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An analysis of actual rental prices and 
applications shows a 10 percent drop in 
rental applications in the 2020 rental 
season, as the pandemic motivated renters 
to stay in their apartments, according to 
RentCafe.

RentCafe analyzed renter activity from 
more than fi ve million applications for 
leases, and rents charged in more than 17 
million apartments, for their 2020 Year-
End Report.

“With such a challenging year, we 
wanted to present the best perspective 
on the rental market by analyzing actual 
prices and applications, which unlike data 
from online searches or listings can bring 
an additional level of detail and accuracy 
regarding renters’ plans,” the report says.

The pandemic hindered moving plans 
in 16 of the nation’s 30 largest cities, as 
the number of applications for apartments 
in these hubs went down compared to the 
previous years. 

How COVID-19 Has Changed 
Apartment Service Calls 

Page 5

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

Arizona Rental Market 
Bouncing Back

Page 6

What Properties Can be 
Used in a 1031 Exchange?

Page 3

BY DaViD PiCKRon

The 2020 elections will go down as 
one of the most memorable for our great 
country.  

Along with the obvious reasons, it 
is also historic for landlords, as almost 
every state now has adopted some form 
of legalized use of marijuana, whether 
recreational, medical or both. 

Why landlords, you ask?  

In my experience, landlords are 
primarily interested in two things:

1. Protecting their ability to collect 
rent, and

2. Protecting the value of their 
property. 

Legalized Marijuana: Its Impact 
on Your Rental Properties

See ‘Legalized’ on Page 7

9 Suggestions 
for Getting Rid 
of (Eek!) Mice
BY eVelYn long

Mice are an occasional reality for 
any homeowner, but they can wreak 
even more havoc in a rental property. 
Multiple units and occupants can attract 
rodents in different ways, and it’s hard 
to properly control an infestation once 
it’s under way. Property managers 
know they need to remedy the problem 
immediately, but how can they do so 
effectively?

Prevention, management and 
communication with tenants can help 
everyone get on the same page to drive 
rodents out. The following nine tips 
can help landlords effectively get rid of 
mice in their units.

1. ELIMINATE POINTS OF 
ENTRY

The fi rst step is to determine how the 
little pests gain access in the fi rst place. 
Unfortunately, even the smallest crack 

See ‘9 Ways’ on Page 4

Rents Fell, as Renters Stayed Put in 2020

See ‘National’ on Page 3
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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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About Kay Properties and www.kpi1031.com

Kay Properties is a national Delaware Statutory Trust (DST) investment firm. 
The www.kpi1031.com platform provides access to the marketplace of DSTs 

from over 25 different sponsor companies, custom DSTs only 
available to Kay clients, independent advice on DST spon-
sor companies, full due diligence and vetting on each DST 
(typically 20-40 DSTs) and a DST secondary market.  Kay 
Properties team members collectively have over 115 years 
of real estate experience, are licensed in all 50 states, and 
have participated in over 15 Billion of DST 1031 investments.

This material does not constitute an offer to sell nor a solicitation of an offer 
to buy any security. Such offers can be made only by the confidential Private 
Placement Memorandum (the “Memorandum”). Please read the entire Memo-
randum paying special attention to the risk section prior investing.  IRC Section 
1031, IRC Section 1033 and IRC Section 721 are complex tax codes therefore 
you should consult your tax or legal professional for details regarding your situ-

ation.  There are material risks associated with investing in real estate securities 
including illiquidity, vacancies, general market conditions and competition, lack 
of operating history, interest rate risks, general risks of owning/operating com-
mercial and multifamily properties, financing risks, potential adverse tax con-
sequences, general economic risks, development risks and long hold periods. 
There is a risk of loss of the entire investment principal. Past performance is not 
a guarantee of future results. Potential cash flow, potential returns and potential 
appreciation are not guaranteed.

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

BY THE KAY PROPERTIES TEAM

If you are interested in selling your real estate, the 
phrase “1031 Exchange” has certainly come up 
once or twice in your research, as an outright sale 
can trigger large tax consequences. The capital 
gains and depreciation recapture taxes can be 
a serious dent in the return you expected to earn 
from the sale of your real estate. A 1031 exchange 
is a process by which an investor can defer the 
taxes they would pay upon sale of their investment 
property. It is important to understand how the 
1031 exchange can be utilized.

A 1031 exchange may be performed if the prop-
erty sold and the following property or properties 
purchased are both considered investment prop-
erty. Investment properties are those that are used 
for business or investment purposes. Raw land, 

land with mineral rights, multi-family, and commer-
cial real estate can all qualify as “like-kind” for the 
purposes of a 1031 exchange. Any property that 
falls outside that definition would not qualify. A pri-
mary residence or any property in which one stays 
more than two weeks in a year is NOT considered 
an investment property.
Again, an investment property must be exchanged 
for another investment property. Properties can 
only be exchanged if they are used for investment 
purposes like residential rentals, multifamily, con-
dominiums for rent, commercial, industrial, retail 
etc. Furthermore, there are many 1031 exchange 
alternatives one may consider. A Delaware Statu-
tory Trust is a great example. With DST real estate, 
an investor is able to exchange into properties 
and own a fractional interest in the real estate. 
Instead of investing the entirety of the proceeds 

into another property, one for one, an individual 
is able to invest in multiple pieces of property as 
a fractional and passive owner. Under the DST 
structure, fractional real estate ownership is still 
considered eligible for 1031 exchange. This is a 
helpful way to potentially diversify into a portfolio 
of properties, thereby buffering the risk of having 
“all your eggs in one basket” by buying a single 
property. Utilizing the DST structure, one can own 
fractional interest of multiple properties with the 
opportunity for several geographic locations as 
well as with various asset managers running each 
real estate investment as part of a diversified 1031 
solution into DSTs.
These are illustrative examples of 1031 DST 
offerings. Future available 1031 DST offerings and 
tenants may be different. Diversification does not 
guarantee profits or protect against losses.

What Properties Can be Used in a 1031 Exchange?

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

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

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

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

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

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

ADDRESS: ____________________________________________________ UNIT: _________

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

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

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

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

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

WA-RTG-40 Washington

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

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

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

Towel BarsCleanliness
Sink & Vanity

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

Smoke Detectors

OR-RTG-20 Oregon

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

PET AGREEMENT
TENANT INFORMATION

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

DESCRIPTION OF PET(S)

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

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

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

Additional Security Deposit Required:$           

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

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

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

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

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

ADDRESS: ________________________________________________UNIT: ______________

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

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

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

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

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

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

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

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

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

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

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

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

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

UNACCEPTABLE COLOR USAGE

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

02

Exclusive Industry Partner of:

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

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

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

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

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

REASONS TO 
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

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

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

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com

Also, the national average rent 
stagnated this year at $1,465 as of 
November. Rents decreased or stagnated 
in 18 of the 30 largest U.S. cities, and 
increased in 13. For example, Seattle 
saw prices drop the third fastest, by 
8.5 percent, while Phoenix’s average 
rent is still going strong, registering the 
most signifi cant yearly surge among the 
nation’s 30 largest cities.

SOME HIGHLIGHTS OF THE 
RENTAL-SEASON REPORT

• Gen Z offi cially became the second 
most active renter generation after 
millennials and was the only 
cohort to see an upward trend in 
movement this year. Twenty-three 
percent of this year’s applications 
came from Gen Z renters, 
surpassing Gen Xers.

• Renter income stagnated for the 
fi rst time in three years, hovering 
around $38,400, the same as in 
2019. Middle-income renters (25K 
– 50K) were the only ones who 
moved more in 2020 than in 2019.

• Renter activity slowed down in 
16 of the nation’s 30 largest cities. 
Memphis saw the most signifi cant 
decrease in the number of 
applications, -21 percent, followed 
by Chicago with -16 percent. At 
the other end, there is Detroit and 
New York City with 23 percent 
and 15 percent increases in rental 
applications, which isn’t always a 

good thing for a city.

• Eighteen of the 30 largest cities saw 
more renters leaving compared 
to 2019. Detroit (36 percent), 
Oklahoma City (34 percent), and 
New York (25 percent) saw the 
highest increases in the number of 
renters moving out of the city.

• The priciest cities for renters 
saw the sharpest drops in rent. 
San Francisco apartment prices 
plummeted to $3,055 after a 17.3 
percent decrease year-over-year. 
Manhattan ($3,761) came in second 
with a 10.8 percent drop.

18 OF THE 30 LARGEST U.S. 
CITIES SAW MORE RENTERS   
LEAVE THIS YEAR

“We looked at renter activity from three 
angles: renters moving out of a particular 
city, renters moving within a city, and 
renters moving into a city,” RentCafe said 
in the report.

“There has been much speculation 
around the topic (of) whether people are 
leaving dense large cities for more space 
elsewhere in the context of the pandemic. 
As far as renters are concerned, this trend 
confi rms for a handful of the nation’s 
largest cities. This year, 18 of the 30 
largest U.S. cities saw more renters 
leaving compared to 2019. Furthermore, 
half of the largest cities registered more 
pronounced activity in terms of renters 
moving out of the city rather than renters 
moving in.”

National Average Rent 
Was Stagnant in 2020
Continued from Page 1
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Call for a Free Estimate:
602-246-2944

Superior, Reliable Service
at Affordable Rates 
for Over 25 Years

Now Providing Hydro-Jet Sewer Line Services

www.ApachePlumbingServices.com

or entry point can invite mice inside. Mice 
can eat through walls and they only need 
a hole the size of a dime to get inside. 

The bulk of prevention here can be done 
with thorough inspection. Landlords 
should schedule appointments to walk 
through the property — if it is occupied, 
they need to give their tenants notice 
— and seal up any cracks in doors or 
windows. Steel wool and caulk work 
best because rodents can’t chew through 
them. Pay close attention to areas around 
plumbing fi xtures and cable lines — these 
can provide ingress points.

If a tenant is dealing with an ongoing 
mouse problem, ask them to look for 
these holes on a regular basis and share 
tips for plugging them quickly with steel 
wool. Then, you can fi nd time to do a 
more thorough repair job to keep the 
rodents at bay.

2. BANISH TEMPTATION        
AS MUCH AS POSSIBLE

It isn’t that mice eat much — but they 
can contaminate entire stashes of food. 
That giant box of cereal a tenants bought 
at Costco is now waste unless they want 
to risk a bowl of hantavirus for breakfast. 
Mice are resourceful creatures and will 
investigate kitchens to fi nd new things to 
eat.

Tenants should banish temptation 
by keeping the premises clean. While 
property owners can’t demand they mop 
and dust weekly, they can include clauses 
to prevent common causes of mouse bait 
— like leaving out used pizza boxes. 

Landlords should review these documents 
when their properties are  unoccupied, 
because you can’t issue one retroactively 
once a prospective customer signs.

Another tactic to use — with caution — 
is the right to inspect. While states usually 
require a 24-hour or more notice, property 
owners may go through and document 
the unit’s condition. Photographs will 
become valuable evidence should an 
infestation result in a court battle. 

Bear in mind that even the best 
tenants won’t appreciate having someone 
tramping through their home, particularly 
during a pandemic. However, when mice 

are threatening not only your tenants’ 
health but your other units and property as 
a whole, be fi rm in reminding troublesome 
renters of their responsibilities to keep 
their property clean.

3. LAY TRAPS
Traps should be laid to get rid of an 

existing infestation. Mice typically travel 
with family, so multiple traps will be 
required. Whether you prefer the classic 
snap trap or the capture-and-release, be 
prepared to check frequently for success, 
and dispose of mice quickly.

Property managers and tenants, 
depending on whether the unit is 
occupied, should place traps along walls 
and consider bait such as peanut butter to 
attract mice. Rodents are smart, so you 
may need to switch up tactics and try new 
traps or locations if nobody is biting.

4. PREVENT PROPERTY 
PROBLEMS WITH          
BETTER TRAPS

It’s often better to stay away from the 
inhumane glue traps that leave mice to 
dehydrate and starve to death, especially 
if they can’t be checked frequently. Mice 
may even chew off their limbs in an 
attempt to escape, which can also leave 
an unpleasant clean-up for property 
managers or tenants once the trap is 
found.

The same goes for poison pellets. These 
don’t kill instantly by design, meaning 
mice will wander off after consumption. 
The sick animal can crawl off into a wall 
or hidden area to decompose, which can 
lead to odor concerns later.

If you don’t have much empathy for 
mice, the classic snap trap is reliable and 
quick to kill without prolonging suffering. 
Considering the catch-and-release 
method? Varmints should be released at 
a considerable distance from the property 
to prevent re-entry. Mice have a keen 
sense of smell. Plus, no one wants them 
potentially infesting other units. 

5. CLEAN OUT          
STORAGE AREAS

If you own a building with shared space 
like an attached storage unit or basement, 
rodents can infest these areas before you 
or your tenants notice. Landlords should 
host an annual cleanout and inspect 
and treat the space for pests in order to 
prevent greater infestation. 

Stacks of old books and magazines 

make ripe nesting grounds for mice 
and insect pests alike. Control efforts 
should continue year-round. Don’t slack 
off in the winter — that’s when rodents 
reproduce and add to their broods. 

6. TRY PEPPERMINT OIL
Some people claim that peppermint 

essential oil or peppermint plants 
effectively dissuade both mice and 
spiders — two critters most tenants are 
happy to bid farewell to. 

Property managers can apply a small 
amount of peppermint oil around areas 
of potential ingress. However, repeated 
applications are required, so work with 
tenants if choosing this method. Tenants 
with a green thumb can even consider 
growing some peppermint at home — 
even if it isn’t the most effective, they can 
still enjoy a pleasant smell.

7. GO ULTRASONIC
Another humane way to deter rodents 

from returning is to use ultrasonic 
repellers. These devices emit a high-
pitched sound that’s inaudible to humans 
but painful to rodents. Most models are 
safe to use around household pets like 
dogs and cats. 

However, actual results are mixed with 
this method, and property managers may 
not get a strong return on investment in 
providing these systems to tenants. If 
attempted, these repellents are best used 
in conjunction with more proven traps.

8. KEEP LANDSCAPING 
TRIMMED

Mice are little thieves, and as with the 
human variety, they seek places to hide 
when breaking and entering. Keeping 
outside landscaping trimmed can deter 
both types of miscreants. Property 
managers who practice regular upkeep 
can enjoy pest prevention on top of other 
benefi ts, like curb appeal.

9. SAY YES TO CATS
This isn’t a guaranteed solution, but 

there’s something to be said for having 
a nature-engineered pest-control service 
living in a unit. If you’re on the fence 
about pets, allowing responsible tenants 
to have cats could entice renters while 
taking care of mice in rental properties. 

As with any allowance, review your 
lease and add protective clauses to make 
sure the arrangement works for both 
parties. Landlords should set a reasonable 
limit on the number of animals allowed 
per residence, but most felines adore 
keeping the rodent population in check.

CONCLUSION
Getting rid of mice can take time and 

dedication. If possible, it’s best to focus 
on prevention so tenants don’t have to 
worry about pest-control visits and trap 
management. However, since mice are 
a fact of life, a combination of property 
maintenance and pest control is usually 
the key to solving the problem.

Property owners can get rid of mice 
with the nine tips above. Doing so 
protects their investment and can attract 
a more highly qualifi ed — and timely-
paying — tenant.

Evelyn Long is the editor-in-chief of 
Renovated, where she shares re-
al-estate market and maintenance 
advice for investors and their ten-
ants. Based in Baltimore, Evelyn is 
enthusiastic about both brownstones 
and crab cakes.

Continuecd from Page 1

9 Ways to Get Rid of Mice in Rental Properties
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BY JaCie gooD  anD KRis seRViDio                        
MaRK-taYloR PRoPeRties

The multifamily industry has been challenged to pivot 
in many ways since COVID-19 hit the United States 
early in 2020. One area most affected has been onsite 
service and facility-management teams.

The pandemic is now approaching the one-year mark 
of changing the way apartment communities handle 
service requests, and our teams have found a new routine 
that works for both residents and employees at our more 
than 60 luxury apartment communities in Arizona and 
Nevada.

Asking residents to vacate the apartment while service 
work is being completed has kept everyone safe as we 
continue to social distance as much as possible while 
still providing the best assistance we can. In some cases, 
for simple service requests like an air-fi lter change or a 
light bulb change, we have been able to drop the supplies 
at the resident’s door if the person feels comfortable 
doing it on their own.

All service technicians wear masks and gloves when 
entering an apartment unit, as well as being the only 
person in the unit during the time of service. Also, 
prioritizing service requests by the level of urgency has 
helped to keep wait times to a minimum. The team has 
created a weekly schedule that involves tackling major 
issues on Mondays, Wednesdays and Fridays, like 
appliance repairs, heating or cooling issues and plumbing 
leaks. They set aside time on Tuesdays and Thursdays 
for more minor issues or routine maintenance.

For several months, pre-move out inspections were 
cancelled due to social distancing and health and safety 
concerns. We have resumed them now, with additional 
COVID-19 precautions in place.

In addition to prioritizing safety on property, Mark-
Taylor decided as a company to make an investment in 
employee health. We have contracted with a healthcare 
company and are providing rapid COVID-19 tests to all 
employees at no cost. Employees can be tested and get 

immediate results any day. Additionally, service teams 
are cross-trained in community clusters, so they are very 
familiar with each other’s community processes. This 
allows them to be available for temporary reassignment 
if a staffi ng shortage occurs at a sister community 
because a team member needs to quarantine. 

The team is working hard to stay safe and “work 
together but stay apart.” We know that people are under 
more pressure and stress these days, so it’s important to 
put each resident at ease and fulfi l all service requests in 
a timely, safe manner.

As we continue to navigate what will be the new 
normal, superior and constant communication, as well 
as meeting residents where they feel most comfortable, is 
vital for any company who wants to provide the highest 
level of service.

Jacie Good is the associate direc-
tor of facilities and service and Kris 
Servidio is the associate director of 
facilities and support for Mark-Taylor 
Residential. Established in 1985, 
Mark-Taylor Companies is a privately 
held, Scottsdale, Ariz.-based devel-
oper, owner and investment manager 
of multifamily communities. The com-
pany ranks as the largest apartment 
developer in Arizona’s history and the 
second largest owner of rental commu-

nities in the state, and is the investment manager 
to more than $3 billion in multifamily real estate on 
behalf of numerous third-party owners. For more 
information, visit www.mark-taylor.com.

COVID-19 Impact on Apartment Service Calls



Rental Housing Journal Arizona · January 20216

Rental Housing Journal Arizona

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

Rental Housing Journal is a monthly 
publication of Rental Housing Journal, LLC.

Website
www.RentalHousingJournal.com

Mailing Address
4500 S. Lakeshore Drive, Suite 300

Tempe, AZ 85282
Email

info@rentalhousingjournal.com
 

Phone
(480) 454-2728 - main

(480) 720-4386 - ad sales

The statements and representations made in advertising and news articles 
contained in this publication are those of the advertisers and authors and as such do not 
necessarily reflect the views or opinions of Rental Housing Journal, LLC. The inclusion 

of advertising in this publication does not, in any way, comport an endorsement of 
or support for the products or services offered. To request a reprint or reprint rights, 

contact Rental Housing Journal, LLC at the address above.

© 2021, Rental Housing Journal, LLC. All rights reserved.

Publisher/General Manager

John Triplett

Editor-in-Chief

Linda Wienandt

Associate Editor

Diane Porter

Vice President/Sales

Terry Hokenson

Accounting Manager

Patricia Schluter

SUBSCRIBE TODAY!

I would like:  PRINT E-MAIL

Editions:  ARIZONA  COLORADO  PORTLAND, OR
 SALEM/EUGENE, OR  SEATTLE/TACOMA  UTAH

NAME

ADDRESS

E-MAIL ADDRESS

CITY STATE ZIP

V I S A     M A S T E R  C A R D

C A R D  N U M B E R E X P . C V V
N A M E  O N  C A R D
B I L L I N G  A D D R E S S

*Print subscriptions $25/year  

I am an:
OWNER  INVESTOR  PROPERTY MANAGER  VENDOR  OTHER

OR MAIL A CHECK TO: 
Rental Housing Journal 
4500 S. Lakeshore Drive, Suite 300 
Tempe, AZ 85282

Rental Housing JouRnal

The big story in Arizona is that rental 
markets have bounced back quickly after 
some early uncertainty at the start of the 
pandemic.

“Every Arizona market in our database 
has experienced positive year-over-year 
rent growth, although Phoenix and Tempe 
are two of the slowest-moving markets,” 
said Rob Warnock, Research Associate 
with Apartment List.

“In Phoenix, rents are up 1.9 percent 
since the start of the pandemic in March, 
and up 3.9 percent year-over-year (roughly 
in line with state average).

“For example In Tempe, rents are 
actually down 0.1 percent since March 
and up only 0.7 percent year-over-year. 

“It’s looking like the further you 
move out from the core Phoenix area, 
the stronger local rents are appreciating. 
This speaks to a broader trend we’ve 
seen in metros across the country, which 
was discussed in our recent report The 
Suburban Rent Rebound, whereby lower-
density suburban areas are getting more 
expensive faster than the denser urban 
cores they surround.”

Apartment List is committed to mak-
ing its rent estimates the best and 
most accurate available. To do this, 
they start with reliable median rent 
statistics from the Census Bureau, 
then extrapolate them forward to the 
current month using a growth rate 
calculated from their listing data. 
In doing so, they use a same-unit 
analysis similar to Case-Shiller’s ap-
proach, comparing only units that are 
available across both time periods to 
provide an accurate picture of rent 
growth in cities across the country. 
Apartment List’s approach corrects 
for the sample bias inherent in oth-
er private sources, producing results 
that are much closer to statistics pub-
lished by the Census Bureau and 
HUD. 

Arizona 
Rentals 
Bouncing 
Back
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Let’s examine both in more detail in 
relation to legalized marijuana and its 
effects on your individual properties.    

PROTECT MY ABILITY            
TO COLLECT RENT

Your ability to collect rent is the lifeline 
of managing and maintaining your asset.

As I have discussed in prior articles, 
that ability has come under attack earlier 
this year with eviction moratoriums.  
Now, with the legalization of marijuana, 
it is under attack again, although this 
time it is a little less straightforward.  
Tenant-screening company Rent Perfect 
has data for 2020 that shows the average 
credit score for every applicant that 
applies through their system.  Here is a 
breakdown that you may fi nd alarming:

• Average credit rental score for all 
applicants………………….633

• Average for applicants with no 
criminal history in 7 years……646

• Average for applicants with a drug 
conviction…………….……574

• Average for applicants with any 
criminal history……………….567

Based on these numbers, it’s quite 
possible that an individual who smokes 
marijuana (or uses other drugs) does 
represent a higher risk to a landlord not 
being paid rent. This does not indicate 
that every person who smokes marijuana 
has a mid-500 score, but that it’s possible 
that on average they have a lower score 
than the average renter or those with no 
criminal history. 

As a seasoned landlord I know that 
an applicant’s credit score refl ects their 
reliability and responsibility in paying 
rent.  The numbers indicate that a non-
criminal, non-drug user (illegal or 
otherwise) is most likely to pay you rent 
every month over someone with a drug 
conviction or other criminal history.

PROTECT MY PROPERTY VALUE
If you’ve ever been in a property that 

has been affected by traditional cigarette 
smoke, the impact is obvious. 

Why would we ever think that smoke 
from marijuana would have any less of an 
impact?  

Truth is, it is nearly impossible to 
remove smoke damage from drapes, 
ceilings, walls, and carpet.  In addition, 
individuals who smoke marijuana 
recreationally don’t always do so alone; it 
often is more of a social thing. 

So, you don’t just have one smoker in 
your property, you now have the potential 
of several users, who just multiply the 
damage. 

That is why most landlords do not 
support smoking of any type.

When you have a no-smoking policy, 
that already includes marijuana smoke.  
No smoking literally means no smoking. 
You don’t have to provide a 100-page 
document listing every type of pet by 
name that isn’t allowed in your no-pet 
policy, so why should you have to identify 
what can or cannot be smoked in your 
property?

Critics may cry that marijuana is legal 
and it’s not fair to prohibit its use on your 
property.  But tobacco is legal, and you 
don’t want it in your property either.  
Bottom line, you own the property, you 
make the rules.

In early December 2020, the House 
of Representatives passed sweeping 
legislation that would decriminalize 
marijuana. 

If that becomes law, as a landlord I 
would say “no big deal,” as we already 
have that covered.  As landlords we 
should care about smoke damage from 
marijuana use and not the drug itself.  If 
alcohol, which is legal, caused extensive 
and expensive damage to my property, I 
would prohibit its use as well.

Again, my property, my rules.  
Landlords have the right to protect their 
property and to create criteria and rules 
that will allow them to collect rent and 
maintain their investment well into the 
future. 

After all, you’d hate to see the value of 
your property go up in smoke due to the 
actions of your renter.  

David Pickron is President of 
Rent Perfect and a fellow landlord 
who manages several short- and 

long-term rentals.  He is a private in-
vestigator and teaches organizations 
across the country the importance of 
proper screening.  His platform, Rent 
Perfect, was built to help the small 
landlord fi nd success.
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Legalized Marijuana’s Effect on Your Rental Properties
Continued from Page 1

Monthly Meeting Schedule 
for the Arizona Real Estate Investors Association

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

REGISTER ONLINE AT: www.azreia.org

PHOENIX MEETING
MONDAY, JAN. 11, 2021

5:45 P.M.
ONLINE

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

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

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

Association Update: Find out about what’s happening at 
AZREIA, how to best leverage your membership benefi ts, and get 
the best prices on upcoming events!

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

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

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

TUCSON MEETING
TUESDAY, JAN. 12, 2021

5:45 P.M.
ONLINE

The Tucson meeting is held the Tuesday after the Phoenix monthly 
meeting each month. These meetings are full of education, information, 
and networking.

Investor-to-Investor Networking and Dynamic Haves & Wants
are an important part of the Tucson AZREIA meeting. This is your 
chance to meet local investors, ask for what you need, and share what 
you have. Deal of the Month is your chance to fi nd out what your 
local investors are doing and how they are doing it. Don’t miss this 
opportunity!

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

Local Market Update: Bob Zachmeier presents the latest in trend 
analysis for the U.S., Arizona and Greater Tucson area, including 
existing homes, new homes, foreclosures, REO, short sales and 
traditional sales. What investment strategies are working and why? 
This is must-know information for the serious real estate investor.

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