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Regulations Landlords Confront
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5 Amenities 
for Raising 
Your Profi ts
By HoLLy WeLLes

Tenant-friendly amenities, those that 
attract and keep high-paying tenants, 
are a must in today’s rental housing 
world – but some features cost so much 
to add that it’s diffi cult to recoup your 
investment. 

Fortunately, there are some 
attractive elements you can include in 
your rentals that won’t cost a fortune.

In recent years, the cost to rent an 
unfurnished apartment increased by 
about 50 percent over a 10-year period. 
In some big cities such as New York, 
nearly half a person’s salary goes to 
paying rent. 

Sure, high prices are good for 
landlords. However, since renters are 
paying so much, they expect a lot 
in return. Discover tenant-friendly 
amenities that will attract new renters 
and secure higher rent rates.

See ‘5 Tenant-Friendly’ on Page 4

Survey Shows Job of Property 
Management is Changing Fast
rentAL Housing JournAL

How the job of property management is changing “came 
through loud and clear” in this year’s annual survey of property 
managers, said Chris Litster, CEO of Buildium, in a recent 
webinar.

Litster presented the 2020 State of the Property Management 
Industry Report along with National Association of Residential 
Property Managers (NARPM) CEO Gail Phillips.

The survey was actually three surveys in one, including 1,738 
property managers, 217 community managers, 1,118 tenants and 
603 owners and investors in more than 50 cities.

“What we heard loud and clear is that property management 
has changed,” Litster said. “Property management is complex, 
yes, but what has changed is the environment around it.”

He cited fi ve substantial elements in the property management 
environment, macro trends that have caused the changes:

• Cost of housing

• Legislation and regulation
• Industry consolidation and owner mix
• Changing tenant demographics and generations
• How technology is changing everything

PROPERTY MANAGERS OFFERING MORE SERVICES
Across the board, property managers are offering more 

services than ever before. 
This is a way for property managers to diversify their revenue 

streams and fi nd new ways to demonstrate their value to clients 
in a shifting market. Of particular note are services like property 
sales and brokering, fi nancial reporting, building renovation, 
and investment advice, which have experienced average gains 
of 14 points over the last three years.

These are the types of services that are taking on new 
importance as landlords sell rentals, investors acquire rentals, 

See ‘Survey’ on Page 16

5 Top Technologies That Renters Want
rentAL Housing JournAL

A new survey shows the fi ve top 
technologies that renters desire and that, 
over the last year, residents’ interest in 
rental technologies has grown by an 
average of seven points.

The 2020 State of the Property 
Management Industry Report by Buildium 
and the National Association of Residential 
Property Managers (NARPM) surveyed 
both property managers and renters.

In the annual survey of 1,188 renters 
across the county, Buildium and NARPM 
found the biggest gains in interest among 
renters were in applying for rentals online 
(+15 points), communicating with their 
property manager via text or email (+11 
points), and signing leases and other 
documents electronically (+eight points).

“What I found that was really interesting 
is that smart-home technology seems 
to have lost some of its favor in terms 
of importance to the tenants,” National 
Association of Residential Property 

Manager’s (NARPM) CEO Gail Phillips 
said. Last year nearly half said home tech 
was a preference but this year that dropped 
substantially in favor of the transactional 
preferences, she said, perhaps because of 

more mobile tech.
“Is the younger generation carrying their 

home tech from property to property?” is a 

See ‘5 Top’ on Page 6
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The Fundamentals of 1031 Exchanges
By Dwight Kay and the Kay Properties 
Team

Welcome to 1031 101! If you’ve come to our 
metaphorical class here, you likely have a few 
questions. Chief among them: what is a 1031 
exchange? What Qualifies for a 1031 ex-
change?  Why should I do a 1031 exchange?  
What should I 1031 exchange into?  Is there an 
option if I have a failed 1031 exchange?

WHAT IS A 1031 EXCHANGE?
A 1031 exchange is a procedure that allows 
the owner of investment property to sell and 
acquire another “like-kind” property while 
deferring capital gains tax. The name comes 
from IRS Section 1031 and has morphed into a 
verb in the investment real estate world — as 
in, “Let’s 1031 this property for that one.” 

WHAT QUALIFIES FOR A 1031 EXCHANGE?
While the idea is a simple one, the execution 
is a bit more complex. There are very specific 
definitions and timeframes to which users must 
adhere to qualify for a 1031 exchange.
The most important thing to keep in mind just 
might be how to define a “like-kind” property. 
That doesn’t mean you must exchange one 
apartment complex for another; there’s actual 
considerable flexibility there.  For instance, you 
can sell an apartment complex and purchase 
a retail building, you can sell a retail building 
and purchase and industrial building, you can 
sell an industrial building and purchase raw 
land, etc.  However, you can’t exchange a 
property for a business, for example. It’s also 
worth noting that a 1031 exchange can only in-
volve property held for investment, not person-
al use and, to maximize the benefits of a 1031 
exchange, the replacement property should 
be of equal or greater value than the original. 
What’s often forgotten in the lead-up to an 
investment property’s sale is how quickly the 
1031 clock starts. After that sale, you have 45 
days to choose aka identify a property with 
your qualified intermediary (the escrow like 
company that holds your exchange proceeds 
after you sell your relinquished property). From 
there you must close on that property within 
180 days of the sale to qualify for the 1031 
benefits.

WHY SHOULD I DO A 1031 EXCHANGE?
You know the saying about death and taxes? 

Well, at least you can defer one of those with 
a 1031 exchange. Typically, when you sell an 
investment property, you’re subject to several 
different taxes. But by trading one like-kind 
property for another via a 1031 exchange, the 
IRS lets you defer a considerable amount of 
taxes.
Without a 1031 exchange, you can be taxed at 
a rate of 25 percent on all depreciation recap-
ture. Depending on your taxable income, you 
would owe federal capital gains tax of at least 
15 percent and as high as 20%.  On top of that 
is the state capital gains tax which is anywhere 
from 0-13.3%.  Lastly, there is a 3.8 percent 
Medicare surtax as well. 

WHAT SHOULD I 1031 EXCHANGE INTO? 
We’ve already established that you must ex-
change your investment property for a like-kind 
property. However, there are many different 
options for you to execute a 1031 exchange.
The most obvious is trading one property you 
manage for another. An example: you sell a 
duplex and purchase a commercial building. 
In that instance, you’re maintaining your role 
as landlord, which comes with responsibilities 
such as repairing issues, dealing with individ-
ual tenants, property management, asset and 
property level accounting and processing rent. 
The role of the investor is very involved.
A slightly more passive approach is to ex-
change into a triple-net property. In this case, 
you’re leasing your property to a tenant who 
often agrees to pay the majority of expens-
es associated with the property. Which can 
include taxes, insurance and maintenance. But 
it does not mean the investor just gets to kick 
back. You are still often responsible for those 
many needs of a property — including coordi-
nating and paying for repairs, paying property 
tax bills, processing invoices. The difference 
from a standard lease is that you are then 
billing the tenant for those expenses and now 
tasked with the fun job of tracking down the 
tenant and getting them to actually reimburse 
you for them.  Our firm has owned many triple 
net properties over the years and we have to 
have full time asset management, account-
ing and legal teams to look after the triple net 
properties and run them efficiently.  For an 
investor to think that the triple net property op-
tion is a passive endeavor is wishful thinking! 
If, as an investor, you are looking for a fully 
passive exchange option, Delaware Statutory 
Trusts (DSTs) are potentially a good option. 
A DST is an entity that holds title to a piece of 

real estate and investors are able to buy in for 
typically 100k minimum investments.  DSTs are 
used by investors to build a diversified portfo-
lio for their 1031 exchanges whereby they can, 
for example, on an exchange with $1,000,000 
of equity purchase 5 different DSTs in 200k in-
crements.  The investor may purchase 200k in 
a DST that owns a long-term net leased FedEx 
building, 200k in a DST that owns a long-term 
net leased Amazon building, 200k in a debt 
free multifamily DST apartment building in the 
Nashville metro area, 200k in a DST that owns 
1,000 multifamily units among 3 properties in 
3 different states and lastly 200k in a DST that 
owns a long-term net lease industrial building.
Additionally, the trust’s sponsor is the asset 
manager of the property, which involves han-
dling reimbursements from tenants and daily 
needs, repairing issues, processing rent and 
invoices, etc.  This provides investors with a 
truly passive approach to their 1031 exchange 
and a change in lifestyle from the active duties 
of property management.  DSTs are also a 
great backup plan to keep in mind due to the 
1031 exchange’s tight timeframe. Because the 
trust already owns the properties, transactions 
can often be completed within just a few days.

IS THERE AN OPTION IF I HAVE A FAILED 
1031 EXCHANGE?
If a 1031 isn’t on the table for you (for whatever 
reason that might be), the Tax Cuts and Jobs 
Act of 2007 created a new way to defer, re-
duce and, in some cases, eliminate long-term 
capital gains taxes: Opportunity zones. There 
are more than 8,700 qualified tracts scattered 
around the country. By investing your capital 
gains in one of those via a Qualified Opportu-
nity Zone Fund, you will be able to defer any 
taxable gain until the fund is sold or Dec. 31, 
2026, whichever comes first. Five years in, you 
receive a 10 percent step-up in tax basis with 
an additional 5 percent step-up after seven 
years. Hold the fund for at least 10 years and 
the new capital gains taxes generated from 
the opportunity fund investment are slashed to 
zero.
The 1031 exchange is a valuable tool in the 
real estate investors toolbox and with proper 
planning and understanding the investor can 
utilize the features of this piece of the tax code 
which has been around since 1921.  To learn 
more about 1031 exchanges and your 1031 
exchange options utilizing DST, NNN and Op-
portunity Zones please visit www.kpi1031.com.  
You will also, upon registering, be sent a free 
book on 1031 exchanges.

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 expe-
rience, 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 confidential Private Placement 
Memorandum (the “Memorandum”). Please read the entire Memorandum, paying 
special attention to the risk section prior to investing. This article contains informa-
tion that has been obtained from sources believed to be reliable. However, Kay 
Properties and Investments, LLC, WealthForge Securities, LLC and their represen-
tatives do not guarantee the accuracy and validity of the information herein. Inves-
tors 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 Statu-
tory Trust (DST) properties and real estate securities, including illiquidity, tenant 
vacancies, general market conditions and competition, lack of operating history, in-
terest 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. Potential cash flow, potential returns and potential ap-
preciation 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.



Rental Housing Journal Metro · November 20194

Rental Housing Journal Metro

At WASH, we are transforming the laundry experience 
with intelligent systems and easy-to-use apps.

Learn more at wash.com/tech
800-777-1484

Laundry just got easier.

•	 Pay from your phone with mobile payment
•	Check machine availability and get alerts when your laundry is done
•	 Scan a barcode on a washer to request service

Because there is more to life than laundry.

WS19-121 Just Got Easier Ad 10x7_5.indd   1 5/28/19   9:12 AM

1. OFFER HIGH-SPEED 
INTERNET

If you’re leasing a commercial space, 
fast internet is a must. A high-speed 
connection as part of your rental package 
will attract those who work from home, 
such as busy professionals. 

Is fi ber optic available in your area? If 
so, extend the offer to the entire building 
so each unit is wired and ready to connect. 
You can even include free internet as 
part of your rental package or add an up-
charge for the service. 

2. INCLUDE PET DEPOSITS 
There are millions of families with 

some type of pet. Even busy singles often 
have a dog or cat for companionship. 
However, as much as we all love those 
furry critters, they can create thousands 
of dollars in damage to your building. 
Cats with claws may dig at the carpet 
and leave a frayed mess. Dogs may have 
accidents or chew through doors if they 
have anxiety. 

Many building owners fi nd it essential 
to charge a pet deposit and monthly fees 
to offset costs. A deposit is typically not 
refundable, and you can customize the 
amount based on the type of animal. 
Some landlords charge fees based on their 
experience with similar pets. You should 
also consider insurance, as some dog breeds 
and animal species will ramp up your rates. 

3. INSTALL A LAUNDRY CENTER
Most renters expect to have on-site 

laundry facilities to wash clothes and 
bedding. It’s much more convenient 
than dragging everything to an off-
site location. For landlords, this is an 
opportunity to make additional money. 
You can invest in modern machines that 
are coin-operated. Add a vending area 
with laundry soaps and softeners, plus 
snacks for those doing their laundry. 

If you have the staff and want to ramp 
up your profi t-making potential, offer a 
dry-cleaning delivery service. You can 
run dry-cleaning items to a local store, 
pick them up when fi nished and deliver 
to tenants’ front doors. This type of add-
on is particularly attractive to those who 
work long hours. Plus, it adds a nice side 
income to your real estate business.

4. VET NEW TENANTS
The people you rent to can save or cost 

you money. Look for people who will treat 
the rental as their own home and take good 
care of it. You can earn a profi t from people 
who pay rent on time, don’t damage the 
property, and offer reasonable complaints. 
Low-maintenance renters are a landlord’s 
dream come true. You won’t have to spend 
money on costly repairs or invest in a 
lawyer to start eviction proceedings.

While it isn’t possible to avoid every 
bad tenant, running background checks 
and conducting an interview process 
helps. You should also ask for references 
from previous landlords. Just make sure 
you follow state and federal laws to ensure 
you don’t discriminate based on age, race 
or other important factors.

5. INSTALL DESIRABLE FINISHES
If you want to demand higher rent 

on your units, you must compete with 

similarly priced buildings in the area 
offering quality amenities. While you 
don’t need to transform your property 
into a luxury complex, take a look at 
competitors to see what they provide. Do 
they have a gym or 24/7 doorman? In 2018, 
the top amenities included dog parks, bike 
storage, workshop areas and more. 

Make any apartment look pricier 
by adding a coat of fresh paint to the 
walls. Install granite countertops, add a 
backsplash in the kitchen and swap old 
carpet for beautiful hardwood fl oors. 
Upgrade one unit at a time until they’re all 
completed. Remember, however, buying 
materials in bulk can save you money.

CHOOSING AMENITIES THAT 
INCREASE YOUR PROFITS

The upgrades above are a good start, 
but you should also consider what your 
tenants want. For young people, a social 
outlet, like shared common areas, is 
particularly important. You can also 
implement small things that tenants 
appreciate, such as green plants and 
beautiful artwork.

Determining which amenities your 
renters want most is key to keeping profi ts 
high. You don’t have to go over budget to 
provide luxury amenities in a market that 
doesn’t support it, but there are great ways 
to provide an improved living experience 
for your tenants while maximizing the 
revenue you bring in.

5 Tenant-Friendly Amenities for Raising Your Profi ts
Continued from Page 1

Advertise in Rental  Housing 
Journal — Call 480-720-4385
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Last month I used this column to raise 
my voice a bit more than usual with respect 
to the regulatory environment in which 
we, as landlords, fi nd ourselves. There are 
few places in the country where it is more 
challenging to comply with the myriad 
regulations of developing and managing 
rental properties than Portland, Oregon. I 
ended my comments with the prediction 
that if this continues, housing costs will 
increase, and neighborhood diversity will 
decrease. I also promised to share some 
ideas that may help to reverse, or at least 
slow, this trend.

First, educate yourself! I have written on 
this theme enough times since I became 
RHA Oregon president that I shouldn’t 
need to repeat myself here. But I can’t help 
myself. Learn about what resources are 
available to help you comply with state 
and local regulations; this month’s RHA 
dinner meeting is a great place to start with 
a panel of three of our vendor affi liates 
who specialize in different aspects of 
tenant screening. Watch your email and 
the online RHA calendar for additional 
relevant classes.

Second, educate your tenants! I budget a 
90-minute meeting with new tenants when 
I meet them to sign the rental agreement 
and hand over the keys. I review the most 
important clauses in the rental agreement 
and each of the addenda. I provide concrete 
examples of what constitutes a violation of 
a clause in the agreement. When I raise 
rents, I explain how much of the increase 
is from passing through expenses, such 
as the $5/month registration fee imposed 
by the City of Portland, the $10/month tax 
increase associated with the Metro Bond 
for affordable housing, or the $10/month 
increase in insurance premiums (your 
numbers may differ).

Third, educate your civic leaders and 
state legislators! Most state legislators 
hold monthly “coffees” or other casual 

gatherings with constituents. These 
are good opportunities to share your 
concerns and the impact of regulation 
on your business. I have found that 
although I may not always agree with 
my political leaders, they are usually 
open to listen to my argument; I like 
to think they will at least consider my 
position when evaluating proposed 
regulations. I try to avoid lecturing, but I 
also try to explain the real consequences 
of these regulations on our industry; see 
examples above.

Finally, become politically involved! In 
addition to the various public offi ces at the 
city, county, metro, and state levels, there 
are many other commissions and advisory 

committees at each of these levels. The 
small-landlord business community serves 
hundreds of thousands of Oregonians; 
we will need to continue to increase our 
involvement with these entities if we are 
to have any impact on future regulation. 
Even if you cannot personally participate, 
you can support candidates that support 
landlords. One way of doing this is to 
contribute to a PAC such as the Good 
Landlord PAC. Remember that in Oregon 
you may take a $50 tax credit against such 
contributions ($100 for couples). Talk to 
your accountant for specifi cs.

Each November brings two important 
annual events: voting day and 
Thanksgiving. Of course, I urge you 
to vote. I also hope that you can use the 
holiday to take a break from your property 
management tasks and spend time with 
family and friends.

Happy Thanksgiving!
— Ken Schriver

RHA Oregon President

President: Ken Schriver • Vice President: Phil Owen 
President Elect: John Sage • Past President: Ron Garcia

Secretary: Lynne Whitney • Treasurer: Sandra Landis • O�  ce Manager: Cari Pierce

RHA Oregon President’s Message

Education is Key to Dealing With Myriad 
Rules and Regulations Landlords Confront

info@rhaoregon.org
www.rhaoregon.org

10520 NE Weidler, Portland, OR 97220 
503-254-4723 • Fax 503-254-4821

* Landlord Friendly * Attorney Drawn* Convenient *

FOR ALL YOUR RENTAL NEEDS

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

3 Convenient Ways to Order 

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

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

3. Visit 10520 NE Weidler Portland OR 97220 for fast 
friendly service
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otal amount of damage to the property is 

he property have been calculated.

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

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

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

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

       UNIT# 

  
          ZIP:

         UNIT# 

STATE:  
          ZIP:  

          ZIP:  

ACCOUNTING FOR WITHHOLDING LAST MONTH’S RENT DEPOSIT ONLY:

Balance of Rent Due to Landlord:
$$

Balance of Rent Due to Tenant:
$$

ounting for withholding last month’s rent deposit.  Landlord 

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

OR

(Not to include last month’s rent deposit)
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NOTICE OF TERMINATION 
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TENANT NAME(S): 

and all other occupants

RENTAL ADDRESS: 

 UNIT# 
 UNIT# 

CITY: 

 STATE: 
 STATE: 

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

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

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

(must be a minimum of 14 days, not 

. If  you fail to remedy said violations by the foregoing time and date, your 

 30 days, not including extra days required when 

 your Rental Agreement will not 

 your Rental Agreement will not 

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

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

Landlord/Owner/Agent does not waive the right to terminate tenancy by simultaneously or subsequently served notices. 
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ed in a secure manner to the main entrance to that portion of  the premises of  which the 

Add a minimum of three days to the cure/termination date below for mailing, not including the date mailed)
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he property have been calculated.

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

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

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

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

ACCOUNTING FOR WITHHOLDING LAST MONTH’S RENT DEPOSIT ONLY:

Balance of Rent Due to Landlord:

Balance of Rent Due to Tenant:

ounting for withholding last month’s rent deposit.  Landlord 

may NOT use Balance of Rent Due to Tenant to pay fees, deposits or itemized dedu
(Not to include last month’s rent deposit)

Applicant Name:
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E-mail Address: 

SSN #: 

•	 C
urre

nt A
ddre

ss:

Since: 

  Why are you moving? 

Current Landlord: 

•	 P
revio

us A
ddre

ss:

From: 

 To: 

Previous Landlord: 

•	 P
revio

us A
ddre

ss:

From: 

 To: 

Previous Landlord: 

•	 P
revio

us A
ddre

ss:

From: 

 To: 

Previous Landlord: 

Have you ever: Been Evicte
d?  Yes  
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APPLICATION TO RENT

APPLICATION TO RENT
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APPLICATION TO RENT

Check 
here 

if Applicat
ion to Co-Sign
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 Water-Filled Furniture: 

Comments & Explanations fro
m Applicant: 

  

PET
#1

Type: 

Has the Pet ever injured anyone or damaged anythin

Rental A
ddress

Unit #

Date: 

  Time: 

  Move-in
 Date: 

 Photo I.D
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  # of Units A
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203(11/18)

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

RENTAL AGREEMENT

THIS AGREEMENT is entered on 
.

By and between 

 as “Landlord” and

 as  “Tenant(s)”

for the property commonly described as:

Premises: 

 UNIT# 

City: 

pursuant to the terms and conditions contained herein. No other person(s) shall occupy the Premise

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

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

In addition to the Premises, T

garage(s) 
, parking space(s) 

, and/or storage unit(s) 

New Move In     Transfer     
Renewal     

Month-to-Month Tenancy     Fixed Term Lease

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

RENT:

Monthly rent shall be $ 
 and shall be due and payable o

is not filled in). Rent prorated from 
 through 
 through 

All rent payments shall be made payable to: 
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CHARGES: The following shall constitute a list of  all deposits, fees and rent that are charged by the 

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

late charge as follows (choose one): 

 One time late charge of $ 

 One time late charge of $ 

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

     market: $ 
 per day per day

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

    thereof: $ 
 per 5 days
 per 5 days

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

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

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

accordance with Section 24:(check all that apply)

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

Failure to clean up pet, service or companion animal

dwelling unit

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

Parking violations

The improper use of  vehicles within the Premises

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

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

described in ORS 90.405

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

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

Utility Payments(In accordance with Section 22):

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

The Tenant(s) shall pay directly to the landlord the following

dwelling unit: 

This utility bill or service charge is assessed by the utility provider to 

These utilities are apportioned among the Tenant

Tenant(s) shall pay the following utilities which benefit the

These utilities are apportioned among th

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

TERM:

This tenancy shall commence on 
. If  this Rental Agreement consists
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RM

Tenant(s) Initials: 

          
     Garbage          

     Cable          
     Service Charge   

          
     Garbage          

     Cable          
     Service Charge   

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   
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  Why are you moving? 
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 Yes  
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 Water-Filled Furniture: 

Comments & Explanations fro
m Applicant: 

Has the Pet ever injured anyone or damaged anythin

  Move-in
 Date: 

Tenant(s) Initials: 

235(04/17) WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF WARNING NOTICE OF 
VIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATIONVIOLATION

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

OPPORTUNITYOPPORTUNITY

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

Improper use of  the dwelling unit as follows: 

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

Damage to the dwelling unit or premises as follows: 

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

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

  $ Past due late fees

  $ Past due noncompliance fees

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

  $  Past due deposits

  $ Other past due sums (describe): 

         Other conduct that constitutes a violation and described as follows:    Other conduct that constitutes a violation and described as follows: 

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

XX    Landlord/Owner/Agent    Landlord/Owner/Agent               Date

XX    Landlord/Owner/Agent’s address    Landlord/Owner/Agent’s address               

XX    Landlord/Owner/Agent’s telephone    Landlord/Owner/Agent’s telephone               

Copied to:
               

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

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

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

ORS 90.405 or ORS 90.630.  

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

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

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

. If  you fail to remedy said violations by the foregoing time and date, your 

 30 days, not including extra days r

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

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

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

 
 

 
 

 Landlord/Owner/Agent’s telephon

 
 

 
 

ed in a secure manner to the ma

Add a minimum of three days to the cure/termination date below for mailing, not including the date mailed)

 UNIT# 

 (the “Premises”) and 

erson(s) shall occupy the Premise

, and/or storage unit(s) 

The Landlord’s address for service of  notices is:

 and shall be due and payable o

 all deposits, fees and rent that are charged by the 

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

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

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

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

Smoke Alarm/Carbon Monoxide Alarm Tampering Fee: $250.00

oncompliance fees for the following violations of  the rental agreement and in 

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

Failure to clean up pet, service or companion animal

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

The improper use of  vehicles within the Premises

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

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

(Not to exceed 1.5 times the monthly rent)

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

Utility Payments(In accordance with Section 22):

Owner pays and “T” = Tenant pays):         
   

          
     Garbage          

     Cable          
     Service Charge   

The Tenant(s) shall pay directly to the landlord the following

This utility bill or service charge is assessed by the utility provider to 

These utilities are apportioned among the Tenant

Tenant(s) shall pay the following utilities which benefit the

These utilities are apportioned among th

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

. If  this Rental Agreement consists

          
     Garbage          

     Cable          
     Service Charge   

Owner pays and “T” = Tenant pays):         
   

© Copyright 2014© Copyright 2014 Ver. 3, 01/2016Ver. 3, 01/2016
OPPORTUNITYOPPORTUNITY

Rental Housing Alliance Oregon

RENTAL FORMS

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

The small-landlord business community serves hundreds 
of thousands of Oregonians; we will need to continue to 
increase our involvement with these entities if we are to 
have any impact on future regulation.
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question she raised during a recent webinar 
with Chris Litster, CEO of Buildium.

Litster said there is no denying that smart-
home tech is a “buzzy topic,” but “we are 
hearing more and more people have made 
the decision to go with Amazon or Google 
or whoever and they are bringing their own 
smart tech into the apartments or units.”

He said additionally what tenants prefer 
more seems to be basic amenities such as 
in-unit washers and dryers.

Though interest has stayed roughly 
constant among Gen Z and millennial 
renters over time, Gen X residents and 
baby boomers are far more interested in 
technology than they were just a year ago. On 
average, interest in rental technologies has 
grown by eight points among Gen Xers and 
10 points among baby boomers, according to 
Buildium’s 5th Annual State of The Property 
Management Industry Report.

Though millennials are the most 
enthusiastic about technology overall, more 
than half of Gen Z, millennial, Gen X, and 
baby boom renters want the ability to pay 
rent online and communicate with their 
property manager via text or email.

HOW RESIDENTS WANT TO PAY
Gen Z, millennial, and Gen X renters 

all agree that they prefer to pay their rent 
via electronic payment, electronic bank 
transfer, or credit/debit card over writing 
a check.

Though most baby boomers still feel more 
comfortable paying by check, nearly one in 
three would rather pay online. Residents of 
all ages appreciate having the option to pay 
their rent online, and their expectation to be 
able to handle this and other tasks digitally 
increases with every year.

The survey also showed two in five 
renters definitely plan on renewing their 

lease for another year—a number that 
stayed constant from 2018 to 2019.

HOW THE “TYPICAL RENTER” 
DEFINITION IS EVOLVING 
“In the past, we’ve thought of renting 
as a temporary rite of passage for those 
who haven’t yet set down roots or saved 
enough for a down payment on a home of 
their own. But for many Americans today, 
renting is a lifestyle choice, as well as a 
necessary alternative to home ownership 
for those whose finances were irreparably 
altered by the Great Recession,” the report 
says.

 As a result, property managers’ 
strategies for attracting and retaining 
renters will need to evolve to fit a broader 
demographic than they’ve seen in the past.

Renters’ desire to own a home of 
their own varies logically by age: Gen 
Z residents are happy renting for now, 
but assume that they’ll want to become 
homeowners down the road.

Millennials and Gen X renters are 
highly interested in homeownership, 
but are waiting for the right time to buy. 
Baby boom residents are largely former 
homeowners who either prefer to rent or 
have financial reasons for doing so at this 
time in their lives.
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5 Top Technologies That Gen Z/X, Millennials Desire
Continued from Page 1 Gen X, Gen Z and 

millennial renters all 
agree that they prefer 
to pay their rent via 
electronic payment, 
electronic bank transfer, 
or credit/debit card over 
writing a check.
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Portland Rents Show Slight Decline in 
October After Three Months of Increases
ApArtment List

After three straight months of increases, 
Portland rents dropped slightly in October, 
declining 0.8 percent over the past month, 
according to Apartment List.

Currently, median rents in Portland are 
$1,133 for a one-bedroom apartment and 
$1,337 for a two-bedroom.

Portland proper has the least expensive 
rents in the metro area and Portland’s year-
over-year rent growth is essentially flat 
and lags the state and national averages, 
which both stand at 1.4 percent.

RENTS RISING ACROSS  
THE PORTLAND METRO

While rents have remained flat in the 
city of Portland proper, cities across the 
metro have seen a different trend. 

Rents have risen in nine of the largest 
10 cities in the Portland metro for which 
Apartment List has data. Here’s a look 
at how rents compare across some of the 
largest cities in the metro.

• Hillsboro has the most expensive rents 
in the Portland metro, with a two-bedroom 
median of $2,098; the city has also seen 
rent growth of 3.7 percent over the past 
year, the fastest in the metro.

• Over the past month, Canby has seen 
the biggest rent drop in the metro, with 
a decline of 4.5 percent. Median two-
bedrooms there cost $1,824, while one-
bedrooms go for $1,546.

VANCOUVER RENTS INCREASE 
FOR EIGHT STRAIGHT MONTHS

Vancouver rents, meanwhile, have 
increased 0.3 percent over the past month, 
and are up moderately by 2.1 percent in 
comparison to the same time last year.

Currently, median rents in Vancouver 
stand at $1,427 for a one-bedroom 
apartment and $1,684 for a two-bedroom. 
This is the eighth straight month that the 
city has seen rent increases after a decline 
in February. 

Vancouver’s year-over-year rent growth 
leads the state average of 1.8 percent, as 
well as the national average of 1.4 percent.

RENT GROWTH IN OREGON
Rent growth in Portland has been 

relatively stable over the past year - 
some other large cities have seen more 
substantial increases.

Portland is still more affordable than 
most comparable cities across the country.

• Oregon as a whole has logged 1.4 
percent year-over-year growth, while 
rent trends across other cities throughout 
the state have seen both increases and 
decreases. 

• For example, rents have grown by 1.0 
percent in Eugene, while in Salem rents 
have fallen 0.6 percent.

• Portland’s median two-bedroom rent 
of $1,337 is above the national average of 
$1,191. Nationwide, rents have grown by 
1.4 percent over the past year compared to 
the stagnant growth in Portland.

• While rents in Portland remained 
moderately stable this year, similar cities 
saw increases, including Phoenix (+4.0 
percent), Las Vegas (+3.4 percent), and 
Austin (+3.2 percent); note that median 
2BR rents in these cities go for $1,097, 
$1,188, and $1,471 respectively

VALLEY: EUGENE RENTS  
DROP IN OCTOBER

Eugene rents have declined 1.0 percent 
over the past month, but are up slightly 
by 1.0 percent in comparison to the same 
time last year, according to the latest 
report from Apartment List.

Median rents in Eugene stand at $829 
for a one-bedroom apartment and $1,102 
for a two-bedroom. 

Eugene’s year-over-year rent growth 
lags the state and national averages, which 
both stand at 1.4 percent.

CORVALLIS RENTS HOLD STEADY 
OVER THE PAST MONTH

Unlike Eugene, while rents in Corvallis 
have remained flat over the past month 
they are up slightly year-over-year, by 1.3 
percent

Median rents in Corvallis stand at $829 
for a one-bedroom apartment and $1,040 
for a two-bedroom. 

SALEM RENTS PLUNGE  
IN OCTOBER

Salem rents dropped 3.0 percent over 
the past month, and are down moderately 
by 0.6 percent in comparison to the same 
time last year.

Median rents in Salem stand at $820 for 
a one-bedroom apartment and $1,078 for a 
two-bedroom.

To advertise in Rental Housing Journal Call Vice 
President/Sales Terry Hokenson at 480-720-4385 or 

email him at Terry@rentalhousingjournal.com
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Multifamily NW Schedule
NOVEMBER 5 LANDLORD STUDY HALL: DOMESTIC VIOLENCE AND THE ORLTA 6:30 PM - 8:00 PM

NOVEMBER 8 IT’S THE LAW: ANOTHER YEAR IN THE HOPPER (ALMOST) 12:00 PM - 1:00 PM

NOVEMBER 11 LANDLORD/TENANT PART I 1:00 PM - 5:00 PM

NOVEMBER 13 HR ISSUES: CORRECTIVE ACTION/DISCIPLINE OPTIONS 12:00 PM - 1:00 PM

NOVEMBER 14 PRISM EDUCATION CONFERENCE 8:00 AM - 4:00 PM

NOVEMBER 19 HCEP CLASS: OREGON HOUSING LAW IN 2019 (MEDFORD) 9:00 AM - 1:00 PM

NOVEMBER 20 MAINTENANCE TIPS, TRICKS & PITFALLS 9:00 AM - 12:00 PM

CAM: RESIDENT EXPERIENCE 10:00 AM - 12:30 PM

NOVEMBER 21 BEND HOLIDAY BOWLING PARTY 4:00 PM - 7:00 PM

DECEMBER 2 GENERAL FAIR HOUSING 9:00 AM - 11:00 AM

DECEMBER 3 FAIR HOUSING STEREOTYPING AND BIAS 9:00 AM - 12:00 PM

DECEMBER 9 LANDLORD/TENANT PART II 1:00 PM - 5:00 PM

DECEMBER 10 HOW TO GET THE MOST OUT OF TENANTTECH 1:00 PM - 3:00 PM

DECEMBER 11 HR ISSUES: HARASSMENT REPORTING 12:00 PM - 1:00 PM

DECEMBER 13 IT’S THE LAW: SEEING 2020 12:00 PM - 1:00 PM

This form can be served as early as the eighth day the rent is 
past due. It notifi es tenants that unless their rent is paid within 
72 hours, lease will be terminated. That timeframe is extended 
by 3 days if mailed. The form requires tenant to pay only current 
month’s rent to avoid termination. Late fees and other charges can 
be recouped using a Notice of For Cause Termination.
The Multifamily NW Forms Collection is available immediately and 
electronically at www.RentalFormsCenter.com, via  electronic sub-
scription software through www.tenanttech.com & by mail or pick-up 
of printed triplicate forms at www.multifamilynw.org. 

FORM OF THE MONTH
72-Hour Notice of Nonpayment of Rent

This is to inform you that your rent is now more than seven (7) days past due. This is your 72-hour written notice to pay 
your past due rent or your Rental Agreement will terminate as provided by Oregon Landlord / Tenant law. 
Rent Amount Due $________________________________. You must pay only this amount to avoid termination. However, you remain responsible for all other charges 
and outstanding amounts.  

� If this box is checked, your Rental Agreement requires payment by means other than a personal check, third-party check or 
multiple checks. Money order or certified check preferred. 

� This Notice has been served personally at _______________________________  � AM  � PM. 

Your rent payment must be paid by _______________________________  � AM  � PM  on _______________________________  or your tenancy will terminate automatically without 
further notice. 
or 

� If written rental agreement allows, this Notice has been served by posting on the main entrance door of the dwelling unit and mailed first class mail. 

Your rent payment must be paid by 11:59 p.m. on _______________________________ or your tenancy will terminate automatically without further notice. 

or 
� This Notice has been served by first class mail and the effective date is extended by four days including the date mailed.  

Your rent payment must be paid by 11:59 p.m. on ___________________________________ or your tenancy will terminate automatically without further notice.. 

Owner/Agent: Please note additional service requirements for subsidized residents as listed in “Subsidized Residents Only” section below. 

� Section 8 Housing Choice Voucher 

Make payable to (name and delivery location):___________________________________________________________________________________________________________________________________________________________________________________

DATE

DATE __________________________________________ PROPERTY NAME / NUMBER ___________________________________________________________________________________________________________________________________________________________________ 

RESIDENT NAME(S) ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

UNIT NUMBER ___________________________________ STREET ADDRESS ___________________________________________________________________________________________________________________________________________________________________________  

CITY ___________________________________________________________________________________________________________________________________________________ STATE ___________________________________ ZIP _____________________________________________________________

 ON SITE        RESIDENT        MAIN OFFICE (IF REQUIRED)
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OREGON 
72-HOUR NOTICE OF TERMINATION  
FOR NONPAYMENT OF RENT

TIME

TIME

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

SUBSIDIZED RESIDENTS ONLY 
HUD DISCLOSURES 

If you remain in the leased unit on the date specified for termination, Owner/Agent will enforce the termination only by bringing a judicial action 
at which time you may present a defense. You have ten (10) days within which to discuss this eviction with Owner/Agent. This 10-day period 
commences on the earlier of the day this Notice is hand-delivered to your unit or the day after it is mailed. The discussion period does not 
extend the date for termination. The amount of rent due was calculated as of the date of this Notice. Persons with disabilities have the right to 
request reasonable accommodation to participate in the hearing process. 

ADDITIONAL SERVICE REQUIREMENTS  
SECTION 8 VOUCHERS: Notice served by one of the methods listed above AND copy mailed to Public Housing Agency the same day. 
HUD (PROJECT BASED): Notice served by one of the methods listed above, AND mailed to Unit, AND 

1. Attempt to serve the Notice personally to any adult answering the door. If unable to do that: 
2. Attempt to slide the Notice through the door (mail slot) or under the door. If unable to do that: 
3. Post the Notice on the door at eye level.

WARNING NOTICE: The conduct described above is a violation of your Rental Agreement. If you cure this violation as provided above, Owner/ 
Agent may choose to terminate your tenancy at the end of the fixed term if there are three or more violations within a 12-month period preceding 
the end of the fixed term. Correcting the third or subsequent violations is not a defense to termination under ORS 90.427(7). 

                                              THANK YOU FOR YOUR COOPERATION 

OWNER/AGENT __________________________________________________________________________________________________ 

ADDRESS __________________________________________________________________________________________________ 

__________________________________________________________________________________________________ 

TELEPHONE __________________________________________________________________________________________________ 

EMAIL __________________________________________________________________________________________________ 

                                                     SUBSIDIZED RESIDENTS SEE DISCLOSURES

Statement of Account (Informational Purposes Only)  

Past Due Rent_____________________________________________________ $________________________________ 

Late Charges_______________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Total Outstanding Amount $________________________________

Multifamily NW
is here to fight for

your properties.

Contribute now 
to help fight the 

onslaught of unfair
and burdensome and burdensome 

housing regulations.

*Message & Data Rates May Apply. 
You can unsubscribe at any time by 
texting STOP to short code 56512. 

Text HELP to 56512 for help.

Support the 
Defense Fund 

to Fight for 
Fair and Rational 
Housing Policy!
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Strong Demand 
for Apartments 
Mirrored in Jobs

nAtionAL ApArtment AssoCiAtion

The strong demand for apartments 
across the country is well-illustrated in 
the echo demand for apartment jobs, 
according to the latest report from the 
National Apartment Association.

More than 41 percent of available real 
estate jobs in the United States were in 
the apartment sector, increasing from 
34.9 percent in the third quarter in 2018, 
according to the NAAEI’s Apartment 
Jobs Snapshot.

OCCUPANCY UP TO 96.3 
PERCENT

A hectic leasing season yielded 118,000 
move-ins during the third quarter.

Also, occupancy soared to 96.3 
percent, as reported by RealPage.

Maintenance positions remained in 
greatest demand during the third quarter, 
increasing by 0.8 percentage points since 
the second quarter of 2018.

LEASING-CONSULTANT JOBS IN 
HIGH DEMAND

Leasing-consultant job postings had 
the largest growth in demand year-over-
year with an increase of 1.5 percentage 
points.

In fact, leasing consultants had the 
highest growth in demand over the past 
fi ve years, increasing by 1.7 percentage 
points.

Compared to fi ve years ago, there 
has been an increase in employers 
seeking candidates who are skilled in 

Yardi Software, Microsoft Offi ce and 
teamwork/collaboration. 

Consistent with third quarter of 2018, 
Dallas, Los Angeles, and Washington 
D.C. had the greatest demand for 
apartment jobs in 2019.

NATIONAL APARTMENT 
ASSOCIATION 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.
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Burlington, NC
Reno

2.2
1.9
1.9
1.9
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Sources:  NAA Research; Burning Glass Technologies, RealPage, Census, Bureau of Labor Statistics
  * MSAs with 100 or more apartment job postings.
** Location quotients show how concentrated demand is within a particular geography. US-wide average demand equals 1.0; an LQ of 1.2, for example, 
    indicates 20% higher demand than the US average (or 1.2 times the US concentration).
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Summary:
More than 41 percent of available real estate jobs 

in the US were in the apartment sector, increasing 

from 34.9 percent in Q3 2018. The demand for 

apartments continues to show commanding results. 

A hectic leasing season yielded 118,000 move-ins 

during the third quarter. Occupancy soared 

to 96.3 percent, as reported by RealPage.

Summary: 
Maintenance positions remained in greatest demand during the third quarter, increasing by 0.8 percentage points since Q2 2018. 

Leasing job postings had the largest growth in demand year-over-year with an increase of 1.5 percentage points. 
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Summary:
Dallas, Los Angeles and Washington, D.C. had the highest concentration of apartment jobs during the third quarter of 2019. Phoenix continues to rank 
as one of the top preforming apartment markets. According to RealPage, Phoenix led the nation in annual rent growth with an increase of 8.2 percent.

Summary:
Raleigh, Houston, Portland, Jacksonville, and Minneapolis ranked the 

highest in concentration of available apartment positions as measured 

against the entire real estate sector. Demand for apartments in the 

Minneapolis market continues to strengthen. Multifamily permits in the 

twin cities totaled 8,134 units at the end of August, a year-over-year 

change of 33 percent, according to Census.

The Evolution of Titles & Skills
2019 vs. 2014

Top Increases in Job Titles in 2019 
(percentage point change in postings)

Leasing Consultant   +1.7
Maintenance Supervisor   +1.4
Assistant Property Manager  +1.3

Summary:
Leasing Consultants had the highest growth in demand over the past five years, 

increasing by 1.7 percentage points. Yardi software skills were up 6.6 percentage 

points. Positions requiring experience with Microsoft O�ce and team collaboration 

increased significantly since 2014.  

Competing Sectors (Highest Location Quotients)** 

Summary:
The apartment industry often competes with the hospitality and retail sectors, all of which require strong customer service, communication, 
and organizational skills. Denver and Reno experienced tight labor markets with unemployment rates of 2.6 and 3.2 percent respectively, 
both below the national rate of 3.5 percent. 
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** Location quotients show how concentrated demand is within a particular geography. US-wide average demand equals 1.0; an LQ of 1.2, for example, 
    indicates 20% higher demand than the US average (or 1.2 times the US concentration).
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States and municipalities threatening 
to or imposing rent control are losing 
interest from multifamily fi rms, causing 
them to reconsider their investment 
decisions, according to the latest survey 
from the National Multifamily Housing 
Council (NMHC).

The NMHC’s Quarterly Survey of 
Apartment Market Conditions, conducted 
in October 2019, says with the continuing 
expansion of rent-control legislation 58 
percent of survey respondents say they 
now operate in jurisdictions that have 
either recently imposed rent control or 
are seriously considering doing so.

Of respondents who operate in these 
markets:

• 34 percent have already cut back on 
investment or development, up from 20 
percent last quarter.

• 46 percent are considering cutting 
back on investment or development 
going forward.

DESPITE RENT CONTROL, THE 
MARKET REMAINS STRONG

While rent control has led to increased 
concerns, the survey found that national 
market conditions remain strong as the 
Market Tightness (54), Equity Financing 
(55), and Debt Financing (75) indexes all 
came in above the break-even level (50). 
The Sales Volume Index (46) indicated 
a continued softness in property sales.

“While there has been much speculation 

recently about a coming recession, 
these latest survey fi gures suggest that 
apartment demand continues to drive 
rent growth and occupancy,”  said 
NMHC Chief Economist Mark Obrinsky 
in a release.

 “Twenty percent of respondents 
reported improving market conditions, 
compared to just 12 percent who 
observed a looser market. Lower interest 
rates continue to create a more favorable 
environment for debt fi nancing, as 
58 percent of respondents reported 
improving conditions.”

• The Market Tightness Index 
decreased from 60 to 54, indicating 
improving conditions for the third 
consecutive quarter.  Twenty percent 
of respondents reported tighter market 
conditions than three months prior, 
compared to 12 percent who reported 
looser conditions. Over two-thirds 

(69 percent) of respondents felt that 
conditions were no different from last 
quarter.

• The Sales Volume Index decreased 
from 48 to 46, with 31 percent of 
respondents reporting lower sales 
volume than three months prior. A 
slightly smaller group – 23 percent of 
respondents – reported higher sales 
volume, while 41 percent regarded 
volume as unchanged. Although the share 
of respondents indicating increased sales 
volume was the highest in 5 quarters, 
the share indicating lower sales volume 
grew slightly as well, causing the index 
to remain below 50.

• The Equity Financing Index 
inched down from 56 to 55, marking 
the eighth straight quarter of relatively 
unchanged conditions. Eighteen percent 
of respondents reported that equity 
fi nancing was more available than in 

the three months prior, compared to 
only nine percent who believed equity 
fi nancing was less available. Meanwhile, 
the majority of respondents (60 percent) 
thought that conditions were unchanged 
in the equity market.

• The Debt Financing Index 
decreased from 80 to 75. For the 
third straight quarter, the majority of 
respondents (58 percent) reported better 
conditions for debt fi nancing compared 
to three months prior, while eight 
percent felt that fi nancing conditions 
were less favorable. More than a quarter 
(27 percent) of respondents reported 
unchanged conditions.

About the Survey: The October 2019 
Quarterly Survey of Apartment Market 
Conditions was conducted October 
7-14, 2019; 102 CEOs and other senior 
executives of apartment-related fi rms 
nationwide responded.

Rising Rent Control is Slowing Development
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OR Business Registry #83614397  •  OR Property Management Lic. # 201201121OR Business Registry #83614397  •  OR Property Management Lic. # 201201121

        www.micropropertymgmt.com       
Jeannie@micropropertymgmt.com     503-473-3742

Micro Property ManagementMicro Property Management

We focus on the 
small details.

• Property management
• Tenant screening & placement
• Rental inspections
• Maintenance

Let Micro Property Management 
customize our services to help you 
maximize your properties and their 
cash flow potential.

WINDOWS, DOORS, 
SIDING & INSULATION

RHAO 
Dual Member
40 Years Exp.

We can help you:

“As an Energy Trust of Oregon 
trade ally, we can help you access 
cash incentives to make it easier 

to improve your property or residence’s energy 
efficiency.”

If your windows 
and doors are:

Windows, patio, french and entry doors, bay & garden windows & remodel openings. 
Green eco-safe insulation. Siding and name brand products.

800-937-3916
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The maintenance checkup this week 
provided by Keepe focuses on 10 rental 
property maintenance items to check this 
fall in and around your property.

Maintaining your rental property on 
a seasonal basis allows you to charge 
the maximum rent from your tenants, 
maintain a safe property and ensure that 
your vacancy rates stay low.

Checking for inexpensive maintenance 
issues also allows you to identify any 
potential problems and damages before 
they lead to expensive repairs.

During your fall season maintenance 
check-in, prioritize these maintenance 
duties to ensure your property is in tip-
top shape.

NO. 1 – INSPECT HEATING AND 
VENTILATION

Avoid expensive repairs by inspecting 
your HVAC systems at least twice a year. 
Replace fi lters in ventilation systems, 
remove debris from airways and exam 
heating elements for leaks to ensure 
safe operation. Additionally, you should 
cover the exterior HVAC units to prevent 
snow and cold from coming in.

NO. 2 – INSPECT THE MACHINES 
IN YOUR BUILDING

Ensure that your gym equipment, 
laundry machines, service elevators 
and other systems are running safely 
and effi ciently within your building. 
Maintaining these systems also greatly 
improves your tenants experience at your 
property.

NO. 3 – MAINTAIN CURB 
APPEAL

Clean the windows and clean and/or 
repaint the exteriors of your property. 
Invest in your landscape to ensure 
your property is looking its best by 
incorporating visually pleasing plants 
and vegetation around your property.

NO. 4 – CLEAN AND INSPECT 
WATER-RELATED FEATURES

To avoid issues with your downspouts 
and gutters, clean debris to avoid backups 
during the fall and winter season. 
Treating water systems and drainage are 
always much easier take care of before 
issues occur.

NO. 5 – UPGRADE COMMON 
AREAS

Every fi ve to seven years, upgrade 
features such as the fl ooring, carpets and 
paint on the walls that are in the common 
areas and hallways of your building to 
maintain a clean and modern ambiance.

NO. 6 – CHIMNEY SWEEP
If your property has a functional 

fi replace, now is the best time to conduct 
a chimney sweep and ensure that any 
obstructions are cleared. Make sure 

smoke can get out and cold air can’t fl ow 
in.

NO. 7 – LANDSCAPE 
MAINTENANCE

Maintain the shrubs, trees and 
fertilization surrounding your property 
while also removing any plants or 
vegetation that may interfere with your 
curb appeal. Removing large objects and 
unnecessary tree vegetation will also 
reduce the likelihood of extreme wind 

related damage to your property.

NO. 8 – INSPECT FOR CRACKS 
AND LEAKS

Replace the stripping on windows, seal 
any cracks, and prevent drafts and leaks 
from entering at the bottom of the doors 
by correcting them with a door piece. 
This simple inspection can decrease 
your reoccurring electric bill – or your 
tenants’ complaints about their high bills.

NO. 9 – FIRE SAFETY
Replace the batteries in all of the 

smoke detectors within your property. 
Home fi res are more common during 
the winter than any other time of the 
year so ensure that you practice your fi re 
evacuation plan for your tenants during 
the fall season as well.

NO. 10 – GET RESIDENTS 
INVOLVED

Let your tenants check for property 
maintenance services that they are 
responsible for – such as checking their 
own smoke detectors, windows, etc. If 
everyone helps out, your fall maintenance 
will go more effi ciently.

SUMMARY
Preserve your property with these 

preventative maintenance tips and fi nd 
that your property will be in better 
shape in the short-term and long-term. 
Schedule routine proactive inspections 
and you will save much time and money 
down the road.

10 Maintenance Items to Check This Fall   
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One of the most common causes 
for alarm in a rental property is water 
intrusion. This can be caused by many 
things, including faulty waterproofing 
during construction, poor drainage, 
incorrect water structure, and more 
commonly, the age of the property.  

Next time you need to tackle water 
intrusion at your rental property, take 
note of these areas of concern.

PROBLEMS CAUSED BY WATER 
INTRUSIONS AND LEAKAGES

Water intrusion can be disastrous on 
many levels, especially any part of the 
structure that is wood. Water damages 
wood, making leakage a major concern.

Secondly, water leakage causes a 
health threat to the occupants of the rental 
property; it can enable mold to grow 
when it goes undetected, and it provides 
a breeding ground for mosquitoes and 

other insects. If a substantial water leak 
comes in contact with electricity, there’s 
also the danger of electric shock or 
electrocution.

WHY BASEMENTS AND CRAWL 
SPACES LEAK

Basements and crawl spaces are 
the places most susceptible to water 
intrusion. In property management, it is 
critical to be keen about the following:

• Construction codes: These are 
the regulations that govern the design, 
construction, alteration and maintenance 
of structures. By adhering to these 
standards, you will uphold the health, 
safety and welfare of building occupants 
and, in this case, avoid water intrusion.

• Proper drainage: A faulty drainage 
system can result in water intrusion 
in your property. This is why it is 
important to make sure your drainage 
is well-structured, because while a 
water intrusion may take a long time to 
manifest, when it does, it will cost more 
to repair.

• Problems with water vapor: A 
family of 4 people yields about 3.5 
gallons of water vapor on a daily basis, 
aside from the water vapor generated by 
activities like cooking, ironing and other 
heat-generating activities.  Indoor air 
quality is affected by moisture. If water 
vapor is not managed well, the result is 
that mold can form in the room. There 
is also condensation and an increase in 
dust mites, which can be a big cause for 
concern.

• Waterproofing: Water intrusion can 
sometimes come through the floor of the 
basement. This is an indication that the 
waterproofing part of the original build 
of the floor was not efficient. If your 
property is in the process of being built, 
there is still time. However, if it is an 
existing property and you notice water 
intrusion from the floor, the floor has to 
be replaced.

SUMMARY 
The water-intrusion threat should 

always be considered because of 
potential consequences to both occupants 
and property. To be vigilant, routine 
maintenance practices are a must.

Our Services

503-969-5719
GlassDoctor.com/molalla-or

Locally Owned and Operated Franchise
CCB#153979

• Window Repair and Replacement
• Tabletops/Mirrors
• Insulated Glass/Fogged Units
• Commercial Glass Replacement
• And More!

Formerly All About Windows

4 Types of Water-
Intrusion Problems
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Dear Landlord Hank: Do you give 
tenants a tour of your vacant rentals 
before they fill out an application? Or 
do you require an application before you 
give a tour? We charge a $30 application 
fee. — Tim

Dear Landlord Tim: I insist that 
tenants see THE vacant unit they 
would be living in prior to filling out an 
application.

I do prescreen on the phone before I 
set up a showing to make sure these are 
possible tenants, and they desire the 
rental we have in the time frame we want 
to rent it.

I ask if the tenants have seen our 
internet advertising with photos and 
details so they know what to expect. I find 
out how many people would be renting 
and how soon they need a property.

Also I make sure they don’t have pets, 
if not pet-friendly, etc.

Then I set up a tour and if the clients 
are interested, I provide an application 
and explain the application process.

I would not want to waste time 
processing an application for someone 
that may not want the unit.

***
Dear Landlord Hank:  How do you 

handle tenant roommates and guests?
How to handle tenant roommates 

and guests is the question this week 
for Landlord Hank on how he handles 

the situation as a landlord and property 
manager.

This question keeps coming up from 
landlords again and again, so Hank is 
taking on the answer again. He is not 
giving legal advice, just how he handles 
it himself as landlord and property 
manager.

This is an on-going situation for most 
landlords, I think.

Now that the economy is better and 
more rentals are available I’m actually 
seeing less of “doubling up or extra 
unauthorized roommates.”

I can’t speak to legal matters but a 
great lease will help the landlord in this 
situation. I always address this situation 
up front, verbally, with the tenants, 
concerning guests and the amount of 
time a guest can stay, per the lease.

In my lease, it is 72 hours that a guest 
can stay without PRIOR written consent 
of landlord.

I ask tenants if they plan on having 
anyone else living with them, up-front, 
family or not. I make sure all occupants 

are on the lease by name.
I’ve made the mistake in the past of 

allowing a tenant to get a roommate 
when my tenant lost one of her two jobs 
and couldn’t make the rent.

I told my tenant she’d have to have a 
rental agreement with her roommate and 
this roommate would have to be screened 
and accepted by me but she would be 
responsible if anything went wrong.

The situation went bad after about a 
month and the tenant had to evict her 
roommate and then I had to evict her.

A very messy situation and one best 
not to be involved in.

Tenants and roommates can get 
injunctions or restraining orders against 
each other if things go really bad.

I shy away from roommate rentals and 
suggest you do as well.

If a tenant does have an unauthorized 
guest or tenant, this should be a clear 
violation of your lease.

In this situation, I would give my tenant 
a “seven-day notice of non-compliance 
with lease with opportunity to cure.”

This is a legal notice stating tenant is 
in violation of lease and must remedy 
the situation by having an unauthorized 
tenant leave within seven days.

If tenant doesn’t provide proof that 
“guest” is gone, then I’d file “seven-
day notice of non-compliance notice of 

termination” meaning that tenant will be 
evicted in seven days due to this violation 
of the lease.

This is a trying time in our job of 
property manager and landlord, but it 
must be done.

Don’t be soft and allow your lease to 
be violated.

Your kindness will be repaid with 
having to do this chore a short distance 
down the road, so you are only putting 
off the inevitable.

About Landlord Hank: “I started in 
real estate as a child watching my 
father take care of our family rent-
als- maintenance, tenant relations, 
etc. in small town Ohio. As I grew, I 
was occasionally Dad’s assistant. In 
the mid-90s I decided to get into the 
rental business on my own, as a side-
line. In 2001, I retired from my pro-
fession and only managed my own 
investments, for the next 10 years. 
Six years ago, my sister, working as 
a rental agent/property manager in 
Sarasota, Florida convinced me to try 
the Florida lifestyle. I gave it a try and 
never looked back. A few years ago, 
we started our own real estate bro-
kerage. We focus on property man-
agement and leasing. I continue to 
manage my real estate portfolio here 
in Florida and Atlanta. Visit Hank’s 
website: https://rentsrq.com

Filling Out Applications Before a Property Tour

By BrAd KrAus 
Attorney, WArren ALLen LLp

Imagine you entered a relay race, 
competing with one other team for a prize 
you desire. You ran hard, persevered, 
but rather than cross the finish line and 
prevail, you decide to throw your baton 
backwards. Sounds crazy, doesn’t it? 

Some Landlord/Tenant disputes can 
feel like grueling marathon races, with 
eviction actions denoting the finish line. 
Successful landlords cross the finish line 
first by avoiding mistakes in the lead-
up period. Many Landlords stumble 
during the race or right before they are 
set to cross the finish line, often due to 
inexperience or a lack of knowledge of 
the procedures involved.  

Two common mistakes often befall 
landlords: (a) service of notices at 
improper times, and (b) actions taken 
which undermine the Landlord’s 
position of strength in an eviction 
case. For example, I’ve seen many 
landlords serve termination notices after 
they’ve already terminated tenancies 
or when termination dates are rapidly 
approaching. The latter termination 
notices can unnecessarily extend the 
finish line by shifting termination dates 
out into the future.

Assuming the Landlord does the right 
thing and files an eviction action on 
the uncured 72-Hour Notice, a court-
enforceable Stipulated Agreement within 
this process provides the Landlord 

with the strongest rights. The Landlord 
can dictate the terms of the Agreement 
from both a fiscal prospective, but also 
with provisions related to conduct. If the 
Tenant fails to comply with the terms, 
a Declaration of Noncompliance can be 
filed, and the tenancy can be terminated 
through the courts. 

Another common Landlord misstep 
involves actions that undermine rock 
solid Stipulated Agreements in FED 
actions. For example, some Landlords—
with a court-enforceable agreement 
in hand—unknowingly serve Notices 
for tenant defaults of that very court-
enforceable Stipulated Agreement. If the 
Notice of Termination extends or waives 
the Agreement’s deadlines, the landlord 
again shifts the finish line and makes 
the race unnecessarily harder. These 

Landlords ran the race . . . but failed to 
cross the finish line. 

Being a Landlord can feel like a rat-
race in and of itself. It’s rarely easy, and 
troublesome tenants make it harder. The 
best landlords are constantly “training”: 
they update their legal knowledge, keep 
their forms current, and optimize their 
termination and eviction strategies, 
whenever the occasion calls. At the 
same time, they don’t trip themselves 
up. Successful landlords understand the 
marathon nature of some landlord/tenant 
disputes and adhere to strategies that 
ensure their position at the finish line. 
With troublesome tenants, your goal 
should always be to position yourself 
favorably within the confines of the 
eviction statutes. Within that setting, if 
the Tenant fails to perform as required, 

finishing the race is easy. However, it’s 
important to cross the finish line with 
your baton . . . rather than throw said 
baton (i.e. your rights/remedies) into the 
river. 

Don’t Drop the Baton
‘Finishing the Race’ with Bad Tenants

This is to inform you that your rent is now more than seven (7) days past due. This is your 72-hour written notice to pay 
your past due rent or your Rental Agreement will terminate as provided by Oregon Landlord / Tenant law. 
Rent Amount Due $________________________________. You must pay only this amount to avoid termination. However, you remain responsible for all other charges 
and outstanding amounts.  

� If this box is checked, your Rental Agreement requires payment by means other than a personal check, third-party check or 
multiple checks. Money order or certified check preferred. 

� This Notice has been served personally at _______________________________  � AM  � PM. 

Your rent payment must be paid by _______________________________  � AM  � PM  on _______________________________  or your tenancy will terminate automatically without 
further notice. 
or 

� If written rental agreement allows, this Notice has been served by posting on the main entrance door of the dwelling unit and mailed first class mail. 

Your rent payment must be paid by 11:59 p.m. on _______________________________ or your tenancy will terminate automatically without further notice. 

or 
� This Notice has been served by first class mail and the effective date is extended by four days including the date mailed.  

Your rent payment must be paid by 11:59 p.m. on ___________________________________ or your tenancy will terminate automatically without further notice.. 

Owner/Agent: Please note additional service requirements for subsidized residents as listed in “Subsidized Residents Only” section below. 

� Section 8 Housing Choice Voucher 

Make payable to (name and delivery location):___________________________________________________________________________________________________________________________________________________________________________________

DATE

DATE __________________________________________ PROPERTY NAME / NUMBER ___________________________________________________________________________________________________________________________________________________________________ 

RESIDENT NAME(S) ___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

___________________________________________________________________________       ___________________________________________________________________________       ___________________________________________________________________________ 

UNIT NUMBER ___________________________________ STREET ADDRESS ___________________________________________________________________________________________________________________________________________________________________________  

CITY ___________________________________________________________________________________________________________________________________________________ STATE ___________________________________ ZIP _____________________________________________________________

 ON SITE        RESIDENT        MAIN OFFICE (IF REQUIRED)
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OREGON 
72-HOUR NOTICE OF TERMINATION  
FOR NONPAYMENT OF RENT

TIME

TIME

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

SUBSIDIZED RESIDENTS ONLY 
HUD DISCLOSURES 

If you remain in the leased unit on the date specified for termination, Owner/Agent will enforce the termination only by bringing a judicial action 
at which time you may present a defense. You have ten (10) days within which to discuss this eviction with Owner/Agent. This 10-day period 
commences on the earlier of the day this Notice is hand-delivered to your unit or the day after it is mailed. The discussion period does not 
extend the date for termination. The amount of rent due was calculated as of the date of this Notice. Persons with disabilities have the right to 
request reasonable accommodation to participate in the hearing process. 

ADDITIONAL SERVICE REQUIREMENTS  
SECTION 8 VOUCHERS: Notice served by one of the methods listed above AND copy mailed to Public Housing Agency the same day. 
HUD (PROJECT BASED): Notice served by one of the methods listed above, AND mailed to Unit, AND 

1. Attempt to serve the Notice personally to any adult answering the door. If unable to do that: 
2. Attempt to slide the Notice through the door (mail slot) or under the door. If unable to do that: 
3. Post the Notice on the door at eye level.

WARNING NOTICE: The conduct described above is a violation of your Rental Agreement. If you cure this violation as provided above, Owner/ 
Agent may choose to terminate your tenancy at the end of the fixed term if there are three or more violations within a 12-month period preceding 
the end of the fixed term. Correcting the third or subsequent violations is not a defense to termination under ORS 90.427(7). 

                                              THANK YOU FOR YOUR COOPERATION 

OWNER/AGENT __________________________________________________________________________________________________ 

ADDRESS __________________________________________________________________________________________________ 

__________________________________________________________________________________________________ 

TELEPHONE __________________________________________________________________________________________________ 

EMAIL __________________________________________________________________________________________________ 

                                                     SUBSIDIZED RESIDENTS SEE DISCLOSURES

Statement of Account (Informational Purposes Only)  

Past Due Rent_____________________________________________________ $________________________________ 

Late Charges_______________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Other___________________________________________________________________ $________________________________ 

Total Outstanding Amount $________________________________

72-Hour Notice of Nonpayment of 
Rent: This form can be served as 
early as the eighth day the rent is 
past due. It notifies tenants that 
unless their rent is paid within 72 
hours, lease will be terminated. 
That timeframe is extended by 3 
days if mailed. The form requires 
tenant to pay only current month’s 
rent to avoid termination. Late fees 
and other charges can be recouped 
using a Notice of For Cause 
Termination.
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and owners of all types keep a close eye 
on their properties’ profi tability.

GROWTH OPPORTUNITIES
The survey shows that 48 percent of 

property managers named growth a top 
priority this year—an increase of nine 
points since 2017.

“Growth is the top priority,” Phillips 
said, and “the importance of effi ciency 
has rebounded this year.” Profi tability 
expectation was lower.

Though fewer property managers 
reported portfolio growth in 2019 than 
in years past, 70 percent did add new 
properties to their portfolios in the last 
two years.

Portfolio loss has prevented many 
property managers from achieving 
signifi cant growth recently, with a 
strong seller’s market motivating some 
rental owners to sell their properties. 
In response, property managers have 
found innovative ways to generate more 
revenue without adding new doors, from 
expanding their services to retooling their 
fee structures and more.

“However, another piece to the 
profi tability question that has really 
exploded is legislation and regulation,” 
Phillips said. “There are a lot of changes 
that are going on here and I just want to 
note we are looking through the lens of 
how it impacts our industry. This is not 

about politics. This is how these policy 
changes impact our economy. “

Phillips read a response from a 
participant in the survey that said, “So 
as laws become more restrictive we are 
forced to take additional precautions 
in our leasing processes and resident-
retention policies. This is not always 
perceived well by owners and residents.”

Phillips said in an effort to combat 
housing-related issues NARPM is seeing 
“a lot of new regulations pop up, and we 

are trying to work with our localities. 
This is just the beginning.”

TOP PRIORITIES
Property managers are laser-focused on 

growth and effi ciency above all else—as 
they have been for four years straight, 
according to the survey

In our recent seller’s market, growth 
hasn’t come naturally, the survey says.

Property managers have had to fi ght 
to maintain their profi tability and client 

base—their third and fourth most-
selected priorities for the coming year. In 
addition, many have renewed their focus 
on effective communication with their 
residents, owners, and employees, needed 
in this fast-moving era where technology 
both facilitates and hinders relationships.

THE FUTURE
“Property management increasingly 

resembles the hospitality industry,” 
Phillips said in the webinar. “The role is 
becoming more of a consultant, especially 
as regulations complicate things for the 
landlords. Relationships are still the most 
important thing despite all prop-tech 
hype,” she said.

“Customers are drawn to high-touch, 
personalized experiences,” she said. 
“It should all be in service to a strategy 
that creates great tenant experience and 
customer experience,” she said.

In addition, a few takeaways:
“First and foremost, make sure you ground 

every decision you make in the experience 
and relationships you are seeking to create 
with your owners and managers.

“Remember, focus on your local 
expertise. Property management cannot 
be handled on a national level. Awareness 
of local market trends matter.

“Diversify your revenue stream, 
and most of all keep learning and stay 
connected and take advantage of the 
learning opportunities out there for you,” 
Phillips said.

THE VALUE OF
MEMBERSHIP

Visit www.rhaoregon.org
or call 503/254-4723 for details!

Since 1927, the Rental Housing Alliance
Oregon has set the standard for community
participation by landlords providing
affordable and fair housing.

•	 Legislative Representation

•	 General Membership Dinner Meetings

•	 Mentor Program- FREE Mentor Roundtable

•	 2000+ Members

•	 Educational Classes

•	 Substantial discounts on Rental Forms, Education & 

Tenant Screenings

•	 Membership starting at $99

•	 Fully staffed office open Monday-Friday 9am-5pm

Survey Shows Job of Property Management is Changing
Continued from Page 1

To advertise in Rental Housing Journal Call Vice President/Sales Terry Hokenson 
at 480-720-4385 or email him at Terry@rentalhousingjournal.com
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503.390.6060
gabe@smicre.com
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LICENSED IN THE STATE OF OREGON

19 UNITS  |  $2,600,000
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Use Discount Code ‘RHJ10’ For 10% Savings!

Kevin Baldridge
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Tricon American Homes

Dallas Tanner
CEO
Invitation Homes

David Singelyn
CEO
American Homes 4 Rent

Chaz Mueller
CEO
Progress Residential

Daniel Choquette
Managing Director
Cerberus Capital Management/ 
FirstKey

2019 NRHC OWNER OPERATOR PANEL:

Call: 1-212-901-0542  |  Email: amelvin@imn.org
 www.imn.org/SFRWest
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Manufactured Fireplaces: Use the Correct 
FireboxReplacement Panels!!! 

Sponsored Content

portLAnd CHimney & mAsonry, inC.

The panels used for wood-burning 
(solid fuel) units and gas-burning 
units are very different and the 
correct replacement panels need to 
be used. 
Many of your units, especially 
apartments and condominiums, 
are equipped with manufactured 
fireplaces. Each fireplace is labeled 
with make and model number and 
UL listing (Underwriters Labora-
tories, an agency that tests and 
certifies any product as safe under 
operating conditions) and originally 
comes with model and installation 
instructions. All the parts of these 
fireplaces are tested under various 
conditions in conjunction with the 
rest of the fireplace unit to ensure 
best possible performance of the 
unit. 
Over time, various parts of these 
units will wear out, most commonly 
the interior fireplace area called 
the firebox. The firebox consists of 
the back wall, left-side and right-
side wall panels as well as the floor 
panel. 
Replacement panels are available. 
These panels are called Refractory 
Panels.
The technical definition of Refracto-
ry: “A substance that is resistant to 
heat.”
Definition from Lexica/Powered by 
Oxford Online.
These panels are Refractory Ce-
ment panels for solid fuel (wood 
burning) Manufactured Fireplaces. 
These units have been tested under 
very exact conditions, so if the 
incorrect replacement panel is used 
it violates the Underwriters Labora-
tories listing of replacement parts for 
that Manufactured Fireplace. 
Panels for a gas Manufactured 
Fireplaces are very different from a 
wood burning manufactured Fire-
place and should not be used for 
wood fireplaces.
* According to a publication for the 
Chimney Safety Institute of America:
“REFRACTORY PANEL: 
The panels for solid-fuel fireplace 
are typically molded or cast from 
a concrete aggregate mixture, or 
are otherwise made from cut bricks 
molded into the necessary forms. 
Panels for gas-burning fireplaces 
are typically molded from a mixture 
of ceramic fibers and lightweight 
concrete. 
Over time, refractory panels break 
down either through the repeated 
heating-cooling process, trauma 
of some sort (log impacts, etc.), or 
general wear and tear from normal 
operations. Replacing or repairing 
the panels helps to maintain the 
safety of the fireplace, as well as its 
aesthetic appeal. 
CRITICAL ISSUES: 

Maintain Thermal Performance of 
Fireplace: When replacing panels, 
the important factor is to maintain 
the same thermal performance as 
the original fireplace. 
Keep same Panel Thickness as 
Original: By using replacement 
panels with the same thickness as 

the original panels helps to keep the 
thermal performance the same and 
helps to ensure a good fit and finish 
of panels.”  
A trained Chimney Technician will 
inspect and recommend the correct 
panels for your Manufactured Fire-
places. 
* “The Use of Aftermarket Compo-
nents and Their Effects on the Safe-
ty and Performance of Factory-Built 
Fireplaces,” Prepared for The 
Chimney Safety Institute of America 
by Eric Adair, P.E., Adair Concepts 
& Solutions, LLC

The photo at right shows a gas 
fi replace fi ber-backed panel versus 
a solid-fuel (wood burning) fi replace 
refractory cement panel.

MULTI FAMILY SPECIALS!
JANUARY-JUNE 2020

VOLUME DISCOUNTS
Fireplaces & Dryer Vents

Call for a FREE ESTIMATE
503-256-9140

BUDGET NOW!
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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




