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Colorado apartments and their residents contribute 
$60.9 billion to the state economy annually, supporting 
310,00 jobs, according to the new Hoyt Advisory Council 
study.

Spending from Colorado’s apartment residents 
contributes $54 billion to the local economy each year,  
including $6.2 billion in taxes and creating 285,000 jobs.

Apartment demand is growing and the industry needs 
to keep up. However, producing enough new apartments 
to meet demand requires new development approaches, 
more incentives and fewer restrictions.

Colorado needs to build 7,000 new apartment homes 
each year to meet demand. Apartment construction 
contributes $3.3 billion to Colorado’s economy annually, 
creating 15,000 jobs.

Overall, apartments contribute $3.4 trillion to the U.S. 
economy and support 17.5 million jobs, according to the 
report.

The Hoyt Advisory Study was commissioned by the 
National Apartment Association (NAA) and National 
Multifamily Housing Council (NMHC).

Resident spending contributes $3.0 trillion to the U.S. 
economy, while operations adds $175.2 billion. New 
construction contributes $150.1 billion and renovation 
and repair adds $68.8 billion.

Highlights from the report include:

Apartment Industry Contributes 
$60 Billion to Colorado Economy

apaRtMent list

Denver rents remained fl at over the 
month of August; however, they are up 
slightly by 1.1% year-over-year, according 
to the most recent report from Apartment 
List.

Currently, median rents in Denver stand 
at $1,078 for a one-bedroom apartment 
and $1,365 for a two-bedroom.

Denver’s year-over-year rent growth 
lags the state average of 1.7 percent, as 
well as the national average of 1.5 percent.

Throughout the past year, rent increases 
have been occurring not just in the city of 
Denver, but across the entire metro. 

Denver Rents Steady Over Month
Increases Occuring Throughout Entire Metro During Past Year

Are Ceiling 
Fans in 
Rentals 
Worth It?
Keepe

Are ceiling fans in your rental 
property worth the cost and do they 
help save energy for the landlord or 
tenants is the maintenance tip this 
week from Keepe.

Yes, they can save energy.  If you 
have air conditioning in your rental 
property, then you probably know that 
it is responsible for about 25 percent of 
all energy consumption.

If you have ceiling fans and air 
conditioning operating, you can turn 
your thermostat up by four degrees 
without losing comfort. By using this 
method, landlords and tenants can 
lower energy bills.

CAN CEILING FANS REPLACE AIR 
CONDITIONING?

No. Fans don’t actually cool a room, 
they create a wind-chill effect that 
makes it feel cooler without lowering 
the temperature of a room. If the room 
is already extremely hot, ceiling fans 
will be pushing hot air around the 

See ‘Be Aware’ on Page 7

See ‘Rents’ on Page 11

See ‘Multifamily’ on Page 11
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Questions to Ask When Investing in DSTs
BY STEVE HASKELL
Vice President, Kay Properties and 
Investments
Investors often approach Kay Properties and 
Investments to expand their investment re-
search into Delaware Statutory Trusts (DSTs) 
after speaking with a friend, registered rep, or 
advisor about the opportunity. Unfortunately, 
we continue to discover that whoever is ad-
vising the client has been providing incorrect 
or incomplete information. DSTs are sophis-
ticated investment vehicles that require a 
niche expertise. We have developed a series 
of questions for investors to ask their DST 
provider to help prevent making ill-advised 
investment decisions potentially detrimental to 
their family’s financial security.
HOW MANY INVESTMENTS HAS THE AD-
VISOR MADE INTO DSTs?
Not all experience is created equal when a 
DST provider says they have years of expe-
rience, they often mean that they have com-
pleted a small number of DST investments 
over many years if investment related experi-
ence. We do not consider this to be accept-
able when investing in DSTs. A Kay Proper-
ties licensed team member is often involved 
in more DST exchanges in a single year than 
many DST providers do in their entire career. 
It is critical for a DST provider to see various 
types of deals and DSTs in order to gain an 
understanding of the potential risks to avoid 
and help the client capture potential opportu-
nities. Oftentimes, the DST provider just lacks 
the experience necessary to advise the client 
on DSTs.
HOW MANY SPONSORS DO YOU CARRY 
ON YOUR PLATFORM?
Many DST providers do not have the time 
and resources to research the DST sponsor 
companies in the industry. Therefore, they 
rely on the few large companies in the indus-
try with resources to spend on marketing, 
fancy lunches, and a suave financial advisor 
wholesaler network (the DST sponsor com-
pany sales people that meet with financial 
advisors and pitch them their companies DST 
products and in turn the financial advisor then 
pitches the DSTs to his or her clients). As a 
result, the client may miss out on other DST 
investments potentially more suitable for the 
client. We often find that clients over concen-
trate by placing large exchanges in just 1-3 
DSTs, when the client would be more suited 
diversifying into 5-10 DSTs. The lack of DST 

1031 options on the DST provider’s platform 
is often misrepresented by the DST provider. 
They claim, “these are the only properties that 
passed their due diligence” when in actuali-
ty their lack of options is the result of lack of 
business volume necessary to put the time, 
effort and resources into analyzing and visit-
ing the many different DST properties for sale 
by the many DST sponsors in the space.
WHY DID YOU SELECT TO REPRESENT 
THOSE SPONSORS ON YOUR PLAT-
FORM?
We often hear from clients that their DST 
provider told them to go with a specific 
sponsor due to their track record and time 
in the industry. However, the DST provider’s 
due diligence is often limited to the marketing 
material and sales pitches of those few DST 
sponsor companies. Often, the reason DST 
providers carry a certain sponsor on their 
platform has more to due with the sponsor’s 
marketing budget than it does with the qual-
ity of the DST. Kay Properties due diligence 
and analysis team conducts due diligence 
on every DST it carries on its platform. This 
includes asset class rejection of risky assets 
such as hotels and senior care facilities (Kay 
Properties will not offer these asset classes 
to our clients), mystery shopping each prop-
erty, 3rd party reports and market analysis, 
sensitivity analysis and stress test on cash 
flow assumptions, and lease audits. Many 
financial advisors selling DSTs are only one or 
two man/woman shops that do not have the 
resources to internally do this level of analysis 
and underwriting which in turn may leave their 
investors to pay the price for lack of diligence.
HAS THE SPONSOR EVER MISSED PRO-
JECTIONS OR SOLD A PROPERTY FOR 
LESS THAN WHAT THEY PURCHASED 
THE PROPERTY?
When inquiring about Sponsors track record, 
many advisors will only provide general and 
often ambiguous statistics that require un-
packing to understand. The client should ask 
her advisor how many times the sponsor sold 
a property for less than they purchased the 
property. It is also important to find out how 
many of the Sponsor’s DSTs have missed 
their cash flow projections. For example, we 
often see a Sponsor display a positive Annual 
Rates of Return (ARR), which includes both 
cashflow as well as property appreciation av-
eraged over the lifetime of the DST. However, 
they often refrain from informing their clients 
that that the asset was actually sold at a lower 

price than it was originally purchased.
SHOULD I DIVERSIFY MORE?
It would be suspicious if an advisor encour-
aged her client to invest all his money into 
one stock no matter how exciting the projec-
tions. This same wisdom applies to DSTs. 
Kay Properties and Investments encourages 
our clients to diversify by asset type, asset 
class, geography, and sponsor. Additionally, 
investing in one DST with multiple properties 
does not equate to a well-diversified portfolio 
as we have seen portfolio DSTs whereby one 
bad property dragged down the returns of the 
entire portfolio. We have also seen some very 
credible sponsors choose bad properties 
that end up performing poorly for investors. 
Therefore, it is always prudent to diversify 
across multiple sponsors and offerings. Real 
estate is risky, an investor can lose their entire 
investment. Diversification is critical to miti-
gating risk, especially in DSTs. Diversification 
does not guarantee profits or protect against 
losses.
MY MORTGAGE IS PAID OFF… SHOULD 
I REALLY BE LEVERAGING INTO DSTS 
WITH DEBT AT MY AGE? WHAT HAPPENS 
IF I WANT TO BE DEBT FREE LATER?
Most DST properties in the market are lever-
aged at approximately 50-60% Loan to Value. 
This is fine for investors needing to replace 
debt due to the 1031 exchange guidelines, 
however for those investors that are selling 
their properties debt free we would advise a 
cautious approach. If the debt free investor 
exchanges into leveraged DSTs, then they 
now have the risk of foreclosure and a much 
higher risk of complete loss of their invested 
principal. Additionally, when the DST prop-
erty sells in the future, they will then have 
to purchase equal or greater value if they 
choose to do another 1031 exchange. They 
now no longer have the luxury of staying debt 
free. Many investors want to reduce their risk 
potential, unfortunately we see many finan-
cial advisors forcing their clients into DSTs 
with high leverage. This is often because the 
financial advisor does not have any debt free 
DST products available. If you already paid 
off your property you would be well advised 
to stay debt free and only purchase all-cash 
debt free DSTs.
For free consultation with a licensed pro-
fessional at Kay Properties and Invest-
ments, email steve@kpi1031.com or call 
760.533.7820.

About Kay Properties and Investments, LLC:
Kay Properties and Investments, LLC is a national Delaware Statutory 
Trust (DST) investment firm with offices in Los Angeles, San Diego, 
San Francisco, Seattle, New York City and Washington, D.C. Kay 

Properties team members collectively have over 114 
years of real estate experience, are licensed in all 50 
states, and have participated in over $7 billion of DST 
real estate. Our clients have the ability to participate in 
private, exclusively available, DST properties as well 
as those presented to the wider DST marketplace, 
with the exception of those that fail our due-diligence 

process. To learn more about Kay Properties please visit www.kpi1031.
com.
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 confi-
dential Private Placement Memorandum (the “Memorandum”). Please 
read the entire Memorandum, paying special attention to the risk sec-
tion prior to investing. This article contains information that has been 
obtained from sources believed to be reliable. However, Kay Properties 
and Investments, LLC, WealthForge Securities, LLC and their repre-
sentatives do not guarantee the accuracy and validity of the informa-
tion herein. Investors should perform their own investigations before 

considering any investment. 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 intended as tax or legal advice.
There are material risks associated with investing in real estate, 
Delaware Statutory Trust (DST) properties and real estate securities, 
including illiquidity, tenant vacancies, general market conditions and 
competition, lack of operating history, interest rate risks, the risk of new 
supply coming to market and softening rental rates, general risks of 
owning/operating commercial and multifamily properties, short-term 
leases associated with multi-family 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. Po-
tential cash flow, potential returns and potential appreciation are not 
guaranteed. For an investor to qualify for any type of investment, there 
are both financial requirements and suitability requirements that must 
match specific objectives, goals and risk tolerances.
Securities offered through WealthForge Securities, LLC. Member 
FINRA/SIPC. Kay Properties and Investments, LLC and WealthForge 
Securities, LLC are separate entities.
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BY ERIN CROWLEY

ASSET PRESERVATION, INC
There are only a few ways to receive special tax 

treatment on the sale of real estate. One is IRC 
Section 121 (“primary residence” exemption), for 
those who qualify and another is IRC Section 1031 
tax deferral on the exchange of investment property 
that qualifi es under Section 1031 and the Treasury 
Regulation guidelines.

But what if a taxpayer lives in one of the units of 
their multi-family property; or a farmer who lives in 
a modest house on a larger working farm; or a retail 
shop owner who lives in the unit above their shop? 
These are not uncommon situations in Colorado. 
Before we jump into the intersection where both IRC 
Section 121 (primary residence) and IRC Section 
1031 (investment or business property) meet, let’s 
take a look at the highlights for each of these two 
tax code provisions

HIGHLIGHTS OF SECTION 121 PRINCIPAL 
RESIDENCE PROPERTY (TAXPAYER LIVES IN THE 
PROPERTY):

• Tax exclusion
• The taxpayer must use the property as a 

principal residence for two out of the last fi ve 
years prior to the sale

• The use as a principal residence does not 
need to be in concurrent months; 

• Exclusion of $250,000 of gain for single fi lers 
and $500 ,000 of gain for married taxpayers 
fi ling jointly;

• The §121 exclusion is only available once 
every two years;

• Second homes and vacation hones do not 
qualify for §121 tax exclusion

HIGHLIGHTS OF A §1031 EXCHANGE PROPERTY 
(TAXPAYER USES PROPERTY FOR TRADE OR 
BUSINESS OR THE PROPERTY IS HELD FOR 
INVESTMENT):

• Tax deferral;
• The taxpayer must hold both the relinquished 

and the replacement property for use in a 
trade, business or the property must be held 
for investment (called “like-kind” property);

• The taxpayer cannot receive the cash 
proceeds from the sale and must engage a 
qualifi ed intermediary (QI) prior to the closing 
to structure a valid §1031 exchange;

• There are strict rules for deferral including 
45/180 day time deadlines in the delayed 
exchange format along with other 
requirements such as reinvesting the entire 
net equity and having the same or greater 

amount of debt to obtain full tax deferral. 
So, in a situation where the taxpayer resides 

in a “mixed use” property which is part primary 
residence and part business or investment property, 
the taxpayer can take advantage of both tax codes 
respectively upon the sale in a “split treatment” 
transaction. Here are two examples:

EXAMPLE #1: THE SALE OF A FOUR-UNIT 
PROPERTY (FOURPLEX)—PART RESIDENCE; PART 
RENTAL PROPERTY

The taxpayer owns a 4-unit multifamily property 
in which they have rented three units (§1031) for the 
past four years and where they have also lived in the 
remaining unit as their principal residence (§121) for 
the past four years (meeting the requirement under 
§121 to have used as a principal residence for at 
least two of the past fi ve years). The property is sold 
to a buyer and the taxpayer receives a portion of 
the sale attributed to the principal residence portion 
(§121) and obtains tax exclusion up the Section 121 
threshold amount and has a QI engaged to prepare 
the necessary §1031 exchange documents and 
hold the net proceeds from the sale of the three 
rental units to proceed with a §1031 exchange into 
like-kind replacement property, thus obtaining tax 
deferral on the three rental units

Sale of a Fourplex   
3 units rented
1 unit primary residence
-1031 = ¾ or 75%
-121    = ¼ or 25%
• A split treatment transaction involves a 

property used partially as a principal 
residence and partially in a business or 
investment purposes;

• The taxpayer must work with their tax advisor 
to allocate the portion used as a principal 
residence for tax exclusion under §121 and 
the remaining portion qualifying for §1031 
exchange deferral;

• The taxpayer can receive the sale proceeds 
directly from the closing on the principal 
residence allocation of the transaction;

• The taxpayer must have a QI in place for the 
§1031 exchange portion of the transaction 
(i.e. the portion allocated to business or 
investment.) The QI will receive the portion 
of the sale proceeds for the business or 
investment portion and the QI will acquire like-
kind replacement property pursuant to the 
§1031 exchange rules and requirements. The 
taxpayer must meet all other requirements 
necessary for a §1031 exchange.

EXAMPLE #2: THE SALE OF A 100-ACRE FARM/
RANCH WITH THE ALLOCATION OF A PRIMARY 
RESIDENCE ON 5 ACRES

The taxpayer has owned a 100-acre working farm 
for the past four years and has lived in the farm house 
on the property. The minimum amount of acres for 
a primary residence allowed by the county in which 
he resides is fi ve acres. The property is sold to a 
buyer and the taxpayer receives the portion of the 
sale attributed to the principal residence portion, 
principal residence and fi ve acres of land (§121) 
and has a QI engaged to hold the net proceeds 
from the sale of the farm land portion 95 acres, with 
a §1031 like-kind replacement property.

• This is an example of a split treatment 
transaction involving a property used partially 
as a principal residence and partially for a 
farm;

• The taxpayer and their tax advisor must 
allocate the portion used as a principal 
residence for tax exclusion under §121 and 
the remaining farm land portion qualifying for 
a §1031 deferral;

• The taxpayer can receive the sale proceeds 
directly from the closing on the principal 
residence allocation of the transaction;

• The taxpayer must have QI in place for the 
§1031 exchange portion for the transaction 
(i.e. the portion allocated to ranch land). 
The QI will receive the portion of the sale 
proceeds from the farm land portion and the 
QI will acquire like-kind replacement property 
pursuant to the §1031 exchange rules and 
requirements. The taxpayer must meet all of 
the other requirements necessary for a §1031 
exchange.

• Farm and ranch transactions can often 
include both personal and real property. 
The taxpayer’s tax advisor should review the 
allocations to make certain real property is 
exchanged for like-kind real property and, in 
the event of a farm/ranch transaction involving 
signifi cant personal property that the personal 
property allocations are reviewed on both the 
sale and purchase sides of the transaction.

NOTE: Asset Preservation, Inc. as a Qualifi ed 
Intermediary does not provide tax or legal advice. 
Taxpayers should seek advice from their own tax 
and legal counsel regarding their specifi c situations.

Erin Crowley is the Division Manager for Asset 
Preservation, Inc., a national Qualifi ed Intermediary.  
Contact: 844-273-1031 toll free; 720 648-3512 —
cell; erin@apiexchange.com — email;
www.apiexchange.com — website.

Split Treatment 1031 Exchange Transactions: 
Use 2 Tax Code Sections to your Advantage (§121 & §1031)
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Keepe

Replacing rental housing appliances can present serious 
budget questions, so how do you know when to fix and when 
to replace appliances?

Rental housing appliances can be major expenses for 
landlords and property managers, and it can be a stressful 
time on the budget when the time comes to repair or replace 
appliances.

Because of the high costs, it’s important to know what 
you’re doing when it comes to repairing or replacing your 
home appliances.

Before even looking at which parts are broken, think about 
these 3 questions in replacing rental housing appliances:

NO. 1 – HOW OLD IS THE APPLIANCE?
Typically, the rule is to replace appliances that are more 

than halfway through their life span and if the cost of repair 
is more than half of the original cost. This is called the 
“50-Percent Rule.”

NO. 2 – DO YOU NEED A MORE ENERGY-EFFICIENT 
APPLIANCE?

There should be a black-and-yellow Energy Guide label 
attached to every appliance. If the old appliance has low 
energy efficiency, it may be time to consider replacing it to 
save money in the long run. Tenants will appreciate it if they 
are the ones paying utility bills.

Some appliances carry an Energy Star label. These labels 
certify that the appliance is energy efficient and uses about 20 
percent less energy than standard models

NO. 3 – DO YOU AND YOUR TENANTS LIKE THE 
STYLE?

Style is a completely personal preference and depends on 
the unit and your tenants’ preferences.

If you want coordination to keep the style of an upper-
end rental, it is advised to replace everything at once to 
keep the design consistent. If you have recently replaced the 
refrigerator and the dishwasher is looks outdated compared 
to the fridge, it may be time to replace the dishwasher to keep 
the look cohesive throughout the kitchen.
Keepe is an on-demand maintenance solution for property 
managers and independent landlords. We make hundreds 
of independent contractors and handymen available for 
maintenance projects at rental properties in the Greater 
Seattle, Greater Phoenix, Greater San Francisco Bay 
and Greater Portland areas. We’re also expanding. Learn 
more about Keepe at http://www.keepe.com

Is it Time 
to Repair 
or Replace 
Appliances? 

AVERAGE 
LIFE SPAN 
OF MAJOR 

APPLIANCES
Compactor: 6 years
Dishwasher: 9 years
Disposal: 12 years
Dryer: 13 years
Electric range: 13 years
Exhaust Fan: 10 years
Freezer: 11 years
Gas Range: 15 years
Microwave: 9 years
Range hood: 14 years
Refrigerator: 13 years
Washer: 10 years

SOURCE: HouseLogic

7 signs that mean it 
is time to consider 

replacing rental housing 
appliances

1. A dryer is emitting smoke
2. Rust on the sides of an oven
3. Fridge compressor isn’t 

running
4. A washer won’t spin or clothes 

are not getting clean
5. A dishwasher stops its cycle 

before fully finished
6. The appliance won’t turn on
7. High water/electricity bill

Rental Housing JouRnal

The owners and manager of a 
condominium complex in Gunnison, 
Colo., have been charged with 
discriminating against families with 
children in violation of the Fair Housing 
Act according to a release from the 
U.S. Department of Housing and Urban 
Development (HUD).

The charge further alleges that the 
condominium management team refused 
to rent a unit to a fair housing tester who 
claimed to have a 4-year-old child. Read 
HUD’s charge.The HUD complaint states, 
“advertisements for the subject property 

published in the Gunnison County 
Shopper stated, “1 or 2 people max, both 
over 40 years of age, no exception.”

The tester informed the apartment 
manager that the apartment would be 
for herself and her 4-year-old daughter. 
The manager “told the tester the subject 
property was an older community, that 
they like to keep the community rules, 
and she did not think she could bend 
the rules for her.” The Fair Housing 
Act makes it unlawful to deny or limit 
housing because a family has children 
under the age of 18 or to make statements 
that are discriminating against families 

with children.

“It’s difficult enough for families to 
find suitable housing without having 
their options further limited because they 
have children,”  said Anna María Farías, 
HUD’s Assistant Secretary for Fair 
Housing and Equal Opportunity, in the 
release. This action “reinforces HUD’s 
commitment to taking appropriate action 
against housing providers that engage in 
unlawful practices.”

The case came to HUD’s attention 
when Denver Metro Fair Housing Center, 
a HUD Fair Housing Initiatives Program 
agency, filed a complaint alleging that 

the owners of the condominium complex 
discriminated against families with 
children when they posted ads in a local 
newspaper. 

“The Fair Housing Act has prohibited 
‘adult-only’ housing since 1989. HUD will 
enforce the law against housing providers 
that unlawfully keep out families with 
children,” said Paul Compton, HUD’s 
General Counsel, in the release.

The charge will be heard by a United 
States Administrative Law Judge unless 
any party elects for the case to be heard 
in federal court. 

Colorado Landlords Charged with Bias Against Families with Children
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High Demand 
for Apartment 
Maintenance 
Technicians 

Source: NAA Research; Burning Glass Technologies; Data as of July 31, 2019; Not Seasonally Adjusted

Total Job Postings in Apartment Industry 
in July 2019 (% of Real Estate Sector: 41.1)

Property
Management

2,3062,8572,263

VA Beach 56.7%
Denver 54.8%
Kansas City 53.6%
Nashville 52.9%
Indianapolis 52.7%

% Apartment Jobs of 
Total Real Estate Jobs 
in Top MSAs*

LeasingMaintenance

9,419

%Job Postings by
Major Category7,426

For Top MSAs**
Time to Fill

Apartment Jobs
Snapshot

July 2019

*MSAs with 100 or more apartment job postings

**Based on historical information; weighted average 
   based on positions with 100 or more postings

Leasing
Consultant

1,473 Maintenance
Technician

1,232 Property
Manager

874 Assistant 
Property Manager

463 Community
Manager

441

Indianapolis  40.4 Days
Nashville 38.3 Days
Kansas City 37.4 Days

VA Beach 34.5 Days
Denver 33.3 Days

Spotlight Maintenance 
TechnicianLast 6 Months

Specialized/ 
Required Baseline 

Preventive Maintenance

Top Skills

Communication Skills

Troubleshooting

Physical Abilities

Detail-Oriented

Plumbing

Repair

HVAC

Carpentry

Painting

Nashville

Charlotte
San Francisco

Orlando

Philadelphia

2.5
2.0
1.8
1.7
1.2

Location Quotient***

$34,609
$34,482
$38,588
$33,670
$40,174

Market Salaries****(Highest Location Quotients)
Top MSAs

***Location quotients display concentrations of demand within MSAs. U.S-wide average demand equals 1.0; a location quotient of 1.5 indicates 50% higher demand 
     than the US average. 

Market Salary 
(90th Percentile)****

$36,904

Earnings

****Market salary is calculated using a machine learning model built o� 
of millions of job postings every year, and accounting for adjustments 
based on locations, industry, skills, experience, education requirements, 
among other variables. Salaries in the 90th percentile are displayed 
due to the tightness of the labor market.  
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due to the tightness of the labor market.  

national apaRtMent association

Apartment maintenance technician jobs are in 
high demand according to the latest jobs report 
from the National Apartment Association (NAA).

Across the country, apartment-maintenance 
technician jobs show up in the tight labor market 
with pay of $36,904.

Property managers and landlords are looking 
for and requiring base skills in the apartment-
maintenance technician jobs of:

• Preventative maintenance
• Communication skills
• Troubleshooting
• Detail-orientation
• Physical abilities

There are also specialized skills, such as 
plumbing and carpentry, that are needed on top of 
these basic skills.

DEMAND FOR WORKERS CONTINUES TO RISE

Healthy levels of new construction coupled 
with the summer leasing season led to increased 
demand for apartment workers in July, according 
to the NAA report.

More than two out of fi ve positions available 
in the real estate industry were in the apartment 
sector.

Denver is the only metropolitan area that has 
ranked in the top fi ve for demand every month this 
year.

Nashville and Charlotte were showing the 
greatest concentration of maintenance technician 
jobs in the July report.

Given the high demand for maintenance techs 
across the country, market salaries shown refl ect 
the higher end of the pay scale.

JOBS REPORT BACKGROUND

The NAA jobs report focuses on jobs that 
are being advertised in the apartment industry 
as being available, according to Paula Munger, 
Director, Industry Research and Analysis, for 
the National Apartment Association’s Education 
Institute. 

“Our education institute is a credentialing body 
for the apartment industry. They hear often that 
one of the biggest problems keeping our industry 
leaders up at night is the diffi culty in fi nding talent, 
attracting talent and retaining talent,” Munger 
said.  “Labor-market issues are happening in a lot 
of industries, certainly with the tight labor market 
we have.”

NAA partnered with Burning Glass 
Technologies. “They have a labor-job posting 
database that is proprietary,” she said, and they 
can “layer on data from the Bureau of Labor 
Statistics (BLS). We looked at that and thought we 
could do something that is really going to help the 
industry and help benchmark job titles and trends 
as we go forward,” Munger said.

SOURCE: NAA Research, Burning Glass 
Technologies, Data as of July 31, 2019. Not 

seasonally adjusted.
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ENHANCE YOUR LAUNDRY.

We offer both credit and phone app 
based payment systems.

Discover the revolutionary technology of Quantum® Controls
     •  Maximize revenue
     •  Manage your laundry
     •  Increase flexibility and profitability
     •  Reduce operating costs

To learn more and enhance your laundry – contact Martin-Ray, 
your full service professional laundry distributor. 

Jodi Way
at

303-242-6440

Installation  •  Parts  •  Service  •  Design  •  Consultation  •  Planning

Speed Queen® is the world’s largest 
commercial laundry company, with an 
undeniable history of proven perfor-
mance and reliability. Laundry own-
ers rely on the practical ingenuity of 
features designed to make their lives 
simpler and more productive. The com-
mercial-grade construction is rugged, 
dependable and built to last.

Rental Housing JouRnal

California lawmakers have passed a 
fi ve-percent-plus-infl ation rent-cap bill 
that will have an effect on the state’s 
estimated eight million renters of 
apartments and some rental homes.

California Rent Control Bill 1482 
means yearly rent increases over the next 
decade will be limited to fi ve percent plus 
infl ation, up to a maximum of 10 percent, 
and tenants will receive protections 
against being evicted without cause.

Gov. Gavin Newsom, who put together 
the deal to pass the bill, said he would 
sign it. The California rent cap would 
take effect January 1.

 “These anti-gouging and eviction 
protections will help families afford to 
keep a roof over their heads, and they 
will provide California with important 
new tools to combat our state’s broader 
housing and affordability crisis,” the 
governor told the Los Angeles Times.

“The most effective way to fi x 
California’s housing crisis is by building 
more housing across a range of price 
points, and AB-1482 makes that harder 
to do,” said Doug Bibby, President of the 
National Multifamily Housing Council, 
in a statement. 

“After Californians overwhelmingly 
rejected the rent-control ballot initiative 
less than a year ago, lawmakers went 
against their constituents by passing a 
measure that will discourage investment, 
shrink the availability of affordable 
housing that already exists and squeeze 
even more people struggling in the 

housing market. 

“This makes the problem worse. The 
housing affordability crisis is real; real 
Americans are being harmed by it every 
day, and we need real solutions – not 
restrictive policies that we know don’t 
work,” Bibby said in the statement.

The California Apartment Association, 
which represents large corporate 
apartment owners, agreed not to oppose 
the bill during last-minute talks. But 
amendments adopted in the past 1½ weeks 
alienated another ally, the California 
Association of Realtors, which ended up 
opposing the legislation, according to 
reports.

California follows Oregon, which 
passed a similar rent cap earlier this year.

The measure would affect all 
apartments in the state that are at least 15 
years old. Houses and condos owned by 
corporations and real-estate investment 
trusts, or REITs, that are 15 years old or 
older would also be subject to the rent 
caps.

The measure also provides just-cause 
eviction protections for tenants who have 
lived in their rental for at least a year, 
meaning a landlord can’t order renters 
who are following terms of their lease to 
move out unless the owner plans to move 
in, demolish or renovate the unit, or cease 
renting it at all.

The measure would not affect rent 
limits in local jurisdictions with existing 
rent-control laws. Owners who share 
a home with their tenants or owner-
occupied duplexes would be exempt from 
the caps.

California Passes Rent Cap Bill 
Over Landlords’ Objections

room, not making anything cooler (though it may feel 
cooler because of the air moving across your skin).

If you have ceiling fans and air conditioning operating, 
you can turn your thermostat up by four degrees without 
losing comfort.

ANY NEGATIVES TO CEILING FANS IN RENTALS?
Ceiling fans need routine maintenance in your rental 

property, so be aware of these things:

Inspecting – This should happen at least once a year 
to ensure everything is working correctly. An inspection 
of the ceiling fan is fairly easy using a ladder.

Cleaning – While inspecting the fan, you will 
probably notice a layer of dust. Dust accumulation can 
reduce airfl ow, make the fan work less effi ciently, and 
have a negative impact on your health or the health of 
your tenants. 

When cleaning the blades, make sure not to use a 
product that will take away the fi nish.

Lubrication – Check with the guide that came with 
your ceiling fan before adding any lubrication. Typically, 
you make sure the fan is turned off before adding 4-6 
drops of lubrication oil to the small hole located near 
the motor. 

Some models are maintenance-free and don’t require 
lubrication, so make sure to check which kind of model 
you have.

WHAT CAN GO WRONG AND NEED MAINTENANCE?
Wobbling – Over time, ceiling fans can start to 

wobble. There are balancing kits made to fi x this specifi c 
issue.

Noise – When ceiling fans are making excessive noise, 
it is usually due to a loose part, or a sign that it needs 
lubrication. Try tightening up any fi xtures or lubricating 
the motor.

While inspecting the fan, you will probably notice 

a layer of dust. Dust accumulation can reduce airfl ow, 
make the fan work less effi ciently, and have a negative 
impact on your health or the health of your tenants. When 
cleaning the blades, make sure not to use a product that 
will take away the fi nish.

When looking at the positives and negatives of ceiling 
fans, the cost of a fan and the small amount of routine 
maintenance seems worth it if you are able to save 
money on energy costs. Keep in mind that landlords or 
tenants are only able to save energy by coupling ceiling 
fans with air conditioning and raising the thermostat 
four degrees higher.

EXTRA TIPS FOR CEILING FANS IN YOUR RENTAL 
PROPERTY

1) Don’t leave the fan running 24/7. Turn it off when 
no one is in the room.

2) Make sure the ceiling height is at least eight feet.

3)Ceiling fans can also to warm rooms in the winter 
by fl ipping the switch that reverses the direction of the 
rotation. This makes the air move up toward the ceiling, 
forcing warm air down into the room.
Keepe is an on-demand maintenance solution for 
property managers and independent landlords. We 
make hundreds of independent contractors and 
handymen available for maintenance projects at rent-
al properties in the Greater Seattle, Greater Phoenix, 
Greater San Francisco Bay and Greater Portland ar-
eas. We’re also expanding. Learn more about Keepe 
at http://www.keepe.com

Continued from Page 1

Be Aware of Maintenance Needed for Fans
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By eRic D. Davis

As a new or experienced landlord, you 
probably know that there are all kinds of 
things (both big and small) that can cause 
problems and consume your precious time. 
Between dealing with building maintenance, 
difficult tenants, and financial concerns, being 
a rental-property owner can be exceptionally 
stressful. 

There are certainly some pitfalls that you 
are more likely to encounter than others. 
Here are three of the top traps that property 
owners commonly find themselves in. We’ll 
also discuss some of the ways you can escape 
these traps and make your job easier. 

1. TRUSTING A TENANT BASED ON 
THEIR WORD ALONE 

Unfortunately, there’s a reason that seasoned 
property owners always, always conduct 
background checks on their rental applicants. 
They want to know as much as possible to 
ensure that they’re accepting a tenant who 
will be responsible and trustworthy. 

Many landlords, at some point in their 
careers, get burned for trusting a tenant 
without the proper evidence to support their 
claims. It’s a common trap and one that can 
get messy really quickly. 

In some cases, you might rent to someone who feels 
like a friend (or who actually is). You wind up leasing 
to a tenant who you don’t actually know that well, and 
in the end, your assumption about their character could 
backfire dramatically. Never assume that someone will 
make a good tenant just because they’re friendly or they 
tell you a believable story about their life. 

At the end of the day, you should never accept a tenant 
based on their word alone. You need hard evidence that 
they haven’t committed any crimes and are going to be 
a good renter. The only way you can get this evidence is 
by requesting it from all applicants. 

Don’t just ask your tenant about their history - confirm 
it by gathering the following information:

• Full name and social security number
• Age
• Current and previous addresses
• Information from previous landlords
• Current income (and proof of payment) 
•  Employer’s contact information 
• Banking and credit references
• Personal references you can follow up with (not 

family)

Besides following up with references, employers, and 
previous landlords, you should also pull a background 
check on your applicant from a verified tenant screening 
company. Services like My Smart Move and My Rental 
are fairly inexpensive but will quickly help you identify 
your top candidates. 

As much as you’d like to think you can trust the word 
of your current applicants, it’s your job as a rental-
property owner to take that extra step and do some 
research behind the scenes. Otherwise, you run the risk 

of falling into the common trap of working with bad, 
untrustworthy tenants. 

2. TAKING ON THE ACCOUNTING JOBS BY 
YOURSELF

Regardless of how organized or experienced you may 
be; you’ll juggle a lot as a property owner. 

Too many landlords find out later that they can’t 
actually handle everything at once, at least not without 
proper assistance. 

If you repeatedly find yourself swamped with issues in 
the finance sector of your business, you might be dealing 
with tasks that a real accountant should be handling. 
Whether you have one tenant or 100, it’s a smart idea to 
hire an accounting partner that can prevent problems, 
including: 

• Bookkeeping mistakes 
• Poor account and finance records 
• Failure to deduct expenses properly 
• Inconsistent salary management 

Are you wondering why you need an accountant if you 
can manage the finances on your own? 

As a rental--property owner, your job isn’t to make sure 
that dollars and expenses don’t slip through the cracks. 
Your job is to keep the property running smoothly, and 
an accountant can help you do that more accurately. 

Outsourcing your accounting tasks is likely easier 
than you think. 

You don’t necessarily have to hire an accountant full 
time. Instead, you could use a service like Ardem or 
RSM to handle the issues you don’t have the time or 
knowledge to tackle. 

3. COLLECTING RENT IN TOO MANY FORMS

One tenant pays by cash. One pays by check. One 
sends you funds on Venmo whenever they get around 
to it. 

Does this sound like your rent payment situation? 

If so, you’re likely stuck in the trap of complicated rent 
collection. This can lead to accounting problems, as well 
as stress and frustration due to confusing interactions 
with your tenants. 

In order to maintain a consistent cash flow that you 
can easily keep track of, you should automate your rent 
collection process ASAP. 

This will lead to better, clearer interactions with your 
tenants, and you won’t waste time chasing after the rent 
payments you’re owed. 

The best way to automate your rent collection is to set 
up a central tenant platform where they can pay all of 
their fees, including rent and any late payments. There 
are dozens of services available at your fingertips that 
will allow you to build a clean, simple tenant portal that 
all of your renters can use. 

Some reliable tenant payment platforms include: 

• Cozy 
• Avail 
• TenantCloud 
• Buildium 

Centralizing your payment system won’t just make 
things easier for you. It will also completely change how 
your tenants manage their payments, and overall, the 
process will become easier for everyone. 

IN CONCLUSION

Many rental property owners fall into the traps listed 
above without even realizing it. If you’re wasting your 
time with challenging tenants, complicated accounting 
problems, or late rent payments, then you’re taking away 
time from your most important tasks as a landlord. 

If you learn one thing from this article, let it be this: 
It’s often smart to ask for help as a property owner. 

Use tools to thoroughly evaluate your tenants instead 
of taking their word as proof. Outsource your accounting 
issues so that you can feel secure in your finances. 
Simplify and automate your rent-collection process so 
you experience fewer issues. 

There are many resources out there that can help you 
escape these common traps. Don’t be afraid to try them, 
regardless of how old or new you may be to owning 
rental properties.

Eric D. Davis is the Founder of 
Davis Property Management; we 
help property managers and po-
tential tenants for Seattle Property 
Management and Maintenance ser-
vices. We have been the front-run-
ners in providing best-in-class 
property management services in 

the Puget Sound area.

3 Common Traps for Rental-Property Owners
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BY ED WINKLER
Beyond price, location and ameni-
ties, these are three factors that in-
fluence a prospective tenant in their 
decision to rent from you.
Starting with curb appeal, managers 
have always known that what the 
future tenant sees when they enter 
your property and are engaged by 
your staff, coupled with the thought 
you put into their tour path, is of pri-
mary importance. 
Buying decisions are made every 
step of the way.
What your tenants hear also plays 
into their decision-making process.  
Forward thinking managers have out-
door water features and other natural 
sound barriers to distract from high-
way and street noise.  Your future, 
and existing, tenants want to know 
that they have chosen a home that 
has the least noise pollution possible.  
Music is another way that manag-
ers affect the buying decision.  The 
choice of genre influences mood. 
Classical music in your well-appoint-
ed model has an inherent association 
with quality and sophistication, for 
example. 
Are you an easy-going, laid back 
management brand? Do you run 
family-friendly communities with a 
warm atmosphere? Are you vibrant, 
edgy and energetic? The tempo, 

loudness, and style of the music you 
play can help communicate your 
brand’s personality to customers as 
they enter your property. For more 
information on how sound can make 
a different see blog.moodmedia.
com.  For more information on music 
for businesses go to legismusic.com 
or us.moodmedia.com.
Unlike sight and sound, what your 
tenants smell as they engage you in 
your offices and common areas has 
taken root in the past two decades.  
Companies like Scent Air (scentair.
com) and Fresh Aire Office Fra-
grancing and Deodorizing Service 
(FreshAire.com) have been industry 

leaders in the northwest and around 
the country.

Fragrance choice is important when 
considering crafting the experience 
you intend for your prospective 
tenants.  

Some management companies that 
trended toward having a “signature” 
fragrance for all of their properties 
have discovered that people typically 
do not lease based on management 
company. They decide based on 
location, price and amenities with 
sight, sound and smell as subliminal 
motivators.  (Consider these last 
three as window dressings or icing 

on the cake!) 
While national hotel brands are 
perfect for a world-wide signature 
lobby fragrance, apartment manage-
ment companies that have matured 
through this trend now know that 
each of their properties are unique.  
And each community should select a 
fragrance based on the demograph-
ic that gravitates toward them.  55 
and older properties tend toward lob-
by and community room fragrances 
that include vanilla tones, for exam-
ple (vanilla is universally accepted 
by most), while higher-end apart-
ments that cater toward the college 
crowd and young, single profession-
als find that the mango, pineapple 
and pina colada blends communi-
cate a “buy here, live here: we’re 
young, we’re fun” message.  Family 
apartments fare well with warm fra-
grances that blend cinnamons with 
tones of nutmeg, citrus and wood.
Regardless of your demograph-
ic, accessing the power of sight, 
sound smell is key in your market-
ing approach.  I encourage you to 
seek out a national, regional or local 
provider to assist you in expressing 
the unique features your community 
offers.
Ed Winkler is the CEO of Fresh 
Aire Office Fragrancing and has 
been blending fragrances for use 
in businesses since 1995.

Sensory Insights: Sight, Sound and Smell
Sponsored Content

How You Treat Those With Limited English 
Profi ciency Could be Source of Discrimination
By ellen claRK

How you treat people with limited 
English profi ciency, which could be a 
potential source of discrimination, is the 
topic of this Grace Hill training tip.

• Do you only let tenants submit 
maintenance tickets in English?

• Do you prioritize requests from 
those who speak English over 
those who do not because it is 
easier and quicker?

• Do you provide poor translations 
of leases because it is easy and 
cheap?

Suddenly, whether you meant to or not, 
you’ve essentially discriminated based on 
national origin, which is illegal under the 
Fair Housing Act.

It is estimated that more than 25 million 
people in the United States have limited 
English profi ciency or LEP.

A person with limited English 
profi ciency may not speak, read, write, 
or understand English as well as a person 
who grew up with English as their fi rst 
language.

About 80% of LEP people in the United 
States in 2013 were born in a foreign 
country. 

Being from another country does not 
automatically mean a person has LEP, of 
course, but there is a strong connection 
between LEP and national origin.

Why is this important? Imagine you 
have a policy or practice that treats limited 

English profi ciency people differently.

Maybe you only let residents submit 
maintenance tickets in English to make 
things easier on your maintenance staff

Perhaps you translate leases and other 
documents with Google translate because 
it is free and you can’t afford a good 
translator

Maybe you take resident maintenance 
requests out of order so someone who 
speaks the same language can help an 
LEP customer

Remember the statistic mentioned 
earlier that about 80% of LEP people in 
the United States in 2013 were born in a 
foreign country?  

This means four out of fi ve people 
affected by the policy or practice that 
treats LEP people differently will be 
people born in other countries.

SO HOW CAN YOU AVOID POLICIES 
AND PRACTICES THAT HAVE A 
DISPARATE IMPACT ON PEOPLE WHO 
ARE LEP? 

Here’s what HUD recommends:

• Never  refuse to work with people 

who are not fl uent in English. 
Claiming you don’t have the 
resources won’t hold up as a 
justifi cation for your actions.

• Treat everyone the same, 
regardless of whether they have 
diffi culty speaking English or 
speak with an accent.

• Allow enough time for prospects 
to review leases and other 
documents, particularly those who 
may need to translate them for 
proper review.

• Don’t provide poor translations. 
Your intentions might be good, but 
a poor translation can be confusing 
and misleading.

• Don’t restrict the languages that 
can be spoken in your community. 
An “English Only” mandate is 
unnecessary, unwelcoming, and 
discriminatory.

For more information about working 
with LEP customers, see Grace Hill’s Fair 
Housing and Limited English Profi ciency 
mini-course.
About the Author: Ellen Clark is the 
Director of Assessment at Grace Hill.  
Her work has spanned the entire learn-
er lifecycle, from elementary school 
through professional education. She 
spent over 10 years working with K12 
Inc.’s network of online charter schools. 
Later, at Kaplan Inc., she worked in 
the vocational education and job train-
ing divisions. Ellen lives and works in 
Maryland, where she was born and 
raised. About Grace Hill: For nearly 
two decades, Grace Hill has been de-
veloping best-in-class online training 
courseware and administration solely 
for the Property Management Industry, 
designed to help people, teams and 
companies improve performance and 
reduce risk. Contact Grace Hill at 866-
472-2344 to learn more.
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New research shows “an alarming 100 
percent of respondents have tried to fix 
a problem in their apartment instead of 
contacting management,” according to a 
survey of more than 1,000 U.S. residents 
conducted by Entrata and ButterflyMX. 

Damage to an apartment is something 
tenants are reluctant to let management 
know about, according to the survey. 
More than a quarter of renters (28 
percent) never tell property management 
about the damage they cause to their 
apartment. Another 21 percent delay 
reporting damage for a week or more. 

MECHANICAL ISSUES 
IN AN APARTMENT 
RESULT IN A DIFFERENT 
TENANT RESPONSE

However, nearly 80 percent of residents 
will report damage caused by mechanical 
failure or normal wear and tear within 
three days. 

The reasons renters hesitate to report 
damage vary, including:

• They try to fix it themselves.

• They are too busy and it’s not a 
priority.

• They don’t trust management’s ability 
to fix it quickly or well enough.

• They don’t want to have to pay for the 
damage.

• They are embarrassed to report the 
damage.

• They don’t want the manager or 
maintenance personnel to enter their 
apartments.

• Communicating the problem to their 
property is too much trouble.

• They can’t afford to pay for the 
damage.

TENANTS ARE RELUCTANT TO 
REPORT AWKWARD SITUATIONS

What is the most awkward situation 
tenants are reluctant to report?

Tenants are most reluctant to report 
hearing or witnessing domestic 
disturbances. They are least reluctant 
to report neighbors “snooping” on other 
residents. You can see the full results 
from this portion of the survey at right. 

TENANTS ARE CONCERNED ABOUT 
THE SECURITY OF THEIR DELIVERIES

In a world where more people rely on 
package deliveries than ever, 89 percent 
of apartment residents are concerned 
about packages being stolen from their 
doorstep. 

Nearly half (48 percent) of residents 
report having mail or packages either 
incorrectly delivered, not delivered, or 
stolen.

Of renters who have experienced 
package-delivery issues: 

• 75% – packages never delivered 
despite multiple attempts

• 71% – packages delivered to the 
wrong apartment unit multiple times

• 41% - packages stolen off the doorstep 
multiple times

• 41% - package-delivery issues ruined 
a Christmas or other surprise

The survey says 25 percent of renters 
won’t inform the apartment office of 
these issues because they don’t trust them 
to solve the problem.

WHAT THE SURVEY SAYS ABOUT 
COMMUNICATION PREFERENCES

Most residents are able to communicate 
with their property manager via phone 
(82 percent), in person (70 percent) and 

email (48 percent).

But when it comes to alternative 
forms of communication, less than 30 
percent of residents report being able 
to communicate via text message (29 
percent), the apartment community 
website (26 percent) or an app (6 percent).

Those who are able to use an app to 
communicate with management report 
convenience and efficiency as the top 
reasons for using the app.

Allowing residents to communicate 
via an app or website can free up leasing 
office staff, making them available for in-
person experiences and giving them the 
bandwidth to build real relationships with 
residents, the survey says.
Generated by Entrata and ButterflyMX 
and fielded in March 2019, the sur-
vey collected online responses via 
Qualtrics from 1,054 U.S. consumers 
who are over the age of 18 and rent an 
apartment.

Survey Finds Tenants Try to Fix Problems 
in Apartments Without Telling Management



Rental Housing Journal Colorado · September  2019 11

Rental Housing Journal Colorado

5 REASONS TO USE  RENTEGRATION
1. Access - Rentegration.com is a web 
based, multi-user software o�ering cus-
tomers 24/7 access to forms generation, 
archives, property management data-
base, basic accounting, vendor ordering 
and other services.  

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

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

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

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

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

ADDRESS: ____________________________________________________ UNIT: _________

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

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

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

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

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

WA-RTG-40 Washington

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

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

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

Towel BarsCleanliness
Sink & Vanity

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

Smoke Detectors

OR-RTG-20 Oregon

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

PET AGREEMENT
TENANT INFORMATION

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

DESCRIPTION OF PET(S)

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

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

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

Additional Security Deposit Required:$           

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

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

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

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

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

ADDRESS: ________________________________________________UNIT: ______________

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

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

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

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

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

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

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

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

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

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

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

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

STATE SPECIFIC FORMS FOR
ARIZONA, CALIFORNIA, COLORADO,  
INDIANA, KENTUCKY, NEW JERSEY, 

NEW YORK, OREGON, PENNSYLVANIA, 
TEXAS, UTAH, WASHINGTON & MORE.

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

UNACCEPTABLE COLOR USAGE

DO NOT put over a busy backgroundDO NOT change the color DO NOT alter in any way

02

Exclusive Industry Partner of:

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

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

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

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

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

REASONS TO 
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

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

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

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com

Of the largest 10 cities that Apartment 
List has data for in the Denver metro, all 
have seen prices rise. 

Here’s a look at how rents compare 
across some of the largest cities in the 
metro:

• Thornton has the most expensive rents 
in the Denver metro, with a two-bedroom 
median of $1,936; the city has also seen 
rent growth of 3.9 percent over the past 
year, the fastest in the metro.

• Over the past month, Littleton has 
seen the biggest rent drop in the metro, 
with a decline of 0.4 percent. Median 
two-bedrooms there cost $1,910, while 
one-bedrooms go for $1,509.

• Denver proper has the least expensive 
rents in the Denver metro, with a 
two-bedroom median of $1,365; rents 
increased 1.1 percent over the past year 
but remained fl at month-over-month.

As rents have increased slightly 
in Denver, a few comparable cities 
nationwide also have seen rents grow 
modestly. Denver is still more affordable 
than most other large cities across the 
country.

• Rents increased slightly in other cities 
across the state, with Colorado as a whole 
logging rent growth of 1.7 percent over 
the past year. For example, rents have 
grown by 2.5 percent in Colorado Springs 
and 2.0 percent in Fort Collins.

• Denver’s median two-bedroom rent 
of $1,365 is above the national average of 
$1,191. Nationwide, rents have grown by 
1.5 percent over the past year compared 
to the 1.1 percent rise in Denver.

• While Denver’s rents rose slightly 
over the past year, many cities nationwide 
also saw increases, including Phoenix 
(+3.7 percent), Austin (+3.2 percent), and 
Charlotte (+2.4 percent).

Rents on the Rise in Cities 
Throughout Denver Metro 
Continued from Page 1

• All four sectors of the industry 
have posted very strong growth, 
punctuated by the construction industry 
ramping up to meet the unprecedented 
demand for apartments this cycle – 
reaching a height of 346,900 completions 
in 2017, up from 129,900 in 2011.

• Previous research by Hoyt Advisory 
Services found that we need to build an 
average of 328,000 apartments per year at 
a variety of price points to meet existing 
demand, which would bring continued 
economic activity. This number of 
multifamily completions has only been 
surpassed twice since 1989.

• Hoyt research also found that a 
signifi cant portion of the existing 
apartment stock will need to be renovated 
in the coming years, boosting spending in 
the renovation and repair sector.

• The combined contribution of 
apartment construction, operations, 
renovation, and resident spending equals 
$3.4 trillion per year, or more than $9.3 
billion daily.

“The apartment industry’s contribution 
is one that has grown in recent years, 
fueled by increased rental demand overall 
as population and employment growth 
continue and renting becomes a preferred 
tenure choice for millions of Americans,” 
said Eileen Marrinan, Managing Director 
of Eigen 10 Advisors, which partnered 
with Hoyt, in a release.

“Construction is still moving ahead, as 

there’s a need for additional apartments 
in many states. And, due to an abundance 
of aging stock, there’s a growing need 
for renovations and improvements 
on existing apartment buildings. 
Construction and renovation/repair will 
provide a sizable boost in jobs – and the 
economy – nationwide, and will continue 
to be a hefty contribution to the country’s 
economy for decades,” said NMHC 
President Douglas M. Bibby in the release

“The multifamily industry is an 
economic engine powering the economy 
very signifi cantly at the national, state and 
local levels,” said NAA President Robert 
Pinnegar in the release. “This clearly 
illustrates the tremendous positive impact 
our apartments have on the communities 
they serve.”

To view the data, which is broken 
down by state and metro area, visit 
www.WeAreApartments.org Visitors 
can also use the Apartment Community 
Estimator (ACE), a tool that allows users 
to enter the number of apartment homes 
of an existing or proposed community to 
determine the potential economic impact 
within a particular state or metro area.

Multifamily Industry Contributes 
Greatly to Economy of Colorado

“The multifamily 
industry is an economic 
engine powering 
the economy very 
signifi cantly at the 
national, state and local 
levels.”

Continued from Page 1
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Don’t take chances with staffing! Our temps are 
tested, trained, experienced, and fully insured!

Managers • Leasing Agents • Maintenance • Grounds Keepers

Hiring, Training, and Placing the Property Management Leaders of Tomorrow

www.apartmentadvantage.com

Need Staffing?

Daily • Weekly • Monthly • Permanent
Temporary On-Site Staff

Serving
The Pacific
Northwest

Since

Greater 
Seattle-Tacoma Area

(425) 456-3663

Greater 
Denver-Boulder Area

(720) 822-0117 Greater 
Portland-Vancouver Area

(503) 644-8233
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