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Give Customers 24/7 Access.
Give Your Staff a Break.
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Welcome Adam Silverthorne

BALANCE LAST PAYMENT DATE
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Don't Have An Account?

491 27th Street
Mill Valley, CA 94949

P24 Community Message

Clubhouse Party, Saturday, 6 pm
New Office Hours 8 am - 7 pm

® Conversations

Help Your Customers Stay Connected 24/7.

Mobile customer portals are the gateway to self-service, greatly

reducing calls to the office, saving your staff time and enhancing ( a ‘ ‘
customer service. Give your customers the tools to access what
they need from a mobile device, 24/7. f1-877-325-1 816

to learn more

Empower your tenants and owners to:
. Pay rent 24/7

« Submit service requests
+ View lease documents

- Review owner statements PROPERTYWARE TRIAL
+ Chat with your staff online 15 days, no obligation.
www.propertyware.com

Now your customers can have
what they want, when they need it.

. www.propertyware.com | 343 Sansome Street Suite 825 San Francisco, CA 94105 | 415-455-2400 .'. REALPAGE
Propertyware ©2012 RealPage, Inc. All trademarks are the property of their respective owners.
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EDITORIAL MISSION

Since 1989, the NARPM® news magazine has
been a key focal point for the organization. The
Residential Resource keeps members up-to-date
on association events, and provides valuable
industry advice and insight. NARPM® members
receive the Residential Resource as part of their
membership, included in their annual dues.

The Residential Resource is published monthly,
with one combined issue for October/
November. Articles can be submitted by e-mail
to publications@narpm.org. Items mailed in for
publication cannot be returned. Address changes
may be forwarded to NARPM® National. The
Communications Chair and Graphic Designer
reserve the right to edit or refuse all publications
for content and selection.

Copyright © 2012 National Association of
Residential Property Managers. All rights reserved.
Materials may not be reproduced or translated
without written permission. E-mail publications@
narpm.org for reprint permission.

Statements of fact and opinion are the
responsibility of the authors alone and do not
imply an opinion on the part of the officers, staff
or members of NARPM®. Any legal matters or
advice mentioned herein should be discussed
with an attorney, accountant or other professional
before use in a particular state or situation.
NARPM?® does not endorse any advertisement in
this publication. All readers are responsible for
their own investigation and use of the products
advertised.

The Residential Resource is designed for

the members of the National Association of
Residential Property Managers by Organization
Management Group, Inc. in Chesapeake, Virginia.
(www.managegroup.com)

NARPM® NATIONAL
638 Independence Parkway, Suite 100
Chesapeake, VA 23320

P: 800-782-3452
F: 866-466-2776
WWww.narpm.org

An award-winning publication, the Residential
Resource has won a 2009 & 2007 APEX Award
of Excellence, a 2006 Gold MarCom Creative
Award, and a 2006 Communicator Award of
Distinction for Print Media.
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PRESIDENT’S Message

“We can learn a great deal about
Leadership by Example from watching the
instinctive behavior of animals.”

LEADERSHIP

The President’s Reception will take
place Tuesday, October 16th at the
Smithsonian National Zoological Park.
This beautiful 163-acre urban park
is located in northwest Washington,
DC. Guests will have the pleasure of
exclusively enjoying the park and its
peaceful settings while dining amongst
exotic birds and mammals. Please join
us for an evening at the Smithsonian
National Zoo as we celebrate, not only
NARPM®, but this wonderful facility
and its mission to provide leadership
in animal care, science, education,
and sustainability. We can learn a great
deal about Leadership by Example from
watching the instinctive behavior of
animals. Kivi Bernhard’s session will
also reinforce this theme.

I wish to thank our affiliate sponsors,
RentalHomesPlus.com and Property-
ware, whose generous donations to
the Smithsonian have made this event
possible.

Originally founded in 1889 by an

BY ;;fgz;@;.ffg,@ Z’/

Act of Congress, the Smithsonian
National Zoo has excelled at its mis-
sion to provide leadership in the
animal-centric areas previously cited.
It has managed to do this while caring
for approximately 2,000 animals from
400 different species.

The National Zoo was originally
tasked with the advancement of sci-
ence as well as providing a place for
the public’s instruction and recreation.
To meet these tasks, its facilities were
built to serve as a refuge for rapidly
vanishing North American species like
beavers and bison. However, the focus
and scope of these conservation efforts
has grown exponentially throughout
the years.

Today, the National Zoo’s facilities
continue to reflect its commitment to
the care and well-being of its animals.
Rare and endangered species, such as
golden lion tamarins, Sumatran tigers,
Sarus cranes, sloth bears, red pandas,
and clouded leopards breed and raise

their young in natural group environ-
ments that foster their emotional and
physical well-being. No other animal
stands out more as a symbol of conser-
vation than the giant panda.

Amongst the Zoo’s many guests, the
giant pandas have been one of its most
memorable and popular for over 30
years. They are one of the many ani-
mals that highlight the National Zoo'’s
continued efforts to celebrate, study,
and protect endangered species and
their habitats throughout the world.

This event will be fun and educa-
tional, providing a great opportunity to
network and spend time with friends.
This is a ticketed event and space is
limited so register now for this popular
event. | look forward to seeing each of
you in a few weeks!

L/}aw,u@im%

Jayci Grana, MPM® RMP®
2012 NARPM® President

NARPM®’S FINEST by President Grana

I would like to recognize PJ Chapman,
MPM® RMP®. PJ has been a member of
NARPM?® since 2006, earning his RMP®
designation in 2007 and his MPM®

designation in 2009. He served as a Cer-
tification and Designation Mentor, and
also served on the Finance Committee,
Member Services Committee, Ethics Sub-
committee, Convention Committee, and
was a member of the Next Generation

Professionals. He currently serves as the
National Member Services Chair. P) is an
extraordinary example of what Leadership
by Example is all about. Please be sure to
let him know how much his hard work
and dedication is appreciated.
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From the

Over the next
year, you will
learn about

the growth of
NARPM® through
past presidents
and articles in
this magazine.

Can you believe that NARPM® is 25 years old? It
is interesting to learn how NARPM® began and grew
to where it is today. You may be surprised by some of
the events. Over the next year, you will learn about
the growth of NARPM® through its past presidents
and articles in this magazine. You can see how the
organization began with just 14 members and now,
we are over 3900. We owe a great deal of thanks to
Ralph Tutor who brought property managers together,
putting his personal feelings to the side, and agreeing
to be President of the Association for the first year.

Residential Resource began as a four page, black
and white newsletter. There were no advertisers and
articles were much less detailed. As they say, “We've
come a long way!”

Are you aware of the marketing tools that were
used in NARPM®’s early days? The board of directors
would fly into airports, go to the payphone booths,
pull out the property managers listing in the Yellow
Pages, and used that as their marketing list. This
was a great tool back in the 80s to help NARPM®
grow. Think about what tools you use to grow your
chapter and | bet it is still word of mouth and e-mails.
At National, we track how members learn about
NARPM® and the majority of new members have

learned about the association through other members.

The second means of new membership is the Internet
and the new online application.

Think about your personal marketing efforts. Have
they changed since you began in business? If you
are ready for fresh ideas, make sure you are at the
National Convention in Arlington (Crystal City), VA.
Andrew Propst, MPM® RMP®, will give you some
great tips on how to grow your business through mar-
keting. Be sure to check out the other sessions and
workshops available through www.narpm.org. Finally,
make sure you are at the Wednesday Business Devel-
opment Session where Kivi Bernhard will help you

6 | October/November 2012 Issue | Volume 23 | Number 10

Gail S. Phillips, CAE

use the hunting habits and techniques of the African
leopard to improve the growth of your business! The
Convention Committee has put together an out-
standing program for everyone in attendance along
with a sold out trade show. Hope to see you there!

Do you remember the 80s? Many of us were
starting our careers while the Next Generation of Pro-
fessionals were still in elementary or middle school. It
is time to see how all the generations remember the
80s at the closing night celebration which is an “80s
dance party!” Make sure you are there and enjoy a
fun night and see everyone dressed in 80s attire.

We are looking forward to a great 2013. The first
event coming up in 2013 will be the Broker/Owner
Conference in Las Vegas, NV on February 19 and
20. This event will be held at the Monte Carlo Hotel.
Chris Hermanski, MPM® RMP®, is serving as Chair,
and Tony Drost, MPM® RMP®, is vice chair. They have
a great planning group who will put together another
outstanding program for broker/owners. Put this date
on your calendar now and watch for details at http://
www.narpm.org/conferences/brokerowner/. Hotel
information and preliminary schedules and registra-
tion forms will be posted there soon.

The year is almost over, but NARPM® still has some
new things in the works, including the introduction of
two new education classes! The association continues
to grow, thanks to all the support you, the members,
give to your local chapters and the national associa-
tion. On behalf of the leadership and management
staff, we thank you.

Until December, take care! gi

ey 852202

Gail S. Phillips, CAE
NARPM?® Executive Director



Part I: An Association is Born

A History of NARPM®

This is part one of a series that details the birth
and growth of NARPM® from a small group of like-
minded managers into a nationally recognized asso-
ciation. Part one introduces us to the NARPM® initial
organizers. We will have several contributing authors
as the history is recounted over the next months.

The idea for NARPM® was born when Ralph
Tutor of Real Estate Software, Inc. was conducting
productivity seminars throughout the U.S. Many
property managers attending his seminars expressed
interest in starting a national association for resi-
dential property managers. Initially, Ralph resisted
the pressure to spearhead such a project, thinking
it was a conflict of interest. He finally relented and
sent invitations to some of his software users for a
Dallas meeting on May 26, 1987. The minutes of
that meeting have been lost, although Peggy Rapp,
MPM® RMP®, still has the resolution and agenda.

Despite his own protests, Ralph was elected
President. Susan Gordon, MPM® RMP®, of Nash-
ville, TN, was elected Vice President. The remaining
people were, by acclamation, elected to the Board
of Directors. In addition, one board member rec-
ommended a friend to act as the Executive Director
for the newly formed association. Each person
present wrote a check for the first year’s member-
ship dues and gave them to the board member,
who gave them to his friend, the new Executive
Director.

A year and two meetings later, the board couldn’t
locate its Executive Director or its money. After
some investigation, they discovered the Executive
Director had stolen the money, murdered his wife,
and been sentenced to life in prison.

Needless to say, the association struggled. Ralph
had several personal tragedies within his family and
it is a tribute to him that during this very difficult
time in his life he remained committed to the con-
cept of a national organization for residential prop-
erty managers. It was with this thought in mind that
he mailed another 60 letters to his software users
announcing a meeting in New Orleans to reorga-
nize the association.

On October 21, 1988, 13 property managers
gathered with Ralph in the Fairmont Hotel in New
Orleans. They were Susan Gordon, MPM® RMP®,
Steve Urie, MPM® RMP®, Peggy Rapp, MPM®
RMP®, Janet and Terry Robertson, RMP®, Mary
Welch, Jo Ellen Watson, Jan Kirkpatrick, Ron and
Corky Beck, Helen Daniel, Jeannette Romani and
Karen Ebert, MPM® RMP®. It was a very diverse
group. One person came wearing a Hawaiian flow-
ered shirt and Bermuda shorts (he left his camera in
his room). Another arrived in cowboy boots, bolo
tie and blue jeans. Yet another came in a suit and
tie. As diverse as the group was, it was very cohe-
sive and had a sense of mission.

The first order of business was to release Ralph
from his Presidential obligation with a vote of
appreciation for his service. In recognition of his
efforts, the group presented Ralph with the first
NARPM® membership certificate. Two years later,
he was honored as the association’s first honorary
member.

The second order of business was to nominate
officers. They were Susan Gordon, MPM® RMP®,
President; Steve Urie, MPM® RMP®, First Vice
President; Terry Robertson, RMP®, Second Vice
President; Mary Welch, Secretary; and Peggy Rapp,
MPM® RMP®, Treasurer. (The First and Second Vice
Presidents were later changed to President-Elect
and Vice President.) The remaining attendees were
once again, by acclamation, elected to the Board
of Directors. Committees were also formed with
everyone serving on at least one; almost everyone
present was also elected as a committee chair-
person.

In hindsight, it is easy to see that the most impor-
tant election that day was Susan Gordon, MPM®
RMP®, as President. Susan was gifted in motivating
people to do their jobs, which in reality were two
or three jobs each. It was because of her determina-
tion, fortitude, and strength of character that the
fledgling organization started to grow. guy

Next month: The new board makes some tough
decisions.

Steve Urie, MPM®
RMP®, is the President

and property manager

of Mesa Verde Property
Management. He has been
involved with residential
property management for
22 years. Steve holds a BS
in Marketing & Finance and
an MBA in Management
Information Systems. Steve
is a founding member, Past
President, and past national
board member of NARPM®.
He has also chaired the
Membership, Convention
and Legislative committees
and served on the Educa-
tion, Certification, Finance
and Management Selection
committees. He also served
as President of the Phoenix
(Arizona) Chapter for three
years. He is also a NARPM®
instructor. Steve is a member
of SouthEast Valley Regional
Association of REALTORS®,
and a member of their Leg-
islative Committee and a
state approved real estate
instructor. Steve was named
REALTOR® of the YEAR 2003
and is very active in his com-
munity.
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Richard Hart, EA,
CAA, earned a degree in

accounting and has since
acquired experience putting
his knowledge to work in
the construction, manufac-
turing, service, restaurant,
banking, and real estate
industries for over 13 years.
In 2006, Richard opened
his own practice, Hart &
Associates Tax Consulting
and Preparation Services, to
specialize in tax accounting
and has earned the creden-
tials of Enrolled Agent and
Certified Acceptance Agent
with the Internal Revenue
Service. He has effectively
helped hundreds of clients
to successfully navigate US
tax law and preserve their
wealth. Hart & Associates is
a NARPM® Affiliate member
and Richard can be reached
at Richard@Ahartassociate.
com

Would Owners Be More Inclined To Sell?

0% Capital Gains Tax 2012

Do you have clients who own a rental property and
are thinking of selling before the end of 20122 Are
they concerned about paying 15% capital gains tax?
Would they be more inclined to sell if they could pay
0% capital gains tax?

Starting with 2008 and ending with tax year 2012,
the long term capital gains tax for moderate income
earners has been 0%. (Long term meaning, asset has
been held for one year or longer).

United States Capital Gains Taxation (2008-2012)

Ordinary Short-term Long-term
Income Capital Capital
Tax Rate Gains Tax Rate | Gains Tax Rate
10% 10% 0%
15% 15% 0%
25% 25% 15%
28% 28% 15%
33% 33% 15%
35% 35% 15%

If you own a rental property and have moderate
income, perhaps you can take advantage of the 0%
rate. First, you have to remember that the tax rate is
based on taxable income, not adjusted gross income.
Listed below are target numbers to take into consider-
ation to see if you qualify.

Federal Income Tax Brackets for 2012

Tax Married Single
Bracket Filing Jointly

10% $0 — $17,400 $0 — $8,700

15% $17,400 — $70,700 | $8,700 — $35,350

Now remember, | mentioned that the rates are
based on your taxable income? | am going to show
you a basic way to determine what taxable income is.

Let’s assume we are dealing with a married indi-
vidual and the household gross income is $90,000.

They may think that based on the above tables,
they do not qualify, but here is what you need to do.
1. Subtract out personal and dependent exemptions.
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For 2012, each exemption is $3,800. | am going to
use a couple that has one child for our purpose. So
for three people we have an $11,400 exemption.
($3,800 x 3)

2. | am going to assume that they are taking the
standard deduction which is $11,900 for 2012.
(Most people who own properties more than likely
itemize their deductions which will be larger than
the standard deduction).

So based on the above facts, we start off with
$90,000 and subtract the $11,400 dependent
exemption and also subtract the standard deduction
of $11,900 which leaves them with taxable income
of $66,700. They now are in the 15% tax bracket and
can sell their long term rental property and pay 0%
capital gains tax.

AND THEN, THERE’'S DEPRECIATION RECAPTURE!

Depreciation recapture is a totally different tax sub-
ject not related to the 0% capital gains tax law. But it
does play into consideration if a person is thinking of
taking advantage of the 0% capital gains tax.

To establish if a person has capital gains they first
need to take into account what they already have
depreciated in the past.

For a simple example: If a person purchased a
home for $100k and sold it for $150k, it seems like
they have a capital gain of $50k. However, if they
have owned the home for 10 years and depreciated
$50k over that period of time, then they would have
a gain of $100k.

$100k
- $50k
= $50k

purchase price
depreciation
basis in property

$150k
- $50k
= $100k

sales price
basis in property
gain

Now we have to dissect the gain to determine how

it will be taxed.
The rule is this: When your overall gain is greater

Continued on page 23 “Capital Gains”



Property Management
Six Basic Functions Plus...

Standing in front of a group of business students,
Ray Kroc, founder of McDonald’s, asked rhetorically,
“What kind of business is McDonald’s?” Chuck-
ling, the students replied the obvious answer that
McDonald’s was a fast food hamburger business.
Rejecting that answer, Kroc went on to describe that
McDonald’s is a real estate investment company with
the objective to buy, hold and sell the best income
producing properties throughout the United States
and the world. Selling cheap hamburgers and a
kid friendly atmosphere were simply the means in
which to create an income producing property, Kroc
expressed.

With Kroc’s sentiment in mind, | posed a similar
question in a recent staff training meeting. | asked,
“What does a property manager do?”

Now, property management is many things to
many people and there are many styles of property
management to consider when answering. However,
generally speaking, | find that most property man-
agement companies and their staff do the same or
similar things.

In order to fully realize what property managers
do, one must break down the concept of property
management to its basic core level. Property man-
agement is comprised of six basic functions. They are
(as | see it, and in no particular order):

* Leasing — including listing & marketing;

* Bookkeeping — including rent and fee collection;

* Notification — late rent, breach notices, reminders,
statements, etc.;

* Maintenance - including security deposit related

repair;

Inspection — move in/out, annual, etc.;

* Office management — office policies, law compli-
ance, staff related issues, etc.

Sounds simple enough, property managers per-
form six separate functions as listed. Not quite. These
six items are loaded with meaning and have many
responsibilities and processes involved with each.
They must also be put into practice by three types
of skills and resources in which to accomplish them.
These skills and resources are as follows (again, as |
see it, and in no particular order):

* Education — be a member of NARPM®, know

what the law says (federal, state, local), have the

proper licensing, and know which duties are out-

lined in contracts and which are not.

* Communication — properly communicate

promptly with owners, tenants, vendors, and staff

using adequate phone, fax, website, email and/or
mail systems.

Organization — be organized, be clear about

which staff member is assigned to which duties,

have multi-tasking abilities, have adequate con-
tracts (management agreement, lease, and other
forms), and have an adequate PM software.

OK, so property managers perform six functions

using three types of skills and resources. Again, not

quite. These are, of course, vital and important ele-
ments of property management, but still, what do
property managers do?

Shifting back to my staff meeting, several felt that
the answer to the question was simple, “we manage
properties.” But, is that correct? To me, the following
entities all manage property: 1) a home owner who
pays their mortgage, management fees, taxes, repairs,
etc., 2) a tenant who lives in the property and pays
rent to be there, or 3) a vendor who maintains the
property. But, a property manager doesn't (typically)
do any of that. They just facilitate the processes.

To answer the question as | see it, property man-
ager duties are more clearly defined as:

* People Management — being able to effectively
use resources in advising owners, tenants, vendors,
and even other staff members of expectations in
accomplishing key property management func-
tions.

* Time Management — effectively scheduling
events, prioritizing, and multi-tasking communica-
tion in order to manage people.

* Event Management — effectively scheduling lease

signings, move infout processes, inspections, and

appropriately handling un-planned events (like

“skips” or major repairs).

Problem Solving — the glue that holds it all

together. Juggling people, time, and events using

skills and resources in order to accomplish key

Continued on page 12 “Six Basic”

Russell A. Hathcock is an
RMP® candidate and Desig-
nated Broker of East Valley

Property Management, LLC
in Mesa, AZ. He began his
management career in 2004
and became Broker of their
25 year old family owned
company in 2009. He is
excited about NARPM® and
is becoming involved in

his local chapter. He also
obtained a business admin-
istration and marketing
degree from the University of
Phoenix in 2007.
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BE HAPPIER.

MAKE THE SWITCH.

NARPM Members Are Choosing AppFolio's Web-based Property Management

& i,
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- “My staff loves AppFolio. I don't know how we v 3
functioned without it.”

Robert Locke, Crown Realty and Management

7

“AppFoliois a ‘hfe—changer for my company.”

Melissa Shearer, Specialized Property Manogement /- ™ \\/
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| Support is the best I have ever seen!”

‘ Tom Cowan, RE/MAX Center

—

For one simple monthly fee you get all of this (and more)

. Campltézte Accounting # Free Online Rent Collection
e Easy Vacancy F'os'tihgil . Buﬂt-ln Screemng,
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www.appfolio.com/narpm



n-House Maintenance Company (IHMC)

Part 1: Is It Right For Me?

This is part one of a three part series that will help
you explore the feasibility, benefits, and pros/cons of
the addition of an In-House Maintenance Company
(IHMC) to your existing property management busi-
ness. | begin with twelve frequently asked questions.

1. WHAT BENEFITS CAN AN IHMC OFFER?
* Quicker response to repair requests.
* Extra eyes watching your tenants and properties.
* Better scheduling control.
* Control quality of work.
* Minimize the “over-fixing” of issues by self
serving vendors.
* Cost saving to your clients.
* Repair your own properties.
* Make more money.

2. HOW DO | KNOW IF AND WHEN AN IHMC MAKES
SENSE FOR MY PROPERTY MANAGEMENT FIRM?
* A management inventory of 125 units should be

enough to warrant one or more staff repairmen.

* An inventory of 250 units provides enough
demand to really make dollars and sense.

* The larger your inventory, the more an IHMC is
the right move.

* | recommend researching your IRS form 1099s
from last year to determine what your firm’s
owners spend on painting, cleaning, plumbing,
HVAC repairs, etc.

* If the money is already being spent, keep it in-
house.

3. WILL AN IHMC MAKE ENOUGH PROFIT ABOVE
MY CURRENT OVERRIDES/COMMISSIONS TO BE
WORTHWHILE?

* You can continue to charge from your fee
schedule whether the work is performed in-
house or vended to an outside provider.

* The profit from IHMC operations is additional.

4. CAN | OFFER A COST SAVINGS TO MY CLIENTS
AND STILL MAKE A PROFIT?
* Yes. For repairs that are complex in nature or
require a license or permit, we recommend using
the appropriate specialist.

* However, many repairs can be properly per-
formed reliably by a skilled handyman at less
than the specialist might charge.

* Specialists are so expensive that you can mark-up
a handyman’s time, save quite a bit of money for
your owner, and still make a nice profit.

5. WHAT LICENSES, INSURANCE, AND
ADMINISTRATION ISSUES MUST BE
ADDRESSED?

* Your local occupational license and state issued
Brokers license should be enough to get started.

* Consult with your insurance agent to add proper
liability insurance.

* Since much of the work is cleaning and painting,
start by asking about rates for a janitorial service,
then go up from there.

* Purchase Workers” Compensation insurance.

* Select software that will work in concert with
your existing property management package.

* Avoid using paper work orders and other manual
systems, as they will quickly be outgrown and do
not offer valuable reports.

6) CAN I LIMIT MY LIABILITY IN WAYS OTHER THAN
JUST BUYING INSURANCE?
* Being a drug-free Workplace, having a formal
safety program and quality control program, and
offering positive incentives for safety are effective.

7. DO | NEED A CONTRACTOR'’S LICENSE TO
OPERATE MY IHMC?
* In Florida, the contractor licensing statutes
give licensed real estate brokers an exemption
allowing them to act as a contractor on jobs up to
$5000. Check with the contractor licensing laws
in your state.

8. HOW DO | FIND AND KEEP A QUALIFIED STAFF
OF WORKERS?
* Advertise in the local newspaper or on Craigslist.
Use job specific hiring quizzes, job descriptions
and prudent background checks.

Continued on page 12 “IHMC”

Arthur Kowitz, RMP®, is
the CEO of AWBAM Enter-
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Arthur Kowitz Realty, and
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ried for 41 years with three
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Continued from page 11 “IHMC”

* Offer job benefits such as health insurance and IRA pro-
grams to attract dedicated people.

* Many people in the trades have never had such ben-
efits and will look favorably on your company for years
because of them.

9. HOW CAN | KEEP MY STAFF ACCOUNTABLE?
* Use GPS, quarterly job reviews, and the tracking of tech-
nicians’ time efficiency and dollar productivity with a
software program.

10. WHERE DO | GET SERVICE TRUCKS AND TOOLS?

* There are two schools of thought here. | prefer to hire
only technicians with their own vehicle, pay for their fuel,
offer a vehicle allowance, and buy “non-owned auto”
coverage in my liability insurance policy.

* Few people will take proper care of company equipment.

* Require techs to provide their own hand tools.

* You may elect to purchase job specific equipment such as
paint sprayer, pressure washer, etc. Refer to your 1099s
from last year to make those decisions.

11. WHERE DO | FIND “HOW-TO BOOKS” AND RESOURCES
TO HELP WITH REPAIRS?
* Reader’s Digest publishes an excellent repair manual for
building maintenance.
* For those oddball jobs, you will be surprised at the value
of “YouTube.”

12. HOW DO | KNOW WHAT AMOUNT TO BILL FOR VARIOUS
REPAIRS?

* The easiest way is to bill by the hour, however that has its
drawbacks.

* A preset schedule of repairs, flat-rate style, offers easier
and more accurate estimates, makes technicians more
accountable, and can make you more money.

* Itis good policy to routinely outsource various jobs and
compare the costs to you in order to offer your owners a
savings while making a profit for your firm.

HOW DO | GET STARTED?
Read next month'’s installment: “In-House Maintenance

Company, Support in the Office.” gy

The early bird prices are gone,

but there’s still time to register!

NARPME® 2012
24%h Anmuall Comvention
ana Tiade Show

October 17 - 19, 2012
Hyatt Regency gzxstal

Registration is available at http://www.narpm.
org/conferences/annual-convention-trade-show/
index.htm or call 800-782-3452. Sign up today!
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Continued from page 9 “Six Basic”

property management functions.

Years ago, while | was still learning the ropes of property manage-
ment, | encountered a situation that taught me immensely. | was
unprepared when a young tenant called me panic stricken saying that
her husband found mold in the duplex unit in which she lived from a
sewage leak from the upstairs bathroom toilet, and now her baby was
sick. It was a situation that is cause for concern for any manager, but
for the inexperienced it was horrifying. Soon after the call, | received
a prompt visit from the tenants’ real estate agent mother (also, the
sick baby’s grandmother) in my office. | mention that she was a real
estate agent because she felt the need to continuously remind me of
the fact, along with other comments that she knows the law, will be
filing a law suit, and wanted to know exactly what | was going to do
about her only dying grandchild. In that hour, | realized something; |
was no mold expert, | didn’t put the mold there and | certainly wasn’t
aware of the mold or the sewage leak. For me, it was a situation that
engaged those primordial “fight or flight” instincts, when you find
yourself in between a rock and a hard place and you don’t know
what to do. | chose to fight (the situation, not the tenant). The first
step, | realized, was to calm everyone down by reassuring them that
| was going to do whatever was humanly possible to get the situation
fixed as soon as possible. The second step, call the owner to let them
know the situation. We discussed the need for a licensed profes-
sional mold expert to assess the situation and to base our response on
their findings. The findings were that the mold was extensive and the
whole kitchen needed to be ripped out along with the cabinets, dry
wall, ceiling, etc., and mold to be treated. We also decided to take
the high road and immediately put the tenant into a hotel because
they were scared and the size of the work would displace them. In
less than five days, we were able to get the mold remediated, all the
construction done, cabinets replaced, and the tenant back into their
home, no sweat. At least for me. | realized, | was presented with a
problem and it was my job to facilitate the solving process by figuring
out who needs to do what, when things are going to be done, and
how fast they can get there. | didn’t touch or do any work with the
mold personally, nor was | expected to — all | needed to do was what
the professional recommended and then arrange it. | didn’t pay a
cent of the cost, nor should | — it was the owner’s property and his
financial burden (though I try to help the process be as cost effective
as possible). At the end of the day, he wasn’t happy that the situation
happened — it cost him a lot of money, but he was happy that the
problem got solved, and he had confidence in me for smoothly facili-
tating the process. In the end, there was no lawsuit. The tenants were
happy, the problem was taken care of quickly, they got a kitchen that
was nicer than when they moved in (pun intended), and their baby;
well, it appears that paranoia was the cause of the sickness. By taking
control of the situation and managing all of the people involved, the
time it took to get things done, and the various repair visit events
| learned what it meant to be a property manager. From there, |
learned that this pattern can be applied to all of the other functions
of property management as well, including leasing, bookkeeping
aspects, notifications, etc.

Property managers juggle many duties and responsibilities. They
offer an invaluable service to those who employ them when they fully
understand what it is they are doing. Lee lacocca said, “Management
is nothing more than motivating other people.” “Motivation is the art
of getting people to do what you want to do because they want to
do it,” said Dwight D. Eisenhower. The key to being a great property
manager is to first recognize the need to manage people, time and
events while problem solving. Understanding this concept has helped
me through the toughest situations and provided light at the end of a
tunnel when a problem arises. gz
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LEGISLATIVE Scoop

KEEPING OUR MEMBERS CURRENT ON THE NEWEST INDUSTRY LAWS AND POLICIES NATIONWIDE.

Dan Scott, RMP®, is a
native of Nashville, TN,
where he resides with his

wife of 36 years, Ann. He

is a graduate of Vanderbilt
University, and worked over
30 years in the new and
used car business in various
positions, including owner/
operator of two dealerships.
He has been associated with
Tarkington Company, a 40+
year old boutique real estate
firm in Nashville, in residen-
tial property management
for 10 years. Dan has served
the Nashville Chapter in
various leadership capacities
and is currently Chapter Past
President and a MPM® can-
didate. He serves as Chair of
the 2013 Eastern Regional
Convention to be held in
Nashville in March, 2013.

Better to laugh than
cry, sometimes, when
we face such business-
killing ordinances and
legislation.

Concluded

In part one of this article, which appeared in the
September 2012 issue of Residential Resource, | dis-
cussed local, state, and federal government intrusion
via unnecessary, restrictive “choke the life out of our
business” legislation and ordinances. | stated that
“in my opinion, the basis for our having to deal with
such issues is the election to city councils, state leg-
islatures, and the U.S. Congress of men and women
who are Big Government Types — those who, for a
variety of reasons, favor more regulation of business
(a type of taxation), higher taxes, and less freedom
for the free enterprise system.”

To complete this article, | contacted several fellow
NARPM® members doing business in different sec-
tions of the country to learn of any “hot button”
legislative/regulatory issues detrimental to our busi-
ness. Deb Newell, MPM® RMP®, and 2012 Chair of
the NARPM® Government Affairs Committee, shared
with me an ordinance recently passed in her St. Paul
area and other cities in Minnesota which epitomizes
Big Government control thinking. Personally, | think
this does great harm to owners and managers of resi-
dential rental property in the affected areas.

The ordinance establishes a “zoning overlay dis-
trict” in the St. Thomas University area of St. Paul. My
experience with overlays is that they are restrictive in
nature and prohibit free activity in real estate dealings,
particularly as related to “best and highest use” in
establishment of value. This ordinance restricts student
“density” in the area — a politically correct way of
saying it discriminates against students leasing rental
properties in the area. Specifically, the ordinance says
if university students are living in a rental on an imagi-
nary University Street, university students cannot lease
another rental unit within 150 feet of unit one. Let’s
say there are thirty houses on University Street on 50
foot lots and 20 of these houses are rentals. Only one
of every four houses or 25% of the rentals could be
occupied by university students — obviously hurting an
excellent market for these properties.

The St. Paul Area Association of REALTORS®
argued, unfortunately to no avail, that such an
ordinance infringes on private property rights, fair
and equal housing laws/REALTORS® code of ethics,
and creates a de facto student rental density ordi-
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Just Think About It . . .

nance. Additionally, they argued the ordinance
creates obvious marketability and property value
issues. They reasoned correctly, | think, that better
enforcement of existing public nuisance ordinances
would make such a “student rental district overlay”
unnecessary. They closed their appeal to the board
by saying "the proposed ordinance is attempting to
apply zoning solutions to what largely amounts to
personal behavior issues.” | think this is the type of
ordinance the Big Government Types sitting on local
councils, state legislatures and the U.S. Congress will
continue to give us. Better to laugh than cry, some-
times, when we face such business-killing ordinances
and legislation, so let’s have a little fun imagining
where the kind of thinking that produces such ordi-
nances might go next.

Suppose neighbors decide there are too many pets
in their neighborhood. | wonder what pet behavior
might lead to such a thought? These neighbors use
their association to prevail upon the city council to
establish a “pet density overlay” for said area. Or
say the reverse is the case and they decide to prevail
upon the council to establish a “reverse pet density
overlay” increasing by ordinance the number of pets
in a neighborhood. Every other rental occupant on
such and such a street MUST own a “Fido” to be
eligible to rent. Or to make the case a little more
insane, there must be at least one red haired person
occupying every three rentals on the street. Do you
see where this type of thinking can lead? If govern-
ment controls tenant mix in a rental neighborhood,
where does it stop?

To my knowledge, the topic of “student rental
housing overlay” has not been discussed by the city
council in my market of Nashville even though our
council is laden with members who are used by local
neighborhood associations to establish ordinances
that are detrimental to the residential rental business
and to property values. | think all of us must be vigi-
lant to keep our industry from facing more intrusive
ordinances that have a strangling affect on business.

I will end this article with the same quote | used
from Thomas Jefferson to end part one: "The natural
progress of things is for liberty to yield and govern-
ment to gain ground.” JUST THINK ABOUT IT!
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Bad Elevator Music

Are You A “Real” REALTOR®?

Crickets! That was the reaction at a recent com-
pany meeting when a visiting broker tasked with
rolling out a new maintenance service program
used an awkward phrase. The property manage-
ment division had been beta testing this program
and it was now being offered company wide to, as
she put it, the “real” REALTORS®. Wait a minute!
What? “Real” REALTORS®? The phrase caught
everyone in the room off-guard. We have a great
relationship with the sales associate, so the uncom-
fortable silence that followed that statement high-
lighted her regrettable choice of words. Our group
laughed it off and moved on.

Like bad elevator music, those words played over
and over in my head all day. This formerly sales-
oriented company has devoted considerable time
and resources to create a lucrative property man-
agement division. How could they still have such an
antiquated way of thinking? We felt great progress
was being made when it was declared we were no
longer just property managers, but we would now

rentals, I'm a REALTOR®.” We are also keenly aware of
what is not said — the thought that we are failed sales
agents that have had to resort to managing rentals.

I wish | could say | was unaware of these
thoughts. However, that is not the case, and when
these silent thoughts are said aloud they exasperate
property managers.

So, what is a “real” REALTOR®? The ultimate
goal of property managers and REALTORS®/sales
agents seems to be the same — assisting clients with
either finding a home or moving from a home. In
that pursuit, we all follow the same four basic steps.
However, in the world of property management, an
extra step or two always seems to be required.

1. THE LISTING PROCESS

REALTORS®/sales agents list property. The process
for listing a rental is the same for both property
managers and REALTORS®/sales agents. There
are contracts to be signed, pictures to take and
marketing tasks to be performed. While, a seller

We felt great progress was being made when it was
declared we were no longer just property managers, but we
would now be referred to as Asset Portfolio Managers.

be referred to as Asset Portfolio Managers (APM). A
big title for a big job. We are considered a member
of the sales team that holds the title of APM, a spe-
cialty that requires additional training. We felt it was
a step in the right direction. It definitely felt better
than being called the Rental Department.

Property managers are aware of the undercur-
rent running through this profession and deal with
it on a daily basis. When that inevitable question is
asked, “What is your specialty?” As soon as we say
what we do, we usually hear, “Oh, I could never
do your job!” Or, “I don’t have time to mess with
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understands “curb appeal” and will usually go
above and beyond to get his property sold, many
landlords need to be educated on just what “make
ready” means. It doesn’t mean that your 95-year-
old mother can clean the unit to save you money. It
doesn’t mean closets, garages or backyard sheds can
be stacked with an owner’s possessions. It doesn’t
mean you can leave the broken, empty spa sitting
on the lanai. “Broom clean” does not exist in our
world. It's either clean or it’s not. Our extra listing
step usually centers around adjusting an owner’s
definition of clean.



2. SHOWING A LISTING

REALTORS®/sales agents show property. The
excitement of buying a home is unmatched. The
job of finding a new rental is just plain work. Our
clients tend to be late for appointments or just
not show up at all. There are usually no apologies
given, or even recognition that they kept a sales
agent waiting in an empty house. When did a firm
appointment become a suggested time? This lack of
excitement on the clients’ part has consequences
unique to the property manager. Also, if it is not
listed with a professional property manager, homes
tend to be in very poor showing condition. A prop-
erty manager’s extra steps require firm showing
confirmations and plenty of time spent apologizing
for the condition of rentals on the market.

3. NEGOTIATIONS ON A BUDGET

REALTORS®/sales agents negotiate. Property
manager deals can blow up over $10 a month, not
$10,000. It’s harder to meet in the middle when
you're dealing in small increments. In this slug-
gish economy, potential renters try to negotiate
everything, which can lead to conflict. Cleaning or
painting in exchange for a lower rent seems to be
the most popular and the fastest way to an argu-
ment later. That's a tightrope we must walk multiple
times every day. We don't just negotiate price,
move-in dates and repairs. Our extra steps require
dealing with a person’s lifestyle.

4. CLOSING YOUR DEAL

REALTORS®/sales agents close. When all the
pieces come together, property managers get to sign
a lease. The luxury of a closing agent does not exist
in our world. We get to explain the lease ourselves,
which takes skill and patience. Getting “minds to
meet” after reviewing a lease document that is
written to protect an owner can be a tense under-
taking. The exchange of keys, gate cards, mailbox
keys and remotes is not the end. Again, one step
further is expected from a property manager. Each
tenant must be given instructions on how to main-
tain the unit. How to shut off water, change a filter
or flip a breaker are just some of the extra informa-
tion that must be communicated to renters.

LET THE FUN BEGIN...

As REALTORS®/sales agents, you list, you show,
negotiate terms and get the property sold. There are
plenty of issues throughout the course of all transac-
tions, but at the closing, REALTORS®/sales agents
are done. That is just the beginning of a property
manager’s relationship with a client. We don’t get
to shake hands and say good bye to that fussy buyer
and unreasonable seller. Instead, we get a year filled
with the challenges of making a tenant understand
filth leads to bugs, supervising children is necessary,
pets must be picked up after, and if you want to
stay, you must pay. Watching as good tenants get

sidelined with divorce, job loss and health issues
can be very stressful. Evicting impossible tenants is
maddening. We seem to always be in everyone’s
business. That’s just Monday. Tuesday brings unrea-
sonable owners that don’t want to fix anything and
seem to blame us when their 20-year-old stove or
air conditioner breaks.

The rest of the week is filled with more of the
same, bringing us to Friday night at 6 pm when
everything starts leaking and stops working.

IS IT OVER YET?

At lease end, a property manager’s job is still not
done. We get to inspect the property for all the
dirt and damage left behind. This inspection begins
the final phase of the contract — the secured funds
claims. This is usually an argument that begins with
the words “It was like that.”

Even the most rational tenants and calm owners
take leave of their senses when this issue comes up.
This profession requires hard work and dedica-

tion.

In addition to listing, showing, negotiating and
closing, REALTORS®/sales agents must also be good
communicators and organizers.

Most property managers carry a large volume of
units which means we must be extra effective at
communicating and organizing. We must keep our
emotions in check and try to remain calm in the
face of some pretty nasty storms that don’t come
one at a time, but in waves. We deal with hundreds
of people at the same time, all with their own wants
and needs.

ARE WE “REAL” REALTORS®?

You bet we are! Though we practice the same
fundamentals as sales agents, we rarely have an
ordinary day. Many days go beyond ordinary and
well into bizarre. We deal with many difficult situa-
tions at the same time that require skill and finesse
to handle successfully. To imply we are not “real”
shows a lack of understanding of what we do and
most so called “real” agents cannot understand why
we would choose such an all-consuming career
path. We know it is not just a job, it is a lifestyle.
Our lives are continually taking a back seat to what-
ever challenge we are facing. Property management
is fast-paced and never boring. Like extreme sports,
you are either on the edge of disaster or glory. We
know we must perform everyday to a professional
standard that is considered extreme, and just like
those extreme athletes, we love what we do! gz

Editor’s Note: Not all sales agents are REALTORS®.
The term REALTOR® is a registered collective mem-
bership mark that identifies a real estate professional
who is an active member of the National Associa-
tion of REALTORS®. The term, “real” REALTOR® was
taken from a quote as cited by the author of this
article.

The ultimate goal of
property managers
and REALTORS®/
sales agents seems
to be the same -
assisting clients with
either finding a home
or moving from a
home.
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TECHNOLOGY Matters

SHEDDING SOME LIGHT ON THE MANY MYSTERIES OF OUR FAST-PACED HIGH TECH WORLD.

Michael Mino is President
and CEO of PropertyBoss
Solutions, a provider of

property management soft-
ware. A serial entrepreneur,
he has started a number of
software technology firms
and became a landlord in
1977 when he purchased
his first rental units. For
more information about
Michael or PropertyBoss
Solutions, visit property-
boss.com or call Michael at
864.297.7661 x26.

Finding the Right Fit

Although selecting software seems as though it should
be a straight-forward process, it can be rather daunting
with the amount of time required and the impact it can
have on your business. As much of a hassle as this pro-
cess can be, it is also a chance to reevaluate your busi-
ness goals and adopt new processes to help you achieve
these goals. Here is a guide to making your selection
process easier while providing you with the best fit for
your needs.

STEP ONE - DEFINE YOUR GOALS
Understand Your Key Success Factors (KSFs)

Start by identifying your business objectives. Based
upon these goals, determine your KSFs and prioritize
your requirements. KSFs are activities you must do
well to be successful. Often, they are the answers to
the question, “Why should a tenant/owner choose
us?” They can be used to determine if a requirement is
critical or not (i.e. if a requirement cannot be associated
to a KSF then it is not important).

Define Your Key Performance Indicators (KPls) and
Seek Opportunities for Improvement

As with any project, you should determine which
factors will be used to measure your success. A focused
effort upon attaining your objectives can help to keep
your project on track and on budget.

Many times these factors will emerge as a result of a
desire to improve your business processes. Look at your
current practices and software solution to determine
what works for you as well as areas where you would
like to see improvement. This evaluation is the most
important step in the process as it will be the foundation
upon which your search for the best fitting product is
built. The more specific you are, the more precise you
can be in your search.

Establish KPls for this project as well as your business.
Examples of project KPIs with sample parameters in
quotes are:

* Time based: “Conclude the selection process by
October 31" or “Complete data conversion and
training before the Go-Live date of January 1.”

* Cost based: “The software should result in the need
to reduce man-hours required for entering payments
by x%.”

* Performance based: “With online entry of work
orders and vendor access to work orders online, we
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should be able to complete x% of work orders within

y hours.”

* Customer satisfaction: “With 24 hour a day, online
access to their accounts Our customers (both owners
and tenants) should be happier with our service.”

More important are ongoing KPIs that you regularly

track for your business. These should relate to the Key
Success Factors identified above. Examples of business
KPIs with sample parameters in quotes are:

* Growing the business: “Net number of owners (or
units) added this month.”

* Vacancies: “Vacancy rates under x%.”

* Owner relationships: “All owner statements and pay-
ments should be sent out by the 12th of month.”

* Tenant relationships: “x% of work orders completed
within one day.”

* Renewals: “x% of leases coming up for renewal sign
a new lease.”

As we have suggested before in this column, set a
budget and allow sufficient funds for data conversion
and training. These activities can cost as much as the
software solution, but is money well-spent.

STEP TWO - SELECT YOUR TEAM
Identify the Leader

To whom will you entrust this project? Select an
individual with a passion for the project who is not
technology averse. Their role is to champion the adop-
tion, implementation, and success of this project. They
should have a vested interest in the outcome and the
full support of top management. It is important that they
can quickly make decisions that impact the direction
and operation of the business. It is also recommended
that the executive sponsor be formally identified. This is
often the business owner if they are active in the busi-
ness.

The project leader (or champion) should be fully
supported by the executive sponsor. Both individuals
should fully support the KSFs and KPIs previously identi-
fied. Often the project leader is not selected until imple-
mentation is started. This oversight is a mistake... ensure
that your champion is committed and in agreement
with the objectives and selection process.

Get Buy-In from Your Team
Your employees are your primary users and can con-
tribute to your search significantly with their knowledge.



Take the time to include their input which will help you
to find the most effective solution and will secure their
buy-in as well.

Communication with the entire team is fundamental
to the success of the project. Communicating the scope
of your project and getting sign-off at critical steps along
the way from your management team keeps you from
hitting any unexpected roadblocks. Reviews by other
members of your team, like your accountant or IT
person, can also be beneficial in the long-term to help
you verify that the solution will work for them as well.
They can help you identify aspects of the solution that
are important to them and help you narrow down your
choices to two or three products. They can also help
you to measure the success of your project by providing
an outside viewpoint.

Be on the lookout for the half-empty member of
the team or organization. These individuals often are
change averse. They often point out problems (both
real and non-existent) that a new solution will create,
thereby setting up the opportunity to say I told you so.
Include them in the evaluation and try to address their
concerns and obtain their support.

STEP THREE - DETERMINE YOUR OPTIONS
Perform an Initial Search

Look through trade magazines, perform an initial
internet search, access the services of a software search
consultant, or a web-source such as FindAccounting-
Software.com or BuyerZone.com and look to what rec-
ommendations you may see through your social media
channels and peer reviews. At this stage don’t worry too
much about pricing, functionality or other aspects of the
software as you are simply creating a list of all feasible
options to explore.

Begin Narrowing Your Selection

Compare the features of each solution to your busi-
ness needs. Try to avoid getting into the weeds. Most of
the basic features are available from all of the providers.
Focus on the distinguishing characteristics that are
related to your KSFs. Does the software track and report
on the KPIs that you have identified? Make sure you
aren’t encumbering your employees with more features
than they need while still allowing for future growth.

Tom Henschke of padeals.com mentioned that,
during his recent search for property management
software, room for growth was key. “My last solution
became cumbersome as the product just didn’t cover
my needs. Although | wanted a product with room to
grow, with this choice being a big investment, | wanted
to make sure it had enough flexibility and ability to

adapt to our specific needs so it would work just as well
for us right now.”

Online product reviews can be useful to get an
overall sense of product satisfaction, but keep in mind
that most making the reviews are those who have
had a wonderful experience or a terrible one. Better
measurements of product satisfaction can be made by
requesting to speak to current product users about their
experiences with the product.

STEP FOUR - FINALIZE YOUR SELECTION
Issue a Request for Proposal (RFP)

An RFP will help you to communicate your needs in
the same manner to each of the vendors on your short
list. The vendor should answer the questions you have
in relation to cost, features, system requirements and
anything else you deem to be essential in your search.

You can also question the vendor about what the
total cost of ownership will be. This includes things such
as license fees, support, implementation, hardware,
networks, add-on portals and communications to make
sure you have no surprises later.

Test the Product

Once you have received the RFPs and had a chance
to review them request a product trial from the com-
panies you are still interested in. Spend some time
entering sample transactions you use within your day-
to-day business life. Verify that your team is comfort-
able with the program and its features before moving
forward with asking one to two vendors to conduct the
proof of concept. This task tends to be time-consuming
for both you and the vendor but allows you to focus
in on the vendors most likely to have the ability to win
your business.

Jack Alhadeff of Normandy Court Holdings recently
spoke of his satisfaction with his new software solution,
partly due to the 30-day trial he undertook during his
search process. “Switching software is not an inexpen-
sive task and it can be daunting to invest that much
without really knowing what you are getting into. A trial
helped me to feel more secure with making my final
decision as | knew that | was extremely satisfied with its
performance, as was my team.”

STEP FIVE - MAKE YOUR FINAL SELECTION
Congratulations, you've reached a great milestone!
You have identified a solution that not only is the best fit
for your company and your team now, but will give you

room to grow in the years ahead. After a brief celebra-
tion, it is time to focus on the next phase, implementing
the software that you selected. gz

Start by identifying
your business
objectives. Based
upon these goals,

determine your KSFs
(Key Success Factors)

and prioritize your
requirements.
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Scan this code with
your smartphone
to access additional
resources.
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CONNECTING THE EXPANDING NARPM® MEMBERSHIP ONE REGION AT A TIME.

1\

Richard Vierra, RMP®

is the Principal Broker and
Director of Property Man-
agement of Hawaii Reserves,
Inc. in Laie, HI. Richard
received a Bachelors Degree
in Business Management
and a Masters Degree in
Business Administration
prior to receiving his real
estate license and broker’s
license. He served on the
Long Range Planning Com-
mittee, and is one of the
founding members of the
Oahu Chapter and a former
Chapter Treasurer and Presi-
dent. He is also a member of
the Building Owners & Man-
ager Association (BOMA)
and the International
Council of Shopping Cen-
ters (ICSC). Richard is cur-
rently serving as a NARPM®
Regional Vice President for
the Pacific Region.

The RVP Bulletin

It is entirely coincidental that the day my copy of
the August issue of the Residential Resource arrived,

I am also sitting down to pen my own RVP contribu-
tion to the same magazine. | always read the articles
that are written by contributing authors, in part to
gain a sense of what they say, but more so, to get an
idea of what may be appropriate for me to share with
our readership. Tonight is no different, as | thoroughly
enjoyed the insight offered by Southeast RVF, John
Bradford, RMP®. Tony Drost’s, MPM® RMP®, discus-
sion of his family’s involvement in his volunteering
with NARPM®, Cindy Rampley’s, RMP®, review of
the tremendous success of the Atlanta Chapter, Scott
Abernathy’s, RMP®, description of the Protecting Ten-
ants at Foreclosure Act, and Angelia Lauster’s article
about accounting and bookkeeping, were equally well
written and conveyed knowledge, energy and value.
These were just a few of the articles | found applicable
to me and | would imagine, very likely applicable to
each one of us. To be able to peruse the writings of
these NARPM® members the same day | write for the
same magazine encourages and prompts me to focus
on a topic that | hope is meaningful to each of us, and
one that | gleaned from each of the articles | read this
evening, and that is to get the job done.

On July 1, 1988, Nike, Inc. first used the iconic
phrase, “Just do it” in its advertising campaign. Eleven
years before that, Art Williams founded a company
later known as Primerica with the same “Just do it” tag
line. Daniel Lawrence Whitney (Larry the Cable Guy)
coined the famous words “Git-R-Done!”, while former
President Harry S. Truman’s most famous desk plaque
read, “The Buck Stops Here.” Further, the late Stephen
Covey’s 2nd of 7 Habits of Highly Successful People®
was “Begin with the End in Mind,” and another promi-
nent writer once said, “It is better to get started, rather
than just thinking about how to finish a task.”

Yesterday, | spoke at a gathering of local profes-
sionals here in Hawaii on the topic of achieving suc-
cess. Two things came to mind in preparing for that
talk which transcends into this article:

The first, | credit to my attendance at this year’s
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NARPM® Sacramento Chapter’s Vendor Fair where

I was fortunate to listen to, and be inspired by their
keynote speaker, former Olympian and WNBA Hall of
Fame inductee, Ruthie Bolton. Ruthie shared with us
that she grew up in McLain, MS, the 16th of 20 chil-
dren, and at the young age of nine years old, picked
up her first basketball. She recounted practicing and
playing in her rural town of 1,000 people until the
impression of the basketball was left in each of her
palms. As a high school student, Ruthie led her high
school to two state championships but was not offered
a college scholarship like her sister, Maeola, who was
heavily recruited and ultimately chose Auburn Univer-
sity. Yet, Ruthie was driven to pursue an education and
use her talent, and instead of waiting for colleges to
call her, called Auburn University for a tryout. Unlike
Maeola, Ruthie had to pay for the long bus ride, as
well as her stay there, only to be told by the coach
that she’d have to walk-on and tryout, which she did.
Ultimately, not only did she make the team, but soon
became the team’s starting point guard. So great was
her impact on the team that twice in her four years
there, Auburn made it to the national championship
game. After graduating, Ruthie continued to play and
practice while serving in the Armed Forces, and in
1996, became aware of the tryouts for the United
States Olympic team. Again, despite her experience,
Ruthie was not asked to participate. And once again,
she had to tryout as a walk-on candidate. During the
weeks of tryouts and grueling practices, Ruthie recalled
that after each of the several cuts to the roster, she was
still there and in the end, learned that she had made
the Olympic team prior to the Atlanta Games. The
United States women played their way to the gold
medal game against Brazil, and the night before the
game, Coach Tara Vanderveer told Ruthie she would
start. Her responsibility was to guard Brazil's top player
and leading scorer, Janeth Arcain. Not only did she
guard Arcain, Ruthie’s defense held her to just two
points, and helped America win its first of five straight
gold medals. Ruthie went on to be a franchise player
for the Sacramento Monarchs of the WNBA. Not only
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is she the only Monarch to ever have her number retired
there, but last year she was inducted into the Women'’s
Basketball Hall of Fame. Interestingly, and with great
humility, Ruthie says that none of these tremendous
accomplishments are what defines her, but rather how
she never gave up and how she always kept trying; truly,
a principle worth remembering.

The second, | credit to reading about Olympic
swimmer, Michael Phelps. A recent ESPN article
described the thrilling 2008 Olympic Games in Bei-
jing, China and how Phelps swam furiously in one of
his greatest races, the 100-Meter Butterfly. The article
described how he and Milorad Cavic of Serbia swam
stroke for stroke, meter by meter the entire length of the
pool. And in the most important race of his life, at the
99th meter, Cavic inexplicably chose to glide into the wall
rather than take that final stroke like Phelps did. The dif-
ference: Michael Phelps won the gold medal by 1/100th
of a second — less time than it takes a human to blink an
eye. Again, a principle worth remembering.

So as | addressed the local gathering here in Hawaii
yesterday, and after | read and reread the August edition
of the Residential Resource tonight, | thought of us as
members of NARPM® and as leaders in our local commu-
nities, industry and families. | believe that we understand
these two principles and do our best to practice them
every day: The first: We never give up and always keep
trying; we “just do it,” whether it is work, community or
family, we keep trying. And the second: When we are
given 100-meters to swim, whether it is at work, in our
communities or with our families, we swim the entire
100-meters and not just the first 99. juz
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MEMBERSHIP Growth

A WARM WELCOME TO ALL THE NEW MEMBERS WHO JOINED FROM JULY 20 - AUGUST 21, 2012.

4,000 Total
Members
(12% per year
until 2014)
3,800
3,600
3,400
3,200
3,000
2,800
2,728
(members as

of 12/31/09)

HELP RAISE
THE ROOF!

PROFESSIONAL MEMBERS

Joseph A. Amatangelo

Long & Foster Real Estate, Inc.

Chantilly, VA
703-877-7737

Heather Anderson
Janus Real Estate Group
Allen, TX
214-317-1964

Stephen N. Baker
RE/MAX Central Realty
Lake Mary, FL
407-333-4400

Christine Barton
Madison & Company
Denver, CO
303-771-3850

Mike Baxter

Petra Property
Management LLC

Tulsa, OK

918-933-9995

Ralph P Becker
RMB Associates, LLC
Portland, OR
503-319-1206

Nathan J. Bell V
Nathan Bell Realtors
Paris, TX
903-785-5578

William M. Benton

Fox and Hound Realty, Inc.
Aiken, SC

803-649-0045

Gregory Binning

Binning Property Management
Austin, TX

855-424-6646

Victoria Blass
Top Gun Realty
Tucson, AZ
520-271-7257

Leslie D. Brandt
Cotton Real Estate
Pace, FL
850-994-8080

Derek M. Bunyard

Sterling Johnston & Associates
Redmond, WA
425-285-1324

Aimee Burrell

Tipton Group Real Estate
Gilbert, AZ
480-726-3333

Jaime M. Caballero

Key West Vacation Properties
& Realty

Key West, FL

305-296-6667

Alejandro Cantu Jr
PowerHouse Property Partners
Austin, TX

512-535-6939

Chuck W. Carey
Young America Realty
Normal, IL
309-454-2338

Phoebe Chrisman, R
Phoebe Lau REALTOR®
Honolulu, HI
808-395-0572

Joseph A. Cirillo

Your Local Leasing Company
Broomall, PA

877-473-6821

Harry F. Delia IlI
Precision Real Estate Inc.
Clendale, AZ
602-549-9764

Christopher DeMarco
Riverside Property
Management
Occoquan, VA
703-494-6924

Clay Dowell

Calyx Realty Group
Jacksonville, FL
904-346-3133

Harry W. Dowell

Falcon Property Management
Jacksonville, FL
904-346-4401

Sandra Elijah, RMP®
Park Shore Property
Management
Tracyton, WA
360-871-2332

Dwayne D. Gill

Real Estate Investment
Advisor Services

Golden, CO

303-333-3400

PeEgy M. Good
Arkansas Realty Associates

Little Rock, AR
501-313-6368

Raj R. Gudapati
Countrywide Group, Inc.
Fullerton, CA
714-572-4100

Steven A. Hall

OC Property Management &
Sales, Inc.

Aliso Viejo, CA

949-505-3838

James L. Halstead

Dodson Property Management
Richmond, VA

804-355-7368

Eileen B. Hartman
Hartman & Associates
Houston, TX
713-861-2004

Darren S. Holbrook
Shellz Ohana Realty LLC
Kapolei, HI
808-696-0028

Heather D. Jenkins
Prudential Tropical Realty
Brandon, FL
813-643-9977

Shannie L. Kaeo

Shellz Ohana Realty LLC
Waianae, Hl
808-696-0028

Michael P Keena
PRANDI Property
Management, CRMC®
San Rafael, CA
415-482-9988

Yasmin Khalil

Seattle Property Management
Seattle, WA

206-829-8939

Edward Kirn
Duncan Real Estate
Sarasota, FL
941-779-0304

Thomas E. Lamoureux
Fulcrum Property
Management, LLC
Everett, WA
425-314-0744

Corey L. Leavell
Quality Home
Management, LLC
Manhattan, KS
886-414-1623

Martin B. Levy
Pro Edge-PM Inc.
Scotts Valley, CA
408-499-9144
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Eric R. Lichtenheld
Integra Group Real Estate
Tucson, AZ
520-829-4039

Steven Lovinger

SM Lovinger Realty2, LLC
Sarasota, FL
941-894-8563

Danielle Markezinis

Property Management Services
Goshen, IN

574-534-7368

Wendy Masters

Masters Property Management
Galt, CA

916-417-4229

Edit McDonald
RE/MAX Honolulu
Honolulu, HI
808-951-3227

Brendan McKee

McKee Asset Management
Coronado, CA
619-435-7780

Gina H. McKinley
RE/MAX Masters
Chandler, AZ
480-821-5700

C. Andrew McLellan II
Gentry Realty Estate Group
Mesa, AZ

480-889-5689

Stuart Mencher
Smart Source Realty LLC
Cedar Park, TX
512-257-9836

Steven L. Merchant

Global Realty International, Inc.
Orlando, FL

407-671-3800

Charles J. Meyer
MOD Properties
Denver, CO
303-683-1774

Tasha Miller

RoseBay International
Sarasota, FL
941-755-2100

Christel Montez

Hill Country Property
Management

Austin, TX

512-346-3309

Chris Mullinax

CRM Properties, Inc.
Kokomo, IN
765-459-8034

Roberta Oswald

Town & Country Real Estate
Saint Helena, CA
707-967-6213

Dale C. Poulnot

Daniel Ravenel Sothebys
Charleston, SC
843-723-7150

Keith E. Prang

Gold Medal Property
Management

Harker Heights, TX

254-393-0240

Todd R. Robson

Maidu Property Management
Citrus Heights, CA
916-747-6381

Lynda Robson Armes

Maidu Propertu Management
Folsom, CA

916-747-6381

Sarah M. Shay

Colonial Residential Property
Austin, TX

512-452-7755

Kasandra A. Shriver
Home Shoppe Hawaii
Kailua, HI
808-221-8904

Patricia Sneed

Smith & Associates
Property Management

Panama City Beach, FL

850-215-7368

Davood Soleymani
Phoenix Realty of
Wake County Inc.
Durham, NC
919-544-0890

Cynthia Struthers
Coldwell Banker
Sunstar Realty
Port Charlotte, FL

941-627-8138

Dennis Swartz

Altisource Single Family, Inc.
Pickerington, OH
770-383-4305

Phyllis L. Sweazy
Prudential Tropical Realty
Trinity, FL

727-505-5525

Taylor R. Tenney

On Q Property Management
Mesa, AZ

480-548-9910

Alicia D. Thomas
Carolinas Metro Realty
Charlotte, NC
704-405-0634

Philip Trietsch
Tenex Properties
Austin, TX
512-331-4019

Rita Vasquez

Prudential Tropical Realty
Tampa, FL
813-786-2000

John R. Vesco
John Vesco Real Estate
Havelock, NC
252-444-2234



Sharon L. Villars

Fran Maxon Real Estate
Anna Maria, FL
941-778-2037

Pamela S. Waite

DP Realty & Management, LLC

Charlotte, NC
704-246-6797

Paul Watson
Keyrenter Property
Management
Syracuse, UT
801-316-1534

James Welch
Coldwell Banker
Vanguard Realty
Orange Park, FL
904-278-7000

R Zeke Wheeler

Team Wheeler Rentals
Bermuda Dunes, CA
760-409-7630

Brandy Mayhorn
Maya Raye, Inc.
Harker Heights, TX
254-634-4837

Raymond Zhao
All'County Property
Management West
Monterey Park, CA
626-623-6378

AFFILIATE MEMBERS
AAA Screening Service
Jennifer Meents

Blue Spring, MO
800-289-7015

Christian Amacker
Lake Elsinore, CA
866-501-1811

Capital K9 Pest Solutions
Michelle Pine
Alexandria, VA
703-399-2414

Expert Screenings
Monty Klein
Ocala, FL
352-351-2272

First American Home
Buyers Protection
Myra Logan
Charlotte, NC
704-244-0648

HMS Home Warranty
Kara Merz

Sunrise, FL
800-941-9000

Virtually Incredible
Todd Breen

Palm Beach Gardens, FL
561-693-2648

SUPPORT STAFF
Pat Bell

Nathan Bell Realtors
Paris, TX
903-785-5578

Tara Chepin

Coldwell Banker,
Rigo Rentals

St. Petersburg, FL

727-456-7764

Brittany M. Hogan
Armada Properties LLC
Loveland, CO
970-667-7772

Ashley Martinez

1836 Realty & Property
Management

Austin, TX

877-711-1836

Christie Ownbey

Birch Management, Inc.
Greensboro, NC
336-288-6997

Irene Puodziukas
Coldwell Banker
St. Petersburg, FL
727-381-2345

Michael Sargent
Homelovers LLC
Clendale, AZ
602-792-5333

Mary W. Smith

Birch Management, Inc.
Greensboro, NC
336-288-6997

Peggy Zayasu

Prudential Locations, LLC
Honolulu, HI
808-738-3100

Continued from page 8 “Capital Gains”

than your total depreciation for the property, then the amount
you depreciated is taxed at a rate of 25%. This is called depre-
ciation recapture.

In our example, the gain of $100k is more than the $50k that
was depreciated. So the entire $50k depreciation will be taxed
at 25% and the balance will be taxed at the long term capital
gain rate.

$100k gain
$50k depreciation x 25% (= $12,500 recapture amount)

$50k x long term capital gain rate
(Would be 0% if you were in the
10% or 15% tax bracket)

Some people might look at this and decide that it would
make more sense not to depreciate (and thus avoid deprecia-
tion recapture tax of 25% at sale) because maybe they already
have enough operating expense to carry a loss without taking
annual depreciation. However, depreciation is a mandatory
calculation and the IRS will apply it to the sale even if you have
not taken it on any prior tax returns. Therefore, always take
your tax depreciation due to you every year. Even if you do not
really need it, at least you can carry the loss forward to a future
tax year (such as year of property sale) when you can use it.

Obviously, each person’s tax situation is different, and there
are other factors to take into consideration but overall, this
example can help individuals to see that they may be able to
qualify for the 0% long term capital gains tax rate. Please speak
with your tax advisor for more information. g

2012 Designation Candidates

(Since 2011 Convention)

RMP® CANDIDACY
Robert Abbott
Jerry Allred
Annette Anderson
Daniel Anderson
Merlyn Banks
Joe Berger
Scott Bloom
Matthew Borries
Danyel Brooks
David Burton
William Butler
Stephanie Christensen
Tony Cline
Clint Collins
Nicholas Cook
Jim Derkacz
William Daimon Elliott
Sarah Faiella
Lisa Fore
Rick Foster
Carl Frazier, Jr

Kathleen Gaspari
Leslie Geuvara
Robert Gilstrap

Carol Ginoza

Ramon Gonzalez
Ruby Gonzalez

Angela Hanwell

Danny Hardeman

Russell Hathcock
Dwain Henson

Jennifer Herman
Lori Hermansen

Ethan Hodge
Joe Inge
Bradley Isa
Lyn lvans
Sally Knight
Brad Larsen
Angelia Lauster
Matt Leschber
Barry Mathis
Carolyn Matthews

You can earn 15 points toward your designation by submitting and
having your article published in Residential Resource.
Please direct article questions or submission to publications@narpm.org

Austin Real Pro’s Bill Evans, MPM® RMP®
Prudential Tropical Realty, Elizabeth Morgan, MPM® RMP®

Trista McPherson Don Wilson

Bryan Miles Clara Yokoyama
Sandra Miyama Walton Young
Addie Morgan

George Morrisey MPM® CANDIDACY

James Alderson, RMP®
Tammy Billington, RMP®
Michele Brassard, RMP®
Christine Goodin, RMP®

Wayne Guthals, RMP®

Leslie Latham, RMP®
Ari Lund, RMP®

Paul Matthews, RMP®

Chrysztyna Montanez, RMP®
Dan Scott, RMP®
Cyndy Starr, RMP®
Mohammed Sulthar, RMP®

Cheryl Muzinich
Maria Napolitano
Janelle Nielsen
Krystal Perkins
Jonathan Perry
Khoa (Paul) Pham
Barbara Polk
Larry Porter
Robert Reeves
Cameron Dale Riegel
Austin Sparks
William Sterling

Vince Thai George Trombley, RMP®
Corey VanDyke
John Vashon CSS® CANDIDACY
Tiea Vincent Lara Young
Scherry Webb
CRMC® CANDIDATES

DID YOU KNOW?




CHAPTER Spotlight

SHEDDING SOME LIGHT ON THE EXCELLENT NARPM® CHAPTERS ACROSS THE UNITED STATES.

Barbara Barrows, RMP®

candidate, has been a
member of the Sacramento
property management com-
munity since 1981, at var-
ious times filling the roles of
office manager, bookkeeper,
on-site manager, and Prop-
erty Manager. She is cur-
rently a Supervising Manager
with Sacramento Delta Prop-
erty Management, CRMC®,
responsible for the oversight
of four Property Managers
with a portfolio of approxi-
mately 600 properties.
Barbara has been a member
of NARPM® since 2007. She
is presently serving her local
chapter as the 2012 Pub-
lications Committee Chair.
Barbara is a life-long resident
of Sacramento, married 29
years, and has three grown
children.

The Sacramento
Chapter of NARPM®
is looking ahead with
enthusiasm and drive.

Sacramento

By the time you read this, the members of the Sacra-
mento Chapter of NARPM® will hopefully be enjoying
the cool weather and beautiful colors of autumn. How-
ever, as | write this, it is 106 degrees and we are baking!
It was a long hot summer here in Northern California,
where the Sacramento Chapter of NARPM® is located.
Both our Property Manager and Affiliate members were
kept busy fielding those broken air conditioner calls;
and our owner/clients kept a wary eye on their water
bills, as they tried to keep their lawns from turning
brown in the heat.

The Sacramento Chapter of NARPM® was founded
in 1992 by a group of local NARPM® members who
understood the value of adopting and promoting the
national mission statement in their own marketplace.
Our chapter is proud of its legacy of service on the
state and national levels. We claim as active members
NARPM® Past President Robert Machado, MPM®
RMP®, Past Presidents of CaINARPM® Ted White,
MPM® RMP®, and Robert Winger, RMP®, and Cal-
NARPM® President-Elect (2013) Bob Thomas, RMP®;
just to name a few. Our current professional member-
ship is 104 strong, and we hope to grow that number.
We enjoy fabulous support from our 75 Affiliate mem-
bers, who are always there to help us maintain our
portfolios by providing the auxiliary services our owner/
clients need.

Our Affiliates hold an annual Vendor Fair each year,
and the 2012 event was spectacular. The planning
committee, led by Jack Corry, our chapter’s Affiliate
Chair, set out the theme of the event to coincide with
the Olympic Games. The participating Affiliates each
styled their tables with Olympic Games (or London)
decorations and a contest was held to determine which
tables earned gold, silver, or bronze. The crowning
achievement was our guest speaker, Ruthie Bolton! As
one of the most accomplished female athletes in the
world, a two-time Olympic Gold Medalist and one of
only four players to be named to the Women'’s Bas-
ketball Hall of Fame Class of 2011, it was a wonderful
experience to hear her message of inspiration and
encouragement. Ruthie even presented the winning
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“medals” to the winners of the table decoration contest.
They may have been only plastic and ribbon, but how
many people can claim to have been awarded a prize
by an Olympic champion?

Our chapter also participated this year in a new home
project conducted by our local Habitat for Humanity.

In addition to raising a generous monetary donation,
members of the chapter attended two building days,
working alongside the recipient family. Some members
were also able to attend the Move-In Day ceremony
and join the family’s celebration. It rained buckets and
everyone was soaking wet, but the rain did nothing to
dampen the mood of joy and accomplishment.

Giving back to our community has always been a
hallmark of our chapter. Past endeavors have included
gift basket auctions and a bowl-a-thon, to raise funds
for donating to various organizations. Our current
chapter President, Sarah Laroa, RMP®, is spearheading
a year-long backpack drive to benefit the Mustard Seed
School, which strives to provide education services to
children of homeless adults in our community.

As our world and our industry changes, our members
work to understand and meet those changes. Providing
education is one of the key ways we undertake to do
that. This year, our Education Committee presented
classes on stress management, fair housing rules, and
compliance with our local Rental Housing Inspection
Program. Our Legislative Committee provides the
membership with important information on tenant/
landlord laws in our monthly newsletter. The chapter is
a close-knit community of people who are always avail-
able to one another for support on a professional basis
and, we like to have fun together as well. Our annual
holiday party is always a popular event. This year, we
will be taking a river cruise together, just to unwind,
relax, and enjoy one another’s company (and “talk
shop,” I'm sure).

The Sacramento Chapter of NARPM® is looking
ahead with enthusiasm and drive. Our members truly
enjoy the career they have chosen, and look forward
every day to meeting its challenges and opportunities
with integrity, diligence, creativity and humor. gy



DESIGNATION Classes

DEMONSTRATE THAT YOU HAVE EXPERT KNOWLEDGE ABOUT RESIDENTIAL PROPERTY MANAGEMENT.

DATE LOCATION CLASS INSTRUCTOR
Interested in 10/15/12 Arlington, VA Office Operations Dave Holt, MPM® RMP®
Sponsoring?
Opportunities are 10/15/12 | Arlington, VA Tenancy Betsy Morgan, MPM® RMP®
available to chapters
that would like to 10/15/12 Arlington, VA Personnel Procedures Essentials Vickie Gaskill, MPM® RMP®
further educate
their members and ) ) o o
increase their chapter 10/16/12 Arlington, VA Marketing Robert Locke, MPM® RMP
funds. However, it
takes time to plan 10/16/12 Arlington, VA Personnel Procedures Advanced Vickie Gaskill, MPM® RMP®
a class so give your
chapter five to six 10/17/12 Arlington, VA 2012 Ethics Fred Thompson, MPM® RMP®
month’s lead-time if
you wish to sponsor. 11/9/12 Tucson, AZ Owner/Client Relations Essentials Steve Urie, MPM® RMP®

CANCELLATION POLICY

Cancellations must be received in writing. If cancellation notice is
received at least 30 days prior to the class, a full refund will be issued
less a $25 processing fee. If cancellation notice is received less than
30 days before the class, a 50% refund will be issued. No refunds will
be made on the day of the class; however, the registration fee can be
applied to a later class with a $25 transfer fee.

If NARPM® cancels the course because minimum registrations have

O Please charge my credit card in the amount of $

O Visa O MasterCard 0O Discover [ American Express
Name of Cardholder

Signature
I authorize NARPM® to charge my credit card.

Online Designation Courses are now available 1. Mail form belowto 2. Fax your form with 3. Online registration
through OMG Distance Learning. For information NARPM?®, 638 Inde- credit card payment is also available
and/or to enroll visit www.narpm.org/education. pendence Parkway, to 866-466-2776. through Internet
Suite 100, Chesa- Please do not mail Member Services at
peake, VA 23320. the original. www.narpm.org.
FEES (subject to change) : Name '
®hour Course Early Registration* Registration ; Company ;
Member $195 $250 ' .
Non-member $295 $350 E Address E
Retake $75 $150 [ . '
RMP®/MPM® $100  $150  City/ST/Zip :
Candidate $180 $250 ' Phone Fax ;
L E-mail :
®hour Ethics : E
Member $45 $45 ! Register for Classes !
Non-member $95 $95 ' :
) o i  Name of Class Class Date Cost '
*To receive the early registration price, payment must be postmarked, '
faxed or e-mailed 30 days prior to the class. ! $ !
i $ E
E $ E
COURSE INFORMATION ' '
c o o ) ' Total $ '
. ourse flyers containing additional information may be i ,
downloaded from www.narpm.org/education/schedules.html. | Method of Payment i
. All materials will be given to students on the day of the class. 1 1
. Attendees required to make their individual hotel reservations. 1 [ | have enclosed a check for $ Check # |

not been met or for any other reason, then tuition paid will be fully
refundable. All courses are subject to cancellation by NARPM®.

All information below this line will be shredded

Exp. Date ;
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AMBASSADOR Program

EARN REWARDS AND ACHIEVE AMBASSADOR STATUS FOR REFERRING NEW NARPM® MEMBERS.

Who better to spread the word of the benefits of NARPM® than its
members? To achieve Ambassador status, you must refer five new

members in one year. You will then receive an award certificate

and a $200 NARPM® credit that can be used toward your annual
dues, upcoming events, education classes, and more! You can earn

multiple award certificates in a 12-month period, so be sure you
continue referring new members even after you have achieved
Ambassador status.

Contact NARPM® National for Membership Application
brochures. Upon request, National can mail the application
directly to the prospective member.

The 12-month period to obtain five new members starts the
day the first application is processed.

When the fifth application is received, an award certificate
and a recognition certificate will be issued and dated. A $200
NARPM® credit will also be issued.

2012 AMBASSADORS

Robert Locke, MPM® RMP® Karlus Henry

Kevin Martin, RMP® Lisa Saunders

Harry Heist Dawn Crawford
Christina Hogan, MPM® RMP® Peter Meer, MPM® RMP®
Bradley Isa, RA

Paul Arrington, RMP®
Danielle Coke

Tiea Vincent Tammy Billington, RMP®
Tina Bradley Jennifer Herman

Keith Becker, MPM® RMP®
Brian Birdy, MPM® RMP®
Joe Auzenne

Beverly Perina, MPM® RMP®

Chuck Warren, MPM® RMP®
Steve Urie, MPM® RMP®

Dan Wilhelm, MPM® RMP®
Dennis K. Dodson, 1I, RMP®

Chantal Bachar Taylor Lembi
Leesa Rispoli
JULY 19 - AUG

REFERRING MEMBER NEW MEMBER
Matt Leschber Ashley Martinez
Stephen Foster, MPM® RMP® Olivia Huth
Danny Hardeman Heather Anderson
Kristy Philbrook Peggy Good

Elizabeth Ishimitsu
Shelly Freitas
Deborah S. Porth
Justin Erion
Jennifer Herman
Jennifer Herman
Jennifer Herman
Jennifer Herman
Jennifer Herman
Jennifer Herman
Jennifer Herman
Jennifer Stoops

Shelly Freitas
Shannie Kaeo
Pamela S. Waite
Brittany M. Hogan
Irene Puodziukas
Tara Chepin
Tasha Miller
Edward Kirn
Cindy Struthers
Sharon L. Villars
Steven Lovinger
Myra Logan
Graham Barrett

Dan Wilhelm, MPM® RMP®
Dan Wilhelm, MPM® RMP®
Dan Wilhelm, MPM® RMP®
Ginny Huffman

Lee Porter

Lee Porter

Elizabeth Morgan, MPM® RMP®

David Notvedt
Francisco Nieves-Taranto
Francisco Nieves-Taranto

Elizabeth Morgan, MPM® RMP®

Shelly Freitas

Bradley Isa

Devin Easterlin

Dennis K. Dodson, RMP®
Vince Thai

Dan Wilhelm, MPM® RMP®
Dan Wilhelm, MPM® RMP® Teresa Clair

Dan Wilhelm, MPM® RMP® LaTonya Sampson
Dan Wilhelm, MPM® RMP® Kelly B. Haaris

HOW CAN
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Val Culver
Ofelia Lichtenheld

UST 21, 2012
REFERRING MEMBER NEW MEMBER
Dan Wilhelm, MPM® RMP® Robin Jones

Latisha Robb

Shane Cargile
Alison Scott
Victoria Blass
Christie Ownbey
Mary Watson

Rita Vasquez
Joseph A. Amatangelo
Stephen Baker
Steven L. Merchant
Heather Jenkins
Darren S. Holbrook
Peggy Zayasu
Derek Bunyard
James L. Halstead
Davood Soleymani
Danielle Markezinis
Eric Lichtenheld

All information you need is
at http://www.narpm.org/
join/ or you can scan the
QR code at right with your
smartphone or tablet using
a QR code reader app.



NARPMP?® Affiliate Members

ADVERTISING

Trulia.com

BANKING AND FINANCIAL
California Bank & Trust

First Citizens Bank

Seacoast Commerce Bank

OTHER BUSINESS PROD-
UCTS AND SERVICES
All County Franchise Corp
AMRE Solutions
Avenue West Global Franchise
Biocide Systems
Brilliant! Decor
Burns Pest Elimination
Capital K9 Pest Solutions
Cbeyond, Inc.
Centex House Leveling
CORT
East Coast Public Adjuster TX
First American Home

Buyers Protection
Floor Coverings International
ForRentBy Owner

Frontline Processing Corporation

Future Focus Utilities

Global Grid Marketing-
Essential Service Providers

Hart and Associates

HMS Home Warranty

Jasper Air

Karmaboxx, LLC

KIDDE

LandlordSource

Mutual of Omaha Bank

National Real Estate
Insurance Group

New Empire Group

OPTIONS

PayLease, Inc.

PayNearMe

Peachtree Business Products

PropertyManagementPros.com

Rently.com

RentPayment

Restoration Industry Association

Rubbish Works

Scent Tek

Seacoast Commerce Bank

Social Eyes Marketing

Southwest Recovery Services

Supra

Utah Apartment Association

The Landlord Academy

U. S. Liability Insurance Co.

Venturi Clean

Zelman & Associates

INSURANCE

Aon Rent Protect

DiGerolamo Family Insurance

First American RMS

JGS Insurance

Johnson Agency

Mobile Insurance Agency

Unitrin Direct Preferred
Insurance

INTERNET TOOLS/
MARKETING

All Property Management
Apartmentratings

Business Rating and Reviews
CheckYourLandlord.com
DocuSign Inc.
Fourandhalf.com
FreeRentalSite.com

HERO PM
HomeTownRent.com
Hotpads.com

Manage My Property

MMM Limited
MYOWNREALESTATE.COM
Planet Synergy, Inc.
Pointwide.com

Property Management Inc.
Property Management Traffic
Propertyware, Inc.

Providence Mgmt & Investments

RealRentals.com
Rent.com

Rent2Buy America, LLC
Rental Source
RentalHomesPlus
Rentalhunt.com
Rentals.com

Rentbits Homes
Rentfeeder Inc
Runzheimer International Ltd.
Virtually Incredible
WalkThrulnspections.com
Xpress-pay.com

Zillow, Inc

LEGAL SERVICES

Amco Financial Services

Boltz Law

Community Association
Law Group

Law Offices of Heist,
Weisse & Davis, PA

Law Office of Daniela Pavone

Legal Shield

Provizer & Phillips PC

U S Collections, West, Inc

MAINTENANCE
Alpha Pest Control Inc.

Happy Inspector, Inc.
HERO PM
Hoamanagement.com Inc.
In The Field Technologies
MYOWNREALESTATE.COM
National Real Estate
Education, LLC
Planet Synergy, Inc.
PROMAS Landlord
Software Center

Crime Clean of Texas, Inc.

Empire Today LLC

Extreme Landscape & Man-

agement

Inspection Experts, Inc. (IEI)

KYS Construction, LLC

MFS Supply

Mr. Rekey Locksmith Services

MSN Construction and
Management Corporation

NightTenders, Inc.

Orkin, Inc.

Propertyware, Inc.

Quanex Building Products
Corporation

Property Management Inc.
PropertyBoss Solutions, LLC
Propertyware, Inc.

Rent Manager

Rental Property Acct Services
Rentec Direct LLC

Rentjuice

TReXGlobal.com

Yardi Systems

Service Master Cleaning
& Rest
Sherwin-Williams Company

Spartan Plumbing TENANT SCREENING

Universal Restoration Services  AAA Screening Service
ACRAnet

SOFTWARE ACUTRAQ

AppFolio, Inc. Alliance 2020

Boost PM Inc Background Info USA

BuildingLink.com, LLC Beacon Background

Buildium Screening Services, LLC

* NARPM® members can post rental ads with up to
10 photos — FREE. Everyone else pays $20.

set up your FREE account.
* Ads upload to Zillow.com overnight — FREE.
* Add your company’s website to an ad — FREE.
* Tenants email you directly.

Email: Renee@ForRentByOwner.com or call 610-385-9793 to

Certified Tenant Screening

Choice Data, Inc.

Clear Screening

Contemporary Information
Corp.

CoreLogic SafeRent

Credit Investigators,, INC

Data Verification Services, Inc.

Expert Screenings

Landlorstation.com

LexisNexis Resident Screening

Microbilt

MOCO, Inc.

National Tenant Network, Inc.

Rapid Credit Reports

Rate Tenants.com

Reliable Background Screening

Resident Research

Resolve Partners, LLC

SARMA

StarPoint Screening

Trans Union Rental
Screening Solutions

TVS Tenant Verification
Service, Inc

US Real Estate Investors Assoc

www.ForRentByOwner.com ~ Established 1997
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NARPM®
638 Independence Parkway, Suite 100
Chesapeake, VA 23320

50 THE
HEAVY LIFTING

L

Is juggling all your properties, placements, customers and tenants weighing you down?

We can carry that load by taking care of your marketing needs for your property

: : o . ®
management business. Attract new customers with a management listing on RentList.com, “ﬁRPM
and find renters for properties quickly by posting on Rentals.com and RentalHouses.com. Proud to be the
We'll take the burden off your shoulders with the Rentals.com Family of Sites. Offidial National

NARPM Partner

Delivering greater value for greater results.

.Fl’Rentals.com «fRentalHouses

Rentals.com, RentalHouses.com and RentList.com are trademarks and/or registered trademarks of PRIMEDIA Inc. Other company and product names may be trademarks of their respective owners. © PRIMEDIA Inc. 2011. All rights reserved.




