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$2.95

Sign up today for FREE 1031 property
listings delivered to your inbox!

DST, TIC, and NNN PROPERTY LISTINGS. 
You will also get a free book on 1031 Exchanges!

Sign Up for Free at WWW.KPI1031.COM 
Or Call (855)899-4597

Tenant-Screening Firms Warned 
About Name-Only Matching

Page 4

Combating Fraud Uptick 
in Multifamily Rentals

Page 8

Assessing Possible Effect   
of Ruling on Gender Bias

Page 6

’Tis the Season for Separation — 
From Your Less-Focused Competitors

By Scot AuBrey

Let’s face it, it’s easy during this time of 
year to want to just shut things down and 
enjoy family, friends, food, and football.

  For many of us, the holiDAYs turn 
into holiMONTHs, starting with a mid-
November shutdown that extends well 
into the New Year.  Most people figure 
that this time of year is the perfect time to 
sit back, relax and slow everything down; 
after all, they’ve earned it.  

In the ultra-competitive landscape 
in which we operate, if you want to 
distinguish yourself from your fellow 
landlords, this is the “separation season” 

See ‘It’s Time’ on Page 7

Must Tenants
Verify They
Changed 
Batteries?
By HAnk roSSi

Dear Landlord Hank: Am I required 
to have my tenants sign something that 
says they changed the smoke detector 
batteries for all of the smoke detectors 
in the house every year?

I live in Oregon; am wondering if 
there are any laws specific to states 
regarding this? Thank you! -Megan

Dear Landlady Megan: I can’t give 
legal advice. I do not know about fire 
codes in your state, but in both Georgia 
and Florida I have tenants sign a lease 
that includes a provision saying that 
they are responsible for changing the 
smoke detector batteries in all smoke 
detectors as needed.

In Georgia, I have to have a special 
lease addendum regarding this.

It’s just a good idea for the tenants’ 
safety and the safety of your property 
to have working smoke detectors at all 
times.
Visit Landlord Hank’s website:  
https://rentsrq.com.

Eugene Rents Down Significantly
rentAl HouSing JournAl

Rents in Eugene as well as in Portland 
declined significantly over the past 
month, according to the November report 
from Apartment List.

Eugene rents declined 1.8 percent in 
November. Year-over-year, however, they 
are up by 17.3 percent.

Median rents in Eugene are $1,017 for a 
one-bedroom apartment and $1,352 for a 
two-bedroom. 

While rents are trending down in 
Portland, they are up by 10.3 percent in 
comparison to the same time last year. 
Rents in Portland declined 0.4 percent 
last month. Median rents in Portland are 
at $1,220 for a one-bedroom apartment 

and $1,423 for a two-bedroom. 

Portland’s year-over-year rent growth 
lags the state average of 14.1 percent, 
as well as the national average of 17.7 
percent.

Beaverton rents have declined 0.6 
percent in November but are up 18.9 
percent in comparison to the same time 
last year.

www.kayrhj.com
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Find Out How To Avoid Capital Gains Taxes, And More!
✔ Management Free - No More Tenants,

Toilets And Trash! ✔ All-Cash/Debt-Free Offerings

✔ Cash Out Refinance - Defer Your Taxes And
Receive Liquidity Potential ✔ Multifamily, Net Lease, Self Storage, Industrial

And Mobile Homes

✔ Monthly Income Potential ✔ Tenants include Amazon, FedEx, Dollar General,
Walgreens, CVS, Fresenius And More

✔ Close Your 1031 Exchange In 2-3 Days ✔ Non-Recourse Financing From 40-85%
Loan To Value

Get FREE Delaware Statutory Trust (DST) 1031 
Exchange Listings Delivered To Your Inbox! PLUS

CALL TODAY FOR 
A FREE BOOK ON  

1031 EXCHANGES AND 
DELAWARE STATUTORY TRUSTS

YOU WILL ALSO 
GET FREE 1031 

EXCHANGE 
LISTINGS!

+

Securities offered through Growth Capital Services, member FINRA, SIPC, Office of Supervisory Jurisdiction located at 2093 Philadelphia Pike, 
Suite 4196 Claymont, DE, 19703 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.

If You’re 
Considering A 
1031 Exchange 
It’s Time To 
Set Sail!

SIGN UP FOR FREE At kayrhj.com
Or Call 1 (855) 875-2781

ABOUT KAY PROPERTIES AND WWW.KPI1031.COM 
 Kay Properties & Investments is a national Delaware Statutory Trust (DST) investment 

firm. The www.kpi1031.com platform provides access to the marketplace of DSTs from over 25 
different sponsor companies, custom DSTs only available to Kay clients, independent advice 
on DST 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.

* Past performance does not guarantee or indicate the likelihood of future results. Diversifi-
cation does not guarantee profits or protect against losses. All real estate investments provide 
no guarantees for cash flow, distributions or appreciation as well as could result in a full loss of 
invested principal. Please read the entire Private Placement Memorandum (PPM) prior to mak-
ing an investment. This case study may not be representative of the outcome of past or future 
offerings. Please speak with your attorney and CPA before considering an investment. 

* No representation is made that any QOZ Fund will or is likely to achieve profits or losses
similar to those achieved in the past or that losses will not be incurred on future offerings.

Diversification does not guarantee profits or protect against losses. All real estate invest-

ments provide no guarantees for cash flow, distributions or appreciation as well as could result 
in a full loss of invested principal. Please read the entire Private Placement Memorandum 
(PPM) prior to making an investment. This case study may not be representative of the out-
come of past or future offerings. Please speak with your attorney and CPA before considering 
an investment.

There are material risks associated with investing in real estate, Delaware Statutory Trust 
(DST) properties and real estate securities including illiquidity, tenant vacancies, general 
market conditions and competition, lack of operating history, interest rate risks, the risk of new 
supply coming to market and softening rental rates, general risks of owning/operating com-
mercial and multifamily properties, short term leases associated with multifamily properties, 
financing risks, potential adverse tax consequences, general economic risks, development risks 
and long hold periods. All offerings discussed are Regulation D, Rule 506c offerings. There is 
a risk of loss of the entire investment principal. Past performance is not a guarantee of future 
results. Potential distributions, potential returns and potential appreciation are not guaranteed. 
For an investor to qualify for any type of investment, there are both financial requirements and 
suitability requirements that must match specific objectives, goals, and risk tolerances. Secu-
rities offered through Growth Capital Services, member FINRA, SIPC Office of Supervisory 
Jurisdiction located at 2093 Philadelphia Pike Suite 4196 Claymont, DE 19703.

www.kayrhj.com
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Hurry Up. Time is Running Out to Use Qualified Opportunity 
Zones to Help Defer Taxes on a Windfall Profit

BY BETTY FRIANT, CCIM, SENIOR VICE 
PRESIDENT, KAY PROPERTIES & INVEST-
MENTS

It’s a great feeling when you sell some 
stock, a piece of real estate or the busi-
ness you’ve poured your life into for a nice 
profit that puts a small fortune into your 
bank account. But then comes the tax 
bill to take a little bit of the bloom off that 
rose. It’s downright painful to hand your 
hard-earned money over to the govern-
ment — even at the reduced capital gains 
rate.

The good news is, every now and 
then, the feds are willing to cut you a 
break. And there’s one tax break a surpris-
ing number of investors have never even 
heard of, let alone taken advantage of.
WHAT ARE QUALIFIED OPPORTUNITY 
ZONES? 

Qualified Opportunity Zones (QOZ) 
are relatively new, and were created by 
Congress as part of the Tax Cuts and 
Jobs Act of 2017. The purpose of this 
new program was to encourage long-term 
investments in low-income communities 
across the United States. According to the 
United States Department of Treasury, 
there are more than 8,700 QOZs in the 
country, including in territories like Puerto 
Rico. The bottom line is that QOZs are a 
social program with the intent of redevel-
oping impoverished districts throughout 
the country by driving private capital to 
underserved communities and 35 million 
Americans by offering tax incentives to 
investors. These Zones are typically locat-
ed on the outer edges of underdeveloped 
areas — outside the most blighted areas 
which investors will avoid no matter how 
many tax advantages they offer.
DOING WELL BY DOING GOOD

Qualified Opportunity Zones can 
provide qualified investors a unique way 
to reduce taxes while doing something 
good for those who are less fortunate. By 
simply rolling profits over from the selling 
of stocks, cryptocurrency, bonds, jewelry, 
art, or real estate into a Qualified Oppor-
tunity Zone, accredited investors can reap 
an array of tax benefits — assuming they 
make the investment within six months of 
realizing their capital gain.

It’s critical to note that unlike a 1031 
real estate exchange, you’re re-investing 
your profit only — not your basis.
THREE EXAMPLES OF HOW QOZS 
WORK (BE WARNED: ONE OF THESE 
BENEFITS EXPIRES SOON)

Let’s take a look at the three ways you 
can save…

• Tax Saving Opportunity #1:
Investors who invest capital gains
income can defer their re-invested
capital gains taxes until the end
of 2026. In other words, you won’t
owe the IRS a penny on that mon-
ey until April 2027.

• Tax Saving Opportunity #2
(expires on December 31, 2021):
Better yet, if you invest your profits
before December 31, 2021, you
get the added benefit of a 10%
step up on the basis of your origi-
nal investment — which only adds
to your tax savings.

• The BIG Prize: Reduce A sev-
en-figure tax bill down to zero

• Tax Saving Opportunity #3:
However, those tax savings are
nothing when compared to the
much bigger benefit you get if you
hold your investment for at least
10 years and a day. If an investor
held their Qualified Opportunity

Zone investment for 10 years, 
that taxpayer wouldn’t have to 
pay even a penny in taxes on the 
profits they made— no matter how 
big they are.

As you can see in the chart above, the 
biggest takeaway of Qualified Opportu-
nity Zone Funds is that after an investor 
holds their position in the investment for 
10 years, there is no tax on the asset’s 
appreciation. That’s zero. So, if an asset 
appreciates 20 or 30 percent, that could 
translate to a significant return for the 
investor. 
WHO MIGHT TAKE ADVANTAGE OF THIS 
UNIQUE TAX SAVINGS OPPORTUNITY? 

Qualified Opportunity Zone Funds are 
best suited for investors who have capital 
gains generated from the sale of an asset 
that may not be eligible for a traditional, 
like-kind 1031 exchange. So, one type of 
investor for a Qualified Opportunity Zone 
Fund could be appropriate for someone 
who holds shares in a stock that experi-
enced high appreciation and now wants 
to sell it. 

Or, another candidate who might be 
a good Qualified Opportunity Zone Fund 
investor would be someone who recently 
sold a business that created a potential 
significant long-term capital gains tax 
event.

The third type of investor who might 
be interested in a Qualified Opportunity 
Zone fund is a real estate investor who 
wants to generate some liquidity by selling 
their investment property. While a 1031 
exchange investor is required to leave in 
their original principal and their gains, and 
even roll forward their debt, a Qualified 
Opportunity Zone investor is able to keep 
their original basis to do with as they 
please, and receive a tax deferral on the 
portion of the gains they invest in an OZ 
fund, resulting in instant liquidity. 

The critical component for any investor 
is that they need to have sold the asset(s) 
within the prior 180 days and realized a 
capital gain.
Tax savings aren’T enough

As great as all this sounds, it’s import-
ant to carefully evaluate a project’s true 
investment potential before considering 
the tax benefits — especially since you’re 
required to keep your money locked up 
for at least 10 years in order to enjoy 
the full tax benefit. Like any real estate 
investment, there is no guarantee for cash 
flow, distributions or appreciation, and can 
result in the full loss of invested principal. 

You see, as an investor with 20 plus 
years of experience in commercial real 
estate and investment sales who regularly 
advises high-net-worth investors, Kay 

Properties always emphasizes the impor-
tance of understanding the investment 
first and then the tax benefits. It’s better to 
look at the tax benefits as “gravy,” rather 
than as a reason to make an investment 
you otherwise wouldn’t even consider.

The good news is, plenty of develop-
ment projects currently available. Plus, 
because many of these locations were 
determined to be economically challenged 
areas based on 2010 Census data and 
the Tax Cuts and Jobs Act was passed in 
2017, many of these properties are now 
located in some of the hipster neighbor-
hoods across the country. 
HOW TO FIND GOOD QUALIFIED OPPOR-
TUNITY ZONE PROJECTS?

Kay Properties & Investments works 
with a variety of carefully vetted spon-
sors to find the projects best suited to 
our clients. And we help our clients find 
Qualified Opportunity Zone properties that 
match their objectives and are appropriate 
for their situation.

We’re happy to introduce you to these 
sponsors and to help you analyze which 
one is the best fit for you.

Regardless of whether an investor 
decides to move forward with a Qualified 
Opportunity Zone fund investment or not, 
there are certain questions that each 
investor should ask their advisor before 
moving forward with this type of invest-
ment. These questions include:
WHERE ARE THE REAL ESTATE PROPER-
TIES LOCATED?

Make sure you understand the under-
lying market fundamentals of the area. 
One thing in particular I advise my clients 
is to try and find a location where long-
term demand is inherent in the market. 
WHAT IS THE MAKE UP OF THE FUND IN 
TERMS OF DIVERSIFIED ASSETS? 

One of the ways to help reduce risk is 
to choose a property that are diverse in 
nature. For example, a portfolio with only 
one large project could be considerably 
more vulnerable to other competitors with 
the same type of building. Try to find a 
portfolio that has a balance of multifamily, 
retail, and distribution. 
WHO IS SPONSORING THE INVESTMENT 
PROPERTIES, AND WHAT KIND OF REPUTA-
TION DO THEY HAVE? 

Just like with any profession, there are 
quality QOZ advisors with years of expe-
rience and there are very inexperienced 
advisors who have very little experience. 
Avoid financial planners and other gener-
alists and look for a firm that does nothing 
but real estate investments. Also, you will 
want to find a firm that is very particular 
about the type of properties they offer 

investors. Ask specifically what type of 
real estate assets they have previously 
invested in, and try to get some historic 
performance data. 
WHAT ARE THE RISKS ASSOCIATED WITH 
INVESTING IN A QUALIFIED OPPORTUNITY 
FUND? 

It’s important to go into any investment 
with eyes wide open. Walk away from 
any firm that tells you this investment is 
“guaranteed” to make money. There are 
always risks associated with investing in 
real estate securities including illiquidity, 
vacancies, general market conditions 
and competition, lack of operating history, 
interest rate risks, general risks of owning/
operating commercial and multifamily 
properties, financing risks, potential ad-
verse tax consequences, general eco-
nomic risks, development risks and long 
hold periods.
ABOUT THE AUTHOR:

Betty Friant holds her 
FINRA Series 6, Series 
22, and Series 63 licens-
es, in addition to the cov-
eted CCIM designation, 
that recognizes expertise 
in commercial and invest-
ment real estate. 

She currently is Senior Vice President 
with Kay Properties & Investment’s Wash-
ington D.C. office where she serves as 
an expert Delaware Statutory Trust (DST) 
1031 exchange advisor to high-net-worth 
investors and 1031 exchange clients. In 
her executive capacity with Kay Proper-
ties, Friant was instrumental in assisting 
the firm achieve a record $408 million of 
equity placements for real estate invest-
ments in 2020 and is at the forefront of 
helping Kay break that record in 2021.

Prior to joining Kay Properties, Betty 
spent 35 years in the commercial real 
estate industry focused on the acquisi-
tion and disposition of single-tenant NNN 
properties, including acting as Senior 
Managing Director for the Calkain Compa-
nies and co-founder of a Sperry Van Ness 
office in Winchester, VA. 

Betty has spent her career building a 
reputation for providing superior client ser-
vice that emphasizes transparency, integ-
rity, and attention to details. This lifelong 
effort was recently recognized by GlobeSt. 
as one of the “2021 Women of Influence” 
in the commercial real estate industry. 

In addition to her focus on the com-
mercial real estate industry, Betty is 
dedicated to her family and is involved in 
the volunteer efforts of several community 
and civic organizations.

Within 180 days of realizing the gains of a sale, the investor must reinvest those gains into 
a Qualified Opportunity Fund to avoid capital gains taxes. 

Until the earlier of December 31, 2026 or the date the investor pulls their interest from a 
Qualified Opportunity Fund, the investor can defer payment of capital gains on the reinvest-
ed gains. 

If the investor holds their interest in the fund for at least 5 years, the tax paid (by December 
31, 2026 or when they pull interest in the fund) is reduced by 10%; if held for 7 years, it is 
reduced by 15%. 

After being held for at least 10 years, upon the sale, there is no tax on any appreciation on 
reinvested gains that occur while in the Qualified Opportunity Fund.

Opportunity Zone designations expire

The last date to sell interest in a Qualified Opportunity Fund. 

Within 180 Days of Asset Sale

Before Dec.31, 2026

Interest Held in a Fund for 5 -7 
Years by Dec.31, 2026

Interest Held in a Fund for 
10+ years

Dec. 31, 2028

Dec.31, 2047

QUALIFIED OPPORTUNITY ZONE DEADLINES

www.kayrhj.com
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rentAl HouSing JournAl

The Consumer Financial Protection 
Bureau (CFPB) is warning tenant-
screening companies and employment-
screening companies that they are 
violating the law if they engage in shoddy 
name-matching procedures, saying that 
regulators will crack down.

In an advisory, the CFPB says regulators 
are concerned about the significant harms 
caused by false identity matching, where 
an applicant is disqualified from rental 
housing or a job based on having the 
same name as another individual who 
has negative information in their credit 
history. Specifically, the CFPB affirmed 
that the practice of matching consumer 
records solely through the matching of 
names is illegal under the Fair Credit 
Reporting Act (FCRA).

“This advisory opinion focuses on one 
method of matching being used in the 
industry, known as ‘name-only matching.’ 
This method is especially likely to lead to 
inaccuracies in consumer reports. Name-
only matching occurs when a consumer-
reporting agency uses only first and last 
name to determine whether a particular 
item of information relates to a particular 
individual, without using other personally 
identifying information such as address, 
date of birth, or Social Security number,” 
the CFPB statement said.

“These sloppy practices hurt all of 
us,” CFPB Director Rohit Chopra said 

in a statement. “They hurt prospective 
renters in search of affordable housing. 
Even when they are able to locate a safe 
and affordable unit, many prospective 
renters are unlawfully blocked from an 
opportunity to live in the home of their 
choice due to careless data practices by 
tenant screeners. 

“These inaccuracies also hurt the small 
landlords who rely on tenant-screening 
companies to help them make smart 
decisions about their business, and who 
themselves often confront an opaque 
and uncompetitive market in information 
about tenants.”

Also, disclaimers from the companies 
are not good enough, according to the 
CFPB.

Chopra added, “I would warn consumer-

reporting companies against trying to 
evade their responsibilities under the Fair 
Credit Reporting Act simply by issuing a 
disclaimer that their report might not be 
matched to the right person.”

He said false identity-matching “is 
especially harmful for communities 
of color who are disproportionately 
impacted by these sloppy practices. The 
risk of mismatching from name-only 
matching is likely to be greater among 
Hispanic, Black, and Asian individuals 
because there is less surname diversity 
in those populations than among the non-
Hispanic white population.”

Following the issuance of the opinion, 
the CFPB intends to take a number of 
additional steps:

• First, closer collaboration with

the Federal Trade Commission 
(FTC). In the background-
screening context, the FTC may 
be able to prosecute unfair or 
deceptive conduct not covered by 
the Consumer Financial Protection 
Act.

• Second, when prosecuting 
violations under the Fair Credit 
Reporting Act, in addition to civil 
penalties, the CFPB will seek to 
redress the full range of harms 
to victims. The law authorizes 
the CFPB to seek restitution and 
damages for violations of the 
FCRA.

• Third, the bureau will make
referrals to the Department of
Justice’s Civil Rights Division
when the conduct might implicate
violations of anti-discrimination
laws.

• Finally, the CFPB will be
supporting the FTC in its work
to monitor business models that
rely on harvesting and monetizing
personal data. Big Tech giants and
less well-known data brokers may
be trafficking data and consumer
reports that trigger obligations
under the FCRA, including
restrictions on permissible
purposes. The CFPB will be using
its tools to ensure that individuals
are protected in accordance with
the law.

Consumer Bureau: Name-Only Matching 
is Illegal in Screening for Tenants, Jobs

Wishing All 
Our Members 
and Friends

a Joyous Holiday Season
and Prosperous New Year!

www.multifamilynw.org
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FORM 
OF THE 
MONTH

M502 OR Rental Application 
– Standard Financially Responsible –

City of Portand
– Standard Financially Responsible – 
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Fo
rm

 M
50

2 
O

R
 C

op
yr

ig
ht

 ©
 2

02
0 

M
ul

tif
am

ily
 N

W
® .  

N
O

T 
TO

 B
E 

R
EP

R
O

D
U

C
ED

 W
IT

H
O

U
T 

W
R

IT
TE

N
 P

ER
M

IS
SI

O
N

. R
ev

is
ed

 1
1/

9/
20

21
.

c NEW MOVE-IN        c OCCUPANT TURNING 18        c ADD/REMOVE ROOMMATE        c TRANSFER 

PROPERTY NAME / NUMBER _______________________________________________________________________________________________________________________________________________________________________________________________________ 

UNIT NUMBER _________________________________________ ADDRESS ___________________________________________________________________________________________________________________________________________________________________ 

DATE UNIT WANTED _____________________________________ UNIT RENT $__________________________________________ NON-REFUNDABLE SCREENING CHARGE $__________________________________________ 

OWNER / AGENT _______________________________________________________________________________________________________________________________________________ PHONE ______________________________________________________________ 

OWNER / AGENT ADDRESS __________________________________________________________________________________________________________________________________________________________________________________________________________ 

SMOKING POLICY:   c ALLOWED - ENTIRE PREMISES   c PROHIBITED - ENTIRE PREMISES   c ALLOWED IN LIMITED AREAS (ASK MANAGEMENT FOR DETAILS) 

c DWELLING UNIT QUALIFIES AS A “TYPE A UNIT” (ACCESSIBLE UNIT) PER OREGON STRUCTURAL BUILDING CODE AND ICC A117.1.

PAGE 1

CITY OF PORTLAND, OREGON 
STANDARD FINANCIALLY RESPONSIBLE 

RENTAL APPLICATION 
TO BE COMPLETED BY EACH FINANCIALLY RESPONSIBLE ADULT APPLICANT

ALL UNITS  SUBJECT TO AVAILABILITYMM/DD/YYYY

SECURITY DEPOSIT MINIMUM: $___________________________ 

(NOT TO EXCEED ONE MONTH’S RENT) 

SECURITY DEPOSIT MAXIMUM: $___________________________ 

(NOT TO EXCEED ONE AND A HALF MONTH’S RENT) 

(DEPENDS ON SCREENING RESULTS AND UNIT SIZE) 

ADDITIONAL DEPOSITS: _________________________________________ $___________________________ 

_________________________________________ $___________________________ 

_________________________________________ $___________________________ 

_________________________________________ $___________________________ 

_________________________________________ $___________________________  

IF LAST MONTH’S RENT IS REQUIRED AT MOVE-IN, SECURITY 

DEPOSIT SHALL NOT EXCEED ONE HALF OF ONE MONTH’S RENT.

c  IF CHECKED, RENTER’S INSURANCE WILL BE REQUIRED.  

c  IF CHECKED, RENTER’S INSURANCE WILL BE REQUIRED 

IF __________________________________________________________________________ 

_____________________________________________________________________________ 

MINIMUM INSURANCE AMOUNT: $__________________________________ 

                                                                ($100,000 IF LEFT BLANK) 

OWNER/AGENT MUST BE LISTED AS AN “INTERESTED PERSON” ON  

THE INSURANCE POLICY AND PROOF OF SUCH LISTING PROVIDED 

PRIOR TO MOVE-IN.(NO INSURANCE WILL BE REQUIRED IF: A) THE HOUSEHOLD INCOME 

OF ALL OF THE TENANTS IN THE UNIT IS EQUAL TO OR LESS THAN 

50 PERCENT OF THE AREA MEDIAN INCOME, ADJUSTED FOR FAMILY 

SIZE AS MEASURED UP TO A FIVE-PERSON FAMILY; OR B) IF THE 

DWELLING UNIT HAS BEEN SUBSIDIZED WITH PUBLIC FUNDS, NOT 

INCLUDING HOUSING CHOICE VOUCHERS.)

DE
PO

SI
TS

IN
SU

RA
NC

E

THE FOLLOWING ARE MAXIMUM AMOUNTS. THE ACTUAL 

AMOUNT CHARGED WILL DEPEND ON UNIT SIZE, 

SCREENING RESULTS, AND OTHER FACTORS. 

MAXIMUM POTENTIAL RENT $___________________________  

________________________________________ $___________________________  

________________________________________ $___________________________  

________________________________________ $___________________________ 

________________________________________ $___________________________ 

RE
NT

OF
FI

CE
 U

SE
 O

NL
Y

THE FOLLOWING INFORMATION IS SUBJECT TO CHANGE PRIOR TO EXECUTION OF RENTAL AGREEMENT.

CHECK ALL THAT APPLY:  
    c OPTIONAL: DISABLED (NOT MOBILITY RELATED)  

    c OPTIONAL: DISABLED AND MOBILITY DISABLED (meaning a person who has a disability that causes an ongoing limitation of independent, purposeful physical 

     movement of the body or one or more extremities and requires a modifiable living space because of, but not limited to, the need for an assistive mobility device)  

 c APPLICANT HAS APPLIED TO OTHER LOCATIONS MANAGED BY OWNER/AGENT IN THE LAST 60 DAYS  

    WHERE? ______________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

     Owner/Agent may refuse to process this application if Applicant has repeated and verifiable violations of a Rental Agreement with Owner/Agent within 365 days of submission of this application. 

Rental Agreement violations are repeated and verifiable when: i) at least 3 violations have occurred within a 1 year period, and the most recent violation occurred within 365 days before the 

submission of this application; ii) Resident received notice of each of the 3 violations in writing at the time each violation occurred; and iii) none of the 3 violations were cured (as provided in 

ORS 90.392) or resulted in a general judgment for the Applicant before the Applicant submitted the application. If Owner/Agent refuses to process this application for this reason, Owner/Agent 

shall provide Applicant with copies of the relevant notices considered. 

APPLICANT FULL LEGAL NAME _______________________________________________________________________________________________ EMAIL ________________________________________________________________________________________ 

PREVIOUS NAMES, ALIASES OR NICKNAMES USED ___________________________________________________________________________________________________________________________________________________________________ 

DATE OF BIRTH _____________________________________ SOC. SECURITY # __________________________________________________________ APPLICANT PHONE (__________________)_________________________________________ 

PHOTO I.D.  TYPE_____________________________________________________________________________ #______________________________________________ / STATE___________________ EXP. DATE__________________________________________ 

CURRENT STREET ADDRESS ______________________________________________________________________________________________________________________________________________________________________________________________________ 

CITY ____________________________________________________________ STATE ______________________ ZIP ________________________________________________ DATE YOU MOVED IN ____________________________________________________ 

CURRENT LANDLORD NAME _________________________________________________________________________________________________________ LANDLORD PHONE (__________________)_________________________________________ 

LANDLORD EMAIL ________________________________________________________________________________________________________________________________ LANDLORD FAX (__________________)_________________________________________ 

STREET ADDRESS (OR APARTMENT NAME) ________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

 
APPLICANT FORMER STREET ADDRESS ____________________________________________________________________________________________________________________________________________________________________________________ 

CITY ____________________________________________________________ STATE ______________________ ZIP ________________________________________________ FROM ___________________________________ TO ___________________________________ 

FORMER LANDLORD NAME ___________________________________________________________________________________________________________ LANDLORD PHONE (__________________)_________________________________________ 

LANDLORD EMAIL ________________________________________________________________________________________________________________________________ LANDLORD FAX (__________________)_________________________________________ 

STREET ADDRESS (OR APARTMENT NAME) ________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

OTHER STATES AND COUNTIES YOU HAVE LIVED IN DURING THE PAST 5 YEARS ___________________________________________________________________________________________________________________ 

 
CURRENT EMPLOYER ______________________________________________________________________________________________________________________________________ PHONE (__________________)_________________________________________ 

HR EMAIL __________________________________________________________________________________________________________________________________________________________ HR FAX (__________________)_________________________________________ 

STREET ADDRESS _______________________________________________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

POSITION __________________________________________________________________________________________________ HOW LONG? __________________________________ GROSS MONTHLY INCOME $____________________________ 

OTHER MONTHLY INCOME: SOURCE ____________________________________________________ $____________________________  / SOURCE ____________________________________________________ $____________________________ 

ARE YOU SELF-EMPLOYED?     c YES     c NO 

c PREVIOUS   c ADDITIONAL EMPLOYER _____________________________________________________________________________________________________ PHONE (__________________)_________________________________________ 

HR EMAIL __________________________________________________________________________________________________________________________________________________________ HR FAX (__________________)_________________________________________ 

STREET ADDRESS _______________________________________________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

POSITION __________________________________________________________________________________________________ HOW LONG? __________________________________ GROSS MONTHLY INCOME $____________________________

MM/DD/YYYY

MM/DD/YYYY

MM/DD/YYYY

MM/DD/YYYY

MM/DD/YYYY

IF ADDITIONAL EMPLOYER,

AP
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ON SITE        RESIDENT        MAIN OFFICE (IF REQUIRED)

       
       

c NEW MOVE-IN        

c NEW MOVE-IN        

c

c OCCUPANT TURNING 18        c ADD/REMOVE ROOMMATE        

c ADD/REMOVE ROOMMATE        

c

c TRANSFER 
c TRANSFER 
c

PROPERTY NAME / NUMBER _______________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

UNIT NUMBER _________________________________________ ADDRESS _______________________________________________________________________________________________________________________________

DATE UNIT WANTED _____________________________________ UNIT RENT $__________________________________________ NON-REFUNDABLE SCREENING CHARGE $

OWNER / AGENT _______________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________
 PHONE 

OWNER / AGENT ADDRESS __________________________________________________________________________________________________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

SMOKING POLICY:   c ALLOWED - ENTIRE PREMISES   c PROHIBITED - ENTIRE PREMISES   c ALLOWED IN LIMITED AREAS 

c ALLOWED IN LIMITED AREAS 

c

c DWELLING UNIT QUALIFIES AS A “TYPE A UNIT” (ACCESSIBLE UNIT) PER OREGON STRUCTURAL BUILDING CODE AND ICC A117.1.

c DWELLING UNIT QUALIFIES AS A “TYPE A UNIT” (ACCESSIBLE UNIT) PER OREGON STRUCTURAL BUILDING CODE AND ICC A117.1.

c
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CITY OF PORTLAND, OREGON 
STANDARD FINANCIALLY RESPONSIBLE 

RENTAL APPLICATION 
TO BE COMPLETED BY EACH FINANCIALLY RESPONSIBLE ADULT APPLICANT

ALL UNITS  SUBJECT TO AVAILABILITYMM/DD/YYYY

SECURITY DEPOSIT MINIMUM: $___________________________

(NOT TO EXCEED ONE MONTH’S RENT)

SECURITY DEPOSIT MAXIMUM: $___________________________

(NOT TO EXCEED ONE AND A HALF MONTH’S RENT) 

(DEPENDS ON SCREENING RESULTS AND UNIT SIZE) 

ADDITIONAL DEPOSITS:
_________________________________________ $___________________________  

_________________________________________ $___________________________  

_________________________________________ $___________________________  

_________________________________________ $___________________________  

_________________________________________ $___________________________  

IF LAST MONTH’S RENT IS REQUIRED AT MOVE-IN, SECURITY 

DEPOSIT SHALL NOT EXCEED ONE HALF OF ONE MONTH’S RENT.

c  IF CHECKED, RENTER’S INSURANCE WILL BE REQUIRED.  

c  IF CHECKED, RENTER’S INSURANCE WILL BE REQUIRED.  

c

c  IF CHECKED, RENTER’S INSURANCE WILL BE REQUIRED  

IF __________________________________________________________________________ 

_____________________________________________________________________________

MINIMUM INSURANCE AMOUNT: $__________________________________

                                                                ($100,000 IF LEFT BLANK)

OWNER/AGENT MUST BE LISTED AS AN “INTERESTED PERSON” ON  

THE INSURANCE POLICY AND PROOF OF SUCH LISTING PROVIDED 

PRIOR TO MOVE-IN.(NO INSURANCE WILL BE REQUIRED IF: A) THE HOUSEHOLD INCOME 

OF ALL OF THE TENANTS IN THE UNIT IS EQUAL TO OR LESS THAN 

50 PERCENT OF THE AREA MEDIAN INCOME, ADJUSTED FOR FAMILY 

SIZE AS MEASURED UP TO A FIVE-PERSON FAMILY; OR B) IF THE 

DWELLING UNIT HAS BEEN SUBSIDIZED WITH PUBLIC FUNDS, NOT 

INCLUDING HOUSING CHOICE VOUCHERS.)

DE
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THE FOLLOWING ARE MAXIMUM AMOUNTS. THE ACTUAL 

AMOUNT CHARGED WILL DEPEND ON UNIT SIZE, 

SCREENING RESULTS, AND OTHER FACTORS. 

MAXIMUM POTENTIAL RENT $___________________________  

________________________________________ $___________________________  

________________________________________ $___________________________  

________________________________________ $___________________________

________________________________________ $___________________________  
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THE FOLLOWING INFORMATION IS SUBJECT TO CHANGE PRIOR TO EXECUTION OF RENTAL AGREEMENT.

CHECK ALL THAT APPLY:  
    c OPTIONAL: DISABLED (NOT MOBILITY RELATED)  

    c OPTIONAL: DISABLED AND MOBILITY DISABLED (meaning a person who has a disability that causes an ongoing limitation of independe

         movement of the body or one or more extremities and requires a modifiable living space because of, but not limited to, the need

        c APPLICANT HAS APPLIED TO OTHER LOCATIONS MANAGED BY OWNER/AGENT IN THE LAST 60 DAYS  

         WHERE? ______________________________________________________________________________________________________________________________________________________________________________________________________________________________

______________________________________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

           Owner/Agent may refuse to process this application if Applicant has repeated and verifiable violations of a Rental Agreement with Owner/Agent within 365 days of submission of this application. 

Rental Agreement violations are repeated and verifiable when: i) at least 3 violations have occurred within a 1 year period, and the most recent violation occurred within 365 days before the 

submission of this application; ii) Resident received notice of each of the 3 violations in writing at the time each violation occurred; and iii) none of the 3 violations were cured (as provided in 

ORS 90.392) or resulted in a general judgment for the Applicant before the Applicant submitted the application. If Owner/Agent refuses to process this application for this reason, Owner/Agent 

shall provide Applicant with copies of the relevant notices considered. 

APPLICANT FULL LEGAL NAME _______________________________________________________________________________________________ EMAIL ________________________________________________________________________________________

PREVIOUS NAMES, ALIASES OR NICKNAMES USED _______________________________________________________________________________________________________________________________

DATE OF BIRTH _____________________________________ SOC. SECURITY # __________________________________________________________ APPLICANT PHONE (

__________________________________________________________ APPLICANT PHONE (

__________________________________________________________

__________________

PHOTO I.D.  TYPE_____________________________________________________________________________ #______________________________________________ / STATE___________________ EXP. DATE

CURRENT STREET ADDRESS ______________________________________________________________________________________________________________________________________________________________________________________________________

______________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

CITY ____________________________________________________________ STATE ______________________ ZIP ________________________________________________ DATE YOU MOVED IN ____________________________________________________

CURRENT LANDLORD NAME _________________________________________________________________________________________________________ LANDLORD PHONE (

_________________________________________________________________________________________________________ LANDLORD PHONE (

_________________________________________________________________________________________________________

__________________

LANDLORD EMAIL ________________________________________________________________________________________________________________________________

________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________  LANDLORD FAX (
_ LANDLORD FAX (
_

__________________

STREET ADDRESS (OR APARTMENT NAME) ________________________________________________________________________________________________________________________________________________________________________________

________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________

APPLICANT FORMER STREET ADDRESS ____________________________________________________________________________________________________________________________________________________________________________________

____________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

CITY ____________________________________________________________ STATE ______________________ ZIP ________________________________________________ FROM ___________________________________ TO 

FORMER LANDLORD NAME ___________________________________________________________________________________________________________ LANDLORD PHONE (

___________________________________________________________________________________________________________ LANDLORD PHONE (

___________________________________________________________________________________________________________

__________________)_________________________________________

LANDLORD EMAIL ________________________________________________________________________________________________________________________________

________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________  LANDLORD FAX (
_ LANDLORD FAX (
_

__________________)_________________________________________

STREET ADDRESS (OR APARTMENT NAME) ________________________________________________________________________________________________________________________________________________________________________________

________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________

OTHER STATES AND COUNTIES YOU HAVE LIVED IN DURING THE PAST 5 YEARS ___________________________________________________________________________________________________________________

CURRENT EMPLOYER ______________________________________________________________________________________________________________________________________

______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________  PHONE (
_______ PHONE (
_______

__________________)_________________________________________

HR EMAIL __________________________________________________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

 HR FAX (

___________________________ HR FAX (

___________________________
__________________)_________________________________________

STREET ADDRESS _______________________________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________

POSITION __________________________________________________________________________________________________ HOW LONG? __________________________________ GROSS MONTHLY INCOME $____________________________

OTHER MONTHLY INCOME: SOURCE ____________________________________________________ $____________________________  / SOURCE 
/ SOURCE 
/

____________________________________________________ $____________________________

ARE YOU SELF-EMPLOYED?     c YES     c NOc NOc

cc PREVIOUS   cc ADDITIONAL EMPLOYER _____________________________________________________________________________________________________ PHONE (

_____________________________________________________________________________________________________ PHONE (

_____________________________________________________________________________________________________

__________________)_________________________________________

HR EMAIL __________________________________________________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

 HR FAX (

___________________________ HR FAX (

___________________________
__________________)_________________________________________

STREET ADDRESS _______________________________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________

POSITION __________________________________________________________________________________________________ HOW LONG? __________________________________ GROSS MONTHLY INCOME $____________________________

MM/DD/YYYY

MM/DD/YYYY

IF ADDITIONAL EMPLOYER,

 GROSS MONTHLY INCOME $

IF ADDITIONAL EMPLOYER,

 GROSS MONTHLY INCOME $
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c NEW MOVE-IN        c
 OCCUPANT TURNING 18        c

 ADD/REMOVE ROOMMATE        c
 TRANSFER 

PROPERTY NAME / NUMBER _______________________________________________________________________________________________________________________________________________________________________________________________________ 

UNIT NUMBER _________________________________________ ADDRESS ___________________________________________________________________________________________________________________________________________________________________ 

DATE UNIT WANTED _____________________________________ UNIT RENT $__________________________________________ NON-REFUNDABLE SCREENING CHARGE $__________________________________________ 

OWNER / AGENT _______________________________________________________________________________________________________________________________________________ PHONE ______________________________________________________________ 

OWNER / AGENT ADDRESS __________________________________________________________________________________________________________________________________________________________________________________________________________ 

SMOKING POLICY:   c ALLOWED - ENTIRE PREMISES   c PROHIBITED - ENTIRE PREMISES   c ALLOWED IN LIMITED AREAS (ASK MANAGEMENT FOR DETAILS) 

c DWELLING UNIT QUALIFIES AS A “TYPE A UNIT” (ACCESSIBLE UNIT) PER OREGON STRUCTURAL BUILDING CODE AND ICC A117.1.
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CITY OF PORTLAND, OREGON 

STANDARD FINANCIALLY RESPONSIBLE 

RENTAL APPLICATION 

TO BE COMPLETED BY EACH FINANCIALLY RESPONSIBLE ADULT APPLICANT

ALL UNITS 

SUBJECT TO 

AVAILABILITY

MM/DD/YYYY

SECURITY DEPOSIT MINIMUM: $___________________________ 

(NOT TO EXCEED ONE MONTH’S RENT) 

SECURITY DEPOSIT MAXIMUM: $___________________________ 

(NOT TO EXCEED ONE AND A HALF MONTH’S RENT) 

(DEPENDS ON SCREENING RESULTS AND UNIT SIZE) 

ADDITIONAL DEPOSITS: 

_________________________________________ $___________________________  

_________________________________________ $___________________________  

_________________________________________ $___________________________  

_________________________________________ $___________________________ 

_________________________________________ $___________________________ 

IF LAST MONTH’S RENT IS REQUIRED AT MOVE-IN, SECURITY 

DEPOSIT SHALL NOT EXCEED ONE HALF OF ONE MONTH’S RENT.

c  IF CHECKED, RENTER’S INSURANCE WILL BE REQUIRED.  

c  IF CHECKED, RENTER’S INSURANCE WILL BE REQUIRED  

IF __________________________________________________________________________ 

_____________________________________________________________________________ 

MINIMUM INSURANCE AMOUNT: $__________________________________ 

          
          

          
          

          
          

    ($100,000 IF LEFT BLANK) 

OWNER/AGENT MUST BE LISTED AS AN “INTERESTED PERSON” ON  

THE INSURANCE POLICY AND PROOF OF SUCH LISTING PROVIDED 

PRIOR TO MOVE-IN.

(NO INSURANCE WILL BE REQUIRED IF: A) THE HOUSEHOLD INCOME 

OF ALL OF THE TENANTS IN THE UNIT IS EQUAL TO OR LESS THAN 

50 PERCENT OF THE AREA MEDIAN INCOME, ADJUSTED FOR FAMILY 

SIZE AS MEASURED UP TO A FIVE-PERSON FAMILY; OR B) IF THE 

DWELLING UNIT HAS BEEN SUBSIDIZED WITH PUBLIC FUNDS, NOT 

INCLUDING HOUSING CHOICE VOUCHERS.)
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THE FOLLOWING ARE MAXIMUM AMOUNTS. THE ACTUAL 

AMOUNT CHARGED WILL DEPEND ON UNIT SIZE, 

SCREENING RESULTS, AND OTHER FACTORS. 

MAXIMUM POTENTIAL RENT $___________________________ 

________________________________________ $___________________________ 

________________________________________ $___________________________ 

________________________________________ $___________________________ 

________________________________________ $___________________________ 

RE
NT

OF
FI

CE
 U

SE
 O

NL
Y

THE FOLLOWING INFORMATION IS SUBJECT TO CHANGE PRIOR TO EXECUTION OF RENTAL AGREEMENT.

CHECK ALL THAT APPLY:  

 c OPTIONAL: DISABLED (NOT MOBILITY RELATED)  

 c OPTIONAL: DISABLED AND MOBILITY DISABLED (meaning a person who has a disability that causes an ongoing limitation of independent, purposeful physical 

    movement of the body or one or more extremities and requires a modifiable living space because of, but not limited to, the need for an assistive mobility device)  

  c APPLICANT HAS APPLIED TO OTHER LOCATIONS MANAGED BY OWNER/AGENT IN THE LAST 60 DAYS  

    WHERE? ______________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

       Owner/Agent may refuse to process this application if Applicant has repeated and verifiable violations of a Rental Agreement with Owner/Agent within 365 days of submission of this application. 

Rental Agreement violations are repeated and verifiable when: i) at least 3 violations have occurred within a 1 year period, and the most recent violation occurred within 365 days before the 

submission of this application; ii) Resident received notice of each of the 3 violations in writing at the time each violation occurred; and iii) none of the 3 violations were cured (as provided in 

ORS 90.392) or resulted in a general judgment for the Applicant before the Applicant submitted the application. If Owner/Agent refuses to process this application for this reason, Owner/Agent 

shall provide Applicant with copies of the relevant notices considered. 

APPLICANT FULL LEGAL NAME _______________________________________________________________________________________________ EMAIL ________________________________________________________________________________________ 

PREVIOUS NAMES, ALIASES OR NICKNAMES USED ___________________________________________________________________________________________________________________________________________________________________ 

DATE OF BIRTH _____________________________________ SOC. SECURITY # __________________________________________________________ APPLICANT PHONE (__________________)_________________________________________ 

PHOTO I.D.  TYPE_____________________________________________________________________________ #______________________________________________ / STATE___________________ EXP. DATE__________________________________________ 

CURRENT STREET ADDRESS ______________________________________________________________________________________________________________________________________________________________________________________________________ 

CITY ____________________________________________________________ STATE ______________________ ZIP ________________________________________________ DATE YOU MOVED IN ____________________________________________________ 

CURRENT LANDLORD NAME _________________________________________________________________________________________________________ LANDLORD PHONE (__________________)_________________________________________ 

LANDLORD EMAIL ________________________________________________________________________________________________________________________________ LANDLORD FAX (__________________)_________________________________________ 

STREET ADDRESS (OR APARTMENT NAME) ________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

 
APPLICANT FORMER STREET ADDRESS ____________________________________________________________________________________________________________________________________________________________________________________ 

CITY ____________________________________________________________ STATE ______________________ ZIP ________________________________________________ FROM ___________________________________ TO ___________________________________ 

FORMER LANDLORD NAME ___________________________________________________________________________________________________________ LANDLORD PHONE (__________________)_________________________________________ 

LANDLORD EMAIL ________________________________________________________________________________________________________________________________ LANDLORD FAX (__________________)_________________________________________ 

STREET ADDRESS (OR APARTMENT NAME) ________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

OTHER STATES AND COUNTIES YOU HAVE LIVED IN DURING THE PAST 5 YEARS ___________________________________________________________________________________________________________________ 

 
CURRENT EMPLOYER ______________________________________________________________________________________________________________________________________ PHONE (__________________)_________________________________________ 

HR EMAIL __________________________________________________________________________________________________________________________________________________________ HR FAX (__________________)_________________________________________ 

STREET ADDRESS _______________________________________________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

POSITION __________________________________________________________________________________________________ HOW LONG? __________________________________ GROSS MONTHLY INCOME $____________________________ 

OTHER MONTHLY INCOME: SOURCE ____________________________________________________ $____________________________  / SOURCE ____________________________________________________ $____________________________ 

ARE YOU SELF-EMPLOYED?     c YES     c NO 

c PREVIOUS   c ADDITIONAL EMPLOYER _____________________________________________________________________________________________________ PHONE (__________________)_________________________________________ 

HR EMAIL __________________________________________________________________________________________________________________________________________________________ HR FAX (__________________)_________________________________________ 

STREET ADDRESS _______________________________________________________________________________________________________________________________________________________________________________________________________________________ 

CITY __________________________________________________________________________________________________________ STATE ____________________________________________ ZIP ___________________________________________________________________ 

POSITION __________________________________________________________________________________________________ HOW LONG? __________________________________ GROSS MONTHLY INCOME $____________________________

MM/DD/YYYY

MM/DD/YYYY

MM/DD/YYYY

MM/DD/YYYY

MM/DD/YYYY

IF ADDITIONAL EMPLOYER,
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Multifamily NW Schedule
DECEMBER 7 WEBINAR: CITY OF PORTLAND FAIR - APPLICATIONS AND SCREENING 10:00 AM - 11:30 AM

DECEMBER 8 WEBINAR: LEGISLATIVE UPDATE SB 291 10:00 AM - 11:30 AM

DECEMBER 10 WEBINAR: IT’S THE LAW: HAPPY ALMOST NEW YEAR 12:00 PM - 1:00 PM

DECEMBER 14 WEBINAR: CITY OF PORTLAND FAIR - SECURITY DEPOSITS 10:00 AM - 11:30 AM

DECEMBER 14 WEBINAR-HR ANSWERS: RECOGNITION AND MOTIVATION 12:00 PM - 1:00 PM

JANUARY 19-28 VIRTUAL CERTIFIED APARTMENT MANAGER (CAM) COURSE SERIES

JANUARY 19-28 VIRTUAL CERTIFIED APARTMENT SUPPLIER (CAS) COURSE SERIES
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RENTAL HOUSING JOURNAL

Property managers are at the center 

of the collision between rising rental 

demand, declining profi tability, changing 

regulations, and the nationwide shortage 

of affordable places to live, according to 

the fi fth annual survey of 1,738 property 

managers by Buildium and the National 

Association of Residential Property 

Managers.

In addition to the property managers, 

the report also surveyed 1,118 renters, 

603 rental property owners and 217 

association board members in 340 metro 

areas.

Chris Litster, CEO of Buildium, and 

Gail Phillips, CEO of the National 

Association of Residential Property 

Managers (NARPM), presented The 

2020 State of the Property Management 

Industry Report in a recent webinar 

focusing on key macro trends.

The report said property managers who 

“are prepared to refocus their businesses 

on the rapidly evolving preferences of 

their residents and clients will be best 

positioned for success as the industry 

enters a new chapter.”

Still, the report makes the point that 

relationships remain at the heart of 

effective property management.

“Property managers have found 

themselves at the center of the collision 

between rising rental demand, declining 

profi tability, changing regulations, and 

the nationwide shortage of affordable 

places to live,”  the report says.

“It’s evident that these socioeconomic 

forces, along with the very real and 

immediate demands of their owners and 

residents, are changing the role of the 

property manager for good.”

Portland Rents Stop 

Decline and Hold Steady
Page 4

How Technology is Changing Property 

Management ... and Why You Should Care
Page 8

Is Renting to College 

Students A Good Idea?
Page 17

Portland’s 

New F.A.I.R. 

Housing 
Ordinance
BY RON GARCIA

The City Council of Portland is now 

slated to pass its Fair Access in Rentals 

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

1, 2020. 

However, Portland landlords should 

instead understand this new ordinance 

to read as: “Forcibly Accepting 

Increased Risk.”

This new statute restricts and 

governs:

• How tenant screening must be 

conducted, as well as how vacancies 

must be advertised and fi lled, and

• How much landlords can collect 

for tenant security deposits and 

how those funds must be allocated 

towards damages upon termination, 

as well as new mandates on handling 

termination notices (including 72-hour 

late notifi cations).

See ‘Ordinance’ on Page 15

Property Managers Face 

Unprecedented Change In 2020

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

Management Industry Report.

See ‘Change’ on Page 10

KEEPE

Have you been thinking about adding 

a trash valet service at your property? In 

the race to attract renters, properties are 

continually trying to fi nd new ways to 

make life easier for renters and improve 

the condition of the property. 

Trash valet service is one of the most 

requested services by renters, and it has 

some serious benefi ts for properties as well.

ABOUT TRASH VALET SERVICE?

Trash valet service eliminates the need 

for big dumpsters placed all over the 

3 Reasons Why You Should Consider 

Trash Valet Service at Your Property

See ‘Valet’ on Page 12
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relationships remain at the heart of 

“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.”

Is Renting to College 

Students A Good Idea?
Page 17

Property Managers Face 

Unprecedented Change In 2020

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

See ‘Change’ on Page 10

3 Reasons Why You Should Consider 

Trash Valet Service at Your Property

Two years ago, in order to comply with 
Portland’s Fair Access in Renting (FAIR) 

ordinances, the Rental Application split into 
four options, depending on rental criteria 

assigned by the housing provider and the 
financial role of the applicant. Next month on 
January 1st SB 291 will come into effect adding 

further layers to the application process. All 
Portland-specific applications will be updated for 

compliance: M502, M503, M504, and M505. These 
applications provide the required disclosures and 
rental criteria detail to facilitate the applicant vetting 

process. Multifamily NW will be offering landlord/
tenant law training specific to these forms during the 
first quarter of 2022. Check out www.multifamilynw.

org for the calendar of classes to get the training to 
confidently navigate these legal updates.

The Multifamily NW Forms Collection is available 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.multifamilynw.org. 

www.multifamilynw.org
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By tHe FAir HouSing inStitute

In line with the Supreme Court’s 
decision regarding discrimination based 
on sexual orientation or gender identity, 
President Biden signed an executive order 
earlier this year mandating that all federal 
agencies review the ruling and make 
needed adjustments. 

So, what can property-management 
companies expect? Should we wait 
on updated guidelines from HUD 
(Department of Housing and Urban 
Development) or should we make 
changes now to avoid any appearance of 
housing discrimination against LGBTQ+ 
prospects?

A QUICK LEGAL RECAP
President Biden signed an Executive 

Order on January 25, 2021, requiring 
protections of LGBTQ+ people in housing, 
health care, and education. The Executive 
Order cites the recent Supreme Court 
decision, Bostock v. Clayton County, 
that held that the prohibition against sex 
discrimination in the Equal Employment 
Act prohibits discrimination on the basis 
of sexual orientation and gender identity. 

The Executive Order requires the 
applicable federal agencies, including 
HUD, to promulgate actions consistent 
with Bostock and the various civil rights 
laws. This Executive Order will result 
in new HUD regulations explaining the 
protections of LGBTQ+ persons under 
the Fair Housing Act.  

A NEW PROTECTED CATEGORY?
There is always confusion with any 

change. With this new ruling, questions 
have been raised as to whether this ruling 
meant a new protected category. 

To clarify, we do not have a new 
protected category, rather we now have 
an expanded protected category of sex. 
Under this expansion, it is illegal to 
discriminate against anyone based on 
their sexual orientation or the gender they 
are presenting. 

THE TIME TO ACT IS NOW

The next question raised is whether 
or not housing providers should start 
making changes now or wait for guidance 
from HUD. 

We believe there will be a notable 

increase in testing and enforcement of the 
new fair-housing protections of LGBTQ+ 
people. Whenever changes in regulations 
occur, housing providers can expect an 
increase in testing by housing-advocacy 
agencies. 

To avoid unnecessary liability, all 
housing providers should be educated 
about these changes, and ensure that 
all employees are properly trained and 
prepared for testers now.

FAIR HOUSING COMPLIANCE 
AND LGBTQ+ PROSPECTS 

Consider a few situations that may 
arise. A same-sex couple is interested in 
renting an apartment. 

• Can you ask them for a marriage
certificate?

• How would you handle an
individual who is dressed as a
woman and the name they give
doesn’t match their government-
issued ID?

Fair housing best practices in both of 
these situations are to ensure your policies 
are up to date according to the new laws 
and that they are applied across the 
board. If your policy does not require a 
heterosexual couple to produce a marriage 
certificate, then you cannot request one 
from any other type of couple. As far as a 
person who uses a name other than what 
is on their ID, your policy needs to be the 
same for everyone regardless of how they 
are dressed. 

Now is the time to review your policies 
and make any needed changes according 
to the expanded understanding of the 
category of sex. Expect that testers will 
be focusing their attention on compliance 
with the new law. Up-to-date training is 
also absolutely necessary to make sure 
that every staff member is prepared to 
handle any situations that will arise. 
Remember, the best way to avoid a fair-
housing complaint is to be fair-housing 
compliant!
In 2005, The Fair Housing Institute was 
founded as a company with one goal: 
to provide educational and entertaining 
fair housing compliance training at an 
affordable price, all at the click of a but-
ton. Visit www.fairhousinginstitute.com 
for more information.

What Can Property Management Companies 
Expect from Court Ruling on Gender Bias?

AND THE SUPREME
COURT RULING FOR

THE LGBTQ+
COMMUNITY

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

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

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

YOUR TENANTS DIRTY  
LAUNDRY, OUR PROBLEM.

www.smire.com
www.hainsworthlaundry.com
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you must utilize to create distance from 
them and from your past habits.  Let 
everyone else get lazy while you get 
to work improving your business and 
yourself by looking at these five qualities 
in your work and your life.

1. TIME
For most of us, there just isn’t enough of 

this precious commodity.  We mistakenly 
wear the badge of honor that we are “too 
busy” to add in new things or invest time 
in changing or mending broken things.  
When was the last time you spent an hour 
(or even 10 minutes) analyzing how you 
use your time as a landlord?  This has 
proven to be a great exercise we advise 
our clients on repeatedly.  Set aside at 
least an hour to study the following:

• Where do you spend most of your
time as a landlord?  Calls, service,
collecting payments, evictions,
etc.…

• What processes and procedures
can you modify to make those
time-consuming tasks easier?

• Are there existing programs
that have a minimal cost but a
maximum payoff in regard to time
that you could incorporate into
your business?

A one-hour investment dedicated to 
better understanding your business and 
life will pay major dividends moving 
forward.

2. FITNESS
You can make the obvious connection 

to fitness and our lack of it during 
the holidays, along with our renewed 
commitment to it in the New Year.  
But I’m not talking about your fitness, 
I’m talking about the fitness of your 
properties.  In a competitive marketplace, 
how does your property stack up against 
others?  A great landlord will walk other 
properties in the neighboring areas to see 
how their products compare to others.  
Maybe it’s time for a deep clean.  Or 
maybe replacing paint, carpet, fixtures, 
and finishes are what will be the ticket 
to making your property shine.  Just as 
in life, the fittest-looking property will 
attract more attention – and that is what 
every landlord and investor want.  While 
everyone else is taking time off, put 
on those running shoes and give your 
portfolio a complete workout.  

3. FOCUS
It’s easy to lose focus during the 

holidays because there are a million 
distractions clamoring for your attention.  
But to separate yourself from every 
other landlord, focus during these weeks 
is critical and can be a game changer.  
Instead of continuing to put off those 
things you have been putting off for 
months, buckle down and pay attention.  
Here are a few areas I like to focus on 
during this “separation season:”

• Rental Fee Analysis: Should I
or can I be charging more than
I currently am?  What will the
market support?

• Conversion: Is it time to turn my
long-term rental properties into
short-term rentals?  Or vice-versa?
Is it time to sell one or more of my
properties?

• What are my goals for the next
year, and what areas can I improve
in as a landlord to accomplish those
goals?

What I find helpful in my “focus” 
sessions is to put all my devices away, find 
a quiet place to think, and write things 
down with pen and paper.  Something 
about tapping into the old-school methods 
of note-taking provides an inspirational 
spark.   

4. EDUCATION
While it is easy to fall back on your 

experience, there is a whole world of 
educational opportunities available to you 
during “’separation season” – and most 
of them won’t cost you a dime.  Instead 
of listening to holiday music over and 
over again, find a great landlord/investor 
podcast and look for episodes that address 
some of your current challenges.  Link 
up with a local real estate investment 
association and see if it is having any 
events during December and January that 
can kickstart your year.  Research online 
rental-payment platforms and experience 
the joy of direct deposit for your 
payments.  Examine what is happening in 
your state and local area political scene 
to see if there are legislative changes 
coming that may affect your business.  
Make the commitment to work smarter 
and not harder in the next year, and that 
starts with bumping up your personal 
education. 

5. FUN
Being a landlord and having fun 

shouldn’t be mutually exclusive.  After 
all, this is the greatest business in the 
world and allows us the freedom to have 
fun.  But can we make our business fun 
at the same time?  I believe you can by 
adding some of the following to your 
processes:

• Connect with other local investors
who don’t do exactly what you do.
If you’re the long-term hold type,
find a “fix-and-flip” investor to see
what their business is all about.

• Create an incentive program for
your tenants that rewards them
periodically and creates a long-
lasting landlord/tenant relationship.
Be creative!

• Host a party for your team or invite
the contractors and other service
providers who help keep your
properties functioning and fully
occupied.

Implementing some fun into your 
business can help kill the monotony and 
frustration that can creep into your day-
to-day processes.  

In a time where we all celebrate 
connections to the things we love, make 
sure to carve out some time to find ways 
to separate yourself from old habits, costly 
processes, and time-consuming tasks.  I’m 
not suggesting you don’t enjoy the holiday 
season, but by keeping your foot on the gas 
while everyone else is coasting, you will 

set yourself up for your most successful, 
rewarding, and joyful year yet, with more 
time available to enjoy the things you love 
all year long.   
Scot Aubrey is vice-president of Rent 
Perfect, a private investigator, and a 
fellow landlord who manages short-
term rentals.  Subscribe to the week-
ly Rent Perfect podcast (available on 
YouTube, Spotify, and Apple) to stay up 
to date on the latest industry news and 
for expert tips on how to manage your 
properties.

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)PoorIN 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)PoorIN 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
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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

It’s Time to Set Yourself Apart from the Competition
Continued from Page 1

www.rentegration.com
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It’s become one of the most striking—
and most unwelcome—trends in 
multifamily rentals.

Over the past couple of years, and 
especially since the start of the pandemic, 
apartment operators say fake pay stubs, 
“synthetic” IDs and other falsified 
documents have become all too common 
in the leasing process. While fraud has 
always existed in the apartment world, 
industry professionals agree that it has 
never before elevated to its current levels.

“It’s insane,” said Nikki Chambers, 
director of systems and training for 
Hanover Company. “I’ll have five 
fraudulent applications at one property in 
just one week. It’s crazy just how much 
more fraud there is in the market. It used 
to be isolated to particular submarkets 
and now, just like how crime has no ZIP 
code, it’s the same thing with fraud. It’s 
not isolated to any area, submarket, region 
or even a product type.”

A recent Entrata survey found that 
55 percent of respondents have been 
experiencing fraudulent attempts every 
few months, with 15 percent experiencing 
multiple fraudulent attempts every month. 
The pandemic has exacerbated the fraud 
trend, as Entrata data shows that identity-
theft reports are up over 2,000 percent 
since the onset of the pandemic. Perhaps 
more telling is that 5 percent of applicants 
among the company’s clients could not 
be approved due to a lack of verifiable 
identification, which indicates that one 
of every 20 potential lessees is aiming to 
circumvent the system. 

“With the average fraud loss at about 
$3,500 per case, it can be extremely costly, 
particularly with multiple instances,” said 
Kelly Canepa, senior vice president of 
product for Entrata. “That’s why operators 
are seeking advanced-screening measures 
that diagnose potential fraud early in the 
process and ensure that preventative best 
practices are in place.”

While fraud prevention used to be a 
background priority in the industry, it has 
risen to the forefront as a primary concern. 
Industry experts recently discussed 
the rising fraud problem, including 
innovative tactics by deceitful applicants 
and ways to combat the escalating trend. 

TYPES OF FRAUD
Fake pay stubs, designed to inflate 

one’s actual earnings, are so prominent 
that websites are dedicated to them. 
But that fraud tactic seems a bit old-
school compared to some of the new-
age types being introduced. Identity 
theft is becoming more sophisticated, 
as individuals are using the identities of 
children, missing persons and deceased 
individuals—a tactic known as synthetic 
ID fraud.

This occurs when parts of real 
identities—such as Social Security 
numbers, addresses and driver’s license 
information—are combined with false 
information. This means a background 
check can still pass on some occasions.  

“There has been an enormous uptick in 
all types of applicant fraud,” said Shawaun 
Alexander, vice president of operations 
software and systems for Bozzuto. “It’s 
actually become one of our primary focus 
areas, particularly since the effects of the 
pandemic still loom over occupancy and 
retention rates.”

Fraudsters are becoming more 
sophisticated. They often use these forms 
of fake information and false identities to 
get into an apartment community, then 
skip out after a few months when it’s 
apparent that they cannot pay. Oftentimes 
they escape with no repercussions, 
because their identity was false to begin 
with. And the tactics they deploy continue 
to evolve. They’ll even use outlets that 
sell identities on the black market.

“False pay stubs used to be all that we’d 
see,” Chambers said. “Now they are the 
least of our worries. We’re more worried 
about the actual identity of someone else 
being stolen.”

HOW TO COMBAT THE TREND 
An increasingly digital world invites 

more fraud, whether through ID theft, 
innovative phishing scams or other cyber-
related activity. Operators tend to agree 
that fraud has become too complicated 
and complex to combat on their own. 
They need help in the form of technology, 
including intuitive tools to authenticate 
identity, verify bank account information 
and substantiate the overall suitability of 
a potential renter.

“When these solutions are in place, they 
enable apartment communities to make 
accurate risk assessments of all their lease 
applicants,” said Chris Ryan, Experian’s 

fraud and identity go-to-market lead for 
North America. 

Alexander noted that in addition to 
utilizing its standard screening provider, 
Bozzuto utilizes a combination of ID 
verification and document verification 
software. But even with all the screening 
tools in place, she says the manual 
review process should not be abandoned. 
For instance, a Bozzuto internal team 
recently short-circuited approximately 
200 potential fraudulent applicants at one 
community. 

“The big goal is to find a full-house 
solution that doesn’t disrupt the application 
process or create hurdles for valid renters 
or your site teams,” Alexander said. 
“One that hits the key checkpoints of 
screening, ID and document verification. 
Many tech platforms hit one of those but 
aren’t built into the process, so fraudulent 
applicants can often bypass some of the 
checkpoints.” 

Bozzuto’s primary objective after 
uncovering a fraudulent applicant, 
Alexander said, is to ensure the 
information surrounding fraudulent 
applicants is transparent across the 
portfolio. 

Hanover Company also uses a variety 
of tools, including a product to scan 
driver’s licenses and several third-party 
verification services. Chambers noted 
that an ID verification platform utilized 
by Hanover has been the most successful 
in flagging potentially fraudulent items at 
various checkpoints in the process. 

“Don’t think that just because you’re in 
a submarket that historically has not had a 
problem—or because you have a superior 
product type or a stellar onsite team with 
tried-and-true industry professionals—
that something cannot sneak past you,” 
Chambers said. “Technology might not be 
the only answer, but it’s certainly part of 
the equation. At this point in the industry 
life cycle, you have to have some sort of 

technology checkpoint.”

INDUSTRY RECOMMENDATIONS

While fraud prevention is key, 
industry experts agree that any 
prevention methods should not intrude 
on the experience of good renters. On the 
flipside of fraud prevention, Bozzuto uses 
a credit-reporting agency for positive rent 
recording. Reputable residents making 
payments each month receive the benefit 
of possibly increasing their credit score 
and strengthening their rental-history 
profile. 

“We have to make sure our teams have 
the tools—systems, technologies and 
procedures—that enable them to weed out 
the fraudulent applicants and create the 
best possible experience for the qualified 
applicants,” Alexander said. 

Operators agree that augmenting tech 
with manual practices is a solid tactic, 
because instances exist when tech won’t 
catch everything. Chambers said to 
remain diligent and not fall into the trap 
of thinking that you have “an amazing 
manager and she’ll catch everything.”

“Criminals are getting smarter by the 
day,” Chambers said. “If people used their 
insight into criminal activity for good 
instead of evil, the world would truly be a 
better place.” 

In a hypercompetitive industry, it’s not 
natural to share information. But many 
believe exceptions can be made when it 
comes to preventing fraud. 

“I think it’s important as leaders 
that we work together to really dig into 
how prominently our industry is being 
affected by fraud and how drastically it 
has increased over the last few years,” 
Alexander said. 

Paul Willis is a content manager for 
LinnellTaylor Marketing.

How to Combat Alarming Uptick in Fraud
Within the Multifamily Rental Industry
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