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$2.95

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

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.  

How the Pandemic 
has Changed Amenities

Page 13

Secondary Market Rents 
Soar; Primary Markets Fall

Page 4

Do You Know Who Will be 
Your Renters in the Future?

Page 6

How 2020 Can Positively Affect 
Your Assets in the Coming Year

Oregon Supreme Court to Review 
Portland Relocation Ordinance
rentaL housinG JournaL

The Oregon Supreme Court has 
granted review of the Owen decision, 

which relates to 
landlords’ appeal 
to invalidate the 
Portland Relocation 
Ordinance, according 
to attorney John 
DiLorenzo.

Portland landlords 
had appealed to the 

Oregon Supreme Court after losing the 
appeal of the ordinance in the Oregon 
Court of Appeals.

“They are not limiting argument to any 
particular issue, so I assume it means 
each of the arguments we made in the 
petition will be in play in the Supreme 
Court,” DiLorenzo said.

 “Winning on any of those arguments 
would result in invalidating the 
Relocation Ordinance and possibly other 
city ordinances,” he said.

The landlords argue the city ordinance 
is in confl ict with state laws that ban rent 
control. On March 7, 2018, the Portland 
City Council made the ordinance 
permanent and extended its application to 
landlords who own as few as one rental 
unit.

THE BACKGROUND ON THE CASE
“The legislature has determined that rent 

control is a matter of statewide concern 
and proclaimed that no local government 
may enact any ordinance that either 
‘controls the rent that may be charged 
for the rental of any dwelling unit,’ ORS 
91.225(2), or that is inconsistent with that 
prohibition, ORS 91.225(7).,” DiLorenzo 
said when the trial court’s decision was 
appealed to the Court of Appeals.

“Notwithstanding the legislature’s 
unambiguously expressed intent to 
preempt local rent-control legislation, 

John DiLorenzo

See ‘Ordinance’ on Page 15

See ‘How’ on Page 8

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 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 from these issues 
is to have a detailed formal tenant-
screening process that helps you select 
the right kind of tenants for your 

See ‘5’ on Page 11
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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, inde-

pendent 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 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, vacan-
cies, 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, devel-
opment 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 Juris-
diction 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 indus-
try 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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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 
signifi cantly lower costs of living,” the 
report says.

• Multifamily rents were fl at 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 benefi ting 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 fl exibility 
to work remotely, many individuals are weighing the 
costs and limitations of gateway markets versus the 
benefi ts 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 fl at month-over-month in 

October for the third consecutive month, 
the report says.

“However, secondary markets made 
signifi cant 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 fi ve 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, 
specifi cally 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 fl ipped 
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 benefi ts 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, eq-
uity investors, lenders, and property managers who 
underwrite and manage investments in commercial 
real estate. Yardi Matrix covers multifamily, industri-
al, offi ce and self storage property types. Email ma-
trix@yardi.com, call 480-663-1149 or visit yardima-
trix.com to learn more. Yardi develops and supports 
industry-leading investment and property manage-
ment software for all types and sizes of real estate 
companies. Established in 1984, Yardi is based in 
Santa Barbara, Calif., and serves clients worldwide. 
For more information on how Yardi is Energized for 
Tomorrow, visit yardi.com.

Yardi Matrix: Secondary Market Rents 
Soar While Primary Markets Plummet
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Fully Licensed, Bonded, and Insured
WA LIC# PACIFBS831MK              OR LIC# 215897

WE SPECIALIZE 
IN SIDING REPAIR
& REPLACEMENT

• Siding

• Windows

• Decking

• Painting

• Waterproofing

EXPERIENCED 
SINCE 1994

www.PacificExteriorsNW.com

Do You Have a Project 
We Can Help With?

Call Today for 
a Free Estimate:

503-953-0419
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• Made in USA
• Total exterior solutions
• Nationally known, locally owned
• Financing available
• Virtual or in-home consultations

ENTRY DOORS

PATIO DOORS

SIDING

WINDOWS

Superior Products, Professionally 
Installed, at a Guaranteed Low Price.

www.WindowWorld.com
1-866-740-2100

Virtual or in-home consultations

www.WindowWorld.com

For a free quote, call 

1-800-NEXTWINDOW

Quality. Value. Trust.

OR CCB# 195767        •         WA CCB# WINDOWP884C2
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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 its clients and provides insight into 
today’s renters.

This analysis shows insight into market-
appropriate unit sizes and confi gurations, 
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 United States 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 
fi nancing. 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 profi les 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, and Who Will 
They be in the Future?
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RHA Oregon President’s Message

Encouraging Signs for a Better 2021

info@rhaoregon.org
www.rhaoregon.org
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Dear friends and fellow landlords,
I hope you had a great Thanksgiving holiday, even if 

it was only a Zoom gathering with family and friends. 
I thank all of you who have been writing, calling, and 

emailing our state legislators as they debate the current 
round of proposed legislation. It has been a particularly 
frustrating time for small landlords across the state. As 
far as I am aware, ours is the only industry that has been 
forced to continue operating and serving our customers 
(tenants), whether they are able to pay or not. We must 
continue to demand real leadership from city councils to 
the state legislature to the governor’s offi ce. “Kicking the 
can down the road” is not leadership. 

Although most of our members have been able to 
survive during the eviction moratorium, there are many 
who have lost a signifi cant portion of their income 
and who face more losses in the next several months. 
They should not have to carry that burden alone. I am 
hopeful that when the legislature meets in December, 
the likely extension of the eviction moratorium will 
be accompanied by funds made directly available to 

landlords that have been affected the most.
It seems clear to me that 2021 will bring a new normal 

for all of us. For me, the results of last month’s elections 
were moderately encouraging. In the city of Portland, 
anti-landlord council member Chloe Eudaly was defeated 
by Mingus Mapps, who will at least listen to landlord 
concerns.  At the state level, while Democrats still hold 
a supermajority, they also still require cooperation from 
Republicans to form a quorum to conduct business. It is 
not much, but some of the more outrageous proposals 
that pop up from time to time (like rent forgiveness) will 
likely be held in check. 

The encouraging results for potential vaccines 
reported by several pharmaceutical manufacturers this 
past month are also reason to be hopeful. Americans 
should have access to at least one COVID-19 vaccine by 
mid-2021. Until that time, we will continue to forgo our 
dinner meetings and in-person classes, but it will not be 
long before we are able to meet again in person. We will 
continue periodic virtual member meetings to provide 
you with updated information; our November meeting 

had good participation and provided some valuable 
insight into navigating the current eviction moratorium. 
Please join us by Zoom in December for our installation 
of new offi cers.

My term as President of Rental Housing Alliance 
Oregon is coming to an end. As much as I have enjoyed 
working on your behalf over the past two years, I am 
happy to be passing the reins of leadership back to Ron 
Garcia, whose experience and expertise is especially 
welcome during these challenging times. I am also 
happy to report that our 2021 President-Elect is Melinda 
McClelland, a small landlord like me and most of our 
membership. I hope you will support both in the coming 
years. Though I am stepping down as president, I will 
continue to support RHA’s efforts to obtain fi nancial 
relief for our members who have been particularly hard-
hit during the COVID-19 pandemic. 

Hang in there, have a Merry Christmas, and have a 
Happy New Year!

— Ken Schriver
RHA Oregon President

Ionic-Paint
Additive

386-246 8694
www.ionicpaint.com
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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 fits 
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 
specific to each one.  

As an example, after one of our review 
and planning sessions five 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 filled 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 find renters, what would we charge for 
rent, and how are these renters different 
from winter visitors?  All valid questions 
that we are figuring 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 confident 
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 profitability?

• 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-specific 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 find success.

How 2020 Can Benefit Your Assets in 2021
Continued from Page 1
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Multifamily NW Webinar Schedule
DECEMBER 2 WEBINAR: FAIR HOUSING FOR MAINTENANCE 10:00 AM - 11:30 AM

DECEMBER 7 FINANCIAL MANAGEMENT BASICS -NOI DOES NOT MEAN “NO OTHER INCOME” 2:00 PM - 3:30 PM

DECEMBER 8 UNWIND WITH MULTIFAMILY NW: GIFT WRAPPING CLASS 5:00 PM - 6:00 PM

DECEMBER 9 WEBINAR: MOLD AWARENESS 10:00 AM - 12:00 PM

WEBINAR: HR ISSUES - WHAT IS GOOD DOCUMENTATION? 12:00 PM - 1:00 PM

DECEMBER 10 WEBINAR: LEASING WITH CONFIDENCE - ONLINE MARKETING 2:00 PM - 3:00 PM

DECEMBER 11 WEBINAR: IT’S THE LAW: HAPPY ALMOST NEW YEAR 12:00 PM - 1:00 PM

DECEMBER 14 UNWIND WITH MULTIFAMILY NW: OLD FASHIONED COCKTAIL CLASS 5:00 PM - 6:00 PM

DECEMBER 15 WEBINAR: WA IT’S THE LAW: HAPPY ALMOST NEW YEAR 12:00 PM - 1:00 PM

I certify that my pet(s) have no history of aggressive, threatening or violent behavior. I agree to the above provisions. I will keep stated insurance 
current and will provide a copy of the declaration page at each reissuance.

DATE __________________________________________ PROPERTY NAME / NUMBER ___________________________________________________________________________________________________________________________________________________________________ 

RESIDENT NAME(S) ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

UNIT NUMBER ___________________________________ STREET ADDRESS ___________________________________________________________________________________________________________________________________________________________________________  

CITY ___________________________________________________________________________________________________________________________________________________ STATE ___________________________________ ZIP _____________________________________________________________
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 ON SITE        RESIDENT        MAIN OFFICE (IF REQUIRED)

_____________________________________________________________________________________ _____________________________ _____________________________________________________________________________________ _____________________________ 
RESIDENT DATE RESIDENT DATE 

_____________________________________________________________________________________ _____________________________ _____________________________________________________________________________________ _____________________________ 
RESIDENT DATE RESIDENT DATE 

_____________________________________________________________________________________ _____________________________ 
OWNER/AGENT DATE

X X 
 

X X 
 

X

OREGON 
PET AGREEMENT ATTACH PHOTOS OF THE PETS

Resident agrees to the following: 
1. Only the following described pet(s) will reside in the unit: 

Name__________________________________________________ Type____________________________________________ Breed____________________________________________ Age_______________________ Weight_______________________ 
Name__________________________________________________ Type____________________________________________ Breed____________________________________________ Age_______________________ Weight_______________________ 
Name__________________________________________________ Type____________________________________________ Breed____________________________________________ Age_______________________ Weight_______________________ 

2. No breeding of any pet is allowed.  � If checked, pets must be spayed or neutered. 
3. All pets must be properly licensed and have shots required by statute or regulation at all times. 
4. No pet with a history of aggressive, threatening or violent behavior will be allowed. At Owner/Agent’s discretion, breeds with a disposition 

for aggressive behavior may be prohibited. 
5. Pets will not be allowed out of the unit except when being carried by Resident or when on a leash under Resident’s control. 
6. Pets will not be chained or tied in any way to the exterior part of the building. 
7. Pets will not be allowed to use any part of the Premises for depositing waste. Should this occur accidentally, Resident will immediately 

clean up the waste. For any rental unit which includes a yard designated for use exclusively by the Resident, Resident is responsible 
to clean up and dispose of pet waste on the Premises promptly. 

8. Pets will not be allowed to make noise or engage in threatening conduct which might disturb other residents, Owner/Agent, guests or 
other pets/assistance animals. 

9. Pets will be kept clean. Any pet waste that is accumulated in a tray inside the unit will be disposed of properly and promptly. 
10. Resident will immediately notify Owner/Agent of any personal injury or property damage caused by the pet(s). 
11. Any damage attributed to the pet(s) will be paid for promptly by Resident. 
12. The maximum adult weight/size of any pet is:___________________________________________________________________________________________  
13. Any additional pets or any change to any of the pets will require a new agreement and adjustment to the pet rent, if applicable. 
14. Resident, any guest or invitee shall indemnify, defend and hold Owner, Owner’s Agents, and employees harmless from and against 

any actions, suits, claims, and demands (including legal fees, costs, and expenses) arising from damage or injury to any person or 
property of others by any pet owned, kept, housed, or maintained by Resident, his/her guest or invitee. 

15. Unless prohibited by law, before move-in of pet(s), Resident shall provide Owner/Agent with proof of insurance of a minimum of 
$100,000 liability, or the amount listed in the special terms and conditions below, to cover any damage or injury caused by said pet(s). 
As provided in the Rental Agreement, Owner/Agent will be named as an interested party on Resident’s insurance policy. Said proof 
shall be subject to reverification at any time a declaration page is reissued. (This paragraph is not applicable to HUD project based 
subsidized properties.) 

Special terms and conditions: 
_________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 
Emergency Contact(s): Resident authorizes Owner/Agent to contact the following person(s) in the event of an emergency regarding my 
pet(s) and may give him/her/them access to the unit to care for my pet(s). Owner/Agent is not obligated to contact such persons and Owner/ 
Agent is not responsible for the acts of my emergency contacts if the emergency contacts enter my unit:  
Name__________________________________________________________________________________ Phone__________________________________________________ Email___________________________________________________________________________ 
Name__________________________________________________________________________________ Phone__________________________________________________ Email___________________________________________________________________________ 
Name__________________________________________________________________________________ Phone__________________________________________________ Email___________________________________________________________________________ 
A refundable deposit of $_________________________ is herewith paid by Resident as additional security deposit. This amount will be added to any existing 
security deposit and will secure all of Resident’s obligations under the Rental Agreement, this pet agreement, and the landlord-tenant law. 
Monthly pet rent of $_________________________ will be paid by Resident and will 
be due with the regular monthly rent. Pet rent will cease if Resident 
provides acceptable proof that all the pets have died or been 
permanently removed from the Premises. 
This agreement is incorporated into and made a part of the Rental 
Agreement. 

INITIAL ACCOUNTING 
Pet Rent From_________________________ Thru_________________________ $________________________ 
Refundable Deposit $________________________ 
Total First Payment $________________________

FORM OF THE MONTH 

Oregon Pet Agreement M006 OR 

Pets are a popular request for residents, and this form simplifi es the terms to ensure 
all parties are aware of the rules and regulations for pets on the property. The Pet 
Agreement is specifi c to Oregon (there is a Washington version as well) and has 
been recently updated to accommodate more than one pet on the form. The form 
template includes standard best practices and responsibilities for the resident including 
restrictions on breeding, mandating applicable licensing and vaccinations, codifying 
responsibility for the pet’s behavior and picking up the pet’s waste, etc.

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
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Carpet/Vinyl/Wood
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Light Fixtures
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Doors/Woodwork
Counter Tops
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Locks
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Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable
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Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1
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Tub/Shower

Walls
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Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
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Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
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Essential Services

Doors/Woodwork
Doors/Woodwork
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WA-RTG-20 Washington

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

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

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

UNACCEPTABLE COLOR USAGE

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

02

Exclusive Industry Partner of:

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

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

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

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

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

REASONS TO 
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

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

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

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com
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By Matthew Davies                    
PresiDent, harMony CoMMunities

 The affordable housing industry is 
in dire straits. Record-high costs for 
construction materials coupled with labor 
shortages have hampered the development 
of new affordable housing communities. 
Yet the demand for affordable homes is 
greater than ever. 

According to the National Low Income 
Housing Coalition, the United States 
has a shortage of 7.2 million affordable 
and available rental homes. In existing 
communities, eviction moratoriums 
put in place during the COVID-19 
pandemic mean that many landlords 
and owners and operators of affordable 
housing communities must maintain their 
operations without the major source of 
their income – rent. At the same time, 
families are struggling while housing 
costs rise faster than incomes; Harvard 
University’s Joint Center for Housing 
Studies estimates that nearly half of renter 
households spend more than 30 percent of 
their income on rent.

In many ways, the pandemic exacerbated 
a problem that is already approaching 
crisis levels; missed work due to illness, 
joblessness, and wage reductions during 
the pandemic could drive an estimated 
250,000 new people into homelessness, 
according to a Columbia University study.

In the state of California, the need for 
affordable housing expands past lower and 
middle-income families. With an average 
median home price upwards of $600,000, 
California housing is among the most 
expensive in the country. According to a 
study from the California Department of 
Housing and Community Development, 
in every major metropolitan area and its 
surrounding counties, between 30 and 60 
percent of residents cannot afford market 
rent.

It’s no longer just cities that are seeing 
a demand for more affordable housing 
either. With fewer people required to 
physically report to work in cities, many 
have fled urban areas in search of a more 
affordable solution.

In California, multiple attempts to solve 
the affordable housing demand problem 
at the government level have been either 
proposed or implemented. But a state law 
passed in 2020 to cap the amount by which 
landlords raise rent and 18 other bills 
aimed at increasing housing production, 
the problem remains, demonstrating that 
other solutions are needed. 

In this article, I’ll discuss four 
alternative solutions to help increase the 
supply of affordable homes where they 
are needed and help those who truly need 
assistance.

1. REDUCE REGULATORY 
BARRIERS TO AFFORDABLE 
HOUSING

In many areas, zoning laws prohibit 
affordable housing development.

For example, in most U.S. cities, it is 
illegal to build anything other than single-
family detached homes on three-quarters 
of an acre of land. When multifamily 
housing is allowed, zoning rules 
including building-height caps can limit 
the profitability of these developments.

To increase the affordable housing 
supply in areas where it is needed most 
requires reducing the regulatory hurdles 
that developers need to go through in 
order to build more affordable homes.

2. MAXIMIZE LAND SPACE WITH 
GREATER DENSITIES

With zoning regulations relaxed, 
developers can use density to maximize 
the available land and provide housing 
for more people. Two creative ways to do 
this are through tiny homes or by going 
vertical, an approach known as upzoning.

A typical subdivision with site-built, 
single-family homes requires on average 
about an acre for every 4-5 homes. By 
contrast, a community of tiny homes 
holds up to 25 or even 30 residences 
per acre. Tiny homes are economical, 
practical, and can go a long way toward 
solving many of our nation’s housing 
concerns.

Likewise, high-rise buildings can house 
more people per acre than their single-
family-home counterparts. A typical 
high-rise building provides about 100 
housing units on an acre of land. If each 
unit houses three people, a single acre can 
provide housing for 300 people.

3. INCENTIVIZE DENSITY WITH 
TAX INCENTIVES

When paired with relaxed zoning 
restrictions, putting higher taxes on 
expensive, but underused, land can 
also incentivize affordable housing 
development.

Unlike property taxes, which charge a 
similar rate for buildings and land, land 
value taxes charge a higher tax rate on 
the land and a lower rate on the structures 
themselves. 

In other words, the land tax rate is the 
same whether the land owner uses it for 
commercial space, apartments, or any 
other use. Tax abatement programs are 
available in some cities to offset the cost 
of providing affordable housing.

4. GRANT RENT SUBSIDIES – NOT 
RENT CONTROL – TO ENSURE 
HELP IS GIVEN WHERE IT’S 
NEEDED MOST

Rental subsidies provide financial 
assistance to households who need it. By 
contrast, rent control caps the frequency 
and amount by which landlords and 
property owners can increase the rent in 
residential units across the board. 

On the surface, rent control may appear 
to be a viable solution to making rent more 
affordable, but upon closer inspection 
it becomes apparent that the opposite is 

true.

When a state, city, or county 
government adopts rent control, the 
regulation is applied to everyone, 
regardless of need. As a result, in rent-
controlled communities, everyone — 
even those who can easily afford market 
rent — receives a subsidy that is paid for 
by the government, the property owner, 
or some combination of the two.

Rent control can make it difficult 
for property owners to maintain their 
business. When owns and operators of 
affordable housing communities find 
themselves unable to maintain their 
businesses, they may seek out a more 
lucrative option, displacing people from 
their homes and lessening the affordable 
housing supply, ultimately driving up 
prices for homes in the area and making 
them the polar opposite of affordable.

Unlike rent control, rental assistance 
programs target people based on need. 
Instead of imposing a ceiling mandate 
on rent prices, governments provide 
rental assistance only to people who meet 
certain income criteria. 

These programs offer a more targeted 
approach to helping those in need while 
requiring those who can afford the rent to 
pay market rates, thereby taking some of 
the burden off the property owners.

CONCLUSION: A MULTIFACETED 
PLAN 

Conquering a complex problem like 
affordable housing demand requires a 
multifaceted solution that addresses both 
housing supply and assists those truly in 
need.

The greatest way that government can 
help solve the affordable crisis in our 
country is to use a twofold approach that 
involves:

1.  Reducing the number of regulatory 
and legal hurdles that developers 
have to face (which spurs 
development and works to increase 
the housing supply, therefore 
keeping prices down)

2. Providing help where it’s needed, 
to ensure tenants get the assistance 
they need while ensuring landlords 
and property managers continue 
to receive the income they need to 
ensure their communities thrive 
and their businesses stay operative.

A final note: when considering 
solutions like land value tax reform 
and upzoning, caution must be taken to 
prevent displacement of existing renters, 
especially in high-demand real estate 
markets, where newer, larger buildings 
could have broad appeal and subsequently 
drive rent prices up. In these instances, 
housing vouchers can help.
Matthew Davies is the founder 
of Stockton, CA-based Harmony 
Communities, which currently owns 
and operates thirty-three manufactured 
housing communities in the western 
United States. An investor and commu-
nity development professional work-
ing for affordable housing solutions, 
Davies’ goal is to help bring the oppor-
tunity for homeownership to people in 
his home state who otherwise could not 
afford to buy a home.

Hainsworth — keeping properties and tenants clean and happy for 55 years.

• State-of-the-art brand name equipment
• 24/7 personalized assistance
• Friendliest and fastest response time
• Easy-to-use app for payments and rewards
• Residual income stream for your property

Call 800-526-0955 today to get started. hainsworthlaundry.com

YOUR TENANTS DIRTY  
LAUNDRY, OUR PROBLEM.

Affordable Housing Demand Skyrockets 
in Response to the COVID-19 Pandemic
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Micro Property ManagementMicro Property Management

We focus on the 
small details.

• Property management
• Tenant screening & placement
• Rental inspections
• Maintenance

Let Micro Property Management 
customize our services to help you 
maximize your properties and their 
cash flow potential.

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 
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.

Continued from Page 1

5 Rental-Property 
Management Mistakes 
You’ll Want to Avoid
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By BraDLey s. kraus                    
attorney at Law, warren aLLen, LLP

As we approach the end of 2020, the 
hopes of quickly moving beyond, and 
triumphing over, COVID-19 appear to be 
fading. 

Oregon Governor Kate Brown has 
placed new restrictions on businesses to 
head off the rising spread of the virus. 
The legislature is discussing further 
legislation involving an extension of 
the eviction moratorium and a rent-
reimbursement fund for landlords. While 
plans for the latter do not appear fi nalized 
as of this writing, it does appear that the 
moratoriums will be extended in some 
form. 

As a result of the above legislation, and 
that which preceded it, many landlords 
are looking to sell their rental properties. 

While most no-cause notices 
are prohibited in current eviction 
moratoriums, both the state and local 
moratoriums allow for landlords to serve 

a no-cause notice related to sale of the 
property. While it seems simple, there 
is far more coordination involved—and 
necessary—to serve such a notice due to 
the many elements landlords must meet to 
qualify for the exemption. 

ORS 90.427(5)(d) and ORS 90.427(6) 
discuss the No-Cause Notice Qualifying 
Landlord Exemption involving sale 
of property. As with every qualifying 
landlord exemption, they require that 
the landlord provide a 90-day notice 
specifying the reason for the termination 
and supporting facts. It also requires the 
payment of one month’s rent for relocation 
assistance at the time of service of the 
notice unless the landlord owns four or 
fewer rental properties. The landlord 
may also be required to pay additional 
relocation assistance, depending on local 
relocation-assistance requirements. 

The above requirements are the same 
for all qualifying landlord exemptions, but 
the sale exemption is more burdensome 
than others. The Landlord must have:

(a) Accepted an offer to purchase the 
dwelling unit separately from any other 
dwelling unit from a person who intends 
in good faith to occupy the dwelling unit 
as the person’s primary residence; and

(b) Provided the notice and written 
evidence of the offer to purchase the 
dwelling unit  to the tenant not more 
than 120 days after accepting the offer to 
purchase.

The requirements of (a) complicate 
matters greatly. The landlord simply 
cannot rely on the fact that they intend to 
sell the property; they must have accepted 
an offer to purchase the dwelling unit 
from someone who intends to occupy 
the same. Many buyers wish to occupy 
the home promptly. However, due to the 
90-day notice requirement of the statute, 
that simply cannot occur, which can 
complicate sale matters. Additionally, the 
purchase of the dwelling must be separate 
from any other dwelling unit—which 
causes the sale of duplexes and triplexes 
to fall outside of the exemption. 

Landlords/owners who cannot meet 
the above requirements may have other 
options at their disposal to assist with the 
sale of the property. However, these likely 
require cooperation with your tenants, 
and therefore, those options should be 
used in close conjunction with your 
attorney. The penalties and complications 
from missteps can involve lost time, lost 
sales, and potential exposure to claims. 
Accordingly, a proactive approach, as 
opposed to a reactive one, is appropriate 
for any landlord seeking to use this—or 
any—qualifying landlord exemption. 
Brad Kraus is an attorney at Warren 
Allen LLP. His primary practice area 
is landlord/tenant law, but he also as-
sists clients with various litigation mat-
ters, probate matters, real estate dis-
putes, and family-law matters. A native 
of New Ulm, Minnesota, he continues 
to root for Minnesota sports teams 
in his free time. You can reach him 
via email kraus@warrenallen.com or 
503-255-8795.

Transitioning from Landlord to Seller: Using 
a Qualifying Landlord Exemption for a Sale

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 Justin BeCker

As we approach 2021, the COVID-19 
pandemic shows no signs of slowing down. 
There is no denying that adjustments have 
had to be made for the real estate industry 
and the multifamily housing industry.

Still, the reality is that online services, 
virtual apartment-tour showings, 
and frequent cleaning of high-touch 
surfaces are not enough to make our 
everyday world a less contagious place. 
Unfortunately, this is more than evident 
as cases continue to rise, and states and 
businesses continue to open and close to 
safety concerns. 

With only a month left in 2020, it is 
not too surprising that many real estate 
developers and property managers are 
looking for more long-term solutions to 
ensure that their tenants or occupants 
are safe. This is especially true when it 
comes to things like multifamily-housing 
amenities. 

For the last couple of months, many have 
noticed a shift in how things are being 
designed and what measures property 
managers are putting in place to ensure 
that people can still use rent apartments, 
use gym facilities, and still enjoy some 
of the features that brought many of their 
tenants to multifamily housing in the fi rst 
place.

The truth is that apartment amenities 
have changed during the pandemic, 
and they will continue to do so for the 
foreseeable future. That said, many 
property-management teams and 
landlords are asking themselves what 
they can do to make their buildings in 
complexes safer for everyone and reduce 
the spread of COVID-19.

CHANGES IN APARTMENT 
GATHERING PLACES

One of the very fi rst things that many 
landlords and property managers did 
during the onset of COVID-19 is turn 
gathering places into multi-purpose 
spaces that people could be in and safely 
social distance. For instance, lounges and 
other areas are now being repurposed 
for homeschooling and remote work. 
Furthermore, landlords are investing in 
more movable furniture, which allows 
them to set seating, dining, and studying/
work areas six or more feet apart.

CONVERTING CLUBHOUSES 
AND GAME ROOMS INTO             
CO-WORKING SPACES

Similarly, game rooms are also being 
converted into more practical spaces 
for residents who are now essentially 
homebound. Moreover, outdoor spaces 
have been heavily used this summer and 
fall, as CDC guidelines have indicated 
that being outdoors is less of a health risk. 
In warmer places, property managers 
are still relying on rooftop decks and 
other outdoor spaces to facilitate social 
distancing and add some ventilation. 
In contrast, in cities or areas where it 
is quickly getting colder, management 
teams are looking into outdoor heaters 
and enclosures that will allow residents 
to safely socialize while still being in a 
similar or almost comparable outdoor 
setting.

RETHINKING LIVING SPACES 
INSIDE APARTMENT UNITS

In an effort to showcase apartments 

for rent, property managers have been 
rethinking living spaces inside their 
apartment homes. For example, multi-
bedroom units are now being advertised 
as one-bedroom apartments with home 
offi ces or remote learning spaces, instead 
of the traditional marketing for 2-bedroom 
or 3-bedroom apartments. Single-
bedroom apartments are showcasing 
a creative space/working area where 
residents can earn a living in the comfort 
of their own home, since a signifi cant 
number of people are now working from 
home.

CREATING CO-WORKING 
SPACES WITH DIVIDERS

Property managers also turned to 
coworking spaces that already existed 
in their apartment buildings and added 
dividers so their residents could still use 
the spaces but have an additional layer or 
barrier between them and the next person. 
Note, residents are still required to wear 
masks in such settings and observe social 
distancing.

NEW SPACING REQUIREMENTS
What’s more, landlords and property 

managers are having to get creative with 
spacing out everything and observing 
social-distancing protocols. As previously 
mentioned, this is evident with new 
lounge spaces and so on.   

BETTER VENTILATION AND 
IONIZATION SYSTEMS

In addition to new spacing requirements, 
landlords have found unique and creative 
ways to increase ventilation throughout 
their apartment buildings. In fact, some 
have gone so far as to invest in hospital-
grade ventilation systems. For instance, 
MERV 13 fi lters have been integrated into 
units, amenity rooms, and common areas. 
Plus, high-end apartment communities 
are also adding an extra safeguard with 
special ionization systems in various 
building ducts. These unique ionization 
systems zap viruses that may have snuck 
through building ventilation systems.

FEWER TOUCH SURFACES AND 
FREQUENT CLEANING

Moreover, if you walk into an apartment 
complex or building these days, you will 
notice that there are fewer touch surfaces., 
which means now there are more key 
fobs to unlock lobby doors, motion-
triggered faucets, and automated toilets. 
High-touch areas that cannot be motion-
triggered are required to be cleaned every 
hour—or there are automated mists that 
disinfect small, poorly ventilated spaces.

MORE COPPER OR 
ANTIMICROBIAL SURFACES

Similarly, there has been an increase 
in copper and  antimicrobial surfaces. 
Anything that can now be made out of 
copper, even some workout equipment, is 
now showing up in multifamily housing 
developments throughout the country.

FITNESS FACILITIES AND     
HALF-CAPACITY

Speaking of fi tness facilities, many 
apartment communities are imposing 
half-capacity rules for gyms and other 
common areas. To deal with high-
demand, fi tness facilities that used to 
be open during the day or as long as the 

leasing offi ce was open have now become 
24-hour gyms so that all residents can 
use the facilities. Gym equipment is 
also being spaced out to ensure social 
distancing. That said, since many tenants 
or residents barely use fi tness facilities in 
general, these types of accommodations 
have not necessarily been widespread.

MORE ASSISTANCE VIA APPS
There has also been a major shift to apps. 

For example, some property managers 
have created apps for residents that allow 
them to schedule time in common areas. 
Plus, apartment communities that once 
upon a time only had in-person or mail-in 
rent policies have now embraced online 
rent portals. There has been an increase in 
virtual/electronic communication as well 
between landlords, staff, and residents—
more email newsletters, online forums, 
etc.

COMMON POST-PANDEMIC 
APARTMENT AMENITIES 
RENTERS WILL SEEK

Landlords will need to embrace 
post-pandemic apartment amenities if 
they want to continue to attract new or 
prospective tenants. This means you 
should expect to see more contactless 
methods of paying rent and dedicated 
personal outdoor space (like balconies/
patios) on renters’ must-have lists.  Other 
coveted items will likely be included—a 
second bedroom/bathroom (for offi ce 
space or in case a member of the household 
is ill), more closet/pantry space (for stock 

buying), kitchens with room for in-home 
cooking, plus an in-unit washer/dryer. 
Besides offering these in-unit features, 
property managers should invest in smart 
locks to avoid touching keys for building 
entrances as well as for apartment homes.

And as a direct response to the previous 
moratorium on evictions, many landlords 
are expected to offer longer leases with 
a controlled rent rate to avoid rent raises 
when employment may be affected. 
Likewise, there is talk of including most, 
if not all, utilities in the monthly rent 
rate. This is also in case employment is 
affected. Finally, post-pandemic renters 
are expected to seek out pet-friendly units 
more than ever before. as stay-at-home 
orders have signifi cantly increased pet 
adoption over the last 10 to 11 months.

TAKE-AWAY

COVID-19 and the ongoing pandemic 
will defi nitely have a lasting impact on 
how people interact with one another in 
multifamily housing. Moreover, there 
is no denying that certain apartment 
amenities will need to get with the times 
or be left behind.  That said, any way 
you slice it, the overall goal here remains 
the same—to reduce the likelihood of 
COVID-19 being transmitted.
Justin Becker is a property owner in 
the state of Michigan and has a pas-
sion for managing communities. He 
owns apartment complexes and mobile 
home communities, and has been writ-
ing his own blogs for his properties for 
several years.
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RENTAL HOUSING JOURNAL

Property managers are at the center 

of the collision between rising rental 

demand, declining profi tability, changing 

regulations, and the nationwide shortage 

of affordable places to live, according to 

the fi fth annual survey of 1,738 property 

managers by Buildium and the National 

Association of Residential Property 

Managers.

In addition to the property managers, 

the report also surveyed 1,118 renters, 

603 rental property owners and 217 

association board members in 340 metro 

areas.

Chris Litster, CEO of Buildium, and 

Gail Phillips, CEO of the National 

Association of Residential Property 

Managers (NARPM), presented The 

2020 State of the Property Management 

Industry Report in a recent webinar 

focusing on key macro trends.

The report said property managers who 

“are prepared to refocus their businesses 

on the rapidly evolving preferences of 

their residents and clients will be best 

positioned for success as the industry 

enters a new chapter.”

Still, the report makes the point that 

relationships remain at the heart of 

effective property management.

“Property managers have found 

themselves at the center of the collision 

between rising rental demand, declining 

profi tability, changing regulations, and 

the nationwide shortage of affordable 

places to live,”  the report says.

“It’s evident that these socioeconomic 

forces, along with the very real and 

immediate demands of their owners and 

residents, are changing the role of the 

property manager for good.”

Portland Rents Stop 

Decline and Hold Steady
Page 4

How Technology is Changing Property 

Management ... and Why You Should Care
Page 8

Is Renting to College 

Students A Good Idea?
Page 17

Portland’s 

New F.A.I.R. 

Housing 
Ordinance
BY RON GARCIA

The City Council of Portland is now 

slated to pass its Fair Access in Rentals 

(F.A.I.R.) Act to become law on March 

1, 2020. 

However, Portland landlords should 

instead understand this new ordinance 

to read as: “Forcibly Accepting 

Increased Risk.”

This new statute restricts and 

governs:

• How tenant screening must be 

conducted, as well as how vacancies 

must be advertised and fi lled, and

• How much landlords can collect 

for tenant security deposits and 

how those funds must be allocated 

towards damages upon termination, 

as well as new mandates on handling 

termination notices (including 72-hour 

late notifi cations).

See ‘Ordinance’ on Page 15

Property Managers Face 

Unprecedented Change In 2020

Chart from the Buildium report, The 2020 State of the Property 

Management Industry Report.

See ‘Change’ on Page 10

KEEPE

Have you been thinking about adding 

a trash valet service at your property? In 

the race to attract renters, properties are 

continually trying to fi nd new ways to 

make life easier for renters and improve 

the condition of the property. 

Trash valet service is one of the most 

requested services by renters, and it has 

some serious benefi ts for properties as well.

ABOUT TRASH VALET SERVICE?

Trash valet service eliminates the need 

for big dumpsters placed all over the 

3 Reasons Why You Should Consider 

Trash Valet Service at Your Property

See ‘Valet’ on Page 12
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•	 Notice of Terminations
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1. Online at www.rhaoregon.org, both downloadable and 
hardcopy

2. Phone 503/254-4723 to order your forms with one of 
our friendly representatives

3. Visit 10520 NE Weidler Portland OR 97220 for fast 
friendly service
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otal amount of damage to the property is 

he property have been calculated.

The following is the written accounting for the withholding of your security deposit(s) and/or last month’s rent deposit. Security deposit(s) may be withheld 

for the following: to remedy any defaults in the rental agreement, including but not limited to unpaid rent and to repair damages to the premises caused 

by the tenant, but not including ordinary wear and tear. If there is a last month’s rent deposit, that deposit is only withheld to cure any unpaid rent that 

may be owed. This written accounting is provided to you within 31 days of the termination of your tenancy and delivery of possession.
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TENANT NAME(S): 

UNIT ADDRESS:  
 

 
 

 
 

 
 

 
 

       UNIT# 

CITY:   
 

 
 

 
 

 
 

STATE:  
          ZIP:

FORWARDING ADDRESS:    
 

 
 

 
 

 
 

 
         UNIT# 

STATE:  
          ZIP:  

       UNIT# 

  
          ZIP:

         UNIT# 

STATE:  
          ZIP:  

          ZIP:  

ACCOUNTING FOR WITHHOLDING LAST MONTH’S RENT DEPOSIT ONLY:

Balance of Rent Due to Landlord:
$$

Balance of Rent Due to Tenant:
$$

ounting for withholding last month’s rent deposit.  Landlord 

may NOT use Balance of Rent Due to Tenant to pay fees, deposits or itemized deductions for damages.  Landlord may deduct 

OR

(Not to include last month’s rent deposit)

302(08/18)

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 
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NOTICE OF TERMINATION 

NOTICE OF TERMINATION 
(FOR CAUSE)
(FOR CAUSE)
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(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)
(FOR CAUSE)

TENANT NAME(S): 

and all other occupants

RENTAL ADDRESS: 

 UNIT# 
 UNIT# 

CITY: 

 STATE: 
 STATE: 

 ZIP:  ZIP: 
Pursuant to ORS Chapter 90, you are hereby notified that you are in material noncompliance with your Rental Agreement, and/or in violation of  

the Oregon Residential Landlord and Tenant Act, in the following manner (specify all violations): 

You have the right to cure the above listed violation(s). One possible cure for the above violation(s) is listed below, if  more than one cure is 

(must be a minimum of 14 days, not 

. If  you fail to remedy said violations by the foregoing time and date, your 

 30 days, not including extra days required when 

 your Rental Agreement will not 

 your Rental Agreement will not 

If  substantially the same act or omission which caused this notice to be given recurs within six (6) months following the date of  this notice, the 

Owner/Agent may terminate the Rental Agreement upon at least ten (10) days’ written notice specifying the breach and the date of termination 

Landlord/Owner/Agent does not waive the right to terminate tenancy by simultaneously or subsequently served notices. 
 

 
 

 Landlord/Owner/Agent’s telephon

 
 

 
 

 Landlord/Owner/Agent’s telephon
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ed in a secure manner to the main entrance to that portion of  the premises of  which the 

Add a minimum of three days to the cure/termination date below for mailing, not including the date mailed)
  

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

 

  
 

 
 

 
 

 
 

 
 

 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

 
 

 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 

 
  

 

  
 

 
 

 
 

 

  
 

 
 

 
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
otal amount of damage to the prope

he property have been calculated.

The following is the written accounting for the withholding of your security deposit(s) and/or last month’s rent deposit. Security deposit(s) may be withheld 

for the following: to remedy any defaults in the rental agreement, including but not limited to unpaid rent and to repair damages to the premises caused 

by the tenant, but not including ordinary wear and tear. If there is a last month’s rent deposit, that deposit is only withheld to cure any unpaid rent that 

may be owed. This written accounting is provided to you within 31 days of the termination of your tenancy and delivery of possession.
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FORWARDING ADDRESS:    
 

 
 

 
 

 

CITY:  

ACCOUNTING FOR WITHHOLDING LAST MONTH’S RENT DEPOSIT ONLY:

Balance of Rent Due to Landlord:

Balance of Rent Due to Tenant:

ounting for withholding last month’s rent deposit.  Landlord 

may NOT use Balance of Rent Due to Tenant to pay fees, deposits or itemized dedu
(Not to include last month’s rent deposit)

Applicant Name:

 Telephone: 

First  

 

E-mail Address: 

SSN #: 
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  Why are you moving? 

Current Landlord: 
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Previous Landlord: 
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 To: 
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 To: 

Previous Landlord: 
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APPLICATION TO RENT
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Do y
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 Water-Filled Furniture: 

Comments & Explanations fro
m Applicant: 

  

PET
#1

Type: 

Has the Pet ever injured anyone or damaged anythin

Rental A
ddress

Unit #

Date: 

  Time: 

  Move-in
 Date: 

 Photo I.D
.? 

  # of Units A
vaila

ble 
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RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT
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RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

THIS AGREEMENT is entered on 
.

By and between 

 as “Landlord” and

 as  “Tenant(s)”

for the property commonly described as:

Premises: 

 UNIT# 

City: 

pursuant to the terms and conditions contained herein. No other person(s) shall occupy the Premise

In addition to the Premises, Tenant(s) shall be entitled to use: 

In addition to the Premises, Tenant(s) shall be entitled to use: 

In addition to the Premises, T

garage(s) 
, parking space(s) 

, and/or storage unit(s) 

New Move In     Transfer     
Renewal     

Month-to-Month Tenancy     Fixed Term Lease

SERVICE OF NOTICES: The Landlord’s address for service of  notices is:

RENT:

Monthly rent shall be $ 
 and shall be due and payable o

is not filled in). Rent prorated from 
 through 
 through 

All rent payments shall be made payable to: 

RE
N

T
RE

N
T

RE
N

T
RE

N
T

RE
N

T

CH
AR

GE
S

CH
AR

GE
S

CH
AR

GE
S

CH
AR

GE
S

CH
AR

GE
S

CH
AR

GE
S

CH
AR

GE
S

CH
AR

GE
S

CHARGES: The following shall constitute a list of  all deposits, fees and rent that are charged by the 

Late Charges:  If  rent is not paid by the end of the 4th day of  the rental period, then Tenant(s) shall pay a 

late charge as follows (choose one): 

 One time late charge of $ 

 One time late charge of $ 

Daily late fee is not to exceed 6% of the amount customarily charged for flat late fees in the rental 

     market: $ 
 per day per day

Incremental late fee shall not exceed 5% of monthly rent for each 5 days of  delinquency or portion 

    thereof: $ 
 per 5 days
 per 5 days

Fees:
•	 Dishonored Check Fee: $35.00 plus any charges bank imposes on Landlord 

•	 Smoke Alarm/Carbon Monoxide Alarm Tampering Fee: $250.00

Noncompliance Fees: Noncompliance fees for the following violations of  the rental agreement and in 

accordance with Section 24:(check all that apply)

Late payment of  a utility or service charge that the tenant owes the Landlord as described in ORS 90.315

Failure to clean up pet, service or companion animal

dwelling unit

Failure to clean up garbage, rubbish and other waste from a part of  the Premises other that the dwelling unit

Parking violations

The improper use of  vehicles within the Premises

Smoking in a clearly designated nonsmoking unit or area of the Premises

Keeping on the Premises an unauthorized pet capable of  causing damage to persons or property, as 

described in ORS 90.405

Early Lease Termination Fee:  (Not to exceed 1.5 times the monthly rent)

$ 
(1.5 times the total monthly rent if  left blank. If  not applicable, insert “0”.)

Utility Payments(In accordance with Section 22):

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

The Tenant(s) shall pay directly to the landlord the following

dwelling unit: 

This utility bill or service charge is assessed by the utility provider to 

These utilities are apportioned among the Tenant

Tenant(s) shall pay the following utilities which benefit the

These utilities are apportioned among th

(1.5 times the total monthly rent if  left blank. If  not applicable, insert “0”.)

TERM:

This tenancy shall commence on 
. If  this Rental Agreement consists
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Tenant(s) Initials: 

          
     Garbage          

     Cable          
     Service Charge   

          
     Garbage          

     Cable          
     Service Charge   

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

 Cellular: 

  Why are you moving? 

 Yes  

 Yes  
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Other Income (per month): $
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Make: 
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 Water-Filled Furniture: 

Comments & Explanations fro
m Applicant: 

Has the Pet ever injured anyone or damaged anythin

  Move-in
 Date: 

Tenant(s) Initials: 

235(04/17) WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF 
VIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATION

WARNING:  This form may not be reprinted without written 
Permission of  the Oregon Apartment Association, Inc.
© Copyright 2014 Ver. 3, 01/2016EQUAL HOUSING

OPPORTUNITY

You have engaged in conduct that is a violation of  your rental agreement or ORS 90.325 in one or more of  the following particulars 
(check all that apply):

Improper use of  the dwelling unit as follows: 

Noise or other activity that has disturbed your neighbors as follows: 

Damage to the dwelling unit or premises as follows: 

Inoperable vehicle(s) on the premises described as follows:  

Failure to pay the following charges when due and itemized as follows: 

  $ Past due late fees

  $ Past due noncompliance fees

  $  Past due charges for damage to the premises determined to be caused by the tenant and/or the 
    tenant’s household (describe): 

  $  Past due deposits

  $ Other past due sums (describe): 

         Other conduct that constitutes a violation and described as follows:    Other conduct that constitutes a violation and described as follows: 

DATE: 
TENANT NAME(S): 
RENTAL ADDRESS:  UNIT# 
CITY:  STATE:  ZIP: 

XX    Landlord/Owner/Agent    Landlord/Owner/Agent               Date

XX    Landlord/Owner/Agent’s address    Landlord/Owner/Agent’s address               

XX    Landlord/Owner/Agent’s telephone    Landlord/Owner/Agent’s telephone               

Copied to:
               

You are hereby advised that this is a formal warning notice that involves your conduct.  You are required to discontinue the above 

conduct, correct the above violation or pay any past due amounts owed upon receipt of  this notice.  A reoccurrence of the conduct 

that constitues the violation(s) described above may result in a termination of  your tenancy pursuant to ORS 90.392, ORS 90.398 or 

ORS 90.405 or ORS 90.630.  

Pursuant to ORS Chapter 90, you are hereby notified that you are in material noncompliance with your Rental Agreement, and/or in violation of  

the Oregon Residential Landlord and Tenant Act, in the following manner (specify all violations): 

You have the right to cure the above listed violation(s). One possible cure for the above violation(s) is listed below, if  more than one cure is 

. If  you fail to remedy said violations by the foregoing time and date, your 

 30 days, not including extra days r

If  substantially the same act or omission which caused this notice to be given recurs within six (6) months following the date of  this notice, the 

Owner/Agent may terminate the Rental Agreement upon at least ten (10) days’ written notice specifying the breach and the date of termination 

Landlord/Owner/Agent does not waive the right to terminate tenancy by simultaneously or subsequently served notices.
 Landlord/Owner/Agent’s telephon

 
 

 
 

 Landlord/Owner/Agent’s telephon

 
 

 
 

ed in a secure manner to the ma

Add a minimum of three days to the cure/termination date below for mailing, not including the date mailed)

 UNIT# 

 (the “Premises”) and 

erson(s) shall occupy the Premise

, and/or storage unit(s) 

The Landlord’s address for service of  notices is:

 and shall be due and payable o

 all deposits, fees and rent that are charged by the 

If  rent is not paid by the end of the 4th day of  the rental period, then Tenant(s) shall pay a 

Daily late fee is not to exceed 6% of the amount customarily charged for flat late fees in the rental 

Incremental late fee shall not exceed 5% of monthly rent for each 5 days of  delinquency or portion 

Dishonored Check Fee: $35.00 plus any charges bank imposes on Landlord 

Smoke Alarm/Carbon Monoxide Alarm Tampering Fee: $250.00

oncompliance fees for the following violations of  the rental agreement and in 

Late payment of  a utility or service charge that the tenant owes the Landlord as described in ORS 90.315

Failure to clean up pet, service or companion animal

Failure to clean up garbage, rubbish and other waste from a part of  the Premises other that the dwelling unit

The improper use of  vehicles within the Premises

Smoking in a clearly designated nonsmoking unit or area of the Premises

Keeping on the Premises an unauthorized pet capable of  causing damage to persons or property, as 

(Not to exceed 1.5 times the monthly rent)

(1.5 times the total monthly rent if  left blank. If  not applicable, insert “0”.)

Utility Payments(In accordance with Section 22):

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

The Tenant(s) shall pay directly to the landlord the following

This utility bill or service charge is assessed by the utility provider to 

These utilities are apportioned among the Tenant

Tenant(s) shall pay the following utilities which benefit the

These utilities are apportioned among th

(1.5 times the total monthly rent if  left blank. If  not applicable, insert “0”.)

. If  this Rental Agreement consists

          
     Garbage          

     Cable          
     Service Charge   

Owner pays and “T” = Tenant pays):         
   

© Copyright 2014 Ver. 3, 01/2016
OPPORTUNITY

Rental Housing Alliance Oregon

RENTAL FORMS

RHA OREGON
10520 NE WEIDLER ST
PORTLAND OR 97220
503/254-4723
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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.”

Discrimination Charged 
Regarding Emotional-
Support Animals
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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 satisfied 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. 

Dear Landlord Hank,
We inherited a single-family home 

that already had a property management 
company. Lucky for us, the tenant moved 
out just before moratorium! However, 
the home was trashed and it was clear 
that this had been going on for quite a 
while. Garbage bags and damage were 
everywhere. For instance, a glass shower 
door had broken glass and large pieces 
of glass protruding! And the tenant was 
still using the shower with just a curtain 
hanging! And there were 4 small children 
living in the home! My question is, do 
I have any recourse with the property 
management company? They had done 
their walk-through and had asked the 
tenant to replace the door, but failed to 

follow up. We also had smoke detectors 
beeping from June till December, when 
I was granted permission to enter with 
the property-management owner. Clearly 
there was neglect. We sold the house with 
a loss of more than $50,000 due to all the 
problems, including the pandemic. Please 
advise if there is any way to recapture all 
the money lost? — Pat 

Dear Landlord Pat,
I’m so sorry to hear about your situation. 

Tenants like these are exactly why more 
people aren’t landlords; and in this case, 
you had a property-management company 
that put these tenants into your place! 
The property-management company 
hopefully did a complete background 
screen on these tenants and shared 
these results with you. Even though the 
company didn’t directly cause the damage 
to your property, they have a duty to you 
to protect and maintain your property and 
do periodic inspections (that is in my MLS 
agreement, anyway). When the property-
management company did a walk-through 
inspection and noted the damage in 

addition to the shower door, they should 
have contacted you and made you aware 
of the situation. Did the company owner 
talk to you about evicting the tenants?  
The eviction moratorium has put a strain 
on many landlords and driven some to 
foreclosure. I’d consult an attorney after 
you review your management agreement 
with the property-management company. 
Best of luck! 

Hank Rossi started in real estate as a 
child watching his father take care of 
the family rental maintenance business 
and was occasionally his assistant. In 
the mid-’90s he got into the rental busi-
ness on his own, as a sideline. After he 
retired, Hank only managed his own 
investments, for the next 10 years. 
A few years ago Hank and his sister 
started their own real estate brokerage 
focusing on property management and 
leasing, and he continues to manage 
his real estate portfolio in Florida and 
Atlanta. Visit Landlord Hank’s website:  
https://rentsrq.com
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Ask about Senior Discounts on Brick Repair

Any 1-3* Story Open Fireplace Chimney 
Level One Inspection/Cleaning

*3 Story Homes added fee may apply due to access
Coupon valid thru 2020

503-256-9140

$14000
PORTLAND CHIMNEY®

Any 1-3* Story Chimney with a Lined Wood 
Stove or a Free Standing Wood Stove 

Level One Inspection/Cleaning

*3 Story Homes added fee may apply due to access
503-256-9140

$21000

PORTLAND CHIMNEY®

Coupon valid thru 2020

As an Essential Business we are here 
to safely service your chimney & masonry needs.

Chimneys provide heat for your home; venting Gas Furnaces,
 Oil Furnaces, Woodstoves, Gas Inserts or Open Fireplaces. 

To assist you with this directly we are offering a 

SPECIAL SPRING DISCOUNT 
On all your chimney & masonry repairs. 

CALL TODAY FOR A FREE ESTIMATE 

503-256-9140
BRICK, BLOCK, STONE, CHIMNEY REMORTAR OR REBUILD, 

FIREBOX REBUILDS, CHIMNEY LINERS & MORE.

SPECIAL FALL DISCOUNT

the city enacted the ordinance, which 
requires landlords to pay thousands 
of dollars to tenants upon the tenants’ 
demand when a landlord gives notice 
of a rent increase of 10 percent or more 
in a 12-month period—meaning the 
ordinance penalizes rent increases that 
cumulatively total 10 percent or more in 
any rolling 12-month period.”

DiLorenzo explained why the ordinance 
is in violation of state law.

“The ordinance calls the payments 
‘relocation assistance,’ but tenants are 
not required to use the money for that or 
any other designated purpose. Further, 
the requirement to make the payments 
is triggered solely by the size of the rent 
increase and is intended to limit those rent 
increases. By penalizing rent increases 
greater than a certain size, the ordinance 
is designed to control the rent that may 
be charged. Accordingly, the ordinance 
runs afoul of ORS 91.225(2) and ORS 
91.225(7), which forbid the rent-control 
aspects of the ordinance.”

Ordinance 
to be Reviewed
Continued from Page 1

Can I Evict Tenants Due to Damage to the Home?
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