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

 

DST, TIC, and NNN PRoPERTy lISTINgS. 
you will also get a free book on 1031 Exchanges!

Sign Up for Free at www.kPI1031.Com 
or Call (855)899-4597
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Important Part of Fair Housing
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Using Technology 
to Solve Labor Shortage
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Welcome More Pets 
to Bolster Communities
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Portland’s multifamily sector is 
building a comeback as construction 
activity stays elevated,  rent development 
is consistent and the employment market 
is recouping losses, according to the 
Yardi Matrix June 2022 Portland report. 

“Going into summer, Portland rentals 
are on a sound footing,” Yardi Matrix 
says in a release, with rents barely trailing 
the national average. “Improvement is 
driven by strong demand, keeping both 
occupancy and development activity 
high.”

“Rental demand continues to provide 
a boost to Portland’s construction sector, 
as continued inventory expansion has 
been absorbed consistently, keeping 

Portland 
Multifamily 
Building 
Comeback

See ‘Portland’ on Page 5

By scot auBRey

Everyone loves a good survivor 
story.  Whether it is a group of 12 boys 
rescued from a cave in Thailand or 
the indomitable spirit of a soldier who 
endured more than two and a half years 
as a prisoner of war during World War 
II, these stories strike a chord with all 
of us. Naturally we put ourselves into 
the shoes of the survivors and wonder if 
we would have what it takes to make it 
through such an ordeal.  

For the vast majority of us, we will 
never experience anything even close 
to the life-or-death battles that these 
people have undergone, but we do face 
challenges in an industry that is ever-
changing and bringing new challenges 
on what feels like a monthly basis.  

If I were to build a survivor’s 
guidebook for investors in today’s 
challenging market, near the top of the 
list would be these three questions about 
employment:  

1. What type of employment 
does my applicant have?  

For most of your applicants, no job 
means that within a few months no rent 
will be paid. So while it is critical that 
they are employed, it is also important 
to look at what type of employment they 
have.

I was reading recently about the types 
of employment that are most recession-
resistant. As expected, at the top of the 

Tough Times Ahead: 
Analyze More Than Just 
an Applicant’s Income

See ‘Analyze’ on Page 9
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A look at the 100 largest markets in 
the United States shows where the most 
competitive rental markets are and what 
is driving the competition, according to 
research from RentCafé.

Using Yardi proprietary data, RentCafé 
looked at how many days rentals were 
vacant in the first part of 2022, occupancy 
rates, the number of renters competing for an 
apartment, the share of renters who renewed 
their leases, and how much the apartment 
inventory increased.

here’s What rentcafé found:
• Competition intensifies as more 

renters opt to stay put. Nationwide, 
almost two-thirds of renters renewed 
their leases. Amid a soaring 95.5 
percent occupancy and a modest 

Which Market is Most Competitive?

See ‘Where’ on Page 7

www.kayrhj.com
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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

www.kayrhj.com
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BACKGROUND:

A high-net worth accredited investor 

spent more than 40 years building a 

substantial rental property portfolio 

of nearly 20 different multifamily 

buildings. In addition, he managed all 

the property management challenges 

himself.

When he decided it was time to 

start selling some of his real estate 

holdings, he approached Kay 

Properties because he wanted to learn 

more about how he could deploy the 

Delaware Statutory Trusts for future 

1031 Exchanges. For more than a year, 

Kay Properties worked closely with 

the investor, utilized the firm’s robust 

educational platform to help the client 

fully understand the potential benefits 

and risks of DSTs. He eventually sold 

one of his properties and reinvested 

the proceeds into a DST.

Because he was so pleased with the 

results of the initial DST investment, 

he decided to liquidate multiple assets 

within his portfolio in successive sales 

and reinvest in multiple DSTs.He once 

again came to Kay Properties to help 

coordinate the 1031 exchanges and 

DST investment strategies.

To learn more about the Kay 

Properties DST offering, please visit 

kayrhj.com or call 855-875-2781.

CHALLENGE:

The initial challenge was creating 

an extensive, multi-year, customized 

educational program that included 

lots of reading material, one-on-

one consultations, and a custom 

menu of diversified DST investment 

options that fit his goals and 

investment objectives. However, the 

next challenge was how to coordinate 

15 different sales and DST investments 

within a short period of time.

SOLUTION:

Together with his CPA and real 

estate attorneys, Kay Properties 

representatives to create a very 

detailed plan that included anticipated 

closing times on the relinquished 

properties, timelines for finding and 

vetting replacement properties that 

fit within the investors very specific 

parameters and creating a custom 

workflow that coordinated all the 

necessary paperwork and signatures 

so that everything was organized, and 

every closing went smoothly.

RESULTS:

The client ultimately invested in 

15 different DST investments that 

included distribution facilities, net-lease 

properties, self-storage, medical, and 

multi-family assets that were spread 

across multiple geographic regions. 

The client continues to utilize Kay 

Properties best-in-class kayrhj.com 

and customized advice by DST experts 

with more than 150 years of combined 

experience.

Sponsored Content

How This Investor Closed 15 DST 1031 Exchanges 
in 30 Days — Without a Hitch!

High net-worth investor decides to relinquish a portion of his rental property portfolio in 
a succession of sales before entering into multiple DST 1031 exchanges to help achieve 

diversification, non-active management, and potential monthly income

ABOUT KAY PROPERTIES 
Kay Properties is a national Delaware Statutory Trust (DST) investment firm. The Kay 

Properties 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 on this website 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.

• Kay Properties registered representatives spent more than one year educating the client on DST investments.

• Kay Properties worked closely with client’s CPA and real estate attorneys to create a custom investment strategy that fit perfectly with the 
client’s specific goals.

• Kay Properties created a workflow plan that achieved the closing of 15 DST investments in 30 days without a hitch.

KEY TAKEAWAYS:

www.kayrhj.com
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We’ve got the laundry covered.

Call 800-526-0955 today to get started.

hainsworthlaundry.com

DOES YOUR  
LAUNDRY SERVICE 
PARTNER TREAT  
YOU LIKE FAMILY?

WE DO. 

REDUCE YOUR ENERGY USE 
AND GIVE YOUR INVESTMENT 
A NEW LEASE ON LIFE.

Improving your property’s energy efficiency can mean happier 
tenants, lower operating costs, and more money in your pocket. 
With the latest resources and guidance on reducing energy use, 
Energy Trust of Oregon has everything you need to make it 
happen. Learn more at EnergyTrust.org/multifamily.

Rental Housing JouRnal

Traditional drivers of multifamily rent 
growth were upended during the pandemic, 
first as shelter-in-place policies led to 
massive job losses and migration, and then 
as the employment rebound and loosening 
of restrictions caused demand to skyrocket, 
Yardi Matrix writes in a June bulletin.

Paul Fiorilla, director of research, Yardi 
Matrix, and Casey Cobb, senior analyst, in 
the bulletin examine the implications for 
multifamily rent and growth going forward, 
especially employment and rent increases.

The report points out that traditional rent 
drivers have been disrupted twice due to 
the pandemic. First came the massive jobs 
losses, sheltering in home and a migration 
toward Sun Belt cities. Then came booming 
pent-up demand and rent increases across 
the country.

“A question facing the industry is what 
this means going forward. The pandemic 
created circumstances that are unlikely to 
be repeated, especially since the 15 percent 
year-over-year growth in asking rents 
nationally (and upwards of 25 percent in 
some metros) cannot be sustained for very 
long,” Fiorilla and Cobb write.

hoW Will rent drivers evolve?
The report points out that with the 

pandemic impact, “We found a huge shift 
between the first year (April 2020 to March 
2021) and second year (April 2021 to 
March 2022). Some of the difference can be 
attributed to the short-term dynamics of the 
pandemic—i.e. large gateway metros were 
locked down more tightly than metros in the 
Sun Belt, and economic activity suffered.”

However, they point out that some of the 
changes of the last two years may have started 
out as pandemic-related “but are likely to 
remain as part of the landscape for years or 
even decades into the future. Migration is 
an example. The Sun Belt has been growing 
more rapidly than the Northeast or Midwest 
for decades, but the flow of households 
from coastal/urban downtowns to suburbs 
and smaller warm-weather markets was 
exacerbated by COVID-19 and the growing 
work-from-home paradigm.”

driving factors of rent groWth 
and regional demand

Among the many factors are:

• Will office workers continue to have 
the flexibility to work from home?

• What does it mean for employers to 
locate where employees want to be?

• Will wage growth support rising 
rents?

• Can municipalities fight NIMBYism 
to increase supply growth?

• How many metros will fight back 
against record-high rent growth by 
implementing counterproductive rent 
control or other regulatory measures?

“Currently rents are growing about 10 
percentage points faster than wages, which 
means that rent growth is all but certain 
to moderate. When and how much the 
moderation occurs, and how that plays out 
among metros, will be determined by the 
performance of the economy, migration and 
regulation,” Fiorilla and Cobb write.

Get the full report and more details at 
www.yardimatrix.com/publications.

With Traditional Multifamily Rent Drivers 
Disrupted, What’s in Store for the Future?

Yardi Matrix researches and reports on multifamily, office and self-storage properties 
across the United States, serving the needs of a variety of industry professionals. 
Yardi Matrix Multifamily provides accurate data on 18+ million units, covering more 
than 90 percent of the U.S. population. Contact the company at (480) 663-1149.

www.hainsworthlaundry.com
www.energytrust.org/multifamily
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occupancy elevated,” Yardi Matrix says in the report.

The average rent in Portland was $1,690 per month in April, 
only $31 above the national average as Portland continues to 
have a lower cost of living than most West Coast metros such 
as Seattle and San Francisco.

However, Yardi Matrix warns there could be “some 
moderation” in Portland rent growth as inflation and other 
economic concerns play out.

occupancy rate strong in portland 
“The average occupancy rate in stabilized assets stood at 

96 percent as of March, as demand has pushed continued rent 
development, keeping occupancy elevated over the past 12 
months.” The report points out that the “renter by necessity” 
category was even stronger, where occupancy was 96.7 
percent. “Upscale assets had a lower figure, but still recorded 
solid performance, at 95.4 percent as of March.”

No Portland submarkets recorded rent decreases in the 
12 months ending in April, with most areas actually seeing 
growth in the double digits. On a year-over-year basis, rent 
expansion was highest in:

• Rock Creek: 20.7 percent
• Creswell Heights: 18.1 percent
• Beaverton: 17.7 percent.
• Hillsboro: 17.4 percent.

employment groWth continues to Be solid

Portland added 68,000 jobs in the 12 months ending in 
February, for a 5.4 percent rate of improvement year over-
year. 

“The local economy is fighting back after a tough go 
during the pandemic, but however elevated job gains are 
now, there’s still work to do to make up for the losses in 2020 
and 2021, when decreases were in the double digits.

“On a high note, all employment sectors recorded gains 
through the interval, with the most severely affected, leisure 
and hospitality, benefiting from the bulk of improvement: 
The sector added 31,000 jobs, for a 39.9 percent jump. 
Improvement in the sector comes as a result of hospitality 

establishments reopening at full capacity across the metro,” 
the report says.

the housing supply groWth

“Projects under way, such as the Ritz-Carlton anchored 
tower developed by BPM Real Estate Group in downtown 
Portland, indicate that confidence in the resurgence of 
the sector and the local economy is still reasonably high. 
Following a slowdown in 2020, sales activity saw a bounce-
back in 2021, as more than $2.8 billion in assets traded since 
the beginning of last year. Development has been high in 

Portland in the past five years, and the 10,677 units under 
construction point to further expansion in 2022 and beyond.” 
Yardi Matrix expect rents to improve 7.6 percent by year-
end.

Yardi Matrix researches and reports on multifamily, 
office and self-storage properties across the United 
States, serving the needs of a variety of industry pro-
fessionals. Yardi Matrix Multifamily provides accurate 
data on 18+ million units, covering more than 90 per-
cent of the U.S. population. Contact the company at 
(480) 663-1149.

Portland Multifamily Sector Building a Comeback
Continued from Page 1

www.lutherburbanksavings.com
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By BRadley s. KRaus             
WaRRen allen, llP

As we drift further away from COVID-19 
moratoriums and the laws associated with 
the same, normalcy continues to get closer 
and closer. Over the last year, landlords 
have grown accustomed to dealing with 
the deluge of laws related to pausing 
their rights under the Oregon Residential 
Landlord Tenant Act (ORLTA) and related 
unlawful detainer statutes. Phases like 
“Declaration of Hardship” under prior laws, 
and “documentation” of “pending rental 
assistance application” under the current 
legal framework, have worked their way into 
the lingo of landlord/tenant law. 

As of July 1, the current legal framework 
shifts again. Senate Bill 891, the current 
eviction framework in place, allowed tenants 
to provide landlords with documentation 
that they applied for rental assistance, which 
caused an indefinite pause on a landlord’s 
termination rights or pursuit of the same. 
The pause existed until the application 
was no longer pending, or until October 1, 
whichever was earlier. However, as of July 
1, that provision sunsets, taking the law back 
closer to its normal framework.

Tenants will still have the right to apply 
for rental assistance, and every opportunity 
should be made for them to do so. However, 
landlords will no longer be required to pause 
their termination rights or eviction cases 
simply because documentation of rental 
assistance is provided to them. While other 
technical requirements remain in place—
i.e., the requirement that landlords provide 
the disclosures required under SB 891 with 

their notices—these requirements are less 
burdensome and place more importance on 
rental assistance providers to speed up their 
processing time, something that has been 
sorely lacking. 

One of the fundamental issues with SB 891 
was the lack of incentive or requirement for 
rental assistance providers to follow through 
with the process. More to the point, there 
was no requirement, incentive, or obligation 
to provide landlords with information about 
the status of the tenant’s rental assistance 

application. In other words, if certain workers 
within the Oregon Emergency Rental 
Assistance Program (OERAP) desired to 
stall landlords when they inquired about 
the status of their tenants’ rental assistance 
application—or even to confirm whether it 
existed—landlords had little ability to force 
a response. Often, the inability to procure 
information about what is happening is 
the most frustrating part, and OERAP’s 
unwillingness to answer simple questions 
exacerbates that issue frequently.

The above is but one problem with 
OERAP’s role in the rent assistance setup. 
Other issues remain unresolved—and in 
fact, do not cause OERAP any concern—
related to payments being made directly to 
tenants. At some point, OERAP decided to 
transition from paying all landlords directly, 
to cutting checks directly to tenants. This 
is, was, and always will be, a recipe for 
disaster that results in tenants receiving 
a windfall if they choose to abscond with 
that money. Unfortunately, it happens with 
alarming frequency. Yet when alerted to that 
issue, what amounts to fraud appears to go 
unpunished. 

For those landlords with eviction cases 
that have been paused due to SB 891, your 
pause remains in effect. However, landlords 
with active cases who are being stonewalled 
by OERAP do have some options. With 
an active case, attorneys know how to 
subpoena information, which cannot in most 
circumstances be ignored or quashed. 

Senate Bill 891, the final COVID-19-
era moratorium, is winding down. It is 
scheduled to sunset on October 1, 2022. 
Hopefully, we can all move back to normal 
again from there. 

Bradley S. Kraus is an attorney at 
Warren Allen LLP. His primary practice 
area is landlord/tenant law, but he also 
assists clients with various litigation 
matters, probate matters, real estate 
disputes, and family law matters. You 
can reach him at kraus@warrenallen.
com or at 503-255-8795.

Specializing in Asphalt Specializing in Asphalt 
and Concrete Paving and Concrete Paving 
for Residential and for Residential and 

Commercial ProjectsCommercial Projects

• • Dependable ExpertsDependable Experts
• • Detail-OrientedDetail-Oriented
• • No Job Too SmallNo Job Too Small
• • Family-Owned Since 2003Family-Owned Since 2003

We Take Pride in Bringing We Take Pride in Bringing 
Your Project to Life.Your Project to Life.

Observations on Rental Assistance, Problems, 
and Pending Procedural Changes in SB 891

https://www.newmanpaving.net
https://warrenallen.com
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To advertise, call VP/Sales Terry Hokenson at 480-720-4385 or email him at Terry@rentalhousingjournal.com

* Landlord Friendly * Attorney Drawn* Convenient *

FOR ALL YOUR RENTAL NEEDS

•	 Application to Rent
•	 Rental Agreement
•	 Addendums
•	 Notice of Terminations
•	 Notice of Non-Payment of Rent
•	 and Much, Much, More!

3 Convenient Ways to Order 

1. Online at www.rhaoregon.org, both downloadable and 
hardcopy

2. Phone 503/254-4723 to order your forms with one of 
our friendly representatives

3. Visit 10520 NE Weidler Portland OR 97220 for fast 
friendly service

SAMPLE

316(09/16)

FINAL ACCOUNTING

WARNING:  This form may not be reprinted without written 

Permission of  the Oregon Apartment Association Inc.

© Copyright 2010 

Ver. 2, 08/2012

EQUAL HOUSING 

OPPORTUNITY

DEPOSITS: 
Security Deposit:   

 
 

 
 

 
 

 
 

 
 

$

 

Additional Security Deposits: 
 

 
 

 
 

 
 

 
 

$

 

 
 

 
Deposit:  

 
 

 
 

 
 

 
 

$

Total Deposits:  
 

 
 

 
 

 
 

 
 

 
$

ITEMIZED DEDUCTIONS: 

Unpaid Rent From: 
 

 
 To: 

 
 

: 
 

 
 

 
 

 
 

$

Loss of  Rental Value During Repair/Cleaning:  
 

 
 

 
 

 
 

$

Unpaid Utilites:  
 

 
 

 
 

 
 

 
 

 
$

Unreturned Keys:  
 

 
 

 
 

 
 

 
 

 
$

Cleaning: 
 

 
 

 
 

 
 

 
 

 
 

$

Damages (described below):  
 

 
 

$
 

 
$

 
 

$
 

 
$

Unpaid Fees/Charges: 
 

 
 

 
 

 
 

 
 

 
$

Other: 

 
 

$
 

 
$

 
 

$

Less applicable fees (charged prior to 01/01/2010):   
 

 
 

 
 

 
$

Less Balance of Rent Due to Landlord: (From RENT box above)  
 

 
 

 
 

$

Balance Due to Landlord:  
 

 
 

 
 

 
 

 
 

$

Balance Due to Tenant:  

 
 

 
 

 
 

 
 

 
$

 If checked, the total amount due to your landlord does not reflect all sums that may be due to your landlord because the total amount of damage to the property is 

not certain at this time. Your landlord will issue an amended withholding statement when the total amount of damages to the property have been calculated.

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

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

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

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

AC
CO

UN
TI

NG
 F

OR
 S

EC
UR

IT
Y 

DE
PO

SI
T

X

 

 
 

 
 

 Landlord/Owner/Agent  
 

 

             Date 

 

 
 

 
 

 Landlord/Owner/Agent’s address  

 

 
 

 
 

 Landlord/Owner/Agent’s telephone 

Copied to: 

DE
PO

SI
TS

TENANT NAME(S):  

UNIT ADDRESS:  
 

 
 

 
 

 
 

 
 

       UNIT# 

 

CITY:   
 

 
 

 
 

 
 

 
STATE:  

          ZIP:

FORWARDING ADDRESS:    
 

 
 

 
 

 
 

 
         UNIT# 

CITY:    
 

 
 

 
 

 
 

 
STATE:   

          ZIP:  

RE
NT

ACCOUNTING FOR WITHHOLDING LAST MONTH’S RENT DEPOSIT ONLY:

Last Month’s Rent Deposit:  
      $    

 
 

 
Balance of Rent Due to Landlord: $

Less Unpaid Rent 

From: 
 

 
 To: 

 
 

:  (-) $       
 

 

 

Balance of Rent Due to Tenant: 
$

Landlord MUST refund any Balance of Rent Due to Tenant after accounting for withholding last month’s rent deposit.  Landlord 

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

Balance of Rent Due to Landlord under itemized deductions below. OR

Equal to: 

ACCOUNTING FOR WITHHOLDING SECURITY DEPOSIT(S) (Not to include last month’s rent deposit)

302(08/18)

NOTICE OF TERMINATION 
(FOR CAUSE)

TENANT NAME(S): 

 and all other occupants

RENTAL ADDRESS: 

 UNIT# 

CITY: 

 STATE: 

 ZIP: 

 

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

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

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

listed they are separate and distinct: 

Said violations and/or noncompliances must be remedied by midnight-the end of  the day on    (must be a minimum of 14 days, not 

including extra days required when service is only done by first class mail). If  you fail to remedy said violations by the foregoing time and date, your 

Rental Agreement will terminate at midnight-the end of  the day on    (must be a minimum of 30 days, not including extra days required when 

service is only done by first class mail). If you complete the aforesaid remedies by midnight-the end of the day on    your Rental Agreement will not 

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

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

of  the Rental Agreement as provided by ORS 90.

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

X

 

 
 

 
 

 Landlord/Owner/Agent  
 

 

             Date 

 

 
 

 
 

 Landlord/Owner/Agent’s address  

 

 
 

 
 

 Landlord/Owner/Agent’s telephone Copied to: 

WARNING:  This form may not be reprinted without written 

Permission of  the Oregon Apartment Association Inc.

© Copyright 2010    Ver. 2, 05/2011

EQUAL HOUSING OPPORTUNITY

 Personally delivered to tenant on    at :  am/pm
Circle one 

  Mailed to tenant via first class mail, with a second notice copy attached in a secure manner to the main entrance to that portion of  the premises of  which the 

tenant has possession on    at :  am/pmCircle one 

 Mailed to tenant(s) via first class mail on    (Add a minimum of three days to the cure/termination date below for mailing, not including the date mailed)

Applicant Name:

 Telephone: 

 

 

 

First  

 

 

Middle  
 

 

Last

E-mail Address: 

 Cellular: 

SSN #: 

 Birth Date: 
 

 
 

Driver’s L
icense, State and #: 

•	 C
urre

nt	A
ddre

ss: 

 #
 City: 

 State: 
 Zip: 

 Since: 
 

 
  Why are you moving? 

 Current Landlord: 

 Rent Amount $

  Telephone: 

•	 P
revio

us	A
ddre

ss: 

 #
 City: 

 State: 
 Zip: 

 From: 
 

 
 To: 

 
 

  Why did you move? 

 Previous Landlord: 

 Rent Amount $

  Telephone: 

•	 P
revio

us	A
ddre

ss: 

 #
 City: 

 State: 
 Zip: 

 From: 
 

 
 To: 

 
 

  Why did you move? 

 Previous Landlord: 

 Rent Amount $

  Telephone: 

•	 P
revio

us	A
ddre

ss: 

 #
 City: 

 State: 
 Zip: 

 From: 
 

 
 To: 

 
 

  Why did you move? 

 Previous Landlord: 

 Rent Amount $

  Telephone: 

Have you ever: Been Evicte
d?  Yes  

 No; Been sued by a Landlord?  Yes  
 No; Filed Bankruptcy?  Yes  

 No; Been convicte
d, or pleaded 

guilty or no contest to
 a crim

e?  Yes  
 No; If  y

ou checked yes to any of  the previous questions, please explain what occured and when it occurred: 

	Cur
rent

	 	Pre
viou

s	Em
ploy

er: 

 How Long? 

 

 
Superviso

r: 

  Telephone: 

 
Job Title: 

 Gross(p
er month): $ 

  Full-tim
e   Part-tim

e

	Cur
rent

	 	Pre
viou

s	Em
ploy

er:	

 How Long? 

 

 
Superviso

r: 

  Telephone: 

 
Job Title: 

 Gross(p
er month): $ 

  Full-tim
e   Part-tim

e

	Cur
rent

	 	Pre
viou

s	Em
ploy

er: 

 How Long? 

       
 Superviso

r: 

  Telephone: 

 
Job Title: 

 Gross(p
er month): $ 

  Full-tim
e   Part-tim

e

	Cur
rent

	 	Pre
viou

s	Em
ploy

er:	

 How Long? 

 
Superviso

r: 

  Telephone: 

 Job Title: 

 Gross(p
er month): $ 

  Full-tim
e   Part-tim

e

Other Income (per month): $

  Source: 

 Telephone: 

Other Income (per month): $

  Source: 

 Telephone: 

AP
PL

IC
AN

T 
IN

FO
RM

AT
IO

N

EM
PL

OY
ME

NT
/IN

CO
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102(11/1
8)

APPLICATION TO RENT

 Check 
here 

if Applicat
ion to Co-Sign

•	 Em
erge

ncy	
Cont

act: 

 Telephone: 

 
 

 
  

 

Name 

 

 

Address  
 

 

 

  Relationship

•	 Pe
rson

al	Re
fere

nce:
 

 Telephone: 

 
 

 
 

 

 Name 

 

 

Address  
 

 

 

  Relationship

•	 Pe
rson

al	Re
fere

nce:
 

 Telephone: 

 
 

 
  

 

Name 

 

 

Address  
 

 

 

  Relationship

•	 A
utom

obil
e	Make: 

 Model: 

 Year: 
 License#: 

 State: 

•	 A
utom

obil
e	Make: 

 Model: 

 Year: 
 License#: 

 State: 

•	 O
ther

	Veh
icles

/Boa
ts: 

 Model: 

 Year: 
 License#: 

 State: 

Do	y
ou	o

wn:
 Water-Filled Furniture:  Yes  

 No 
 

Fish Tank or Aquarium?  Yes  
 No

Comments & Explanations fro
m Applicant: 

  

PET
	#1

Type: 

 Size: 

 Weight: 

Has the Pet ever injured anyone or damaged anything?  Yes  
 No

PET
	#2

Type: 

 Size: 

 Weight: 

Has the Pet ever injured anyone or damaged anything?  Yes  
 No

Rental A
ddress

 

 Unit # 

Date: 
 

 
  Time: 

  Move-in
 Date: 

 
 

 Photo I.D
.? 

  # of Units A
vaila

ble 

203(11/18)

RENTAL AGREEMENT

THIS AGREEMENT is entered on   .

By and between 

 as “Landlord” and

 as  “Tenant(s)”

for the property commonly described as:

Premises: 

 UNIT# 

City: 

 State: 
 Zip: 

 (the “Premises”) and 

pursuant to the terms and conditions contained herein. No other person(s) shall occupy the Premises, unless otherwise agreed herein.

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

garage(s) 
, parking space(s) 

, and/or storage unit(s) 
 (only fill in if  applicable; “none” if  left blank).

 New Move In      Transfer     
 Renewal      Month-to-Month Tenancy      Fixed Term Lease

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

RENT:

Monthly rent shall be $ 
 and shall be due and payable on the 

 day of  each month (the first day of  the month if  the previous blank 

is not filled in). Rent prorated from    through    is $ 
 and shall be due and payable on   .

All rent payments shall be made payable to: 

 and shall be paid at the following location: .

RE
N

T

Rent:

Rent Due at Move-In/Renewal: $ 
 

Second Rent Payment:  
$ 

Monthly Stated Rent:  
$ 

Additional Rent: 
 $ 

Additional Rent: 
 $ 

Total Monthly Rent:  
$ 

CH
AR

GE
S

CHARGES: The following shall constitute a list of  all deposits, fees and rent that are charged by the Landlord:

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

late charge as follows (choose one): 

 One time late charge of $ 
 

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

     market: $ 
 per day

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

    thereof: $ 
 per 5 days

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

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

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

accordance with Section 24:(check all that apply)

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

 Failure to clean up pet, service or companion animal waste from a part of  the Premises other than the 

dwelling unit

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

 Parking violations 

 The improper use of  vehicles within the Premises

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

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

described in ORS 90.405

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

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

Deposits:

Security Deposit:  
$ 

 

Add’l Deposit (pet):  
$ 

Execution Deposit:  
$ 

Last Month’s Rent Deposit: 
$ 

Other Deposit 
 

$ 

(Describe): 

Total Payable Before 

Move In: 
 

$ 
 

Utility Payments(In accordance with Section 22): The following denotes who shall pay the following utilities (“O” = 

Owner pays and “T” = Tenant pays):         
     Electricity

          
     Gas          

     Water         
      Sewer 

          
     Garbage          

     Cable          
     Service Charge          

   Other:  

The Tenant(s) shall pay directly to the landlord the following utilities/service charge which are delivered directly to the tenant’s 

dwelling unit:  

This utility bill or service charge is assessed by the utility provider to the Landlord in the following manner: 

 
These utilities are apportioned among the Tenant(s) as follows:  

 
Tenant(s) shall pay the following utilities which benefit the landlord or common areas:  

These utilities are apportioned among the Tenant(s) as follows: 

DISCLOSURES: 

a. Flood Plain: The dwelling unit  is 

        
 is not located within a 100 year      

        fl
ood plain.

b. Smoking: Landlord’s smoking policy 

is described in the attached Smoking 

Policy Addendum. 

c. Foreclosure/Default: The Premises

        
 are  are not subject to a 

        fo
reclosure or an existing default.

d. Recycling: Recycling  is  is not 

available.

DI
SC

LO
SU

RE
S

TERM:

This tenancy shall commence on   . If  this Rental Agreement consists of  a fixed term lease, then the tenancy shall end on   .

TE
RM

The following are furnished:

 Range     Refrigerator   Dishwasher    

 Garbage Can/Recycling Bin

 Blinds/Drapes     Washer Dryer      

 Other: 

Tenant(s) Initials: 
   

   
   

Page 1 of  4

235(04/17) WARNING NOTICE OF 
VIOLATION

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

OPPORTUNITY

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

  Improper use of  the dwelling unit as follows: 
 
 

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

  Damage to the dwelling unit or premises as follows: 
 
 

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

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

  $  Past due late fees

  $  Past due noncompliance fees

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

  $  Past due deposits

  $  Other past due sums (describe): 
 
         Other conduct that constitutes a violation and described as follows: 
 
 
 

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

X      Landlord/Owner/Agent           Date 

X      Landlord/Owner/Agent’s address            

X      Landlord/Owner/Agent’s telephone            

Copied to:                  

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

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

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

ORS 90.405 or ORS 90.630.  

Rental Housing Alliance Oregon

RENTAL FORMS

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

Rent & Vacancy Survey available at smire.com

503.390.6060

CASEY@SMIRE.COM
BROKER
CASEY OLIVER

SWEET HOME | 48 UNITS

SOLD
$10,121,875

Cascade Meadows Apartments

0.7 percent increase in inventory, a 
vacant apartment was filled within 
35 days on average, with 14 renters 
competing for it.

• Whole regions across Florida are 
red hot with competition. In Miami-
Dade County, three quarters of all 
leases got renewed, and 31 renters 
competed for each vacant apartment, 
in a market that is 97.6 percent 
occupied. While the apartment 
supply grew by almost 2 percent, 
this was not enough to stem the tide 
of renters moving here. What’s more, 
Orlando and Southwest Florida are 
facing the same situation.

• In the Northeast, Harrisburg, Penn., 
ranks second nationally, as no 
new apartments were built in the 
first half of the year. Other highly 
competitive locations in the area are 
Rochester, N.Y., and some of the best 
alternatives to renting in New York 
City: North and Central Jersey.

• Certain locations in the Midwest are 
in the top 20. The hottest markets 
here include Grand Rapids, Mich.; 
Milwaukee, Wisc.; Omaha, Neb.; 
and suburban Chicago. Securing 
an apartment in the fast-growing 
Grand Rapids will require some 
effort. With only a few units built 
in the first part of 2022, almost all 
rentals are occupied. The average 
vacant unit was filled in 32 days, and 
18 prospective renters competed for 
each apartment here.

• Orange County became California’s 

most sought-after market as Los 
Angeles  renters on tight budgets 
went searching for better options. 
The area boasts a more relaxed 
lifestyle, cheaper entertainment, and 
a thriving economy with better job 
opportunities, as Orange County is 
home to many Fortune 500 & 1000 
companies that are on the lookout 
for skilled professionals. No less 
than 20 renters compete here for one 
apartment, while the occupancy rate 
is a sky-high 97.5 percent.

The wave of migration to Florida during 
and after the pandemic is one reason for the 
big jump in Florida lease competition.  Good 
weather, low taxes and good employment 
opportunities also are reasons.

Also in some markets, the lack of any 
new apartment availability has led to the 
competition. 

For example, in Harrisburg no new 
apartments were opened between January 
and April, prompting about 75 percent of 
renters to stay in their existing apartments, 
creating a highly competitive environment 
for anyone seeking to find one to rent. As 
a consequence, the average rental unit was 
filled in just 36 days, and as many as 19 
renters competed for an apartment here.

“More and more house hunters are 
starting to feel the strain of surging inflation 
and mortgage rates. As a result, they are 
delaying or completely giving up on their 
dream to become homeowners, which 
puts even more pressure on the apartment 
market,” RentCafé writes in the report.

Continued from Page 1

Where Are the Most Competitive Rental Markets?

www.smire.com
https://rhaoregon.org
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FORM 
OF THE 
MONTH

Notice of For Cause 
Termination – M023 OR

Pursuant to Oregon landlord-tenant law, you are hereby notified that you are a) in material violation of your Rental Agreement; b) in 

material violation of the resident duties under ORS 90.325; and/or c) in violation of your obligation to pay rent. The acts or omissions 

constituting the violations are described as follows (provide specific factual detail for each violation): 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

DATE __________________________________________ PROPERTY NAME / NUMBER __________________________________________________________________________________________________________________________________________________________________ 

RESIDENT NAME(S) ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

                                                                          ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

UNIT NUMBER ___________________________________ STREET ADDRESS ___________________________________________________________________________________________________________________________________________________________________________  

CITY __________________________________________________________________________________________________________________________________________________ STATE ___________________________________ ZIP _____________________________________________________________

 ON SITE        RESIDENT        MAIN OFFICE (IF REQUIRED)

 F
or

m
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3 
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R

 C
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yr
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O
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OREGON NOTICE OF  FOR CAUSE TERMINATION

PAGE 1 OF 2

also all other Occupants or persons unknown claiming any right or interest in the Premises.

Pursuant to Oregon landlord-tenant law, you are hereby notified that you are a) in material violation of your Rental Agreement; b) in 

material violation of the resident duties under ORS 90.325; and/or c) in violation of your obligation to pay rent. The acts or omissions 

constituting the violations are described as follows (provide specific factual detail for each violation): 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________ 

DATE __________________________________________ PROPERTY NAME / NUMBER __________________________________________________________________________________________________________________________________________________________________ 

RESIDENT NAME(S)  ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

            
            

            
            

            
            

  ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

UNIT NUMBER ___________________________________ STREET ADDRESS ___________________________________________________________________________________________________________________________________________________________________________  

CITY __________________________________________________________________________________________________________________________________________________ STATE ___________________________________ ZIP _____________________________________________________________

 ON SITE       
 RESIDENT       

 MAIN OFFICE (IF REQUIRED)

 F
or

m
 M

02
3 

O
R

 C
op

yr
ig

ht
 ©

 2
02

2 
M
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R
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OREGON 

NOTICE OF  

FOR CAUSE TERMINATION

PAGE 1 OF 2

also all other Occupants or persons unknown claiming any right or interest in the Premises.

Multifamily NW Schedule
JULY 7 WEBINAR: HR ANSWERS - EMPLOYEE ONBOARDING 8:00 AM - 9:00 AM

JULY 7 MAINTENANCE TIME MANAGEMENT 10:00 AM - 12:00 PM

JULY 7 WEBINAR: CITY OF PORTLAND FAIR - SECURITY DEPOSITS 1:00 PM - 2:30 PM

JULY 8 WEBINAR: IT’S THE LAW: THE TENANT’S GONE, NOW WHAT 12:00 PM - 1:00 PM

JULY 12 PDX CHARITY GOLF TOURNAMENT 2022 7:00 AM - 4:00 PM

JULY 19 WEBINAR: LANDLORD TENANT LAW 1-PART A 10:00 AM - 12:00 PM

JULY 20-21 NSPF CPO 2 DAY CERTIFICATION CLASS

JULY 20 BLOOD DRIVE PRESENTED BY THE SERVICE COMMITTEE 11:00 AM - 4:00 PM

JULY 21 WEBINAR: FAIR HOUSING, DISABILITY, AND REASONABLE ACCOMMODATIONS 10:00 AM - 11:00 AM

JULY 26 AFFORDABLE AFTERNOONS-TSPS, AFHMPS, AND TRANSFER POLICIES, OH MY! 12:00 PM - 1:00 PM

JULY 26 WEBINAR: LANDLORD TENANT LAW 2-PART B 10:00 AM - 12:00 PM

JULY 27 MOLD REMEDIATION 9:00 AM - 12:00 PM

JULY 28 LEADERSHIP SERIES-ADDRESS ISSUES. RESOLVE CONFLICT. LEAD EFFECTIVELY 12:00 PM - 1:30 PM

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

AUGUST 3 WEBINAR: LANDLORD STUDY HALL - FED FILINGS 6:30 PM - 8:00 PM

AUGUST 8 WEBINAR: CITY OF PORTLAND FAIR - SECURITY DEPOSITS 10:00 AM - 11:30 AM

AUGUST 9 WEBINAR: LANDLORD TENANT LAW 2-PART B 10:00 AM - 12:00 PM

AUGUST 11 WEBINAR: HR ANSWERS - BUILDING ACCOUNTABILITY 3:30 PM - 4:30 PM

This 30-day notice is perhaps the most versatile 
and powerful form in the Forms Collection for 

maintaining basic compliance with the Rental 
Agreement. It’s essentially a blank form that the 

housing provider completes, detailing the who, what, 
when and where of the violation. On page two, the 

cure or remedy of the violation must be described, 
and if the renter cures the violation as it is stated in 

14 days (half the notice period) the Rental Agreement 
will not terminate. If the violation is not cured in 14 days, 

the tenancy will termination 30 days from the day it was 
issued. Keep in mind this form is only as successful as it’s 

written, so it’s a good idea to have your legal counsel proof 
it before it’s sent to better ensure you will prevail.

The Multifamily NW Forms Collection is available immediately and 
electronically at www.RentalFormsCenter.com, via  electronic sub-
scription software through www.tenanttech.com & by mail or pick-up 
of printed triplicate forms at www.multifamilynw.org. 
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JOIN US FOR A
ROUND
Multifamily NW Golf
Tournaments 

When & Where

COME OUT AND ENJOY
A DAY OF GOLF WHILE
SUPPORTING SOME
GREAT CAUSES. 

REGISTRATION OPEN
AT
MULTIFAMILYNW.ORG 

PORTLAND CHARITY GOLF TOURNAMENT
JULY 12, 2022 | 7AM - 3PM
LANGDON FARMS GOLF COURSE
SUPPORTING: CPAH, NW PILOT PROJECT, 
THE HOUGH FOUNDATION 

DEFENSE FUND GOLF TOURNAMENT
AUGUST 17, 2022 | 1PM - 6PM
LANGDON FARMS GOLF COURSE
SUPPORTING: MFNW LEGISLATIVE FUND

SWV CHARITY GOLF TOURNAMENT
AUGUST 25, 2022 | 11AM - 6PM
PINE RIDGE GOLF CLUB
SUPPORTING: LEGACY OF HOPE AND
ADOPT-A-FAMILY 

BEND CHARITY GOLF TOURNAMENT
SEPTEMBER 9, 2022 | 8AM - 12PM
WIDGI CREEK GOLF CLUB
SUPPORTING: KID’S CENTER 

list were medical professionals and those who have 
specialized skills in care, therapy and counseling. No real 
surprise there, as the economy doesn’t care about our health, 
but it definitely can affect it both physically and mentally.  

Next would be individuals employed in law enforcement 
and public utilities, both essential in our communities. The 
top six were rounded out by those in financial services and 
education. The bottom of the list is pretty diverse, with jobs 
in the construction industry, vehicle sales, and vacation 
travel. 

When reviewing applicants for your property it is vital to 
analyze not only income, but also the likelihood that their 
income will survive and economic downturn.             

2. hoW long have they Been With their 
current employer?  

Employee turnover is at an all-time high and this can 
directly affect your tenant’s ability to pay rent.  Job statistics 
state that 31 percent of employees quit their jobs within the 
first six months of starting. And even for the employees 
who make it past those first six months, employee-loyalty 

statistics show the average tenure of an employee is only 4.2 
years. Gone are the days of the past where someone worked 
for the same company their entire life. 

When reviewing a tenant application, make sure to verify 
how long they have been with their current employer. A 
conversation with the prospective tenant may shed even 
more light on this important area, where you can get a feel 
for how much they enjoy their current employment and if 
there are any plans to change while they are in your property.    

3. hoW does the rest of their employment 
history stack up?  

Let’s say an applicant would like to rent your property but 
they just started a new job or are waiting to start in the next 
few days. What are your options? 

You can ask for a more extensive employment history 
covering the last 12-24 months. Is their new job in the same 
industry? Were they with their former employer for a long 
period? Are there any major gaps in their employment 
history, and if so, can they be explained? 

 If they don’t want to share this information or if they were 
employed in a less consistent paying job (sales, commission-

based, piecemeal work, self-employed service provider), 
you can always ask for the last 12 months’ worth of bank 
statements that show money coming into their account. 
Seeing the past 12 months’ statements lets you average their 
monthly income and is valuable in determining if they might 
qualify for your property.    

Tough times may lie ahead, and having the right tools 
and asking the right questions are just as important as food 
and shelter are for the triumphant survivor. While most of 
us won’t qualify for the “Hollywood treatment” of our life 
stories, it doesn’t mean our survival story is less important. 
After all, to those who depend on your success as a landlord 
and investor, the results will directly affect their lives. 

Knowing that your tenant will be able to pay you every 
month is the key to you being the hero and survivor that you 
deserve to be.   

Scot Aubrey is vice-president of Rent Perfect, a private 
investigator, and fellow landlord who manages short-
term rentals.  Subscribe to the 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.

Rental Housing Journal is a 
monthly publication of Rental Housing 

Journal, LLC.

Website
www.RentalHousingJournal.com

Mailing Address
4500 S. Lakeshore Drive, Suite 

300
Tempe, AZ 85282

Email
info@rentalhousingjournal.com 
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(480) 720-4385 - ad sales
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made in advertising and news articles 
contained in this publication are those 
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as such do not necessarily reflect the 
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By tHe FaiR Housing institute

It’s easy to get hyper-focused on fair 
housing rules and regulations when it comes 
to property management. But we need to 

remember that an 
integral part of what 
we do is steeped in 
customer service. 
Our residents 
and prospects are 
customers and 
need to be treated 
accordingly. In 

addition, it stands to reason that when our 
customers or residents feel well-cared-for, 
they are less likely to file a complaint. Let’s 
discuss three aspects that can lead to an 
exceptional customer or resident experience.

1. effective communication 
Your resident is speaking, but are you truly 

listening? An effective communicator will 
listen intently. Listening intently requires 
that you are focused on what’s being said, 
not how you are going to reply. By doing this, 
not only do you get a better understanding of 
what’s needed, the resident will feel valued 
and understood. 

Follow-up is another part of effective 
communication. Many issues raised by 
residents are seldom resolved in one visit 
or phone call. Make sure that you continue 
communicating with your residents until the 
situation is resolved.

Effective communication can come easily 
when everyone involved is in a good place 
or state of mind, but it may be particularly 
challenging when emotions are running 
high. What can you do? The next aspect we 
will consider is imperative to handling these 
types of situations.

2. respect While Being 
disrespected

There is a saying that respect is a two-
way street. We naturally want to be treated 
with the same dignity and respect we show 
our residents. Unfortunately, this may not 
always be the case. 

A common situation we see is when a 
maintenance request has not been handled in 
a timely manner, at least as far as the resident 
is concerned. Remember that it is imperative 
that you always stay calm. Reassure your 
resident that they have been heard, and you 
will take appropriate action to try and find 
a resolution. Hopefully, by showing them 
respect and maintaining your patience, 
you can defuse the situation and create an 
environment that encourages the resident to 
do the same.  

Part of effective communication and being 
respectful is having a thorough knowledge 
and training of your company’s policies and 
procedures. It stands to reason that in order 
to help your resident, you need to know how 
to answer their questions. The final part of 
this article will detail why this is important.

3. knoW your policies and 
procedures, so you knoW hoW 
to ansWer

Imagine you are the resident, and you 
need information. Would you be happy if 
the person behind the desk or on the grounds 
gave you a vague or confusing response? 
Probably not. Being well-versed in your 
company’s policies and procedures allows 
you to answer quickly and efficiently, which 
can go a long way if the person is already 
agitated. It can also help us avoid giving out 
misinformation. 

To that point, every person who has 
contact with your residents should be trained 
in your policies and procedures so that the 

information disbursed is the same and will 
help you avoid a potential fair housing 
complaint or accusation of discrimination.

Property management companies face 
many different and challenging situations 
every day. Training and role-playing can 
help you develop the skills of effective 
communication, respect, and a thorough 
knowledge of policies and procedures, which 
in turn will help you deliver the exceptional 
customer experience you want to give. 

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.

Why Customer Service 
is an Important Part 
of Fair HousingREDUCE YOUR CREDIT CARD 
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(Apple Pay, ETC.) EBT, 

Snap, Checks and more 

Pay-at-the-pump 
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Did Your Business Receive PPP? Either way, 

What is ERC? 
Bottom Line Savings helps business owners receive money back from the Employee Retention Credit (ERC) federal grant. 
This ERC program differs greatly from the Paycheck Protection Program (PPP) and is much easier to apply for. Bottom Line will 
submit and collect a few important documents making this program turnkey for our owners. 

****************** 
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****************** 
Your business could be getting up to per employee in 
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By Ron gaRcia

I am writing this month’s letter today, June 28th, on my 68th 
birthday. Instead of opening presents, blowing up balloons or 
blowing out candles, I’m in a more reflective mood; opening 
memories, lighting votives and offering up some reflections 
of times gone by…

It’s been said that our culture often overestimates how 
much we can change or accomplish in a single year, yet we 
vastly underestimate how much change can take place over 
a decade. 

As housing providers, we only remember how things were 
a few years ago, in contrast to the situation today; see the 
adjacent chart for a very clear picture of what I’m talking 
about.

Our memories sound familiar, yet seem so distant as we 
contrast them to today.

Over the past 35 years that I have been licensed in real 
estate, I have not seen as many transitions as I have witnessed 
in this last decade, let alone in the last couple of years. 

Interestingly, one year ago today the temperature in 
Portland hit a record 116 degrees.  Whether it’s called global 
warming or climate change, or just stinking hot, it became 
another new reality that we need to confront and adapt to 
because, well, everything changes in time… right?

So, thanks for allowing me to share my birthday with you 
this month. 

Hoping you had a great happy Fourth of July and happy 
Juneteenth!
Ron Garcia is the Executive Director of Rental Housing 
Alliance Oregon and can be reached at ron@rhaore-
gon.org.

THIS IS HOW IT USED TO BE: TODAY’S REALITY FOR LANDLORDS:

Rental property providers used to (proudly) be called 
landlords. 

30-day Notices to Terminate were normal and not called 
illegal evictions.

Rental rates were based on the market, not on an 
arbitrary number + an index.

Leases had an end date because they were a bilateral 
contract. 

Rent was expected to be paid every month on the 1st, not 
legally held back for months at a time.

Pets in the unit could be denied at an owner’s discretion. 

Security deposits were forfeited for damages to the unit, 
not restricted to a convoluted and arbitrary government 
depreciation schedule. 

Screening guidelines covered rent history, credit, income 
of three times rent, and no criminal records. 

Utilities were defined as services that were used and paid 
for by the tenants. 

Owners could take their property back, fix it up and sell 
it if they wanted.

Older properties reflect stable neighborhoods but cost 
more money in renovation and repairs.

Providing rental property still takes money and risk and it 
should be incentivized and profitable. 

Tenants are allowed to move out, when they want, with 
just a 30 days’ notice to the owner. 

Landlords used to brag about keeping their rents lower, in 
order to keep their tenants longer. 

Tenants can terminate and move out at the end of any 
lease if they want - without penalty. 

Do taxpayers want Oregon to continue to be the largest 
residential tenant in the state?

Don’t most animals offer emotional support? 

If a tenant leaves a 30-inch stain on the carpet, would the 
next tenant accept a 30-inch patch?

Shouldn’t tenants be able to afford the rent, and shouldn’t 
neighbors feel safe?

Utilities are not rent; why would they be factored into 
annual rental increases?

Do tenants feel more secure living in a home that’s for 
sale as real estate agents show it to buyers? 

Properties that are less than 11 years old are not rent-
controlled. Does that make sense?

Ah, Those Were the Good Old Days...

https://pacificexteriorsnw.com
https://www.gtlandscapesolutions.com
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By MoRgan dzaK

The multifamily industry has been 
hesitant to discuss automation in previous 
years, fearing backlash from onsite teams. 
Automation was viewed as a replacement 
to human associates, and not necessarily 
as a supplement. But in the wake of the 
pandemic, the industry has become faced 
with new challenges – notably The Great 
Resignation.

The Great Resignation refers to the post-
pandemic era in which millions of American 
workers either left their jobs or switched 
careers. According to data from the Society 
for Human Resource Management, 47.8 
million workers quit their jobs last year – an 
average of nearly 4 million each month – for 
the highest average on record. It created a 
massive labor shortage for multifamily, as 
most of the workers who left jobs were in 
onsite roles.  

“When the shutdown occurred in 2020, 
many individuals were forced into different 

careers, having to learn different trades and 
skill sets,” said Lindsay Duffy, director of 
marketing and training at Western Wealth 
Communities. “Many employees became 
conditioned to the flexibility of remote 
positions, making it harder to retain workers 
when businesses opened and needed them to 
come back to work. This gave job searchers 
a competitive advantage on salary and work-
life balance negotiations when accepting an 
offer.”

As the labor shortage from The Great 
Resignation persists, the use of automation 
has become more prevalent and operators 
are not only implementing new technologies, 
but also centralizing functions that used to 
stay solely onsite. Automation and other 
technologies are reducing pain points for 
thinner onsite teams, increasing efficiencies 
and maximizing lease-conversion ratios, 
all while improving prospect, resident and 
associate experiences.

Here are some of the impacts of the labor 
shortage on multifamily and how automation 
technologies are alleviating the burden by 
creating a new caliber of modern apartment 
leasing and living:

automation: doing more       
With less

Multifamily is most feeling the effects 
of the labor shortage in maintenance and 
leasing roles. Both of these roles have 
historically high turnover, and the Great 
Resignation has further fueled the turnover 

trend.

One of the most helpful technologies 
during the labor shortage has been 
automation. Automating tasks like 
aggregating guest cards, following up with 
prospects and residents, and scheduling 
tours have had big impacts on onsite team 
workload. It has also created better customer 
experiences for both prospects and residents, 
and allows onsite teams to do more with less.

According to internal data from Nurture 
Boss, a lease- and renewal-conversion 
automation provider, 45 percent of prospects 
who reach out to a community say they 
never hear back. With a lease-conversion 
automation tool, it takes an hour on average 
to respond to all leads – which is particularly 
helpful considering that renters almost 
always sign a lease with the first community 
that gets back to them.

In a digital leasing environment, 
following up with prospects has become 
critical to community success and 
increasing lease conversions. Apartment 

operators are finding that consistent, timely 
and personalized follow-ups with prospects 
are not only increasing tour conversions and 
applications, but also boosting overall lead-
to-lease conversions.

“When reviewing reports, we learned 
that many leads were not being followed 
up on and calls were being missed due 
to limited staff,” Duffy said. “Like most 
companies at this time, we run with lean 
teams where individuals wear multiple hats 
and need to multitask throughout the day. 
We saw a huge gap in customer satisfaction 
and poor communication, and knew we 
needed a partner that would provide a better 
prospect experience and allow teams to 
focus on resident satisfaction. In leveraging 
technology and partnerships with supplier 
partners, we have increased lead-to-lease 
conversion rates while improving overall 
prospect and resident satisfaction and 
increasing employee morale.”

Based on Nurture Boss’ clients’ CRMs, 

Using Technology
to Solve the Shortage 
of Labor in Multifamily

See ‘Solving’ on Page 13

https://www.facebook.com/propavingoforegon/
https://www.rentalrepairs.com
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• Window and Patio 
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Replacement

• Storm Door and Security 
Door Installation

• Servicing the Greater 
Portland & Vancouver 
Areas

503-465-5804
www.KraftScreens.com

Locally Owned & 
Operated Since 1995

CCB #158152

CALL FOR 
A FREE 

ESTIMATE

the overall lead-to-lease conversion rate 
without automation is 19 percent, but with it, 
the conversion rate is 30 percent.

“Prospective residents are all looking for 
something different, and some may need to 
move in 30 days while others are looking 
to move months down the road,” said Jacob 
Carter, CEO of Nurture Boss. “Nurturing 
all types of leads can be extremely taxing 
on onsite teams, especially when the onsite 
teams of today are working with more leads 
than ever before from multiple platforms, 
and there aren’t as many people onsite to 
handle that type of volume.”

Operators have started automating the 
entire resident lifecycle, from the initial 
apartment search all the way to becoming 
a resident, and even when it’s time for a 
renewal. 

Aside from automation, some other 
technologies have proven to be invaluable 
for operators during the labor shortage. 
Ubiquitous WiFi, for example, has completely 
transformed modern maintenance workflows 
and paved the way for more streamlined self-
guided tour methods.

“Community-wide Wi-Fi allows 
maintenance technicians to respond to 
and fulfill work orders faster,” said Shawn 
Mahoney, senior advisor at RET Ventures. 
“If the entire community is connected, it 
eliminates the onsite team from playing 
middleman when it comes to work orders. 
Maintenance technicians can directly 
receive the work order and have a credential 
dynamically assigned to them that allows 
access to the apartment for a certain period 
of time, and the resident can also be notified 
every step of the way.”

Connected communities also set the 
foundation for self-service options, which 

the industry unanimously agrees are here to 
stay. Prospective residents can enter and tour 
a community without a dropped connection, 
and they can also tour communities beyond 
standard office hours.

“This benefits apartment operators 
because the onsite teams can process more 
tours with less people while providing the 

self-service options that many modern 
residents want,” Mahoney said. “If you can 
lower costs with technology, it’s going to 
increase your NOI. Operators already have 
less staff because of the labor shortage, but 
existing teams are able to do more and they 
can also extend their hours of operation with 
self-guided touring.”

Morgan Dzak is an account manager for 
LinnellTaylor Marketing, which focuses 
exclusively on the multifamily industry 
and its technology space. She previ-
ously spent time as a digital content and 
marketing specialist for Cornerstone 
Apartment Services in Denver.

Continued from Page 12

Solving Multifamily Labor Shortage With Technology

https://www.kraftscreens.com
https://safesidewalks.com
https://kennedyres.com
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By Judy BellacK

Lifting breed and weight restrictions for our four-legged 
friends and generally becoming more pet-inclusive can create 
significant financial gain for multifamily communities, such 
as increased NOI and higher resident-retention rates. 

However, opening your doors to more pets requires 
planning in order to manage a larger pet population, and 
rental-housing operators may need to make an investment 
in pet-focused amenities, services and events to best 
accommodate their pet residents. But don’t fret –  even with 
these steps, the financial benefits of happier, longer-tenured 
residents have been shown to far outweigh the costs, since 
pet-friendliness not only means an increase in pet-related 
revenue but also helps mitigate the costs associated with 
bringing in new residents. 

Below are a few steps apartment communities should 
consider in conjunction with lifting or easing breed and 
weight restrictions.

estaBlish clear pet policies and   
communicate to oWners

While most communities already have some form of 
pet policies in place, broadening your pet community 
may necessitate adjustments. Establishing comprehensive 
guidelines as well as onboarding third-party resources to 
manage more pets responsibly are a few things to consider. 

All of a community’s policies, along with any rent or fees 
associated with pets, should be clearly spelled out in the 
resident’s lease. Even better is a separate pet lease or contract 
that provides all the pertinent information and is easy for 
the resident to understand and access. Documentation, 
guidelines, rules and expectations should be easy to locate 
electronically and posted throughout the community.

provide tools and amenities for    
responsiBle pet oWnership

Some pet tools and amenities – such as pet-waste stations 
– may be deployed immediately when additional pets are on
site, while others can be rolled out over time depending on
resident preferences. While it’s not required to provide all
of the items below, implementing as many as possible will
increase the chances of success by mitigating a community’s
risk and increasing resident responsibility. Certain amenities, 
such as dog parks, also give residents and their pets the
chance to meet and bond, boosting the connection residents
feel with their property and increasing the chances they will
renew their leases.

Here are some amenities and services that result in well-
managed pet populations and responsible pet owners:

• Pet-waste stations: This is a feature that would be
considered a must-have for any community with pets.
Not only does it encourage responsible behavior, but
it also helps to reduce risk. Pet waste is detrimental
to the health of your community, and its presence can
have consequences on resident retention and curb
appeal.

• Dog parks or runs: According to a 2021 study from
Michelson Found Animals Foundation and the Human 
Animal Bond Research Institute (HABRI), fewer
than 10 percent of animals cause any damage to units,
but a bored pet is more likely to exhibit destructive
behavior. Dogs need to be active, so providing them
with a convenient place for exercise can further
reduce the risk of property damage. Parks are one of
the primary areas where the pet community will bond. 
Creating this space should not be cost-prohibitive,
and is sometimes as simple as repurposing a seldom-

used area.
• Dog-washing stations or services: Washing a pet in a 

home can be a hassle, especially for medium- to large-
size dogs, and not everyone can afford or wants to use
a grooming service. This amenity can be a factor for
anyone considering a renewal. If an installation is not
an option, consider partnering with a mobile service
that provides self-washing or grooming for your
residents’ pets.

• Dog-training services: During the pandemic, many
residents became first-time pet owners. Pet parents
don’t become experts overnight, and improperly
trained pets can increase risk. Providing dog-training
resources and services gives an opportunity to pet
owners to become the best stewards they can be.

• Pet background checks: Third-party services are
available to screen prospective pets, making sure
that no incidents have occurred that might indicate
potential future risk to residents or other pets. These
services allow for onsite teams to feel confident that
the pets in their community will be assets and not
liabilities.

• DNA analysis of pet waste: Even in a community with 
ample waste stations, there’s a chance that some pet
owners won’t pick up after their dogs. Communities
can request residents submit a sample of their pet’s
DNA, which can be submitted to a service that uses
the sample to identify any culprits of unattended
waste. Communities can implement penalties to
discourage future incidents and help offset costs.

• Pet events: This is another opportunity for pet owners 
and pets to gather and meet each other, as well as a
chance for non-pet owners to meet the furry residents
of a community. Not all people are in a position to
own a pet, so this is an avenue for them to experience
the joy that pets bring. These can be handled by onsite
teams if staffing permits, or communities can turn
to third-party services that will handle set-up and
promotion.

• Pet adoption: There are millions of dogs and
cats nationwide that are looking for good homes.
Communities can do their part to reduce this problem
by offering to connect residents with pet-adoption
services.

• A pet concierge: Third-party services that manage
pet events may also offer concierge services that can
provide information on local veterinary services, pet
services and pet policies in a community.

prepare your residents
for the upcoming changes

After completing the preparation work, current residents 
will need to be informed of any upcoming changes in breed 
and weight restrictions. To help this go more smoothly, 
it’s important to point out to residents the positives to the 
community that will result. Highlight how the removal of 
restrictions will strengthen the community and share all the 
steps being taken to help this be a wonderful experience for 
all residents.

Notices should include office contact information for any 
residents to ask questions and express concerns. Community 
managers should educate their leasing teams on all 
preparations, as well as information that will help answer any 
questions and dispel misinformation surrounding pets and 
breeds. Recent studies, including a recent study appearing 
in Science.org, have shown that pet breed has very little 
influence on behavior, which is primarily guided by owners 
and training.

This information can alleviate fears or concerns that other 
residents may have. Plus, it’s a chance to share with non-
pet owners how to be courteous and safe around pets on the 
property, such as the best way to approach a dog.

Build resident and community connections 
Having more pets in residential communities can be a 

great way to create ties between residents and onsite teams. 
Pet amenities provide the opportunity to interact and get 
better acquainted with staff. The opportunity to reward 
outstanding and responsible pet ownership is an excellent 
way to send a message of appreciation to residents, and also 
to set an example for all pet owners and foster retention. 
There are a variety of options for rental housing operators 
to reward responsible pet owners when renewing, including 
reduced pet rent, the forgiveness of two to three months of 
pet rent, discounts or gift cards to local pet businesses and 
pet-centric gift baskets.

As an added bonus, offering referrals and discounted pet 
services can build neighborhood connections that increase 
retention and build a strong sense of community. Local 
businesses are usually happy to offer discounts to residents 
in exchange for the exposure and potential future business.

In the end, an increased acceptance of pets can be a boon 
to net operating income, open a community to a wider pool of 
applicants and help increase the possibility that residents will 
stay. However, the path to success in this endeavor includes 
planning, preparing and executing in a way that maximizes 
the benefits and the investment.

Judy Bellack is the multifamily housing industry princi-
pal for Michelson Found Animals, a non-profit focused 
on improving the lives of pets and their owners. Judy 
is a 30-year veteran of multifamily, most recently as an 
advisor to many of the industry’s foremost new tech 
companies. She spearheads Michelson’s Pet-Inclusive 
Housing Initiative to provide data and resources to cre-
ate more pet-inclusive communities in ways that make 
good business sense for owners and operators.

Building Stronger Communities by Welcoming 
More Pets, Thoughtfully and Responsibly
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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  
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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
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www.rentegration.com      503-933-6437            sales@rentegration.com

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

uNaCCePTaBLe CoLor uSaGe

do NoT put over a busy backgrounddo NoT change the color do NoT alter in any way
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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

By Phil Schaller 
The basement is an important part of your 

property to protect. Aside from providing additional 
living space (or storage), many critical systems and 
structures live in the basement (think plumbing, the 
foundation, electrical panel, etc.).

One of the most damaging things to any property is 
water. If a pipe bursts in the basement, the foundation 
leaks, or the washer malfunctions, you want to make 
sure the basement can handle the water damage. 
Enter: waterproofing.

There are several ways you can waterproof the 
basement. We’ll take a quick look at each so you can 
determine what solution is best for your property. 
But first, let’s take a look at why basements are 
especially susceptible to water damage:

Drainage
 If water naturally runs towards your property, this 

puts you at an increased risk of water damage. Water 
should run away from the foundation when possible 
(we’ll explore a solution below if that’s not the case).

FounDation
Cracks or deterioration in the foundation can 

be a source of moisture build-up in the basement 
(especially if the drainage isn’t dialed in). Water can 
seep through the foundation after heavy rain and 
cause foundation and wall damage.

PlumBing Failure
If a pipe bursts or even if there’s a small plumbing 

leak, water can pool in the basement. Because many 
basements have a lot of plumbing infrastructure, 

they have a bit higher probability of water damage.

Waterproofing is important in the event of flooding 
or moisture damage to negate any mold, flooring 
damage, or drywall damage, and the list goes 
on. Here are three methods for waterproofing the 
basement:

French Drain
This can be a more costly way to combat water 

buildup, but a French drain is a great solution. You 
can run a French drain along the side of the property 
where the natural slope of the land pushes water 
towards the foundation. A French drain will capture 
much of the water that would otherwise seep into the 
foundation and carry it away from the property.

interior Sealant
Sealing up the floors and walls is a pretty cost-

effective way to prevent structural damage (mainly 
to floors and walls). The process involves applying 
waterproofing sealant to the walls and floors. You’ll 
want to wash the walls/floors first, seal any cracks 

with epoxy, and then apply the sealant. Paint or 
any flooring would need to be removed before the 
sealant is added.

exterior waterProoFing
 Waterproofing the exterior of your property can 

take many forms (installing a French drain being 
one). It’s helpful to check and clean the gutters, 
make sure downspouts are aimed away from the 
foundation and working properly, and ensure foliage 
is at a proper distance from the foundation (one foot 
for plants and at least 3 feet for trees). Finally, where 
possible, make sure the soil and earth are sloped 
away from the foundation.

Some properties may require just one waterproofing 
solution while others may warrant all three. If you 
have any questions about your basement or how to 
prevent water damage, please feel free to reach out 
anytime.

Phil Schaller is an experienced landlord and the 
founder/CEO of RentalRiff, an alternative service to 
traditional property manage-
ment that provides ongoing 
oversight and upkeep of 
rental properties, while 
serving as the main point of 
contact for tenants. Maintenance and repair costs 
are included and property specialists are licensed/
insured. Phil is a Pacific Northwest native, father 
of two, and fly-fishing addict. If you are interested 
in learning more about RentalRiff’s rental property 
maintenance service, give us a call at 541-600-
3200. 
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