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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.

The Residential Resource is published monthly, 
with one combined issue for September/October, 
for the National Association of Residential 
Property Managers by Organization Management 
Group, Inc. Statements of fact and opinion are 
the responsibility of the authors alone and do 
not imply an opinion on the part of the officers 
or the members of the National Association of 
Residential Property Managers. 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.

Copyright © 2008 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.

NARPM® and its staff assume no responsibility 
for ads or statements in the publication. 
NARPM® does not endorse any advertising in 
this publication. All readers are responsible for 
their own investigation and use of any products 
advertised in the Residential Resource.  

NARPM® members receive the Residential 
Resource as part of their membership, included in 
their annual dues.  

Articles can be submitted by e-mail 
to either publications@narpm.org or 
communicationschair@narpm.org. Items mailed 
in for publication cannot be returned. Address 
changes may be forwarded to NARPM® at 638 
Independence Parkway, Suite 100, Chesapeake, 
VA 23320. The Communications Chair and 
publisher reserve the right to edit or refuse all 
publications for content and selection.

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

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

An award-winning 
publication, the Residential 
Resource has won a 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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In my opinion, the greatest asset NARPM® has is 
our volunteer members—past, present and future. 

Whether it is at a local, regional or national event, 
the classes and workshops are usually presented by 
members of our association. The keynote speakers 
are almost always fellow property managers. They 
intimately know the challenges that we all face and, 
because of that, a connection is made. Unlike most 
associations, we really see each other as colleagues 
and not competitors. More times than not, strong 
friendships are built.

Our volunteers devote hours upon hours, as well 
as money, to the benefit of the organization and its 
members. However, our volunteers have families to 
take care of and businesses to run as well. As urgent 
family and business matters arrive, volunteer work 
can become delayed. The biggest frustration I hear 
within our membership is the lack of response or 
someone waiting until the last minute to complete a 
task. Imagine one volunteer needing some informa-
tion from another volunteer. They leave messages for 
one another and after a couple of weeks, finally con-
nect and are able to complete the task. Unfortunately 
a five minute task just took two weeks. Again, I truly 
believe that our volunteers are our largest asset. When 
they have time, their contributions are great and very 
beneficial. When they don’t have time, members feel 
that their needs are not being met. 

NARPM® addresses the time constraints of volun-
teers in two ways. The first is that we contract to a 
professional management company, who we refer to 
as NARPM® staff. They are not property managers and 
they are not NARPM® members, but they know how 
to manage associations. They are paid staff that fulfill 
the association management duties of keeping the 
behind-the-scenes aspects of NARPM® running. They 
manage the organizational operations that include 
answering our calls and e-mails, updating the website, 
planning conferences and conventions, accounting, 
keeping up with membership records, offering educa-
tional opportunities, and much more. Unlike volun-
teers who come and go, paid staff is a consistent force 

that meet our immediate and future needs. They 
retain the knowledge of how the association operates. 

Recently, NARPM® approved the hiring of an addi-
tional staff member who will be completely devoted 
to the support of chapter leaders and the regional vice 
presidents. Besides holding a position on the Board 
of Directors, the RVP’s role has been to support the 
chapters. The RVP’s will still be there to help the 
chapters, but this new staff member will serve as the 
consistent person right in the middle of things and 
will help ensure that your needs are met quickly. As I 
have stated before in these articles, to me, the future 
of NARPM® rests with the chapters and the delivery 
of NARPM® benefits on the local and regional level.  
With a staff member there to help, I see our chapter 
leaders less burdened, more organized and able to 
concentrate on being available to local chapter mem-
bers. I see NARPM® membership growing but more 
importantly, I see our retention improving. 

Earlier, I said that there were two ways to address 
the time constraints of our volunteers. The structure 
of the other is already there but it is often not utilized.  
We need more volunteers, and we need them to be 
organized. Think about how structure fires used to be 
put out. It was done by creating a line of volunteers 
and passing a bucket of water from one to the other. 
This method is far more effective than if you just had 
one or two delivering the water from the source to 
the fire. Those volunteers would tire quickly and the 
amount of water would be much less. It is also more 
effective than if all of those volunteers filled, trans-
ported and threw the water on the fire themselves. 
That approach lacks planning and organization and 
will delay results. The bottom line is that a chapter 
cannot deliver great benefits if just one or two volun-
teers do all of the work. We need many volunteers to 
help divide up the work in an organized fashion. 

I encourage all of you to get involved with the 
leadership of your chapter. Recruit as many volunteers 
as you can and divide up the work to different areas. 
Your chapter will flourish, and you and your fellow 
chapter members will surely benefit.

REGIONAL Communications

The RVP Bulletin

CONNECTING THE EXPANDING NARPM ® MEMBERSHIP ONE REGION AT A TIME.

Tony A. Drost, MPM® 
RMP® is the founder and 
owner of First Rate Property 
Management, Inc., located 
in Boise, Idaho. Tony earned 
a BA degree in Operations 
Management, which he 
credits as giving him the 
tools to be an effective man-
ager. Although licensing is 
not required in Idaho, Tony 
is a licensed agent to pro-
vide additional support and 
service to his clients. Tony 
can be reached by phone at 
208-794-6424 or by e-mail 
at region4vp@narpm.org.
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NARPM® CLASSIFIEDS
 ANNOUNCEMENTS

This is an example of 
how your classifi ed 
announcement will look.

Choose from four different 
categories including 
Announcements, Items for 
Sale, Services and Wanted.

 ITEMS FOR SALE

Select 3, 6 or 10 ad copy 
lines to fi t however long a 
message you need. 

For additional information, 
contact NARPM® National 
or e-mail publications@
narpm.org.

 SERVICES

We reserve the right to 
review, edit, amend or 
refuse publication of any 
classifi ed submitted.

Send your completed 
contract to NARPM®

National.

 WANTED

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

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

CREATED FOR NARPM® MEMBERS TO MAKE ANNOUNCEMENTS, AND ADVERTISE PRODUCTS AND SERVICES.

Select Ad SizeSelect Ad Size

Select CategorySelect Category
 Announcements
 Items for Sale
 Services
 Wanted

Method of PaymentMethod of Payment
 I have enclosed check # ______________ for total amount above.

 VISA      MC      AMEX      Discover

Card # __________________________________________________________________

Exp. Date _________________________________ Security Code _________________

Name on Card ___________________________________________________________

Signature ________________________________________________________________
  I authorize NARPM® to charge my credit card.

NARPMNARPM® Classified Ad Contract Classified Ad Contract 20082008
Name ___________________________________________________________  Company _____________________________________________ 

Phone ___________________________________ Fax _____________________________ E-mail _______________________________________

Line 1

Line 2

Line 3

Line 4

Line 5

Line 6

Line 7

Line 8

Line 9

Line 10

 Up to 3 Lines
 Up to 6 lines
 Up to 10 lines

$20 /
$30 /
$40 /

$30 non-member
$40 non-member
$50 non-member
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In January 2008, Colorado saw the possibility of 
rent control introduced as legislation. Colorado 

NARPM® chapters were thrilled when the bill did not 
make it past the committee. State representatives had 
already heard from numerous property owners and 
managers. NARPM® sent out an e-mail blast to Colo-
rado members, advising them to contact their local 
representatives. For many legislators, it was the first 
time they had heard from NARPM® members.  

Building a relationship with your legislators is like 
building a house. You need a strong foundation before 
you can add any building blocks. Likewise, building 
a relationship with congressional staff members is just 
as important because staff members are usually more 
accessible. Legislators rely heavily on information 
provided by their staff in making decisions and taking 
positions on legislation. Spending time building a rela-
tionship throughout the year (not just when you want 
something during the general administration) makes 
you more likely to have the legislator’s ear when an 
important issue arises.  

The first steps on the way to building a relationship 
are to join an organization such as NARPM®, attend 
functions, introduce yourself and communicate. 
Know your organization. If you are speaking on its 
behalf you will want to be a credible representative.  
Be aware of your organization’s positions.  

If your legislator is holding a hearing or workshop, 
try to attend. Understand the purpose of the meeting.  
Is it a formal meeting or a chance handshake? Dress 
appropriately; if it is formal, wear business attire. Oth-
erwise, neat and conservative clothing is appropriate.  

Always address your senator or representative 
properly and identify yourself immediately at each 
contact. Public officials meet too many people to 
remember everyone. Be courteous and never argu-
mentative. You will not win anyone over to your side 
by being loud and aggressive. Maintain eye contact 
and use a firm handshake.   

Don’t be surprised if it appears your legislator 
doesn’t know about the bill or you know more about 
the issue than he/she does. Remember, no one can 

know everything regarding an issue. Don’t hesitate to 
admit your lack of knowledge on a particular point, 
and be willing to find out the answer and report back.  

Personal stories are good, but don’t overdo it.  
Keep the story to the point and relevant to your issue.  
Remember, their time is limited. When giving out 
literature make sure it is easy to read and highlight 
important facts and arguments.  

The telephone is an effective tool. Remind the leg-
islator of any previous contact. If the member is not 
available, speak with the legislative aide. Letters are 
important. The amount of mail on a particular piece 
of legislation frequently helps determine the legisla-
tors’ approach to an issue. In all correspondence be 
sure to include your name (legibly), address and tele-
phone number.  

Know your legislator. Try to understand the basis 
for his/her position. Be aware of prior commitments 
favorable to your organization’s positions. Know the 
status of the legislation and refer to a bill by number. 
Be an objective individual and sympathize with the 
concerns of both sides. Another great way to get to 
know your legislators is to invite them to speak to 
your organization. They may not even realize an orga-
nization such as yours exists.  

Things to remember:
Don’t begin with, “As a tax payer…” (your • 
elected representative knows you pay taxes).
Don’t apologize for taking his or her time. If you • 
are brief and to the point, he/she will be glad to 
hear from you.
Don’t be arrogant, condescending or threatening • 
toward legislators or their staff.  
Don’t expect an answer/commitment right away.• 

Follow up and thank your legislator for taking the time 
to meet with you. If appropriate, follow-up with a 
thank you note. Remember to always be courteous; 
you never know when the opportunity may arise 
where your expertise may be needed and your legis-
lator may call on you.

GOVERNMENTAL Affairs

Legislative Scoop

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

Dena Watson is the Leg-
islative Coordinator for the 
Western Colorado NARPM® 
Chapter. She is an Associate 
Broker/Leasing Agent for 
Premier Property Manage-
ment in Grand Junction, 
CO. Dena is also serving on 
the National Governmental 
Affairs Committee. She can 
be reached at dena@pre-
mierpropertygj.com.
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2007/2008 Designation Candidates

RMP® CANDIDACY
B. Scott Abernathy
Melva Albone
Linda Allen
Carrie Appling-Lake
Karen Ayers
Shawn Beard
Debbie Bennett
John Bradford
Tina Bradley
Alicia Brim
Charlie Brown
Lana Byrne
Sandra Clark
Marc Cunningham
Jerry Dean Holt, Jr.

Dianna Erickson
Dennis Flesher
Leeann Ghiglione
Hardeman Godbee
Bob Gunson
Phillip Henderson
Ronald Herdt
Eric Hoglund
Cindy Hoover
Karl Jennings
W. Sean Kerr
Betty Kirby
Traci Lewis Van Camp
Donna Littleton
Dan Lopez
Tina Lopez

Anthony Marotta
Carolyn Matthews
Paul Matthews
Jackie McCormick
Barbara McDonald
Nancy Myers
Beverly Perina
William Rowan
Lynn Sedlack
Tom Sedlack
Taylor Simonton
Mark Smith
Kellie Tollifson
Mark Vonder Meulen
Leisa Marie Wells
Marc Witmer

Is your name listed here as a 
designation candidate? It should be! 
Don’t waste another minute and put it 
off, apply for your designation today!

CRMC® CANDIDACY
Boardwalk Real Property Mgmt.
Stephen Foster, MPM® RMP®

Browning-Gordon & Co., Inc.
Beverly Browning, MPM® RMP®

IPM Corporation
Kittredge Garen, MPM® RMP®

Rollingwood Mgmt., Inc.
Michael Francis, MPM® RMP®  

Terra Residential Services, Inc.
Mike Mengden, MPM® RMP®

Watson Realty Corp.
Wendell Davis, MPM® RMP®

MPM® CANDIDACY
R. Scott Corbridge, RMP®

Cary Efurd, RMP®

Lynda Farren, RMP®

Dorothy Hardee, RMP®

Linda Holzer, RMP®

Nat Holzer, RMP®

Michelle Horneff-Cohen, RMP®

Marty Hutchison, RMP®

Paul Irey, RMP®

Robert Lynde, RMP®

Kathryn MacGeraghty, RMP®

Barbara Mayo, RMP®

Anne McCawley, RMP®

Kandy Meehan, RMP®

James Pickett, RMP®

Barbara Smith, RMP®

Geri Stephens, RMP®

Gary Walker, RMP®

Chris Warren, RMP®

Sylvia White, RMP®

CSSsm CANDIDACY
Krista Alcott
Kimberly Cowen
Lynette Field
Kelly Willis
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Our company’s specialized and lengthy experience 
in providing software, training and support for 

property managers and owner-operators in Southern 
California and the Southwest is often the basis for 
general questions related to property management 
and property management software. A key question 
from potential users is one directed at the process of 
acquiring property management software. The fol-
lowing observations and recommendations relate to 
the search, evaluation and selection of prospective 
property management systems. Special emphasis 
should be applied to the initial steps, since they 
provide the foundation for successful selection and 
implementation. Too often minimal time and effort 
are spent on proper preparation resulting in a poor 
to disastrous selection which, for some management 
companies, has necessitated the replacement of the 
software by DRE mandate. The steps in making a 
selection should include:

1) PREPARE A LIST OF REQUIREMENTS. This is a list 
of “must have” and “ nice to have” requirements and 
a budget estimate for the program, training and sup-
port. It should also include a solid set of accounting, 
regional and technological requirements appropriately 
matched to fee management operations. The avail-
ability of both a “standalone” version (runs on a user’s 
PC/network) and an “online hosted” version of the 
system provides additional options and alternatives to 
match to the user’s needs. 

A common mistake is the assumption that most 
property management systems include the necessary 
routines to satisfy the varied and special requirements 
of state and/or regional government. They don’t. 
The various state DREs vary greatly in the extent and 
procedural requirements to satisfy DRE compliance. 
Some states apply sales tax to rental income. Their 
tenant/landlord laws are also varied and volatile 
requiring additional program routines to handle the 
variations. It is important to understand the special 
issues that relate to the state(s)/region(s) your com-
pany operates in and the appropriate due diligence 

preparation in order to match those requirements.  
Much of the software advertising, however, tends to 
promote the somewhat utopian view that “one size 
fits all.” The advertising and the associated products 
receive an additional benefit when they appear in 
magazines whose audience may have even more 
specific requirements and/or higher standards; such is 
the case with fee property managers. The recipients/
readers of the magazines may assume some additional 
level of credibility/certification when none exists. The 
traditional caveat, “Buyer Beware” should be empha-
sized. The requirements list that was created in step 
one will then provide an agenda for the questions to 
be asked during the software presentations/reviews to 
follow.   

2) OBTAIN REFERRALS. These are important “second 
opinions” derived from current users, trade associa-
tions and other sources that have some awareness 
of the program, developer and or dealer. Referrals 
may shortcut the search for programs and developers 
or dealers of interest as compared to searching the 
Internet which may provide thousands of property 
management software hits, many of which are not 
worth your time to investigate. Referrals need to 
be qualified. The source of the referral needs to be 
aware of, or working with, software that has the same 
generalized requirements as the company requesting 
the referral. Popular programs may be referred or rec-
ommended even when the program does not match 
the potential user’s actual requirements, creating a 
mismatch of capacity, capabilities, and/or cost. The 
inappropriate recommendation unfortunately may 
take precedence over a proper investigation when 
abetted by a sales person willing to ignore a sales 
order opportunity.    

3) REVIEW THE PROGRAM. This could be done by 
installing and then reviewing the system using a dem-
onstration version of the program. A more detailed 
presentation of the program may be available at a 
scheduled live demonstration of the program or pos-

TECHNOLOGY Matters

Dick Jonilonis has, for 
many years, been a member 
of San Diego County Apart-
ment Association as an 
owner, property manager 
and industry partner/sup-
plier. His company, Dick 
Jonilonis & Associates, is an 
affiliate member of the San 
Diego Association of REAL-
TORS® and the National 
Association of Residential 
Property Managers. He 
has authored over a dozen 
articles in a number of mag-
azines relating to real estate 
and property management 
automation. 

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

Shopping for Software
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Going to Charlotte for Leadership Training was quite 
an experience. The first day was spent at the Board of 
Directors meeting. One of the first people that I met 
was Michele Brassard, the editor of the Residential 
Resource. We hit it off immediately. She is a smart 
lady. What credentials! I was so impressed by how 
easy it was to get to know her. Do you think this will 
help get my article into an upcoming issue? [Editor’s 
Note: Apparently!]

Michele was attending the open Board of Direc-
tors meeting along with myself and about five other 
interested people. Even though I have attended three 
conventions, I had never gone to a Board of Directors 
meeting. They are open to anyone and everyone, but 
I just never felt the need to go. I am not really sure 
why I decided that I needed to go this time, but I am 
sure glad that I did attend. In fact, I told several Board 
members that maybe all new NARPM® members 
should be required to attend all or part of a Board 
meeting. 

As the meeting progressed, President Betty 
Fletcher, MPM® RMP®, made sure that every member, 
including people like myself, had an opportunity to 
comment on any of the discussion. What a won-
derful feeling to know they were interested in what 
I thought. It was very impressive that each Board 
member had the best interest of NARPM® at heart. 
They truly are working hard to promote NARPM® 

and work on the “Endless Possibilities” that can make 
NARPM® the very best that it can be. Executive 
Director Gail Phillips, CAE, helped guide the Board. It 
was exhilarating to see how she guided them to follow 
Robert’s Rules of Order and how she did her best to 
keep them on track. It did not always work, but she 
made a valiant effort.

The next day was spent with either past presidents 
or Board members conducting classes. You could tell  
they had spent a lot of time making sure that they had 
done their homework on preparing for these classes. 
The classes were structured around what makes a 
leader and how to be a better leader. We learned the 
dynamics of being in groups with everyone being a 
leader and having a common goal.

There were around 45 in attendance and having 
a small group like this, it gave us the opportunity to 
meet and talk with everyone. When attending a con-
ference, it is sometimes easy to lose the intimacy of 
getting to know everyone. This was a refreshing and 
relaxed atmosphere.

The one thing that I would like to point out to 
everyone is that you do not have to be one of the 
officers of your local chapter to attend. It is a great 
opportunity to spend time with your Board of Direc-
tors and learn how to be a better person, a better 
property manager and a better NARPM® member. 
Let’s have more of these!

Lynda Farren, RMP® 
CCIM is the broker/owner 
of Mountain Manager & 
Associates in Hiawassee, 
Georgia. Lynda has been 
a broker for 30 years and 
began her company four 
years ago when she saw the 
need for quality property 
management in the North 
Carolina/North Georgia 
Mountains. Lynda has been 
a member of NARPM® since 
2004. She has been active 
in the Atlanta Chapter and 
is currently serving as vice 
president. She believes in 
NARPM® and drives two 
and a half hours each way 
to attend monthly NARPM® 
meetings. She is married 
with two grown children and 
nine grandchildren.

Did youyou miss it?
the experience of East Coast Leadership Training
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Now that Leadership Training is over, I am sure 
that many of the chapter leaders who attended 

have gone back to their chapters and shared the 
wealth of knowledge they took with them when they 
left. I am also sure many of you who were unable to 
go will want to plan on attending next year after you 
hear what a fantastic experience they had. 

Don’t wait until next year to start learning. Use 
your chapter meetings to go over the information 
they brought back to you. Each chapter leader was 
given a great book of very informative and useful 
documents. A CD was also included with all of the 
same information for easy use with computer access. 

They were also trained on using the incredibly 
valuable NARPM® website. If you have not had the 
opportunity or time to use it lately, you really should 
take a look at it. You can now add up to 10 zip codes 

so that when the public searches for a property 
manager you can show up in more than one area 
instead of just the area your office is located in. This 
feature is one of the many things you have been 
waiting for. The website is a toolbox filled with all 
kinds of tools to help you succeed. Using it can make 
a big difference in your life as a property manager.

Remember, information is power and the 
NARPM® website is chock full of information. You 
owe it to yourself to schedule time every day to visit 
the website and see what new information you can 
pick up. Read it religiously, like you do the local 
newspaper or Wall Street Journal. As a member, you 
do not want to be left behind because you did not 
take the time to keep up with the latest trends and 
happenings in your association.

Cher Leadbeater is the 
administrative assistant 
for NARPM®. She can 
be reached at NARPM® 
National at 800-782-3452 
or info@narpm.org.

“Chapter leaders who attended have gone back to their chapters and 

 shared the wealth of knowledge they took with them when they left.”
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As a professional property manager, we are experts 
in our field and speak to prospective investors every 
day about our local rental market, vacancy levels and 
rental price trends. We are highly knowledgeable 
and successfully sell our services every day. Yet many 
of us don’t take the opportunity to practice what we 
are already experts in—leasing and managing rental 
property.

Have any of you had properties you manage go 
into foreclosure because the owner was delinquent in 
making their mortgage payment? Have you received a 
call from a tenant who just had a REALTOR® knock on 
their door informing them the home they are renting 
is scheduled to be foreclosed next month? Has an 
investor contacted you about selling his home and 
found out that he can only sell to an investor because 
they are obligated to lease the property and cannot 
breach the lease agreement?

My personal favorite is the investor who purchased 
a rental property on speculation of appreciation with 
an ARM mortgage. The owner had a $200 monthly 
negative cash flow year one. Now, he has a $400 
monthly negative cash flow and cannot afford to 
cover the shortage. Secondly, the new house they 
purchased is worth less than what they paid for it 
three years ago. Worse, they tried unsuccessfully to 
sell the home with the tenant occupying the property 
only to find out they can’t refinance the mortgage. 
Many lenders will not refinance a home that was 
recently listed for sale in the MLS system.

Rents are increasing in some markets because 
many tenants can no longer qualify for a mortgage to 
purchase a home. I can’t think of a better opportunity 
to purchase a property than from your own client. 
The investor is highly motivated, needs to sell asap 

and cannot afford to have a home stay vacant on the 
market without collecting rent. 

As a licensed real estate professional, you must dis-
close fair market value to the owner. You cannot take 
advantage of a consumer or owner. Interest rates are 
still very low, even for investors. Most lenders require 
proof of down payment, closing costs and six months 
reserves (monthly mortgage payment x 6) to qualify 
for a non-owner occupant mortgage. Lenders will 
allow the seller to pay a 2% seller concession towards 
your closing costs, and all commissions are negotiable.

Sound too difficult to qualify? Not at all. You can 
still purchase your property with little to no money 
down but must have the down payment and reserve 
funds in the bank to qualify for the mortgage. A retire-
ment or IRA account can be considered for the six 
months reserves.

Here’s how to do it. In my last transaction, I nego-
tiated a 4% commission and a 2% seller concession to 
pay the majority of my closing costs. I walked away at 
closing with a 4% commission and used my business 
line of credit to pay back my actual out-of-pocket 
expenses. I even received the tenant’s pro-rated rent 
and security deposit after closing. It was better than 
playing Monopoly!

I purchased the property just below market value. 
My investor received his sales proceeds within 30 
days and avoided thousands of dollars in vacancy and 
repair costs. He is very happy to get rid of the prop-
erty without paying thousands of dollars, and I now 
have a rental property with a paying tenant! 

In my next article, I will discuss how you can 
leverage your rental property to generate additional 
business and tax savings.

Chris Warren, RMP® is 
the owner and broker for 
SmartSource Realty (sales), 
Chris Warren Realty (leasing 
and property management), 
and Maintenance Made 
Simple. He received his BBA 
in Marketing in 1991 and 
his MBA in 2000. Chris is a 
licensed real estate broker 
and loan officer.

It was better than 
playing Monopoly!

Buying Your PropertyfirstfirstTAKE THE PLUNGE



2221-D Peachtree Road, Suite 220
Atlanta, Georgia 30309

(800) 332.1031
Fax (408) 356.0808

National Exchange Intermediary
visit Starker.com

John W. Mangham, MPM, CPA
Regional Manager

“Deferring capital gains taxation for
NARPM members and their clients since 1992”

National Association of Residential Property ManagersNational Association of Residential Property Managers
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PROFESSIONAL MEMBERS
Paul W. Arrington
Arrico Realty & Property Mgmt., LLC
4627 Daventry Place
Valrico, FL 33596
813-662-9363

Brian Augustine
Elite Team Realty/Property Mgmt.
756 Tyvola Road #126
Charlotte, NC 28217
704-521-2735

Kathy Banks
Caravan Properties, LLC
5225 Galley Road
Colorado Springs, CO 80915
719-570-0240

Joycelyn L. Bell
Century 21 Curbow Realty
1223 Lake Plaza Drive #C
Colorado Springs, CO 80906
719-390-1100

Timothy E. Brunner
RE/MAX Connections
6825 Silver Ponds Heights #108
Colorado Springs, CO 80908
719-494-2260

Harold Bumbarger
Buck & Buck, Inc. REALTORS®

9137 Merrill Road
Jacksonville, FL 32225
904-641-9466

Angela Byrne
Byrne Management
7376 McLaughlin Road #S
Peyton, CO 80831
719-494-2777

Lourdes R. Campos
Our Castle, LLC
1506 Cloud Gate
San Antonio, TX 78248
210-317-7850

Gwenever Cannon
Century 21 North Homes
13322 Highway 99 S #201
Everett, WA 98204
425-743-4009

Marla Carmona
Foothills Properties
6262 N Swan Road #165
Tucson, AZ 85718
520-299-2100

LeAnn Carver
Bella Terra Realty, LLC
240 N Pleasant Street
Prescott, AZ 86301
928-777-0300

Alisa Cool
Journey Real Estate
624 W Gurley Street #C
Prescott, AZ 86305
928-796-8464

Christina Davis
RE/MAX Realty Resources PM
890 S Sun Drive
Lake Mary, FL 32746
407-333-1010

Lori Day
Sacramento Delta Property Mgmt.
3800 Auburn Boulevard #A
Sacramento, CA 95821
916-486-7740

Stephen Doll
RE/MAX Alliance
4701 Columbus Street #200
Virginia Beach, VA 23462
757-456-2345

Christopher Edmondson
Prime Properties
2651 CitiPlace Court #750-127
Baton Rouge, LA 70808
225-993-4159

Paul Eveleth
Exit Realty South Bay
21257 S Hawthorne Boulevard
Torrance, CA 90503
310-500-6789

George Flood
T&C Home Management
5430 Castle Bar Lane
Alexandria, VA 22315
703-822-0207

Robert Gering
Century 21 Accent Homes
3111 Telegraph Corner Lane #200
Alexandria, VA 22310
703-971-5000

Carol Greener
Carol Greener Properties
5098 Foothills Boulevard #3-206
Sacramento, CA 95747
916-838-1227

Nesa Grider
First Preston Management, Inc.
5040 Addison Circle #400
Addison, TX 75001
972-788-1100

Amy Henwood
Journey Real Estate
624 W Gurley Street #C
Prescott, AZ 86305
928-776-8464

Karen L. Homa
Bennett Property Management
101 E 1st Avenue #105
Mesa, AZ 85210
480-969-1818

Gary G. Hopkins
Gary Hopkins Property Mgmt.
17331 IH-35 N #103
Schertz, TX 78154
216-519-300

Carol Imaino
Realty Pacific Ltd.
1520 Ward Avenue #1401
Honolulu, HI 96822
808-487-0050

Lyn Ivans
Sacramento Delta Property Mgmt.
910 Florin Road #100
Sacramento, CA 95831
916-429-4563

Jerry Jennings
Realty Executives Fine Homes
3410 Richards Street
Nashville, TN 37215
615-578-2100

Tonya John
RE/MAX Gold Partners
175 E Main Street #111
Apopka, FL 32703
407-889-2500

Blane Johnson
Incline at Tahoe Realty
PO Box 7262
Incline Village, NV 89452
775-831-9000

John Johnson
RentInRichmond.com
2226 W Main Street
Richmond, VA 23220
804-358-7368

A WARM WELCOME TO ALL THE NEW MEMBERS WHO JOINED FROM FEBRUARY 22–MARCH 21.

MEMBERSHIP Growth

NARPM® offers different 
types of membership 
so that everyone in the 
residential property 
management industry 
can participate.
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Karen Johnson
Bermuda Realty Company Limited
PO Box HM 1886
Hamilton, Bermuda, HM HX
441-292-1793

R. Edward Johnson
Island Brokers Realty, LLC
520 E Whidbey Avenue #103
Oak Harbor, WA 98277
360-679-1591

William Kelley, Jr.
Kelley Rentals
7345 Lynch Road
Sebastopol, CA 95472
707-824-2222

Linda M. Kelly
Linda M. Kelly, Inc. dba 
HawaiiVacationRentalOnline.com
75-5801 Alii Drive #A1
Kailua-Kona, HI 96740
808-331-3445

Michelle Kovach
Foothills Properties
6262 N Swan Road #165
Tucson, AZ 85718
520-299-2100

Shannon LaPorte
Investors Choice Property Mgmt.
PO Box 2062
Eagle, ID 83616
208-887-9894

Shyla Larman
Investors Choice Realty, LLC
7571 S Willow Drive #103
Tempe, AZ 85283
480-345-1845

Diana Marceau
Marceau Real Estate
4801 E McKellips Road #104
Mesa, AZ 85215-2527
480-505-1044

Andrea Mayer
Capital Property Mgmt., LLC
PO Box 6722
Boise, ID 83707
208-283-5663

Tim McDaniels
RE/MAX Prestige Properties
500 N Lake Havasu Avenue #A100
Lake Havasu City, AZ 86403
928-855-5444

Anna McNair
Kokopelli Property Management
607 Old Santa Fe Trail
Santa Fe, NM 87505
505-988-7244

George Misok
RE/MAX Alliance
4701 Columbus Street #200
Virginia Beach, VA 23462
757-456-2345

Chrysztyna Montanez
Rowek Inc dba Lighthouse Cove 
Property Management
10049 Kitsap Mall Boulevard #202B
Bremerton, WA 98312
360-698-3829

Mark A. Moore
RE/MAX Alliance
4701 Columbus Street #200
Virginia Beach, VA 23462
757-456-2345

Kristy D. Oneto
Whisler Land Company, CRMC®

PO Box 161266
Sacramento, CA 95816
916-446-6663

Ashley Peterson
Property Advantage, Inc.
253 S Highway 101 #A
Solana Beach, CA 92075
858-509-0500

Marie Plourde
33rd Company, Inc.
10451 Glen Eagle Circle
St. Paul, MN 55129
651-777-5500

Deborah Porth
Park Avenue Properties, LLC
21121 Catawba Avenue
Cornelius, NC 28031
704-334-2626

Jodi Rose
Pickett Property Management
9601 Provost Road #201
Silverdale, WA 98383
360-698-7840

Kevin Rose
Pickett Property Management
9601Provost Road #201
Silverdale, WA 98383
360-698-7840

Cynthia Schneider
T&C Home Management
5430 Castle Bar Lane
Alexandria, VA 22315
703-822-0207

Dennis E. Schroader, Sr.
Chatelain Property Management
3518 Sixth Avenue #301
Tacoma, WA 98406
253-203-6056

Layla Shea
33rd Company, Inc.
10451 Glen Eagle Circle
St. Paul, MN 55129
651-777-5500

Ethel T Shima
Ivy K Realty, LLC
1030 Ala Kapua Place
Honolulu, HI 96818
808-839-5759

Derren Storm
Select Property Management
4062 Flying C Road #39
Cameron Park, CA 95682
530-672-5488

Geri Taylor
Weston Ranch Property Mgmt.
PO Box 250
Acampo, CA 95220
209-983-4040

Robin Vega
MegaVega Properties
120 Hui Road F #D14
Lahaina, HI 96761
808-264-4753

Phyllis P. Wansley
North Atlanta Realty, Inc.
3276 Buford Drive #104-306
Buford, GA 30519
678-377-2567

Blake M. Woods
Dimensions In Real Estate
810 Jamacha Road #201
El Cajon, CA 92020
619-440-5161

Mark A. Zubek
Home Rentals & Realty, Inc.
13986 Bonnie Brae Drive
Largo, FL 33774
727-595-6078

SUPPORT STAFF
Beverly Davis
Select 1 Realty/Property Mgmt.
1500 A Street
Antioch, CA 94509
925-706-9000

Adriana Fruiht
Boardwalk Real Property Mgmt, Inc.
2141 NW Military Highway #101
San Antonio, TX 78213
210-340-1717

Sylvia Garcia
Healdsburg Property Management
60 A Mill Street
Healdsburg, CA 95448
707-433-8899

Madeliene Haygood
Otero Realty Group & Prop. Mgmt.
1000 W Apache Trail #107
Apache Junction, AZ 85220
480-983-9600

Sandy Mello
Select 1 Property Management
1500 A Street
Antioch, CA 94509
925-706-9000

Martine Miller
Property Advantage, Inc.
253 S Highway 101 #A
Solana Beach, CA 92075
858-509-0500

AFFILIATES
Garon M. Boyd
ACN BC Communication
12220 Castle Pines Drive
Beltsville, MD 20705
202-498-3832

Harrison Ennis
Replacement Steps
920 S Ocean Boulevard
North Myrtle Beach, SC 29582
843-222-1217

Cole Hockett
ACRAnet
521 W Maxwell Avenue
Spokane, WA 99201
509-324-1350

Mike Sparks
Air Klean
6810 N Broadway
Denver, CO 80221
303-650-4799

BENEFITS OF JOINING
Business Building Referrals• 
Networking Opportunities• 
Industry-Related News• 

Annual Convention • 
and Trade Show
Leadership Training• 
Regional/State Conferences• 

Educational Opportunities• 
Nationally Recognized Profes-• 
sional Designation Program
Local Chapters• 

National & Local Affi liates• 
Award-Winning • 
Publications
International Web Exposure• 
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EARN REWARDS AND ACHIEVE AMBASSADOR STATUS FOR REFERRING NEW NARPM® MEMBERS.

AMBASSADOR Program

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 $245 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 NARPM1. ® 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 2. 
members starts the day the first application is 
processed.
When the fifth application is received, an 3. 
award certificate and a recognition certificate 
will be issued and dated. A $245 NARPM® 
credit will also be issued.

FEBRUARY 22, 2008–MARCH 21, 2008

NEW MEMBER
Deborah Porth
Beverly Davis
Sandy Mello
Linda M. Kelly
Geri Taylor
Diana Marceau
Christina Davis
Shyla Larman
Gary G. Hopkins
Madeliene Haygood
Christopher Edmondson
Phyllis P. Wansley
Kristy D. Oneto
Karen L. Homa
Karen Johnson
Lyn Ivans
Stephen Doll
George E. Misok
Jerry Jennings
Chrysztyna Montanez
Marie Plourde
Layla Shea
Sylvia Garcia
Mark A. Zubek
Adriana Fruiht
Ashley Peterson
Martine Scoma Miller
Blake M. Woods
Joycelyn L. Bell
William Kelley
Jodi Rose
Kevin Rose
Mark A. Moore
Amy Henwood
Alisa Cool
LeAnn Carver
Paul W. Arrington
Tonya John
Lori Day
Sandi Schultz
Marla Carmona
Michelle Kovach
Cindy Davila
Angela Byrne

REFERRING MEMBER
John Bradford
Wayne Metz
Wayne Metz
Linda Sasaki
Trudy Miller
Steve Urie, MPM® RMP®

Tina Lopez
Elise Otero
Tim Brown
Elise Otero, RMP®

Kevin Martin
Doug Wansley, RMP®

Robert Winger, MPM® RMP®

Anne McCawley, RMP®

Paul Matthews
Ted White, MPM® RMP®

Lee Halyard
Dawn Crawford
Ron Wills
Janice Beam
Lynn Sedlack
Lynn Sedlack
Pamela Taeuffer
Kym Ottaviani
Stephen Foster, MPM® RMP®

Melissa Prandi, MPM® RMP®

Melissa Prandi, MPM® RMP®

Roger Holtsclaw
Nancy Ryan, MPM® RMP®

Jock McNeill
James Pickett, RMP®

James Pickett, RMP®

Dawn Crawford
Shirley Nelson, RMP®

Shirley Nelson, RMP®

Anne McCawley, RMP®

Brian Birdy
Fred Thompson, MPM® RMP®

Ted White, MPM® RMP®

Leslie Latham, CRS®

Louis Kahn
Louis Kahn
Louis Kahn
Mary Calvert

2008 AMBASSADORS
Dawn Crawford
Kevin Martin

Melissa Prandi, MPM® RMP®

Tonya Scarlette

What Would YOU Do 
with $245 NARPM® 
Dollars?
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DEMONSTRATE THAT YOU HAVE EXPERT KNOWLEDGE ABOUT RESIDENTIAL PROPERT Y MANAGEMENT.

DESIGNATION Classes

Interested in 
Sponsoring?
Opportunities are 
available to chapters 
that would like to 
further member 
education and 
increase their chapter 
funds. However, it 
takes time to plan 
a class so give your 
chapter five to six 
month’s lead-time if 
you wish to sponsor.

DATE LOCATION CLASS INSTRUCTOR

 

Online Designation Courses are now available 
through America’s Best Real Estate Education. For 
information and/or to enroll visit www.narpm.org.

Name _______________________________________________________________

Company _____________________________________________________________

Address ______________________________________________________________

City/ST/Zip ___________________________________________________________

Phone ________________________________ Fax ___________________________

E-mail _______________________________________________________________

Register for Classes

Name of Class Class Date Cost

___________________________________ _________________ $ ________

___________________________________ _________________ $ ________

___________________________________ _________________ $ ________

Total $ ________

Method of Payment

 I have enclosed a check for $ __________ Check # _______________________

 Please charge my credit card in the amount of $ _________________________

  Visa      MasterCard      Discover      American Express 

 Card Number _______________________________ Exp. Date _________

 Name of Cardholder ___________________________________________

 Signature _____________________________________________________
          I authorize NARPM® to charge my credit card.

FEES
RMP® Classes
Member
Nonmember
Retake
RMP®/MPM®

Early Registration*
$195
$295
$100
$97.50

Registration
$225
$325
$130
$127.50

MPM® Classes
Member
Nonmember
Retake
MPM®

$395
$495
$300
$197.50

$450
$550
$355
$252.50

Ethics Class
Member
Nonmember

$45
$95

$45
$95

*to receive the early registration price, payment must be postmarked, 
faxed or e-mailed 30 days prior to the class.

CLASS INFORMATION
See individual class flyers for times and additional information.  • 
Flyers may be downloaded from www.narpm.org.• 
RMP• ® classes qualify for 6 hours of NARPM® certification.
MPM• ® classes qualify for 12 hours of NARPM® certification.
All materials will be given to students on the day of the class.• 
All attendees are required to make their individual hotel • 
reservations.

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

Mail1.  form below to 
NARPM®, 638 Inde-
pendence Parkway, 
Suite 100, Chesa-
peake, VA 23320.

Fax2.  your form with 
credit card payment 
to 866-466-2776. 
Please do not mail 
the original.

Online 3. registration 
is also available 
through Internet 
Member Services at 
www.narpm.org.

May 13, 2008
May 13 & 14, 2008
May 14, 2008
June 26, 2008
July 16, 2008
July 16 & 17, 2008
July 17 & 18, 2008
July 17, 2008
July 18, 2008
Sept. 22, 2008
Sept. 22 & 23, 2008
Sept. 23, 2008
Sept. 25, 2008

Littleton, Colorado
Littleton, Colorado
Littleton, Colorado
Stuart, Florida
San Antonio, Texas
San Antonio, Texas
Atlanta, Georgia
San Antonio, Texas
San Antonio, Texas
Kauai, Hawaii
Kauai, Hawaii
Kauai, Hawaii
Kauai, Hawaii

Ethics
MPM® Owner/Client
RMP® Marketing
RMP® Marketing
RMP® Marketing
MPM® Risk Management
MPM® Owner/Client
RMP® Habitability
Ethics
RMP® Office Operations
MPM® Maintenance Co.
RMP® Marketing
Ethics

Susan Albern, MPM®

Peter Meer, MPM®

Dave Holt, MPM®

Fred Thompson, MPM®

Betty Fletcher, MPM®

Dave Holt, MPM®

Fred Thompson, MPM®

Betty Fletcher, MPM®

Julie Potts, MPM®

Dave Holt, MPM®

Ray Scarabosio, MPM®

Dave Holt, MPM®

Darryl Kazen, MPM®
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MMore than 90% of renters use the Internet to research rental housing.

                Are you where renters are?

Advertise your properties with RentalHomesPlus and get:

• Exposure - Your RentalHomesPlus listing receives exposure 
to millions of renters

• Experience - We've been in the business of driving qualified leads 
to all types of properties for years

• Value - Advertising your property online is a cost effective way 
to reach renters

Start your listing today! 
Contact:
(866) 399-4944
sales@rentalhomesplus.com
www.rentalhomesplus.com

RentalHomesPlus targets renters specifically looking for single family home, 

townhouse and duplex rental properties. Powered by Apartments.com, RentalHomesPlus 

offers renters free searches of a national database of rental homes. In addition, 

the site provides property owners & managers with a valuable and cost-effective 

resource for advertising vacancies.

NARPM®

638 Independence Parkway, Suite 100
Chesapeake, VA 23320


