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4. Chair’s Message: Welcome the 
New Year - 2021!
4. Ask the Attorney: What to do if 
Tenant is Ignoring You
5. Director’s Message: UAA 

Virtual Education Conference and 
Tradeshow Feb. 18th – DON’T 
MISS IT!
7. Multifamily Transactions Down, 
But Set to Rebound

WHAT’S INSIDE: UPCOMING EVENTS:
General Membership Meetings — 7 p.m. Feb. 25, 2021 Virtual Meeting  via 
Zoom - Understanding the Lease Agreement and Other Forms

C.A.M. Certification Classes — Next Course Starting Jan. 2021 Virtually
www.uaahq.org/cam 

UPRO Certification Classes — Next Course Beginning Jan. 2021 Virtually
www.uaahq.org/upro

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

Utah apartment association

In December, Congress passed a Federal COVID relief bill that included 
two major provisions that affect the rental housing industry: 

1. An extension of the CDC Eviction Moratorium to January 31, 2021

2. Allocation of $213 million in Rental Assistance for Utah households

Utah apartment association

Utah’s legislature starts Tuesday, 
January 19, 2021, and one of the hot 
topics that will be debated is Rental Fee 
Disclosure. 

Representative Marsha Judkins, (R), 
Provo, ran a Rental Fee Disclosure 
bill last year that passed the house but 
died in the Senate and she has made 
this issue one of her top priorities this 
session. The UAA has engaged with her 
and is working to find consensus.

WHY FEE DISCLOSURE LEGISLATION
Representative Judkins says 

constituents have come to her and 
claimed they are being misled about 
rental costs when applying for 
apartments. While she concedes most 
landlords do things right, she says some 
are not being transparent. For instance, 
tenants tell her they think all utilities 
are included in rent and then when they 
go to sign the lease, they learn they are 
responsible to pay utilities. In other 
cases, she says tenants tell her that 
undisclosed fees for everything from 
parking, to internet, are disclosed only 
at lease signing and not up front.

BEST PRACTICE
Housing providers should always 

be transparent and disclose fees in 
advance. We are working to convince 
Representative Judkins to require 
that tenants be offered a copy of the 
lease, with all fees included, to review 
at application, or that they be given 
a summary of all charges. Sample 
documents for both are available from 
the UAA (email info@uaahq.org).

PENALTIES
Representative Judkins would like 

to see some penalties against landlords 
who are not transparent and don’t 

disclose all costs up front. We would 
like to see a 72-hour required return of 
all application fees and/or deposits paid, 
if disclosure does not occur. However, 
once a lease has been signed, tenants 
would have no claim. 

CONCLUSION
We anticipate there will be a bill 

passed this year on fee disclosure. Most 
of you won’t be affected because you 
already disclose appropriately, but we 
will continue to provide training and 
counsel on the issue to make sure you 
are protected, and your tenants are 
treated fairly. 

Rental Fee Disclosure Will be 
Hot Topic at Utah Legislature

$213 Million Allocated to Utah for Rental Aid

See ‘$213 Million’ on Page 6

Emergency 
Repair vs. 
Maintenance 
Request
Keepe

Being a responsible property 
manager means responding to your 
tenant’s emergency repair and 
maintenance requests promptly.  
Every property manager’s priority 
is to keep the property in its best 
condition to make sure the tenants 
are happy and satisfied. This will 
add value to their stay and motivate 
them to stay longer. 

But when they make these requests, 

See ‘Not’ 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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Sponsored Content

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?

how would you classify which are emergency repairs 
and which are simple maintenance requests? Knowing 
how to respond to each type of maintenance request 
will both save you money and improve your tenants’ 
satisfaction rate. 

WHAT’S THE DIFFERENCE BETWEEN EMERGENCY 
REPAIR AND MAINTENANCE REQUEST?

Tenants should also be aware of what type of request 
they send to you. Some tenants think that all requests 
they make are emergencies. Both of you should have 
a clear understanding of what is an emergency repair 
and what is a maintenance request. That way, issues 
like a broken doorknob or a toilet that won’t flush 
are categorized properly and necessary actions are 
done. This will also save you time, as you know what 
is a priority issue and a when there is a need for a 
contractor to be dispatched.

ROUTINE/NON-URGENT                
MAINTENANCE REQUESTS

Routine maintenance requests are issues that are 
non-urgent and can be handled during normal business 
hours. Routine maintenance issues can include:

• Slow-draining tub or sink
• Running toilet
• Backed-up shower diverter
• Blinds won’t open/close properly
• Burner on the stove isn’t working
Because these issues don’t threaten the health or 

safety of your tenants, there’s no need to treat them 
like an emergency. You’ll want to get them taken 
care of quickly, but there’s no need to deal with them 
immediately or outside of your normal business hours 
(so if a tenant calls at 11 p.m. and wants someone to fix 
their blinds, don’t worry — it can wait until morning).

EMERGENCY MAINTENANCE REQUESTS
Emergency maintenance requests are the 

maintenance issues that can place your tenants 
in harm’s way — and they need to be dealt with 
immediately, whether they happen at 2 p.m. on 
a Tuesday or 2 a.m. on a Saturday. Emergency 
maintenance issues can include:

• Flooding
• Fire
• Inoperable windows (which could prevent the 

tenant from escaping in an emergency)
• Broken or inoperable door locks
• Gas leaks
• Electrical issues
If your tenant makes you aware of any of these 

issues, it’s imperative for you to deal with them 
immediately and ensure your tenants are safe.
FINAL THOUGHTS

There are more items that could be added to these 
lists. As a responsible property manager, you have to 
make sure that your rental property is habitable – and 

you should check your local requirements of what that 
means. You should prioritize maintenance requests 
that can cause any health and safety concerns, as well 
as damage to your property. 

Routine maintenance inspection of the property at 
least every six months can help lessen the unexpected 
tenant calls. Be mindful of the changing season, too. 
For example, in the winter seasons, inspect door and 
window seals properly and make sure your property 
sidewalks are safe.
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

Not All Maintenance Requests are Created Equal
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Ask the Attorney

What to do if Tenant is Ignoring You
JEREMY SHORTS, ESQ.
Utah Eviction Law

We’ve got the laundry covered.

Call 800-526-0955 today to get started.

hainsworthlaundry.com

DOES YOUR  
LAUNDRY SERVICE 
PARTNER TREAT  
YOU LIKE FAMILY?

WE DO. 

Chair’s Message

Welcome the New Year — 2021!
HOLLY SANFORD

Chair, Utah 
Apartment 
Association

As we all look forward to 2021 
and starting the new year off, we 
should also look back at 2020 and 
congratulate ourselves. 2020 was an 
unprecedented year in so many ways 
and the rental housing industry was not 
left unscathed. I know that you’ve heard 
it before and I’m sure that you’ll hear 
it again, but those of us in the rental 
housing industry are engaged in a 
profession crucial to our communities. 
The ones that we live in and the ones 
that we work in. 

We are engaged in one of the most 

important and noble professions – 
providing housing to people. Arguably, 
after food and water, shelter is the most 
basic necessity for human life – and we 
have made it our business to provide 
that to other people. Those of you who 
own properties have put a significant 
amount of money into this, and those 
of you who professionally manage 
properties have made it your career. 
You are investing your time, effort and 
energy into our community directly.

In these challenging times, many 
housing providers and renters are 
understandably stressed. Due to the 
global pandemic caused by COVID-19, 
events have continued to change and 
evolve and with those pivots have come 
new information and new regulations 
that we have all striven understand and 
implement within our own lives and 
within the rental housing industry as a 

whole. 

We should all be proud of how we 
have worked together to ensure the 
Utah Rental Housing Industry has 
remained strong and that we have done 
our best to work through the challenges 
of our “new normal”. 

As we reflect on our accomplishments 
of the last twelve months and 
commiserate with one another on all 
the things we didn’t get done or goals 
we let slide away when life “changed 
in March”, I encourage you not to 
give up on “New Year’s Resolutions” 
and to make some new goals (or re-
ignite missed goals) for yourself both 
personally and professionally. Write 
them down to make them real and 
then look at them every day to remind 
yourself where you need to direct your 
time and focus.

AND I encourage you to take 
advantage of your Utah Apartment 
Association membership by attending 
the new virtual education classes 
and virtual events like our Education 
Conference and Tradeshow on February 
18th, 2021 and others that will take 
place throughout 2021. 

Our education trainings and events 
are great ways for you to expand 
your knowledge and business savvy 
in the rental housing industry. They 
are also a prime place for you to 
network with other professionals in 
the business that may have experience 
with something in your business you’re 
currently struggling with. Making the 
right connection with a new vendor 
could open up a whole new range of 
possibilities for services you can offer 
to your clients. Let’s ring in the New 
Year and make 2021 a success together!

Q: My tenant owes rent, but has 

gone silent. I’m at a standstill because 
they are not responding to me at all. 
What do I need to do?

A: Hiring an attorney is often the last 
resort. We always recommend trying 
to work with your tenants first to see if 
you can work out the problems on your 
own. But when a tenant is ignoring 
you and not responding or performing, 

that limits your opportunities to try to 
fix the problems. When a tenant goes 
silent, we recommend that you serve 
the tenant with the eviction notices 
applicable to the problems you’re 
dealing with. In the current situation, 
that would be a “Three Day Pay or 
Quit” that gives the tenant three court 
days to either pay the balance owed or 
vacate the property. Even if you want 
to try to avoid filing an eviction, you 
should still serve an eviction notice. 
That gives the tenant the three days 

required under Utah law to come to the 
table to work things out. If they don’t 
respond, then you’ve cleared the path 
to move forward with an eviction. You 
never know when a problem tenant will 
turn into an eviction.

Jeremy Shorts, Esq.
Utah Eviction Law
Phone: 801-610-9879
Fax: 801-494-2058
Email: info@utahevictionlaw.com

By hanK rossi

Dear Landlord Hank: I’m having 
trouble determining a competitive rent 

for my vacant 
three-bedroom. 
We are a class 
C building with 
r e m o d e l e d 

upgrades, but no amenities such as an 
exercise center. – Larry 

Dear Landlord Larry: Let me tell 
you how I find market rent, as a Realtor, 
and how I used to do so as a private 
landlord. The first database I check is 
MLS. I look in the subject property 
subdivision or if large condo building, 
I’ll check that, for properties that are 
actively advertised and that have rented 
in the last six months. I want to find a 
similar unit,.

First I look at what has actually 
rented, and if I find a few like the subject 
property, I’ll be very close to market 
rent. Then I look at what is advertised 
but not rented yet. I look at the rate, 
then how long this equal property has 
been on the market. 

It may be priced too high if it is just 
sitting there. If the rate is equal to 
similar properties that have rented or is 
just a little higher, then I know I have 
found the market rate for my property.

If there are very few properties to rent 
in my development or subdivision, I’ll 
check back to see what has rented in the 
last year. If not enough are available, 
I’ll check to see what has rented in the 
last two years. If I still don’t have good 
comps, I’ll go outside the subdivision 
and choose similar properties within 
one mile; again, if I don’t find enough 
good comps, I’ll check properties 
within two miles.

Hopefully, you’ll be able to find 
adequate comps looking within two 
miles of the subject property and going 
back two years. 

As a private investor, I used to check 
what was available in my property 
area on Craigslist and Facebook 
marketplace, and I also used to drive 
the neighborhood and see what my 
competition looked like.

I’d check the units for rent, terms 
(first, last and security up front?), 
what was included in the rent, the unit 
finishes, state of the property (well 
cared for?) and the neighborhood.
Hank Rossi and his sister own a real 
estate brokerage focusing on proper-
ty management and leasing, and he 
continues to manage his real estate 
portfolio in Florida and Atlanta. Visit 
Landlord Hank’s website:  https://
rentsrq.com

Determining Competitive 
Rent in a Class C Building
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Director’s Messsage

UAA Virtual Education Conference and 
Tradeshow Feb. 18th – DON’T MISS IT!

L. PAUL SMITH, CAE
Executive Director, 
Utah Apartment 
Association

The Utah Apartment Association 
“Fair Housing Education Conference & 
Trade Show” is one of the state’s best, 
and most comprehensive resources 
for your business. We were sadly 
unable to hold this event in 2020 but 
the “show will go on” and we have a 
great VIRTUAL Education Conference 
and Tradeshow on Thursday February 
18th, 2021 and hope to have our live 
event this Fall when we can all get back 
together again. 

Whether you own or manage rentals 
or sell products or services to those who 
do, you can’t afford to miss this show. 
Come experience world class education 
seminars with national speakers and 
trainers. We have both Apartment 
Allstar Experts, Kate Good and Lisa 
Trosien presenting their world class 
education in 4 sessions each – since 
all sessions are recorded attendees will 
have a chance to watch all 8 classes, so 
don’t worry about missing anything! 
PLUS, we’ll have National Trainer, 
Michael Olvera, with HD Supply 
teaching multiple maintenance classes 
and SO MUCH MORE! CHECK OUT 
our full education session on the next 
page(s).

Come join us as together we 
celebrate, learn, network, advocate and 
grow! In addition to the education and 
connecting with our supplier members, 
we will have $thousand$ in prizes.

For more information, or to find out 
other ways the UAA Trade Show will 
benefit you and your company contact 
us at 801-487-5619, email info@uaahq.
org or visit uaahq.org/tradeshow. 

We look forward to “seeing” you all 
there on February 18th!

   

 

2021 FAIR HOUSING EDUCATION CONFERENCE & TRADE SHOW 

People are too busy to simply tour an apartment. They are contacting you because they 
want to lease an apartment. So why do we treat them like they are “just looking”? Don’t 
be fooled by the vocabulary your customer uses. Just looking means I have not found 
what I am going to rent. This program will teach every marketing professional and leas-
ing consultant the art and science of closing on the first visit.                                    

“Successfully Creating Utilizing and Closing Virtual 
Tours” with Lisa Trosien 

Education Session # 1    9:30 AM 

“Speed to the Lead - The Art of Closing on the First Visit” 
 with Kate Good 

Prospects today have a variety of options for touring apartments: in-person, self-guided and 
virtual tours are all available. But do you know how to create the best possible virtual tour 
and how to close your prospect during the tour? 
When it comes to virtual leasing, there are many approaches and technology options to 
consider along with processes, best practices and more. In this Speedy Session, Lisa will 
explore how to make virtual leasing an effective, conversion-focused strategy for you and 
your teams as well as how to successfully walk your prospect through the tour, get them 
comfortable with the technology and most importantly CLOSE THEM SUCCESSFULLY! 

Preventative Maintenance on a Budget – Michael Olvera, National Trainer,         
HD Supply 
 

In recent times our budgets have seen some major challenges and strains and often PM gets set aside.  In 
this webinar we will show you how to maximize your savings not only on utility’s but also labor as 
well.  Our experts will show you how to make small adjustments that will add up big.  

Current Issues in Fair Housing with the Utah Apartment Association 
 
 Fair Housing can be a difficult maze to navigate, with expensive penalties for doing it wrong. Learn 
about the most pressing Fair Housing issues that are impacting Utah Rental Owners and Managers. 

New Laws for Property Managers 
 
Learn the newest laws passed by the 2021 legislature and discuss what laws may be on the agenda at 
the next legislative session. Also discuss federal and local laws that are evolving and how they impact 
your operations. 

Oregon Landlords File Suit Against City, County, State
rental hoUsing JoUrnal

Several landlords have filed suit in 
federal court in Oregon alleging the 
legislature has failed to responsibly 
address the housing crisis.

The lawsuit was filed in the Federal 
District Court naming Gov. Kate Brown, 
the State of Oregon, Multnomah County 
and the City of Portland as defendants, 
according to John DiLorenzo, attorney 
for the landlords.

DiLorenzo said according to 
Multifamily NW, Oregon renters are 
currently in arrears to a total of between 
$800 to $900 million in unpaid rent.  

“Yet, the state has opted to make 
available only a fraction ($200 million) 
of the overall need to benefit renters who 
reside in only certain types of housing 

owned by certain types of providers,” 
DiLorenzo said. “Sadly, the state had 
a chance to address this issue during 
the third special legislative session by 
taking up LC 881, a proposal designed to 
make it easier for all housing providers 
to provide rent forgiveness for existing 
tenants in exchange for credits against 
future Oregon income tax.

“Instead, it adopted a new law (HB 
4101) that fails to equitably address the 
growing crisis and simply kicks the can 
down the road. ... 

“Renters are in need of immediate 
support, unrestricted by artificial 
‘tests’ and unreasonable bureaucratic 
impediments.  The lion’s share of renters 
want to pay rent and cannot because 
they have lost their livelihoods (either 
due to the governor’s choice to close the 

businesses which used to employ them 
or because the governor has closed the 
schools their children attend, requiring 
them to provide all-day care for their 
children). 

“Governor Brown, the state, the 
county and the city determined that the 
COVID-19 crisis required those actions.  
We are sympathetic to all who have 
been impacted by this horrible disease 
and are not going to second-guess 
whether the government’s responses 
were necessary or appropriate.  But 
there is no doubt that the state’s choices 
and the choices of the city and county 
were the direct causes of the grave 
financial circumstances which renters 
and their housing providers are now 
experiencing.”

The suit alleges the actions of the 

defendants violate the contracts clause 
of the United States Constitution, the 
prohibition on takings without just 
compensation in the Fifth and 14th 
amendments to the United States 
Constitution, and the prohibition 
against seizures of property in the 
Fourth and 14th Amendments to the 
United States Constitution.  

The plaintiffs request that the 
Federal District Court either declare 
the moratorium declarations, executive 
orders and laws invalid and void or, in 
the alternative, require the state, city 
and county to design and implement 
a plan to adequately compensate all 
private housing providers for their 
losses incurred in addressing the 
consequences of the governments’ 
response to COVID-19.
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2021 Certified Apartment Manager (CAM) Program  
 
Come Learn about:  

• Occupancy Rates 

• Comprehensive marketing plans 

• Sales team management and product readiness 

• Equitable treatment of current and potential 
residents 

• Resident retention and maintaining a positive 
company image 

• Communicating with residents 

• Customer service and issue retention 

• Enforcing company policy and complying with 
laws and regulations 

• Property inspections 

• Preventative maintenance programs 

• Service request process 

• Apartment turnover 

• Working with contractors and vendors 

• Recruiting high-caliber employees 

• Employee orientation and training 

• Employee evaluation 

• Employment regulations and record keeping 

• Analyzing the property’s financial operations 
and taking corrective actions for underperfor-
mance 

• Monitoring property performance to achieve 
the owner’s investment goals 

• Accounting principles and practices 

• Maximizing net operating income 

• Reporting property performance accurately 

Full course with materials $825 

Register online : www.uaahq.org/CAM 

EVICTION MORATORIUM EXTENSION
There has never been a complete 

eviction moratorium in Utah. In 
September, the CDC created a defense 
for tenants who are affected by COVID 
they can use to delay eviction through 
the end of 2020. This legislation 
extended the end date through January 
31, 2021, (although its highly possible 
President Biden will do something on 
evictions by executive order.)

To be clear, you currently are not 
prohibited from charging late fees 
and service of notice fees, or starting 
evictions for all types of lease violations 
(end of term, comply or vacate, 
nuisance and even pay or vacate). If you 
do begin a pay or vacate eviction, under 
this extension the tenant can delay the 
eviction if they sign a statement that 
attests:

1. They have an income of less than 
$99,000 per year (or $198,000 
for couples filing jointly) or they 
received a stimulus check;

2. They have sought out government 
assistance to make their rent 
payment and still cannot pay;

3. They are unable to pay rent for a 
COVID-19 related reason;

4. They are making their best effort 
to pay rent; and

5. They are likely to become 
homeless or move in with others 
if evicted.

RENTAL ASSISTANCE
In 2020, Utah renters accessed $23 

million in rental assistance. In 2021, 
congress is sending us ten times that 
amount. $213 million was appropriated 
for rental assistance. It is still early 
in the year and the programs and 
rules are not all set, but we will keep 
you informed as more info becomes 
available.

UAA is watching these issues on 
your behalf. Please continue to support 
UAA through your membership and by 
supporting the PAC. 

Continued from Page 1

$213 Million 
Set in Rental 
Assistance
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The impact of the pandemic was 
not felt evenly across the county as 
multifamily transactions in 2020 
were down and sales plunged in due 
to COVID-19, according to a new 
report from Yardi Matrix, after record 
multifamily transaction volume in 2019.

A few summary points from the 
report:

• Much of the change could be 
described as a “filtering” effect: 
investors moving from urban 
cores to inner-ring suburbs, from 
primary to secondary metros 
and from secondary to tertiary 
metros. This phenomenon results 
from several factors, including 
owners putting fewer properties 
on the market, disagreement 
between buyers and sellers 
about prices, the composition of 
buyers, and the competition for 
assets.

• Sales recovered in the third 
quarter after hitting a trough in 
2Q20, but like so much about the 
economy, a return to “normal” 
transaction activity is hard to 
predict. Until the pandemic 
recedes and people can return to 
daily activities with the help of 
an effective vaccine, uncertainty 
will linger.

• Despite worrying economic 
signals—U.S. unemployment 
numbers remain high, gateway-
market occupancy rates and rents 
have plummeted, and December 
rent payment data shows more 
tenants not making payments—

multifamily fundamentals have 
held up better than in other 
commercial property segments, 
and loan delinquencies remain 
low.

“Multifamily  transaction activity 
abruptly hit a wall when shelter-in-place 
orders started in March. Transaction 
volume fell to $9.4 billion in the second 
quarter, the lowest quarterly total since 
the first quarter of 2011 and a decline of 
62 percent from 1Q20 and 67.2 percent 
year-over-year,” according to Yardi 
Matrix data.

“Deal flow picked up to $16.5 billion 

in the third quarter, though that is still 
51.1 percent below 3Q19 volume of 
$33.8 billion. Through three quarters 
of 2020, total volume was $50.6 billion, 
down 41.7 percent year-over-year. 

“But the impact is not being felt evenly 
across the country. On a regional basis, 
the Northeast (-54.6 percent) and West 
(-51.0 percent) had the biggest declines, 
while the Midwest (-32.6 percent) and 
Southeast (-34.1 percent) fell the least. 
Urban and suburban multifamily 
sales have dropped by roughly the 
same percentage, but there has been a 
difference by region.”

The report says the trend of 
corporations allowing employees to 
work from home has contributed to the 
migration from bigger urban areas to 
more suburban areas and from urban 
submarkets in the most expensive 
metros to suburban markets or even 
secondary markets.

And equity investors still see 
multifamily as a highly appealing 
investment product. “Apartments 
typically produce 4-6 percent dividend 
yields, which is a better return than 
sovereign bonds or investment-grade 
corporate bonds,” the report says.

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

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

UNACCEPTABLE COLOR USAGE

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

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

Multifamily Transactions Down, Set to Rebound
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THERE’S NO PLACE LIKE  
A SMOKE-FREE HOME.

For a higher appraisal and heathier tenants,  
go smoke-free.




