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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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By Hank Rossi

Dear Landlord Hank: We require 
renters’ insurance at our rental property.

In the past we 
have not asked for 
a copy of this. Do 
you think it is wise 
to attain a copy 
for our records 

to prove the tenant followed through 
on this? After researching online, it 
seems like a mixed bag of answers for or 
against. Thank you! – Megan 

Hi, Landlady Megan: If you require 
renters’ insurance at your property, I 
would definitely put in your lease that 
this is required to be purchased at the 
tenant’s expense and required to be kept 
in force for the duration of the lease. 

Then I would get a copy for yourself 
along with contact info for the agency 
selling the policy so you could contact 
them to make sure the policy is in place.

Should Landlord 
Have a Copy of 
Tenant’s Renters’ 
Insurance Policy?

Each week Hank Rossi answers 
questions from landlords and prop-
erty managers across the country 
in his “Dear Landlord Hank” blog in 
the digital magazine Rental Housing 
Journal. 
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The long run of multifamily rent growth 
“hit the brakes” in September as the economy 
continued to cool, Yardi Matrix says in its 
latest monthly report.

Yardi Matrix says multifamily rents 
remained unchanged in September, while 
Apartment List reported rent declines in 
a number of metro markets, indicating 
the accelerated rent growth fueled by the 
pandemic has officially ended.

“After a year-and-a-half of record-setting 
growth, multifamily rents have hit the 
brakes. Asking rents have flattened this 
summer at $1,718 for three months in a row. 
That comes after rents rose more than 20 
percent since January 2021,” Yardi Matrix 
says in the report.

REpORT highlighTs:
• Multifamily rents were flat in 

September, as the market continues 
to decelerate along with the rest of 
the economy. The average national 

asking rent was $1,718, the same rate 
as August. Year-over-year growth 
decelerated 150 basis points to 9.4 
percent. National occupancy rates 
remained steady at 95.9 percent.

• After five months of declining lease 
renewals, the lease renewal rate 
increased 60 basis points in August to 

59.1 percent. Year-over-year renewal 
rent growth also increased 50 basis 
points, to 10.8 percent. In addition, 
rent-to-income ratios rose nine basis 
points nationally for all units in 
August.

• Rents decreased in the single-

Multifamily Rents ‘Hit the Brakes’ 
in September, Two Reports Say

The Perks, Pitfalls of Prepaid Rent
By scot auBRey

The Saturday mornings of my youth were spent 
eating pancakes and watching cartoons on TV.  One in 
particular, Popeye, had a character named Wimpy who 
was a well-known cheapskate.  The line that defined his 
character most was, “I’d gladly pay you Tuesday for a 
hamburger today.”

Of course, he rarely showed up on Tuesday to pay his 
debt; as a landlord, you may be all too familiar with this 
type of scenario.  On the other side of this is something 
that we are seeing more and more of industrywide, and 
that is prepaid rent, where a prospective tenant might say, 
“I’ll gladly pay you today for a roof over my head for 
the next six months.” For applicants who do not qualify 
for your property in a traditional way due to financial or 
other issues, prepaid rent may be an option that helps fill 
a vacancy and assists someone with housing.  

See ‘Gauging’ on Page 14

See ‘Rents’ on Page 15
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*Potential returns and appreciation are never guaranteed and loss of principal is possible. Please speak with your CPA and attorney for tax 
and legal advice.*The Debentures will bear non-compounded interest at the annual rate of 9.75% 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.

Get More Out of Your 1031 Exchange on the kpi1031.com Marketplace

	✔ DST Offerings from 25 Different Real Estate 
Sponsors

	✔ 20-40 available Delaware Statutory Trust 1031 
listings at any given time

	✔ Investment options from $100K - $200M

FREE
DST 1031 
Exchange
Tool Kit

Call Today to Also 
Learn About a 

Real Estate Fund With: 

Register at

or call

855.875.2781

www.kpi1031.com

• All-New 1031 DST Digest Magazine
• 1031 Exchange Property Listings

• Introductory DST Book for Investors

9.75%
ANNUALIZED 
DISTRIBUTION 
POTENTIAL*

	✔ 9.75% Annualized Distribution 
Potential

	✔ Monthly ACH Distribution 
Payments

	✔ Available for Cash Investments 
and IRAs
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By Matt McFarland, Senior Vice 
PreSident, Kay ProPertieS and 
inVeStMentS 

Any investor who is considering selling a piece of investment 
real estate will undoubtedly consider a 1031 Exchange. 

A 1031 Exchange refers to the IRS code that allows 
significant tax advantages for investors. How? When you sell 
an investment property and you have a profit, you normally are 
required to pay capital gains tax. A 1031 Exchange allows you 
to sell your investment real estate and reinvest the proceeds in 
a “like-kind” property, which defers any capital gains and other 
related taxes. 

This doesn’t mean you are eliminating any of these taxes, 
rather you are able to defer them until a later date. However, 
any investor who has completed a 1031 exchange knows that 
one of the biggest hurdles to clear is the many time constraints 
and tight closing windows the IRS imposes when it comes to 
like-kind exchange investing. 

The entire 1031 Exchange process must be completed 
within 180 days. The clock starts ticking day one after your 
relinquished property is sold and the funds are escrowed with 
Qualified Intermediary (QI). 

On a side note, it is essential you never hold the proceeds 
from the sale outside of a QI. If you touch the funds at any time 
during the process, you eliminate your eligibility for a 1031 
exchange and you have to pay all of the capital gains and other 
related taxes. 

As an expert 1031 Exchange professional, I can tell you 
that it is the initial 45-day identification period that causes the 
most stress, as an investor is required to formally identify the 
property (or properties) they intend to purchase within a matter 
of about 6 weeks. More specifically, in order to avoid any tax 
liability, you must identify a property or properties that are 
of equal or greater value than the relinquished property. You 
can identify up to 3 separate properties with no regard to their 
value (3 property rule), or you can identify an unlimited number 
of properties that do not exceed more than 200% of the value 
of the relinquished property (200% rule).

Here’s a quick summary of the 1031 Exchange rules 

investors should keep in mind when considering selling a piece 
of investment property: 

• Entire 1031 Exchange process must be completed 
within 180 days

• Day 1 – Sell your property; proceeds are escrowed with 
a Qualified Intermediary (QI)

• Day 45 – Identify a property(s); you must notify your QI 
of the identified property(s)

• Day 180 – Close on new property; you must close 
within 180 days after the first sale

• Maintain equal or greater amount of equity

• Maintain equal or greater amount of debt

Plan ahead to reduce the 45-day 
identiFication StreSS 

One of the best ways to mitigate the stress of this short time 
window is to begin searching and selecting potential like-kind 
properties before you officially close on your relinquished 
property and the 45-day time clock starts ticking.  

When it comes to Delaware Statutory Trust properties, the 
underlying real estate that is a part of a particular offering is 
acquired and owned by the trust before it is ever accessible 
to 1031 exchange investors to consider as an option. This 
“pre-packaged” element of DSTs affords investors who are 
in the process of a 1031 Exchange the luxury of a quick and 
seamless close of their purchase of a DST property.  

Another great benefit of DSTs for 1031 Exchange investors 
is that they can make a great backup or contingency plan. Real 
estate deals fall apart all the time, and if your replacement 
property in a 1031 Exchange falls apart for any number of 
reasons, you could be in a tight spot. Using a DST as an 
“identified” property makes a great contingency plan if your 
initial deal does fall through.

However, it is important to remember that even though 
the Real Estate Sponsor Company has completed their due 
diligence and acquired a particular property for one of their 
DSTs does not mitigate the need for an investor to conduct 
their own due diligence on the various DSTs. 

Make sure to look at current DST properties offered on the 

www.kpi1031.com marketplace. 

All 1031 exchange investors, with the help of their Kay 
Properties’ Registered Representative, will assess the various 
opportunities to ascertain the best potential solution for their 
particular situation and/or circumstance.  

When iS the BeSt tiMe to Start the 
dSt Selection ProceSS?

In most cases, the most opportune time to begin the 
screening process is about 30 days before you are scheduled 
to close on your relinquished or downleg property. The reason 
for this is simple – DST investments have a finite shelf life or 
a limited time in which they are ‘open’ for investment.  DST 
offerings are capped at a specific value and as soon as the 
last dollar is invested, that particular DST offering is no longer 
available for further investment. 

In my experience, DST offerings are typically available for 
purchase for about 1-3 months. In many cases, it would be an 
improper allocation of one’s time to begin the selection process 
3-6 months out, as most of the opportunities considered will be 
sold out by the time they have the capital to invest as part of 
their 1031 exchange. Within 30 days, many of the opportunities 
will likely be viable options for one to consider as reservation 
can be made for one’s allocation. 

In a perfect scenario, an investor has decided exactly 
which DSTs they are purchasing before they close on their 
relinquished property. This grants them the ability to quickly 
close on their DST investments as soon as the funds from the 
sale become available and successfully complete their 1031 
exchange just a few days into their 45-day identification period.  

Keeping these points in mind should not only greatly 
mitigate most of the stress associated with a 1031 exchange, 
they will also help you to potentially begin accruing cash 
flow immediately from their investments (a luxury afforded 
through the quick and seamless purchase of a DST relative to 
a traditional real estate transaction, which may stretch on for 
months).

For more information on the 1031 exchange and DST 
selection process, please reach out to your Kay Properties 
Registered Representative or visit www.kpi1031.com for more 
resources.  

Sponsored Content

How to Plan Your Delaware Statutory Trust 
to Remove the Stress of a 1031 Exchange

About Kay Properties and www.kpi1031.com
Kay Properties is a national Delaware Statutory Trust (DST) investment firm. The www.

kpi1031.com platform provides access to the marketplace of DSTs from over 25 different 
sponsor companies, custom DSTs only available to Kay clients, independent advice on DST 
sponsor companies, full due diligence and vetting on each DST (typically 20-40 DSTs) and a 
DST secondary market.  Kay Properties team members collectively have over 150 years of 
real estate experience, are licensed in all 50 states, and have participated in over $30 Billion 
of DST 1031 investments.

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

risk section prior investing.  IRC Section 1031, IRC Section 1033 and IRC Section 721 are 
complex tax codes therefore you should consult your tax or legal professional for details 
regarding your situation.  There are material risks associated with investing in real estate 
securities including illiquidity, vacancies, general market conditions and competition, lack 
of operating history, interest rate risks, general risks of owning/operating commercial and 
multifamily properties, financing risks, potential adverse tax consequences, general economic 
risks, development risks and long hold periods. There is a risk of loss of the entire investment 
principal. Past performance is not a guarantee of future results. Potential cash flow, potential 
returns and potential appreciation are not guaranteed.

Nothing contained 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.
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UNIT REMODELS
TENANT WORK ORDERS

PAINTING
UNIT TURNS / MOVE OUTS

206.922.8119

By tHe FaiR Housing institute

Although not frequent, relay-operator calls do come into 
leasing offices from callers who have hearing issues. What 
are your policies and procedures when it comes to how to 
navigate these types of calls? Do they comply with fair 
housing laws? Does everyone on your staff have sufficient 
training to avoid a fair housing complaint?

WhaT aRE RElay-OpERaTOR Calls?
While technology is evolving to help people with 

communication disabilities, the use of relay-operator calls 
still exists. Relay-operator calls are a service used by deaf 
or hard-of-hearing individuals. It employs a communication 
assistant, or relay operator, who relays the call between 
two parties by reading out what the hard-of-hearing or deaf 
individual types using a specific machine while typing back 
whatever the speaking individual says. While this form of 
communication can be helpful, it is also time-consuming, 
posing a problem for a very busy leasing office.

FaiR hOusing RElay-OpERaTOR TEsTing

A recent testing campaign shared some pretty concerning 
results. Nearly half of the properties tested did not know how 
to correctly respond to or handle relay-operator calls. Even 
worse were some of the comments that were recorded, such 
as, “I don’t have time for this,” or “I don’t know what this is 
about,” followed by the leasing agent hanging up the phone.

As a result of this campaign, multiple lawsuits were 
filed, since refusing to talk to a relay operator and provide 
information is discriminatory and is considered denying 
access to housing because of a disability.  

pROpER FaiR hOusing TRaining is a MusT

The relay-operator testing campaign clearly highlights 
the need for training. That training needs to target specific 
situations like this. Training should include practicing the 
many different situations that can arise when handling a 
relay-operator call. 

For example, how would you or your staff handle being on 
a relay call and having another prospect walk into the leasing 
office looking for information? The easy thing may seem to 

be to tell the relay operator that they will have to call back, 
but that could be perceived as discrimination, that the leasing 
agent would rather work with a person without disabilities. 
Best practices would be to quickly and respectfully tell the 
person who walked in that you are on a call that may take 
some time and that you will be with them as soon as possible. 

Another pitfall that proper training can help you avoid 
is over-explaining or offering information without it being 
requested. For instance, just because you are talking to a 
hard-of-hearing or deaf person, you do not need to launch 
into describing your units that accommodate their disability. 
Go about your regular presentation and only offer this 
information if asked. 

Work with your team to brainstorm other situations that 
might arise and work together to find fair housing-friendly 
solutions.

avOid a COMplainT By BEing COMplianT

Remembering to treat every person that walks in, calls, or 
contacts your leasing office the same way will aid greatly in 

maintaining compliance. 

Although relay-operator calls may take a considerable 
amount of time, and you may already be very busy, these 
calls need to be handled in a timely and respectful manner. 

Be sure to give all the same information that you would for 
any other call, regardless of how long it might take, so as to 
avoid a possible fair housing complaint.

Even though the technology is changing and relay calls 
may be happening less frequently, proper protocols on how 
to handle them still need to be part of your fair housing 
training program.

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. Learn more 
at the Fair Housing Institute’s website:                                                      
www. https://fairhousinginstitute.com/

How Do You Handle Relay-Operator Calls?
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By cHRis salviati and RoB WaRnock       
apaRtment list

Rent inflation has hit the outer-ring suburbs of major 
metros the hardest in the last two and a half years, according 
to new research from Apartment List.

The report says, “Over the past two and a half years, the 
rental market has been on a rollercoaster ride, as the pandemic 
has shaken up the ways that we live and work. As remote 
(work) has made proximity to the office less of a concern for 
housing choice, one result has been that the suburbs of large 
metros have been experiencing notably faster rent growth 
than the core cities that they surround,” write Chris Salviati 
and Rob Warnock in the report.

“We estimate that since March 2020, rents have increased 
by an average 19.8 percent in the core cities of large metros, 
while the suburbs of these metros have seen rents spike by 
27.2 percent,” Salviati and Warnock write.

The report says the impact of remote work on these 
changing preferences “would seem to be validated by an 
additional finding that emerges when we break down our 
suburban rent data into more granular categories.

“Namely, the fastest rent growth since March 2020 has 
been occurring in the suburbs that sit furthest from the urban 
core. For the purposes of this analysis, we have limited the 
data to 13 large metros where we have robust rent estimates 
for a wide swath of suburbs at varying distances from the 
core city.

“Among these 13 metros, the first year of the pandemic 
brought an average rent decline of 5.2 percent in the core 
cities. Over that same year, the outer-ring suburbs that sit 
more than 30 miles from the core city saw the fastest rent 
growth, with an average increase of 4.8 percent, roughly 
proportional to the decline in the core cities. Looking over 
the full pandemic period, rents in the core cities have risen by 

an average of 16.8 percent since March 2020. Over the same 
period, the near suburbs that lie within 15 miles of the core 
cities saw rents increase by 23.5 percent,” the report says.

“Meanwhile, the mid-distance suburbs (15 to 30 miles 
from the core city) experienced rent growth of 26.8 percent, 
and the farthest flung suburbs that are more than 30 miles 
from the urban core have seen the fastest rent growth at 30.1 
percent. In other words, rent growth has been progressively 
hotter moving outward in concentric rings from the urban 
core.”

sOME highlighTs:
• In the first year of the pandemic, rents in the city of 

Phoenix rose by 5.8 percent, compared to an increase 
of 7.8 percent in the metro’s surrounding suburbs.

• From the start of the pandemic to present, Phoenix 
rents are up by 33.2 percent, while the metro’s suburbs 
have seen rents rise by 34.9 percent.

• Among the 39 metros analyzed, 33 have seen rent 
growth in the suburbs outpacing that of the core 
cities. On average, rent growth has been fastest in the 
suburbs that sit farthest from the urban core.

The past two and half years “have ushered in rapid changes 
to the ways that we live and work, driving significant 
shakeups to the housing market. One such disruption has 
been a spike in demand for suburban rentals. Even before the 
pandemic, increasingly unaffordable housing costs close to 
the urban core had been pushing more and more renters to 
the far peripheries of the nation’s large metro areas, resulting 
in a proliferation of ‘super commuters.’ Spiking demand in 
the far suburbs appears to have more to do with affordability 
than with geographic preference – this trend should only 
emphasize the need for sustainable development with easy 
transit-oriented access to the urban core.”

Chris Salviati is a senior housing economist at 
Apartment List, where he conducts research on eco-
nomic trends in the housing market.  Chris previously 
worked as a research assistant at the Federal Reserve 
and an economic consultant, and he has BA and MA 
degrees in economics from Boston University. Rob 
Warnock is a senior research associate at Apartment 
List, where he examines trends in the housing and 
rental markets. Previously he worked in public health 
policy, and before that, graduated from UCLA with a 
degree in Globalization.

Outer Suburbs 
Hit Hardest by 
Rent Inflation 
Since 2020
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National rents declined by 0.2 percent over 
the course of September, marking the first 
time this year that the national median rent 
has declined month-over-month, according 
to the September report from Apartment 
List. Rents fell in 69 of the 100 largest cities.

“The timing of this slight dip in rents is 
consistent with a seasonal trend that was 
typical in pre-pandemic years. Assuming 
that trend continues, it is likely that rents will 
continue falling in the coming months as we 
enter the winter slow season for the rental 
market,” the report says.

 Apartment List points out that the recent 
rent declines are in line with the normal 
seasonal trends pre-pandemic.

“But given how atypical the market has 
been for the past two and a half years, this 
month’s return to pre-pandemic seasonality 
represents a notable shift,” according to 
Apartment List’s report. 

“Last September, rents spiked by 1.9 
percent month-over-month, as the market 
continued on an unprecedented stretch of 
record-setting rent growth which disrupted 
seasonal trends. In contrast, from 2017 to 
2019, rents fell by an average of 0.3 percent 
in September, right in line with this month’s 
decline. Assuming that this year’s trajectory 
continues to follow normal seasonal trends, 
we can expect to see additional modest 
declines in the months ahead, as rental 
market activity slows during the winter 
months.”

The slowing rent growth is being mirrored 

by continued easing on the supply side of the 
market, the report says.

“After bottoming out at 4.1 percent in 
October 2021, our national vacancy index 
has been on a trend of gradual easing. This 
month it rose to 5.3 percent and has shown 
nearly one full year of continued, albeit slow, 
improvements,” the report says.

“It’s worth noting, though, that rental 
vacancies are intertwined with housing 
availability in the for-sale market, and it’s 
possible that spiking mortgage rates are 
dampening the rebound in the rental-vacancy 
rate. High interest rates can sideline potential 
first-time homebuyers and keep them in the 
rental market longer. Two years of sustained 
rent inflation may also be incentivizing 
renters to stay put and renew existing leases 
rather than looking for new ones.”

Apartment List estimates the median 
rent of new leases signed in a given 
market and month. To capture how rents 
change over time, they estimate the ex-
pected price change a rental unit should 
experience if it were to be leased today, 
using the Census Bureau’s American 
Community Survey. The data is ex-
trapolated forward using a growth rate 
calculated from listing data and filtered 
to capture the prices at which units 
rent. Growth rates are calculated using 
a same-unit analysis similar to Case-
Shiller’s approach, comparing only units 
for which they observe transactions in 
multiple time periods, to provide an ac-
curate picture of rent growth that controls 
for changes in the available inventory.

Trend Seen as a ‘Notable Shift’
National Rents Dip for a Second Month
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The average American renter could make the switch to an 
apartment with an extra bedroom for $200 per month, according 
to a new study from RentCafé.

More than half of the job holders in the United States have the 
opportunity to work from home at least one day a week, so the 
need for ample living spaces with work space has intensified even 
more. 

Overall, over the last 10 years, the size of new apartments 
has decreased, putting more pressure on extra space and extra 
bedrooms.

“For apartment-dwellers who want more space, one simple 
solution is to upsize on the cheap. That may not be an easy thing 
to accomplish in some cities — but do not worry, we found plenty 
of places where all you’d have to do is give up a couple of pizzas 
each month for an extra bedroom,” RentCafé says in the study. 

“So, we looked at 728 U.S. cities and determined that, on 
average, it costs $199 extra per month to upgrade to an apartment 
with an additional bedroom. We then ranked the cities based on 
the lowest amount necessary to upgrade. Of these, in 83 locations 
— mostly suburbs — you could upsize for less than $100 per 
month.

“To be more specific, renters looking to upsize from a studio to 
a larger rental where the living room doesn’t double as a bedroom 
could do so just by paying an extra $71 per month.

“Furthermore, Americans living in one-bedroom apartments 
could make the move to a two-bedroom rental for an average 
extra cost of $236 per month. Meanwhile, those who already live 
in a two-bedroom apartment but need more space would need to 
take $294 per month, on average, out of their pockets,” the study 
says.

RentCafe.com is a nationwide apartment-search website 
featuring apartments and houses for rent throughout the 
United States. It regularly analyzes rental data from across 
the United States

Cost to Upgrade to Extra Bedroom/Work Space

HERE’S HOW MUCH 
IT WOULD COST A 

RENTER TO UPGRADE 
TO AN APARTMENT 
WITH ONE EXTRA 

BEDROOM IN AREAS 
AROUND SEATTLE:
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Energy efficient upgrades that 
result in happy residents and added 
value for your multifamily property.

Get started today 
pse.com/multifamily
1-866-997-9767

Free in-unit smart 
thermostats for 
properties built 
before 1986 

A free assessment is required to determine eligibility. See website for additional details.

Rental Housing JouRnal

A new survey shows that single-family renters may be 
more likely to move in the next year than apartment renters, 
and there are some key reasons why.

Property managers have more influence than they may 
think on whether renters stay in their current property or 
decide to move on, according to a new Buildium survey.

The overall survey looked at why renters like single-family 
homes, but also why two-thirds of single-family renters are 
considering moving out in 2022 or 2023. It focused on the 
role of the property manager in the stay-or-move decision.

 “The overarching consideration behind renters’ decision 
to renew their lease is their sense of value within their current 
property,” the survey said.

There are three main areas where property managers can 
make a difference in retaining tenants, according to the 
report.

• The quality of service they receive from their property 
manager or landlord;

• The condition of the property and attention paid to 
maintenance issues;

• The amenities and services that are available to them.

pROpERTy ManagERs’ inFluEnCE                  
TiEd TO sEvERal FaCTORs

Buildium says in the report, “We found property managers 
may have more influence on renters’ decision to stay or go 
than they might think: Among renters who expressed a 
desire to become homeowners in the near future, we found 
that those who are more satisfied with their current property 
are less likely to plan to buy a home right away, even if it’s 
still their goal in the long term.

“And among renters for whom price is a leading 
consideration in their decision to move, it’s not necessarily 
a simple matter of their income versus the price of rent, 
though this is certainly a primary concern in today’s market. 
It’s their perception of value—the question of whether their 
rental experience is worth the price that they’re paying to live 
there—that can push them to stay or go, particularly when 

their household’s finances are stretched thin by high prices 
for housing, utilities, groceries, gas, and other necessities.”

WhaT Can pROpERTy ManagERs dO?
Here are some key comments from the report:
• “Be proactive. Come to the residence once a year to 

see what may need fixing or updating that the renter 
hasn’t brought up.” (Age 50)

• “Fix problems as they arise, do not wait until 
something completely breaks down. Have planned 
services like HVAC exams before summer, provide 
extermination services on a planned schedule, and 
[include] yard services in [the] rent.” (Age 59)

• “Be more open-minded about using technology for 
processes if you haven’t already started using it. It 
makes things easier for your tenants and yourself.” 
(Age 26)

Property Managers Affect Whether Renters Stay or Go
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GENERAL CONTRACTOR SINCE 1968 

COMMERCIAL, RESIDENTIAL, 
INDUSTRIAL & MUNICIPAL 

Site Development • Underground Utilities 
Asphalt Grinding & Removal • Grading 

Petromat • Asphalt repairs • Subdivisions 
Parking lots • Roadways 

LAKERIDGE@LAKEPAV.COM • (253) 631-8290 
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By kaycee kisling 
The multifamily housing community is an 

industry of constant growth, creating new 
opportunities for inspired career-seekers 
every day. As demand for multifamily 
communities remains high, the influx of 
individuals to manage those communities is 
inevitable. People will always need a place 
to live, allowing a career path with great 
opportunities for education, growth, and 
financial security for those with a growth-
focused mindset. 

It is an exciting industry in which to build 
a career, but how do you navigate it for long-
term success? Here are some effective ways 
to confidently navigate your career path in 
the multifamily housing industry: 

undERsTand ThE ‘Why’ 
Understanding the “why” behind best 

practices and processes simply means 
knowing the purpose of what you are doing 
before doing it. When you take the time to 
learn reasoning, not only will you remember 
how something is done, but your advanced 
understanding will empower you to be a 
leader to others. 

How should you seek out the “why?” Be 
observant and ask purposeful questions. 
Surround yourself with mentors whose 
work you want to emulate. And as a simple, 
yet universally important tip, take notes 
and keep organized records. These tactics 
will enable you to be independent and take 
extreme ownership. 

BE inTEnTiOnal                        
WiTh yOuR lEaRning

Multifamily housing is an ever-changing 
industry – you will always be learning. 
Be intentional about how you learn, you 
can always be better than yesterday. Take 
traditional and personal education into 
your own hands. Do not wait for learning 
opportunities to arise, go and seek them out 
yourself. 

RaisE yOuR hand                        
TO TakE On ChallEngEs 

Be the one to raise your hand when 
opportunities arise, whether it be assisting 
with complex communities such as 
renovations or lease-ups, helping with new 
projects, or even offering to cover shifts at 
other communities. When you are willing to 
leave your comfort zone and take on a new 
challenge, that is when professional growth 
happens, and bigger opportunities present 
themselves. 

Raising your hand is a great networking 
opportunity and offers the chance to meet 
and learn from others within your company. 
Networking is critical in every role and 
position; taking advantage of challenges and 
raising your hand is one of the best ways 
to increase your visibility among company 
leadership. 

BE REsiliEnT and sElF-aWaRE 
The truth is, no one likes to be told no. Be 

willing to be self-reflective and lean into why 
you did not get the job or promotion. If you 
do not get an opportunity that you feel you 
are ready for, see what skills you can develop 
for your next role. Take the time to recognize 
your achievements and evaluate areas where 
there is opportunity for future growth. 
Learning how to self-reflect exemplifies 
professional maturity, resilience and loyalty. 

Navigating your career path in multifamily 
housing is not always smooth, but it is one 
that comes with great reward. Whether you 
are on the community management or service 
side of the multifamily housing industry, you 
are having a direct impact on people’s lives. 
Creating inviting home-like communities 
would not be possible without all team 
members in multifamily housing willing to 
grow professionally and personally. 

Kaycee Kisling is a Managing Director of 
Multifamily Investments at Mark-Taylor. 
A company leader for 17 years, Kisling 
was promoted from onsite operations to 
manage her extensive Class A portfolio. 

A mentor at Mark-
Taylor and within 
the industry, Kisling 
shares successful 
strategies around 
human capital, man-
agement and com-
munity operations. 

A licensed real estate agent and CPM, 
Kisling graduated from ASU, and is a 
member of the AMA and the Institute of 
Real Estate Management.

How to Navigate Your 
Career Path in the 
Multifamily Industry
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To advertise in Rental 
Housing Journal, 

call Vice President/Sales 
Terry Hokenson 

at 480-720-4385 or email 
Terry@

rentalhousingjournal.com

By RoBeRt tRuJillo                                           
HaRvaRd investments

As consumers become more discerning, with 
an increased focus on housing that enhances 
their desired quality of life, and municipalities 
more demanding of developments they’ll 
approve, multifamily developers must become 
more strategic and creative in an increasingly 
competitive market. 

Today’s traditional multifamily and single-
family rental (SFR) communities must provide 
wide-ranging amenities to earn the business and 
loyalty of those who have the means to buy but 
choose to rent and have an elevated perception of 
how their home environments should look and feel.

First-generation SFR models only had homes 
and few, if any, amenities. Often the leasing office 
was an empty unit. 

Those models quickly elevated to second-
generation SFR communities, with separate 
buildings for a clubhouse, a small leasing office, a 
fitness center, pool, etc. 

Now we’re moving to a third-generation design 
which feels very similar to suburban luxury 
apartment complexes with expansive amenity 
offerings and robust community centers. 

The challenge with these enhancements is 
offsetting the cost per unit. Typical apartment 
communities are 300 units or more but build to 
rent (BTR) and SFR are closer to the 150–200-unit 
range. Justifying a large amenity center may feel 
tough, however we’ve found it’s necessary and can 
payoff in renter retention. 

Multifamily typically has a 60 percent turnover, but 
because SFR turnover is significantly lower, amenity costs 
can be recouped. 

 For example, our First Street Ballpark community in 
Goodyear, Arizona, has a spacious 5,000-square foot club 
house with fitness center, co-working area, indoor-outdoor 
kitchens for rent, much larger resort-style pools, lap pools, 
and hot tubs. We’re building outdoor ball courts for bocce 
ball, creating rental demand. 

REquiREMEnTs OF MuniCipaliTiEs

Amenity evolution isn’t just driven by residents. Many 
cities are requiring the quality and appeal of multifamily 
to be long-lasting. They are demanding that communities 
feel more like traditional owner-occupied communities 
including more green space. This often means lower density, 
which can be financially challenging. 

adding valuE ThROugh MulTiFaMily aMEniTiEs

With these changes, existing multifamily communities 
are in a great position to remain competitive by enhancing 
existing assets. The surge of BTR has led to an increase 
in value-added amenities among traditional multifamily 
communities. 

Complexes built in the 1980s and ’90s have been upgraded 
substantially. Many were built when land wasn’t at such a 
premium, so they have more of the green space and mature 
trees renters want.

The competitive edge for existing multifamily owners is 
to use your space and use it wisely. Many have gutted the 
leasing office and converted the community space within the 
leasing office into co-working space. 

Adding dog parks to existing green spaces is another easy 
upgrade for renters who increasingly prioritize their pets – 
50-80 percent of renters now have dogs. 

Another important step would be to upgrade 
the pool to reflect the resort-like feel that draws 
residents to use the space and attracts new renters.

upgRading dEsign and FunCTiOn

In addition to the enhanced amenity options, 
developers are increasing the thoughtfulness and 
quality of the units they design, both inside and out. 

Very early on, apartments and BTR were very 
basic; BTR developers wanted to test the market and 
see if people would actually rent these new concepts 
over a traditional apartment in a three-story 
complex. The past decade has clearly demonstrated 
they will. 

Now, most SFR homes have fenced-in backyards. 
Some have sidewalks leading to clusters of homes 
with a courtyard. Generally, more thought is going 
into the way these are placed on the site, so they 
encourage community and interaction but still 
provide privacy.

Inside, developers have upgraded the finishes and 
replaced carpet with hard floor surfaces. Similarly, 
quartz countertops and stainless-steel appliances 
are now common. 

If you plan on owning your communities for the 
duration, providing materials that will last is always 
smart. 

These upgrades ensure happy renters and long-
term financial benefit for developers and property 
managers. 

Paying attention to the shifts in consumer demand as 
well as municipality requirements and answering the call to 
upgrade amenities and interior spaces pays off in the long 
run, especially as teams look to be best in class and hold 
assets for long-term profits and long-term renter loyalty. 

Robert Trujillo serves as vice president of Harvard 
Investments, overseeing the FirstStreet™ division. 

He has more than 25 years of 
multifamily development experi-
ence including previous roles in 
Phoenix; Santa Fe, N.M., and the 
southeastern United States. He 
has overseen multiple industry 
functions including land acquisi-
tion, project feasibility, planning, 
public agency entitlements, com-

munity relations, financing, environmental mitigation, 
construction management and leasing and sales.

Market-Driven Amenities Add Value 
and Help Create a Competitive Edge
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Hainsworth — keeping properties and tenants clean and happy for 55 years.

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

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

YOUR TENANTS DIRTY  
LAUNDRY, OUR PROBLEM.

ProVided By rental riFF

Dryer vents can be hazardous if not maintained 
properly. Your guide to a clear dryer vent is here!

Offering a washer and dryer, or even just hook-
ups, in your rental is a smart move. Not only can it 
increase your revenue as a property owner by 15%, 
according to a survey by the National Apartment 
Association, but it helps make your residents’ daily 
lives more convenient. Win-win right? Well, not 
so fast. These appliances require maintenance 
and the cost of failing to keep them clean and 
functioning properly could be devastating.

According to the U.S. Fire Administration, “2,900 
home clothes dryer fires are reported each year 
and cause an estimated 5 deaths, 100 injuries, and 
$35 million in property loss. Failure to clean the 
dryer (34 percent) is the leading cause of home 
clothes dryer fires.” 

How does this even happen anyway? Well, the 
hot, moist, linty air produced by clothes dryers 
escapes out of the property through the dryer 
vents. But over time, lint and dust can catch and 
build up along the walls of the vent and ducts. 
Meanwhile, the air is getting trapped and the 
clothes aren’t drying. Add heat from an overworking 
appliance and you’ve got yourself a recipe for 
disaster.

So don’t be a statistic! As a property owner, 
do yourself a favor and avoid the fire hazards by 
cleaning out your properties’ dryer vents at least 
once per year. If you’re not sure when the dryer 
vent was last cleared, ask your residents to watch 
out for warning signs that could indicate you’re 
overdue for a cleaning, like a noticeable burning 
smell, clothes taking longer than usual to dry, 
or skyrocketing energy bills due to the dryer’s 
inefficiency.

Now that we’ve covered the importance of why 
you need to clear the vent, let’s go over how exactly 
to do it. Here’s a simple step-by-step guide on how 
to unclog your dryer vents:

• If you have an electrical dryer, unplug the 
machine, or if it’s a gas dryer, simply turn the 
supply valve off.

• Pull the dryer away from the wall about one 
foot or so.

• Disconnect the duct from the back of the 
dryer.

• Vacuum out the vent with a vacuum cleaner 
or shop vac.

• Vacuum out the duct or use a dryer duct 
cleaning brush.

• Now locate the vent on the exterior of the 
property and remove the cover.

• Vacuum the exterior vent.
• Once you’ve concluded that all lint and debris 

has been removed from the vents, and that 
no damage has been made and all safety 
codes are followed, go ahead and put it all 
back together.

• Reattach the vent cover outside.

• Reattach the duct to the back of the dryer.
• Plugin (if electric) or twist the valve open (if 

gas).
• Push the appliance back toward the wall.
• It’s a good idea to test that everything 

is secured properly and functioning 
appropriately while you’re still on-site, so a 
best practice would be to test the tumble air 
dry function for a few minutes before you jet.

There you have it! Remember, educating your 
residents on lint build-up prevention is also key. 
By keeping the area around the dryer clean and 
regularly cleaning the dryer screen before every 
use, not only will your residents’ clothes look better 
and dry faster, but they will also be helping you 
protect your property.

If you have questions and concerns about your 
property or desire an alternative to expensive 
property management fees, reach out to RentalRiff 
today.

Founded in 2020 by Phil Schaller, an experienced 
startup operator and landlord, and Pete Hanks, 
a Seattle-based general contractor, RentalRiff’s 
mission is to change the way small rental properties 
are managed. Their solution allows landlords to be 

hands-off while knowing 
the property is well-cared 
for - it also provides tenants 
with a tremendous support 
system, all for a fraction of 
the cost of hiring a property 

manager. The service is based on a system 
developed by the founders to manage their own 
rental properties.

www.rentalriff.com | hello@rentalriff.com

 (541) 600-3200

Step-by-Step Guide: Unclog a Dryer Vent
Sponsored Content
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5 reasons to use  rentegration
1. Access - Rentegration.com is a web 
based, multi-user software offering cus-
tomers 24/7 access to forms generation, 
archives, property management data-
base, basic accounting, vendor ordering 
and other services.  

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

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

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

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

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

ADDRESS: ____________________________________________________ UNIT: _________

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

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

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

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

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

WA-RTG-40 Washington

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

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

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

Towel BarsCleanliness
Sink & Vanity

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

Smoke Detectors

OR-RTG-20 Oregon

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

PET AGREEMENT
TENANT INFORMATION

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

DESCRIPTION OF PET(S)

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

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

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

Additional Security Deposit Required:$           

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

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

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

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

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

ADDRESS: ________________________________________________UNIT: ______________

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

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

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

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

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

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

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

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

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

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

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

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

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

uNaCCePTaBLe CoLor uSaGe

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

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

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

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

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

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

REASONS TO  
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

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

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

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com

Call Vice President/Sales Terry Hokenson
 at 480-720-4385 or email 

Terry@rentalhousingjournal.com
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Specializing in Condominiums and Multi-Unit Apartments 

•  ReP-airs
•  P.roblem vents
•Biro nests
•  Bird guards

425-398-5001 DRYERVENTCLEANING.COM 

THE DRYER VENT CLEANING EXPERTS 

The go-to 
periodical 

for property 
management 
professionals 

and multifamily 
investors doing  

business in Seattle 
and Washington

Rental Housing JouRnal

The St. Paul (Minnesota) City Council has rolled back 
some key provisions of the city’s rent control ordinance, once 
described as the strictest in the nation.

The changes are in response to a citizen-authored rent 
control ordinance that caps annual rent increases at three 
percent, which voters approved last fall.

With pressure from landlords and developers, the city 
voted 5-2 to change provisions to allow landlords to raise 
rents by eight percent plus inflation when a tenant moves out, 
according to reports. 

The city’s changes also allow a rent control exemption 
for any building constructed in the past or next 20 years, 
according to Minnesota Public Radio.

Developers and landlords had advocated for changes to 
the three percent cap, saying the strict rent control ordinance 
will discourage owners from making repairs and hinder new 
construction.

Technically, the three percent cap on annual rent increases 
will not change, but the council voted to make inflation an 
explicit reason for landlords to be granted an exemption 
under their “right to a reasonable return” on investment.  

The council also approved new rules requiring landlords to 
inform tenants if their apartment is covered by rent control, 
and for tenants to be notified when their landlords apply for 
exemptions in order to give them time to appeal the increase, 
according to reports.

The changes will take effect on Jan. 1, 2023.

“This ordinance adds additional protections and 

notifications for tenants, it keeps the three percent annual 
increase, it provides more flexibility for property owners 
to reinvest in their property,” said Chris Tolbert, the 
council member who proposed changes to the ordinance, to 
Minnesota Public Radio.

St. Paul Mayor Melvin Carter has said he’ll sign the 
changes to the ordinance.

The citizen-authored rent control ordinance passed with 
53 percent of the vote, however without city input.

Council members and city staff frequently voiced their 
frustration with the policy that was drafted and approved 
without their input and over the objections of most council 
members, who have advocated for more construction and 
government subsidies over administratively burdensome 
price controls

St. Paul Rolls Back Part of Rent Control Law

As with anything outside the normal 
transaction, there are some rules to be 
aware of that vary from state to state, so we 
always advise consulting your local landlord 
attorney on what works best for you.  With 
evictions on the rise, please review the 
following  guidelines of which to be aware if 
presented with this unique way of collecting 
rent.  

WhaT pREpaid REnT is nOT

Sometimes the best way to understand 
what something is, is to understand what it 
isn’t.  In this case, prepaid rent is not:

• A substitute for criminal and credit 
background screening checks.  
Always adhere to your criteria in 
every situation and do not be tempted 
to change a “denied” applicant with 
disqualifying criminal or credit 
history into an “approved” as a 
response to their offer to prepay rent.  

• A security deposit:  Most states limit the security 
deposit to 1.5 times to 2 times the monthly rent.  
However, there is normally not a cap on prepaid rent 
amounts.

• A holding account for your tenant to use when they 
need funds:  The tenant must understand that they 
forfeit rights to this money until it has all been used 
to cover the agreed-to payments for the agreed-to 
rental term.

• A source of funds for tenant late fees, court fees, or 
attorney fees.  

As an example, if you collect $6,000 in prepaid rent and 
the rent is $1,000 per month, you have six months’ rent.  
Nothing more, nothing less.    

lOOking FOR vOlunTEERs

Don’t go running out and start shouting from the rooftops 
that you are now accepting prepaid rent for your property.  
In every state this will immediately get you in trouble.  The 
key word to understand when discussing prepaid rent is 
voluntary.  I can’t stress this enough; the tenant must initiate 
any and all conversations regarding prepaid rent.  Any 
mention of it by you as the landlord could be considered 
coercion, and that will get you an automatic loss in court.  

gET iT in WRiTing    
If your tenant initiates a conversation about prepaid 

rent, make sure before collecting any monies that you have 
the agreement in writing.  Ideally you would have this 
included and agreed to in your lease.  If that’s not possible, 

we recommend creating an addendum that 
should be signed by both parties.  You can 
receive a free copy of our recommended 
addendum language by requesting it from 
info@rentperfect.com.

MOnEy ManagEMEnT

As recommended earlier, it is a best 
practice to create a separate account for each 
property where you can hold any prepaid rent.  
Two important things if you accept prepaid 
rent are: 
1. If — and only if — a tenant is evicted 
from the property, you can use any remaining 
prepaid rent to pay for expenses related to the 
property that exceed the security deposit, and
2. No refunds of excess funds are considered 
returnable until the lease/contract has been 
completed and all accounting is completed.  

Let me reemphasize that the security 
deposit and any prepaid rent are completely 

separate and should be managed in a way that you can verify 
their independence.  

Ideally, every one of your tenants would come to you 
financially qualified with a crime-free history and no record 
of evictions.  In reality,  we know that many of your applicants 
may present issues that disqualify them from being the 
ideal tenant.  If they offer to prepay their rent, use this as a 
reference point and counsel with your landlord attorney to 
ensure you are following your local and state laws.   
Scot Aubrey is vice president of Rent Perfect, a private 
investigator, and a fellow landlord who manages short-
term rentals.  Subscribe to the weekly Rent Perfect 
podcast (available on YouTube, Spotify, and Apple) to 
stay up to date on the latest industry news and for ex-
pert tips on how to manage your properties.

Continued from Page 1

Gauging the Perks and Pitfalls of Prepaid Rent
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family sector for the second month in a row 
in September. The average single-family 
asking rent decreased by $7 to $2,081, while 
year-over-year growth dropped by 170 basis 
points to 7.8 percent. Overall occupancy also 
decreased 10 basis points, to 1.1 percent.

“The cooling economy is beginning to 
show its effect on multifamily. However, key 
fundamentals remain strong,” Yardi Matrix 
says in the report.

“Rent decreases continue to be 
concentrated in high-end lifestyle units, 
which dropped 0.3 percent nationally in 
September. 

“Rents increased 0.2 percent for renter-by-
necessity units and stabilized nationally for 
all units. 

“Despite the flattening rent growth, much 
about the market remains positive. National 
asking rents are still at record highs, and 
national occupancy rates have been hanging 

around 96 percent since June of 2021.”

Yardi Matrix has two new additions to its 
monthly report, lease-renewal percentages 
and rent-to-income ratios in top metros.

• Monthly lease renewals increased 
in August after falling each month 
since February of this year. With the 
Fed hiking up interest rates, buying 
a home has grown out of reach for 
many, and renewal rent growth, while 
high, is typically lower than rent 
growth for a new lease.

• National rent-to-income ratios for all 
units were 29.0 percent in August, 9 
basis points higher than July.

“The outlook for multifamily remains 
strong, although the market may be coming 
to an end of its extraordinary run of rent 
growth. 

“Demand is slowing as migration and 
household formation drop to normal levels,” 
Yardi Matrix says.

Continued from Page 1

JOIN THE OLDEST & LARGEST
Landlord Association in Washington!

www.walandlord.org

What WLA Offers:

• A Limited Free Attorney Helpline

• Vetted Landlord Forms

• Monthly Educational Meetings

• Newsletters

• Strong Lobby Presence

•

• Four offices to answer your landlord-
   related questions. See locations below.
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Membership 
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2302 Rucker Ave. #4, Everett, WA 98201
P: 425-353-6929 | everett@walandlord.com

123 Fir Street, Olympia, WA 98506
P: 360-350-0753 | olympiaoffice@walandlord.com

645 4th St. #204, Bremerton, WA 98337
P: 360-479-1683 | bremerton@walandlord.com

4301 Pine Street, Suite 90, Tacoma, WA 98409
P: 253-314-5241 | tacoma@walandlord.com

WLA Office Locations: Everett, Olympia, Bremerton & Tacoma

We have updated 
Rental Notices 
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Changes to the 

Statewide 
Landlord - Tenant 

Laws!

Future-proof  
your laundry.

Keep your residents happy with WASH’s  
digital laundry room solutions.  
 Mobile pay, credit card and laundry card options 

  Unparalleled security

 Fewer service calls, vandalism and theft

 Refunds, service requests, payments and more 
through the WASH-Connect mobile app

Ditch the quarters and choose mobile pay!

Visit wash.com/mobile or call 
800.777.1484 to future-proof 

your laundry room today!
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Rents ‘Hit Brakes’ After 
18-Month Growth Streak

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.
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