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The National Apartment Association (NAA)
today joined the New Civil
Liberties Alliance (NCLA)
in their lawsuit challenging the U.S. Centers for
Disease Control and
Prevention’s (CDC) national eviction moratorium.
The CDC’s overreaching
order directly harms the
apartment industry and jeopardizes the long-term
viability of rental housing. Rental housing providers,
especially small “mom-and-pop” owners, do not have
the ability to absorb delinquent rent and still pay their
bills required to keep communities operational and
Americans in their apartment homes.
The suit, Richard Lee Brown, et al. v. Secretary Alex
Azar, et al., argues that rental housing providers have
been irreparably damaged by the CDC order and
its unwarranted overreach. Federal agencies do not
have powers to waive state laws and the CDC has
encroached on private property rights with no legal authority. Under the order, many rental housing providers
are unable to collect rent, including rental debt, which
limits the ability to pay taxes, mortgages, insurance
and utilities and provide contracted services to other
residents who have paid their rent.
“Eviction moratoria saddle the apartment industry
solely with the responsibility of offering a service
without compensation, all while operating at a potential
deficit,” said NAA President & CEO Bob Pinnegar.
“Rental housing works on extremely narrow margins
and, though last paid themselves, owners still need to
pay extensive bills.”
Throughout the COVID-19 pandemic, NAA has called
for direct rental assistance, which is the only policy

that keeps people housed and directly addresses the
needs of owners and operators alike. Despite continued calls for this much needed relief from a chorus
of voices, including renter advocates and real estate
groups, Congress has failed to enact direct rental assistance. This inaction, paired with the CDC eviction
moratorium, devastates the industry in the short-term
and furthers the housing affordability crisis, to the
detriment of the broader economy in the long-term.
“A nationwide eviction moratorium without any kind of
financial or direct rental assistance will exacerbate the
nation’s housing affordability crisis and reverberate
into national, state and local economies,” Pinnegar
said. “If owners and operators cannot pay their bills
– including apartment staff payroll, taxes, mortgages
and insurance – rental units lose financial viability and
money stops flowing to other sectors of the economy.
Further, many rental housing units may be permanently lost from our already insufficient housing stock,
whether by foreclosure, government liens or even the
sale of the property.”
The rental housing industry should not be held solely
responsible for solving our nation’s housing crisis,
which has been exacerbated in this pandemic, and
government agencies should not trade one crisis for
another.
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Most of us feel a desire to get our
lives back on track. The best way to
do that is to develop a schedule and
plan. By taking the time to set goals,
deadlines, and an overall course in
life we can help alleviate the stress of
the unknow for ourselves, co-workers,
families, and friends. To make it easy,
let us start by looking at what we
would typically be expecting or preferring to accomplish now and in the
coming months and visualize how we can make it fit our current
situation.
To start, Autumn is the perfect time of year to refocus on your
resident retention. The holidays have our residents decorating and settling in for the winter, while also giving us inspiration
and themes for activities. Our ability to interact directly with
our residents has changed but take a moment to see if you can
adapt some ideas you had in the past to work in 2020! The ease
of communicating to our residents via social media has had our
industry figuring out new ways to engage our residents. New
social distancing guidelines makes this even easier. Try contests
like holiday decorating for patios, windows, or doors to help your
residents express themselves and make a rental space feel more
like a home. Raffles and drawings are easily done on social media, as well. Simple promotions such as “Like our Facebook post
for a chance to win”, “Upload a picture of your Christmas Tree”,
“Comment on your favorite feature in your home” are all selfgenerating social media materials. These can then be shared on
posts or newsletters to help bring a virtual sense of community
between neighbors. While you want to be sure to maintain your
resident’s privacy with omitting detail information such as last
names or apartment numbers, you can ask them what information to share. You can do a resident’s spotlight and ask them to
share their recent accomplishments and proud moments that you
can post. Even on your property you have numerous opportunities to interact with your residents at a distance. You could set
up a letter to Santa Mailbox, an emergency gift wrapping supply
station in a common area with appropriate disinfecting supplies,
donation stations, having your residents decorating your laundry
room with decorative cards where they can list what they are
thankful for, or arts and craft projects from home. Take the time
to be a present and available housing provider that is proactive
rather than reactive; seeing what your resident’s needs are and
what you can do for them. It is how welcome and at home a resi-

dent feels that will determine if they stay or if you have to bear
the burden of cost and time to start all over with a new resident
upon lease end date.
In the local market, our leases typically run from summer to
summer of the next year with lease renewal options and offers
starting around the new year. Do not let the fear of the unknown
future hinder your ability to provide information and options
in advance to your residents so that they can start to plan. In
the worry of declining student enrollment, the various college
systems may decide not to publicly state their intentions for in
person learning for next fall until summer 2021 or may change
course last minute. Since many of our renters are students, this
greatly impacts the ability of everyone to plan for the future.
Do not let your inaction compound the problem. Start now by
thinking of your goals for the next leasing season. Do you want
to offer discounts to long term residents, are you willing to offer specials or deals to new rentals, how much of your current
renters are at a transition place in life that will already dictate
moving on in the near future? Once you have your overall goals
in mind based on your best prediction of your current resident’s
and prospect’s choices, it is time to communicate directly with
your residents. Give them clear and written renewal options with
prices, deadlines to respond, and other relevant information so
they can begin weighing their opportunities now and make an
educated decision. I would highly suggest a renewal promotion
that rewards early decision makers so that you can narrow your
focus to the residents that need assistance in deciding. The last
thing our renters need now is more pressure, but by giving them
options and information in a kind and transparent way you are
not adding problem, you are helping them be able to prepare.
Again, I want to remind everyone to spend this holiday season
reminding your residents that you are present, available, and are
here to aid them with their housing needs. Begin planning early
on what options you can offer your tenants with clear information
so that both parties can begin to plan for what is next. Please
also be aware of rent increase and eviction/non-renewal laws
from both AB1482 and Emergency ordinances. If you have
questions about rental rates, renewal offers, current limitations,
or to hear from industry experts on ideas and strategies then be
sure to keep an eye out on our calendar for upcoming events and
register. Throughout the month we are here working together
with webinars from national speakers, workshops on complicated
topics, and townhall meetings for open discussions. If you have
any particular area of interest or concerns regarding education,
member activities or legislation be sure to join one of our committees to take your education and our industry’s progress into
your own hands.

5 Tips for Guiding Your Team Through a Rough Patch
By Sean Peek

Every business has to weather a rough patch at some point, and while
business leaders must make tough decisions on how to improve their
situation, they also have to pay close attention to team morale. The most
damage to a business often comes from low spirits.
In recent months, the novel coronavirus disease (COVID-19) has
negatively impacted businesses all over the world. Sales and revenue are
falling short. Your company may be facing the prospect of downsizing.
Your best employee might be struggling to work remotely full time. Your
team’s morale is at an all-time low, and it’s your job as their manager to
lift their spirits and get them back on track.
This is no easy task. It can be hard to see the positive when everything seems to be falling apart. But every company goes through rough
patches and growing pains, and it’s during these times that a team most
needs a strong leader to help them weather the storm.
“If employees don’t have confidence in the leadership team, they may
question the future of the organization, wonder whether their role is safe,
and either become disengaged or start to look for a new job,” said Kim
Littlefield, senior vice president of Keystone Partners. “Employees need
to feel heard, understood, recognized and appreciated by their managers
... especially during rough patches.”
Based on the advice of company leaders and entrepreneurs, here are
three smart ways you can keep your staff motivated to persevere through
tough times.

1. Communicate transparently about the situation.

During times of crisis, communication – good or bad – plays a huge role
in how a group reacts and moves forward. Your instinct might be to shield
employees from what’s going on with the business and not keep them
informed, said Arnold Kamler, CEO of Kent International. On the other
end of the spectrum, he said, misleading statements that everything is
great are just as harmful. It’s critical to be as open, honest and transparent as you can be.
“Communicate what is happening. Employees need to know, and they
should hear it from the most senior leader,” Littlefield told Business News
Daily. “News is going to get out, so it’s better for leadership to consult
with HR, the board, legal and/or PR as early in the process as possible to
create a strong public statement.”
Littlefield recommends addressing three key areas in your statement:
1. What happened or is happening
2. What decisions have been made (including the business rationale)
3. What the plan is going forward
In your communications, try to exude confidence and a positive outlook
on the situation.
“If your staff members see you panicking, they’ll think it’s time to panic,”
said Miko Branch, CEO and co-founder of hair care brand Miss Jessie’s.
“If they see you showing strength, then they’ll feel confident in your ability
to make the right decisions for both them and the company. You want
your employees to trust your leadership.”
“Rather than focus on these changes as negative, we recommend leaders look for ways to … focus on the positive impact to the organization
and the employees,” added Littlefield. “When employees see decisions
as necessary to protect the future success of the organization, it can help
them [move] forward more quickly.”

2. Find the lessons to be learned.
Matthew Katz, CEO and founder of e-commerce fraud prevention company Verifi, warns against thinking the missteps that brought your team
or company to this point won’t be repeated. It’s critical to learn from your
mistakes so you can handle similar situations better in the future.
“Keep moving forward,” Katz told Business News Daily. “[Don’t] get mired
down and feel powerless to make the changes based on these insights.”
In the process of analyzing and evaluating mistakes, it’s important not to
place blame and create animosity among your team, said Branch. You
should also be open to thoughts and solutions from employees.
“Never point fingers at any staff members,” Branch said. “Working as a
team is key to getting through tough times. Always be open to new ideas
and strategies from any staff member [too]. You never know where the
next big idea will come from!”

3. Share your vision for the future.
Being clear and communicative about how the team and company plans
to move forward will help part the storm clouds for your employees.
“You need to know where you are going before you can get there,” Littlefield said. “Great business leaders know how to paint a vivid picture of the
future. Fueled by their passion to achieve their vision, they make it crystal
clear what employees can do to get involved and emphasize how crucial
each person’s role is.”
For employees to truly hear and remember the message, they need to
be exposed to it several times, said Littlefield. She advises encouraging
all managers to ask their employees, “How are you doing, and how can I
help?”
“By asking how they can help, managers show their investment in that
person’s success and their willingness to be a resource in some way to
help them get there,” Littlefield added.
Once your team starts to bounce back, don’t lose the momentum you’ve
created. Maintain your leadership strength when things are going well
to make sure you’ve earned your team’s trust for the next low point, said
Kamler.
“It is important for leadership to be strong and solid all of the time,” he
said. “If leadership is not consistent with managers and staff during normal times, they will not receive the trust and hard work of their team when
needed most.”

4. Celebrate large and small wins.
When your company is going through difficult times, it can be easy to
dwell on everything that is going wrong, which will eventually result in low
morale across the business. Remember to celebrate large and small wins
to keep morale high and to remind your team that their work is valuable.
Whenever possible, break large company goals into smaller, more attainable goals and start tracking team progress. Whenever your team
achieves a small goal, such as meeting a project deadline, getting a
higher click-through rate or launching a new campaign successfully,
celebrate the win.
Reinvigorating your team with positivity will help boost morale during
tough times. As a result, you will see more confidence and productivity in
your team.
(Continued page 5)

(Continued from page 4)

5. Ask for honest feedback.
It can be tempting for business owners to want to fix everything and bear
the burden when things aren’t going as expected. However, trying to
solve problems on your own can do two damaging things to your business: You could inadvertently create a negative company culture in which
employees don’t feel they can collaborate or solve problems together,
and the rough patch may become bigger than you are capable of solving
alone.
When you’re in a rough patch, ask for honest feedback from your employ-

ees. Prepare for tough feedback that you may not want to hear. Listening
to the different perspectives of your employees allows you to look at the
problem holistically and can result in a stronger team dynamic.
Finally, avoid asking vague questions. Get to the root of the issue by asking engaging questions, such as these:
• “How is this affecting you and your team?”
• “What changes do you think would most benefit the company?”
• “What can I do to better support you and your team?”

Nicole Fallon contributed to the reporting and writing in this article.
Some source interviews were conducted for a previous version of this
article.

Synthetic Fraud: How to Identify, Respond To & Prevent It
By Stephanie Anderson
Apartment operators and managers are all too familiar with the effects
identity fraud can have on their business, but not all instances of the
problem are alike. In fact, of the four types of identity fraud commonly
encountered in the multifamily industry, synthetic fraud—in which all
information about the applicant is fabricated, combining real and fake information to create a new identity—is the fastest-growing, accounting for
an estimated 85 percent of all identity fraud in the country. Yet, despite
the financial devastation synthetic fraud can cause property owners, including extensive revenue loss and increased liability for resident safety,
its occurrence is difficult to identify during the leasing process because
it isn’t immediately reported as other types of identity fraud are because
there is no real physical victim to report the crime.

Perpetrators of synthetic fraud create fake IDs that combine real data
with falsified names. The resulting IDs, notes tech writer Angelica
Krystle Donati in a Jan. 16, 2019, article on Forbes.com, “are easily
purchased on Craigslist or other online platforms and can be used to apply for loans, credit, and other transactions,” including apartment leasing,
leading to an epidemic of fraud facing multifamily operators throughout
the country. According to fraud-prevention services firm CheckpointID,
Donati notes, “75 percent of management companies with fewer than
30,000 units and 100 percent of management companies with more than
30,000 units are victims of fraud. This translates into millions of dollars in
annual losses for the industry from bad debts and skipping.”
While rental fraud continues to grow, fraud prevention today is merely
reactive, not proactive as it should be. According to TransUnion, 95%
of property management companies experience difficulties identifying,
mitigating, or preventing fraud. Property management companies need
tools that are advanced enough to proactively mitigate the aftermath of
a determined fraudster to better protect their business. It is reported that
73% of owner/managers identify fraud after the applicant moves in and
over 70% identified the fraud within the first six months after move-in,
leading to forced turnover well before the typical end-of-lease cycle.
Property managers can expect to encounter four basic types of identity
fraud. For the purposes of this document, we’ll focus solely on synthetic
fraud; however, a brief definition of all four types appears below for the
reader’s basic understanding.

First-Person Fraud:

The applicant is acting for another person when renting an apartment.
The applicant uses his or her real identity information on the application
but isn’t the person who’ll be residing in the apartment. The applicant in
this instance could be a family member, a friend, or someone renting for
short-term rental purposes such as Airbnb lodging.

Third-Party Fraud:

The applicant assumes a stolen identity and uses the victim’s personally
identifiable information (PII), including name, Social Security number
(SSN), and date of birth.

Identity-Manipulation Fraud:

The applicant alters some of his or her own identifying information in
a way that looks as if it could be a typo or spelling error. Common examples include an SSN that’s off by one number or includes transposed
numbers, a slightly different name, or an altered birthdate.

Synthetic Fraud:

The applicant creates a fake identity by fabricating all identifying information (SSN, name, date of birth), cobbling together an identity from
multiple stolen sources, or doing a mix of both. Real SSNs, typically from
children, the elderly or deceased people, are often used in combination
with made-up names and birthdates, but even the SSN can be fabricated.
This document is free to members of NAA, the white paper takes the
guesswork out of how synthetic fraud is defined, best practices to
respond and prevent fraudulent activity and resources to protect your
business.

Executive Corner
By Jennifer Morris, Executive Director

Annually when the November calendar rolls
around the North Valley Property Owners Association typically hosts a general meeting/
luncheon to discuss the new laws that will go
into place immediately or in 2021. In addition
to this presentation we also vote individuals
into the important job of leadership for our
organization. This year will be a bit different
as it will be held virtually. We will still plan to discuss the new laws and
how they will impact you, but your vote for the leaders of NVPOA will be
cast in an electronic format of email.
As a member of NVPOA you can influence what position we take regarding legislative concerns at the local, state, and national levels will be
determined by you. Our Board of Directors consists of 9 officer positions. Currently we have Nick Yorton from CY Property Management as
your President. Tanya Morgan of Hill Properties as your Vice President.
Adam Peace of Webb Homes as your Past President. Brittany Hightower of FPI Property Management as your Treasurer. Ryan Slagle of
MWS Properties as your Education Officer. The positions whose terms
will expire as of December 31, 2020 are Angela Waller of C and A Cleaning in the Industry Partner position who has elected to run for another
two-year term. Paul Webb of PW Properties as the Legislative Officer.
Aaron Robertson of Authority Property Management as the Secretary.
Tonya Hernandez of ISM Management as the Membership Officer. This
leaves us with filling 3 especially important positions for the 2021 and
2022 terms.
Now we have Bruce Nikolai, a private owner that has under 10 units and
serves on our education committee has stepped up to the plate to be
nominated for one of the upcoming positions. We still need to fill 2 more
positions by the November 19th general meeting. It is imperative that we
have individuals serve on our committees prior to serving on our board of
directors.
The current committee’s that we could use your dedicated volunteerism
for are Legislative, Education, Membership/Social, and Redding Outreach committee. Each committee meets monthly for approximately 1
hour. These meetings are typically held the 2nd week of each month.
If you are willing and able to dedicate a few hours to help shape the
organization and what we offer to our membership, please consider volunteering with NVPOA. We need this important step to developing our
succession plan for our future board of directors.
If you are interested, please reach out to
me or Katie. 530-345-1321

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

Landlord/Tenant
Questions & Answers
Kimball, Tirey & St. John LLP - Ted Kimball, Esq.

1. Question:
How can we determine if the roaches in the apartment were the result of
bad housekeeping? Is it our responsibility to get rid of the roaches?
Answer:
Ask your pest control professional to give his or her opinion. The court
will rely heavily on expert testimony in these cases. If you can prove the
tenant was responsible for the infestation, they are responsible for the
pest control cost.
2. Question:
If our tenant sublets, and the sublessee defaults in the rent, do I give a
notice to the tenant or the sublessee?
Answer:
Serve each one a notice with both of their names on it. They should be
evicted in the same action.
3. Question:
What should I do if I suspect drugs are being sold out of one of our
apartments?
Answer:
Call the police and report the incident. Ask the police for any further
direction. Document all of the calls and what you said, did and observed.
Finally, contact an attorney to determine whether you have enough
evidence to proceed with a notice or an eviction.

Straddling the Fine
Line: Notes from an Owner

I struggle with straddling the fine line on how
nice to be to my tenants. If you bend the rules for
people you risk losing respect for the rest of the
rules and the relationship can suffer. If you are
too strict, you may lose a tenant at renewal time. I
don’t have the answer, but I always remind myself
no matter how annoying some can be they are
my customers, and I shouldn’t take the
monthly rent payment for granted. One thing to keep in mind is if you
can also end up with a legal problem if you bend the rules of the lease
agreement for one tenant but won’t do it for another tenant. That’s discriminatory, and could lead to a tenant taking you to court.
We could be facing a tough year as students will probably be gun shy
about signing leases this spring for next year as they may face ongoing
remote education. My M.O. is to be as nice as possible while sticking
to the rules and try to problem solve with the tenant on how we can both
get what we want.

4. Question:
If a tenant does not give a 30-day notice of intent to vacate, can the full
security deposit be kept by the landlord?
Answer:
If the tenant is month-to-month, you can deduct for unpaid rent for up
to 30 days from the date the tenant vacated, minus amounts paid by a
replacement tenant (if any) during that 30 day period. You must make
reasonable efforts to find a replacement tenant.
5. Question:
I have signed a lease for one year with a tenant and now he wants to
leave after four months. What is my recourse?
Answer:
The tenant is responsible for the rent up to the date the lease expires,
minus amounts paid by a replacement tenant (if any) during that period.
You must make reasonable efforts to find a replacement tenant.
6. Question:
New tenants moved into our apartment complex one month ago. Since
they moved in, we have received noise complaints about them from
other tenants in the complex, who now want to vacate because of the
disturbances. What should I do?
Answer:
Contact an attorney about serving a notice. If the disturbances are major
and continuous, the court may grant an eviction. Witnesses will be
required to prove your case in court if the case is contested.
7. Question:
If you state in the month-to-month contract that rent is due on the 1st of
each month, but there is not a late charge until after the 10th, can the
resident pay every month on the 10th?
Answer:
The rent is delinquent the day after the rent is due. Provided that the day
the rent was due was a business day, a 3-day notice to pay rent or quit
can be served the next day, even though the late charge is not yet due.

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

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
Peebles Property Management
Trisha Atehortua
530-370-9188
www.peeblesproperty.com
DRE# 02012905
Ponderosa Property Management
530-345-6555
www.ponderosapropertymanagement.com
DRE# 01291028
Reliant Real Estate
Ruth Browning
530-527-2000
RSC Associates, Inc.
530-893-8228
www.rsc-associates.com
DRE# 01899334

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

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

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

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

Full Service Property Management
530-345-6556
www.fullservicemanagement.net
HIll Properties
Wes Hill
530-893-3480
www.hill-properties.com
DRE# 01128077
DRE# 01767552
IPM Chico Property Management
Dan Anderson
530-924-4365
www.ipmchico.com
JR Homes, Inc.
Jeffrey Risko
530-343-1900
www.jrhomeschico.com
DRE# 01767552

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

Advanced Solutions Property Managements
530-246-4543
www.reddingaspm.com
DRE# 011271166
Authority Property Management
530-410-6085
www.authoritypm.com
DRE# 01990823
DRE# 01316081
Bear Creek Property Management
530-739-2533
guskormeier@gmail.com
Cox Real Estate Consultants, Inc.
530-245-4600
www.coxrealestateconsultants.com
Gagliardi Properties
Joe Gagliardi
530-440-4772
Gold Star Realty
goldstarrealtypm.com
530-605-4002
DRE# 01937529
House of Realty, Inc.
Joyce Middleton
530-241-8300
www.realestate-redding.com
DRE# 00305513
Hubbub Properties / Professionals Property Management
530-229-1800
www.hubbubproperties.com
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

Helpful Advice for New Property Managers and Operators
When I first entered the apartment industry more than a
decade ago, one of my job duties was to facilitate sales
and customer service training for new property
managers and leasing agents. I inherited a
curriculum that exploded with so many
scripts and lists and closing techniques
that I watched my students’ eyes glaze
over halfway through the first day.
That was the one and only time I ever
used that training
In my second session – and in every single session that followed it – I
would start by sharing the outline of everything we were “supposed to
cover” in that class. Then I would tell the participants to tear it from their
workbooks, crumple it up, and throw it away.
“After all,” I would say.
“There is really only one rule for being successful in property management. Act like you own the place.”
After the sound of crumpling paper subsided, we made a list of everything we would do to ensure we would be successful if we were the
property owner. As it turns out, it’s sound advice for property managers
and leasing agents too.
Control your time.
Don’t be worried if you are feeling overwhelmed in your new role. The
paperwork alone can feel like an insurmountable hurdle. Financial
reporting, lease execution, resident notices, traffic logs, and operational
checklists are more than enough to fill your day. Add in a phone that
never stops ringing, a door that never stops opening, and surprise, a
broken boiler in building 2, and you have good reason to feel a little
anxious.
Take comfort in knowing that almost everyone feels that way at first.
But they work through it, and you will, too. Take a few moments each
morning to prioritize your day. Develop an organizational system that
works for you and use it religiously. Don’t be afraid to ask questions or
seek advice from your more seasoned peers or supervisors.
Know your residents.
I will never forget a property tour I took with one of my company’s
maintenance technicians. As we drove to the back of the community on
a golf cart, he spoke to every resident we encountered and called them
by name. He asked about the big soccer game and pulled out a dog
treat for a hungry little beagle who was all too excited to see him coming.
This wasn’t a best-in-class property by any means. It was older and
somewhat lacking in amenities, but its renewal percentage and online
review scores were through the roof. It proves that when you take care of
people, many other things take care of themselves.
Cater to their wants.
This is a seemingly obvious, but often overlooked point. You are not the
sum of your residents and therefore, your wants may not be the same as
theirs. Seek regular feedback on how you can provide the best possible
living experience. Is there specific fitness equipment or class offerings
you could add to your property’s fitness center? Would partnering with
a food truck or mobile oil change service be a benefit in your residents’
busy lives? Do resident events for the entire family get greater participa-

tion? Maximizing resident engagement doesn’t require a big budget, but
it does require an open mind.
Communicate, communicate, communicate.
Regular and timely touchpoints throughout the terms of the lease
increase the likelihood of resident renewals and help minimize
resident dissatisfaction when there is unfortunate news to share. Send
emails using pre-designed templates, use your property’s social media
channel, or pick up the phone and call.

Create a resident communication calendar with regularly scheduled
notices and supplement with ad-hoc communication as the need occurs.
Include the following and any others that may be beneficial:
• Any service interruptions such as power outages, water shut-offs, or
amenity closures
• Local events or special offers that might be of interest to your residents
• Holiday greetings
• Feedback on move-ins, work orders, or resident events
Be grateful.
Remember, most residents had countless choices of where to live and
they chose you. Make them feel at home.

When is it Time to
Replace a Roof?

By Jerry L’Ecuyer & Frank Alvarez

Determining if a roof actually needs replacement or should be repaired is
sometimes more of an art than a science. An old roof in good condition
that has roof leaks may be as simple to solve as an inspection of the roof
flashing system. The roof flashing is where the roof meets a different material or changes course. For example, roof flashing is found around the
chimney, in valleys, where the roof transitions to vertical a wall or around
vent pipes. Any roof transition area is a potential roof leak. Keeping the
roof flashings in good order is the first line of defense. However, should
your roof be experiencing leaks in several different areas, missing
granules (bald spots) and pooling; might be an indication of a roof past
its prime and ready for replacement. In the case of a shingle roof, the
telltale signs are more obvious. For example, a shingle roof may exhibit
curling edges, loss of granules and material brittleness. This roof may be
beyond repairs and should be replaced. Tile roofs may present different
issues as they may look great on the outside, but have hidden damage
under the tiles, such as a rotted felt membrane or disintegrating roofing
paper. These are much more difficult to solve and often times the repairs
are more expensive than replacement.
When requesting a bid from a roofing contractor, always ask for a cost
to repair the existing roof and a cost to replace the roof. When having
multiple bids, always use the same scope of work for each roofer. A
deviation in scope will make it harder to determine the correct course of
action.

Abatement
Alliance Environmental Services
530-345-8562

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

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

Appliances
Hudson's Appliance
530-877-6312

Construction Services
CTech Construction
916-638-1247

Farmers Insurance- Paul Munly
530-899-7667

Arborist/Tree Service
About Trees
530-343-4533

Patio Pro's
530-924-6400

M & S Wesley Tree Service
530-343-6809

Credit Screening Services
CIC Reports
1-800-288-4757

Attorney at Law
Dirk Potter
530-342-6144

Emergency Housing
Towne Place Suites
530-223-0690

Lindsey Holmes
530-895-0697

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

Power Law PC
530-576-5740
Banking/Investing
Tri Counties Bank
Sonny Ventimiglio
530-520-8959
Carpet Cleaning
APEX Carpet and Window Care
530-283-2289
Elite Carpet Cleaning
530-894-7060
Sunrise Carpet Cleaning
530-891-4113
CSU Chico Off Campus Student Svc.
Dan Herbert
530-924-3164

SERVPRO of Chico/Lake Almanor
530-899-9141
ServiceMaster Select
530-342-7976
Fire Alarms and Service
Foothill Fire Protection, Inc.
530-826-3013
Fitness Equipment Service
Techno Fit
916-333-0335
Flooring
Jay Dubs Flooring
530-519-0080
Towne Carpet
530-343-0215

Farmers Insurance- Brad Jacobson
530-891-7900
Healthy Solutions
530-895-3882
Landscape
Dawsons Landscaping
530-343-0384
L & C Landscape
530-342-3082

Promotional Products
Logarrow Marketing Services
530-355-8685

Sheraton Services Inc.
530-342-2562
Valley Contractor's Exchange
530-343-1981

Real Estate Services
Moving Chico
Shane Collins 530-518-1413
Carolyn Fejes 530-966-4457

Maintenance Supply
HD Supply
530-415-8199

RE/MAX of Chico
Steve Depa
530-896-9339

Online Listing Service
CoStar Group
530-356-4900

Royal Aire
530-899-9999

Shelby's Pest Control
530-343-0603

Hall's Construction
530-282-3400

Pinnacle General Construction
844-887-2777

White Glove Cleaning
530-894-7491

House Detective
Termite Control Inc.
530-894-7900

Printing & Graphic Design
Graphic Fox
530-895-1359
www.graphicfox.com

Cleaning/Janitorial Service
A Touch of Glass Window Cleaning
530-521-1510

Heating and Air
McClelland Air Conditioning, Inc.
530-891-6202

Gecko Pest Control
530-534-3256

Maintenance & Repairs
Experts in Your Home
Chico 530-924-5564
Redding 530-776-5535

Lowe's
530-351-0181

Lisa's Let it Shine
530-990-1809

Pest Control
Big Time Pest Control
530-242-8830

Photography and Video Production
Simpkins Team Matterport 3-D Camera
530-354-4336

General Contractor
DH Construction
530-892-2850

C and A Cleaning
530-514-7738

Five Star Painting
530-514-8186

Laundry
WASH Multi-Family
Laundry Systems
Mike LaBrae'
1-800-421-6897 x 4908

Chimney Cleaning
White Glove Chimney and Air Duct
530-924-3164

Glass / Screen Repair
Miller Glass
530-343-7934

Painting
Crabtree Painting
530-343-8880

Utility Management
Livable
www.livable.com
877-789-6027
Waste/Recycling Services
Recology
530-342-4444/533-4783
Waste Management
530-893-8053

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

Shelby’s Pest Control
•
•
•
•
•

Let’s Talk About Your
Dream Kitchen

Rat, Bat, Bird Exclusion
Yard Clean Up
Mosquito Control
Gopher Control
Weed Spraying

New Cabinets
New Laminate Countertops
Refinished Countertops
CALL US TODAY!

(530) 924-5551

Great Services at Great Prices!!
Free Estimates
343-0603 or 800-573-7877

Cont. Lic. #143778

WE D O MORE TH AN YOU THINK

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

Claudia Barrett Yorton, CPM®
Owner/Broker
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

3045 Ceres Ave. #145
Chico, CA 95973
fx: 530.809.0936
claudia@cypm.net
www.cypm.net

Corporate • Retail • Commercial

(530) 343-0384
dawsonlandscaping.com

Lic #947019

TIRED OF
SPINNING THE WHEEL?

Presorted Standard
US Postage
PAID
Paradise, CA
Permit #1

RENTAL MARKET
MAKING YOUR HEAD SPIN?

SPIN
WHERE DO YOU WANT TO LAND?
For over 35 years we've delivered legendary client experience,
while empowering investors to build wealth and ﬁnancial security.

Whether you are buying, selling, or just have questions about
thriving in this rental market, we’re here for you— Give us a call!

SPECIALIZING IN RESIDENTIAL INCOME PROPERTIES

STEVE DEPA & MATT DEPA
depasells@aol.com
DRE# 00813533

PROFESSIONAL PHOTOS
INCLUDED WITH EVERY LISTING!

CCIM

mcdepa81@gmail.com.com
DRE# 01861484

WE’RE LANDLORDS TOO!
WE’LL WORK WITH TENANTS!

LIKE US ON FACEBOOK
@thedepateam

CALL US

(530)

896-9339
OF CHICO

DRE#01996441

