffused. By following these suggestions 
mentioned above, you can help curate solutions that 
will bridge the shutdown, which means landlord-tenant 
relationships ultimately can be preserved, and on-time 
rental payments will no longer be a thing of the past.

Justin Becker is a property owner in the state of 
Michigan and has a passion for managing commu-
nities. He owns apartment complexes and mobile 
home communities, and has been writing his own 
blogs for his properties for several years
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• HUGE Selecction of Granite, Rock and MORE!
• #1 in Customer Service
•  Wholesale & Retail
•  Free Samples & Estimates
•  Same Day/Next Day Delivery

•  No Minimums for Delivery
•  We Use Our Own Fleet of Trucks
•  Se Habla Español
•  Military Discount
•  AZ ROC Licensed, Bonded & Insured
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1703 South Arizona Ave.
Chandler, AZ 85286

Arizona Avenue & Germann
Phone: (480) 288-2184

11748 W. Glendale Avenue Lot 8
Glendale, AZ 85307
Glendale & El Mirage

Phone: (623) 258-4582

39353 N Schnepf Road
San Tan Valley, AZ 85140

Schnepf & Chandler Heights
Phone: (480) 499-4993

YOUR BEST RESOURCE 
FOR LANDSCAPING 
MATERIALS

10% OFF
ANY ORDER

All discounts and coupons are for retail customers only. Commercial/
wholesale resale customers are not eligible for discounts. Only one 
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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 manages several short- and 
long-term rentals.  He is a private investigator and 
teaches organizations across the country the im-
portance 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
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By karen DWyer                            
Mark-taylor ProPerties

Apartment searching as we know it has 
changed dramatically. 

As the manager of a Mark-Taylor 
apartment community located in North 
Scottsdale, Ariz., I have witnessed the 
current pandemic signifi cantly shift the 
means in which apartments are being 
marketed and leased.

While many in the multifamily 
industry resisted change, the pandemic 
prompted a much-needed advancement 
in how we work with potential renters 
wherein advanced technology is matched 
with well-trained leasing professionals. 
Skilled professionals capable of securing 
high closing ratios while leasing in 
this diverse “virtual” environment are 
paramount.

Prior to the pandemic, far fewer 
apartments were leased sight unseen. 
Previously, sight-unseen customers were 
often those relocating hurriedly, who 
were not available to tour in person. Due 
to the popularity of mobile searches, 
we consistently provided virtual tours 
through our expansive website with 2-D 
fl oorplans with relative success. 

When the pandemic mandated social 
distancing restrictions, Mark-Taylor 
Residential knew we had to act fast. With 
our previous online experience, coupled 
with the vision to create hundreds of 
prerecorded videos of all aspects of 
our apartment communities, we were 
well-equipped for virtual leasing. We 
trained our team on how to communicate 
effectively, provide links for videos, 
and other means to create a vision for 
someone selecting their home virtually.

Self-guided touring had just begun 
picking up momentum prior to the 
pandemic. This is a tour that allows a 
prospect to gain access to a property 
and tour without a leasing professional 

present. While this is a new take on self-
guided touring with the use of Smart Rent 
technology, it has become quite popular 
within our industry, and we expect the 
majority of tours to occur this way in the 
future.

GROWING USE OF       
VIRTUAL TOURS

The vast majority of our leases during 
the past six months were secured through 
virtual and self-guided SmartRent tours. 
Activity from self-guided tours has been 
highly successful within our communities. 
We anticipate approximately 70 percent 
of new touring prospects to choose self-
guided as their preferred option. Many 
potential tenants are using virtual tours 
to help narrow down their options and 
then following up with a self-guided, 
or in-person, showing for their top 
choices. I expect this trend will continue, 
especially for relocating renters who can 
be even more effi cient in their research 
when moving to a new city. Self-guided 
and virtual leasing creates signifi cant 
effi ciency in apartment leasing.

SmartRent enables communities to 
offer self-guided tours and more easily 
reach the large number (approximately 
60 percent) of renters who are searching 
for their next home solely on their mobile 
device. This allows for viewing a property 
online, fi lling out a prequalifying form 
and receiving a text with access code 
info for their self- guided tour, all within 
the same experience. SmartRent has 
made this possible and many prospective 
residents are embracing this approach. 
Prospective renters are appreciative of 
the social distancing this offers as well as 
the time to view the homes at their leisure 
without the pressure of a restrictive 
timeline.

The main reason most renters enjoy a 
self-guided tour is to view apartments 
at their own pace. Today’s apartment 

seekers value the opportunity to enjoy 
a space without a leasing consultant 
present, all while envisioning themselves 
living there.

LEASING ACTIVITY               
ON THE INCREASE

Since implementing the SmartRent 
access, the community I manage, San 
Portales in Scottsdale, has experienced 
a substantial gain in leasing activity, a 
subsequent rise in physical occupancy, 
and the team is far more productive based 
on the assistance of this technology. 
Signifi cant numbers of our touring 
prospects make their own determination 
during the self-tour as to whether or not 
the community is a fi t for them, and they 
return and rent on their own accord after 
viewing the model homes.

In addition to the ease in which the 
system operates, it also keeps building 
entries and gates secure while granting 
access to prospects. It allows for 
showing off community model homes 
while maintaining security for staff and 
residents with access controls through 
temporary credentials.

As we enter the next phase of the new 
normal, meeting customers where they 
feel most comfortable will be essential 
in providing the highest level of service. 
Apartment-leasing innovation was 
brought on by the pandemic, but these 
modern variations are here to stay. 

Properties have the ability to confi gure 
and fully customize their self-guided tour 
experience, giving prospects detailed 

information regarding the community’s 
amenity offerings such as a 24-hour pool, 
clubhouse and fi tness center. As a result, 
the prospect gets the full tour experience 
and doesn’t miss out on any important 
property features.

The majority of prospective residents 
use online resources to assist in their 
search before they even reach out to 
schedule a tour. And for the most part, they 
have already formulated a determination 
based on online reviews, amenities 
offered, photos of the community or 
word of mouth. The last step is physically 
visiting the property before deciding to 
sign a lease. Offering self-guided tours 
is an effi cient way to keep prospective 
renters engaged and turn a lead into a 
lease.

Karen Dwyer is Manager of 
Community Operations, Mark-Taylor’s 
San Portales Luxury Apartments, 
Scottsdale, Ariz. Established in 

1985, Mark-Taylor 
Companies is a pri-
vately held, Arizona 
based developer, own-
er and investment 
manager of multifamily 
communities. The com-
pany ranks as the larg-

est apartment developer in Arizona’s 
history, the second largest owner of 
rental communities in the state and is 
the investment manager to more than 
$3 billion in multifamily real estate on 
behalf of numerous third-party own-
ers. For more information, visit www.
mark-taylor.com.

How COVID-19 
Has Changed 
Multifamily Leasing

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.

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

Continued from Page 1

5 Property Management Mistakes to Avoid
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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.
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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

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

rental Housing Journal

HUD has charged a Philadelphia apartment owner 
with discriminating against a person with disabilities 
based on its refusal to waive pet fees for emotional 
support animals, according to a release.

HUD is charging Post Presidential Property Owner, 
LLC, and Post Commercial Real Estate, LLC, the owner 
and manager respectively of Presidential City Apartments 
in Philadelphia, with disability discrimination.

A tenant with a disability requiring an emotional-
support animal reached out to HUD alleging that she 
had been denied a reasonable accommodation to have 
pet fees waived at the apartments for such an animal. 

The Fair Housing Act prohibits housing discrimination 
based on disabilities, including denying reasonable-
accommodation requests for the waiver of pet fees for 
assistance animals and rejecting requests for a designated 
handicapped parking space needed by a person with a 
disability.

The complaint said “the tenant received an email from 
apartment’s counsel stating ‘a landlord is entitled to 
charge pet fees for an emotional-support animal, which 
is considered a pet, unlike a service animal’.” 

Based upon this evidence, HUD recommended testing 
the subject property.

The tests focused on reasonable accommodations 
relating to designated accessible parking and emotional-
support animals for prospective tenants with disabilities.

According to the complaint, several testers were told 
there was a $250 pet deposit required. One tester who 
visited and toured the property told leasing specialist 
Dayanna Reeves she was looking for an apartment for 
her niece. When Reeves asked if the niece had any pets, 
the tester said that her niece had an emotional-support 
dog. Reeves told the tester about the $250 refundable 
deposit for the animal and the monthly pet fee of $25.

Leasing director Crystal Ayers confi rmed that the 
apartments had a policy that it would not waive pet 
deposits and monthly pet fees for tenants with emotional-
support animals. Ayers further stated that respondents 
applied this policy to all the properties it owned and 
managed, according to the complaint.

“The department found that respondents denied 
reasonable accommodation requests of testers 
representing prospective tenants with a disability-related 
need for an emotional-support animal.”

The Fair Housing Act was violated, according to the 
complaint, denying testers’ reasonable accommodation 

requests for designated parking and the waiver of pet 
fees for emotional-support animals for prospective 
tenants with a disability.

“Reasonable accommodations enable persons with 
disabilities to fully utilize and enjoy their homes and 
shouldn’t be denied,” said Anna María Farías, HUD’s 
Assistant Secretary for Fair Housing and Equal 
Opportunity, in the release.

 “HUD will continue taking action to protect their 
rights by ensuring that housing providers meet their 
obligations under the Fair Housing Act.”

By Hank rossi

Dear Landlord Hank,
Tenants of 10 years have done 

substantial damage to the home, not 
normal wear and tear, but that could be 
subjective upon the beliefs of a judge. 

The home needs a complete renovation 
that cannot be completed with tenants 
living in the home. Can they be evicted 
because the home has become unsafe 
to continue to inhabit? Without being 
responsible to pay their rent or moving 
costs for them to move out? — Yvonne

Dear Landlord Yvonne.
We now have a federal moratorium 

on evictions until the end of the year, 
and the interpretation of the order varies 
from one jurisdiction to another and from 
one judge to another. If these tenants 
are paying rent and are satisfi ed to stay 

in their rental for now, I would not rock 
the boat. You can always renovate when 
their lease is up. When the eviction 
moratorium has ended, the courts will 
likely be packed – meaning the time it 
normally takes to evict a tenant will be 
substantially increased, and it could take 
months. If you feel that you can’t wait 
and want to move forward now, I would 
engage an attorney that specializes in 
landlord/tenant law, as they will be up to 
date on the situation in your county. Good 
luck. 

Hank Rossi started in real estate as 
a child watching his father take care 
of the family rental maintenance busi-
ness and was occasionally his assis-
tant. In the mid-’90s he got into the 
rental business on his own, as a side-
line. After he retired, Hank only man-
aged his own investments, for the 
next 10 years. A few years ago Hank 
and his sister started their own real 
estate brokerage focusing on proper-
ty management and leasing, and he 
continues to manage his real estate 
portfolio in Florida and Atlanta. Visit 
Landlord Hank’s website:  https://
rentsrq.com

Can I Evict Tenants Due 
to Damage to the Home?

Discrimination Charge Lodged by HUD 
Regarding Emotional-Support Animals
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To advertise in Rental Housing Journal,  call Vice President/Sales Terry Hokenson 
at 480-720-4385 or email him at Terry@rentalhousingjournal.com

Monthly Meeting Schedule 
for the Arizona Real Estate Investors Association

The cost for meetings is $10 for AZREIA Members and $20 for Guests. PLUS members can attend free of charge.
Please refer to the website www.azreia.org closer to the meeting time for up-to-date information on meeting place/format and agenda.

REGISTER ONLINE AT: www.azreia.org

ALL CHAPTERS 
MONTHLY MEETING

MONDAY, DEC. 14, 2020
5:45 P.M.

ONLINE MEETING

The Phoenix meeting is held on the second Monday of the 
month. These meetings are full of education, information, and 
networking.

Open Networking: The perfect time to get checked in to 
the event and chat with other local real estate investors in 
attendance.

Market Trends & Outlook: Your up-to-date analysis on 
the trends in national, regional, and local areas. Come fi nd out 
where the market is heading – valuable information no real 
estate investor should do without.

Association Update: Find out about what’s happening at 
AZREIA, how to best leverage your membership benefi ts, and 

get the best prices on upcoming events!

Trade Show, Networking & Guest Orientation: Spend 
time meeting AZREIA business associates, other investors 
and build your team. (Live meetings)

Market Update for Fix & Flip and Rentals: Full analysis 
of fi x & fl ip and rental markets. Plus, the latest market news 
affecting your business.

Main Presentation: This presentation features a national, 
local or panel of experts on general topics such as fi x & fl ip, 
buying notes, private money lending, marketing strategies, 
buying land or commercial/multi-family property. These are 
“you can’t afford to miss” meetings.

TUCSON WHOLESALING 
& CREATIVE FINANCE 

SUBGROUP
TUESDAY, DEC. 15, 2020

6:00 P.M.
ONLINE MEETING

Bob Zachmeier will teach wholesaling group members a 
variety of ways to fi nd off-market properties, use different 
negotiation techniques to get them under contract, and share 
various exit strategies to either sell or fi nance the properties to 
rehabbers or end-user buyers depending on the repairs required 
and the homeowner’s circumstances.

This group meets the third Tuesday of the month. AZREIA 
Members may attend for $5. Guests are also welcome to attend, 
and there is a $20 guest fee. Pre-registration is recommended 
and can be done online until Dec. 15, 2020

For information, contact Bob Zachmeier at bob@notecarry.
com

602-267-7778
237 S. 23rd St.     Phoenix, AZ 85034

Working Exclusively with Amazon

  FREE OF CHARGE*

AT YOUR COMMUNITY 
- LIMITED TIME ONLY -

Authorized
Building access is ony granted to verified drivers who have a package on 
their route for that shift and are present at the building.

Accuracy
Step-by-step delivery instructions — including pictures — guide drivers 
to delivery locations (lobby, mail room, etc.) preferred by property 
management and improve delivery accuracy by an average of 80%.

Accountability
Drivers’ access time logs are reported to existing access control devices, 
so property management always knows when and where drivers enter and 
exit the building.

At No Charge
Installation and maintenance of Amazon Key are free. And Key for Business 
eliminates the need for staff to manage deliveries, which helps you save on 
operating costs.

AutomaticGateSystems.com

PROTECT YOURSELF 

& BUSINESS 

FROM COVID-19

* Subject to existing access control systems

The Phoenix suburbs with the fastest-
growing rents are Avondale (+7 percent) 
and Goodyear (+5 percent).

WHY IS THIS HAPPENING?
There are a number of reasons rent 

trends in principal cities do not mirror 
those of nearby suburbs. 

The pandemic’s effects on everyday 
life have certainly been more pronounced 
in cities than suburbs. Shelter-in-place 
requirements and business restrictions 
have ground to a halt many of the events 
and amenities that attract people to cities 
in the fi rst place: live entertainment, bars 
and restaurants, public festivals, and the 
like.

Many renters today are questioning 
whether it still makes sense to pay a 
premium for city living. As a result, 
migration plays a big factor in the urban 
and suburban rent divide.

While rents cool, the for-sale housing 
market remains hot, and the people 
who leave the rental market to become 
homeowners are often creating vacancies 
in dense, renter-friendly cities. Temporary 
moves have also been common this 
summer and are mostly affecting large 
cities where younger, more mobile 
residents tend to cluster.

Furthermore, principal cities typically 
enjoyed an annual infl ux of new residents 
each summer (especially college 
graduates and people pursuing career 
change), but a shift towards remote work 

has stifl ed this inbound migration.

There are also differences in the types 
of apartments available in each type of 
city; dense urban centers are more likely 
to contain newer, more expensive, more 
luxurious apartments that are positioned 
to see more vacancies and steeper rent 
drops during an economic recession. 
Meanwhile, suburbs tend to have a 
greater share of cheaper, lower density 
homes that remain in high demand even 
as renters look to cut costs.

In recent years, suburbs have offered 
cheaper housing options to those willing 
to sacrifi ce the benefi ts of living close to a 
job center. But in 2020, this affordability 
gap is shrinking in many metros that 
command the highest prices. After a 
decade in which proximity was at a 
premium, the pandemic has now sparked 
the fl ame of suburban rental demand. 
As a result, we should expect an uneven 
rental market recovery in the months to 
come.

Continued from Page 1

Rents in Outlying Suburbs 
Outpacing Phoenix Core

Many renters today 
are questioning 
whether it still 
makes sense to 
pay a premium                
for city living.
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Rent growth is varying across markets as the divide 
between gateway and secondary metros continues to 
increase with the pandemic, according to the October 
report from Yardi Matrix.

“With each passing month, outmigration from large 
gateway markets to secondary and tertiary tech hubs 
is amplifying. At this point, the apparent winners are 
markets in close proximity to large gateways but with 
significantly lower costs of living,” the report says.

• Multifamily rents were flat for the third 
consecutive month in October, but the national 
numbers appear misleading, as the sector is 
experiencing an ever-increasing divergence 
between outperforming and underperforming 
markets. On a year-over-year basis, rents fell 0.6 
percent nationwide.

• Secondary and tertiary markets are performing 
the best, as high costs and limited community 
amenities drive outmigration from gateway 
markets. The Inland Empire (6.0 percent), 
Sacramento (5.0 percent), Las Vegas (3.9 percent) 
and Phoenix (3.8 percent) lead our top 30 markets, 
with each market benefiting from migration out of 
the Bay Area and Los Angeles.

• Not surprisingly, New York (-10.0 percent), San 
Francisco (-8.2 percent), Washington, D.C. (-3.7 
percent), Boston (-3.1 percent), Chicago (-2.9 
percent) and Los Angeles (-2.8 percent) all fell at 
or near the bottom of our rankings.

For example, the average rent in Sacramento is 34 
percent less than in San Francisco. The report says even 
tertiary markets with a strong tech presence, such as 
Boise, Idaho and Portland, Maine, are attracting people 
from expensive coastal markets.

“As many workers, especially those in creative and 
knowledge-based industries, enjoy increased flexibility 
to work remotely, many individuals are weighing the 
costs and limitations of gateway markets versus the 
benefits of smaller cities and are choosing to relocate.

‘‘Demand remains strong, as gateway residents 
are not only moving to nearby secondary metros but 

also relocating to other tech hubs in the Sun Belt and 
Southwest.

“Primary markets will not suffer forever, but their 
recovery will depend on how much newly relocated 
individuals enjoy their adopted homes and cities and 
whether they choose to stay,” Yardi Matrix says in the 
report.

Rents were flat month-over-month in October for the 
third consecutive month, the report says.

“However, secondary markets made significant rent 
gains, with the Inland Empire, Las Vegas, Sacramento 
and Phoenix all increasing 1.0 percent or more on a 
monthly basis. These markets tend to outperform during 
fall and winter months, as they are not susceptible to 
seasonal weather that slows renting in northern markets, 
but this year’s performance is even better than normal, 
as migration into these markets continues to increase.”

Rents are falling in gateway markets, “as some 
analysts predict five years of outmigration has been 
accelerated into the past six months,” the report says. 
The trend toward suburban submarkets and smaller 
markets has hurt the denser urban cores of the major 
markets. “Some secondary markets—including Seattle, 
Austin and Minneapolis—are also getting squeezed 
on both rent and occupancy, specifically in their urban 
submarkets,” the report says.

“There will likely be another round of government 
stimulus, but given the divided Congress, the total 
package will be less than if the Senate had flipped 
Democratic. (A runoff election in Georgia on Jan. 5 will 
determine the winners of two senate seats).

“For apartment owners and operators, additional 
stimulus and unemployment benefits paid to residents 
will help cover housing costs, especially in the workforce 
housing sector, where job loss is most concentrated.

“As the pandemic grinds on, there does appear to be 
hope for an economic recovery on the horizon, although 
there may be a few more months of pain in the near 
term,” Yardi Matrix says in the report.

Yardi Matrix is a business development and asset 
management tool for investment professionals, 
equity investors, lenders, and property managers 
who underwrite and manage investments in com-
mercial real estate. Yardi Matrix covers multifamily, 
industrial, office and self storage property types. 
Email matrix@yardi.com, call 480-663-1149 or visit 
yardimatrix.com to learn more. Yardi develops and 
supports industry-leading investment and proper-
ty management software for all types and sizes of 
real estate companies. Established in 1984, Yardi 
is based in Santa Barbara, Calif., and serves cli-
ents worldwide. For more information on how Yardi 
is Energized for Tomorrow, visit yardi.com.

Yardi Matrix: Secondary Market Rents 
Soar While Primary Markets Plummet

rental Housing Journal

Given current market conditions, now 
is the time to analyze who your renters 
are and who they will be in the future, 
recommends John Burns Real Estate 
Consulting.

The consulting group analyzes trends 
for their clients and provides insight into 
today’s renters.

This analysis shows insight into market-
appropriate unit sizes and configurations, 
new amenity trends, and the appropriate 
rent levels necessary for successful 
apartment lease-up and tenant retention.

While 26 percent of renter households 
in the U.S. are between the ages of 25 and 
34 today, the next largest segment of the 
market is between the ages of 35 and 44 
(families), and beyond that, between the 
ages of 45 and 54 (empty nesters). 

“These older renters will continue 
to seek more space in a suburban 
environment with good work-from-home 
amenities,” write Lesley Deutch and Ken 
Perlman.

AFFORDABLE RENTS CONTINUE 
TO BE A CHALLENGE

“More than half of renters in the U.S. 
can only afford rents less than $1,200.

“John Burns Real Estate Consulting’s 

national apartment-demand model is 
based on income levels across the U.S. 
and indicates about 60 percent of renter 
households earn less than $50,000 per 
year, which translates to a maximum rent 
of about $1,200 per month. 

“While construction activity is 
increasing for luxury apartments (due 
largely to increasing costs associated 
with new building), the affordable sector 
continues to be hampered by the limited 
availability of tax credits and capital 
financing. The opportunity here is not 
just to provide affordable housing, but 
creative use of space in market-rate 
product, including more roommate-
friendly units and smaller spaces to keep 
overall rents lower,” they write in the 
report.

SUMMARY
The apartment market offers many 

opportunities, even in the era of 
COVID-19 and a recovering job market. 
Understanding renter profiles to design 
the appropriate product will be key in the 
years ahead as the U.S. economy recovers 
from the recession.

Please contact Lesley Deutch or Ken 
Perlman for more local insight. John 
Burns team is always available for 
assistance.

Who Are Your Renters Now; 
Who Will They Be in Future?
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