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: Here are some great webinars that the National Apartment Association is now offering. To take advantage of please visit naahq.org/coronavirus-guidance/covid-19-webinars
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• The COVID-19 Pandemic: Assessing Impacts on
The Economy, Household Sentiment and the Apartment Market 	
• There’s No Moratorium on Fair Housing Compliance:
Managing Maintenance, Contractors and the Physical
Plant
• Guidelines for COVID-19 Cleaning - This session will
review the cleaning guidelines for COVID-19.
• There’s No Moratorium on Fair Housing Compliance:
Employee, Resident and Prospect Safety in the New
World
• The Move-In & Move-Out Processes - NAA takes a
look at how the COVID-19 pandemic is affecting the
move-in and move-out processes, as well as the best
practices for personal protective equipment (PPE) and
how communication is the new marketing.
• Restless Residents and Maintenance on the Front
Line - As shelter-in-place orders persist across the
country, NAA looks at the ongoing impacts of the COVID-19 pandemic on residents and maintenance staff.
• How “Reopening the Economy” Impacts Multifamily
Management - Stage 3 - Part 4 of 4: NAA examines
the effects of reopening the economy on the rental
housing industry.
• How “Reopening the Economy” Impacts Multifamily
Management - Stage 2 - Part 3 of 4: NAA examines
the effects of reopening the economy on the rental
housing industry.
• How “Reopening the Economy” Impacts Multifamily
Management - Stage 1 - Part 2 of 4: NAA examines
the effects of reopening the economy on the rental
housing industry.
• How “Reopening the Economy” Impacts Multifamily
Management - Overview - Part 1 of 4: NAA examines
the effects of reopening the economy on the rental
housing industry.
• Self-Service Tours: Creating a High-Touch Experience in a No-Contact World - NAA takes a look at selfservice tours and how to create a great experience in
a no-contact world.
• Preparing for the Next “New” Normal - NAA examines maintenance considerations as apartment communities contend with the effects of COVID-19, as well
as planning ahead for future maintenance concerns.
• VAWA Reminders During COVID-19 - NAA reviews
considerations for continued compliance with the
Violence Against Women Act (VAWA).

• Reputation Management During COVID-19 - NAA
evaluates reputation management considerations
stemming from the COVID-19 pandemic.
• COVID-19 Effect on Rent Collection - Examining the
ways in which the COVID-19 pandemic is affecting the
collection of rent.
• Vacant Apartment Maintenance During COVID-19 NAA offers an overview of the best practices for
vacant apartment maintenance during COVID-19.
• Disruption: Social-Distancing Edition - Examining the ways in which the COVID-19 is disrupting the
world of property management.
• Exploring the Updated NAA Coronavirus Guidance
Page - Touring NAA resources and guidance dedicated to the COVID-19 pandemic.
• Maintenance During COVID-19: Protecting Residents and Ourselves - NAA examines how to keep
residents and technicians alike safe while attending
to maintenance and service requests during the COVID-19 outbreak.
• Virtual Leasing: Providing Excellent Service - NAA
offers guidance for best practices concerning virtual
leasing.
• Amenity Awareness - NAA takes a look at a host
of considerations for how to address amenities in the
face of COVID-19.
• Best Practices For Property Managers: Rent Collection, Late Fees, Filings, Payment Plans - NAA provides guidance on a host of pressing issues concerning rent collection in the face of COVID-19.
• Shelter in Place: Restrictions on Business Operations - NAA offers guidance related to shelter-in-place
orders and what they mean for business operations.
• My Resident Tested Positive for COVID-19, Now
What? - NAA offers operational insight for how to
handle a resident testing positive for COVID-19.
• How to Handle Maintenance During COVID-19 NAA provides insight into how to handle maintenance
during the spread of COVID-19.
• Managing Properties in the Age of Coronavirus Bisnow hosted a webinar with NAA and IREM experts.
The webinar covers strategic planning for property
owners and managers, specifically looking at continuity of business planning, reviewing lease agreements
in case of business disruptions, creating healthy and
hygienic work and living environments and strategies
for resident and tenant communications.
(continued page 3)
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The members of the North Valley
Properties Owners Association
have once again come together to
lead our community. Through the
recent months we have seen property owners, management companies, industry partners, residents,
and our affiliated organizations
come together to share resources,
knowledge, compassion, and form
a plan for the future.
Thank you to all the members that collaborated and shared
information so that we could provide a structure and a
cooperative knowledge base on how to handle another
unique environment. The members of the town hall meetings shared their stories of working with residents, policies
and procedures that worked for their business, posed new
questions and then used their combined knowledge to answer those problems. The statistics that were gathered and
shared were extremely valuable to help us better understand the ever changing economic climate. The members
that reached out to each other to ask for advice, share
leasing and rent collection numbers, and to offered help to
those that needed it are examples of what make our association so special. I had the opportunity to speak with other
rental housing providers outside our organization and they

(continued from cover)

• Coronavirus Outbreak: What Real Estate Managers
Need to Know
• Empathetic Communications - In this session, we’ll
review how to apply empathy in your communications to
residents and within the workplace, and how companies
can support those efforts and reflect a culture of empathy
through their communications.
• A New World: Guiding Through Change - Change is
challenging, and affects people differently.
• Sharing Your Humanity in a Socially Distant World NAA examines how to overcome the hurdles created
by the need for social distancing to slow the spread of
COVID-19.
• Three Tips for Emotional Resilience - NAA offers 3 tips
for leveraging emotional resilience to overcome
adversity.
• Being Heard Above the Noise: Continuous Communication With Employees
• Maintaining Healthy Relationships During Stressful
Times - An in-depth presentation of how to keep relationships healthy amid the stresses of COVID-19.
• The Importance of Continued Training - A closer
examination of why continuing training is important during
COVID-19.
• Teleworking Amid COVID-19 - NAA shares guidance
that will be helpful as organizations transition from normal
business operations to working remotely.
• Coronavirus Outbreak: What Employers Should Know NAA is releasing a series of in-depth webinars to provide
guidance to the apartment industry for addressing the
spread of COVID-19.

were stunned to realize how much our members were willing
to share with each other, and how that combined knowledge
really does present us as the industry experts in our area.
We are excited to use this information and experience to
connect to other associations and local governments to help
guide the efforts to help those in need. If you have not already, please join us for our upcoming webinars our town hall
meetings. Your shared experience is vital to our continued
growth as well as provides you the opportunity to connect
with others that have been able to successfully tackle problems you are currently dealing with. Our committee meetings
are in full swing again, and I encourage anyone interested to
contact the NVPOA office. The current situation has provided
us a way to connect online to make collaborating meetings
more efficient in our busy schedule and provides an easy way
to connect to other members. We will continue to send out
request for current statistics such as rent collections, leasing, and other, measureable factors. Please take the time to
respond to these when you can so that we can help direct our
resources and focus to what is needed. If you have contacts
where you know our association could be helpful to those in
need, please reach out to the NVPOA and help us make that
connection.
In a time where we have been socially distant, the connection between our members continues to grow. Please to take
the time to work together and join our events so that we, as a
community, can continue advancing forward.

Legal and Regulatory
• Tax Resources for Weathering the COVID-19 Emergency - This webinar explains the tax provisions included
in the three major pieces of legislation enacted since the
COVID-19 emergency began, as well as relevant guidance issued by the Internal Revenue Service. 	
• NAA Grassroots Campaigns for COVID-19 - NAA explains how the industry is responding at a grassroots level
to make federal policymakers aware of the needs of the
apartment industry and how to get involved.
• Paycheck Protection Program Under the CARES Act
• New COVID-19 Federal Laws - NAA offers an examination of new federal legislation aimed at addressing the
spread of COVID-19.
• Legislative and Regulatory Updates  - NAA provides a
property management-focused legislative and regulatory
update in light of the spread of COVID-19.
Media
• How to Respond to Media - NAA offers guidance for
crisis communications and handling media inquiries during the spread of COVID-19.
Suppliers
• Guidance for Suppliers Amid COVID-19 - NAA provides insight for rental housing industry suppliers amid
COVID-19.

Online Education! www.nvpoa.org
Check out the Education Tab on NVPOA’s website for a full online course catalog from NAA and Online
webinars at NVPOA.org
Get online designations and certifications today! Please RSVP to events online at www.nvpoa.org

What We Think the Next Protected Class Will Be
Criminal records for rental decisions have become increasingly restricted over the past few years, and those efforts could be accelerated.
As many local and state prisons and jails have released prisoners early
during the coronavirus pandemic, there are concerns post-COVID that
those previously incarcerated could become a protected class. As a
protected class, resident screening and the number of liabilities properties would have to shoulder (should something nefarious happen) would
drastically change.
Criminals as a Protected Class: What Would Change
When it comes to current constraints on criminal records, the restrictiveness of each law is across the board. On the low end, some local
governments only dictate when a criminal report can be processed (after
a conditional offer of acceptance is extended) and the procedure after a
denial (usually an individualized assessment). Areas like Cook County,
Illinois restrict rental housing professionals and landlords to just 3 years
of criminal records, while the industry standard is 7 years. The most extreme criminal record law we’ve seen to date is in Seattle, Washington –
where property owners are prohibited from considering any criminal
record information and can only screen the sex offender registry.
While it is impossible to know the full extent in which a new protected
class would have on criminal records, it is not too far off to say that it
would render criminal reports on resident screening useless. After all,
who would want to run criminal reports on their applicants if it could be
discriminatory?
If rental properties are discouraged or barred from screening rental applicants for criminal records, it raises the question: what about liabilities? Presently, property owners and managers are somewhat legally
responsible for their renters’ safety. Renter safety does not just fall under
maintaining the premises and upholding property security. You could
also be liable if a renter commits a crime on the property or against another renter. If onsite staff are unable to screen applicants’ criminal past
– would the property still be liable for what they legally could not know?
What you Can Do Now
In the age of quarantine, looking forward can be a daunting thing when
the future is still so up in the air. So, here is what you can do now.
Review your written rental criteria
The rental housing landscape is changing, and your leasing criteria
should be adapted to meet those changes. After all, times are changing,
and you do not want to be exposed for outdated (potentially illegal) practices. When you are reviewing your current rental criteria(s), be mindful
of the following:
1. Do not make one rental criteria and apply it to all your properties.
Your rental properties may cater to different markets, be in different locations, and draw different types of renters. So why would you safeguard
all your properties with the same leasing criteria? Make sure you are
reviewing if your policies are appropriate for each property and make
modifications if needed.
2. Create standards for all decisions: Accepted, Conditional, and Denied.
While I am sure you have already created leasing standards that help
you determine who gets accepted and denied, make sure you have
established criteria for conditional acceptances as well.
3. Stay away from “bright-line standards.”
Bright-line standards are strict, black & white rules that do not allow

applicants to provide additional information. For example, “no felonies”
would be considered a bright-line standard as it does not consider the
actual conviction in relation to housing. Instead, we suggest getting more
specific – like using “no violent crime convictions”. For more information
on avoiding bright-line standards, click here.
4. Base your decisions on objective information.
Stay far, far away from incorporating subjective information into your
rental standards. This can be your applicants’ social media presence,
what their job is, what they look or dress like, or how well they clean their
car. While this might seem like a no-brainer, you would be surprised
what is considered “objective.” To avoid discrimination claims, use objective information like resident screening reports to back your criteria.
5. Look towards the law.
As we said before, there has been a significant attack on the use of criminal records and resident screening over the years. In a short amount of
time, you can go from having a legally sound leasing process to breaking
the law, so you will want to be mindful of resident screening updates.
While CIC provides updates on laws impacting screening, not every
resident screening service does.
Make sure your criteria are being applied equally
If we are talking about a potential discrimination case, this is the area
you should be the most proactive. Train your leasing staff on your rental
criteria frequently, especially if you have made any changes. Make sure
your criteria is written down and readily available. If an applicant asks,
be transparent about your standards and how you come to your final
rental decision.
If you’re worried your leasing staff won’t be able to apply your standards
equally, use a leasing tool like this one. These leasing tools take your
rental requirements you set for each of your properties and automatically
applies it to each of your applicant’s resident screening reports.
Trust your leasing process
It is important to trust your leasing process. If you or your staff feel like
your standards are not working for a particular applicant or unit – you
cannot bend the rules. This not only defeats the purpose of your leasing
standards but be discriminatory. If appropriate, formally re-review your
standards for effectiveness and apply your new standards to all your applicants moving forward.
Whether or not you believe those previously incarcerated should become
a protected class, it is important to make sure your rental standards and
leasing process is being applied to all your rental applicants equally.
With the right written standards and objective resident screening source,
you don’t have to be afraid of applicants with a criminal record.

Pandemic Is A Worsening Threat To The Rental Housing Market
Brenda Richardson Senior Contributor
Real Estate
A majority of the lowest-income renters
spend more than half of their monthly
income on housing.
GETTY
Uncertainties caused by the coronavirus pandemic have caused widespread
disruption to the rental market, and the
situation looks likely to get worse before it gets better.
Rental market conditions in the United States have changed fundamentally since the Great Recession, according to America’s Rental Housing
2020, a new report from the Harvard Joint Center for Housing Studies.
With higher-income households accounting for much of the growth in
rental demand since 2010, new supply has been concentrated at the upper end of the market, the report stated. Meanwhile, rising demand and
constricted supply have reduced the stock of low- and moderate-cost
rental units, leaving modest-income Americans caught in the middle.
Even more alarming, the report found that a majority of the lowest-income renters spend more than half of their monthly income on housing.
After paying rent, the median renter earning less than $15,000 in 2018
had only $410 left each month to cover all other necessities.
As the economy remains dormant, state and city governments have
stepped in with efforts to funnel millions of dollars into new rental assistance programs aimed at dealing with unpaid rent.
The National Multifamily Housing Council (NMHC) found that 84 percent of apartment households made a full or partial rent payment by April
12 in its second survey of 11.5 million units of professionally managed
apartment units across the country, up 15 percentage points from April 5.
“We are pleased to see that it appears that the vast majority of apartment residents who can pay their rent are doing so to help ensure that
their properties can continue to operate safely and so apartment owners can help residents who legitimately need help,” said Doug Bibby,
president of NMHC. “Unfortunately, unemployment levels are continuing
to rise and delays have been reported in getting assistance to residents,
which could affect May’s rent levels. It is our hope that, as residents
begin receiving the direct payments and the enhanced unemployment
benefits the federal government passed, we will continue to see improvements in rent payments.”
Bob Pinnegar, president and CEO of the National Apartment Association, shed some light on what rent is used for and how it affects the
economy, especially in the current climate.
“There is a misconception that all landlords are wealthy,” he said. “The
fact of the matter is that many rental housing owners are small businesses who have bills they need to pay. A rent strike or rent freeze can
ultimately put every resident in a community at risk if the landlords can’t
meet their financial obligations to keep the property operating.”
Pinnegar said another common misconception is that there is a huge
profit for rental housing owners.
“The truth is that only nine cents of a dollar go to owners and investors,

including public pensions and 401(k)s,” he said. “The mortgage accounts
for 39 cents, payroll is 27 cents for employees that keep the community
running, 14 cents goes for property taxes which fund schools and teachers as well as emergency services and 10 cents are put toward capital
improvements, like a new roof or HVAC repair, which maintain the quality
of the community.”
Pinnegar said the apartment industry wants to keep people in their
homes and meet its ongoing financial obligations. “Our asks to the federal government are tied to the simple fact that 90 cents of a rent dollar
goes to the critical external expenditures that make that happen,” he
said. “Failure to meet these obligations will have monumental consequences for owners, residents and the local and national economies,
resulting in more people losing their homes and greater harm to the preexisting housing affordability crisis.”
The apartment industry contributes $3.4 trillion to the economy and supports 17.5 million jobs, not just in the building but for local businesses,
according to the NMHC. “Apartments are an economic engine that helps
drive the economy,” said Pinnegar. “There is already a severe imbalance
between the current demand and current housing supply. If we don’t take
steps to preserve what we currently have, then we’ll be facing a worsened affordability crisis on the other side of the pandemic.”
Concerns are setting in for smaller property owners who feel they are
being overlooked at this time.
“Roughly two-thirds of the industry have private lenders who expect
mortgage payments. They may or may not grant forbearance,” said
Pinnegar. “Even if smaller owners do get forbearance, it creates a
financial burden as it can either extend the term of the loan or increase
the monthly payment. The stimulus has good intentions; however, it
has created uneven consequences for residents of rental housing. And
despite what most people think, many rental housing owners are small
mom and pop owners.”
Pinnegar said emergency rental assistance would provide much-needed
support to cost-burdened renter households and rental housing providers.
He explained, “By creating an emergency rental assistance program for
those affected by COVID-19, expanding access to mortgage forbearance, providing financial assistance for property-level financial obligations, expanding the Small Business Administration’s Paycheck Protection Program to include all multifamily businesses and better tailoring
the CARES Act eviction moratorium, we can help alleviate the financial
burdens for both owners and residents and help keep people in their
homes while still paying the bills.”

Executive Corner
By Jennifer Morris, Executive Director

As we settle into the many changes caused
by COVID-19 pandemic NVPOA has managed to turn our normal in person meetings
into online webinars and town hall meetings.
If you have not had the opportunity to check
out our meetings, we have recorded them
and have them available by requesting the
YouTube links. I believe once we go back to
meeting in person, we will keep this type of education going. If there is
anything you all are seeing please do not hesitate to reach out to me and
let us know what you need.
The National Apartment Association has been very busy adding articles
and webinars for our members and you should check out that website
at www.naahq.org. The California Rental Housing Association has
been working hard to educate our state legislators about bills like Ting’s
AB828. On May 4th, the legislators returned so I am sure we will have
updates soon on the bills that we are tracking.
With it being June its pretty common that owners and their agents begin
to make decisions on increasing rents. Obviously, we must use common sense when we are determining if rents should be increased during
the pandemic or could they be delayed until we transition again. Please
keep in mind that we have several restrictions that need to be evaluated
before notices are sent. The first thing to consider is what the rents were
on November 7, 2018? When the Camp Fire hit on November 8th a
declaration of emergency order was put in place that restricts rents to no
more than 10% of base rent in November. That order has been extended
until December 31, 2020 for both the City of Chico and Butte County
and it is the total amount to 10% not annually. When the pandemic hit in
March, Newsum issued another executive order restricting the rents 10%
as well. Then we must consider AB1482 rent restrictions of the 5% plus
CPI, which I believe is still 3.3% but that might change soon. We have
the calculator link on the home page of the NVPOA website if you want
to check periodically. I will also send a notification out if I hear of any
changes.
Please don’t hesitate to give our office a call or make suggestions at any
time.

Does a Better Customer
Experience Really Pay Off?
By Donald Davidoff
In some industries, such as hotels, customer experience differentiates
great brands. But what does it mean for apartment operators?
We often talk about how the rental housing industry is really a “people
business” and about how, although we owner operate multi-million dollar
assets, it’s really our people that make a difference and that operations
is ultimately a service business. That easily leads to discussions around
“customer experience” investments.
So, let’s take a look at what customer experience is, why we should care
about it and why we should be careful.
Many people fall into the trap of using the terms “customer service”
(CustS) and “customer experience” (CustX) interchangeably. But to really appreciate CustX, it’s critical to understand the difference between
the two.
CustS is about individual interactions between customers and our associates, the “smile, shake their hand, be courteous and be helpful” kind of
thing. These standards can be followed in person, over the telephone or
through electronic interactions. In contrast, CustX is much broader since
it’s about the customer’s journey. It’s about sum of all interactions, both
automated and personal that the customer experiences with a company.
Whereas CustS tends to be reactive (reacting to customer inquiries),
CustX is proactive (anticipating and delivering customer needs often
before they explicitly articulate those needs).
CustX is about fostering engagement and a wholistic approach at each
and every touchpoint. CustS standards are a subset of CustX. CustS
is typically transactional, often with a “fixing the problem” paradigm,
whereas CustX is relationship focused, always with a “how does the
customer feel” orientation.
Why Care?
As McKinsey Consulting quoted in one of their articles, “Companies that
create exceptional customer experiences can set themselves apart from
their competitors.” There’s clearly opportunity to build a reputation for
CustX excellence. Because it takes a complex, coordinated effort over
a long period of time to develop superior CustX, this is an opportunity to
create a sustainable competitive advantage.
Why Be Careful?
While there’s a clear opportunity for competitive advantage, we have
to ask ourselves, “How will we monetize customer service?” We can’t
get higher occupancy as well-run operations typically already have high
occupancy. We might get a higher renewal rate; however, given the
naturally transient nature of our customer base, there’s an upper limit to
that as well.
Maybe we can get some extra rent? That seems like the best opportunity, though there are challenges here as well. For example, unlike
a restaurant, it’s virtually impossible for someone to just test us out.
So, people living in an acceptable, but lower-quality service environment don’t easily have ways to find out they could get more if they paid
more—even if they’re more than willing to pay the premium.

More to the point, Forrester Research released a white paper in early
2017 with very interesting analysis. In the paper, Forrester describes
how it analyzed 13 industries to understand the relationship between
CustX and revenue potential. It used its own proprietary CustX Index
and compared that to the revenue potential based on a combination of
retention loyalty, enrichment loyalty and advocacy loyalty .
Forrester discovered that all industries do not derive value from CustX
the same way. In fact, they found three distinct archetypes:

Chart
In some businesses, the revenue potential moves up roughly equally for
each improvement in CustX. For others, there’s a large lift for getting
away from the bottom end of the spectrum but progressively less return
for achieving high levels of excellence. Then there’s a third group that
don’t get rewarded much for being just a bit “less bad” than the competition but get high levels of return for great CustX.
Big box retailers are the most obvious in the group where revenue potential moves up roughly equally for each improvement in CustX. Think
Kohl’s versus Kmart and then Nordstrom’s versus Kohl’s. Airlines are the
classic example of the advantages of getting away from the bottom tier.
From my own personal experience, I’ll pay more for a main line carrier

compared to the ultra-low-cost providers, but I don’t see myself paying a
lot more if there was a truly deluxe airline flying the same route (particularly domestic routes). Lastly, upscale hotels represent the advantages
of great CustX. Four Seasons and Ritz-Carlton get tremendously higher
average rates (and lifetime customer revenue) than a Sheraton, which in
turn gets only modestly higher rates than a Courtyard or Hilton Garden
Inn.
So where does multifamily belong? I would strongly advocate that we
fall squarely in that middle group, the one that is more like airlines than
anything else:
• We have more opportunities to disappoint our customers than to
“wow” them.
• Given the hassles and costs of moving, controllable retention is more
about avoiding reasons for resident defection than giving explicit reasons to stay.
• There are limited upsell opportunities, so revenue enrichment is not a
big driver for return.
• Given the generally negative public view of “landlords,” there’s more
opportunity for advocacy value from avoiding the negative word of mouth
than from explicit positive advocacy.
Please note this doesn’t mean there’s no opportunity to “wow” residents,
no opportunity to give them positive reasons to renew or no value in creating positive word of mouth. There clearly is. However, I believe there’s
a diminishing return in this business as you walk up the CustX curve.
In other words, there’s a “Godilocks zone” (not too good, not too bad)
where the return on investment in CustX pays off the most. And that’s
why we need to be careful about CustX investments. They’re worth making, but only to the degree that we feel we will get a meaningful return.
Donald Davidoff is President, D2 Demand Solutions in Littleton, CO.
Retention loyalty value comes from customers continuing to spend; enrichment loyalty value comes from customers spending more; Advocacy
loyalty value comes from customers spreading word of mouth
1

Property Management Directory
CHICO:
Alliance Real Estate Management, Inc.
Cyndi Evins
530-899-1602
DRE# 01088754
Blue Oak Property Management
Cameron Goehring
530-636-2627
DRE# 01882206
BPS Properties
Brooke Shelton
530-570-9782
www.bpsproperties.net
Chico Real Estate Management
Kim Higby
(530) 893-HOME (4663)
www.chicorem.com
C Y Property Management
Claudia Yorton, CPM ®
530-343-1443
www.cypm.net
DRE# 01801237
Elle Property Management Solutions
Ellen Skala
530-624-8364
www.leasingchico.com
DRE# 01446053
Entwood Property Management
Theresa Haney, CPM ®
530-809-0802
www.entwoodpropertymanagement.com
DRE# 02010384

REDDING:
Locale Residential
530-404-5404
www.localeres.com
Madsen Properties
Alicia Madsen
530-570-6192
DRE# 01912310
Mid Valley Property Management
530-895-8102
www.midvalleyrents.com
DRE# 01446053
NVPM
530-566-9223
www.nvpm.net
DRE# 01978824

Hubbub Properties
530-229-1800
www.hubbubproperties.com

Reliant Real Estate
Ruth Browning
530-527-2000
RSC Associates, Inc.
530-893-8228
www.rsc-associates.com
DRE# 01899334

Sheraton Real Estate Management
Larry Ruby
530-342-2214
www.chicorentalhousing.com
DRE# 00890357

JR Homes, Inc.
Jeffrey Risko
530-343-1900
www.jrhomeschico.com
DRE# 01767552

Gagliardi Properties
Joe Gagliardi
530-440-4772

Ponderosa Property Management
530-345-6555
www.ponderosapropertymanagement.com
DRE# 01291028

Ferguson & Brewer Management Co.
530-872-1810
DRE# 00370007

IPM Chico Property Management
Dan Anderson
530-924-4365
www.ipmchico.com

Cox Real Estate Consultants, Inc.
530-245-4600
www.coxrealestateconsultants.com

House of Realty, Inc.
Joyce Middleton
530-241-8300
www.realestate-redding.com
DRE# 00305513

SF Invest Professional Property Management
William Sheridan, CPM ®, CCIM ®
530-899-7584
www.sfinvest.com

HIll Properties
Wes Hill
530-893-3480
www.hill-properties.com
DRE# 01128077
DRE# 01767552

Authority Property Management
530-410-6085
www.authoritypm.com
DRE# 01990823
DRE# 01316081

Peebles Property Management
Trisha Atehortua
530-370-9188
www.peeblesproperty.com
DRE# 02012905

Everett Apartments
Cynthis Medeiros
530-891-5221
www.rentinchico.com

Full Service Property Management
530-345-6556
www.fullservicemanagement.net

Advanced Solutions Property Managements
530-246-4543
www.reddingaspm.com
DRE# 011271166

Table Mountain Property Management
530-534-4136
www.rentoroville.com
DRE# 01916245
The Hignell Companies
530-894-0404
www.hignell.com
DRE# 317250

Invest Property Management
530-244-0595
www.rentwithinvest.com
DRE# 01938255
Real Estate Professionals Property Management
530-224-6755
DRE# 01937529
Real Property Management Inc.
Melinda Brown
530-244-2444
www.rpmredding.com
DRE# 01128127
The Hignell Companies
530-241-3500
www.hignell.com
DRE# 317250
Tuscan Sun Property Management
530-605-4110
www.tuscansunpptymgmt.com
DRE# 01931124

Water Damage Restoration
Whether your Water Damage was a result of, flooding, broken pipe,
sewer backup, or an act of Mother Nature, at ServiceMaster by Cronic,
we specialize in getting you back into a dry home or office as quickly as
possible.
We take the proper steps to professionally dry and restore your walls,
floors, carpets and furnishings to ensure that there are no bad odors,
mold or mildew development after any water damage.

ServiceMaster by Cronic provides the exact combination
of services your disaster scenario requires, including:
24/7/365 Emergency Response
• On-site within Two to Four Hours of the initial call when required with
trained, uniformed staff
• Emergency Water Mitigation Services
• Building Stabilization
• Drying/Dehumidification and Water Extraction
• Experts in Property Recovery
• Project Management and Consultation Services
• Locally-owned and operated business, backed by National Resources
• We work with all Insurance Companies
• Our Water Damage Mitigation Specialist will walk you through the
process.

Here are some tips on What-to-do in the event of Water
Damage:
• Damage from water and bacteria growth can begin within hours.
Call for professional help.
• Remove as much water as possible by mopping and blotting.
• Remove wet area rugs or other coverings not permanently attached.
• Do not attempt to start removing your wall-to-wall carpet.
• Lift draperies off the floor, loop through a coat hanger and place the
hanger on the drapery rod.
• Wipe furniture, prop up wet furniture cushions for even drying and
place aluminum foil under furniture legs.
• Move photos, paintings and art objects to a safe, dry location.
• Do not remove books from shelves. Rather pack them tightly to
prevent warping of pages until a restoration professional can begin this
specialized drying.
• Open drawers, closet and cabinet doors to enhance drying
• If you are using a wet/dry shop vac to extract standing water remove
the filter before you begin.

What not-to-do

1824 Esplanade
Chico, CA 95926
Phone: 530-899-1602
Fax: 530-899-1680
cyndi.alliance@gmail.com
www.alliancerealestatemanagement.com

• Do not enter a room with standing water until electricity has been
turned off.
• Do not use a regular household vacuum to remove water.
• Do not lift tacked-down carpet without professional help.
• Do not use electrical appliances while on wet carpet or flooring.
• Do not disturb visible mold.
Chico (530) 342-7976
Redding (530) 222-8800

Abatement
Alliance Environmental
Abatement Services
530-345-8562
Alliance Environmental Services

Collection Services
(PCS)Collection
Pacific Credit
Services
Services
800-564-6440
(PCS) Pacific Credit Services

530-877-6312
Arborist/Tree Service
About Trees
Arborist/Tree
Service
530-343-4533
About Trees

916-638-1247
Patio Pro's
530-924-6400
Patio Pro's

530-345-8562
Appliances
Hudson's
Appliance
Appliances
530-877-6312
Hudson's Appliance

530-343-4533
M & S Wesley Tree Service
M & S 530-343-6809
Wesley Tree Service
530-343-6809
Attorney at Law
Dirk Potter
Attorney
at Law
530-342-6144
Dirk Potter
530-342-6144
Lindsey Holmes
530-895-0697
Lindsey
Holmes
530-895-0697
Power Law PC
530-576-5740
Power
Law PC

530-576-5740
Banking/Investing
Tri Counties Bank
Banking/Investing
Sonny
Ventimiglio
Tri
Counties
Bank
530-520-8959
Sonny
Ventimiglio

530-520-8959
Carpet Cleaning
APEX Carpet
Window Care
Carpetand
Cleaning
530-283-2289
APEX Carpet
and Window Care
530-283-2289
Elite Carpet Cleaning
Elite530-894-7060
Carpet Cleaning

530-894-7060
CSU Chico Off Campus Student Svc.
DanCampus
HerbertStudent Svc.
CSU Chico Off
530-924-3164
Dan Herbert

530-924-3164
Chimney Cleaning
White Glove
Chimney
and Air Duct
Chimney
Cleaning
530-924-3164
White Glove
Chimney and Air Duct
530-924-3164
Cleaning/Janitorial Service
A Touch
of Glass Window
Cleaning
Cleaning/Janitorial
Service
A Touch of530-521-1510
Glass Window Cleaning
530-521-1510
C and A Cleaning
C 530-514-7738
and A Cleaning

530-514-7738
Lisa's Let it Shine
530-990-1809
Lisa's
Let it Shine

530-990-1809
White Glove Cleaning
530-894-7491
White
Glove Cleaning
530-894-7491

* As with all sound business practices, please comfirm all
vendors have licences and insurance .

3.21.20
3.21.20

Insurance
Bidwell Insurance
Agency, Inc.
Insurance
530-894-1096
Bidwell Insurance Agency, Inc.

Painting
Crabtree
Painting
Painting
530-343-8880
Crabtree Painting

530-899-7667
Landscape
Dawsons
Landscaping
Landscape
530-343-0384
Dawsons
Landscaping

530-514-8186
Pest Control
Big Time
Control
Pest Pest
Control
530-242-8830
Big Time
Pest Control

530-342-3082
Laundry
WASHLaundry
Multi-Family
Laundry
Systems
WASH
Multi-Family
Mike
LaBrae'
Laundry Systems
1-800-421-6897
x 4908
Mike LaBrae'

530-534-3256
House Detective
Termite
Inc.
House Control
Detective
530-894-7900
Termite
Control Inc.

800-564-6440
Construction Services
CTech Construction
Construction
Services
916-638-1247
CTech
Construction

530-894-1096
Farmers Insurance- Paul Munly
530-899-7667
Farmers InsurancePaul Munly

530-924-6400
Credit Screening Services
CIC Reports
Credit Screening
Services
1-800-288-4757
CIC Reports

530-343-0384
L & C Landscape
L 530-342-3082
& C Landscape

1-800-288-4757
Emergency Housing
Towne Place
Suites
Emergency
Housing
530-223-0690
Towne Place Suites

530-223-0690
Emergency Restoration Services
CRBR- Cleanrite
Buildrite
Emergency
Restoration
Services
530-891-0333
CRBR- Cleanrite Buildrite

530-891-0333
SERVPRO of Chico/Lake Almanor
SERVPRO 530-899-9141
of Chico/Lake Almanor
530-899-9141
ServiceMaster Select
530-342-7976
ServiceMaster
Select

530-342-7976
Fire Alarms and Service
Foothill
Fire Protection,
Inc.
Fire Alarms
and Service
530-826-3013
Foothill Fire Protection, Inc.
530-826-3013
Fitness Equipment Service
Techno Fit Service
Fitness Equipment
916-333-0335
Techno Fit
916-333-0335
Flooring
Jay Dubs
Flooring
Flooring
Jay530-519-0080
Dubs Flooring
530-519-0080
Towne Carpet
530-343-0215
Towne
Carpet

530-343-0215
General Contractor
DH Construction
General
Contractor
530-892-2850
DH
Construction

1-800-421-6897 x 4908
Maintenance & Repairs
Experts in Your
Home
Maintenance
& Repairs
Chico
530-924-5564
Experts in Your Home
Redding
530-776-5535
Chico 530-924-5564
Redding 530-776-5535
Hall's Construction
530-282-3400
Hall's
Construction
530-282-3400
Sheraton Services Inc.
530-342-2562
Sheraton
Services Inc.

530-342-2562
Valley Contractor's Exchange
530-343-1981
Valley Contractor's
Exchange
530-343-1981
Maintenance Supply
HD Supply
Maintenance
Supply
530-415-8199
HD Supply
530-415-8199
Lowe's
530-351-0181
Lowe's
530-351-0181
Online Listing Service
CoStar
Group
Online
Listing
Service
530-356-4900
CoStar Group
530-356-4900

530-343-7934
Heating and Air
McClelland
Air Conditioning,
Inc.
Heating
and Air
530-891-6202
McClelland Air Conditioning, Inc.
530-891-6202
Royal Aire
530-899-9999
Royal Aire
530-899-9999

530-242-8830
Gecko Pest Control
530-534-3256
Gecko
Pest Control

530-894-7900
Locked and Loaded Pest Control
530-682-8965
Locked and
Loaded Pest Control
530-682-8965
Shelby's Pest Control
530-343-0603
Shelby's
Pest Control

530-343-0603
Photography and Video Production
Simpkins
Team and
Matterport
3-D Camera
Photography
Video Production
530-354-4336
Simpkins Team Matterport 3-D Camera
530-354-4336
Printing & Graphic Design
FoxDesign
PrintingGraphic
& Graphic
530-895-1359
Graphic Fox
www.graphicfox.com
530-895-1359

www.graphicfox.com
Promotional Products
Logarrow
Marketing
Services
Promotional
Products
530-355-8685
Logarrow Marketing Services
530-355-8685
Real Estate Services
RealMoving
Estate Chico
Services
Shane Collins
Moving530-518-1413
Chico
Carolyn
Fejes 530-518-1413
530-966-4457
Shane Collins
Carolyn Fejes 530-966-4457
RE/MAX of Chico
Steve Depa
RE/MAX
of Chico
530-896-9339
Steve Depa
530-896-9339

Waste/Recycling Services
RecologyServices
Waste/Recycling
530-342-4444/533-4783
Recology

530-892-2850
Pinnacle General Construction
Pinnacle844-887-2777
General Construction
844-887-2777
Glass / Screen Repair
Glass
GlassMiller
/ Screen
Repair
530-343-7934
Miller Glass

530-343-8880
Five Star Painting
530-514-8186
Five
Star Painting

530-342-4444/533-4783
Waste Management
530-893-8053
Waste
Management
530-893-8053

Lindsey A. Holmes
ATTORNEY AT LAW

Office (530) 895-0697
Fax (530) 267-7622

2531 Forest Avenue, Suite 100
Chico, CA 95928
holmes530@gmail.com

Lawn Care Services

Let’s Talk About Your
Dream Kitchen

Shelby’s Pest Control Inc.

New Cabinets
New Laminate Countertops
Refinished Countertops

• Mowing & Trimming
• Yard Clean Up
• Mosquito Control
• Gopher Control
• And More...
Great Services at Great Prices !!
Free Estimates
343-0603 or 800-573-7877

CALL US TODAY!

(530) 924-5551

Cont. Lic. #143778

WE D O MORE TH AN YOU THINK

www.ExpertsInYourHome.com
nvpoa-2019.indd 1
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CalBRE#01801237

Claudia Barrett Yorton, CPM®
Agt. #00912873
530.343.1443

Wood | Gas | Pellet
Wall Furnaces
Swamp Coolers
Inspections
Dryer Vents
www.WhiteGloveChimney.com
Air Ducts
888 680 1400
Sales, Installation,
Repair
Butte | Shasta | Tehama | Glenn

Ca. Contractor #510706

Clean. Warm. Home. | “I can trust them.”

Dr. Evan Reasor

Presorted Standard
US Postage
PAID
Paradise, CA
Permit #1

Let us take care of your laundry
At WASH, we are transforming multifamily laundry rooms
with innovative tech, better options, and unparalleled
service and support.

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

• Energy Efﬁcient Washers & Dryers • Mobile Payment
• Expert Management

WS19-012 Let Us Take Care 7x7 4c.indd 1

• Experience That Counts
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