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10 Ways to Keep Residents 
Engaged During COVID-19

Page 6

5 Simple Landscaping 
Maintenance Tips

Page 8

 Rent-Deferral Payback 
Plan Guidelines

Page 5

aPaRtMent list

A new survey indicates that one in 
four Americans were not able to pay 
their April housing bill in full, according 
to Apartment List.

The survey showed half of those re-
spondents were able to make a partial 
payment to their lender or landlord, while 
the other half made no payment at all.

 And one in eight Americans who had 
a housing payment due this month has 
not yet paid any portion of it. The survey 
collected 4,129 responses between April 

3 and April 5 across a panel of respon-
dents that match the gender and age dis-
tribution of the United States as a whole.

“In the span of less than a month, the 
COVID-19 pandemic has completely 
upturned normal daily life throughout 
the country. With shelter-in-place orders 
having wiped out millions of jobs, at least 
temporarily, there was signifi cant uncer-
tainty around what would happen on 
April 1, the fi rst time that housing pay-
ments were due amid this ongoing cri-
sis,” said Chris Salviati, Housing Econo-
mist at Apartment List.

“In a nationally representative survey, 
we found that one in four Americans 
struggled with their April housing pay-
ments – 12 percent of survey respon-
dents made a partial payment toward 
their rent or mortgage this month and an 
additional 12 percent made no payment 
at all. 

“These strikingly high fi gures are well 
above normal delinquency rates, and the 
situation could worsen in the coming 
months. 

25% of Americans Couldn’t 
Pay Housing Bill in April

See ‘One’ on Page 4

national aPaRtMent assoCiation 
eDuCation institute

How to handle rental maintenance, 
along with personal protective wear and 
equipment, was covered by Paul Rhodes, 
National Safety and Maintenance In-
structor at the National Apartment As-
sociation Education Institute, during a 
recent video.

Rhodes said in handling rental main-
tenance during COVID-19 the fi rst thing 
in dealing with maintenance in our com-
munities is that “everybody’s on the 
same page.

“I think that what we should be start-
ing with is clear, consistent communica-
tion with our residents.”

MAINTENANCE AND COMMUNICATION 
WITH RESIDENTS

“First, let’s make sure that we send 
out information to our residents, letting 
them know that we’re here,” Rhodes 
said. “We are still here to provide service 
that is expected because ultimately we’re 
looking to make sure that both our tech-
nicians, our buildings, and our residents 
are all being safe.

It might be a good idea to remind resi-
dents that if they call for service, we are 
going to be coming from other apart-
ments and that we will be taking appro-
priate precautions.

It’s also a good opportunity to spread 
more good information. In other words, 
give the CDC latest guidance webpages 
or information, plus if there’s any local 
resources that our city or County or mu-
nicipality has and can provide for our 

residents.

FIRE, FLOOD AND BLOOD 
EMERGENCIES

We want to make sure that our resi-
dents are aware of the fact that we are 
going to respond to an emergency, 
Rhodes said.

“As far as what constitutes an 

How to Handle Rental Maintenance 
During the COVID-19 Outbreak

See ‘How to’ on Page 7

Who Pays 
for Bedbug 
Removal?

Dear Landlord Hank:  In the city 
of Aurora, Colorado, is it the tenants’ 
or the property manager’s (house land-
lord’s) responsibility to take care of a 
bedbug problem? — Stefon

Hi Stefon: I would check your lease 
to see if pest control is mentioned. 
Most often, if you live in a multifam-
ily building, the owner takes care of 
pest control on a regular basis, but this 
is normally addressed in the lease. 

If you are renting a single-family 
home, sometimes the owner will pro-
vide exterior pest control only, some-
times both interior and exterior.

If pest control is not mentioned in 
your lease, then the issue is your re-
sponsibility. I don’t know if Aurora, 
Colorado, has any special laws about 
this, but I would check.

Dear Landlord Hank: With 
schools closed, my tenant has advised 
she has to stay home with her children 
and cannot go to work and thus will 
have no income to pay rent. She wants 
to know if she can delay paying rent. 
— Sam

Dear Sam: With this pandemic, 
most are living in fear and uncertainty 
right now. I’m all about business fi rst, 
but this is different. Government bail-
out money is in the works, supposed-

See ‘Dear’ on Page 6
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Login at the Kay Properties 1031 Marketplace at www.kpi1031.com for FREE access to:
✔ 1031 Exchange Solutions ✔ Delaware Statutory Trust - DST Properties

✔ Management Free 1031 Options - 
No More Tenants, Toilets and Trash! ✔ Triple Net Leased - NNN Properties

✔ 721 UPREIT Investments - How to 1031 into a Real Estate Investment Trust (REIT)

Thinking about selling your investment property? 

CONSIDERING A 1031 
EXCHANGE?

**All offerings shown are Regulation D, Rule 506(c) offerings. This material does not constitute an offer to sell nor a solicitation of an offer to buy any security. Such offers can 
be made only by the confidential Private Placement Memorandum (the “Memorandum”). Please read the entire Memorandum paying special attention to the risk section prior 
investing.  IRC Section 1031, IRC Section 1033 and IRC Section 721 are complex tax codes therefore you should consult your tax or legal professional for details regarding your 
situation.  There are material risks associated with investing in real estate securities including illiquidity, vacancies, general market conditions and competition, lack of operating 
history, interest rate risks, general risks of owning/operating commercial and multifamily properties, financing risks, potential adverse tax consequences, general economic risks, 
development risks and long hold periods. There is a risk of loss of the entire investment principal. Past performance is not a guarantee of future results. Potential cash flow, poten-
tial returns and potential 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. These testimonials may not be representative of the experience of other clients. Past performance does not guarantee or indicate 
the likelihood of future results. These clients were not compensated for their testimonials. Please speak with your attorney and CPA before considering an investment.

CALL TODAY for a FREE book on 1031 
exchanges as well as a FREE list of available 
1031 exchange listings: 

1.855.899.4597

ABOUT KAY PROPERTIES and WWW.KPI1031.COM
Kay Properties is a national Delaware Statutory Trust (DST) investment firm.  The www.kpi1031.com platform provides access to 
the marketplace of DSTs from over 25 different sponsor companies, custom DSTs only available to Kay clients, independent advice 
on DST sponsor companies, full due diligence and vetting on each DST (typically 20-40 DSTs) and a DST secondary market.  Kay 
Properties team members collectively have over 115 years of real estate experience, are licensed in all 50 states, and have par-
ticipated in over 15 Billion of DST 1031 investments.

WWW.KPI1031.COM 855.899.4597LEARN MORE:

ACQUISITION FUND, 
LLC - 7% Debentures*
Minimum Investment: 
$50k
The Acquisition Fund 

LLC was formed to facilitate the acquisition 
and inventory of long-term net leased assets, 
multifamily assets and private equity real 
estate investments. The offering provides in-
vestors with the ability to participate in the 
sponsor’s inventorying of real estate assets 
prior to syndication. 
*The Debentures will bear non-compounded 
interest at the annual rate of 7.0% per annum 
(computed on the basis of a 365-day year) on 
the outstanding principal, payable monthly on 
between the fifteenth and twentieth day of the 
following month. An investment in the Deben-
tures will begin accruing interest upon accep-
tance and closing of the Investor’s Subscription 
Agreement. There is a risk Investors may not 
receive distributions, along with a risk of loss of 
principal invested.

SEATTLE
MULTIFAMILY DST
Minimum Investment:  
$50k

An all-cash / debt-free 
multifamily apartment community.  Located 
in the Seattle Metropolitan Area which is 
home to a strong workforce with Amazon, 
Microsoft, and Expedia.  This all-cash/debt-
free 1031 exchange offering is believed to 
potentially possess a defensive cash flow 
profile with existing and resilient occupan-
cy along with the potential for asset appre-
ciation as the demand from Seattle’s core 
central business district supports greater 
growth in broader submarket neighbor-
hoods.  The offering which is available to 
1031 exchange and cash investors also 
has a cost segregation report prepared to 
enhance investors depreciation write offs 
and tax sheltering of projected monthly in-
come.

SHREVEPORT PHARMACY DST
Minimum Investment:  $50k

A long-term net lease offering with a corporate 
Walgreens guarantee.  Walgreens has been a 
tenant at this location since 1999 and recent-
ly extended their lease an additional 10 years, 
showing a strong commitment to the site and 
trade area.  The offering which is available to 
1031 exchange and cash investors also has a 
cost segregation report prepared to enhance 
investors depreciation write offs and tax shel-
tering of projected monthly income.

AVAILABLE OPPORTUNITIES

7%
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Investing in Net Lease Properties Via DSTs
By Steve Haskell, Vice President, 
Kay Properties and Investments, LLC

A CPA in San Diego contacted Kay Prop-
erties & Investments on behalf of his 
client, Peggy. Peggy owned an apart-
ment building in East San Diego that she 
and her husband purchased together 50 
years ago. Unfortunately, Peggy’s hus-
band passed away five years ago and the 
maintenance, tenants, and looming threat 
of rent control had become overwhelming. 
She had an agent list her building and was 
pleased to receive the full asking price of 
$1.4 million the very next day. However, 
her excitement quickly vanished after her 
CPA informed her the capital gains tax and 
depreciation recapture will result in over 
35% of her property value and prevent her 
from maintaining her current lifestyle. They 
concluded that a 1031 exchange into a 
passive property was critical.

Peggy’s CPA told the Kay Properties team 
that his first thought was to introduce her 
to a commercial broker that could help 
her find a NNN leased property. However 
after he did more research, Peggy’s CPA 
decided that a NNN leased property was 
highly inappropriate for her for the follow-
ing reasons:

1. Foreclosure Risk. A NNN leased prop-
erty with a reputable tenant in a populated 

location would be four to five times the 
price Peggy could afford. Peggy would 
then have to take on debt, which the CPA 
wanted to avoid at her age. Lender fore-
closure would be catastrophic for Peggy at 
her stage in life, and the CPA believed that 
she should stay as debt free as possible. 
Kay Properties & Investments make these 
properties available to their clients…debt 
free! So Peggy invested in multiple debt 
free DSTs which gave her access to credit 
tenants in highly sought-after areas with 
no risk of lender foreclosure!

2. Lack of diversification. Peggy re-
lied almost exclusively on the income of 
her apartments. Exchanging into a sin-
gle-tenant NNN property is risky. The CPA 
did not like the idea of Peggy putting all 
her eggs in one basket, leaving her entire 
livelihood vulnerable to a single tenant.

3. The due diligence required to re-
sponsibly make a decision was over-
whelming. Peggy did not have the expe-
rience, time, or resources to conduct her 
own lease audits, environmental surveys, 
market analyses, insurance policies and 
building inspections. This was not the pas-
sive investment that the broker advertised.

After further research, the CPA determined 
that a 1031 exchange into a diversified 
portfolio of Delaware Statutory Trust (DST) 

investments was much more appropriate 
for Peggy. Due diligence had already been 
completed, including property visits, lease 
reviews, market comparable sales anal-
ysis, DST offering structure, underwriting 
analysis, and etc.

This enabled the Kay Properties Team to 
develop a tailored solution that spread her 
1031 exchange equity among five DST 
investments, with Fortune 500 tenants and 
three multifamily DST investments. There 
are no guarantees in DSTs or any other 
real estate. However, the due diligence, 
diversification, and access to passive DST 
real estate provided by Kay Properties & 
Investments has allowed Peggy to enjoy 
the lifestyle she has looked forward to for 
the past 50 years, while allowing her CPA 
to feel comfortable in his recommenda-
tion to his client. This is an example of the 
experience of one of our clients and may 
not be representative of the experience 
of other clients. Past performance does 
not guarantee or indicate the likelihood of 
future results.

Please visit www.kpi1031.com for more 
details as well as to register for a list of 
currently available 1031 DST investments, 
call us at 1.855.466.5927 or email info@
kpi1031.com.

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 Washing-
ton DC. Kay Properties team members collectively have over 114 
years of real estate experience, are licensed in all 50 states, and 
have participated 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 mar-
ketplace; with the exception of those that fail our due-diligence 
process.

There are material risks associated with investing in real es-
tate, Delaware Statutory Trust (DST) properties and real estate 

securities including illiquidity, tenant vacancies, 
general market conditions and competition, lack 
of operating history, interest rate risks, the risk of 
new supply coming to market and softening rental 
rates, general risks of owning/operating commer-
cial and multifamily properties, short term leases 

associated with multi-family properties, financing risks, potential 
adverse tax consequences, general economic risks, develop-
ment 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 poten-
tial 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.

Diversification does not guarantee returns and does not protect 
against loss. 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 be aware that this material cannot 
and does not replace the Memorandum and is qualified in its 
entirety by the Memorandum.

This material is not intended as tax or legal advice so please do 
speak with your attorney and CPA prior to considering an invest-
ment. This material contains information that has been obtained 

from sources believed to be reliable. However, Kay Properties 
and Investments, LLC, WealthForge Securities, LLC and their 
representatives do not guarantee the accuracy and validity of the 
information herein. Investors should perform their own investiga-
tions before considering any investment. There are material risks 
associated with investing in real estate, Delaware Statutory Trust 
(DST) and 1031 Exchange properties. These include, but are not 
limited to, tenant vacancies, declining market values, potential 
loss of entire investment principal.

Past performance is not a guarantee of future results: poten-
tial cash flow, potential returns, and potential appreciation are 
not guaranteed in any way and adverse tax consequences can 
take effect. Real estate is typically an illiquid investment. Please 
read carefully the Memorandum and/or investment prospectus 
in its entirety before making an investment decision. Please pay 
careful attention to the “Risk” section of the PPM/Prospectus. 
All photos are representative of the types of properties that Kay 
Properties has worked with in the past. Investors will not be 
purchasing an interest in any of the properties depicted unless 
otherwise noted.

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. Securi-
ties offered through registered representatives of WealthForge 
Securities, LLC, Member FINRA/ SIPC. Kay Properties and 
Investments, LLC and WealthForge Securities, LLC are separate 
entities.

DST 1031 properties are only available to accredited investors 
(generally described as having a net worth of over one million 
dollars exclusive of primary residence) and accredited entities 
only (generally described as an entity owned entirely by accred-
ited individuals and/or an entity with gross assets of greater than 
five million dollars). If you are unsure if you are an accredited 
investor and/or an accredited entity, please verify with your CPA 
and Attorney prior to considering an investment. You may be 
required to verify your status as an accredited investor.
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ApArtment List

Denver rents have increased 0.2 per-

cent over the past month, and have in-

creased marginally by 0.9 percent in 

comparison to the same time last year, 

according to the latest report from 

Apartment List.

Currently, median rents in Denver are 

$1,071 for a one-bedroom apartment and 

$1,356 for a two-bedroom. 

This is the third straight month that the 

city has seen rent increases after a de-

cline in November of last year. Denver’s 

year-over-year rent growth lags the state 

average of 1.6 percent, as well as the na-

tional average of 1.7 percent.

RENTS RISING ACROSS

THE DENVER METRO

Throughout the past year, rent in-

creases have been occurring not just in 

the city of Denver, but across the entire 

metro. Of the largest 10 cities that Apart-

ment List has data for in the Denver met-

ro, nine have seen prices rise. 

Here’s a look at how rents compare 

across some of the largest cities in the 

metro.
Over the past year, Brighton is the 

only city in the metro that has seen rents 

fall, with a decline of 7.7 percent.  Me-

dian two-bedrooms there cost $1,680, 

while one-bedrooms go for $1,326.

Westminster has seen the fastest rent 

growth in the metro, with a year-over-

year increase of 3.5 percent. The median 

Denver Rents Up Slightly 

for Third Straight Month

See ‘Denver Rents’ on Page 6

Keepe

The job of a property manager comes 

with its fair share of maintenance trou-

bles. 
From sudden gas leaks to bad locks to 

a leaking roof, the maintenance issues 

faced in a rental property can be over-

whelming. 

One thing every seasoned property 

manager understands is that tenants’ sat-

isfaction is the key to excellent tenant-re-

tention rates. A unique way to improve 

your tenant satisfaction is by proactive-

ly handling tenant requests when they 

come in. 
Below are three ways to manage your 

tenant’s property maintenance requests 

as a property manager. 

NO. 1 - ACT FAST

Aside from the fact that tenants’ sat-

isfaction is dependent on your response 

to their increased maintenance requests, 

responding on time helps you save mon-

ey and your property from further de-

preciation. 

3 Ways to Effectively Handle 

Tenants’ Maintenance Requests 

See ‘Maintenance’ on Page X

5 Tips To Help 

Detect Mold 

Problems

Keepe

Mold can not only lead to structur-

al damage to your property, but also 

cause serious health risks to you and 

your tenants if not caught and treated 

in a timely manner.

Because of the severe and broad 

effects that mold can have, respon-

sible ways to detect mold problems 

and evaluated them will require both 

physical examinations of your prop-

erty as well as open communication 

with your tenants and/or on-site build-

ing manager.

Here are some tips:

NO. 1 MOLD SPORES

OR DARK SPOTS

Let’s start with the most severe. If 

you can see mold, you likely have a 

significant problem on your hands.  

Visible mold usually indicates just a 

small portion of a problem that lies 

underneath.

See ‘Mold’ on Page 4
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ApArtment List

Denver rents have increased 0.2 per-
cent over the past month, and have in-
creased marginally by 0.9 percent in 
comparison to the same time last year, 
according to the latest report from 
Apartment List.Currently, median rents in Denver are 

$1,071 for a one-bedroom apartment and 
$1,356 for a two-bedroom. This is the third straight month that the 

city has seen rent increases after a de-

cline in November of last year. Denver’s 
year-over-year rent growth lags the state 
average of 1.6 percent, as well as the na-
tional average of 1.7 percent.RENTS RISING ACROSSTHE DENVER METROThroughout the past year, rent in-

creases have been occurring not just in 
the city of Denver, but across the entire 
metro. Of the largest 10 cities that Apart-
ment List has data for in the Denver met-
ro, nine have seen prices rise. 

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

Over the past year, Brighton is the 
only city in the metro that has seen rents 
fall, with a decline of 7.7 percent.  Me-
dian two-bedrooms there cost $1,680, 
while one-bedrooms go for $1,326.

Westminster has seen the fastest rent 
growth in the metro, with a year-over-
year increase of 3.5 percent. The median 

Denver Rents Up Slightly 
for Third Straight Month

See ‘Denver Rents’ on Page 6

Keepe

The job of a property manager comes 
with its fair share of maintenance trou-
bles. 

From sudden gas leaks to bad locks to 
a leaking roof, the maintenance issues 
faced in a rental property can be over-
whelming. One thing every seasoned property 

manager understands is that tenants’ sat-
isfaction is the key to excellent tenant-re-
tention rates. A unique way to improve 
your tenant satisfaction is by proactive-
ly handling tenant requests when they 
come in. 

Below are three ways to manage your 
tenant’s property maintenance requests 
as a property manager. NO. 1 - ACT FASTAside from the fact that tenants’ sat-

isfaction is dependent on your response 
to their increased maintenance requests, 
responding on time helps you save mon-
ey and your property from further de-
preciation. 

3 Ways to Effectively Handle 
Tenants’ Maintenance Requests 

See ‘Maintenance’ on Page X

5 Tips To Help Detect Mold ProblemsKeepe

Mold can not only lead to structur-
al damage to your property, but also 
cause serious health risks to you and 
your tenants if not caught and treated 
in a timely manner.Because of the severe and broad 

effects that mold can have, respon-
sible ways to detect mold problems 
and evaluated them will require both 
physical examinations of your prop-
erty as well as open communication 
with your tenants and/or on-site build-
ing manager.Here are some tips:

NO. 1 MOLD SPORESOR DARK SPOTSLet’s start with the most severe. If 
you can see mold, you likely have a 
significant problem on your hands.  
Visible mold usually indicates just a 
small portion of a problem that lies 
underneath.

See ‘Mold’ on Page 4
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“For example, even among renters 
who paid their April rent in full, the re-
port fi nds that 27 percent are “not at all” 
or “not very” confi dent that they could 
continue to do so if shelter-in-place lasts 
through June. 

“Given that the pandemic is still rapid-
ly evolving, with continued uncertainty 
around when and how shelter-in-place 
guidelines will be lifted and what the 
long-term economic implications will 
be, it is troubling that we’re already see-
ing such a pronounced impact on Amer-
icans’ ability to pay their housing costs. 
Although eviction and foreclosure mor-
atoriums are shielding many households 
from the worst outcomes in the near-
term, it’s unclear how things will play 
out once those moratoriums are lifted,” 
Salviati said.

Some key survey fi ndings include:
In the wake of the coronavirus, a his-

toric number of Americans were un-
able to afford their rent and mortgage 
payments this month, as 12  percent of 
renters paid only part of their April rent 
bill, while another 12 percent made no 
payment at all. A similar percentage of 
homeowners were delinquent on their 
mortgage obligations.

One in every nine renters had their 
landlord or management company pro-
actively lower their April rent. Among 
those missing their full payments, 45 
percent of renters and 44 percent of 
homeowners were able to agree to re-
duced or deferred payments with their 
landlords and lenders, respectively.

Delinquency is correlated with a num-
ber of demographic factors. Poorer and 
younger households had more trouble 
affording their housing payments, as did 
those living in denser, more urban parts 
of the country.

The pandemic’s impact on housing 
affordability could very likely worsen in 

the coming months. Even among renters 
who paid their April rent in full, 27 per-
cent are “not at all” or “not very” confi -
dent that they could continue to do so if 
shelter-in-place lasts through June.

For homeowners, housing security 
is buoyed by greater personal savings. 
Homeowners are over twice as likely as 
renters to say they could afford housing 
payments for six months or more if their 
incomes were lost indefi nitely.

Consequently, many renters will pri-
oritize housing costs when government 
stimulus checks get deposited into their 
accounts. Homeowners are more like-
ly to prioritize other forms of essential 
spending, and are more likely than rent-
ers to say that they will put their stimu-
lus checks toward savings.

LANDLORDS WORKING TO 
ACCOMMODATE RENTERS

Responses indicate that landlords and 
lenders recognize the fi nancial diffi culty 
that many are facing in these turbulent 
times, and have in many cases been will-
ing to accommodate fl exibility with pay-
ments, according to the Apartment List 
survey.

In some cases, these concessions are 
even being offered proactively by proper-
ty owners and banks. 

Eleven percent of all renters indicated 
that their landlord proactively lowered 
their April rent. 

Seven percent of renters asked their 
landlord for a rent reduction that was ap-
proved.

Six percent of renters requested to de-
lay their rent payments and had their re-
quest approved. 

Among those who were not able to pay 
their full April rent, 45 percent received 
some sort of concession, having agreed to 
a reduced or deferred rent payment ahead 
of time.

Continued from Page 1

One in Four in U.S. Couldn’t Pay April Housing Bill

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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BY ellen CalMas

With April 1in the rear-view mirror, the 
next big challenge for rental-housing oper-
ators is fi guring out how to implement fair 
and effective rent-deferral payback plans 
for their communities.

Finding the right payment plan is crit-
ical, although the answers are quite dif-
ferent for smaller landlords than for larg-
er, better-capitalized REITS or privately 
owned corporations that can draw down 
lines of credit to smooth out rough patch-
es. Large landlords also have better access 
to their lenders and greater ability to re-
ceive deferred or fl exible loan payments 
than do many small landlords.  

The National Multi Housing Council
and the National Apartment Association
both offer a host of resources. What both 
associations agree on is that automated 
payments fi t well with social distancing 
while providing increased assurance of 
payment reliability even in the uncertain 
times of COVID-19.

Selecting the right rent-deferral payback 
plan requires a clear, disciplined approach 
that includes defi ned parameters for rent 
deferral (percentage and duration) as well 
as expectations for payback for participat-
ing residents who seek relief. Consistency 
is key in communications and execution 
to avoid potential fair-housing violations 
while maintaining reputational equity. 
Relief that operators receive in the form 
of mortgage forbearance or government 
stimulus should be shared, as possible, 
with the understanding that we’re all in 

this together. Real-time insights of resi-
dent status will guide decisions through-
out the crisis.

Here are some key considerations for 
property owners and managers in assess-
ing and adapting deferral-payback plans 
in these extraordinary times:

Let the C-Suite Lead -- Already 
over-burdened community staff aren’t in a 
position to review each resident’s circum-
stances on a case-by-case basis to deter-
mine ability to pay, and the risks of com-
munity-based strategies are many. The 
appearance of bias can be greatest among 
residents most hurt by job loss or wage 
reduction, which could lead to fair-hous-
ing Issues and also could cause problems 
with lenders.  Offers should be consistent 
across communities.

Cover Your Bases -- Involve corpo-
rate legal teams to develop documen-
tation to reapply security deposits and 
accept partial payments for participating 
residents. Assistance on language for 
lease addendums is important to ensure 

that residents fulfi ll theirnpromises to 
pay with partial rent deferrals. Consid-
er extending lease duration to give res-
idents time to recover from the current 
crisis and get caught up on rent without 
getting further into debt. As a simple 
gesture of goodwill, refrain from late-
rent reporting for the remainder of the 
year for residents participating in defer-
ral initiatives.  These steps are being ar-
ticulated by the federal government and 
may affect the ability to receive relief 
from the  Coronavirus Aid, Relief, and 
Economic Security (CARES) Act.

Review Vendor Services w/Scrutiny --
Viable, automated payback solutions that 
assure timely rent delivery will provide 
the greatest assurance of payment protec-
tion, particularly those that accommodate 
automated direct deposit for payments 
from unemployment checks. Removing 
residents from management of funds for 
rent and getting to the front the line from 
payroll and special benefi ts is critical, so 
your deferral payback plan should be able 

to deliver on these priorities. 
Insert Control Measures – Speak with 

your enterprise operators about custom 
reporting and the ability to adjust systems 
so that residents aren’t constantly receiv-
ing late notices.  As importantly, deter-
mine access to real-time tracking of resi-
dent payback to provide insight into when 
your residents lose their jobs or have a re-
duction in hours and wages. Your deferral 
payback plan should be able to integrate 
with your system provider.

Stay focused – While March required 
scrambling to make communities safer, 
calls for rent strikes and complete rent 
forgiveness can be distracting and unpro-
ductive. Stay clear of the fray. Rent should 
be paid. How and when is what’s up for 
grabs.

In this environment, where residents are 
fearful of being able to get a hospital bed 
should they need one, it’s important that 
the rental-housing industry communicate 
the intent to work together to keep a roof 
overhead.

Ellen Calmas is Co-Founder and Executive 
Vice President at Neighborhood Pay 
Services, the company that pioneered the 
only rent-from-payroll platform for the rent-
al housing industry, NPS Rent Assurance. 
She can be reached at ellenc@neighbor-
hoodpayservices.com. In an effort to help 
landlords in deploying rent deferral/pay-
back initiatives, NPS will defer 30 percent 
of fees throughout the remainder of 2020, 
including ongoing disbursement of funds 
from payroll and/or unemployment benefi ts.

 Rent-Deferral Payback Plan Guidelines: 
What You Need to Know During COVID-19
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national aPaRtMent assoCiation

Here are 10 ways to keep residents en-
gaged during the COVID-19 crisis, put 
together by the National Apartment As-
sociation (NAA).

Social distancing is a challenge in 
apartment communities which are at 
their core a people-driven business. That 
makes it more diffi cult to abruptly cut 
off face-to-face communication.

“Now more than ever, apartment own-
ers and operators have a real opportunity 
to make a difference in how we respond 
to these challenges by moving resident 
events and communication online to fur-
ther engage residents in a different man-
ner,” the NAA said in its release.

“Allowing residents to see continued 
effort is key to satisfaction. Apartment 
professionals can provide value while 
also helping people to feel connected 
and combat loneliness and depression in 
the weeks and months to come. 

10 WAYS TO KEEP 
RESIDENTS ENGAGED

Host an online book club. Let resi-
dents vote on a book to read online or 
listen to on a platform like Audible. 
Then create a Facebook group to discuss 
the book virtually once a month. You 
can host separate clubs for different age 
groups or book choices.

Use the power of technology with 
daily or weekly check-ins. Use social 
platforms, such as Instagram or Face-
book Live, for example. People love to 
feel important and a part of their com-
munity. Check in on how everyone is 

doing and keep them updated on cur-
rent events and neighborhood informa-
tion.

Consider gifting subscriptions to 
Disney+ or Netfl ix. This will assist with 
the boredom your residents may enter 
while being confi ned to their apartment 
homes. Take it a step further with rec-
ommendations about great movies and 
shows to watch, and even start a discus-
sion online for neighbors to comment on 
their favorites.

Encourage healthy competition at 
an online game center; nothing beats 
a competitive game of neighborhood 
Scrabble! There are thousands of games 
your residents could play together on-

line. You can play chess, fi nd all sorts 
of virtual reality games, or fi nd card and 
other puzzle games. Get creative and 
make your own crossword puzzle using 
words from your community.

Recommend online fi tness apps if 
your fi tness center is closed. Encourage 
your residents to continue putting their 
health at the forefront of their confi ne-
ment with apps, such as Peloton and 
Beachbody, to name a couple. Consider 
paying for the fi rst month of their sub-
scriptions in substitution for that month’s 
resident event.

Create a photo scavenger hunt on-
line. List missions in different catego-
ries to allow residents to post pictures of 

objects they fi nd inside their apartment 
homes. Residents can also solve riddles 
and complete fun photo challenges to 
share with neighbors.

Design your own community pot-
luck cookbook. This is an awesome 
twist on a classic resident event. Have 
residents submit recipes for their favorite 
dinner. Then, compile the recipes into a 
community cookbook and share all reci-
pes on Dropbox or Google Drive.

Send out daily trivia to residents. 
Random trivia can productively kill time 
by teaching residents new facts. You 
can make this into a competition among 
neighbors by publishing a weekly leader 
scoreboard. Take this a step further by 
giving out prizes, such as e-gift cards for 
winners.

Make a music playlist on a platform, 
such as Spotify, to share with residents. 
Energetic music will help motivate resi-
dents to exercise, clean, and even dance 
around their home. You can even ask 
residents to make suggestions for music 
to add to the list to increase community 
participation.

Share online learning websites
designed for children from preschool 
to middle school that encourage posi-
tive distant learning while schools are 
closed. Age of Learning and Scholastic 
Magazine are just two examples of on-
line programs providing free home ac-
cess. Even when schools are closed, you 
can keep the learning going with these 
special cross-curricular journeys – and 
parents will appreciate the help while 
they navigate the balance of work and 
childcare.

10 Ways to Help Keep Residents Engaged 
During the COVID-19 Outbreak Crisis

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.

ly mortgage companies may be offering 
delays on payments (I’d call your mort-
gage company to see what their stance 
is), businesses are shutting down, etc. We 
all have to work together in this disaster. 
Even if you didn’t want to help out your 
tenant right now, courts are suspending 
evictions in many districts. I’d try to work 
with this tenant if you can. Hopefully, 
with all the measures that are being taken, 
this can be contained and eliminated and 
we can get back to the good life. 

Dear Landlord Hank: Do you use 
credit scores in considering tenants? 
How important do you think scores are 
in tenant selection? I read a story that 
in big cities some landlords want scores 
over 700. — Eileen

Dear Landlord Eileen: I think credit 
scores are very important in evaluating 
a tenant.

Next to prior rental history that is the 
next most important criteria for me.

Credit history is unreliable in some 
cases. For instance, in some situations a 
very young applicant may not have had 
enough life or time to develop any credit. 
Also there are some prospects that truly 
pay for everything with cash.

Then other times, folks are victims 
of identity fraud and credit history is 
skewed.

I won’t take a tenant with a bad credit 
history that shows lack of responsibility, 
poor judgment and/or sometimes a sense 

of entitlement. I don’t want that kind of 
tenant.

Also, I fi nd failed marriages are some-
times a big contributor to a bad credit 
history. In that case, you must evalu-
ate credit before the marriage and then 
during and after the marriage.

If credit scores show lack of payment 
you may be next.

If you fi nd someone that has many 
accounts and they aren’t paid regularly, 
you will probably be joining those ranks 
if you accept this client as a tenant.

I used to take a larger deposit to guard 
against not being paid rent but then I’ve 
had to evict.

Credit score is one very important fac-
tor in an overall evaluation.

Make sure YOU are the one that runs 
the credit. Don’t take a tenant’s copy of 
their credit report.

You need a current report for a fair 
evaluation.

Hank Rossi started in real estate as a child 
watching his father take care of the family 
rental maintenance business and was oc-
casionally his assistant. In the mid-’90s he 
got into the rental business on his own, as 
a sideline. After he retired, Hank only man-
aged his own investments, for the next 10 
years. A few years ago Hank and his sister 
started their own real estate brokerage fo-
cusing on property management and leas-
ing, and he continues to manage his real 
estate portfolio in Florida and Atlanta. Visit 
Landlord Hank’s website:  https://rentsrq.
com

Continued from Page 1

Dear Landlord Hank
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emergency that’s going to change com-
munity to community, or management 
company to management company, but 
the ultimate slang saying of fi re, fl ood, 
and blood still does apply. 

“Be sure that it’s clear what we’re go-
ing to be responding for and any phone 
calls, or email messages, or anything 
like that that comes in, we’re going to do 
and attend to as quickly as possible,” he 
said.

A GOOD TIME FOR CROSS TRAINING 
FOR OFFICE AND MAINTENANCE

Right now a lot of communities are 
experiencing some different working 
hours and different staffi ng levels with 
people working from home or more re-
mote work occurring.

“Be sure that maintenance is famil-
iar with the important aspects of proce-
dures regarding a lease document. For 
instance, what are the lockout proce-
dures that we are to go through to make 
sure that we do everything properly?

“If maintenance receives a message 
from a resident, or from a prospective 
resident, make sure that maintenance 
knows exactly the correct information 
to have on hand and what details are im-
portant and which ones aren’t.

“In much the same way that mainte-
nance needs to train the offi ce for ser-
vice requests when we receive those, 
what all that important information is. 
What we’re looking for here is to make 
sure that everybody presents a consis-
tent message, a consistent communica-
tion.

In the case of the offi ce, “make sure 
that they know not only where import-
ant things, like cutoff valves, are locat-
ed, but also how they work. 

“When you turn a gate valve, you will 
have to turn that knob multiple times in 
order to shut off the water, but if it’s a 
ball valve, you only turn that a quarter 
of a turn.

“Be sure that the offi ce, when they 
answer the phone, knows the practices, 
common communication skills for how 
to reset a breaker, a ground fault circuit 
interrupter, or a garbage disposal.

“This is also a good time for the en-
tire offi ce staff, and maintenance staff, 
to make sure that we have updated con-
tact information and that everybody’s 
on the same page about who to contact 
in the event of what particular situa-
tion,” Rhodes said.

GLOVES AND PERSONAL 
PROTECTIVE EQUIPMENT

In the precautions “we’re suggesting 
for maintenance include gloves. It’s a 
good idea to put them on in front of the 
resident, that way they know they’re 
fresh and now that we’re not using a 
leftover from different tasks or different 
areas,” Rhodes said.

Personal protective equipment for 
maintenance is important and can ex-
tend to everyone on staff. “Washing 
hands is the most important thing that 

we can do to prevent the spread of what 
is happening. And it’s a good idea to do 
it regularly. Make sure and follow all 
the guidance for at least 20 seconds us-
ing soap,” Rhodes said.

“Gloves should be used. A new pair 
for each apartment and task. Make sure 
that you order more before you run out. 
Yes, suppliers now are reporting that 
they are very, very short on stock. How-
ever, they will be getting resupplied.

“Be sure if you’re not familiar with the 
proper donning and doffi ng procedure, 
that’s just a name for putting gloves on 
and taking them off in a proper method, 
so that we’re not cross contaminating 
ourselves or our work areas.”

Be sure we keep our work areas good 
and clean. Not only that, even the World 
Health Organization (WHO) is talking 
about the fact that using gloves is not a 
perfect system. Washing your hands is 
more important than using gloves, and 
hand sanitizers should not be viewed as 
a replacement.

WEARING MASKS

Rhodes said, “Masks should not be 
used unless you’re a caregiver, or you are 
infected, or there’s a worry of you being 
infected. 

“Those guidelines come directly from 
the CDC and the WHO. And a little side 
note, for those of us that happen to have a 
little bit of facial hair, if you are looking 
to wear a mask, if you have facial hair, 
they don’t do much other than make you 
look a little bit silly.”

SHOE COVERS

He said shoe covers are “wonderful 
items” as long as they apply to what you 
are doing. “If we’re going to go into a 
resident’s apartment and we have to get 
up on a ladder or we end up standing on 
a surface that is slippery or slick, shoe 
covers may actually provide more dan-
ger than then what they solve, or what 
they prevent from occurring.”

IS IT AN EMERGENCY? CAN WE 
SOLVE THIS WITH A PHONE CALL?

How about some considerations or 
things to look at for all service requests, 

whether it’s an emergency or urgent?
When a resident calls maintenance 

the question should be asked, “Can we 
solve this with a phone call? In other 
words, can I talk the resident through a 
self-repair or self-care? What about our 
policies for suspending non-essential 
repairs? And what are we going to tell 
residents as far as a speed or a response 
that is going to occur?”

ENTERING THE RESIDENT’S HOME

Maintenance should be aware of the 
fact that when we do go into some-
body’s home right now with as many 
schools being closed, children are going 
to be home during the day.

“That means that when we go into a 
resident’s apartment and we’ve got tools 

and all of our working in working con-
ditions, kids will be around. Please be 
aware of safety in the extra trip hazards 
that tools can have.”

Also since many residents are now 
working from home, maintenance 
needs to be aware that “noise or dis-
tractions for them may add extra 
stress.”

He said to remember the maintenance 
staff in this time of stress is “even more 
the face of  our management compa-
nies, our staff, our working family. And 
in this time of increased stress, smile. 
It’s very possible you could be the only 
outside person that a quarantined fam-
ily, or a family that is staying safe in 
place, gets to see.

“We’re going to make it through this 
together and we can serve that purpose 
for our residents and for our communi-
ties.

“Ultimately, stay home if you’re sick. 
We don’t want to contaminate or we 
don’t want to contaminate our work 
environment or get anybody else sick 
that we’re around, especially carrying 
it back home to our families,” Rhodes 
said.

The NAA said in the release for more 
information on this topic and others re-
lated to COVID-19, view our coronavi-
rus resources and guidance page where 
new resources and information is up-
dated daily.

In addition, the NAA said they have 
a new email address, cv19questions@
naahq.org. “Please feel free to send any 
questions, comments, or concerns you 
have to that email address and they will 
be addressed as soon as possible.”

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
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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.
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rentegration.com 503.933.6437 sales@rentegration.com
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How to Handle Rental Maintenance During COVID-19
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call Vice President/Sales Terry Hokenson 

at 480-720-4385 or email 
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Landscaping maintenance for your 
rentals can be important in attracting 
tenants, so this maintenance checklist 
from Keepe looks at 5 simple landscap-
ing techniques to help.

Property managers know that land-
scaping maintenance is often regarded 
as one of their required responsibilities,  
and investing in landscaping is key in 
both attracting tenants and increasing 
rental-property value.

As you know, landscaping is far be-
yond planting shrubs or colorful flow-
ers. It involves an understanding of what 
you can do to attract your desired type 
of tenants, to manage your landscaping 
through the seasons, and to streamline 
maintenance activities.

If you’re a property manager saddled 
with landscaping responsibilities, then 
the following maintenance tips may help 
you get the best out of your rental-prop-
erty landscape.

OPT-IN FOR NATIVE PLANTS

No matter where your property is lo-
cated, there are specific plants suitable 
to your local weather and soil condition. 
They are known as native plants. This 
type of plant requires less maintenance 
and has better resistance to diseases and 
pests than non-native varieties. For ex-
ample, if you live in a grassy area, then 
grassy natives like coneflower and but-
terfly weed will work perfectly in your 
landscape.

Pro tip: Each state in the United 
States has specific plants native to its 
environment. You should find out your 
state’s plant hardiness zone.

CHOOSE HARDSCAPE OVER GRASS 
If you are a property manager seeking 

to increase your property’s curb appeal 
while reducing maintenance time, then 
hardscaping may be an option for you. 
The use of hardscape features – such as 
pavers, walkways, and patios – not only 
saves you time but also gives your ten-
ants an extra living space.

By choosing a hardscape over grass, 
you can give your rental property a 
nice-looking yard while reducing the 
time spent on lawn mowing and irriga-
tion activities. Above all, studies have 
shown that properties with an outdoor 
living space tend to attract potential 
renters much faster.

Pro tip: Check in with your home-
owners association before embarking on 
a hardscape project.

INVEST IN LANDSCAPE FABRIC

It is common knowledge among 
property managers that regular land-
scape maintenance can be a tedious, 
money- and time-consuming chore. An 
excellent way to save yourself the stress 
of regular weed removal is by invest-
ing in a landscape fabric (weed-control 
fabric). Landscape fabric helps to elim-
inate weeds, prevent erosion and split 
soil profiles. It is a good solution for re-
ducing landscape maintenance.

Pro tip: Weed-control fabric will keep 
the weeds at bay, but not forever. It is 
advisable that you use it when planting 
annual plants. To get the best out of the 
option, do combine the use of weed-con-
trol fabric and regular mulching.

MULCH REGULARLY

Mulching is the process of adding ma-
terial such as shredded leaves and bark, 
wood chips, and sawdust to the surface 
of your landscape. As a property manag-
er, mulching is a vital landscape-main-
tenance activity that can help change 
the appearance of your property’s curb. 
This is because regular mulching helps 
to suppress weeds, retain moisture, and 
regulate soil temperature.

Pro-tip: The thickness for mulching 
can be anywhere from 1 inch to 5 inches 
depending on the size of the plant.

INSTALL AN AUTOMATIC  
IRRIGATION SYSTEM 

The secret to any beautiful landscape 
is constant and proper watering. An auto-
matic irrigation system helps you to save 
water, time, and money while achieving 
a healthy and lovely yard. One of the ad-
vantages of installing an automated irri-
gation system for your landscape-main-
tenance activity is that it makes watering 
your landscape easier.

Pro-tip: When choosing an irrigation 
system for your landscape, you should 
opt for a system that suits your landscape 
type/size and watering schedule.

LANDSCAPING MAINTENANCE 
SUMMARY

Keeping your property landscape 
well-maintained is one of the best deci-
sions you can make as a property man-
ager. By making landscape maintenance 
an utmost priority, you, your tenants, 
and potential tenants will surely reap the 
benefits in the long run.

5 Landscaping Maintenance Tips 
for Helping Beautify Your Rentals 
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