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 National Avg. 
Rent Falls $1 
in December
YARDI MATRIX

There was a weak end to a solid year 
for multifamily, with national average 
rents falling by $1 in December, 
according to the latest report from 
Yardi Matrix.

The report says 2019 will go down 
as a year without much drama in the 
multifamily sector as U.S. rent growth 
fi nished at a solid 3 percent.

The average U.S. rent fell $1 in 
December to $1,474, with the growth 
rate falling 10 basis points from 
November. That said, U.S. multifamily 
rents fi nished a remarkably consistent 
2019 up 3.0%. Year-over-year growth 
remained between 3.0% and 3.3% the 
entire year.

Rents were essentially fl at for the 
fourth quarter, which is a normal 
seasonal trend. The last time rents 
grew signifi cantly during the end of the 
year was 2014 and 2015. 

Rent growth continues to be strong 
in all regions, led by secondary markets 
in the West and Southeast. Phoenix, 
Las Vegas, Sacramento and Nashville 
were among the top-performing metros 
all year. However, growth decelerated 

See ‘National’ on Page 7

APARTMENT LIST

Denver rents were fl at in December 
and up only 0.8 percent year-over-year, 
according to the January report from 
Apartment List.

Median rents in Denver are $1,069 for a 
one-bedroom apartment and $1,353 for a 
two-bedroom. 

Denver’s year-over-year rent growth 
lags the state average of 1.6 percent, as 
well as the national average of 1.4 percent.

HOWEVER, RENTS ARE RISING 
ACROSS THE DENVER METRO

Throughout the past year, rent increases 
have been growing across the Denver 
metro.

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

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

• Thornton has the most expensive rents 
in the Denver metro, with a two-bedroom 
median of $1,944; the city has also seen 
rent growth of 3.1 percent over the past 
year, the fastest in the metro.

• Over the past year, Brighton is the only 
city in the metro that has seen rents fall, 

with a decline of 6.0 percent. Median two-
bedrooms there cost $1,690, while one-
bedrooms go for $1,333.

• Denver proper has the least expensive 
rents in the Denver metro.

Denver Rents Remain Flat

See ‘Denver’ on Page 6

RENTAL HOUSING JOURNAL

Every year, electrical fi res leave 
a trail of costly damages on rental 
properties across the United States.
This is considered to be one of the most 
expensive fi xes that property managers 
have to face, according to maintenance 
company Keepe.

As a property manager, keep an eye 
out for poorly installed, outdated and 
damaged electrical wiring. Often, the 
warning signs of faulty wiring are 
relatively easy to detect – as long as you 
stay proactive and alert in spotting these 
issues. Here are some warning signs of 
faulty electrical wiring:

FREQUENT CIRCUIT-BREAKER TRIPS

A circuit breaker is designed to trip 
whenever a power overload occurs in the 
system. However, if this happens too often 
(frequent circuit breaker trips in a span of 
a few days or weeks), it is a clear sign that 
there is a deeper underlying problem in 
the building’s electrical wiring system. 
Make sure to have it checked out.

CONSTANT DIMMING, BUZZING OR 
FLICKERING OF LIGHTS

If lights in the building constantly buzz 
when turned on, or worse, fl icker or dim 
when multiple appliances are in use at the 
same time, it is an indication that there 
is a problem with the building’s electrical 
wiring, which would potentially require 

an urgent professional upgrade.

CHEWED OR FRAYED WIRING

Damaged wiring – left behind by 
inexperienced handymen, pets, and 
rodents – can cause an electrical fi re 
in a rental property. It is essential for 
property managers to look out for chewed 
or frayed wiring. If you spot these types 
of wiring, contact an electrical contractor 
immediately.

DISCOLORED, SCORCHED OR 
SMOKED OUTLET POINTS

When a rental property’s wiring system 
is damaged, it often causes discoloration 
and scorch marks on the outlet points. 
This is a tell-tale sign that the wiring 
system is damaged. If left unchecked, it 
has the potential to cause a fi re or shock.

As a property manager, do routine 
walkthroughs and inspections to detect an 
electrical fi re before it occurs. Remember 
not to tinker with the electrical system in 
a building, especially if you see or hear 
any of the above warning signs.

How to Detect Faulty Wiring on Property
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Placement Memorandum (the “Memorandum”). Please read the entire Memorandum paying special attention to the risk section prior investing. IRC Section 

1031, IRC Section 1033 and IRC Section 721 are complex tax codes therefore you should consult your tax and legal professional for details regarding your 

situation. This material is not intended as tax or legal advice. There are material risks associated with investing in real estate, Delaware Statutory Trust (DST) 

prproperties and real estate securities including illiquidity, tenant vacancies, general market conditions and competition, lack of operating history, interest rate 

risks, the risk of new supply coming to market and softening rental rates, general risks of owning/operating commercial and multifamily properties, short term 

leases associated with multi-family properties, ǻnancing 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 ˻ow, potential returns and 

ppotential appreciation are not guaranteed. Securities offered through WealthForge Securities, LLC. Member FINRA/SIPC. Kay Properties and Investments, LLC 

and WealthForge Securities, LLC are separate entities. Preferred return is not guaranteed, and subject to available cash ˻ow.
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CALL TODAY
1.855.899.4597

or register at 
www.kpi1031.com

FOR A FREE BOOK
ON 1031 EXCHANGES

1031 Exchange Solutions

Passive Investment Opportunities –
No More Tenants Toilets and Trash!

Delaware Statutory Trust (DST) Properties

Triple Net Leased (NNN) Properties

721 Exchange UPREIT Properties – How to 1031
EExchange into a Real Estate Investment Trust (REIT)

Opportunity Zones

Preferred Return Investment Opportunities

Real Estate Investing Seminars and Workshops

ASK US ABOUT:

Learn More at 
www.kpi1031.com

or call 
1.855.899.4597

YOU WILL ALSO GET

FREE 1031
EXCHANGE LISTINGS!
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What Are the Best Properties for a 1031 Exchange?
By Dwight Kay and the Kay Properties 
Team

You are about to sell your property, and your 
CPA tells you that there is a large tax conse-
quence lurking around the corner. In order to 
avoid paying capital gains and depreciation 
recapture tax, you consider a 1031 exchange 
whereby your taxes are deferred from the sale 
into a new property or group of properties. 
The legal and financial particulars of exe-
cuting a 1031 exchange can be confusing, 
but many potential exchangers find it more 
difficult to find the next property in which to 
invest.

How do you choose your next investment 
property? There are many ways to go about 
looking for property to exchange into, but 
something that I recommend to my clients 
is thinking about the end goal. What are you 
looking to get out of your next property? For 
example, many of those who are looking to 
make a 1031 exchange now likely began with 
an investment in real estate that they hoped 
would appreciate in value. Many of these 

types of properties can potentially be riskier 
but can appreciate more quickly. If this strat-
egy is something that still seems interesting 
to you, then I would recommend looking into 
multi-family buildings. Depending on your risk 
profile, the geography, year built, and other 
factors would go into determining which prop-
erties would be a fit. Multi-family requires a lot 
of hands on management and could require 
out of pocket expenses. However, If you are 
looking to retire and take a less hands-on ap-
proach, then I would recommend other types 
of properties.

Many clients of ours that look for less man-
agement intensive investments may veer 
towards NNN properties. With a NNN lease, 
the tenant will pay for some or all costs asso-
ciated with the overhead of a building. The 
leases are sometimes guaranteed by larger 
companies that have multiple stores across 
the United States. Although these properties 
tend to be more passive investments, man-
agement is still in the hands of the owners. If 
anything should happen to the building itself, 
it could be a liability to the management.

Between these types of real estate, there are 
a whole array of different strategies to im-
plement. Another strategy is using Delaware 
Statutory Trusts to blend your real estate 
portfolio into a risk profile and return of your 
preference. With DSTs, you can purchase 
fractional interests of properties without 
having to make your whole investment count 
towards one property since minimums for 
1031 exchange are typically $100,000 and 
investors have the opportunity to diversify by 
location, property type and asset manager by 
investing in multiple DSTs. You can strategize 
on how you would like your 1031 exchange 
to count depending on what your end goal is. 
With DSTs you can employ a passive invest-
ment strategy while having the ability to invest 
fractionally in properties with appreciation 
potential. There are risks however associated 
with DSTs. Like with all real estate securities, 
there are not guaranteed returns. Each DST 
will be associated with their own sets of risks 
tied to geography, management, and asset 
type. We still believe that you can employ an 
effective strategy depending on what your 
end goal is through DSTs.

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 DC. Kay Properties 
team members collectively have over 114 years of real estate experi-

ence, are licensed in all 50 states, and have partici-
pated in over $9 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 confiden-
tial Private Placement Memorandum (the “Memorandum”). Please read 
the entire Memorandum paying special attention to the risk section prior 
investing. This email contains information that has been obtained from 
sources believed to be reliable. However, Kay Properties and Invest-
ments, LLC, WealthForge Securities, LLC and their representatives 
do not guarantee the accuracy and validity of the information herein. 
Investors should perform their own investigations before considering 
any investment. IRC Section 1031, IRC Section 1033 and IRC Section 
721 are complex tax codes therefore you should consult your tax or 
legal professional for details regarding your situation. This material is 
not intended as tax or legal advice.

There are material risks associated with investing in real estate, Dela-
ware Statutory Trust (DST) properties and real estate securities includ-
ing illiquidity, tenant vacancies, general market conditions and competi-
tion, lack of operating history, interest rate risks, the risk of new supply 
coming to market and softening rental rates, general risks of owning/

operating commercial and multifamily properties, short term leases 
associated with multifamily properties, financing risks, potential adverse 
tax consequences, general economic risks, development risks and long 
hold periods. There is a risk of loss of the entire investment principal. 
Past performance is not a guarantee of future results. Potential cash 
flow, potential returns and potential appreciation are not guaranteed. 
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. There are material risks as-
sociated with investing in DST properties and real estate securities 
including illiquidity, tenant vacancies, general market conditions and 
competition, lack of operating history, interest rate risks, the risk of 
new supply coming to market and softening rental rates, general risks 
of owning/operating commercial and multifamily properties, short term 
leases associated with multi- family properties, financing risks, potential 
adverse tax consequences, general economic risks, development risks, 
long hold periods, and potential loss of the entire investment principal. 
Past performance is not a guarantee of future results. Potential cash 
flow, returns and appreciation are not guaranteed. IRC Section 1031 is 
a complex tax concept; consult your legal or tax professional regarding 
the specifics of your particular situation. This is not a solicitation or an 
offer to see any securities. Please read the Private Placement Memo-
randum (PPM) in its entirety, paying careful attention to the risk section 
prior to investing. Diversification does not guarantee profits or protect 
against losses.

The go to periodical for property management 
professionals and multifamily investors doing 
business in Colorado.
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‘Worthless’ ESA Documentation
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New Pet-Damage 
Insurance Gives  
Managers More 
Potential Tenants
Rental Housing JouRnal

Pet-deposit protection is now being 
offered by a company to help property 
managers cover any pet-related 
damages and allow tenants to lease a 
property without an extreme up-front 
pet deposit.

Jetty Pet is a new offering from Jetty, 
a financial services company. Jetty Pet 
is Jetty’s pet protection for property 
managers, which can be used alone or 
combined with Jetty Deposit to replace 
a traditional up-front pet-deposit 
charge. 

This can give properties increased 
coverage against pet-related damages 
and a more streamlined leasing 
process–while keeping move-in costs 
lower for the renter.

“We always have an ear to the 
ground on the fundamental problems 
our partners face, and how we can 
solve even more of them,” said Mike 
Rudoy, CEO and co-founder of Jetty, in 
a release. “Jetty Pet is just another way 

See ‘Insurance’ on Page 11

3 Ways to Prevent Costly Roof Maintenance
Rental Housing JouRnal

Property maintenance comes as an 
integral part of the general maintenance 
and upkeep of your property. Particularly 
with regular roof maintenance, capital 
budgeting becomes more predictable 
and simplified. When property managers 
maintain a roof correctly, they prolong 
its lifespan – and that saves money in the 
long run. Here are three effective ways to 
do just that: 

1. EXTEND THE LIFESPAN
OF THE ROOF

Regular maintenance usually is the 
least costly option for property managers. 
Manufacturers agree that customary 
maintenance can extend a roof’s 
lifespan by 25 percent. Removing snow, 
unclogging gutters, clearing debris, 
adding sealant or caulk, and assessing 
vulnerable perimeter terminations, all 
contribute to the increased lifespan of 
a roof. To put this into perspective, a 
small addition of upfront maintenance 
expenditures could significantly 
minimize the roof’s overall cost annually.

Well-maintained roofs need just a 
minimal level of annual repair and 
don’t require frequent replacement. You 
can defer these costs and their effect 
on the  capital budget over additional 
years. Regular maintenance reduces the 

escalated expenses linked to older roofs 
and eradicates the need for unpredictable 
and expensive repairs.

See ‘Maintenance’ on Page 10

Rental Housing JouRnal

Demographics continue to drive 
multifamily demand,  and along with 
lifestyle changes, will continue to fuel 
strong demand and the need for 425,000 
multifamily rental units per year, Yardi 
Matrix experts said in a recent webinar.

An aging population, increasing divorce 
rates, and more young people who haven’t 
yet moved out of their family homes 
all contribute to the strong multifamily 
demand.

Jeff Adler, vice president of Matrix, 
and Jack Kern, director of research and 
publications, presented the Yardi Matrix 
2019 Multifamily Market Update during 
the webinar.

“Overall, the multifamily industry is 
performing well, with strong demand, 
level new supply, and strong rent growth,” 
they said during the webinar.

DEMOGRAPHICS DRIVE MULTIFAMILY
DEMANDS

Total housing production is unlikely to 
catch up to household formation, putting 

upward pressure on rents and occupancy 
rates and pressures for rent control, the 
report says.

Demographics, Lifestyle Changes 
Drive Demand for Multifamily Units

See ‘Demographics’ on Page 4
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FEAR OF A MARKET CORRECTION

Market correction or no market 
correction? 

It is very diffi cult to say when the next 
recession will be, but it has been a big 
buzzword lately among the media and 
investors. Recent interest rate cuts might 
have stopped a recession, or a slowdown 
due to fear, from hitting in 2020. This 
has been the longest bull market in 
U.S. history. Many on Wall Street are 
wondering if this long run is on its last leg 

or mustering a second wind. However, 
there are still expectations that the U.S. 
economy and GDP growth could slow 
next year. Investors are starting to hedge 
against this increased risk. And there 
are other various notable issues ahead in 
2020 that also will create higher levels 
of uncertainty, such as the upcoming 
presidential elections, and trade confl icts. 
As most investors are treading with 
caution as they move into the New Year, 
many are still seeing strong opportunity 
when using sound fundamentals when 
purchasing apartments. In our case we 

are closing on our deals with a lower loan-
to-value ratio (LTV) to hedge against a 
correction, and also having strong value-
play built into the business plan. With a 
looming market correction, it’s important 
to not overleverage, and to have plenty of 
cash on hand if one does hit.

RENT CONTROL IN 2020
The slowing economy and the fear 

of a recession are not the only fears of 
investors in 2020. 

The issue of rent control has quickly 

become a top concern. Rent regulations 
have been instituted in a few major 
markets recently, and many more markets 
are considering this control to try and 
combat rising rental housing costs. States 
like New York, California, and Oregon are 
all implementing this control. Illinois and 
Washington State are on the list next for 
possible legislation. On January 1, 2020, 
California law began allowing only for a 
fi ve percent increase, plus the local rate of 
infl ation, per year. This law will expire in 
2030 unless lawmakers vote to extend it. 
In New York’s metro area there has been 
a 9.2 percent decrease in multifamily 
investment, which is partly believed to be 
caused by the implementation of the new 
rent-control regulations.

Many housing economists agree that 
rent control is not the solution, that 
building more housing is a better answer 
to the problem. 

CATERING TO A MILLENNIAL AND 
BABY BOOMER MARKET

As we move further into 2020, the 
millennial and baby boomer markets for 
multifamily will continue to expand.

Millennials today are searching for 
more affordability and portability, and 
they want accessibility to such things 
as entertainment and local experiences. 
Urban housing prices are skyrocketing 
in many popular cities, causing this 
shift for more affordable housing. Many 
millennials are coming out of college 
with record-high student loans; adding a 
mortgage to that could easily surpass 50 
percent of one’s income. So they avoid 
homebuying, which is helping to lead this 
shift. Home ownership of millennials is 
very low compared to other generations; 
they view buying a home as a long-
term goal, and see their priority now as 
lifestyle. Along with affordability and 
portability, millennials are favoring 

5 Multifamily Investing 
Predictions for 2020

BY VINNEY CHOPRA 
AND JON ROOSEN

The market for multifamily 
properties is continuously 

changing. In the light of major 
political, social, and economic 
developments, investors will 
have to look at the bigger 
picture. Adaptation is the key 
to success amid an uncertain 
landscape. Whether to resist or 
go with the fl ow will depend on 
what investors want to achieve 
in the foreseeable future.

It’s because of these fundamental 
reasons that investors will have to 
keep themselves abreast of signifi cant 
disruptions in the multifamily fi eld. 
For that, they will have to be aware 
of these disruptions and how they 
are going to affect the profi tability 
and sustainability of their investment 
portfolios.

You don’t have to look for a 
fortuneteller to get a good glimpse of 
the future of the multifamily market. 
You only need to view the trends that 
will shape the investment market. As 
we close another year and welcome the 
new one, let us focus on what to expect 
from the multifamily market and look 
at the trends that really matter in the 
long run. 

Millennials today are 
searching for more 
affordability and 
portability, and they 
want accessibility 
to such things as 
entertainment and local 
experiences. 

Continued on Next Page
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amenities in their communities such as 
smart home features (Nest thermostats 
and USB outlets), white-glove services 
such as valet trash, lavish swimming 
pools and outside eating areas, and hip 
cyber cafes. 

Another trend to look for in 2020 
is the downsizing of the baby-boomer 
generation into multifamily homes.

A study conducted by Fannie Mae 
estimated that more than 14 million baby 
boomers will end their home ownership 
by 2036, a 42 percent increase from the 
previous decade. One study estimated 
that thousands of this demographic are 
coming into retirement daily, and are 
looking to downsize. They will have  
challenges; the Insured Retirement 
Institute estimates that 45 percent of baby 
boomers have no retirement savings. 
Leaving work for them will mean a drastic 
lifestyle adjustment and a need for more 
affordable housing. According to the 
NMHC (National Multifamily Housing 
Council) tabulations of U.S. Census Data, 
73 million baby boomers in the United 
States accounted for 58.6 percent of the 
increase in renter households between 
2006 and 2016. With the expanding 
bubble of aging Americans, this number 
is expected to increase even further. The 
demand for senior living is increasing 
with the increase of baby boomers 
downsizing. We believe this trend will 
continue for the next 10 years, giving 
us a strong market in the senior-living 
multifamily units.

IMMIGRATION

By 2024, immigration is expected to 
surpass internal population growth for 
the fi rst time, according to Hoyt Advisory 
Services Research.

Why is this important? It’s because 
immigrant families are more likely to 
rent than a native-born American. As you 
can see in the graph at right, immigration 
is at an all-time high; this is great news 
for multifamily investors.

DEMAND FOR NEW APARTMENTS 
WILL SOFTEN

Post-recession in 2009, multifamily 
has become a larger piece of the overall 
new housing market with multifamily 
construction peaking in 2015 and 2016. 
While 2018 and 2019 paced well – even 
with a potential market correction on 
many minds – we believe we will see a 

slowdown on new construction in 2020. 
As shown in the chart, there was a 
considerable drop in multifamily permits 
as the recession hit. 

SUMMARY 
As we enter 2020, even with these 

factors, we believe multifamily housing 
will remain strong and will still be a 
strong investment for investors who use 
sound fundamentals. 

According to the Harvard Joint Center 
for Housing, State of the Nation’s Housing, 
2019, approximately 75 percent of renters 
would like to become homeowners at 
some point. 

This being said, homeownership rates 
have been stagnant and are not likely to 
return to levels seen during the previous 
housing boom. Millennials are entering 
the housing market in a time where 
student debt is a major problem, housing 
affordability is low, and lending criteria is 
more stringent.

 When you pair this with their lifestyle 
factors of delaying marriage and choosing 
experiences over saving, it is very likely 
more millennials will remain renters for 
longer than previous generations. If and 
when a market correction comes, this 
will cause an increase in the need for 
affordable housing, and many will look to 
multifamily. 

Another factor that will help 
multifamily investments are the aging 
of baby boomers, many becoming empty 
nesters, which is also contributing to the 
increase of older renters. 

The go to periodical for property management 
professionals and multifamily investors doing 
business in Colorado.
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New Pet-Damage 
Insurance Gives  
Managers More 
Potential Tenants
Rental Housing JouRnal

Pet-deposit protection is now being 
offered by a company to help property 
managers cover any pet-related 
damages and allow tenants to lease a 
property without an extreme up-front 
pet deposit.

Jetty Pet is a new offering from Jetty, 
a financial services company. Jetty Pet 
is Jetty’s pet protection for property 
managers, which can be used alone or 
combined with Jetty Deposit to replace 
a traditional up-front pet-deposit 
charge. 

This can give properties increased 
coverage against pet-related damages 
and a more streamlined leasing 
process–while keeping move-in costs 
lower for the renter.

“We always have an ear to the 
ground on the fundamental problems 
our partners face, and how we can 
solve even more of them,” said Mike 
Rudoy, CEO and co-founder of Jetty, in 
a release. “Jetty Pet is just another way 

See ‘Insurance’ on Page 11

3 Ways to Prevent Costly Roof Maintenance
Rental Housing JouRnal

Property maintenance comes as an 
integral part of the general maintenance 
and upkeep of your property. Particularly 
with regular roof maintenance, capital 
budgeting becomes more predictable 
and simplified. When property managers 
maintain a roof correctly, they prolong 
its lifespan – and that saves money in the 
long run. Here are three effective ways to 
do just that: 

1. EXTEND THE LIFESPAN
OF THE ROOF

Regular maintenance usually is the 
least costly option for property managers. 
Manufacturers agree that customary 
maintenance can extend a roof’s 
lifespan by 25 percent. Removing snow, 
unclogging gutters, clearing debris, 
adding sealant or caulk, and assessing 
vulnerable perimeter terminations, all 
contribute to the increased lifespan of 
a roof. To put this into perspective, a 
small addition of upfront maintenance 
expenditures could significantly 
minimize the roof’s overall cost annually.

Well-maintained roofs need just a 
minimal level of annual repair and 
don’t require frequent replacement. You 
can defer these costs and their effect 
on the  capital budget over additional 
years. Regular maintenance reduces the 

escalated expenses linked to older roofs 
and eradicates the need for unpredictable 
and expensive repairs.

See ‘Maintenance’ on Page 10

Rental Housing JouRnal

Demographics continue to drive 
multifamily demand,  and along with 
lifestyle changes, will continue to fuel 
strong demand and the need for 425,000 
multifamily rental units per year, Yardi 
Matrix experts said in a recent webinar.

An aging population, increasing divorce 
rates, and more young people who haven’t 
yet moved out of their family homes 
all contribute to the strong multifamily 
demand.

Jeff Adler, vice president of Matrix, 
and Jack Kern, director of research and 
publications, presented the Yardi Matrix 
2019 Multifamily Market Update during 
the webinar.

“Overall, the multifamily industry is 
performing well, with strong demand, 
level new supply, and strong rent growth,” 
they said during the webinar.

DEMOGRAPHICS DRIVE MULTIFAMILY
DEMANDS

Total housing production is unlikely to 
catch up to household formation, putting 

upward pressure on rents and occupancy 
rates and pressures for rent control, the 
report says.

Demographics, Lifestyle Changes 
Drive Demand for Multifamily Units

See ‘Demographics’ on Page 4

By 2024, immigration 
is expected to surpass 
internal population 
growth for the fi rst 
time, according to 
Hoyt Advisory Services 
Research.
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ENHANCE YOUR LAUNDRY.

We offer both credit and phone app 
based payment systems.

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

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

Jodi Way
at

303-242-6440

Installation  •  Parts  •  Service  •  Design  •  Consultation  •  Planning

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

ARVADA RENTS INCREASE SHARPLY 
OVER THE PAST MONTH

Arvada rents have increased 0.8 percent 
over the past month, and are up moderately 
by 2.1 percent in comparison to the same 
time last year. 

This is the third straight month Arvada 
has had rent increases since a decline in 

September.

Median rents in Arvada stand at $1,246 
for a one-bedroom apartment and $1,578 
for a two-bedroom. 

COLORADO SPRINGS RENTS UP 3.4 
PERCENT YEAR-OVER-YEAR

While Colorado Springs rents have 
remained fl at over the past month, they are 
up moderately by 3.4 percent year-over-

year, according to the report.

Colorado Springs leads the state average 
in rent increases. Median rents in Colorado 

Springs are $986 for a one-bedroom 
apartment and $1,272 for a two-bedroom.

Denver Rents Remain Flat as New Year Begins
Continued from Page 1

CITY MEDIAN 1BR 
PRICE

MEDIAN 2BR 
PRICE

M/M PRICE
CHANGE

Y/Y PRICE
CHANGE

To advertise in Rental 
Housing Journal, 

call Vice President/
Sales Terry Hokenson

 at 480-720-4385 
or email 

Terry@
rentalhousingjournal.com
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New Laws, New Defenses for Tenants – 
Staying Ahead of the Curve

Page 7

HUD Seeks Investigation of Websites Selling 
‘Worthless’ ESA Documentation

Page 4

New Pet-Damage 
Insurance Gives  
Managers More 
Potential Tenants
Rental Housing JouRnal

Pet-deposit protection is now being 
offered by a company to help property 
managers cover any pet-related 
damages and allow tenants to lease a 
property without an extreme up-front 
pet deposit.

Jetty Pet is a new offering from Jetty, 
a financial services company. Jetty Pet 
is Jetty’s pet protection for property 
managers, which can be used alone or 
combined with Jetty Deposit to replace 
a traditional up-front pet-deposit 
charge. 

This can give properties increased 
coverage against pet-related damages 
and a more streamlined leasing 
process–while keeping move-in costs 
lower for the renter.

“We always have an ear to the 
ground on the fundamental problems 
our partners face, and how we can 
solve even more of them,” said Mike 
Rudoy, CEO and co-founder of Jetty, in 
a release. “Jetty Pet is just another way 

See ‘Insurance’ on Page 11

3 Ways to Prevent Costly Roof Maintenance
Rental Housing JouRnal

Property maintenance comes as an 
integral part of the general maintenance 
and upkeep of your property. Particularly 
with regular roof maintenance, capital 
budgeting becomes more predictable 
and simplified. When property managers 
maintain a roof correctly, they prolong 
its lifespan – and that saves money in the 
long run. Here are three effective ways to 
do just that: 

1. EXTEND THE LIFESPAN
OF THE ROOF

Regular maintenance usually is the 
least costly option for property managers. 
Manufacturers agree that customary 
maintenance can extend a roof’s 
lifespan by 25 percent. Removing snow, 
unclogging gutters, clearing debris, 
adding sealant or caulk, and assessing 
vulnerable perimeter terminations, all 
contribute to the increased lifespan of 
a roof. To put this into perspective, a 
small addition of upfront maintenance 
expenditures could significantly 
minimize the roof’s overall cost annually.

Well-maintained roofs need just a 
minimal level of annual repair and 
don’t require frequent replacement. You 
can defer these costs and their effect 
on the  capital budget over additional 
years. Regular maintenance reduces the 

escalated expenses linked to older roofs 
and eradicates the need for unpredictable 
and expensive repairs.

See ‘Maintenance’ on Page 10

Rental Housing JouRnal

Demographics continue to drive 
multifamily demand,  and along with 
lifestyle changes, will continue to fuel 
strong demand and the need for 425,000 
multifamily rental units per year, Yardi 
Matrix experts said in a recent webinar.

An aging population, increasing divorce 
rates, and more young people who haven’t 
yet moved out of their family homes 
all contribute to the strong multifamily 
demand.

Jeff Adler, vice president of Matrix, 
and Jack Kern, director of research and 
publications, presented the Yardi Matrix 
2019 Multifamily Market Update during 
the webinar.

“Overall, the multifamily industry is 
performing well, with strong demand, 
level new supply, and strong rent growth,” 
they said during the webinar.

DEMOGRAPHICS DRIVE MULTIFAMILY
DEMANDS

Total housing production is unlikely to 
catch up to household formation, putting 

upward pressure on rents and occupancy 
rates and pressures for rent control, the 
report says.

Demographics, Lifestyle Changes 
Drive Demand for Multifamily Units

See ‘Demographics’ on Page 4
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5 REASONS TO USE  RENTEGRATION
1. Access - Rentegration.com is a web 
based, multi-user software o�ering cus-
tomers 24/7 access to forms generation, 
archives, property management data-
base, basic accounting, vendor ordering 
and other services.  

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

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

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

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

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

ADDRESS: ____________________________________________________ UNIT: _________

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

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

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

______________________________________________________________________________
                                                                                                                                                           

Landlord      Phone

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

WA-RTG-40 Washington

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

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

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

Towel BarsCleanliness
Sink & Vanity

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

Smoke Detectors

OR-RTG-20 Oregon

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

PET AGREEMENT
TENANT INFORMATION

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

DESCRIPTION OF PET(S)

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

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

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

Additional Security Deposit Required:$           

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

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

_____________________________    ______________________________
Landlord       Tenant 
        ______________________________
        Tenant 

OR-RTG-24 Oregon  

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

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

ADDRESS: ________________________________________________UNIT: ______________

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

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

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

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

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

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

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

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

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

In Out

LIVING AREAS
KITCHEN

BEDROOM 3

Walls

Walls

Walls
Windows

Stove/Racks
Windows

Blinds/Drapes
Refrigerator

Blinds/Drapes
Rods

Ice Trays
Rods

Floor

Shelves/Drawer
Floor

Carpet/Vinyl/Wood
Disposal

Light Fixtures
Light Fixtures

Dishwasher
Doors/Woodwork

Doors/Woodwork
Counter Tops

Locks
Locks

Cabinets
Ceilings

Ceilings
Sink

Electric Outlets
Electrical Outlets

Floor

Smoke Detectors
Garbage Cans

Windows
TV Antenna/Cable

Blinds/Drapes
BATH ROOM

Fireplace

Towel Bars
Cleanliness

Sink & Vanity

Toilet
BEDROOM 1

BEDROOM 2
Tub/Shower

Walls

Walls

Fan (Exhaust)
Windows

Windows
Floor

Blinds/Drapes
Blinds/Drapes

Electric Outlets
Rods

Rods

Light Fixtures
Floor

Floor
Light Fixtures

Light Fixtures
Essential Services
Essential Services

Doors/Woodwork
Doors/Woodwork

Plumbing
Locks

Locks

Heating
Ceilings

Ceilings
Electricity

Electrical Outlets
Electric Outlets

Hot Water
Smoke Detectors

Smoke Detectors
Smoke Detectors

WA-RTG-20 Washington

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

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

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

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

Color Standards for National Tenant Network Logo 

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

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

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

• Logos should not be put over a busy background.

BLACK WHITE (with 40% gray circle)

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

UNACCEPTABLE COLOR USAGE

DO NOT put over a busy backgroundDO NOT change the color DO NOT alter in any way
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Exclusive Industry Partner of:

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

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

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

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

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

REASONS TO 
USE RENTEGRATION5

State specific rental and lease 
forms available in: 

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

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

Exclusive Industry Partner of 

rentegration.com 503.933.6437 sales@rentegration.com

signifi cantly during the year in some 
metros, notably San Jose, Orlando and 
Denver.

RENT GAINS SOFTENED, BUT THE 
MARKET IS STEADY

The report says “the market is sound, 
with no red fl ags on the immediate 
horizon. 

“Despite deliveries of roughly 300,000 
units for the year, the occupancy rate for 
stabilized properties was 94.9 percent as 
of November, down only 10 basis points 
over the last year,” it says.

A healthy job market and low 
unemployment also helped handle the 
new deliveries of apartments during 2019.

Rent growth softened, yet again, to 
3.0 percent on a year-over-year basis in 
December, down 10 basis points from 
November. Year-over-year rent growth is 
at its lowest level since May 2018, when it 
reached 2.9 percent.

Phoenix (7.7 percent) and Las Vegas 
(5.4 percent) have topped the rankings 
together for 16 months and counting. The 
last time these two markets did not top 
the charts was in September 2018, when 
Orlando claimed the fi rst-place position, 
with Las Vegas and Phoenix following 
closely behind. 

Three California markets—
Sacramento (5.1 percent), the Inland 
Empire (4.1 percent) and Orange County 
(3.9 percent)—ranked in the top 10. 
Despite California’s affordability issues 
and the recent passage of statewide rent 
control, these three markets continue to 
fi nd a way to increase rents.

BAY AREA IS WEAKENING

“The Bay Area is weakening due 
to concern over growth in startup 
technology fi rms, the feeble IPO market 
and the lack of affordable housing, which 
is prompting large employers to seek 
cheaper markets,” the report says.

• San Jose started the year at 4.7 percent 
and ended up -0.3 percent. 

• San Francisco started at 4.5 percent 
and ended at 1.6 percent.

• Even Denver started at 3.4 percent 
and ended at 1.5 percent.

“All of these metros have a strong 
economic base, so it would seem likely 
that growth will rebound. Despite pockets 
of concern, 2020 should be a healthy 
year,” Yardi Matrix says in the report.

Also the report said multifamily 
continues to benefi t from abundant debt 
capital sources. Total apartment lending 
in 2019 was on track to reach 2018’s 
record $338 billion.

 National Avg. Rent Down $1
Continued from Page 1

BY MILDRED DELGADO

From an outside perspective, being a 
landlord seems like the sort of job that 
you could do with your eyes closed.

All you have to do is make sure that the 
apartment building doesn’t burn down 
and the money comes fl ooding in, right? 
In reality, the opposite is true.

There’s so much more to being a 
landlord than it seems. Sometimes it 
can be an immensely stressful job, 
made harder by the fact that people 
underestimate the diffi culties.

But, if you’re thinking about being 
a landlord, or you already are one, or 
you’re just curious about what  the life of 
a landlord is like, then here are four of the 
biggest challenges they face in their daily 
lives.

1. GAPS IN YOUR TENANCIES

In life, nothing lines up quite right. 
This is certainly true when it comes 
to being a landlord, and is a particular 
problem when you are trying to ensure 
that you can keep making a profi t on a 
building. One of the biggest problems 
for a landlord are those awkward periods 
between tenants, where an apartment is 
sitting unrented but draining money. This 
can occur even if you have a good fl ow of 
customers.

The gaps occur when you can’t line up 
your move-in, move-out dates perfectly, 
which, unless you’re leasing something in 
a city as packed as New York City, is a 
simple reality of rentals. The way to avoid 
this problem is to have a really strong 
understanding of the organization and a 
complete understanding of how to keep 
your property an attractive prospect at all 
times, pricewise and otherwise.

2. DAMAGE TO YOUR PROPERTY

It doesn’t matter who you are, or how 
hard you try to avoid it, at some stage or 
another, your property will get damaged 

in a major, noticeable way. There’s always 
a bit of a feeling of panic with damage to 
property; even though it’s a building, you 
start to see how vulnerable things are for 
the place that generates your income.

A quick tip is that all noticeable 
physical damage to the property must be 
dealt with as soon as possible. Problems 
have a nasty way of propagating 
themselves in physical structures, so 
even if it looks fairly minor to you and 
your tenant(s) doesn’t care, action has to 
be taken to protect the long-term viability 
of a property.

3. HANDLING TENANTS WHO STOP 
PAYING RENT

This is a classic issue. Even with a 
credit check and all the rest of the hoops a 
prospective tenant needs to jump through, 

people do just fall into rough patches 
fi nancially. The problem is that there’s a 
fi ne balance to strike in dealing with it, 
and you need to assess a few things in 
order to know how to handle this tricky 
issue.

How likely is it that it’s just a rough 
month or so?

How important is it to you to keep this 
particular tenant in your property?

What’s their personal credit with you 
like?

These are the sorts of questions you 
need to ask yourself when handling 
someone who isn’t paying rent when they 
should be. You don’t want to lose money, 
but eradicating a tenant or taking too 
little action will end up with losses on 
your end.

4. COMPLIANCE TO REGULATIONS 
NOW PART OF THE LIFE OF A 
LANDLORD

This is, unfortunately, a problem that 
will never go away. There are more and 
more rules and it’s increasingly important 
for you to pay the utmost attention to 
them as a landlord. Compliance is like 
a cloud hanging over your head as you 
try to conduct business. It’s a hassle, 
it’s as simple as that. You need to make 
sure that you have the proper channels 
in place to be certain that you hear about 
all of the changes in policy on landlord 
responsibilities and rental agreements.

CONCLUSION

It’s a tough job being a landlord; a 
client-facing job that has lots of back-
room responsibilities as well – and many 
different areas you need to be skilled in, 
from handyman to tax lawyer. Hopefully, 
this list offers you a little peace of mind 
that you’re not alone!

Mildred Delgado is a marketing strate-
gist at AcademicBrits. She works with 
a company’s marketing team in order 
to create a fully-functional site that ac-
curately portrays the company. She is 
also a landlord based in Portland, who 
prides herself on safe, decent, habitable 
housing.

4 Diffi cult Hurdles in the Life of a Landlord
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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
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