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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
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The Oregon Senate has passed a bill 
now headed for the governor’s signature 
which provides 60-day pause on evictions 
for those awaiting rental assistance, 
according to a release.

The bill is intended to also ensure 
landlords who are awaiting payment of 
past-due rent will receive it.

Earlier this session, the Senate passed 
a bill that extended the grace period for 
repayment of rent accrued during the 
eviction moratorium until February 28, 
2022. Now, the recently passed Senate bill 
“furthers those protections by ensuring a 
tenant cannot be evicted within 60 days of 
filing for rental assistance. Additionally, 
the Landlord Compensation Fund will 
retroactively and prospectively reimburse 
successful applicants at an increased rate 
of 100 percent of unpaid rent accrued due 
to the COVID-19 pandemic,” the Senate 
said in a release. 

Additionally, the first wave of federal 
emergency rental assistance was 
passed by Congress in December 2020. 

Following passage, the latest guidance on 
distribution of those funds was delayed 
until May 2021. Due to this, applicants 
have had limited time to access funds 

before the eviction moratorium closes
“While some feel as though life is 

getting back to normal, others are still 
struggling due to this wholly unequal 
recession. Lower-income and vulnerable 
Oregonians are taking much longer 

Oregon OKs 60-day Eviction Pause

RELATED STORY: CDC Extends 
Eviction Moratorium - Page 13

See ‘Oregon’ on Page 13

Why I Like My Properties’ Nosy Neighbors
By DaviD PickRon

Back in 2013, a small company named 
DoorBot appeared on Shark Tank pitching 
a doorbell connected to a camera that would 
then call your smartphone, letting you know 
who was at your door. 

The panel, made up of successful, savvy 
investors, decided to pass for a variety of 
reasons, with one of them being that they 
didn’t think there was a need or demand for 
the technology in the residential sector.  

DoorBot left the stage with no deal, 
changed its name to Ring, and sold to 

See ‘W hy ’ on Page 11

By Justin BeckeR

There is no argument that the best 
tenants are the ones who pay rent 
on time, have long-term leases, and 
respect the properties they occupy. 
As a landlord, the key to your success 
is retaining the current tenants and 
attracting new ones.

Unfortunately, the COVID-19 
pandemic has made it hard for most 
landlords to get the best tenants, 
making the real-estate industry more 
competitive. If you want to have a 
high chance of getting the best tenants 
now, or in the post-pandemic period, 
then you should consider the features 
highlighted below.

Whether you are improving your 
current property or purchasing a new 
one, we have listed the three most 
important things every tenant wants in 

Tailor Your 
Rentals 
to Attract
Best Tenants 

See ‘W hat’ on Page 12
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IF YOU’RE CONSIDERING  
A 1031 EXCHANGE, THE TIME 

TO ACT IS NOW!

Securities offered through Growth Capital Services, member FINRA, SIPC, Office of Supervisory Jurisdiction located at 582 Market Street, 
Suite 300, San Francisco, CA 94104. Potential returns and appreciation are never guaranteed and loss of principal is possible.  Please speak 
with your CPA and attorney for tax and legal advice.

Find out How to Avoid Capital Gains Taxes, and More!

✔ Management Free - No More Tenants, Toilets and Trash!

✔
Cash Out Refinance - Defer Your Taxes and Receive  
Liquidity Potential

✔ Monthly Income Potential

✔ Close your 1031 in 2-3 Days

✔ All-Cash/Debt-Free Offerings

✔ Multifamily, Self Storage, Industrial and Mobile Homes

✔
Tenants include Amazon, FedEx, Dollar General, 
Walgreens, CVS, Fresenius and More

✔ Non-Recourse Financing from 40-85% Loan to Value

Get FREE DST, TIC and NNN 1031 Exchange 
Listings Delivered to Your Inbox! PLUS

Get FREE DST, TIC and NNN 1031 Exchange Get FREE DST, TIC and NNN 1031 Exchange 

SIGN UP FOR FREE at kayrhj.com.com
or call 1 (855) 875-2781

CALL TODAY FOR 
A FREE BOOK ON  
1031 EXCHANGES

YOU WILL ALSO 
GET FREE 1031 

EXCHANGE LISTINGS!
+
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About Kay Properties and www.kpi1031.com

Kay Properties is a national Delaware Statutory Trust (DST) invest-
ment 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, indepen-
dent advice on DST sponsor companies, full due 
diligence and vetting on each DST (typically 20-40 
DSTs) and a DST secondary market. Kay Properties 
team members collectively have over 115 years of 
real estate experience, are licensed in all 50 states, 

and have participated in over $21 Billion of DST 1031 investments.

This material does not constitute an offer to sell nor a solicitation of 
an offer to buy any security. Such offers can be made only by the 
confidential Private Placement Memorandum (the “Memorandum”). 
Please read the entire Memorandum paying special attention to the 

risk section prior investing. IRC Section 1031, IRC Section 1033 and 
IRC Section 721 are complex tax codes therefore you should con-
sult your tax or legal professional for details regarding your situa-
tion. 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, gen-
eral risks of owning/operating commercial and multifamily proper-
ties, 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. Kay Properties and Investments, LLC and Growth Capital 
Services are separate entities.

Potential Pitfalls of NNN Properties
and a Savvy Alternative

BY CHAY LAPIN 
PRESIDENT OF KAY PROPERTIES AND INVESTMENTS

• NNN properties seem like passive investments but actually 
require regular management. 

• Overconcentration is a key risk when it comes to investing in 
NNN properties.

• DSTs (Delaware Statutory Trusts) provide an alternative way 
to invest in NNN properties.

• Diversification and true passivity are unique advantages of 
DST investments.

Frequently investors are seeking out reduced management and 
or passive real estate investments. Real estate owners are sim-
ply tired of the three T’s (Tenants, Trash, Toilets) and are looking 
for alternative options to consider. 
One option that a lot of investors are being sold by their real 
estate brokers are Net Leased properties, which are commonly 
known as “triple net leases” (or “NNN”). Some Net Lease prop-
erties can be nearly 100% passive. Investors will want to care-
fully understand how the unique net lease is set up, as some 
leases may actually have active management responsibilities 
for building upkeep. A client will also want to keep a monthly 
check in to make sure that the tenant is abiding by their net 
lease structure and that they are actually paying the various bills 
(e.g. Common area expenses, Property Taxes and Insurance). It 
is not uncommon for a large corporation to have a glitch and be 
late paying property taxes, and this could affect your building if 
not caught in an appropriate time frame.
If an investor is going to be placing their entire 1031 exchange 
proceeds or cash allocation in one net lease property, there are 
key points that an investor should understand prior to investing: 
• Concentration Risk – Placing all of your eggs into one basket
• Tenant bankruptcies and restructuring – Lease Rejection
• Store Closures – “Dark Stores”
• 1031 exchange closing risk
• Asset and property management responsibilities – unpaid 

tenant taxes, collecting reimbursements, refinancing, lease 
term burn off and value erosion, lease renewal and negotia-
tions, legal expenses, insurance issues, etc.

Another option for investors that are looking for a 100% passive 
investment is a DST (Delaware statutory Trust). A DST is an en-
tity that can hold investment real estate structured to take 1031 
Exchange monies and after tax dollar investments. DST proper-
ties can be used as opposed
to NNN properties but still providing access to net lease type 

properties (FedEx, Amazon, Walgreens, CVS and many others).

• Potential Diversification – Don’t put all your eggs into one 
basket! It is important to note however that diversification 
does not guarantee protection against losses or guarantee 
profits.

• You can close potentially on a DST in 2-3 days – helps to 
potentially reduce 1031 exchange

• closing risk.
• Non-recourse financing with DSTs as opposed to partial and 

full recourse with NNN
• properties.
• Back up – Use a DST as a backup ID in case your NNN deal 

falls apart.
• DST as a home for leftover funds to cover your exchange 

and avoid boot.
• Professional asset and property management in place.

DST EXAMPLE #1
A portfolio of 15 corporate backed FedEx distribution facilities, 
Walgreens pharmacies and CVS pharmacies located throughout 
the country.

DST EXAMPLE #2
A portfolio of 20 single tenant net leased properties to tenants 
such as CVS, Tractor Supply, McDonald’s, Advanced Auto 
Parts, Auto Zone, DaVita Dialysis, Dollar General and Dunkin 
Doughnuts.

DST EXAMPLE #3
A single tenant VA Medical Hospital on a 20 year lease with 
the General Services Administration (GSA) – The United States 
Government 
Potentially protect yourself and your family by investing in mul-
tiple DST’s. This allows your 1031 equity to be diversified over 
100 to 300 million dollars worth of institutional quality real estate,  
instead of buying one 1-3 million dollar net lease property and 
having to actively manage it yourself.
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A new analysis says that remote work 
during the pandemic changed the asking 
prices for rent, and that higher education 
correlates with the ability to work from 
home, according to a new Yardi Matrix 
analysis.

Rent growth was much slower in many 
cases where renters were highly educated.

The detailed analysis shows “rent to 
be lower by 10.06 percentage points for a 
property where 100 percent of the over-25 
age population held a bachelor’s degree, 
compared to a property where the over-
25 age population contains no college 
graduates.”

The result is even lower, by 17.12 
percentage points, the analysis says, for a 
property where 100 percent of the over-
25 age population held a post-graduate 
degree.

The reason for weaker rent growth is tied 
to many tenants who sought new living 
arrangements during the pandemic. The 
general consensus is that suburban rents, 
where many remote workers moved, have 
outperformed urban rents.

The ability to move was not evenly 
distributed because pandemic-related 
remote work was overwhelmingly 
concentrated among the college-educated 
segment of the workforce.

The analysis by Yardi Matrix says, 
“Multifamily properties where a large 
proportion of tenants held a bachelor’s 
or post-graduate degree exhibited much 
weaker rent growth during the pandemic 
compared to properties with a less highly 
educated tenant base.”

There are many different things that 
drive rent growth, and remote work was 
just one rent driver during the pandemic, 
the report says. It adds,  “as the economy 
rapidly normalizes, the question for 
remote work is whether it will become 
a durable trend or fade out as life 
normalizes—and whether it will continue 
to affect multifamily rent growth as it did 
during the pandemic.

“Many (though not all) remote 
employees enjoy their newfound 
workplace flexibility, and many employers 
(also not all) are looking at solutions to 
accommodate them in the future.

“Undoubtedly, cities and offices 
will reopen. The social dynamism and 
collaboration opportunities they afford 
are too strong to ignore. However, if 
some proportion—even a small one—of 
pre-pandemic demand has permanently 
left these assets, the results presented 
here suggest rental-rate recovery may 
take longer than many are currently 
expecting.”

smiproperty.com

SMI Property Management maximizes 
your multifamily investment through 
experience, technology, commitment, 
and teamwork. Call 503.585.6176 today!

Donna Jaeger
DIRECTOR OF PORTFOLIO 
MANAGEMENT

Cheryl Griffin
SENIOR PORTFOLIO  
MANAGER

Derick Mosman
VICE PRESIDENT 
DIRECTOR OF COMPLIANCE

Cheryl Griffin
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To learn more, visit www.energytrust.org/mfcashincentives  
or email multifamily@energytrust.org.

Serving customers of Portland General Electric, Pacific Power,  
NW Natural, Cascade Natural Gas and Avista.

+

FREE ENERGY-EFFICIENCY SERVICES

Energy Trust of Oregon remains committed to serving  
multifamily customers through our incentives and services.

As you adjust to new operating standards, Energy Advisors are 
available by phone, video chat or email to assist with project 
consulting, applications, safety concerns, capital planning and 
other operational improvements.

How Remote Work Changed Asking Prices for Rent
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The Seattle City Council has passed 
three ordinances restricting landlords 
rights involving evictions and lease 
renewals, according to reports.

The ordinances were described by 
officials as “renter protections.” The first 
says if tenants do not pay rent, landlords 
cannot initiate an eviction during the 
school year if there are students or 
educators living in the house.

Tenants will be able to cite the new city 
ordinance as a defense to eviction.

Councilmembers argued evictions 
can interrupt learning and create 
homelessness among children.

The ordinance defines children and 
students as anyone under 18 and anyone 

enrolled in child care through high school; 
and it will define educators as anyone 
working at a school, including teachers, 
janitors, counselors and cafeteria workers, 
according to reports. There are exceptions 
for evictions from condemned buildings, 
for criminal activity or if landlords move 
into their own rentals.

Under another ordinance passed, 
landlords are required to offer new leases 
to tenants before their existing lease 
expires and before seeking a new tenant. 
This would bar landlords from allowing 
a lease to expire and then seeking a new 
tenant.

Councilmembers in favor of the new 
ordinance said it would close a loophole 
that allows landlords to evict tenants 
without cause. 

A third ordinance passed in early June 
allows a COVID-19 defense against 
eviction if tenants have a large unpaid 
rent debt incurred during the pandemic. 
Tenants would need to sign declarations 
that they suffered financial hardships 
during the crisis.

A group of small landlords say the city 
council actions are pushing them out 
of the business, and that they are being 
unfairly grouped in with policies aimed at 
corporate landlords.  

“The impact on small mom-and-pop 
landlords is huge. And the effect of this 
kind of legislation is it’s going to push 
people like us out,” said MariLyn Yim. 
Her family owns and lives in a triplex in 
Seattle and rents the additional two units.  

Yim argues the policies are aimed at 
corporate rental companies, and small 
landlords are being left behind. 

“Every bill they craft is based on the 
assumption that landlords are greedy 
and rich and we have deep pockets and 
can pay for everything. Well, that isn’t all 
of us,” said Charlotte Thistle, who owns 
one rental property, in an interview with 
King5.com.

“When you have something like the 
eviction moratorium and you have one 
tenant who’s not paying rent, well, if you 
have one property that’s one hundred 
percent of your income,” Thistle said, 
“You still have to pay property tax, 
mortgage, and utilities. Nobody is giving 
us a free pass on those expenses,” she 
said.

Seattle Council Deals Another Blow to Landlords
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Insight Reporting is proud to serve as your risk  
management partner.
We o�er comprehensive and compliant screening  
solutions for your business. 

• Tenant

• Employment

• Volunteer 

• Business profile

• Mobile friendly apps

•  Integrations with  
accounting software

• Over 25 years in business

THINGS AREN’T ALWAYS AS THEY APPEAR

Resident Screening
503.662.6265 • insightreportingllc.com

The insight to get it right.

keePe

Temperatures are getting really hot this 
summer and air conditioning repair is not 
a surprise you want when tenants call. 
Are the air conditioning systems in your 
rental properties ready for the heat? If the 
answer to that question is a cautious, “I 
don’t know,” then you might want to call 
your local air conditioner repair company 
for an inspection now.

How do you know when it’s time to call 
your local AC repair person? Here is a 
short list of 6 warning signs to watch for.

NO. 1- ODD NOISES
While humming and rushing air are 

usually not a concern, any knocking, 
growling, squealing or rattling could 
indicate serious trouble with the 
compressor or the condenser.

It is advisable that you get a professional 
air conditioner repair company to assess 
your system before your tenants start 
calling.

NO. 2 – UNUSUAL ODOR OR 
SMELL

An air conditioner should never give off 
peculiar smells.

If yours does, it could be a sign of mold, 
damaged ductwork or malfunctioning 
components. All these issues require 
immediate repair if you do not want to 
end up replacing the unit.

NO. 3 – DECREASED AIRFLOW
The primary sign of an air conditioning 

system that is working well is air flow.

Airflow can become restricted in 
several ways; there can be a problem 
with the duct work or fan, or a blockage 
or leak elsewhere in the system. Air 
ducts blocked by debris can pose a health 
risk, especially if the debris includes 
decomposing insects or the droppings 
of small animals.  Polluted air flow can 
cause the onset of respiratory disease or 
worsen an existing breathing problem.

 NO. 4 – EXCESSIVE CYCLING
Does your air conditioner turn on and 

off in short intervals?

If so, it may be short-cycling. If your 

unit seems to cycle on and off more than 
typical, it could mean that your thermostat 
is malfunctioning. It could also mean that 
cold air is escaping; check for leaks and 
add some weather stripping if needed.

NO. 5 – INCREASE IN ENERGY 
BILL

A power bill that suddenly shoots up, 
especially if the unit is not running that 
often, could be another strong indicator 
that your system is in need of repair or 
replacement.

There are multiple causes for this 

particular issue, including leaks in your 
AC’s ductwork, a broken thermostat 
switch, or the advanced age of the unit. 
Regardless of the source of the trouble, 
the AC will need to be repaired.

 NO. 6 – LEAKING WATER
If you notice that your air conditioning 

system is leaking water, you need to 
contact your local air conditioning repair 
company sooner rather than later.

Not only is this a sign that the AC 
unit is malfunctioning, but it may also 
lead to damage to your rental unit. 
AC systems naturally create moisture 
and condensation, but in a properly 
functioning system this moisture should 
be flushed out through drain lines.

IN CONCLUSION
These are just some of the common 

warning signs to look for when checking 
on the condition of your AC in your rental 
properties. If you notice these or any other 
issues, contact a reputable HVAC repair 
company before the tenants start calling 
and the dog days of summer finally arrive.
Keepe is an on-demand maintenance 
solution for property managers and 
independent landlords. The company 
makes a network of hundreds of in-
dependent contractors and handymen 
available 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.

6 Signs It Could Be Time to Call for AC Repair
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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. 

Rental Housing JouRnal

A landlord who denied a tenant’s 
request to keep an assistance animal due 
to her disability, and then retaliated by 
evicting her, has been charged with a Fair 
Housing Act violation.

The U.S. Department of Housing and 
Urban Development (HUD) said in a 
release  that it is charging a landlord in 
Niagara Falls, New York, with violating 
the Fair Housing Act by denying a 
tenant’s reasonable-accommodation 
request to keep an assistance animal in a 
no-pet building.

According to the details HUD’s charge 
alleges that the apartment complex owner 
“refused to allow a woman with mental 
health disabilities to keep an assistance 
animal even though she provided him 
with a physician’s letter attesting to her 
need for the accommodation. The charge 
alleges further that the owner refused to 
allow the woman to live with the animal 
and subsequently evicted her, claiming 
that the dog had displayed aggressive 
behavior and was not a legitimate 
assistance animal.”

During a hearing, according to the 
HUD complaint, an attorney for the 
tenant presented a new assistance-animal 
letter from a mental health professional 

that stated the tenant was a “person who 
suffers from a psychological impairment 
which substantially limits her ability 
to concentrate … and her dog currently 
provides emotional support by improving 
motivation through emotional bonding 
which successfully ameliorates the effects 
of her disability.” 

The letter went on to say the mental 
health professional prescribed that 
the tenant “be permitted to live with 
an emotional-support animal in her 
dwelling, despite any rules, policies, 
procedures or regulations restricting or 
limiting animals, and be provided any 
other reasonable accommodations in 
housing.”

The charge alleges that as a result of 
the landlord’s actions and the eviction 
the tenant “suffered actual damages, 
including eviction, loss of housing 
opportunity, out-of-pocket expenses, 
emotional and physical distress, as well 
as embarrassment and humiliation.”

The Fair Housing Act prohibits 
housing providers from discriminating 
against individuals with disabilities, 
including refusing to make reasonable 
accommodations in policies or practices 
when such accommodations may be 
necessary to provide such individuals 
an equal opportunity to use or enjoy 

a dwelling. This includes permitting 
persons with disabilities to have service 
or assistance animals. It also means that a 
housing provider that has a no-pets policy 
must waive it for a resident or prospective 
resident who needs an assistance animal 
because of a disability.

“Assistance animals provide invaluable 
support for persons with disabilities, 
including allowing them to fully utilize 
and enjoy the place they call home,” 
said Jeanine Worden, HUD’s Acting 
Assistant Secretary for Fair Housing 

and Equal Opportunity, in the release, 
adding the action “sends a loud and clear 
message to housing providers that HUD 
remains committed to ensuring that they 
meet their obligation to comply with the 
nation’s fair-housing laws.”

HUD’s charge will be heard by a 
United States administrative law judge. 
If, after a hearing, the administrative 
law judge finds that discrimination has 
occurred, the judge may award damages 
to the complainant for any losses that 
have resulted from the discrimination.

HUD Charges Landlord 
Who Evicted Tenant 
Over Assistance Animal
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On June 28, 2021 the Oregon 
Legislature adjourned “sine die.”

Adjournment sine die (from the Latin 
“without day”) means “without assigning 
a day for a further meeting or hearing.” 
To adjourn an assembly sine die is to 
adjourn it for an indefinite period.

With three significant bills passing 
that have affected all residential housing 
providers throughout the state, some 
landlords might wish they’d opt to adjourn 
“in perpetuum” – that’s Latin for “enough 
is enough!”

Let’s take a look at the bills that passed 
that most affected housing providers, then 
I can also share their positive aspects. So 
first, here are the quick ABC’s of what we 
need to know beginning July 1, 2021:

• SB 282 has: a) extended the pay-
back period for tenants who 
owe past rent from the Eviction 
Moratorium (dating from April 1, 
2020-June 30, 2021) until Feb. 28, 
2022, and b) created a tenant’s right 
to have as many permanent guests 
as is allowable under local, state 
and federal occupancy standards 
without restrictions (except that 
a landlord may screen them 
for standard yet non- financial 
criteria and require them to sign a 
temporary-occupancy form).

• SB 278 a) grants a one-time 60-
day delay to tenants facing eviction 
for non-payment of rent from July 
1, 2021 through Feb. 28, 2022 
when they show they have applied 
for rental assistance, while b. 
requiring the landlord to provide a 
specific disclosure that informs the 
tenant of this right, and c) creating 
an independent fund to pay the 
landlord for the lost  revenue if the 
tenant does not obtain assistance 
and allows the eviction process to 
proceed. In addition, this bill also 
d) removed the 80 percent cap from 
the Landlord Compensation Fund, 
authorizing all recipients 100 
percent of the rent relief granted to 
them.

• SB 291 requires that a) all 
landlords have written screening 
guidelines, and b) limits the ability 
to deny applications for criminal 
background checks without first 
providing an individual assessment, 
taking into consideration: 

1. The nature and severity of 
the incidents that would 
lead to a denial; 

2. The number and type of 
incidents; 

3. The time that has elapsed 
since the date the incidents 
occurred; and 

4. The age of the individual 
at the time the incidents 
occurred.

To unpack these new rules, it is 

important to understand three priorities 
lawmakers had when they convened this 
session on Jan. 21, 2021, on the heels of 
two extraordinary emergency sessions in 
2020:

1. Eviction moratoriums were 
mandated nationwide, while at the 
same time thousands of Oregonians 
became instantly homeless from 
the ravages of unprecedented 
wildfires.

2. The state had no pre-existing 
system or infrastructure in place 
to manage and disperse the 
unprecedented sums of hundreds 
of millions of dollars in federal aid 
it would be receiving.

3. The social justice movement 
erupting from the death of 
George Floyd demanded a need to 
address institutional and systemic 
prejudices, including those found 
in the housing market.

SB 282 was written because more than 
$500 million dollars had already been 
committed to pay back-rent owed to 
landlords. This volume of aid funding has 
never been distributed and caused logistic, 
technical and personnel backlogs. The 
state wanted to give tenants enough time 
to apply for the aid and get the money 
paid to the landlords. The state remained 
committed to NOT extending the 
moratorium again, so they extended only 
the forgiveness period for eight months. 
They used this opportunity to also add 
provisions in the law to address wildfire 
victims by requiring landlords to allow 
tenants the right to house “temporary 
occupants” during this same eight-month 
period.

The WINS for the Landlords in this 
bill were preventing the law from adding 
presumptive retaliation language and 
harsh penalties for violations, and for also 
allowing landlords the right to screen all 
temporary occupants for criteria other 
than financial status. The sentiment in 
the bill was derived from the fact that 
the $200 million Landlord Compensation 
Fund had been previously negotiated to 
aid Housing Providers for lost rents due 
to the pandemic and much more federal 
money was on its way.

SB 278 was a last minute end-of-
session “gut and stuff” bill arising from 
the fear that on July 1 there would be a 
mass eviction event resulting from the 
Moratorium’s end. There were 13 re-
writes of this bill in less than 1 week and 
it passed both houses with only days to 
spare before sine die. Landlords were 
resistant to this measure, but stayed 
active in the long hours of proceedings 
and testimony.

The WINS for Landlords in this 
bill were that they negotiated for both 
the creation of a special fund to repay 
landlords for the 60 day pause for any 
tenant that could not get assistance, and 
that this fund would be independently 

managed rather than using the same 
logjammed agencies handling the other 
assistance dollars. Also important is that 
as a measure of good faith from Housing 
Providers were able to re-negotiate the 
Landlord Compensation Fund to pay 
100% of the qualified reimbursement 
instead of the 80% that was originally 
slated to be paid, without any further 
application process involved.

SB 291 was initiated by Governor 
Brown through her Director of Equity 
and Racial Justice and was carried to 
the Senate Committee on Housing and 
Development by Sen. Deb Patterson of 
Salem. Because of the political tone of this 
bill there was very little negotiation to be 
had. RHAO opposed the measure on its 
perception to allow criminals a protected 
status. In so doing, we also made clear 
that our opposition for the merits of this 
law did not reflect any racial or systemic 
bias, and those sentimentswere received 
and validated by the Governor’s office.

The WINS for Landlords came from 
the parties in the work group sessions 
that argued for its passage, stating that 
most people with criminal convictions 

that may not be denied for that basis, 
also come with other types of obstacles 
including bad credit and/ or financial 
hardship – which remain as criteria useful 
in screening applications. It was therefore 
claimed that the number of cases where 
Independent

Reviews would reverse the Landlords’ 
denials would remain low. Ultimately, 
however, with its passage we will all now 
wait to experience this bill’s affect on 
housing.

In closing, it’s easy for us to get 
discouraged when law changes occur 
that we may not agree with, or when we 
perceive them as unfair. However, I just 
want to say thank you to all the individuals 
and organizations throughout the state 
who have worked together this year to 
help craft these bills, and to the legislators 
who work tirelessly trying to do the right 
thing. And special kudos for Cindy 
Robert, the lobbyist for Rental Housing 
Alliance Oregon for her dedicated efforts. 
At the end of the session, and at the end 
of the day, we all want to make our state a 
great place to live. Sine die.

A Summary of the Oregon Legislature’s 
Housing Bills as it Adjourns
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FORM OF 
THE MONTH

Multifamily NW Schedule
JUNE 29 AFFORDABLE AFTERNOONS - LEASE WRITING FOR AFFORDABLE HOUSING LANDLORDS 12:00 PM - 1:00 PM

JULY 8 HR ANSWERS WEBINAR: IMPROVE YOUR INTERVIEW QUESTIONS 8:00 AM - 9:00 AM

JULY 9 WEBINAR: IT’S THE LAW: TENANTS GONE, NOW WHAT 12:00 PM - 1:00 PM

JULY 13 2021 PORTLAND CHARITY GOLF TOURNAMENT 7:00 AM - 3:00 PM

JULY 20 WA IT’S THE LAW: TWO STATES ONE RIVER 12:00 PM - 1:00 PM

JULY 27 AFFORDABLE AFTERNOONS WITH ADAM - COMPLIANCE ISSUES 12:00 PM - 1:00 PM

AUG 2 WEBINAR: LANDLORD TENANT LAW 1-PART A 10:00 AM - 12:00 PM

AUG 9 WEBINAR: LANDLORD TENANT LAW 1-PART B 10:00 AM - 12:00 PM

AUG 16 WEBINAR: LANDLORD TENANT LAW 2-PART A 10:00 AM - 12:00 PM

AUG 19 UNWIND WITH MULTIFAMILY NW: COMEDY IMPROV WORKSHOP 5:00 PM - 6:00 PM

AUG 23 WEBINAR: LANDLORD TENANT LAW 2-PART B 10:00 AM - 12:00 PM

AUG 26 2021 SWV CHARITY GOLF TOURNAMENT 11:00 AM - 6:00 PM

This is a form to better structure move-ins 
to show which utilities service the rental with 
the expectation of the approved applicants 
to contact the utility companies and set up 
accounts in their names as a prerequisite of 
signing the Rental Agreement and receiving 
keys. Ideally this form would be distributed 
at the time the approved applicant signs the 
Agreement to Execute Rental Agreement form 
when an execution deposit is collected.
The Multifamily NW Forms Collection is avail-
able immediately and electronically at www.
RentalFormsCenter.com, via  electronic subscription 
software through www.tenanttech.com & by mail or 
pick-up of printed triplicate forms at www.multifami-
lynw.org. 

M048 OR-WA 

Utilities Set-Up 

and Transfer Agreement

THE MONTH

This is a form to better structure move-ins 
to show which utilities service the rental with 
the expectation of the approved applicants 
to contact the utility companies and set up 
accounts in their names as a prerequisite of 
signing the Rental Agreement and receiving 
keys. Ideally this form would be distributed 
at the time the approved applicant signs the 
Agreement to Execute Rental Agreement form 
when an execution deposit is collected.
The Multifamily NW Forms Collection is avail
able immediately and electronically at www.
RentalFormsCenter.com, via  electronic subscription 
software through www.tenanttech.com & by mail or 
pick-up of printed triplicate forms at www.multifami
lynw.org. lynw.org. 
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ON SITE RESIDENT MAIN OFFICE (IF REQUIRED)

DATE __________________________________________ PROPERTY NAME / NUMBER ___________________________________________________________________________________________________________________________________________________________________

RESIDENT NAME(S) ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________

                                                                          ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________

UNIT NUMBER ___________________________________ STREET ADDRESS ___________________________________________________________________________________________________________________________________________________________________________ 

CITY ___________________________________________________________________________________________________________________________________________________ STATE ___________________________________ ZIP _____________________________________________________________

MOVE-IN DATE _____________________________________________________

IMPORTANT–READ CAREFULLY!Dear Future Resident:
It is our policy to require all incoming residents to personally contact the utility company(ies) to advise them of start-up of service.

The utility company(ies) will also be notified to remove the property name from the temporary service as of the date of planned

move-in. If you fail to contact them, you will have an interruption of service. You will be held responsible for the bill from

the date you move in.
When you contact the utility company and make service arrangements, please obtain your new account number and list it below

for Owner/Agent’s records. Please return this sheet with the information. Without exception, this document will be required

before your keys can be issued.
The following information may be helpful in making contact:UTILITY COMPANY

PHONE
NEW ACCOUNT # (FUTURE RESIDENT FILL IN)

__________________________________________________________________________________ _________________________________________________________ __________________________________________________________________________________

__________________________________________________________________________________ _________________________________________________________ __________________________________________________________________________________

__________________________________________________________________________________ _________________________________________________________ __________________________________________________________________________________

__________________________________________________________________________________ _________________________________________________________ __________________________________________________________________________________

__________________________________________________________________________________ _________________________________________________________ __________________________________________________________________________________

__________________________________________________________________________________ _________________________________________________________ __________________________________________________________________________________

Your efforts to take care of this matter in a timely way will greatly assist in the move-in process. 
_____________________________________________________________________________________ _____________________________

RESIDENT

DATE
_____________________________________________________________________________________ _____________________________

RESIDENT

DATE
_____________________________________________________________________________________ _____________________________

RESIDENT

DATE
_____________________________________________________________________________________ _____________________________

RESIDENT

DATE
_____________________________________________________________________________________ _____________________________

RESIDENT

DATE
_____________________________________________________________________________________ _____________________________

RESIDENT

DATE

X

X

X

X

X

X

_____________________________________________________________________________________ _____________________________

OWNER/AGENT

DATE
______________________________________________________________________________________________________________________

ADDRESS

______________________________________________________________________________________________________________________

TELEPHONE

______________________________________________________________________________________________________________________

EMAIL

X

UTILITIES SET-UP AND TRANSFER AGREEMENT

ON SITE RESIDENT MAIN OFFICE (IF REQUIRED)

DATATA E _____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ PROPERTY NAME / NUMBER _____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____

RESIDENT NAME(S) _____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ _____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ _____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____ ____
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Property managers are at the center 

of the collision between rising rental 

demand, declining profi tability, changing 

regulations, and the nationwide shortage 

of affordable places to live, according to 

the fi fth annual survey of 1,738 property 

managers by Buildium and the National 

Association of Residential Property 

Managers.

In addition to the property managers, 

the report also surveyed 1,118 renters, 

603 rental property owners and 217 

association board members in 340 metro 

areas.

Chris Litster, CEO of Buildium, and 

Gail Phillips, CEO of the National 

Association of Residential Property 

Managers (NARPM), presented The 

2020 State of the Property Management 

Industry Report in a recent webinar 

focusing on key macro trends.

The report said property managers who 

“are prepared to refocus their businesses 

on the rapidly evolving preferences of 

their residents and clients will be best 

positioned for success as the industry 

enters a new chapter.”

Still, the report makes the point that 

relationships remain at the heart of 

effective property management.

“Property managers have found 

themselves at the center of the collision 

between rising rental demand, declining 

profi tability, changing regulations, and 

the nationwide shortage of affordable 

places to live,”  the report says.

“It’s evident that these socioeconomic 

forces, along with the very real and 

immediate demands of their owners and 

residents, are changing the role of the 

property manager for good.”

Portland Rents Stop 

Decline and Hold Steady
Page 4

How Technology is Changing Property 

Management ... and Why You Should Care
Page 8

Is Renting to College 

Students A Good Idea?
Page 17

Portland’s 

New F.A.I.R. 

Housing 
Ordinance
BY RON GARCIA

The City Council of Portland is now 

slated to pass its Fair Access in Rentals 

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

1, 2020. 

However, Portland landlords should 

instead understand this new ordinance 

to read as: “Forcibly Accepting 

Increased Risk.”

This new statute restricts and 

governs:

• How tenant screening must be 

conducted, as well as how vacancies 

must be advertised and fi lled, and

• How much landlords can collect 

for tenant security deposits and 

how those funds must be allocated 

towards damages upon termination, 

as well as new mandates on handling 

termination notices (including 72-hour 

late notifi cations).

See ‘Ordinance’ on Page 15

Property Managers Face 

Unprecedented Change In 2020

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

Management Industry Report.

See ‘Change’ on Page 10

KEEPE

Have you been thinking about adding 

a trash valet service at your property? In 

the race to attract renters, properties are 

continually trying to fi nd new ways to 

make life easier for renters and improve 

the condition of the property. 

Trash valet service is one of the most 

requested services by renters, and it has 

some serious benefi ts for properties as well.

ABOUT TRASH VALET SERVICE?

Trash valet service eliminates the need 

for big dumpsters placed all over the 

3 Reasons Why You Should Consider 

Trash Valet Service at Your Property

See ‘Valet’ on Page 12
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Multifamily housing had another record-breaking 
rent-growth month in May, according to the latest Yardi 
Matrix National Rent Report.

The company said that national rents recorded “their 
greatest increase in the history of our data set. All Top 
30 metros had positive month-over-month rent growth 
for the second consecutive month, with New York’s rent 
growth far surpassing the other metros.”

HIGHLIGHTS OF THE YARDI MATRIX REPORT 
ON RECORD-BREAKING RENT GROWTH

• Multifamily rents increased by 2.5 percent 
year-over-year in May, which is almost exactly 
where rent growth was in March 2020 when the 
pandemic began spreading in the United States. 
Many metros have recovered and surpassed pre-
pandemic rent-growth numbers.

• Rents grew $12 in May to $1,428, the largest one-
month increase in Yardi’s data history. The 0.8 
percent month-over-month growth rate was the 
largest since June 2015. For the second month, 
all Top 30 metros had positive month-over-month 
rent growth and 90 percent had month-over-month 
gains of 0.5 percent or more.

• Yardi Matrix now includes single-family rental 
units exclusively in built-to-rent communities. 
“Our data set covers more than 90,000 units 
nationwide. The pandemic has driven demand 
for single-family rentals, and the SFR industry 
boasted 7.3 percent year-over-year rent growth as 
of May.”

Overall, New York had the strongest month-over-
month rental growth at 3.4 percent. The report said New 
York may be different than other markets going forward 
since many brokerages and banks are requiring their 

workers to return to the office this summer. Unlike New 
York, many tech cities like Seattle may see a slower 
return as tech workers are more able to work remotely.

Portland also showed strong month-over-month rent 
increase at 1.1 percent, along with Chicago and Las 
Vegas.

TRACKING SINGLE-FAMILY RENTALS
Yardi Matrix said they are now tracking single-family 

rentals as an asset class. Their data shows there are 
90,000 units in 7,000 communities they can track.

Phoenix, the Inland Empire in California, and Detroit 
have the largest number of single-family rentals the 
report said.

“The pandemic has fueled even more demand, and 
new institutional investors are pursuing the sector every 
day. The current constraints to purchase a home coupled 
with demand for more space is fueling strong rent and 
occupancy growth across metros,” Yardi Matrix said in 
the report.

For the full report please visit https://www.yardimatrix.
com/Publications 

May Sets a Record for Monthly Rent Growth
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national aPaRtment association eDucation institute

The NAAEI (National Apartment Association Education 
Institute) Apartment Jobs Snapshot for May shows this year’s 
prime leasing season has spurred strong demand for multifamily 
professionals. The number of available positions in the apartment 
industry amounted to more than 14,600 job openings. 

The highest concentration of job postings was in Kansas City, 
Portland, Raleigh, Houston and Dallas. 

The demand for apartment-maintenance jobs in Seattle was more 
than three times the national average and 2.4 times the national 
average in Portland.

Market salaries for apartment-maintenance jobs in Seattle were 
$55,368, and $44,357 in Portland. 

The top specialized skills employers are looking for included 
HVAC, plumbing, repair, property management and carpentry 
skills.
NAAEI’s mission is to provide broad-based education, train-
ing and recruitment programs that attract, nurture and retain 
high-quality professionals and develop tomorrow’s apartment 
industry leaders.

Source: NAA Research; Burning Glass Technologies; Data as of May 31, 2021; Not Seasonally Adjusted

Total Job Postings in Apartment Industry* 
in May 2021 (% of Real Estate Sector: 37.3)

Property
Management

3,4833,8903,955

Kansas City 56.1%
Portland 52.5%
Raleigh 48.9%
Houston 47.7%
Dallas 46.6%

Top MSAs**
Apartment Jobs of Total 
Real Estate Jobs 

LeasingMaintenance

14,603

%Job Postings by
Major Category11,328

For Top MSAs***
Time to Fill

Apartment Jobs
Snapshot

May 2021

** MSAs with 100 or more apartment job postings

*** Based on historical information; weighted average 
      based on positions with 100 or more postings

Leasing
Consultant

1,362 Maintenance
Technician

1,057 Property
Manager

802 Assistant 
Property Manager

560 Maintenance
Supervisor

358

Raleigh 37.2 Days
Dallas   37.7 Days
Houston 37.8 Days

Kansas City 39.1 Days
Portland 39.9 Days

Spotlight Maintenance 
Manager/SupervisorPast 6 Months

Specialized/ 
Required Baseline 

Preventive Maintenance

Top Skills 

Communication Skills

Organizational Skills

Physical Abilities

English

HVAC

Plumbing

Repair

Property Management

Carpentry

Seattle

Portland
Denver
Dallas

Washington, D.C.

3.1
2.4
1.9
1.8
1.4

Location Quotient****

$55,368
$44,357
$45,156
$45,315
$50,447

Market Salaries*****(Highest Location Quotients)
Top MSAs 

**** Location quotients display concentrations of demand within MSAs. U.S-wide average demand equals 1.0; 
        a location quotient of 1.5 indicates 50% higher demand than the US average.

Market Salary 
(90th Percentile)*****

$47,856

Earnings

*****Market salary is calculated using a machine learning model built o� 
of millions of job postings every year, and accounting for adjustments 
based on locations, industry, skills, experience, education requirements, 
among other variables. Salaries in the 90th percentile are displayed due to 
the tightness of the labor market in the apartment sector.  

* Based on job postings that include employer.

High Demand 
Continuing for 
Apartment Jobs

Rental Housing JouRnal

Only a few large cities built enough housing in the past 10 years to 
keep up with growth in general and job growth in specific, according 
to a new report from Apartment List and the Census Bureau.

Overall, cities in the Mountain West and the Sun Belt added 
the most housing the last 10 years, while cities in the Northeast, 
Midwest and Rust Belt cities such as Cleveland and Detroit failed 
to add enough.

“According to recently released data from the Census Bureau, 
the United States added over 9 million net new housing units from 
2010 to 2020, expanding the nation’s housing inventory by 6.9 
percent. Growth in new housing, however, varies dramatically by 
region. While some major markets are building enough to keep up 
with demand, many of the most sought-after metros are severely 
underbuilding,” the report says.

The study says that, using an example of one to two new jobs for 
every new home, “only four of the nation’s 25 largest metros met 
that threshold. The imbalance was greatest in Rust Belt cities, likely 
due to existing vacancies, and expensive coastal cities, which are 
notoriously supply-constrained.”

Job growth in a market signals the need for new housing. Cities 
with growing economies typically attract new residents who need 
places to live. 

“If the supply of new homes cannot keep up with that influx, the 
homes that do exist will become prohibitively expensive, especially 
for lower-wage households,” the report says.

“A market that adds fewer homes may experience an undersupply 
of housing and a crunch on affordability, something we see 
playing out in many of the pricey coastal markets that have grown 
notoriously expensive over the past decade.

“This decade, just four of the 25 largest metros in the nation 
achieved housing growth in line with job growth.”

The report concludes that over the past 10 years, population 
grew quickly in the Mountain West and Sun Belt, “where sufficient 
housing supply met successful job creation. Job-rich coastal markets 
were in high demand, but their housing growth could not keep pace 
with jobs, limiting their growth potential.

“The rise of remote work, however, could be a catalyst for change 
in the housing market. If the link between work and home location 
is increasingly broken, the lifestyle preferences of remote workers 
may start to dictate the next shift in housing demand. The early 
signs already show that the 2020s pandemic recovery will look very 
different from the 2010s Great Recession recovery, and the changing 
landscape of American housing will follow suit.”

Growth Outpacing 
Construction in 
Most Large Cities



Rental Housing Journal Metro · July 2021 11

Rental Housing Journal Metro

Amazon in 2018 for $839 million.  Obviously, there was 
a demand for this type of service in the market; people 
are interested in seeing who is on their property without 
the confrontation of a face-to-face interaction.

 As landlords, we have a similar desire to know who 
is on our property and what they are doing there.  The 
challenge lies in the fact that we aren’t always at the 
property and it’s kind of creepy to put cameras on your 
rental property.

WHAT — OR BETTER YET, WHO — IS THE 
SOLUTION?    

All of the rental properties I own have one thing in 
common: neighbors. 

Yes, neighbors, who have decided to settle into the 
homes next to or across from my rental properties.  
Neighbors who have invested their time and money into 
creating the perfect homes for themselves and/or their 
families.  Neighbors who value the safety and security 
of their community and would fiercely fight to protect 
those values.  And what thing do all of those neighbors 
have?  Eyes.

Here’s a walkthrough of what I recommend for 
investors who are considering purchasing or have 
recently purchased a new investment property:

1. Drive the neighborhood to get a feel for how the 
residents care for their homes.  The overall appeal 
of a neighborhood, and an investment there, is 
affected by the look and feel of the community.

2. Before purchasing the property, get acquainted 
with a few neighbors.  A knock on the door and 
a short conversation will tell you a lot about the 
property history.  Laying the groundwork of being 
an investor who is concerned about the value of 
the neighbors’ property, as well as your own, goes 
a long way in building a strong relationship.  If 

you already own the property, you can follow the 
same process and apologize for not coming over 
sooner.

3. Introduce your tenants to the neighbors.  Knowing 
that you have a relationship with the neighbors 
has a twofold benefit: 1) It creates a sense of 
accountability between you, the tenant, and the 
neighbor, and 2) It indicates that there is a clear 
and open line of communication between you 
and the neighbors.  Research indicates that when 
someone feels that they are being watched, it 
affects their behavior in a positive manner.  Better 
behavior means less calls to you.

4. Encourage the neighbors to communicate larger 
issues or concerns to you.  If you’ve already 
introduced your tenants to the neighbors, hopefully 
they can resolve the small things with each other.  
I don’t necessarily want to know if their sprinkler 
is spraying the neighbors’ window, but I do want 
to know if the teenagers in my rental are putting a 
mattress out the second story window and onto the 
roof to sunbathe (true story).   

One of my tenants moved out recently after a number 
of years, and one of the neighbors came over to tell me 
all of the things that had been going on at the property.

I was aware of most of them, as they had been 
communicated to me by another neighbor.  Because 
we had all gone through this four-step process, my 
investment-property neighbors felt comfortable reaching 
out and sharing issues they felt would affect their property 
values – and mine.  I don’t mean to encourage you to turn 
those neighbors into your property watchdogs, but it is 
beneficial to know them and have them advocate for the 
properties where you are invested.

DON’T OVERLOOK A VALUABLE OPPORTUNITY
Having the right relationships with the neighbors 

could save you thousands of dollars.  Landlords need to 

refresh their thinking from time to time and realize that 
the investment they have made may not be the home or 
property, but actually is the person in that property.  

As you look for what we call the right “business 
partner” to become your tenant, it is critical to know 
their history.  Also critical is knowing how they are 
taking care of your property, and that is most easily 
accomplished by knowing, trusting, and communicating 
with your tenant… and their neighbors.  
David Pickron is president of Rent Perfect, a private 
investigator, and a fellow landlord who manages sev-
eral 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.

Continu ed f rom  Page 1

Why I Like Nosy Neighbors Watching My Properties
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Property managers are at the center 

of the collision between rising rental 

demand, declining profi tability, changing 

regulations, and the nationwide shortage 

of affordable places to live, according to 

the fi fth annual survey of 1,738 property 

managers by Buildium and the National 

Association of Residential Property 

Managers.

In addition to the property managers, 

the report also surveyed 1,118 renters, 

603 rental property owners and 217 

association board members in 340 metro 

areas.

Chris Litster, CEO of Buildium, and 

Gail Phillips, CEO of the National 

Association of Residential Property 

Managers (NARPM), presented The 

2020 State of the Property Management 

Industry Report in a recent webinar 

focusing on key macro trends.

The report said property managers who 

“are prepared to refocus their businesses 

on the rapidly evolving preferences of 

their residents and clients will be best 

positioned for success as the industry 

enters a new chapter.”

Still, the report makes the point that 

relationships remain at the heart of 

effective property management.

“Property managers have found 

themselves at the center of the collision 

between rising rental demand, declining 

profi tability, changing regulations, and 

the nationwide shortage of affordable 

places to live,”  the report says.

“It’s evident that these socioeconomic 

forces, along with the very real and 

immediate demands of their owners and 

residents, are changing the role of the 

property manager for good.”

Portland Rents Stop 

Decline and Hold Steady
Page 4

How Technology is Changing Property 

Management ... and Why You Should Care
Page 8

Is Renting to College 

Students A Good Idea?

Page 17

Portland’s 

New F.A.I.R. 

Housing 

Ordinance

BY RON GARCIA

The City Council of Portland is now 

slated to pass its Fair Access in Rentals 

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

1, 2020. 

However, Portland landlords should 

instead understand this new ordinance 

to read as: “Forcibly Accepting 

Increased Risk.”

This new statute restricts and 

governs:

• How tenant screening must be 

conducted, as well as how vacancies 

must be advertised and fi lled, and

• How much landlords can collect 

for tenant security deposits and 

how those funds must be allocated 

towards damages upon termination, 

as well as new mandates on handling 

termination notices (including 72-hour 

late notifi cations).

See ‘Ordinance’ on Page 15

Property Managers Face 

Unprecedented Change In 2020

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

Management Industry Report.

See ‘Change’ on Page 10

KEEPE

Have you been thinking about adding 

a trash valet service at your property? In 

the race to attract renters, properties are 

continually trying to fi nd new ways to 

make life easier for renters and improve 

the condition of the property. 

Trash valet service is one of the most 

requested services by renters, and it has 

some serious benefi ts for properties as well.

ABOUT TRASH VALET SERVICE?

Trash valet service eliminates the need 

for big dumpsters placed all over the 

3 Reasons Why You Should Consider 

Trash Valet Service at Your Property

See ‘Valet’ on Page 12

a rental property. These features will not 
only assist you in attracting new tenants, 
but also help you find the best tenants in 
the industry. 

LOCATION AND SECURITY
Just as it is for a business, location 

can greatly influence your real-estate 
revenue. For instance, the best tenants in 
the industry want to rent an apartment 
or house that is closer to their place of 
work, restaurants, community parks, and 
grocery stores.

These clients focus more on the quality 
of lifestyle. They are willing to overlook 
certain desirable aspects and pay more 
money, as long as the property is located 
in a great neighborhood. 

For instance, tenants would prefer to 
live in a place where they could take an 
hour or less to commute to work. Tenants 
also find it desirable to settle in a place 
where they can easily buy dinner when 
they don’t want to get in the kitchen and 
cook.

Another example is that there are many 
growing families that would love to settle 
in a good school district. This is the top 
priority for tenants who have young 
school-going children. Even for tenants 
who don’t have children yet, a good school 
district is still perceived as a predictor of 
the quality of the neighborhood. This is, 
therefore, a factor that’ll always be on 
the mind of a tenant who is looking for a 
long-term home.

The good thing about having a house or 
apartment complex in a desirable location 
is that you can charge higher rent, and no 
tenant would complain.

Another thing, which goes hand-in-
hand with location, is safety and security. 
A safe environment and neighborhood 
is one of the greatest motivators for the 
majority of tenants. If tenants are worried 
that their homes or cars will be broken 
into, it may not be easy for them to sleep 
at night. 

As a landlord or property-management 

professional, it’s important that you 
research the crime statistics of a certain 
area before investing in a property. If you 
don’t, you might find yourself buying 
a property in a dangerous location that 
won’t attract tenants.

If you already have a rental property, 
it would also help if you add an alarm 
system, or any other security feature, to 
make your tenants feel safe. Remember, 
the goal here is to keep the existing 
tenants comfortable, as well as to attract 
new ones.

MOVE-IN-READY CONDITIONS
This is one area that many landlords 

don’t take seriously. However, if done 
correctly, there is a high chance that 
you can attract some of the best tenants 
around.

Repairs, both in common areas and 
units, are annoying and disruptive to 
tenants. If your property needs, for 
example, carpeting, cleaning, or painting, 
it might turn off excellent potential 
tenants. It’s therefore important that 
before you show off the apartment to 
prospective tenants, you clean it and 
make all of the necessary repairs. 

If the tenants see the property in a poor 
state, it may create a poor impression of 
the property in their mind, and thus they 
will lose interest. Another disadvantage is 
that they may set it in their mind that this 
is how they should also treat the property.

You want to avoid giving your potential 
tenants such an impression. A move-in-
ready unit sets the standard that every 
tenant should maintain the property in 
high regard, all while keeping everything 
clean and neat.

Another important step in getting your 
property in move-in ready condition 
is to include important appliances in 
the apartment, and make sure they 
are working properly. As much as 
homeowners are willing to pay for certain 
appliances and their upkeep, tenants who 
are renting the property usually aren’t.

Tenants do like nice appliances that 

they can take pride in, and thus take 
proper care of them, but most  don’t want 
to buy costly and large items that they 
may not require in their next rental unit. 
This means that if you decide to provide 
new appliances for your tenants, it’s less 
likely that they will be damaged. 

For instance, tenants would be willing 
to pay higher rates for 1 bedroom 
apartments if they are sure that the 
landlord will provide laundry machines/
facilities as part of the rent. Every tenant 
recognizes that washing their clothes at a 
local laundromat can be very expensive. 
An in-unit washer/dryer, or even 
community machines, could therefore be 
ideal in such a scenario.

EXCELLENT AMENITIES
Excellent amenities are without question 

the top priority on the list of many tenants. 
When it comes to amenities, there are 
several things that landlords should keep 
in mind.

Ample parking is one of the most 
important amenities that every landlord 
can provide for their tenants. No tenant 
wants to drive around for long minutes 
while searching for a parking spot, 
especially when they have melting ice 
cream or a bundle of groceries in their 
car.

As a landlord, you should look to 
purchase properties in suburban areas 
since there are many parking spaces on 
the streets; parking can be a challenge in 
an urban environment. If you don’t have 
enough parking spaces, you should give 
your tenants directions to any decent 
parking garage nearby.

If you happen to offer parking spaces, 
you should outline rules related to them 
in the lease agreement. It’s also important 
that you post signs that notify everyone of 
these rules. Finally, you must enforce the 
rules to ensure that no unauthorized user 
accesses the parking spaces. 

Another amenity that tenants prefer are 
apartments that have adequate storage 
space and open floor plans. This might 

mean offering an extra closet in the 
bedroom, or eliminating an unnecessary 
wall.

Alternatively, you can offer a storage 
unit outside of the house, maybe within 
an outdoor storage shed or basement. 
Tenants prefer landlords who offer them 
an option to store seasonal belongings 
such as skis and bikes, as well as their 
large belongings. This offers them enough 
space to move around their rental and 
entertain guests. In the end, this creates 
an enjoyable living experience.

A private balcony or back yard could 
also be a wonderful addition and can be 
attractive to new prospects, especially to 
urban dwellers. It also can be an amenity 
that makes your property stand out from 
the rest of the neighborhood.

You’ll attract more tenants to your 
property if you can offer space for them to 
enjoy some fresh air and sunshine. You’re 
even more likely to charge a higher rent 
for it.

CONCLUSION

Whether you own apartments, 
manufactured housing units or stick-built 
homes, you must include the above three 
amenities to attract the best tenants to 
your rental property.

Apart from just ensuring that you have 
provided the best amenities and best 
location, you should always aim to be a 
good landlord to your tenants. Maintain 
a good landlord-tenant relationship by 
always attending to their needs as best 
you can.

We hope that you become a successful 
landlord or property management 
professional, especially in the post-
pandemic era.
Justin Becker is a property owner in 
the state of Michigan and has a pas-
sion for managing communities. He 
owns apartment complexes and mo-
bile-home communities, and has been 
writing his own blogs for his properties 
for several years.

Continu ed f rom  Page 1

What’s Important to Tenants Post-Pandemic?
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* Landlord Friendly * Attorney Drawn* Convenient *

F OR ALL YOUR RENTAL NEED S

•	 Ap p l i c a t i o n  t o  Re n t
•	 Re n t a l  Ag r e e m e n t
•	 Ad d e n d u m s
•	 No t i c e  o f  Te r m i n a t i o n s
•	 No t i c e  o f  No n - Pa y m e n t  o f  Re n t
•	 a n d  M u c h ,  M u c h ,  M o r e !

3 Convenient Ways to Order 

1 .  On l i n e  a t  w w w . r h a o r e g o n . o r g ,  b o t h  d o w n l o a d a b l e  a n d  
h a r d c o p y

2 .  Ph o n e  5 0 3 / 2 5 4 - 4 7 2 3  t o  o r d e r  y o u r  f o r m s  w i t h  o n e  o f  
o u r  f r i e n d l y  r e p r e s e n t a t i v e s

3 .  V i s i t  1 0 5 2 0  NE W e i d l e r  Po r t l a n d  OR 9 7 2 2 0  f o r  f a s t  
f r i e n d l y  s e r v i c e

316(09/16)

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING

FINAL ACCOUNTING
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otal amount of damage to the property is 

he property have been calculated.

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

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

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

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

UNIT ADDRESS:  
 

 
 

 
 

 
 

 
 

       UNIT# 

CITY:   
 

 
 

 
 

 
 

STATE:  
          ZIP:

FORWARDING ADDRESS:    
 

 
 

 
 

 
 

 
         UNIT# 

STATE:  
          ZIP:  

       UNIT# 

  
          ZIP:

         UNIT# 

STATE:  
          ZIP:  

          ZIP:  

ACCOUNTING FOR WITHHOLDING LAST MONTH’S RENT DEPOSIT ONLY:

Balance of Rent Due to Landlord:
$$

Balance of Rent Due to Tenant:
$$

ounting for withholding last month’s rent deposit.  Landlord 

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

OR

(Not to include last month’s rent deposit)

302(08/18)

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

NOTICE OF TERMINATION 

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

TENANT NAME(S): 

and all other occupants

RENTAL ADDRESS: 

 UNIT# 
 UNIT# 

CITY: 

 STATE: 
 STATE: 

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

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

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

(must be a minimum of 14 days, not 

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

 30 days, not including extra days required when 

 your Rental Agreement will not 

 your Rental Agreement will not 

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

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

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

 
 

 Landlord/Owner/Agent’s telephon

 
 

 
 

 Landlord/Owner/Agent’s telephon

 
 

 
 e

ed in a secure manner to the main entrance to that portion of  the premises of  which the 

Add a minimum of three days to the cure/termination date below for mailing, not including the date mailed)
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he property have been calculated.

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

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

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

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

 
 

 
 

 

CITY:  

ACCOUNTING FOR WITHHOLDING LAST MONTH’S RENT DEPOSIT ONLY:

Balance of Rent Due to Landlord:

Balance of Rent Due to Tenant:

ounting for withholding last month’s rent deposit.  Landlord 

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

Applicant Name:

 Telephone: 

First  

 

E-mail Address: 

SSN #: 

•	 C
urre

nt A
GGre

ss:

Since: 

  Why are you moving? 

Current Landlord: 
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e? 

Curr
ent

Curr
ent

Prev
ious

Prev
ious

Emp
loye

r:

Emp
loye

r:

Superviso
r: 

Job Title: 

Curr
ent

Curr
ent

Prev
ious

Prev
ious

Emp
loye

r:

Emp
loye

r:

Superviso
r: 

Job Title: 

Curr
ent

Curr
ent

Prev
ious

Prev
ious

Emp
loye

r:

Emp
loye

r:

      
 Superviso

r: 

Job Title: 

Curr
ent

Curr
ent

Prev
ious

Prev
ious

Emp
loye

r:

Emp
loye

r:

Superviso
r: 

Job Title: 

Other Income (per month): $
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AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

EM
PL

OY
ME

NT
/IN

CO
ME

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

RE
FE

RE
NC

ES

PR
OP

ER
TY

PR
OP

ER
TY

PR
OP

ER
TY

PR
OP

ER
TY

PR
OP

ER
TY

PR
OP

ER
TY

PR
OP

ER
TY

PR
OP

ER
TY

PR
OP

ER
TY

102(11/1
8)

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

APPLICATION TO RENT

Check 
here 

if Applicat
ion to Co-Sign

•	 Em
erge

ncy
Cont
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•	 O
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Veh
icles

/Boa
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Do y
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wn:
 Water-Filled Furniture: 

Comments & Explanations fro
m Applicant: 

  

PET
#1

Type: 

Has the Pet ever injured anyone or damaged anythin

Rental A
ddress

Unit #

Date: 

  Time: 

  Move-in
 Date: 

 Photo I.D
.? 

  # of Units A
vaila

ble 

203(11/18)

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

THIS AGREEMENT is entered on 
.

By and between 

 as “Landlord” and

 as  “Tenant(s)”

for the property commonly described as:

Premises: 

 UNIT# 

City: 

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

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

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

In addition to the Premises, T

garage(s) 
, parking space(s) 

, and/or storage unit(s) 

New Move In     Transfer     
Renewal     

Month-to-Month Tenancy     Fixed Term Lease

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

RENT:

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

is not filled in). Rent prorated from 
 through 
 through 

All rent payments shall be made payable to: 
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CHARGES: The following shall constitute a list of  all deposits, fees and rent that are charged by the 

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

late charge as follows (choose one): 

 One time late charge of $ 

 One time late charge of $ 

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

     market: $ 
 per day per day

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

    thereof: $ 
 per 5 days
 per 5 days

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

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

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

accordance with Section 24:(check all that apply)

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

Failure to clean up pet, service or companion animal

dwelling unit

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

Parking violations

The improper use of  vehicles within the Premises

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

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

described in ORS 90.405

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

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

Utility Payments(In accordance with Section 22):

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

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

dwelling unit: 

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

These utilities are apportioned among the Tenant

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

These utilities are apportioned among th

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

TERM:

This tenancy shall commence on 
. If  this Rental Agreement consists

TE
RM

TE
RM

TE
RM

TE
RM

TE
RM

Tenant(s) Initials: 

          
     Garbage          

     Cable          
     Service Charge   

          
     Garbage          

     Cable          
     Service Charge   

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

 Cellular: 

  Why are you moving? 

 Yes  

 Yes  

Emp
loye

r:

Emp
loye

r:

Emp
loye

r:

Emp
loye

r:

Emp
loye

r:

Emp
loye

r:

Emp
loye

r:

Emp
loye

r:

Other Income (per month): $

Other Income (per month): $

Cont
act:

Refe
renc

e:

Refe
renc

e:

Make: 

Make: 

Veh
icles

/Boa
ts

 Water-Filled Furniture: 

Comments & Explanations fro
m Applicant: 

Has the Pet ever injured anyone or damaged anythin

  Move-in
 Date: 

Tenant(s) Initials: 

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

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

OPPORTUNITY

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

Improper use of  the dwelling unit as follows: 

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

Damage to the dwelling unit or premises as follows: 

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

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

  $ Past due late fees

  $ Past due noncompliance fees

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

  $  Past due deposits

  $ Other past due sums (describe): 

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

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

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

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

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

Copied to:
               

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

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

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

ORS 90.405 or ORS 90.630.  

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

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

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

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

 30 days, not including extra days r

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

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

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

 
 

 
 

 Landlord/Owner/Agent’s telephon

 
 

 
 

ed in a secure manner to the ma

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

 UNIT# 

 (the “Premises”) and 

erson(s) shall occupy the Premise

, and/or storage unit(s) 

. If  this Rental Agreement consists

 and shall be due and payable o

 all deposits, fees and rent that are charged by the 

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

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

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

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

Smoke Alarm/Carbon Monoxide Alarm Tampering Fee: $250.00

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

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

Failure to clean up pet, service or companion animal

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

The improper use of  vehicles within the Premises

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

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

(Not to exceed 1.5 times the monthly rent)

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

Utility Payments(In accordance with Section 22):

Owner pays and “T” = Tenant pays):         
   (1.5 times the total monthly rent if  left blank. If  not applicable, insert “0”.)

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

          
     Garbage          

     Cable          
     Service Charge   

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

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

These utilities are apportioned among the Tenant

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

These utilities are apportioned among th

The Landlord’s address for service of  notices is:

          
     Garbage          

     Cable          
     Service Charge   

Owner pays and “T” = Tenant pays):         
   

© Copyright 2014 Ver. 3, 01/2016
OPPORTUNITY

Re n t a l  Ho u s i n g  Al l i a n c e  Or e g o n

RENTAL F ORM S

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

(D-East Portland) in the release. “The 
Legislature has worked incredibly hard 
to keep Oregonians housed throughout 
this crisis. It would be wrong to let a lapse 
in timelines cause Oregonians to face 
eviction or insurmountable debt.”

The latest bill gives renters a 60-day 
pause on being evicted, as long as they 

can prove they’re one of more than 10,000 
Oregonians waiting on rental assistance. 
While renters have until Feb. 28, 2022 to 
pay past-due rent from April 2020 through 
the end of June 2021, they’ll be required 
to start paying monthly rent in July.

The state is currently rushing to push 
out approximately $500 million in rental 
assistance and compensation for landlords. 

But technical glitches, an unprecedented 
number of applications for rent assistance, 
and staffing capacity within the Oregon 
Housing and Community Services 
department and its partner agencies, have 
caused significant delays, according to 
Oregon Public Broadcasting.

“Disparities that already existed were 
deepened by the pandemic. With Senate 

Bill 278 we have an opportunity to prevent 
further exacerbation of those disparities 
and increase opportunities for health and 
future success for Oregonians struggling 
to get by,” added Senator Jama. “When we 
end this session and spend more time with 
our communities, every legislator wants 
to see those communities benefiting from 
the work of the Legislature. Senate Bill 
278 will do just that.”

Rental Housing JouRnal

Dr. Rochelle Walensky, the director 
of the Centers for Disease Control 
and Prevention (CDC),  has signed an 
extension to the eviction moratorium 
further preventing the eviction of tenants 
who are unable to make rental payments, 
according to a release. The moratorium 
that was scheduled to expire on June 30, 
2021 is now extended through July 31, 
2021.

This is intended to be the final extension 
of the moratorium, the CDC said.

“The COVID-19 pandemic has 
presented a historic threat to the nation’s 
public health. Keeping people in their 
homes and out of crowded or congregate 
settings — like homeless shelters — by 
preventing evictions is a key step in 
helping to stop the spread of COVID-19,” 
the CDC said in the release.

The National Multifamily Housing 
Council (NMHC) said in a release that 
the “nationwide, one-size-fits-all, federal 
eviction moratorium is out of step with the 

significant progress made in controlling 
COVID-19 and restoring the economy.”

The NMHC said that “the pandemic 
has already shown that targeted, efficient 
relief works. 

“As we transition away from 
unsustainable moratoriums, we remain 
committed to implementing workable 
solutions for renters facing housing 
instability and helping the country 
recover. NMHC looks forward to working 
with the administration on proactive, 
comprehensive solutions and highlighting 
the efforts our members have undertaken 
over the last year to support and assist 
their residents,” the organization said in 
the release.

Previously the council released a set 
of ideas, called industry principles, that 
it said offer proactive and practical steps 
housing providers can take to work hand-
in-hand with residents and “demonstrate 
the good faith with which property 
owners and managers have supported 
their residents.”

CDC Extends Eviction Moratorium Final Time

Continu ed f rom  Page 1

CDC Extends Eviction Moratorium Final Time

Oregon OKs 60-day Eviction Pause for Renters

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

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

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

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

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

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

ADDRESS: ____________________________________________________ UNIT: _________

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

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

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

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

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

WA-RTG-40 Washington

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

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

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

Towel BarsCleanliness
Sink & Vanity

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

Smoke Detectors

OR-RTG-20 Oregon

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

PET AGREEMENT
TENANT INFORMATION

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

DESCRIPTION OF PET(S)

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

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

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

Additional Security Deposit Required:$           

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

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

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

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

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

ADDRESS: ________________________________________________UNIT: ______________

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

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

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

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

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

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

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

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

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

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

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

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

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

UNACCEPTABLE COLOR USAGE

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

02

Exclusive Industry Partner of:

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

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

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

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

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

REASONS TO  
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

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

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

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com

 Get a Quote Today! 
Visit wash.com/sales or call 800-236-5599

New Washer & Dryer Sales
Quick Availability — we have a full  
stock of machines and parts ready  
for sale today

A Company You Can Trust —  
multifamily laundry experts since 1947

Top-Brand Washers & Dryers —  
o�ering Speed Queen and Maytag

Beyond the Box — delivery, installation 
and service contracts available

Plus, our machines can be outfitted to  
accept coin or card payment, as well as 
contact-free mobile payment.









GAME
ON

GAME
ON

GAME
ON

Spectrum 2021
M U L t i f a m i l y  n w  p r e s e n t s

We’re back in 
person and 
we’re going 

to have a blast

8am-4pm
OREGON CONVENTION CENTER

Multifamilynw.org

SEPTEMBER 23
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By BRaDley s. kRaus

In nearly every month over the past year, executive 
or legislative discussions or actions were in motion to 
change landlord-tenant law in response to the COVID-19 
pandemic. Couple these with the multitude of often 
different local laws enacted during those same months, 
how they expected everyday landlords to keep up is 
unclear. 

This past month was no different. The legislature, 
deciding the tenant protections they just enacted in 
Senate Bill 282 were not enough, subsequently passed 
Senate Bill 278. This new law creates an opportunity 
for a tenant to stay service of any Non-Payment eviction 
notice, or enforcement action of the same, if one has 
been served, for 60 days if certain conditions are met. 
However, unlike previous tenant protections, the burden 
to invoke these protections is now properly placed 
within SB 278—on the tenant. Further, SB 278 makes 
up for some shortcomings in prior laws related to the 
Landlord Compensation Fund, correcting the same via 
this subsequent legislative action.

As an overview, Senate Bill 278 does not change the 
fact that July’s rent is due and owing on time. Senate 
Bill 278 creates an odd “If/Then” framework related to 
tenant protections, depending on where a landlord is in 
the eviction process. To invoke the protections provided 
by SB 278, the tenant must provide to the landlord 
documentation verifying they are seeking rental 
assistance. This documentation can be provided through 
nearly any method to the landlord, including email or 
text message. 

If a landlord receives this verification, then a 60 day 
stay to the process commences, and further action is 
either prohibited—or required—of the landlord. For 
example, if the landlord has not yet served a Non-

Payment of Rent notice and documentation consistent 
with SB 278 is provided, the landlord is prohibited from 
serving a Non-Payment of Rent notice for 60 days. If 
no rental assistance is received for 60 days covering the 
amounts due and owing for that period and the preceding 
60-day period, the landlord may serve a Non-Payment 
Notice thereafter, and no further stays may be invoked 
by the tenant. 

If the landlord has served a Non-Payment Notice—or 
have commenced the eviction proceedings—the tenant 
may still invoke the protections by providing the landlord 
documentation at any time, including at or before the 
first appearance. If this occurs, the landlord cannot 
continue with the eviction if it is filed, and the court must 
stay the eviction and schedule a new first appearance no 
earlier than 60 days later. If rental assistance is procured 
and the landlord receives the rent, the eviction must 

be dismissed. If rental assistance is not procured, the 
landlord may continue with the eviction process at the 
reset date. 

The above protections properly place the burden 
on the tenant—not the landlord—to seek out, and 
provide verification of, rental assistance efforts. This 
is one correction that was desperately needed, as prior 
versions of COVID-related laws required no proof, 
documentation, or evidence of economic hardship, 
and were ripe for abuse. As an appropriate concession 
for these protections, Senate Bill 278 also corrected 
compensation issues which were built into HB 4401 
and the Landlord Compensation Fund. It retroactively 
compensates landlords the 20% unpaid rent which 
landlords were forced to waive in conjunction with 
access to the Landlord Compensation Fund monies. 

Far too often throughout the past year, the executive 
and legislative actions taken during COVID placed 
burdens on landlords for a situation not of their making. 
I spoke to many landlords over that time, and none took 
issue with assisting those who were actually affected 
by the COVID pandemic. While it is unfortunate that 
the legislature enacted this law due to their inability to 
get rental assistance out the door, SB 278’s protections 
require the appropriate party to act to invoke the 
same. Further, it assists with making landlords whole, 
correcting HB 4401’s rent waiver requirements.
Bradley S. Kraus is an attorney at Warren Allen LLP. 
His primary practice area is landlord/tenant law, but 
he also assists clients with various litigation matters, 
probate matters, real estate disputes, and family law 
matters. A native of New Ulm, Minnesota, he con-
tinues to root for Minnesota sports teams in his free 
time. You can reach Mr. Kraus via email at kraus@
warrenallen.com, or by phone at 503-255-8795.
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