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Phoenix rents have continued to grow 
steadily with the latest monthly increase 
of 0.6 percent, according to the most 
recent report from Apartment List.

Phoenix rents are up signifi cantly by 
4.2 percent year-over-year. Median rents 
in Phoenix are $950 for a one-bedroom 
apartment and $1,161 for a two-bedroom. 
This is the sixth straight month that the 
city has seen rent increases after a decline 
in June. 

RENTS RISING ACROSS THE 
PHOENIX METRO

Throughout the past year, rent increases 
have been occurring not just in the city of 
Phoenix, but across the entire metro area. 

Of the largest 10 cities that Apartment 
List has data for in the Phoenix metro, all 
have seen prices rise. 

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

• Avondale has seen the fastest rent 
growth in the metro, with a year-
over-year increase of 9.3 percent. 
The median two-bedroom there 
costs $1,413, while one-bedrooms 
go for $1,214.

• Phoenix proper has the least 

expensive rents in the Phoenix 
metro.

• Scottsdale has the most expensive 
rents of the largest cities in the 
Phoenix metro, with a two-
bedroom median of $1,539; rents 

Pivoting Internal Communications 
During a Pandemic

Page 7

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

The ‘200% Rule’ 
in a 1031 Exchange

Page 3

Can You Use Cameras to Help 
Protect Your Rental Property?

Page 3

KEEPE

We all strive to fi nd good tenants, 
so here are fi ve signs that an applicant 
will be a good tenant for your rental 
property from Keepe, the on-demand 
maintenance and repair company.

When you’re receiving lots of 
applications for tenant positions at your 
rental properties, sometimes it can be 
diffi cult and overwhelming trying to 
sift through everything.

After all, with so many applications 
in front of you, where do you begin?

 How do you know which applicants 
will make good tenants?

There are a few telling signs as to 
whether or not your applicants will be 
good tenants. 

You just have to know what to look 
for to easily identify the good from the 
bad and put your mind at ease.

How to Tell 
if Applicant 
Will be a 
Good Tenant

See ‘5 Signs’ on Page 5

BY DAVID PICKRON

With the advent of DNA testing, more 
and more people are looking at their 
ancestry and learning vital information.  
What is their heritage?  Do they have a 
direct line to royalty?  Are there certain 
markers in their genetics that expose 
them to specifi c illnesses or maladies?  It 
is often by looking backward that we can 
discover and prepare for our future. 

By applying that same methodology to 
the business of being a landlord, I have 
discovered the answer to the question I 
am repeatedly hearing from hundreds of 
landlords: What do you think 2021 will 
bring?  

Let me begin with a positive response: 
Great things are around the corner.  I 
also caution that we must prepare for 

Look to Past to Glimpse the Future

Phoenix Rents Grow Steadily

See ‘Tucson’ on Page 6

See ‘A Look’ on Page 4



Rental Housing Journal Arizona · February 20212

Rental Housing Journal Arizona

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

BY DWIGHT KAY, FOUNDER & CEO; BETTY FRIANT, 
SENIOR VICE PRESIDENT; AND THE KAY PROPERTIES 
TEAM

“Is that your final answer?” You may recognize the 
question made famous by the popular TV game 
show Who Wants to Be a Millionaire? Choosing 
the right answer in this game gives you a shot at 
winning big money, while the wrong answer leaves 
you with nothing. Investors conducting a 1031 
Exchange face a similar make or break decision 
when it comes to identifying suitable replacement 
properties. 
The right choices can help streamline a smooth 
and successful execution of a 1031 Exchange. 
Choosing wrong with properties that may not be 
viable or deals that are unable to close within the 
180-day time period can derail the entire 1031 
Exchange. The good news is that investors do get 
to identify more than one replacement property. 
However, just like the gameshow, once that 45-
day deadline hits for identifying replacement op-
tions, those answers are final. Making the most of 
that short list is one reason that the 200% Rule is a 
popular choice for many investors. The 200% Rule 
allows an investor to identify the largest number of 
replacement options with four or more properties 
or Delaware Statutory Trust (DST) replacement 
investments.
Under Section 1031 of the Internal Revenue Code, 
taxpayers who are seeking to defer recognition 
of capital gains and related federal income tax 
liability from the sale of a property are required to 
formally identify a replacement property or proper-
ties within 45-days from the date that the original 
property is relinquished (the day they closed the 
escrow on the property they sold). The tax code 
gives taxpayers three different options for iden-
tifying replacement properties on that 45-Day 
Property Identification Form – the 200% Rule, the 
3-Property Rule or the 95% Rule. So, which is the 
best option to use? Every situation is different. 
However, for those investors who want to max-

imize their potential options and identify four or 
more replacement properties, the 200% Rule is a 
good choice to explore.
HOW DOES THE 200% RULE WORK?
Exchangers can identify any number of proper-
ties as long as the gross price does not exceed 
200% of the fair market value of the relinquished 
property (twice the sale price). It is typically used 
when an investor wants to identify four or more 
properties. This is the most commonly used rule 
for investors considering DST investments, be-
cause of the flexibility in being able to list multiple 
properties to build a diversified DST portfolio. The 
minimum investment amount for DSTs typically 
starts at $100,000 whereas most commercial real 
estate properties are priced above $1 million. So, 
for an investor who has $1 million to reinvest, they 
could opt to put all of that $1 million into one DST 
(which is typically not recommended even when 
the DST has many properties inside of it), or they 
can divide that $1 million into as many as 10 com-
pletely separate DSTs.
An important mistake to avoid is to make sure 
the list of identified properties does not exceed 
the 200% limit. The IRS is a stickler for rules. If 
the combined price of the identified replacement 
properties exceeds the 200% maximum lim-
it – even by a fraction of a percent – it won’t be 
accepted. 
HYPOTHETICAL EXAMPLE: EXPANDING YOUR OPTIONS

A married couple sold their manufacturing busi-
ness that included the sale of the property that 
housed the business, giving the couple $2 million 
to invest in a 1031 Exchange. The couple plans 
to retire and both agree that they don’t want a re-
placement property or properties that will require 
hands-on management. The husband wants to 
buy a Triple Net Leased (NNN) fast food restau-
rant for $1.2 million, while the wife is in favor of a 
$1.5 million NNN dollar store. Both properties are 
listed on the 45-Day Form, bringing the total to 
$2.7 million. They decide to use the 200% Rule, 
which allows for up to $1.3 million in additional 

property listings. 
The couple agrees to split the remaining $1.3 
million across multiple DST investments, and they 
choose to identify:
• $100,000 in a multifamily apartment DST prop-

erty located in Denver
• $200,000 in a multifamily apartment DST prop-

erty located in Dallas
• $250,000 in a debt free DST portfolio of NNN 

leased pharmacies and e-commerce distribu-
tion facilities

• $250,000 in a NNN dialysis facility DST portfo-
lio with locations nationwide

• $500,000 in a DST portfolio of NNN dollar 
stores

Overall, the 200% Rule allows the couple to 
identify these seven possible options within their 
45-Day period. The DSTs are all packaged and 
ready to go with closings that can easily close 
within a week. The couple uses the remaining time 
to conduct more research and due diligence on 
the NNN Dollar General and KFC. In the end, they 
decide to buy the KFC for $1.2 million, but they 
like the diversity of being about to buy a $500,000 
DST interest in a portfolio of dollar stores versus a 
single location. The remaining $300,000 is spent in 
the two apartment DSTs. 
In this case, the ability to leverage the 200% rule 
was advantageous in giving the couple more 
options and more time to make a final investment 
decision. The outcome also was successful in 
that their 1031 Exchange was fully executed, and 
their $2 million is now invested across a diversified 
portfolio of multiple different income-producing 
properties versus only one or two. However, it also 
is important to note that every situation is unique. 
Individuals should review all three 1031 identifica-
tion options to choose the rule that works best for 
your particular situation as well as always should 
speak with their CPA prior to making any deci-
sions. 

Understanding the Potential Advantages 
of the 200% Rule in a 1031 Exchange

BY HANK ROSSI

Dear Landlord Hank: I have been 
told that cameras are an invasion of 
privacy. However, I am aware that several 

p rofe s s ion a l ly 
managed sites 
use them. 

My situation 
involves use of 

cameras (NOT pointed at individual 
doors) placed to cut down on trash and 
toys that make my rentals dangerous and 
unattractive to tenants. Would you please 

clarify what the law says?  We don’t want 
to leave our tenants having to report their 
neighbors.-Pam

Dear Landlord Pam: You’d have to 
check with your state and local laws, 
but you should be able to place cameras 
viewing common areas without an issue 
as long as the cameras are not hidden and 
not IN someone’s residence,  as that could 
be construed as spying. 

Also, cameras with audio capability are 
another issue you would need to check on.

I think it is a great idea but I would 

let current and future residents know in 
advance that cameras are being put in 
use to cover common areas around the 
property.  

Hank Rossi started in real estate as 
a child watching his father take care 
of the family rental maintenance busi-
ness and now with his sister co- owns 
a real estate brokerage focusing on 
property management and leasing, 
and he also continues to manage his 
real estate portfolio in Florida and 
Atlanta. Visit Landlord Hank’s web-
site:  https://rentsrq.com

Can I Use Cameras to Help Protect My Rental Property?
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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

challenges, as the liberal policies that 
will inevitably come from seemingly 
united legislative and executive branches 
of government will directly affect our 
industry.  As a private investigator, if I 
were hired to do a background check on 
the more liberal parts of our country in 
an effort to better understand the how 
and why of where they are in relation to 
landlords, I’d simply need to look back 
at the recent history of actions of city 
councils, state legislatures and federal 
agencies across the United States to 
determine what we can expect in the 
future. 

THE DEGRADATION OF 
AMERICA’S GREAT CITIES

If you’ve recently visited some of 
the most notable cities in the country, 
you see they are riddled with homeless 
individuals, many mentally ill, some 
addicted to drugs, some with lengthy 
criminal records.  While it’s an admirable 
position to help where we can, the 
programs and allowances given to these 
individuals has created a very challenging 
environment for landlords in these 
cities.  The shortcomings of government 
assistance and programs is they rarely fi x 
anything.  The government shut down 
mental institutions in the ‘70s, leaving 
no alternative for many who ended up on 
the streets.  Programs to eliminate illegal 
drugs seem ineffective, as drugs pour 
over our borders in record numbers.  With 
the legalization of gateway drugs, more 
and more users could end up committing 
crimes and eventually joining the ranks 

of the homeless.  On the legal side, courts 
are deferring and dismissing most cases 
that come through the court, removing 
the consequences of illegal behaviors.  
For example, if you steal something 
in San Francisco that is valued under 
$750 and claim it was an act of survival, 
then in the eyes of the law, no crime 
was committed.  So, who pays for these 
changes of the past?  Not the government.  
Business owners, like landlords, are seen 
as the source of funds to subsidize for 
the effects of these criminal acts.   It’s a 
modern-day Robin Hood if I’ve ever seen 
one.  Its almost as if these government 
entities are saying “we can’t fi x it,” so 
let’s make landlords responsible for the 
fi x.

Here are a few examples of how 
landlords are being treated in cities 
governed by liberal policies around the 
country:

• Chicago: Windy City landlords 
have to follow a precise 
onboarding process dictated by 
the city.  A landlord must fi rst run 
an applicant’s credit and give a 
preliminary approval.  After that 
they  can run a criminal history, 
but if you deny them as a tenant,  
you must provide a reason as to 
why that crime would affect the 
rental.

• Portland: Rose City landlords 
may raise rent only seven percent 
per year.  Landlords can terminate 
a month-to-month lease for any 
reason for the fi rst year, but after 
that, you must have a justifi ed 
reason to ask your tenant to leave 

or you will be forced to pay the 
tenant’s relocation cost, which is 
$4,500 for a three-bedroom.

• Seattle: Landlords in the Emerald 
City must rent to the tenant who 
has the fi rst qualifying application, 
called fi rst-in-time, and they cannot 
perform a criminal background 
check on a potential tenant.  The 
city controls almost every rent, 
deposit, and fee you can imagine

• Colorado: Centennial State 
landlords must accept Section 
8 housing; they have no choice.  
They cannot discriminate against 
“source of income” or who pays 
the rent.

• Nationally: Landlords have been 
forced to carry tenants for months 
without being able to evict due 
to several eviction moratorium 
decisions handed down through 
the U.S. Legislature and executive 
branch.

These are just a few of hundreds of 
laws stacked against landlords around the 
country.  As you can see, they are coming 
from all levels of government: city, state 
and national.  

LANDLORDS IN LOCKSTEP
As a group, how can smaller landlords 

even compete with the massive strength 
of these government entities? 

 This is the year of banding together.  
If you are not part of a local or national 
association, it’s time.  We need 
representatives in our local, state, and 
federal government to fi ght for us.  We 

need attorneys fi ling lawsuits and taking 
our cause to the Supreme Court.  I believe 
property rights will be on the table, and 
possibly hang in the balance, in the next 
4 years.  

It’s not all doom and gloom … just the 
opposite.  Landlords are smart and, in 
the end, we will win.  Being a landlord 
is the best job in the world, we just have 
to be willing to pivot and know we will 
have some fi ghts that start at city hall and 
make their way to the highest courts in 
the land.  By banding together, arm in 
arm, we can overcome any challenge the 
government throws at us.  I am grateful 
for the amazing  years I took for granted, 
but my instinct says we must roll up 
our sleeves and get to work; but we as 
landlords are used to that.  In the end, the 
Constitution drafted by our founders will 
be the saving grace, as they were wise 
enough to know that property rights are 
at the core of being American.

Make 2021 the year of getting your 
house in order and then banding together 
with others in your local, state and 
national landlord associations. To fi nd 
your local REIA go to https://nationalreia.
org/fi nd-a-reia/

David Pickron is president of Rent 
Perfect, is a private investigator, 
and a fellow landlord who manages 
several short- and long-term rentals.  
Subscribe to his weekly Rent Perfect 
Podcast (available on YouTube, 
Spotify, and Apple Podcasts) to stay 
up to date on the latest industry news 
and for expert tips on how to manage 
your properties.

A Look to the Past Tells a Lot About the Future
Continued from Page 1

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

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

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

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

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

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

ADDRESS: ____________________________________________________ UNIT: _________

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

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

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

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

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

WA-RTG-40 Washington

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

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

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

Towel BarsCleanliness
Sink & Vanity

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

Smoke Detectors

OR-RTG-20 Oregon

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

PET AGREEMENT
TENANT INFORMATION

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

DESCRIPTION OF PET(S)

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

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

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

Additional Security Deposit Required:$           

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

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

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

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

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

ADDRESS: ________________________________________________UNIT: ______________

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

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

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

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

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

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

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

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

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

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

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

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

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

UNACCEPTABLE COLOR USAGE

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

02

Exclusive Industry Partner of:

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

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

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

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

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

REASONS TO 
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

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

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

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com
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• HUGE Selecction of Granite, Rock and MORE!
• #1 in Customer Service
•  Wholesale & Retail
•  Free Samples & Estimates
•  Same Day/Next Day Delivery

•  No Minimums for Delivery
•  We Use Our Own Fleet of Trucks
•  Se Habla Español
•  Military Discount
•  AZ ROC Licensed, Bonded & Insured

D
A

P
 S

ID
E

 1

1703 South Arizona Ave.
Chandler, AZ 85286

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

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

Phone: (623) 258-4582

39353 N Schnepf Road
San Tan Valley, AZ 85140

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

YOUR BEST RESOURCE 
FOR LANDSCAPING 
MATERIALS

10% OFF
ANY ORDER

All discounts and coupons are for retail customers only. Commercial/
wholesale resale customers are not eligible for discounts. Only one 
retail discount or coupon per sale. Discounts are for landscape rock 

and supplies (excludes pavers). Offer Expires  11/30/19

• Phoenix Pavers• Phoenix Pavers

• Boulders

• Sand

• Screened Fill Dirt

• Artificial Turf

• Gardening suppliesallrocksupply.net

DAP44-C - 80%

Sales Rep:
jfox1

FINAL VISUAL

12/31/19

NO. 1: THEY FILL OUT THE APPLICATION 
PROPERLY

A sign of a good potential tenant is that they properly 
fi ll out the application. That may sound overly simple, but 
this means that they include the appropriate documents 
that are asked for and fi ll out everything correctly. 

Completing some simple paperwork properly is a good 
sign that they’re responsible and reliable, whereas if the 
applicant can’t even fi ll out the application correctly or 
doesn’t provide the appropriate documents, that’s a bad 
sign — especially in the very beginning stages of the 
application process.

NO. 2: THEY DON’T MOVE TOO OFTEN
Along with knowing the reason why your applicants 

want to move, it’s also important to know how often 
they’ve moved in the past. 

One of the main (if not the main) qualities you should 
be looking for in a tenant is stability and fi nancial 
responsibility. 

If they haven’t moved around too much in the past, 
that’s a good indicator that they got along well with their 
previous landlords and didn’t have anything disruptive 
happen while they were living there.

NO. 3: THEY HAVE GOOD REFERENCES
References are a great way to predict how a tenant 

will behave. Good references show that a tenant paid 
rent on time, didn’t damage the property and stayed in 
communication with the property manager.

If a reference from a past landlord says that the tenant 
did thousands of dollars in damage to their last rental, 
well, obviously that should be an immediate red fl ag. 
Also be sure you are getting the reference from a real 
landlord and not someone posing as a landlord to help 
the tenant.

NO. 4: A CLEAN BACKGROUND CHECK
During the tenant screening process, of course you’ll 

want to conduct a background check. A good tenant will 
have no past discretions and a clean criminal record. 

If they have a history of drug use or brush-ins with the 
law, chances are it will become a problem you’ll have to 
deal with, so it’s advised to kindly decline and move right 
along to the next applicant. However,  some jurisdictions 
have restrictions around criminal background checks, so 
be sure to check your local ordinances.

NO. 5: A GOOD CREDIT REPORT
Don’t skip or underestimate the credit check; It’s a 

good indicator of the character and payment habits of 
your applicant.

Neglecting the credit check is the most common 
mistake landlords make. Not paying their current bills? 
It’s likely they won’t pay the rent.

FINAL THOUGHTS

Finding a good tenant does take some patience, but it’s 
worth it for later peace of mind. Careful tenant screening 
is one of the most important tasks for a landlord or 
property manager, but with these specifi c screening 
tips, you’ll be on your way to a happy and easy renting 
experience.

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

Continued from Page 1

5 Signs an Applicant Will be a Good Tenant
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grew 1.4 percent over the past month and 1.2 
percent over the past year.

• Glendale, Gilbert, and Mesa have all experienced 
year-over-year growth above the state average (8.3 
percent, 7.2 percent, and 6.5 percent respectively.)

• Arizona as a whole has logged 4.7 percent year-
over-year decline, while other cities across the 
state have seen rents sharply on the rise. 

TUCSON RENTS UP SIGNIFICANTLY 
Tucson rents have increased 0.5 percent over the past 

month, and are up sharply by 6.3 percent in comparison 
to the same time last year. 

Median rents in Tucson are $818 for a one-bedroom 
apartment and $1,093 for a two-bedroom.

This is the seventh straight month that Tucson has 
seen rent increases after a decline in May. 

Tucson’s year-over-year rent growth leads the state 
average of 4.7 percent, as well as the national average of 
-1.5 percent.

Apartment List is committed to making its rent esti-
mates 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 
approach, comparing only units that are available 
across both time periods to provide an accurate 
picture of rent growth in cities across the country. 
Apartment List’s approach corrects for the sample 
bias inherent in other private sources, producing 
results that are much closer to statistics published 
by the Census Bureau and HUD. Their methodol-
ogy also allows them to construct a picture of rent 
growth over an extended period of time, with esti-
mates that are updated each month.

Tucson Rents Up Significantly Over Past Month
Continued from Page 1
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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 refl ect 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.
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SUBSCRIBE TODAY!

I would like:  PRINT E-MAIL

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

E-MAIL ADDRESS
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B I L L I N G  A D D R E S S
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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, FEB. 8, 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, FEB. 9, 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.

Pivoting Internal Communications in a Pandemic
BY DUSTIN LACEY /  MARK-TAYLOR PROPERTIES

Internal communications are complex, especially in 
a highly competitive and fast-paced industry such as 
multifamily. Leaders can often feel pulled in different 
directions while trying to keep their internal teams up 
to speed.

How can multifamily executives know what is best for 
their team members while trying to navigate the current 
ever-changing environment?  

By taking the time to ask them.

Listening and better understanding the needs of the 
team, your most valuable asset, is always a good idea. It 
helps frame short-term decisions, while creating long-
term goals executives can aspire to meet.

At Mark-Taylor, we manage more than 60 luxury 
apartment properties in Arizona and Nevada and with 
more than 500 team members of diverse backgrounds 
and needs, internal communications, morale and 
strengthening team culture are always priorities.

Each year for the past several years, our team has 
worked with an independent third-party agency to 
conduct an anonymous employee survey. The credibility 

of an outside fi rm, its  process and the quality of 
questions helps fuel responses, as do internal campaigns 
to encourage participation. Each year, the results 
are studied by executives and help enhance strategic 
initiatives including retention and recruitment, awards 
programs, internal communications, and more.

Team members identify areas of improvement, and 
leadership takes that feedback as an opportunity to 
understand needs before they become issues. While 
leadership always garners signifi cant insight from the 
survey feedback, this year was especially poignant, as 
employees found the words to share solutions during the 
pandemic from the front lines.

After taking the time to listen, leadership can also act. 
While time and budget constraints exist within every 
team, it is important for leadership to let their team know 
they’ve been heard and follow up in a timely manner 
with what can be refi ned. Two tactical changes that the 
Mark-Taylor team made, based on feedback received 
in 2020, involved teambuilding events and an internal 
communications tool, which proved to be a better, more 
fl exible fi t as needs change rapidly.

Additionally, employee morale needs to consistently 
be a priority. Typical company picnics, awards 

ceremonies, and dinners were off this year, so feedback 
helped us switch gears to involve team members in 
virtual events, Zoom calls, socially distanced training 
and even a Halloween costume contest in October and a 
Ugly Holiday Sweater contest in December. 

Despite a year of unprecedented challenges, internal 
communications and strengthening team culture can 
remain a priority for leadership teams that are committed 
to creating incredible places to call home for residents 
and for valued team members.

Dustin Lacey is the vice president for brand and 
marketing for Mark-Taylor Companies. He provides 

strategic direction for the compa-
ny’s marketing, communications 
and technology. Previously, he led 
commercial marketing efforts for 
the world’s largest irrigation prod-
ucts manufacturer and currently 
serves as director of communica-
tion of the Arizona Multihousing 
Association. Dustin earned his un-

dergraduate degree from the University of Arizona 
and MBA from the Thunderbird School of Global 
Management.
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