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Sign up today for FREE 1031 property 
listings delivered to your inbox!
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you will also get a free book on 1031 Exchanges!

Sign Up for Free at www.kPI1031.Com 
or Call (855)899-4597
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Noon, June 29, 2022 —  FUN BUS Legal 
Seminar to Wendover
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So is the UAA
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8. Best Cities for Renting Apartments in 2022
10. Attempting to Influence Where a Prospective 
Tenant Lives is Violation of Fair Housing Laws
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It happens all the time. You get a phone 
call from your tenant saying that they just 
got a job offer in another state, or that they 
are buying a house, or that they need to move 
for whatever reason. 

All that matters is that they give you the 
proper amount of notice. They don’t have to 
tell you why they are moving or give you any 
reason whatsoever. 

And you have the exact same rights that 

they do! Once the lease expires, neither party 
has any obligation to continue, or to sign a 
new lease.

So, if you have a tenant who is not 
necessarily breaking the lease, not 
necessarily breaking the law, but is causing 
problems for you, your neighborhood, or 
your other tenants then you should give 
them a notice that you are not going to be 
renewing their lease.

Timing is key
Under Utah law, rental arrangements 

may only be terminated by one of the 
parties (landlord or tenant) as laid out in 
the agreement. If the agreement doesn’t 
say anything, then either party must give 
at least 30 days’ notice before the contract 
renews itself. If that doesn’t happen, the 
arrangement will continue under the current 

How to Use an End-of-Term Notice

By Utah Apartment Association

There are many reasons why landlords 
choose to not allow pets on their properties. 
Some people are worried about the damage 
to the property. Others are worried about the 
reaction of the neighbors and other tenants. 
But the most common reason by far is that 
the landlord used to allow pets and got 
burned by a tenant who allowed their pet to 
damage the property. 

This is unfortunate because, if properly 
handled, renting to pets can be a highly 
profitable tool for a landlord. The key is to 
minimize and offset risk by doing thorough 
background checks of the pets and their 
humans, by collecting sufficient deposits to 
offset the risk, and by collecting additional 
revenue through pet rents and pet fees.

Why bother in the first place? Isn’t it much 
simpler to just say “no pets” and not worry 
about it? Not necessarily. Often having a 
no-pets policy is much more complicated 
and problematic than allowing pets under 
controlled circumstances.

How a no-pets policy creates 
more hassles

The first problem with not allowing pets 
is that it limits your marketing ability. Fifth 

percent of renters in the United States have a 
pet. This includes tall tenants, short tenants, 
rich tenants, poor tenants, and every other 
sort of tenant. 

By putting “no pets” in your ad, more than 
half of the people who are looking for a place 

to look won’t even consider your place. This 
means that it will take more than twice as 
long to rent the place, and it means you will 
have fewer quality applicants. 

Instead of saying “no pets allowed” in your 

No-Pets Policy: It it Costing You 
More Money Than it is Saving?

By Utah Apartment Association

This time of year can be fun and 
exciting, but it can also be hectic and 
stressful. In an effort to make the summer 
more exciting and take more off of your 
plate, here are some time- and money-
saving tips.

Dealing with the Heat

With soaring temperatures many 
landlords are dealing not only with 
keeping air conditioning in the unit 
running, but also stopping pests and 
heat from entering. Landlords need 
to understand how to properly cool a 
property as well as seal the entrances to 
the property. 

Summer 
Means Fun, 
Maintenance

See ‘Summer’ on Page 6

Not 
allowed!!

See ‘No-Pet’ on Page 9

See ‘End-of-Term’ on Page 8
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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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Chair’s Message

Brad Randall
Chair, 
Utah Apartment Association

Jeremy Shorts, Esq.
Utah Eviction Law

Spring in Full Swing, and So is UAA

Ask the Attorney

Evictions: Summer v. Winter

Isn’t it interesting how cyclical property management can 
be? With June here already, so is the busy season of lease-ups, 
move-outs, improvement projects, etc. The Utah Apartment 
Association is no different. Spring is in full swing and a lot 
has been happening. 

Here are a few recent highlights to note:

Trade Show 
We were back and in-person for the 2022 Trade Show. The 

event was extremely well attended and featured an inspiring 
keynote address from Thurl Bailey, multiple educational 
sessions and dozens of incredible booth displays from our 
supplier partners. 

Thank you to everyone who contributed to making the 
event such a success. Plans are already in the works for 2023. 

We encourage all management companies to not only 

send their managers but also maintenance team members, 
leasing agents, and other team members to participate in this 
fantastic event. 

PAC Fundraising Event 
Over $25,000 was raised for the Utah Apartment 

Association Political Action Committee (PAC) at our Top 
Golf Event on May 11. Thank you to the PAC contributors 
from all across the state. Whether you own 1 unit or 1,000 
units, participation in the PAC is an incredible opportunity 
to help our industry remain strong and vibrant and prepare 
for the future. 

One of the key benefits of PAC dollars is providing good 
information to legislative bodies around the state and 
stopping the spread of misinformation. 

During the event, Senator Kirk Cullimore, Jr. noted that 
Utah has been averaging 400-600 eviction filings per month, 
a number that is actually lower than what it was 20 years 
ago. Our population has boomed, and yet our eviction filing 
numbers are down. 

Think of this compared to Maricopa County in Arizona. 
The population of Maricopa County is essentially double 
what we have here in Utah. 

Based on the numbers we are seeing, you could anticipate 
monthly eviction filings in the 800-1200 range per month. 

However, what we are seeing is closer to 4,000 - 5,000 filings. 

Utah sees nearly 90% less eviction filings. What does this 
mean? It means there are legislative processes in place that 
make Utah landlord friendly and tenant fair. There are rarely 
benefits from an eviction. Please continue to contribute 
openly and generously to this important fund. 

Changes Coming 
The Executive Committee, Utah Apartment Association 

Team and Utah Apartment Association Board have been 
busily at work during the first two quarters of the year to 
develop key changes to our organization. These changes 
are going to propel our association forward for many years 
to come and will help align with key objectives within our 
organization. Please stay tuned as more details will be ready 
to present Fall 2022. 

It’s been said the only constant is change. As 2022 Board 
Chair, I recognize every day the need to learn, grow, become 
better, and improve. Similarly, our goal on every level of the 
Utah Apartment Association is to continue to become better 
and be a trusted, valued and paramount resource for the 
rental industry throughout Utah. If you have ideas you’d like 
to implement, please notify the Utah Apartment Association 
Staff. Our board would love to talk with you. We need your 
help on committees and boards. We need voices that will ask 
tough questions and seek solutions to challenging dilemmas. 

We occasionally hear a myth that it’s easier or harder to 
evict a tenant depending on the season and the weather. With 
the middle of summer upon us, we wanted to talk about 
this to dispel some of the misconceptions out there but also 
discuss some practical advice about seasonal issues related 
to evictions.

First, tenants will sometimes say “You can’t evict me in 
the winter. You’ll have to wait until spring.” This simply is 
not true. There is nothing in Utah’s statutes that specifically 
references seasons or the weather. The issues related to an 
eviction are based on the landlord’s ability to prove a breach 
of the lease or Utah law that would justify an eviction. 
Exterior issues such as weather or seasons or hardships are 
not factored into this decision.

Once a judge considers the case and grants an eviction, 
the standard eviction order under Utah law allows three 

calendar days for the tenant to vacate the property. The large 
majority of the time the courts will stick with this three day 
time period for an eviction order (the statute states that the 
eviction order “shall be three calendar days” by default).

However, the statute also allows the judge to adjust this 

three day window (either longer or shorter) based upon a 
finding of extenuating circumstances. This means that while 
the statute does not specifically reference weather or seasons, 
a judge may still modify the three day period if extenuating 
circumstances exist.

Now that we’ve covered the legal side of this question, 
let’s consider some practical advice. While the law may not 
differentiate between an eviction in the summer versus the 
winter, from a practical standpoint our clients will often 
take extra steps to avoid an eviction during the winter. If a 
landlord is going to try to fill a vacancy, it’s usually much 
easier to do in the summer versus the winter.

Most stable and qualified applicants are settled in for 
the winter and don’t want to consider relocating during the 
school year or the holidays during the winter. If the problems 
are not manageable, we often recommend trying to hold 
over through the winter until you get into a stronger market 
during the spring/summer. If you’re having problems with 
your tenants now for whatever reason, you may want to 
consider taking action now instead of delaying the inevitable 
during the winter.

Jeremy Shorts, Esq.
Utah Eviction Law
Phone: 801-610-9879
Fax: 801-494-2058
Email: info@utahevictionlaw.com
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We forget sometimes that we are involved in a customer 
service industry. But if we fail to take into account the 
importance of keeping tenants happy we can face large 
turnover costs. There are two elements of turnover costs. 
First are the actual expenses of turnover. These include 
things like labor, advertising, cleaning, maintenance and any 
money you spend getting the rental ready to rent. The second 
element is vacancy loss, or the lost income for sitting empty. 
In Idaho the market is good right now, but even in a good 
market units can sit empty for days or weeks. In a bad market 
things could sit open for months. The lost rent while vacant 
is a significant cost.

Why Do People Move?
Studies indicate that only 30% of renters who move had to. 

For instance, they were transferred out of state, got married 
and consolidated households, or bought a home. The other 
70% of renters that moved, moved from one rental unit 
to another rental unit usually within 25 miles of the last. 
When asked why those renters moved, most indicated that 
dissatisfaction with the current place was the reason they 
moved. The top reasons for tenant dissatisfaction were:

•	 Landlords weren’t reliable (didn’t follow through with 
commitments)

•	 Landlords weren’t responsive (didn’t return calls)
•	 Landlords were not respectful (didn’t treat them like 

a customer)

Note all three of these are caused by landlords not doing 
their job. This is good news! It means landlords like you that 
do want to retain people and treat them like customers, can 
keep people longer just by being more reliable, responsive 
and respectful.

Tips for Retaining Renters Longer

Treat renters like a customer not an inconvenience. 
Find ways to express appreciation like cards/gifts on 
birthdays, seasonal presents (flowers in spring, turkeys on 
Thanksgiving, etc.). Go above and beyond to convince them 
you like them and value their business.

Convince them you treat them better than they would be 
treated anywhere else. When you fix things quickly, point 
that out. When you do upgrades or make improvements, 
emphasize how nice you are making the place for them. 
Consider showing them costs of similar rentals, to illustrate 
how much they are saving by staying with you.

Communicate regularly with your residents. Make a point 
to reach out to them and not just wait for them to contact you. 
Send emails or letters with helpful articles, tips, coupons, 
etc. 

Making Renewals a Priority

Renewals don’t just happen – you need to manage the 
process and encourage them. Following are seven tips that 
will help you reduce and manage turnover:

•	 Have a month-to-month fee. When the lease expires 

they are required to pay higher rent if they stay. This 
often motivates people to just renew rather than pay 
the higher fee.

•	 Create a renewal schedule and reach out to 
residents. For instance, at 90 days to expiration you 
could send a letter reminding them their lease is up 
and explaining the costs if they go month to month 
and advantages of signing a lease. At 60 days it may 
be a phone call to touch base with them about their 
plans. At 30 days, a visit. Whatever your schedule, 
have one and make renewing the lease a priority.

•	 Set aside money for renewals. If they move, you 
spend a lot more money than if they stay. Try to “buy” 
a renewal by asking them what upgrades to the rental 
they want. It may be a $100 screen door or a $50 
ceiling fan that “buys” their renewal. Often times you 
would be surprised at how easy it is to “buy” their 
continued business.

•	 Have a breakdown of how much it costs to move 
and a market analysis. If you can show them how 
expensive and inconvenient moving is and point out 
what a good deal they are getting from you, they may 
be more likely to stay. 

•	 Consider lease renewal gifts such as free carpet 
cleaning or repainting. Doing things that improve 
your apartment are better than giving cash or costly 
gifts.

•	 Consider signing longer leases. Don’t be stuck by 
convention. 6 month and 12 month leases are normal 
only because landlords are creatures of habit. Decide 
how long you want people to stay and when it is 
convenient for them to move and offer leases that 
length instead.

•	 Know when people move and limit your exposure 
to risk by taking advantage of this knowledge. Most 
people move in summer. Plan your leases to expire 
then. If you have multiple rentals, stagger expirations 
so you don’t have a month where multiple vacancies 
cause more work than you can handle and cost too 
much money.

Landlords and property managers who master retention 
spend a lot more time living their lives and spending their 
money than those who don’t. 

Director’s Message

Rentals are a Customer-Service Industry
L. Paul Smith, CAE
Executive Director, 
Utah Apartment Association

INTEGRATE
WITH YOUR PROPERTY 

MANAGEMENT SOFTWARE
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The first thing you should do is change the 
filters often and when needed. It’s important 
to have clear communication about this with 
your tenants, as well as show them how to 
change the filters so they can do it themselves. 
When doing inspections check the ducts and 
provide service to them as necessary.

Some landlords and tenants prefer to 
have the AC or cooling unit off while not 
at home or on vacation, but this actually 
ends up costing both parties more money. 
If the property is maintained at a constant 
relatively cool temperature it can end up 
creating a happy tenant and save you a little 
money. 

When doing inspections (we recommend 
doing quarterly or seasonal inspections – 
about four times a year) make sure to check 
the doors and windows. Ensure that there are 
no gaps where pest and drafts could enter. If 
you need to secure an exterior gap, door or 
window you can use caulk, weatherstripping 
and padding. Or, if you would like, the 
UAA has many members who specialize 
in handyman work like this. It is also 
recommended that some sort of pesticide is 
used around outside entrances as well as the 
perimeter of the building.

There are many different options for 
you to save energy and money. Check with 
the Associate Members of the UAA to see 
in what ways the vendors who are part of 
the association can help you enhance your 
property. If you would like to do the work 
yourself most of the supplies mentioned are 
available at HD Supplies or Lowes.

Exterior Maintenance

One of the best opportunities summer 

provides is the ability to work on things that 
are inaccessible during other seasons. During 
this optimal time of the year, landlords need 
to ask and answer two questions:

•	 What needs to be fixed? 
•	 What do I want to upgrade? 

Things that immediately need to be fixed 
are roof leaks, rain-gutter buildup, unsafe 
structures and fixes that would be required 
to sell the property. 

Once you identify these things, the only 
step left is to ask “how do I want to fix 
it?” This you can do yourself or contact an 
associate member. 

When looking at upgrades, it’s important 
for a landlord to understand 

•	 This is an upgrade to YOUR property
•	 It will keep the tenant happy
•	 You are increasing the value of your 

investment

Often landlords will overlook upgrades, 
for whatever reason, and pass up the potential 
to make more money. In the summer look 
into re-doing the stucco or buying some new 
blinds. Your tenants will stay longer, and it 
will make it easy to rent in the future.

Create a list of property tasks that could be 
done. Organize them by importance, figure 
out which ones are necessary and finally 
how many of those things you can afford. 
Landlords who do this and take advantage 
of these opportunities not only have a better-
looking property, but a better bottom line as 
well.

Landscaping

The yard and garden is often regarded 
as real estate’s biggest selling point. When 
evaluating whether or not to rent a house, 
studies show renters will look first to the 
landscape/exterior of the house, then to the 
kitchen, then the restrooms. 

And like too many landlords know, once 
a lawn or garden dies, it can take years to 
get it back to what it was. For effectively 
maintaining your landscape use the 
following tips:

•	 Establish, and communicate, clear 
rules on who is responsible for what

•	 Hold individuals strictly accountable 
for their landscape responsibilities

•	 Make sure “general maintenance” 
(lawn cut, weeds pulled, ete… ) is 
done once a week

•	 Clearly define when the lawn is 
supposed to be watered

•	 Water the lawn at night to avoid losing 
water to evaporation

•	 Fertilize the lawn regularly 
•	 Trim, and keep up with trees, bushes, 

and flowers
•	 Plant flowers and other plants and 

allow your tenants to do the same
•	 Spray weed killer (on weeds) in 

garden, cement and road
•	 Ensure walkways and driveways are 

clear of garbage, dirt and hazards
•	 Don’t be afraid to hire a lawn care 

professional if you need one

The most important thing a landlord 
can do is have seasonal inspections. By 
doing this you can stay informed about the 
property’s condition, and know what exactly 
needs to be done and what can be done. 

Whether or not you’re wanting to do 
the maintenance yourself or you want an 
individual to come do it for you, the Utah 
Apartment Association is happy to help 
provide resources and advice to you. Please 
give us a call, or check our directory to find 
companies that provide your needed supplies 
or services.

 

JULY 13, 2022 
WEDNESDAY 

UAA Annual  

GOLF TOURNAMENT 
27 hole tournament | Each group will play through 18 | Shotgun Start 

REGISTRATION BEGINS 

6:30 AM 

TOURNAMENT STARTS 

7:30 AM 

LUNCH 

1:00PM (approx.) 

Single Golfer & Lunch                                                $175 
 

Foursome & Lunch for 4                                            $600 
 

Shared Hole Sponsor & Lunch for 7                        $450 
 

Hole Sponsor & Lunch for 7                                       $650 
 

Presenting Sponsor:                                                  $3,500 
 Hole Sponsor, Foursome, Lunch for 7  
 Cart Signage, Score Card Sponsor 
 & Lunch Sponsor   

STONEBRIDGE 
GOLF COURSE 

4415 Links Dr.,  
West Valley City, Utah 

Registration Opening Soon  
https://www.uaahq.org/golf 

SPONSORED BY 

 Sponsored by :  

YOUR LOGO 
HERE 

 Sponsored by :  

YOUR LOGO 
HERE 

Continued from Page 1

Summer is Time for Both Fun, Maintenanace
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MON - FRI: 7 AM - 7 PM • SAT: 7 AM - 6 PM • SUN: 9 AM - 5 PM

*Not all in-store items
are listed on our

website at this time.
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2022 Certified Apartment Manager (CAM) Program  
 
Come Learn about:  

• Occupancy Rates 

• Comprehensive marketing plans 

• Sales team management and product readiness 

• Equitable treatment of current and potential 
residents 

• Resident retention and maintaining a positive 
company image 

• Communicating with residents 

• Customer service and issue retention 

• Enforcing company policy and complying with 
laws and regulations 

• Property inspections 

• Preventative maintenance programs 

• Service request process 

• Apartment turnover 

• Working with contractors and vendors 

• Recruiting high-caliber employees 

• Employee orientation and training 

• Employee evaluation 

• Employment regulations and record keeping 

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

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

• Accounting principles and practices 

• Maximizing net operating income 

• Reporting property performance accurately 

Full course with materials $825 

Register online : www.uaahq.org/CAM  

arrangement will continue under the current 
terms and conditions on a month-to-month 
basis.

However, just because you gave your 
tenants a 30-day notice doesn’t mean that 
they have to move out 30 days later; it means 
that whatever month that last day is in is the 

last month that the contract will be valid. 
So if you give a 30-day notice to a tenant 
on the 1st of the month, then they will have 
to leave at the end of the month; however, 
if you give it to them on the 17th, then they 
will have until the end of the next month. (By 
the way, the same thing applies to tenants: if 
their notice period goes into the next month, 
then they may be responsible for rent for the 
whole next month.)

Fair Housing Complications

You do not have to give a reason for why 
you are choosing to not renew a contract. 
However, you’d better have a good reason 
because if the reason you chose not to renew 
their lease is viewed as discriminatory 
toward your tenants, then you can be charged 
with violating the Fair Housing Act. 

Timing is important for this, too. For 
example, imagine you find out that a tenant 
has an unauthorized pet in the apartment. 
If you serve them a Three-Day Notice 
to Perform Covenants of the lease, and 
then they come to you with the necessary 
paperwork to have the animal accepted as a 
valid assistance animal for their disability, 
you then have to accept the animal. And if 
you then proceed to give them a non-renewal 
notice, it will almost be certainly seen as 
illegal retaliation and discrimination by the 
courts.

However, if you had served them an End-
of-Term Notice along with the Three-Day 
Notice up front, then you would be totally 
fine.

You can serve the notice any 
time

When you realize that you don’t want to 
continue your business relationship with the 
tenant ,you can tell them at any time. In fact, 
the day after they sign a two-year lease you 
can give them a note that in two years from 
now you will not keep renting to them.

Of course, there are reasons why you 
might not want to tell the tenants right now 
that you won’t keep renting to them. Often it 
is advisable that if you are going to be giving 
a 30-day notice, that you wait until they have 
paid the rent for that month to give them the 
notice that it is their last month in order to 
prevent possible complications. 

However, in general the best advice is to 
give the tenants a notice as soon as they cause 
a problem, and a large number of landlords 
are beginning to give non-renewal notices 
with all of their Three-Day violations as an 
added layer of legal protection, no matter 
how much time is left on the lease.

Don’t go overboard

Occasionally I hear from landlords 
that they prefer to have month-to-month 
agreements instead of long-term leases 
(like for one year) because they have more 
flexibility to end the relationship if the tenant 
is a problem. 

They misunderstand the nature of rental 
contracts. 

If the tenant is not being a problem, and 
will move when asked, then a month-to-
month notice would be effective. But a tenant 
who is a problem tenant and won’t move on 
their own will still have to be evicted if they 
refuse to leave because you gave them an 
End-of-Term Notice. 

In addition, if a tenant is a problem, Idaho 
law generally allows landlords to evict them 
quicker under a “cause” eviction than just 
giving them notice to end their tenancy.

Conclusion

The End-of-Term Notice is one of the 
most powerful tools that landlords have to 
keep their relationship with the tenants on 
equal footing. Through judicious and careful 
application of this tool you can ensure that 
your rights are protected and that your 
properties and communities are kept in good 
condition.

End-of-Term Notice Keeps You on Equal Footing
Continued from Page 1

Rental Housing Journal

RentCafe has ranked the best U.S. cities 
for renting an apartment in 2022, using 
a unique combination of 17 metrics and 
proprietary data, according to a release.

“In addition to what it costs to live in 
America’s cities, we also looked at the 
selection and quality of apartments, the 
quality of their neighborhoods, occupancy 
rates, local economy growth, air quality, job 
opportunities and much more,” the company 
said in the release

The report ranks the suburb north of 

Austin, Round Rock, as the best city for 
renters in 2022, followed by North Carolina’s 
fastest-growing city, Raleigh.

Here are the top rankings across the three 
main categories of cost of living and housing, 
local economy and quality of life:

Round Rock, Texas

Round Rock leads other Southern cities, 
small and large, which confirms not only 
Texas’ appeal for renters, but the South’s 
as an entire region.  Round Rock stands out 
especially due to its highly rated schools, 
having one of the best job growths in the 

country: 9.1 percent, and a large stock of 
high-end apartments: 75 percent.

Raleigh, N.C.
Raleigh takes the second spot due to 

its great quality of life metrics, as well 
as its high-end apartments in quality 
neighborhoods, low unemployment rate 
– 4.3 percent, and access to high-quality 
education.

Conroe, Texas

Conroe ranks third, thanks to its great 

cost of living and housing, followed by 
Greenville, S.C., and Orlando, Fla., which 
rounds up the top 5.

Jacksonville, Florida

Jacksonville, Fla., takes the title of best 
large city for renters, at No. 6 overall. What 
made it stand out were its large apartments, 
high number of new business applications – 
one of the highest in the country, good job 
growth – 5.4 percent, and low unemployment 
rate– 5.5 percent.

Best Cities for Renting Apartments in ’22
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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.

MADE IN THE

USA

commercial-grade pool & patio furniture

CRAIG SHAW
WESTERN REGION ACCOUNT MANAGER

For more information or to request a catalog, contact:

877.548.3783 
ecshaw@lcfurn.com

ad, you could put “pets negotiable” and then when they come 
in to the place you can see what kind of offer they are willing 
to make. And who knows, maybe they will love the place so 
much that they will decide that the cat can live with grandma 
for a few years up on the farm while they enjoy your property.

The second problem with a no-pets policy is that it creates 
an incentive for a tenant to get around the policy one way 
or another. Landlords who don’t allow pets are much more 
likely to have a tenant who hides an unauthorized pet in the 
house. 

They are also much more likely to get a falsified request 
for an assistance animal. And if they are forced under Fair 
Housing law to accept an animal they are going to have to 
come up with animal rules in the lease anyway – and will 
have to face the potential damage, the problematic issues 
of dealing with other tenants, and all of the other negatives 
associated with allowing pets WITHOUT any of the benefits 
(like additional security and income) that you can get out of 
pets but not assistance animals.

Evaluating Risk

Don’t be so focused on minimizing your potential losses 
that you forget to maximize your bottom-line profits. If a 
dog does $500 worth of damage, but you got $1,000 in extra 

security deposit and $2,500 in extra rent and fees, did you 
come out ahead? Of course you did; you made $2,000 and 
still have $500 in additional security.

The key is to evaluate the potential risk and ensure that 
you are receiving proper security and compensation for that 
risk. 

If a tenant came to a landlord and offered a $1 million 
deposit to allow them to keep a goldfish, who wouldn’t accept 
that? The security so far outweighs the potential damage that 
it would be a no-brainer. 

The difficulty comes in adjusting your need for security 
to the tenant’s ability to pay. That means evaluating your 
potential costs, setting a minimum requirement for a deposit 
on top of that and then potentially asking for more as an 
opening to negotiations.

It is also important to evaluate risk by doing a background 
check on the animal and its owners. If the owners have poor 
credit or a poor rental history, then it might be safe to say 
that such irresponsibility might also indicate they won’t 
be responsible pet owners who will keep their pet from 
damaging the property. 

It’s also a good idea to do some checking up on the animal 
itself. Get references from previous landlords, require copies 

of veterinary records and city licensing, and feel free to 
exclude animals that might not have such a history (or charge 
an even higher deposit). Also make sure that it is clear to 
the tenants that you are approving this specific animal, not 
giving them a license to bring in any animal they want. And 
remember, you still have the right to restrict or require more 
security for pets based on breed, size, age, species, or any 
other factor that you wish.

The principal ways of offsetting risk are by:
•	  Charging an additional deposit
•	 Charging a negotiated amount of “pet rent” on top of 

the regular rent
•	 Charging a non-refundable pet fee to allow the animal
In addition to this, you should do regular inspections on all 

of your properties and make sure that the animal’s behavior 
is not causing damage to the property or problems with the 
neighbors. 

By properly using these three tools you are able to not 
only ensure that the tenant can pay for almost any potential 
damage, but you can also make a tidy profit in the process.

For more information on how to rent to pets, email info@
uaahq.org. Members of the UAA can also download a pet 
lease in the forms section of www.uaahq.org 

Continued from Page 1

No-Pet Policy:
Is it Costing You?
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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

02

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

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 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. 

Policies and Best Practices 
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.

Attempting to Influence Where a Prospective 
Tenant Lives is Violation of Fair Housing Laws

To advertise,
 call Vice President/Sales Terry Hokenson 

at 480-720-4385 or email him at 
Terry@rentalhousingjournal.com
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The UAA recommends every landlord and property manager create 
a list of rental criteria that clarifies what your standards for occupancy 
will be. Each prospect is then measured up individually against the 
criteria in order of application. If they qualify then you should notify 
the applicant and have them sign the lease within a set period of time, 
or else you will move on to the next applicant.

It is important to provide a clear and concise criteria to your potential 
applicants (many choose to keep the document to one page and then 
print it on the back of the applications). This is only fair to those who 
will be paying an application fee – they should have the ability to see 
in advance if they are going to qualify. Additionally it will save you 
time and money if potential tenants who will not qualify don’t waste 
your time or theirs in submitting applications that are just going to be 
denied.

Many landlords think renting to a tenant is like finding an employee. 
When you have to hire somebody, you ask for applications and then 
look through those who apply to see who will best fit the criteria of the 
open position. And that is perfectly appropriate for employers to do. 
However, as a landlord, that kind of approach can get you into trouble.

It is natural for owners to want to compare prospects against each 
other. But BEWARE! Because of Federal Fair Housing Laws this can 
get you in trouble. Here is an example:

A landlord puts a sign put in front of her duplex for rent. At 9 a.m. 
Marie shows up with two children, looks at the property and decides 
she wants it. While she fills out the application her children run around 
the yard and are loud. At 10:00 a nice looking young man, Derek, 
shows up. He tells the landlord he is starting law school at the local 
university, is actively involved in his church, and that he wants to stay 
in the place the entire three years he is in school. 

The landlord decides Derek is the tenant for her and puts Marie’s 
application and deposit in an envelope and immediately mails it back 
to her with a denial without checking any references. 

If Marie were to make a Fair Housing complaint, would she win? 
Unless the landlord can prove that Marie was not qualified, the 
landlord will likely lose this case and incur a $10,000 fine. Marie can 
also sue the landlord for civil damages. By not even checking Marie’s 
references to see if she qualified under the landlord’s rental criteria the 
landlord discriminated against her. Derek may turn out to be a better 
tenant, or he may not. It is best to check individual tenants out against 
our own standards and not each other. The only way to prove someone 
is not qualified is to compare them to a pre-created standard applied 
to all applicants.

The best process is to think of your property in the same way as a 
ride operator at an amusement park. The ride has a criteria (something 
like “you must be 4 feet tall to ride this ride”), and all the operator 
cares about is if the next person in line meets this criteria. If not, they 
go on to the next person in line. If so, then that is the person that gets 
on the ride.

Likewise for landlords, the best process is to adopt a “first qualified 
applicant” procedure that evaluates applicants in the order in which 
they submit a completed application.

What is a complete application? That is entirely up to you to decide. 
Many landlords require a deposit, application fee, and a fully filled out 
application in order to be considered “in the line.”

The important thing here is to compare tenants to an objective 
standard rather than comparing tenants to one another. And if you are 
not comfortable with renting to the first qualified applicant, you should 
adjust your criteria to the point where you are comfortable renting to 
anybody who meets those criteria. 

This does not mean that your criteria cannot have some flexibility. 
It is perfectly appropriate to have different criteria for different units, 
even within the same building. But that is because the criteria are tied 
to the specific unit and not to the people who are applying to them.

You can also create was are known as A/B criteria, where you let 
the tenant know that if they meet the first set or A criteria that you will 
rent to them, but that if they fall short of the A criteria but still meet 
the B criteria and pay a larger deposit or get a qualified co-signer, then 
you will rent to them.

The Utah Apartment Association staff have frequently been asked 
if they could provide some guidance on what a rental criteria should 
look like. After consulting with several landlords we have produced 
the following example of what a landlord might use. Of course the 
exact standards and wording are up to you and will need to be adjusted 
to your situation. This is only provided as an example of what a criteria 
might say.

Rental-Criteria List Clarifies Standards
 Sample Rental Criteria

The following standards will be used to judge your application for tenancy. You must meet 
the following standards to qualify to sign a rental agreement with us. Applicants are judged 
on the same standards on a first come/first-served basis, one person or family at a time. Any 
incorrect inconsistencies or fabrications on the application will result in an automatic denial of the 
application. 

$ (Owner/Manager sets the amount) NON-REFUNDABLE APPLICATION FEE: Each 
applicant over the age of 18 must pay an application fee and consent to have a background check 
done on them. Co-signers must also pay an application fee and give the same consent as other 
applicants. 

SECURITY DEPOSIT: Applicants must provide a check for the full amount of the security 
deposit (including any additional deposit amounts for pets or other reasons) for the application to 
be considered complete. The deposit will be returned if the application is denied.

PHOTO IDENTIFICATION: All applicants over the age of 18 must provide current government 
issued photo identification at the time of application.

EMPLOYEMENT REQUIRMENTS: Employment history should show that the applicant has 
been employed with their current employer for at least 6 months. Exceptions can be made for recent 
graduates who provide proof of graduation, current students who provide proof of enrollment, and 
self-employed applicants who provide a CPA-prepared financial statement or most recent tax 
return. Applicants with less than 6 months of employment with current employer may be approved 
if they pay an additional security deposit or have an approved co-signer and provide proof that 
they have been employed with their current employer for 2 months or were employed with their 
previous employer for at least 6 months. All employment history will be verified by contacting the 
employer.

INCOME REQUIRMENTS: The combined income of all persons living in the rental must be 
at least three times the monthly rent. Applicants who do not have the requisite income will be 
considered if they provide a co-signer or provide proof of cash reserves equal to at least 12 times 
the monthly rent.

RENTAL HISTORY: Applicants must provide the name and contact information for their 
previous two landlords, or all landlords in the last five years. Applicants must also provide all of 
the addresses they have lived at for the last five years. Applicants will not be approved if they have 
had any evictions, defaults in lease agreements, late rental payments, or if they owe any money 
to any other landlord.

RENTER’S INSURANCE: Applicants will be required to have renters insurance before 
occupying the premises.

CREDIT HISTORY: Your credit must reflect that all accounts are current. Applications for tenancy 
will be denied if you have filed for bankruptcy in the last 2 years, or if you have any bankruptcies 
that have not been discharged at least one year prior to the application. All collection accounts 
must be “paid in full/ as agreed.” Applicants with past-due accounts/accounts in collections may 
qualify if they pay an additional security deposit or have an approved co-signer.

CRIMINAL HISTORY: Your application may be rejected if you have been convicted in the 
last 5 years of any crime against person or property that would present a threat to the owners 
or neighbors, or the rental property. Applicants on probation or parole must provide contact 
information for their parole officer. Applicants on a publicly available list of offenders who are 
required to publish their address will be denied.

MAXIMUM OCCUPANCY: 2 occupants per bedroom plus an additional occupant for each 
apartment home (ie. ,3 in a one-bedroom/studio, 5 in a two-bedroom, 7 in a three-bedroom, etc.).

PETS: Pets may be approved if they meet the following requirements: a good reference from 
the previous landlord for the pet’s behavior, a complete veterinary medical history (including 
immunizations and sterilization) is provided, an additional deposit is paid and an additional amount 
of “pet rent” is agreed upon. The owner reserves the right to deny the application based on the 
size, species or breed of the pet.

If your application is approved you will be notified. You will have 48 hours from the notification of 
your approval to sign a lease agreement. If you do not, then other applicants may be considered 
and given the opportunity to sign a lease.

We are committed to equal housing opportunity and provide housing opportunities regardless 
of race, color, religion, sex, national origin, physical or mental disability, familial status, source of 
income, sexual orientation or gender identity.
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WHAT’S GOOD FOR HEALTH  
IS GREAT FOR BUSINESS.

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


