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What You 
Need to 
Know About 
‘Steering’
By The Fair housing insTiTuTe

The Fair Housing Act makes it illegal 
for a housing provider to attempt to 
influence or steer where a prospect lives 
due to the prospect’s race, color, religion, 
national origin, sex, familial status, 
or disabilities—otherwise known as 
protected categories.

An important point to remember is 
while the Fair Housing Act is applicable 
in all states, some states have additional 
protected categories. For example, in 
addition to the seven categories listed 
above, California’s fair housing law also 
protects prospects on the basis of their 
citizenship, immigration status, primary 
language, age, sexual orientation, 
gender identity and expression, genetic 
information, marital status, source of 
income, and military or veteran status. 

Not being knowledgeable of your 
state’s particular laws or additional 
protected categories can leave you open 
to complaints and violations.

What is steering?
The two elements of a steering 

See ‘Attempting’ on Page 5

Rent Growth Accelerates Again, 
Posting 1.2 Percent Rise in May
renTal housing Journal

National rent growth accelerated slightly 
again in May, with the national index up 
by 1.2 percent over the course of May, the 
largest monthly increase of the year so far, 
according to Apartment List.

 “So far this year, rents are growing 
more slowly than they did in 2021, but 
faster than the growth we observed in the 
years immediately preceding the pandemic. 
Over the first five months of 2022, rents 
have increased by a total of 3.9 percent, 
compared to an increase of 6.1 percent over 
the same months of 2021,” the Apartment 
List research team writes in the report.

rent groWth likely to 
exceed pre-pandemic trends

 Year-over-year rent growth currently 
stands at a staggering 15.3 percent, but is 
down slightly from a peak of 17.8 percent at 
the start of the year, the report says.

“Based on what we’ve seen so far this 
year, rent growth in 2022 seems likely 
to continue exceeding the pre-pandemic 
trend, even as it moderates substantially 

from 2021 levels,” the report says.

Rents increased in May in 96 of the 
nation’s 100 largest cities, though 70 of 
these cities have seen slower rent growth so 
far in 2022 than they did last year, and some 
of the hottest Sun Belt markets are finally 
showing signs of plateauing growth.

Vacancy rate on       
upWard trend

The national vacancy index ticked up 
slightly again in May, continuing a streak 
of gradual easing dating back to last fall. 

See ‘Rents’ on Page 5

Are You an Easy Target for Fraud?
By DaviD Pickron

Just last week I received an email that 
promised me the easy life. King Jeremiah 
from Zimbabwe had $45 million that he 
needed my help with to get out of his country. 
Imagine that… little ole me being contacted 
to help royalty in another country. And for 
my troubles, I’d get half of the money. I was 
blown away, even overwhelmed, by this 
amazing turn of fate that had come my way.  

Most of us can clearly see through 
offers like this a mile away, but they keep 
coming. Someone must be falling for these 
types of scams, or they would not continue 
month after month, year after year. Though 
fraud schemes like these are easy to see, 
scammers are getting better and better at 
using your information against you. One 

See ‘Take’ on Page 7
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These testimonials may not be representative of the experience of other clients. Past performance does not guarantee or indicate the likelihood of future results. These clients 
were not compensated for their testimonials. Please speak with your attorney and CPA before considering an investment. *The Debentures will bear non-compounded interest at 
the annual rate of 9.25% per annum (365-day year basis) on the outstanding principal, payable monthly on between the twentieth and twenty fifth day of the following month. 
An investment in the Debentures will begin accruing interest upon acceptance and closing of the Investor’s Subscription Agreement. There is a risk Investors may not receive 
distributions, along with a risk of loss of principal invested. This material does not constitute an offer to sell nor a solicitation of an offer to buy any security. Such offers can be 
made only by the confidential Private Placement Memorandum (the “Memorandum”). Please read the entire Memorandum paying special attention to the risk section prior 
investing. IRC Section 1031, IRC Section 1033 and IRC Section 721 are complex tax codes therefore you should consult your tax or legal professional for details regarding your 
situation. This material is not to be construed as tax or legal advice. There are material risks associated with investing in real estate securities including illiquidity, vacancies, 
general market conditions and competition, lack of operating history, interest rate risks, general risks of owning/operating commercial and multifamily properties, financing 
risks, potential adverse tax consequences, general economic risks, development risks and long hold periods. There is a risk of loss of the entire investment principal. Past 
performance is not a guarantee of future results. Potential cash flow, potential returns and potential appreciation are not guaranteed. Securities offered through FNEX Capital.

✔ Monthly Income Potential

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

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

✔ All-Cash/Debt-Free Offerings

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

✔ Close Your 1031 Exchange In 2-3 Days

• All-New 1031 DST Digest Magazine

• 1031 Exchange Property Listings

• Introductory DST Book for Investors

9.25% Annualized Distribution 
Potential*

Register at

www.kayrhj.com
or call

1.855.875.2781

Find Out Why 
Investors Choose

Find Out How You Can Avoid Capital Gains Taxes, and More!

DST Properties
For Their 1031 Exchange

FREE DST 1031 
Exchange 

Tool Kit

Get Your

Call Today to Also Learn About 
a Real Estate Fund With: 

“We feel comfortable working with both of you 
and would not hesitate for a minute to invest again with Kay 
Properties and recommend you.”  Maritza F. | Hialeah, FL

“...We would invest again with Kay Properties”   
Wendy I. | Topanga, CA
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Investors often must juggle multiple investment options, like where to invest and with whom. When 
it comes to evaluating a Delaware Statutory Trust or DST investment, real estate investors should look 
for a firm that specializes in DST investments to help ensure their 1031 Exchange is executed, with no 
detail being dropped. 

One of the most important reasons investors need to carefully research any Delaware Statutory Trust 
company is because 1031 Exchange investment decisions need to be made within a tight timeframe, 
and within strict IRS requirements. These are not easy decisions to make within the timeframe, as they 
require careful assessment and specialized know-how of both the 1031 Exchange and DST industries.

1031 Exchange Timeline Considerations 

The IRS timeline on a 1031 exchange can be extremely challenging, including completing the 
following steps within the specified timeframe as outlined under Section 1031 of the United States 
Internal Revenue Code: 

1. Investors must purchase another “like-kind” investment property
2. The replacement property must be of equal or greater value 
3. Investors must invest all the proceeds from the sale (i.e. the sale cannot receive any “boot”.) 

NOTE: A boot is a portion of the sales proceeds you receive from a 1031 exchange that isn’t 
re-invested in a replacement property. For example, if you sell a property for $200,000 but only 
re-invest $180,000, the $20K difference is known as boot.

4. The investor must be the same title holder and taxpayer
5. Investors must identify new property within 45 days 
6. Investors must purchase new property within 180 days 

How Knowledgeable is your Delaware Statutory Trust Company?

One of the greatest benefits of working with a specialized and skilled Delaware Statutory Trust 
company is that they can provide investors not only expert advice and insight into the various property 
options, but also provide advice on building a conservative, customized, and diversified portfolio for 
their investor’s. Some firms advise investors to select risky businesses like hospitality, senior care, and 
oil & gas industries for 1031 exchange property options. Firms like Kay Properties & Investments is 
focused on building conservative, customized, diversified portfolios for their clients, doing everything 
possible to minimize risk. 

Another important investment criterion investors should consider when a DST 1031 exchange, is 
does the firm provide 1031 Exchange investors a diversified menu of real estate assets from which they 
may choose, rather than forcing them to pick from limited options. 

Kay Properties has access to the marketplace of DSTs from working closely with more than 25 DST 
sponsor companies. This allows investors to close their 1031 Exchange in little as 2-3 days, and invest 
in quality assets within the multifamily, net-lease, self-storage, industrial and manufactured housing 
sectors. In addition, Kay Properties offers the industry the largest inventory of custom debt-free DSTs 
while other firms only have 1 or 2 available. In addition, Kay Properties provides its clients a cash-out 
refinance option for those investors seeking potential liquidity. 

Are They Offering a Breadth of Investment Options?

One of the concerns with having limited investment options is that investors may choose to invest 

their money in a particular investment not because it is necessarily the most suitable available in the 
market, but simply because it is the best option amongst those presented to them. For example, Apple 
and Microsoft are often considered by some to be well managed and profitable companies, but if those 
were the only options presented to a stock investor by their financial advisor, that investor would not 
necessarily know about other companies sometimes considered by others to also be well managed and 
profitable in which they could diversify their holdings, such as Amazon, Google, Netflix, etc… The same 
is true in the world of Delaware Statutory Trust brokers.

Many 1031-exchange investors are sometimes introduced to DST 1031-exchanges by someone 
that only has access to one or two DST properties and/or who has very little experience/knowledge in 
completing and evaluating 1031 DST exchanges.

What About the Education Process for DST 1031 Investors? 

Because the Delaware Statutory Trust 1031 IRS laws can be confusing, the best Delaware Statutory 
Trust broker should offer investors educational tools to help them find the right DST investment vehicle. 
In addition, a good DST 1031 firm should also possess extensive knowledge about the different types 
of DST options, and be able to share this knowledge so that their client can pick the right property 
that meets their goals and objectives, be it in terms of tax deferrals or benefits and of course potential 
returns. And – depending on your unique goals and objectives – an excellent DST broker may help you 
select DST investments as you consider all three: potential income, potential capital preservation, and 
capital appreciation potential.

Kay Properties has one of the most (if not the most) robust 1031 Delaware Statutory Trust 
educational platforms in the nation. Some of these educational tools include: 

• DST 1031 Conference Calls
• 1031 Exchange Delaware Statutory Trust Seminars and Workshops
• Vast Library of DST blog articles where investors can learn about DST trends, transactions, and 

insights
• A Regularly Updated Library of Podcast Episodes dedicated to DST 1031 exchanges

What Does their Track Record Say?

Another good idea for investors who are looking for the right Delaware Statutory Trust company 
should do is to examine the track record of any firm you are thinking of working with to determine 
whether they have extensive experience with DST 1031 investments. A long track record suggests they 
have acquired the necessary financial skill set and industry expertise which can help them evaluate 
several options to help you pick the right one. Plus, with years of experience in the DST sector, the best 
DST companies boast of a broad network of DST sponsors, offering you many options to choose from.

Kay Properties & Investments is considered one of the most experienced and knowledgeable 
investment firms in the country specializing in Delaware Statutory Trust (DST) and private equity 
real estate investments. The firm was established in 2010 with the emphasis on providing real estate 
investment options to high-net-worth clients looking for passive real estate ownership. In addition, Kay 
Properties believes it has created one of the largest 1031 exchange and real estate investment online 
marketplaces in the country that generates some of the largest DST 1031 investment volume in the 
United States. In 2021, for example, Kay Properties clients participated in thousands of transactions, 
and the $610 million of equity invested through the Kay Properties platform was invested in more 
than $8 billion of real estate offerings totaling approximately 50 million square feet of multifamily, 
manufactured housing, single tenant net lease, industrial, self-storage and medical properties 
nationwide.

Besides a deep network, what accredited investors deserve is an experienced and knowledgeable 
1031 Delaware Statutory Trust broker that can provide them with valuable insight, guidance, and 
access to a large amount of diverse DST properties from many different DST sponsor companies. Kay 
Properties, a national Delaware Statutory Trust (DST) investment firm, is such a DST broker.

What Kay Properties Can Do for You?

One of the tremendous resources offered to investors by Kay Properties is the kpi1031.com online 
marketplace. The www.kpi1031.com platform provides access to the marketplace of DSTs from over 
25 different DST 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 150 years of real estate 
experience, are licensed in all 50 states, and are 1031 exchange DST brokers who have participated in 
over $30 Billion of DST 1031 investments. 

Sophisticated real estate investors know that choosing the right DST broker is critical when looking to 
place their 1031-exchange or cash-investment dollars into a DST. 

Sponsored Content

Picking the Right Delaware Statutory Trust Companies

About Kay Properties and www.kpi1031.com: Kay Properties is a national Delaware Statutory Trust (DST) investment firm. The www.kpi1031.com platform provides access to the marketplace of DSTs from over 25 different sponsor 
companies, custom DSTs only available to Kay clients, independent advice on DST 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 150 years of real estate experience, are licensed in all 50 states, and have participated in over $30 Billion of DST 1031 investments. This material does not constitute an offer to sell nor a solicitation of an offer to buy 
any security. Such offers can be made only by the confidential Private Placement Memorandum (the “Memorandum”). Please read the entire Memorandum paying special attention to the risk section prior investing.  IRC Section 1031, 
IRC Section 1033 and IRC Section 721 are complex tax codes therefore you should consult your tax or legal professional for details regarding your situation.  There are material risks associated with investing in real estate securities 
including illiquidity, vacancies, general market conditions and competition, lack of operating history, interest rate risks, general risks of owning/operating commercial and multifamily properties, financing risks, potential adverse tax 
consequences, general economic risks, development risks and long hold periods. There is a risk of loss of the entire investment principal. Past performance is not a guarantee of future results. Potential cash flow, potential returns and 
potential appreciation are not guaranteed. Nothing contained herein constitutes tax, legal, insurance or investment advice, nor does it constitute a solicitation or an offer to buy or sell any security or other financial instrument. Securities 
offered through FNEX Capital, member FINRA, SIPC.

What to Look for When Searching for a Delaware Statutory Trust Company
WHAT TO LOOK FOR

Make sure the firm is hyper-specialized in DST 1031 
Investments.

Make sure you use a firm that has an entire team of DST 1031 
professionals.

Make sure you use a firm that is very particular with their DST 
properties.

Make sure to use a firm that has some of its own skin in the 
game.

WHAT DOES IT MEAN?

A true DST specialist firm will have participated in billions 
of dollars of DST investments and be able to provide clients 
custom options to satisfy their specific, unique needs.

It’s important to understand how the concepts of debt 
replacement, lease structuring, diversifying real estate 
portfolios, etc. are relevant to any 1031 exchange. A true DST 
1031 expert will be able to explain these and other terms in great 
detail.
Many firms that don’t specialize in DST properties encourage 
investors to look at assets that have higher risk, overly priced, 
and little performance data.

Smart investors work with DST 1031 advisory firms who invest 
their own money in the investments they are selling.

WHAT QUESTIONS TO ASK

Key Takeaway: Ask how many DST 1031 deals the firm has 
successfully completed.

Key Takeaway: Ask very specific questions and demand very 
specific answers.

Key Takeaways: Ask where the advisory firm sources their 
properties for 1031 exchanges, and what type of due diligence 
they have performed on the properties

Key Takeaways: Ask if your advisory firm personally invests in 
the specific properties they are advising other people to invest 
in.
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By heaTher ausTin anD heiDi goiTia

On a recent Crisis Communication Multifamily Panel, a 
colleague lamented you can’t really prepare for a crisis. We 
could hardly disagree more. The reality is you CAN and 
SHOULD prepare for crisis and ensure your team has the 
training and tools to confidently handle an unexpected event 
in a manner best for both your team and your residents. 

Below are five tips to get you started. These tips have 
proved invaluable the past two decades as we’ve guided 
multifamily, master-planned communities and retail 
centers across the nation through some interesting and 
upsetting situations. 

1. reVieW operational crises plan 
and layer in communication plan 

The first step in creating a crisis communication strategy 
is to establish your operational crisis response plan. As your 
team refines how to operationally address a crisis, you’ll 
begin to see how important it is to layer in communication 
elements into each potential crisis. These strategies revolve 
around what to say, to whom, the timing of messages, who 
will be the spokesperson and which channel/channels you 
will use. Once those things are determined, tools, processes 
and training can begin.

2. research potential crisis
While each catastrophe may have its nuances, researching 

the most likely crisis events and communication challenges 
for your industry, and continuing to stay on top of trends 
as new potential issues arise, will prepare your team to 
strategically weather even the roughest storms. Some of 
the most common and heartbreaking challenges in the 
multifamily space right now include:

• Employee/resident conflicts
• Health and safety
• Car thefts/break-ins 
• Fires/shooting
• Rental prices
• Maintenance issues/amenity closures/natural 

disaster/hazmat issue
• Domestic violence/homicide/suicide
• Sex trafficking
• Fair Housing, sexual harassment or racial 

discrimination
• Privacy and technology
These issues happen at many communities, working-

class, luxury, or somewhere in between.

3. create a media policy/     
designate a spokesperson

Positive news coverage is important for an organization 
to enhance its brand and strategically grow. When working 
with the media, the goal is to view them as partners, not 
adversaries, and be open and responsive by providing 
information in a timely fashion. The media is just one 
more communication channel that can help you carry your 
messages of being a resident-centric, fiscally responsible, 
transparent, forward-thinking, empathetic leader in your 
space.

It’s critical to make sure your team members don’t give 
out confidential information about residents, employees, 
vendors or partners. Every effort must be made to 
guarantee the accuracy of information distributed, and to 
make certain information is provided by people within your 
leadership team who are knowledgeable on the issue, who 
understand the media and know what your team can and 
cannot say.

When creating a media policy, we advise you to designate 
a spokesperson. This is the only person authorized to 
respond to media inquiries.

• If your team is contacted by a reporter, do not give 

out any information. Instead, let them know you are 
not the spokesperson and ask the reporter:
• What information they want
• Which media outlet (newspaper, magazine, 

radio, television station, blog, podcast, web 
publication) they represent

• Their deadline and contact information 
(phone preferred)

• Immediately advise your public relations team/firm, 
or spokesperson 

• Any effort to contact the media on behalf of the 
organization to generate or respond to media 
coverage, including letters to the editor, blogs, or 
social media posts on behalf of the organization 
should be coordinated by your public relations firm/
internal communication team/leader.

4. draft holding statements 
Holding statements created for each researched situation 

can be your lifeline in the middle of a crisis. These are 
pre-approved messages (cleared by your legal team) that 
can be used by any team member who may encounter 
media members onsite or over the phone before your 
spokesperson has arrived. They allow you to avoid saying 
“no comment” and redirect media inquiries to the person 
– your spokesperson – who has the information they are 
seeking. These messages should also translate to online 
review responses, social media conversations, resident 
email or portal updates and other communication channels.

Holding statements should be issue-specific, and focus 
on the safety, privacy and well-being of your residents and 
team members as well as provide pertinent information 
such as: 

• Whether first responders are onsite and to whom 
questions should be directed

• Whether the community is currently open or on 
lockdown

• Whether the incident happened on private property, 
and the name of the spokesperson who will have 
additional information

5. proVide interactiVe training 
Creating regular, interactive crisis media training 

sessions for those most likely to deal with crisis situations is 
one of the most important aspects to a crisis communication 
strategy. These are typically team members working on 
weekends/evenings when emergencies most often occur 
and may include leasing consultants, maintenance crews, 
security teams, community managers and staff who live 

onsite. Provide ongoing, interactive training where they 
can practice responding to various situations, using holding 
statements, and how to respectfully redirect media inquiries 
without violating anyone’s privacy. Regular crisis training 
sessions also allow leadership teams to better understand 
what issues community teams are encountering and better 
prepare for situations that may be bubbling up. 

Unfortunately, crises will occur at every organization. 
It’s not if, it’s when, and preparing ahead of time will 
empower each team member to feel more confident about 
their role and responsibility and allow your team to move 
confidently forward, knowing whatever arises you’ll be 
prepared to tackle it together.

Heidi Goitia is a two-time Emmy award winning jour-
nalist and current public rela-
tions supervisor for the Ferraro 
Group, a regional public rela-
tions and public affairs firm. 
Goitia most recently worked as 
a reporter for ABC15 (KNXV) 
and as morning show anchor for 
Arizona’s Family (KTVK/KPHO). 
Previous to her on-air roles, 
Goitia was a producer for Good 

Morning Arizona. Goitia serves on the boards for the 
National Academy of Television Arts and Sciences 
Rocky Mountain Chapter and for TalentBlvd, an orga-
nization dedicated to the support and development of 
young broadcasters.
Heather Austin is the agency principal for the Ferraro 

Group’s Phoenix office, where 
she is responsible for overseeing 
strategic public relations, crisis 
communications, social media 
strategy, business development 
and operations. Austin has more 
than two decades’ experience in 
public relations and crisis commu-
nities and currently serves on the 
board of East Valley Partnership. 

Current real estate clients include Western Wealth 
Capital, Western Wealth Communities, NexMetro, 
Torreon and Scorpion Bay Marina for Desert Troon 
Companies as well as several clients for The Sieb 
Organization including Estrella in Goodyear, Arizona; 
Mariposa near Albuquerque, New Mexico; and Gregg 
Ranch outside Austin, Texas. https://theferrarogroup.
com/

5 Communication Tips to Help Prepare 
for a Multifamily Community Crisis
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Attempting to Influence Where a Prospective 
Tenant Lives is Violation of Fair Housing Laws
violation are:

1. An effort to influence a prospect’s 
choice of a house or apartment

2. The housing provider’s effort is 
related to the prospect’s protected 
category. 

Notably, this “effort to influence” does 
not have to be malicious or result in injury 
to the prospect in order to establish illegal 
steering. In other words, all steering is 
illegal even when it is well-intentioned.  

There are many fair housing cases 
involving a housing provider who had the 
best of intentions and was just “looking 
out,” so to speak, for the prospect’s best 
interests.  The general rule is that it is up to 
the applicants to determine where they want 
to live. Any efforts by a housing provider 
to encourage, discourage, or redirect a 
prospect based on any of the protected 
categories will be viewed as illegal acts 
of steering and are prohibited by the Fair 
Housing Act.

Examples of steering:
• “Since you have several children, 

our experience has shown that we 
will have fewer complaints from 
neighbors if you live on the first 
floor.”

• “That area of the property is viewed 
as our ‘quiet’ area, so you should 
choose an apartment in a different 
area closer to other young families.”

• “This property has a lot of Latino 
residents, so you should fit right in.”

• “I assume from the last name you 
are Jewish, like me. I have a vacant 
apartment that is next door to 
another Jewish family. Would you 
like to see it?”

• “The only available unit we have is 
on the second floor, so since I see 
you use a wheelchair, I can put you 
on a waitlist for a first-floor unit.”

hoW to handle Questions 
that could lead             
to steering

It is common and helpful when a prospect 
shares what they are looking for in a home 
and their specific preferences with the 
leasing agent. However, if a prospect starts 
asking questions regarding the property, 
such as “What kind of people live here?” 
(looking for a breakdown of race), or “My 
church is close by, are there many of my 
denomination living here?” these types of 
questions should not be answered! 

Regardless of the prospect’s motivation, 
answering questions like these could have 
either an encouraging or discouraging 
effect and are based on protected categories, 
making it illegal steering. Another point to 
keep in mind is that it is also considered 
steering if a housing provider attempts to 

protect the prospect from one or more of the 
neighbors who are known to be prejudiced 
against people in the prospect’s protected 
category. Housing should be determined 
based only upon availability and any 
preferences provided by the applicant, 
unless those preferences are based on 
protected categories.

Another more subtle pitfall can be in 
discussing local schools. For families with 
school-age children, the local schools are 
often a topic of discussion. The National 
Association of Realtors recommends 
that agents use caution when answering 
questions about the local schools, as 
this can be a method for describing the 
surrounding community’s racial and 
national origin characteristics. To avoid 
inadvertently steering prospects, housing 
providers should only discuss the schools’ 
known facts, not include their personal 
opinions. It may be helpful to maintain a list 
of resources containing factual information 
about the local schools. When the topic of 
local schools is raised, you can refer the 
prospect to your list of websites instead of 
offering your personal opinions. 

Best practices               
and policies When    
shoWing Vacancies

Having a clear policy as to the way 
vacancies are shown can help avoid any 
appearance of steering. One best practice is 
to show the units that have been vacant the 
longest. If your policy is to show units based 
on the prospect’s answers to interview 
questions, it is a good idea to keep notes 
or guest cards describing the areas of the 
community the prospect requested and the 

reasons for their preferences. This way, 
if a claim of steering is ever made, you 
have documentation to prove exactly what 
happened.

steering - the final 
takeaWay

It is part of every property’s job to 
lease vacant units. Using sales techniques 
like showcasing amenities or brand-new 
appliances is the right way to encourage a 
prospect to lease an apartment or house. The 

efforts to influence a prospect’s choice of a 
home should never include consideration 
of either the prospects’ or the existing 
residents’ protected categories. Proper 
training is essential for every employee 
to understand what steering is and how to 
avoid it.

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 at the click of a button.

Continued from Page 1

“Our vacancy index now stands at 5 
percent, up from a low of 4.1 percent, but 
remains well below the pre-pandemic 
norm,” the report says.

Although this gradual easing in 
occupancy is a positive signal, the market 
remains historically tight. 

“And although we’re now at the start of 
the busy season for the rental market, when 
the bulk of moving activity normally takes 
place, rapidly rising rents may incentivize 
many renters to stay put and renew existing 
leases rather than looking for new ones. 
At the same time, the recent spike and 
mortgage rates has created yet another 
barrier to a historically difficult for-sale 
market, potentially sidelining would-be 

homebuyers and keeping them in the rental 
market. 

“Given these factors, it’s possible that the 
easing of our vacancy index could level off 
in the coming months,” the report says.

Apartment List estimates the medi-
an contract rent across new leases 
signed in a given market and month, 
using data from the Census Bureau’s 
American Community Survey. Growth 
rates are calculated using a same-unit 
analysis similar to Case-Shiller’s ap-
proach, comparing only units for which 
they observe transactions in multiple 
time periods to provide an accurate 
picture of rent growth that controls for 
compositional changes in the available 
inventory.

Continued from Page 1

Rents Still Climbing
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By DeBBie Willis 
Negative perceptions about renters and landlords have 

been around for ages. According to a survey conducted 
by Apartment List, some of these perceptions include 
renters are poorer and can’t afford to purchase a home, 
they are transient and not invested in their community, 
and renting is a short-term solution which points to a lack 
of commitment and responsibility. Throughout our own 
development process and experience, we consistently run 
into locals who feel adding an apartment development 
within their community will have a negative impact on the 
neighborhood. 

The popularity of apartment living and for-rent single-
family homes continues to grow across the United States, 
and for many it’s by choice. According to Pew Research 
Center, the percentage of renters in the United States rose 
from 34.6 percent to 43.3 percent from 2006 to 2016 and it 
appears to have remained at these levels since. So why the 
negative perceptions? And why are so many choosing to 
rent as opposed to purchasing a home?  

Who’s renting and                   
length of residency

We’re seeing a wide variety of renters in all stages of 
life, economic standing, and age applying to live in an 
apartment and for-rent communities. Some are snowbirds 
looking for a second home in a warmer climate to spend 
their winters, some are traveling professionals, some are 
building a home or waiting to purchase a home, many want 
to live in a specific location, some are retiring and looking 
to simplify and downsize, and some simply do not want the 
stress that comes with owning and maintaining a home. For 
these reasons and many more, renting has been a lifestyle 
choice for years and is increasing in popularity.

One of the stigmas related to apartment living is the fear 
an apartment community will draw transients and higher 
crime rates. As of May 2022, the average residency of a 
P.B. Bell apartment resident is 29.3 months or 2.4 years. On 
the high end, two communities within our portfolio have 
an average residency of 3.7 years. The properties within 
our portfolio range in class type, age, and location and 
offer a varied sampling. Maintaining a beautiful, clean, 
and safe community is a top priority at all our properties 
and residents enjoy the benefit and convenience of having 
a professional group manage and care for their community 
and home.

income
Many community members worry and may publicly voice 

concern when a new multifamily community is proposed 
or planned for development in their neighborhood because 
of the idea or assumption that apartment renters generate 
lower than average income and are not willing to invest in 
their immediate and surrounding community. According 
to CoStar, as of May 17, 2022, the average asking rent for 
an apartment home in the Phoenix Metropolitan Area is 
$1,597. Typically, the minimum income requirement to 
qualify for a rental home is at least three times the asking 
rent, which would total nearly $60,000 in annual income. 
Newer apartment communities are asking much more. The 
average market rent per unit in an apartment community 
built in 2020 to 2022 in Phoenix is $2,060 (source: CoStar). 
This brings the minimum annual income requirement to 
$74,160. 

While some are applying for an apartment home 
with roommates to combine income and meet these 
qualifications, we’re also seeing many applicants surpass 
the minimum income requirement by quite a bit, falling 
into the upper middle and upper class. Regardless of single 
or multiple applicant status, occupancy standards are 
enforced at all professionally managed communities, which 
is typically two persons per bedroom. When we review 
our residents’ qualifications, it’s clear many can afford to 
purchase a home but are choosing to rent because they like 
the location, the flexibility, availability, and convenience 
an apartment home may offer. Multifamily residents also 
support nearby shops and restaurants, boosting local 
businesses. 

community amenities 
Master-planned community members may fear that 

apartment renters moving into the community will cause 
congestion with the use of their amenities, such as parks, 
community centers, pools, etc. However, it’s quite the 
opposite. One of the appealing factors to many apartment 
renters is the incredible amenities available exclusively 
to them within their apartment community. In Arizona, 
some of these basic amenities include resort-style pools, 
fitness centers, 24-hour on-call maintenance, controlled 
community access, and playgrounds. Newer developments 
are offering much more, from dog parks and dog spas to 
indoor and outdoor lounges, complimentary common 
area wifi, coffee bars, business centers, electric vehicle 
charging stations, smart-apartment-home thermostats and 
other amenities. Apartment residents have the ability to 

access all these amenities within walking distance from 
their apartment home, offering a unique lifestyle of luxury, 
exclusivity, and convenience. 

We’d like to challenge skeptics to seek out a new 
apartment or rental community in your area and take a tour. 
See for yourself why people are making this lifestyle choice 
and making the decision to rent. 

Debbie D. Willis, president and designated broker 
for P.B. Bell, is responsible for the 
company’s residential property 
management operations. Debbie 
has been in the multifamily prop-
erty management field since 1979 
and with P.B. Bell since 1983. 
Debbie administers all func-
tions of the P.B. Bell Property 
Management Division and over-

sees all new business and development activities. 
Debbie has served as the Arizona Multihousing 
Association State Convention and Trade Show chair-
person, Education Committee chairperson, and Ethics 
Committee chairperson. She currently serves on the 
Arizona Multihousing Association Board of Directors. 
Debbie has an Arizona broker’s license, received her 
Certified Apartment Manager (CAM) designation from 
the Arizona Multihousing Association in 1987 and her 
Certified Property Manager (CPM®) designation in 
1992 from the Institute of Real Estate Management.

Changing the Perception of Apartment Living

INTEGRATE
WITH YOUR PROPERTY 

MANAGEMENT SOFTWARE
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5 reasons to use  rentegration
1. Access - Rentegration.com is a web 
based, multi-user software offering 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 specific 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 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 fields are auto 
populated from the database. The mod-
ules are all integrated and work together. 
For example, a customer can use the rent-
roll function to identify all delinquencies, 
apply fees, and create eviction forms with 
a few simple clicks of the mouse.

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

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

ADDRESS: ____________________________________________________ UNIT: _________

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

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

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

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

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

WA-RTG-40 Washington

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

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

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

Towel BarsCleanliness
Sink & Vanity

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

Smoke Detectors

OR-RTG-20 Oregon

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

PET AGREEMENT
TENANT INFORMATION

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

DESCRIPTION OF PET(S)

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

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

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

Additional Security Deposit Required:$           

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

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

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

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

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

ADDRESS: ________________________________________________UNIT: ______________

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

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

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

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

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

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

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

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

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

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

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

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

state specific forms for  
arizona, california, colorado,  
indiana, KentucKy, new Jersey,  

new yorK, oregon, pennsylvania,  
texas, utah, washington & more.

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

uNaCCePTaBLe CoLor uSaGe

do NoT put over a busy backgrounddo NoT change the color do NoT alter in any way
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Exclusive Industry Partner of:

1. Access - Rentegration.com is a 
web based, multi-user software offer-
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 specific 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 software.

4. Management Database - Rente-
gration.com is an easy to use, database 
driv- en software. Most form fields 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 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 
software 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

PHOENIX MEETING
MONDAY, JUNE 13, 2022

5:45 P.M.

VENUE 8600
8600 E. ANDERSON DR.
SCOTTSDALE, AZ  85008

memberservices@azreia.org
480-990-7092

The Phoenix meeting is held on the 2nd Monday of the 
month. These meetings are full of education, information, and 
networking.

Market Analysis & Trends with Tina Tamboer: What does 
the Cromford Report have to say about the current market? We 
are joined by Tina Tamboer from the Cromford Report to give 
us detailed market insight as to what we saw in the first half of 
2022 and what we can expect from Q3. Tina is one of the top 
market analysts in the state and will give you information you 
can’t get anywhere else!

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

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

Main Presentation: The Importance of Sales in Real Estate 
Investing with Steve Trang

Monthly Meeting Schedule 
for the Arizona Real Estate Investors Association

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

REGISTER ONLINE AT: www.azreia.org

slip and you could lose your identity or 
thousands of dollars.

Recent statistics provided by a Federal 
Trade Commission (FTC) report that there 
are more than 6,000 reports of fraud on 
average every single day. And that’s just 
those that are reported. I would guess 
that the actual number of acts of fraud 
committed daily are three or four times as 
many, but they go unreported. These acts 
include check, credit card, bank account, 
email, and/or mail fraud; they are all around 
us. As an investor/landlord you have to ask 
yourself are you at risk, and if so, how?

Investors have their information literally 
everywhere online as it is stored in several 
databases. The simple act of buying a home 
opens you up to people seeing and eventually 
stealing your data. Think of the places you 
provide personal information during this 
process: application forms, down payments 
for escrow, public websites like the county 
recorder and assessor, landlord registration, 
corporation commission, Zillow, and other 
data harvesters. In fact you’ve probably 
experienced our very own investing 
industry grabbing this data and soliciting 
you directly to buy, sell or manage your 
properties. How many unsolicited texts, 
phone calls or emails have you received 
from people who want to buy your home? 
Ever wonder how they are getting your 
number? Your personal information is 
more accessible than ever. 

As a private investigator with the click 
of just a few buttons, I could tell you 
everywhere you lived, what you owned, 
who your neighbors were, names of your 
family members, cell phones, Social 
Security number, date of birth, extended 
relatives, cars, employment, etc. When you 
set up your last online profile, wherever 
it may be, did you answer a new security 
question? Boom, that is one more piece of 
data collected on you. It used to be as simple 
as asking for your mother’s maiden name, 
but that has now extended to things like 
your high school best friend, sister’s date of 
birth, name of first pet or any other crazy 
question. Unknowingly we are all sharing 
information that may be used against us. 

We rely on great relationships with our 
bankers, who have seen a large increase in 
bank fraud over the last several months. 
While they may seem safe, wire and 
money transfers have become targets 
for fraudsters, and they do not have the 
protection credit cards have. Wire transfers 
are immediate and clear banks quickly and 

before you know it, your money is gone. 
Our personal and business accounts 

are at risk, too. It is crazy to me that we 
will diligently protect our Social Security 
number but then give anyone a check with 
our routing number and bank account 
number printed right on it, leaving us 
massively exposed to online check fraud. 
It’s time to protect our bank account 
numbers like just like we do our Social 
Security number.

I suggest that you do these three things 
immediately:

1. Put a freeze on your credit. 
Experian has made it easy to freeze 
and unfreeze. Freezing your data 
stops anyone other than you from 
accessing your information and 
receiving new credit. If you are 
at a car dealership and looking 
to finance, you simply go to the 
Experian portal and remove the 
freeze for the day.  It automatically 
freezes again the next day. Create 
your freeze today at: https://www.
experian.com/freeze/center.html

2. Use an online rent payment system 
to manage your rental payments. 
This system allows rent to be 
paid from bank account to bank 
account, without giving out your 
personal bank account numbers to 
your tenants. This will protect you 
from one more person having your 
personal information.

3. Watch what you post online. When 
you search your name, what do you 
see?  I personally write many articles, 
do podcasts, record videos, and have 
my information everywhere…I am 
toast!  In helping others, I expose 
myself and, in an attempt, to be 
personal, tell many stories that give 
data about my family, properties, 
hobbies etc. Social media is also the 
perfect medium for people to grab 
pictures or personal information. 
If you find yourself in a similar 
situation with a growing online 
presence or increased exposure, go 
back to number 1 above and make 
sure you freeze your credit. You 
don’t want to be one of those 6,000 
reports a day going to the FTC.

In reality, we aren’t ever going to be able 
to entirely get away from those who want to 
use our good information for bad purposes. 
But we can take steps to protect ourselves 
that will at least limit the damages. The 
good news for me is that King Jeremiah is 

going to make me mega rich, so I’ll just find 
a quiet home in a sleepy town, own a Dairy 
Queen, and be set for life. 

David Pickron is president of Rent 
Perfect, a private investigator, and 
fellow landlord who manages several 

short- and long-term rentals. Subscribe 
to his weekly Rent Perfect podcast 
(available on YouTube, Spotify, and 
Apple Podcasts) to stay up to date on 
the latest industry news and for expert 
tips on how to manage your properties.

Continued from Page 1

Take Steps to Protect Yourself from Fraud

TUCSON MEETING
TUESDAY, MAY 10, 2022

5:45 P.M.

TUCSON ASSOCIATION OF 
REALTORS®

2445 N. TUCSON BLVD, 
TUCSON, AZ  85716

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

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

Open Networking: The perfect time to get checked-in to 

the event and chat with other local real estate investors in 
attendance.

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

Main Presentation: National or local expert speaker or an 
expert panel.
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