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President’s Message

Envision a day when NARPM® is con-
tacted by major media outlets and govern-
mental officials seeking input on legislation 
to discuss how it affects the property man-
agement industry. NARPM® would be at the 
forefront for property management, just as 
NAR (National Association of Realtors®) 
is for real estate sales. The big question is, 
“How do we get to that point?” 

In May, I had the pleasure of attending 
Day on the Hill in Washington, DC with 
Deb Newell, MPM® RMP®. It was an eye-
opening experience, and I encourage 
everyone to participate in this event even 
if it is on a local level. The Senators, Repre-
sentatives, and/or their staff were inquisitive 
and asked many questions about how we 
felt about certain issues. They wanted to 
learn more about our association. The one 
thing we were told over and over was, “I 
wish I had spoken with you a week ago to 
discuss the FHFA REO Initiative.” By the 
time they met with us, the legislation had 
already passed. It was upsetting to hear 
them say this. If NARPM® had a stronger 
presence, we would have had the opportu-
nity to provide them with our position, thus 

impacting the outcome for the betterment 
of the industry.

If you are unfamiliar with REOs, here is a 
brief explanation. REO (Real Estate Owned) 
is a class of property owned by a lender—
typically a bank, government agency, or gov-
ernment loan insurer—after an unsuccessful 
sale at a foreclosure auction. Pre-qualified 
investors are allowed to purchase pools of 
foreclosed property with a requirement to 
rent the properties for a specified number 
of years. The objective of the program is to 
address current and future levels of REO 
inventory and help stabilize the housing 
markets and minimize the impact of fore-
closed properties. It is unclear what effect 
this program will have on rental markets in 
the targeted areas. 

NARPM® currently has a Governmental 
Affairs Committee, chaired by Deb Newell, 
MPM® RMP®. Over the last couple of years, 
the committee has substantially grown. This 
reflects the membership’s desire to become 
more involved in federal, state, and local 
legislative issues. 

The Governmental Affairs Committee 
is looking into the impact that a Political 

Action Committee (PAC) would have on 
NARPM®. PACs are viewed as an invest-
ment to further the issues important to the 
applicable industry (property management). 
In a sense it is your best insurance against 
poorly designed small business, real estate, 
and property management legislation. If you 
are knowledgeable in this area or have an 
opinion either way, I urge you to contact our 
Governmental Affairs Chair or National. 

If you are interested in being on the 
Governmental Affairs Committee, there are 
positions open. You do not need to have 
extensive knowledge about legislation or 
politics. All you need is to be passionate 
about the property management industry 
and understand the importance of edu-
cating our government about what we do 
and need. Please feel free to contact Deb 
Newell, MPM® RMP®, directly or contact 
National to inquire about becoming a comi-
ttee member. Maybe the vision will become 
a reality someday.

Jayci Grana, MPM® RMP®

2012 NARPM® President

“�If NARPM® had a stronger presence, we 
would have had the opportunity to provide 
them with our position, thus impacting the 
outcome for the betterment of the industry.”

NARPM®’s Finest by President Grana

This month I would like to recognize 
Carrie Fjeld, MPM® RMP® ARM®.  She has 
been a member since 2003 and works for 
Bell-Anderson and Associates, CRMC® in 

Kent, WA. Many may know her as the 2011 
Convention Committee Chair where her 
professionalism and dynamic leadership 
skills were evident by the success of the con-
vention. She currently serves as Vice Chair 
of the Member Services Committee. In the 

past, she has served on several National 
Committees in addition to being a Chapter 
Leader. A big thank you goes to Carrie for 
all of her hard work, time, and dedication to 
the association.    
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DeskExecutive Director
From the

of the

Gail S. Phillips, CAE

The final regional conference (South Central) wrapped 
up in May and it was also a great success. Thanks to the 
outstanding efforts of Leesa Harper Rispoli, Conference 
Chair; Bart Sturzl, MPM® RMP® and South Central RVP; 
and the rest of the conference planning group. Everyone 
learned a great deal and had an outstanding time seeing 
San Antonio sites. The conference took place at the Riv-
erwalk in San Antonio. It was delightful to see everything 
the Riverwalk has to offer, thanks to the outstanding tour 
guide, Steve Foster, MPM® RMP®. If you have never 
been to Texas, contact one of the many Texas members 
and plan a visit. Make sure to attend one of their chapter 
meetings. You will have a great time because things are 
always bigger in Texas!

During this regional, the volunteers celebrated the 
birthday of NARPM® President Jayci Grana, MPM® 
RMP®. During the sold out vendor reception a mariachi 
band serenaded attendees and sang a Spanish version of 
Happy Birthday. Thanks to everyone who planned the 
numerous surprises for President Grana as she enjoyed 
every moment of it.

We are coming up on the National Convention 
that will be held at the Hyatt Regency Crystal City in 
Arlington, Virginia. I know some of you are extending 

Talk about 
experiences, 
one of the break 
outs will be 
funny stories 
that happen 
in Property 
Management by 
Robert Lynde. 
This session 
should make 
you chuckle and 
realize you are 
not the only one 
these strange 
things happen to!

your visit so you can spend time visiting our nation’s 
capital. Washington, DC is an awesome city with the 
majority of their museums having no admission charges. 
You can see the White House and the legislative 
branches in action. Just hop on the Metro and you can 
explore the area. There is even a large outlet mall in the 
area if you’d like to take the time and go shop. 

The convention is packed with great educational 
offerings that focus on available technology and how to 
use it. NARPM® is such a great organization because of 
you, the members, who are so willing to share personal 
knowledge and experiences. Talk about experiences, 
one of the break outs will be funny stories that happen 
in Property Management by Robert Lynde. This session 
should make you chuckle and realize you are not the 
only one these strange things happen to!

Remember, let me know if there is anything NARPM® 
can do to help you. Are you signed up for the list serves 
yet? If not, check them out under the members only sec-
tion on www.NARPM.org and go to the Help Line tab. 
Sign up and you will be glad you did!

Well another month comes to an end. I am flying back 
from San Diego where we previewed the hotel and site. 
2013 will bring the members of NARPM® another great 
convention! President-Elect James Emory Tungsvik, MPM® 
RMP®, has chosen his President’s Celebration site, and 
it will be an absolutely fantastic event. By the way, we 
checked out the golf course for the Past Presidents Golf 
Outing, and the site is fantastic with spectacular views. 

See you next month!  

Gail S. Phillips, CAE
NARPM® Executive Director 
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One thing that I take pride in is that I constantly 
strive to make improvements in myself and my busi-
ness. I take a long hard look at whatever burdensome 
task is at hand (like meeting tenants at 6 pm on a 
Friday evening to collect rent) and ask myself what 
can be done to make it better. And so, long before 
ACH ((Automated Clearing House) was common 
practice, I was collecting all of my rents through that 
venue and continue to do so to this day. Being the 
one-man show that I am, with a very small portfolio 
of properties to manage, I not only wear many hats, I 
wear all the hats! It is not just a matter of pride that I 
continually make improvements, it is a matter of suc-
cess and survival.

That unstylish and cumbersome Bookkeeping 
Hat that I have to wear often envelops my time 
and sanity like a huge black hole. Now don’t get 
me wrong, I can reconcile my bank statements, 
no problem. It just seems that if I make a mistake 
entering a charge, credit, or the like, I just compound 
the problem in my attempt to fix it. I thought that a 
fancy property management software would be all 
I needed (It does help!), but the blunt reality was 
that if I was going to continue to grow professionally 
in property management, I needed to learn at least 
some basic accounting skills.

On several occasions, when I was struggling with 
something frustratingly accounting-like, I reminded 
myself of an advisement meeting during my junior 
year of high school with my math teacher, Mrs. 
Rebecca Yawn. I still remember sitting next to Mrs. 
Yawn with my class registration card in hand for her 
to sign off on. She assiduously tried to get me to sign 
up for accounting my senior year, recounting the 
multitude of benefits that would not only prepare 
me for college, but for the whole future life that lay 
ahead of me (I couldn’t fathom). Perhaps if she had 
planned on staying on the next year and had been 
my teacher, I might have agreed. But she was moving 
home and another teacher, one that I didn’t learn 
from as easily, would be teaching the class. I argued 
that I had taken all the math requirements needed to 
graduate high school and didn’t need math in college 
since I had already been accepted to study ballet, 
pending a successful audition. It’s a wonder she 

didn’t laugh in my face. Reluctantly, she signed off 
on my registration card, releasing me to the fun (i.e., 
non-challenging) senior year that I had hoped for. 

I did go on to college, and graduated (eventu-
ally) but not in ballet (probably had something to 
do with that pending audition), and not with a 
single accounting credit in my degree. With resolve 
some 30 years later, I decided the time had come 
to accept the fact that I do need this knowledge 
after all and set forth in finding ways to obtain it. 
Surprisingly, there were no three-hour continuing 
education courses to be found in bookkeeping or 
accounting anywhere! Even though it was the edu-
cation I was looking for and not the credit, I had to 
settle on a full-fledged college course online as the 
available options were so limited. Several weeks into 
Accounting 101, things started clicking. I was wowed 
at the marvel of making it all this way in life and my 
career without ever having had it before. I decided 
that I needed to let Mrs. Yawn know that she had 
been right and I was wrong.

It only took one quick Google search to locate her; 
the email contact information followed by “.edu” 
confirmed I had found the right person. 

I wrote: “You were right… Please take my lesson 
learned to your other students,” and I told her 
my story. Her reply was as warm and heartfelt as I 
remembered her: “Your email came at a very appro-
priate time for me. Making the decision to really 
retire was difficult and I’ve felt a little down—feeling 
like I haven’t accomplished very much in over 34 
years. But, hearing from you made me realize that 
maybe I did influence at least a few students along 
the way…”

As far as I know, Mrs. Yawn did retire, and if I 
hadn’t reached out to her when I did, the opportu-
nity might have been lost forever. To this day, I still 
consider her one of the best teachers I’ve ever had, 
and certainly one of my favorites. While writing this, 
it dawned on me that Mrs. Yawn also constantly 
looked at ways to improve her skills, a trait I hadn’t 
realized until now. Thank goodness that for some 
things it is not too late, like saying, “You were right” 
and taking that much needed class. 

Angelia T. Lauster, RMP® 
candidate and Broker/Owner 
of Principle Properties, Inc. 
in Dacula, GA, has passion-
ately invested in real estate 
since 1994, the same year 
she obtained a real estate 
license. Angelia has been 
a NARPM® member since 
2004, serving as a board 
member / Director for the 
Atlanta Chapter for most of 
those years. She served as 
Treasurer in 2007 and has 
also served as Affiliate Chair 
and Membership Chair. This 
year she graduated from the 
Auburn (GA) Citizen’s Police 
Academy and is currently 
working on certification as a 
Master Gardener.  

For Some Things, It Is Not Too Late
Wear The Bookkeeping Hat 
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If you have done any volume of business over 
the last half decade, you may have experienced an 
owner going into foreclosure. Prior to the real estate 
crash in 2007, a landlord of a professionally managed 
single family home going into foreclosure was almost 
unheard of. Therefore, this is a very new experience 
for most of us. Many of us simply did not know what 
to do when this happened.

Whether we liked it or not, the government 
stepped in to help. There is still little or no guidance 
on what to do about your client relationship or who 
is responsible for maintenance, but we do now have 
rules to protect tenants when a landlord’s house is 
foreclosed on. Congress passed the Helping Families 
Save Their Homes Act of 2009. Part of this bill was 
the Protecting Tenants at Foreclosure Act (PTFA). 

The origins of the PTFA began in 2007 when fore-
closures began to skyrocket. When it was determined 
that approximately twenty percent of the foreclosures 
were impacting tenants, Congress began to act. In 
most states, tenants had little or no rights. In some 
cases, they had as little as three days to remove 
themselves and their belongings from the premises. 

The PTFA, which went into effect on May 20, 
2009, gives tenants rights when the bank comes 
knocking. Basically the PTFA forces the successor in 
interest (purchaser of the property at the foreclosure 
sale) to honor a “bona fide” lease. The exception to 
this is if the successor in interest intends to occupy 
the property themselves. Then they must give the 
tenant ninety days notice of their intentions. If the 
lease is “at will”, month-to-month or terminates 
within the next ninety days, the successor in interest 
still must give the tenant ninety days notice to 
move. This period of time can be much longer than 
three months if you are in a state with the “right of 
redemption” (a period of time after a foreclosure 
sale when the former owner can pay off the debt 
and keep the house). The buyer of the property does 
not become the successor in interest until after the 
redemption period is over.

Because the PTFA was an amendment to another 
bill, it was never discussed in Congressional confer-
ence committees. Therefore, the only direction we 
receive from Congress comes from floor statements 
on the bill, which has left the PTFA somewhat vague. 

It is not meant to replace state laws, only to offer ten-
ants more security when foreclosure happens. The 
PTFA does not address procedural details in the act. 
You must still refer to your state laws to ensure that 
you take the proper procedures (i.e. How a notice 
is to be given). Furthermore, if your state law gives 
greater protection to the tenants, you must follow it. 
If you feel the laws conflict with each other, the one 
that offers the greatest protection rules.

Now let’s discuss what a “bona fide” lease is. For 
tenants of professionally managed property this will 
not be hard to prove because they have a third party 
that can show evidence of the transaction. To be 
“bona fide” the lease must comply with the following 
three rules
1.	� The lessee cannot be a child, spouse or parent of 

the person being foreclosed on;
2.	� The lease must be an “arms-length” transaction; 
3.	� The lease must not be substantially less than fair 

market value.
As you all know, tenants are our customers. 

Without good tenants, we would all be out of busi-
ness. I believe the PTFA is a good step towards 
protecting tenants when they become victimized 
by foreclosure. However, originally this act was set 
to sunset (expire without action) on December 31, 
2012. Later that date was extended by two years 
to December 31, 2014 in The Dodd-Frank Wall 
Street Reform and Consumer Protections Act. As of 
this writing I am unaware of any more extensions or 
efforts to make the PTFA permanent. Your Govern-
mental Affairs committee will keep an eye on this 
and let you know of any news. 

Obviously, as with any act of Congress, I have not 
covered every detail in this column. If you have an 
owner that gets foreclosed on please seek the advice 
of the appropriate legal professional.

Finally, if you would like more information on the 
PTFA and other governmental affairs actions affecting 
your association, click the Legislative tab/Issues at 
www.NARPM.org. You can also listen to a short 
recorded discussion from the Center for Housing 
Policy and the National Housing Law Project there. 
Also, be sure to let us know what you think of this or 
any other government action involving property man-
agement you may be concerned about. 

Legislative Scoop

Protecting Tenants  
at Foreclosure Act (PTFA)

Keeping our members current on the newest industry la ws and policies nationwide.

The PTFA, which went 
into effect on May 20, 
2009, gives tenants 
rights when the bank 
comes knocking. 

Scott Abernathy, RMP®, 
graduated from Middle Ten-
nessee State University with 
a minor in real estate. He 
began his career managing 
his own rental properties in 
1989. In 1995 he started 
managing properties for cli-
ents. He never had an owner 
get foreclosed on until the 
real estate crash in 2007 and 
now he has lived through 
several and suspects he may 
have more to come.  
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NARPM® 2012 
24th Annual Convention  
and Trade Show
October 17 - 19, 2012
Hyatt Regency Crystal City  
Arlington, VA

Join with our 2012 industry partners for this fabulous event. You 
can’t afford to miss this opportunity for learning, networking 
and just plain fun. 

You do not have to be a NARPM® member to attend, but you 
must register. Registration is available at http://www.narpm.org/
conferences/annual-convention-trade-show/index.htm or call 
800-782-3452 for more information. Sign up today!

Tell your friends about NARPM®. They can join by filling out the 
online membership application at http://www.internetmember-
services.com/NARP/APPLICATIONS/join.html

The Convention Features:
• �President’s Celebration at the National Zoo; 
• Education Classes; 
• �Workshops;
• �Internationally Renowned Speakers;
• �3rd Annual Charity Golf Tournament;
• �Gala Celebrated with an 80’s Party;
• �Visit Historic Attractions on Your Own; 
• �Network with Other Property Managers;
• Trade Show with Exhibitors.

2012 Official Partner2012 Official Partner
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National Association of Residential Property Managers
24th Annual Convention Registration • October 17–19, 2012 • Arlington, VA

SPECIAL ASSISTANCE 
☐ �I will require special  

assistance.
☐ �I have special dietary needs 

and request a vegetarian 
meal.

Pre-registrations must be 
postmarked or faxed by 
11:00 pm Eastern Time on 
September 17, 2012. After 
September 17, 2012, send 
the higher fee shown. Do not 
send registration to National 
after September 28, 2012. 
Instead, register on-site at the 
convention.

*Team Discount
When two or more NARPM® 
members from one office 
register for the entire conven-
tion, the second and each 
additional registrant receive a 
$50 discount for their entire 
convention registrations. 
Registration forms and payment 
must be received at the same 
time. To receive discount, reg-
istration must be done directly 
with National, not online.

EASY WAYS TO REGISTER
MAIL - Send your form with 
payment to: NARPM® National,  
638 Independence Parkway, 
Suite 100, Chesapeake, VA 
23320. 

FAX - Send your signed form 
with payment to 866-466-
2776. Please do not mail the 
original.

ONLINE - Visit www.narpm.
org and log in to the Internet 
Member Services (IMS) section.

See Policies on page 24.

 REGISTRATION INFORMATION (please type or print - one registration form per person)

Name: ______________________________________ Name for badge: ______________________________

Company Name: __________________________________________ Title: ___________________________

Address:____________________________________________________________________________

City: ____________________________________________ State: _________ Zip: _____________________

Phone: ____________________ Fax: ____________________ E-mail: ________________________________

Is this your first NARPM® convention?    ☐ Yes    ☐ No   
Are you a current NARPM® member?    ☐ Yes    ☐ No

 REGISTRATION FEES

☐ Entire Convention

Single Day Registration
☐ Wednesday
☐ Thursday
☐ Friday

Optional Events
☐ Business Development 
    Training 
☐ President’s Celebration
☐ Trade Show ONLY

☐ Friday Gala
☐ Team Discount*

Members

Early Bird Discount
Postmarked by 9/17

$395

$100
$200
$200

$99
$95
$50

$75
- $50

Members

No Discount
After 9/17

$465

$200
$270
$270

$150
$110

$50

$95
- $50

Non-members

Early Bird Discount
Postmarked by 9/17

$500

$170
$300
$300

$300
$125

$50

$95

Non-members

No Discount
After 9/17

$600

$270
$370
$370

$400
$140

$50

$125

								                 
(See separate education registration form for 6-hour class registration!)	 Registration Fees SUBTOTAL $__________

 EXTRA GUEST TICKETS �Available only with accompanying Entire Convention registration.  
(Note: One ticket is included in Entire Convention registration.)

	 Member	 Non-member
Wed. Reception & Trade Show     _____ (# of tickets)   x    $45 = $____________	 $65 = $____________
Thursday Breakfast		     _____ (# of tickets)   x    $30 = $____________	 $50 = $____________
Thursday Lunch		     _____ (# of tickets)   x    $45 = $____________	 $65 = $____________
Friday Breakfast		     _____ (# of tickets)   x    $30 = $____________	 $50 = $____________
Friday Lunch		     _____ (# of tickets)   x    $50 = $____________	 $70 = $____________

	 Extra Guest Tickets SUBTOTAL $__________

 CONVENTION PIN	    _____ (# of pins)    x $5 =   $_______________	      Pin SUBTOTAL $__________

 TOTAL FEES								                  $________

 METHOD OF PAYMENT
☐ Check #___________________, payable to NARPM®, enclosed for Total Fees amount listed above.
☐ Please charge my  ☐ Visa  ☐ MasterCard  ☐ Discover  ☐ American Express  for total amount above.

Cardholder Name: _______________________________ Signature: _________________________________
I authorize NARPM® to charge my credit card.

------------------------------------------- All information below this line will be shredded. --------------------------------------------

Card Number: ________________________________________ Exp. Date: _________ Security Code: ______

(President’s Celebration & Gala not included. See Optional Events below.)
(Includes full day’s events with meals.)

☐ IREM® members check this box to receive NARPM® member pricing.

(AM or PM Thursday or Friday admission. Does not include meals.)

(Not included in registration fee.)
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This year when the Board of Directors met at the 
2013 Convention hotel site in San Diego, I took my 
family, as I have done in most of my NARPM® travels. 
As usual, I arrived early and stayed late to explore 
and take advantage of what the location had to 
offer. As has happened in the past, while I attended 
NARPM® meetings and events, my family was out 
exploring on their own. Because of school, my older 
daughters have only been able to attend some of the 
NARPM® events, but this year I was fortunate to have 
one of them with me in San Diego. 

My youngest, Blake, grew up in NARPM® and has 
traveled the nation with me. It was on this recent trip 
to San Diego that someone mentioned how lucky 
he was to have traveled to so many places at the 
young age of five. Over the years, many members 
have asked my wife and I about this so I sat down 
and wrote this article to share some of the memories 
to show that volunteering for NARPM® doesn’t have 
to be hard on the family. The fact is, it has not only 
been rewarding for my family, but has very much 
been so for myself and my business. Sure, there is 
an added cost when you choose to bring your family 
and stay longer, but as I explain later on, the ben-
efits to my business far exceed that expense and the 
memories are priceless. 

Despite the concerns that a few will read this as 
a Facebook post to show off my family travels, the 
actual intent of this article is to encourage members, 
like yourself, to volunteer within our great associa-
tion. Although I focus on my personal experience, 
it is my hope that you can envision your own future 
experiences as a NARPM® volunteer and dispel any 

concerns of your time away from the office and 
family. It doesn’t have to be that way.

Volunteering on a NARPM® Committee or the 
Board of Directors does take a lot of work and can 
consume a good deal of your time. Directors and 
Officers are reimbursed for most of their expenses 
when traveling for the organization, which of course 
does not include any expense related to bringing 
your family or staying longer. So traveling with your 
family does add costs, but I assure you that being a 
little more involved with NARPM® has provided me 
opportunities to be repeatedly exposed to the best 
residential property managers and affiliates within 
the nation. Remember, service to others is certainly 
service to yourself. When traveling, I almost always 
visited other member’s offices, which gave me some 
real one-on-one time to really understand and 
implement what I had learned. As a Regional Vice 
President, I visited many chapters and sat in on their 
chapter board meetings where I learned great things 
to share with my own chapter. And many times, 
I spent days with some of our National Affiliates 
learning and implementing great tools to streamline 
my office and improve the service I provide. Over 
the past eight years as a volunteer, the list of oppor-
tunities is grand and as a result, I have become more 

efficient, make fewer mistakes, and improved the 
bottom line. If you have had the desire to serve, but 
also had reservations, I encourage you to speak to 
current and past volunteers about their experience. 
I would think, most would agree, it’s one of the best 
decisions they have ever made and could be one 
your greatest decisions as well. 

Tony A. Drost, MPM® 
RMP®, NARPM® Past 
Presdient, started First Rate 
Property Management, Inc. 
(FRPM) in 1995. FRPM cur-
rently manages over 900 
units. He has a B.A. in Oper-
ations Management, which 
gave him the tools to be an 
effective manager. However, 
Tony credits his involvement 
with NARPM® for the real 
financial success and stream-
lining of his company. Over 
the years, Tony has applied 
what he has learned from 
NARPM® and its members, 
and has delegated the day-
to-day operations to staff 
members. He focuses on 
strategic planning for the 
company and is constantly 
seeking out new ways to 
become more efficient. Tony 
learns something new at 
every NARPM® event and 
looks forward to networking 
with you.

Volunteering for NARPM®

Not So Hard On The Family
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Greetings fellow NARPM® members!

Start your 2012 NARPM® National Con-

vention in Arlington, Virginia... close to 

the Nation’s Capital, by participating in 

the 3rd Annual Past Presidents’ Golf Tour-

nament on Tuesday, October 16, 2012. 

This is a tremendous networking oppor-

tunity which will allow you to spend a 

fun and relaxing day with your NARPM® 

peers and our affiliates. Old Hickory Golf 

Club in nearby Woodbridge, Virginia 

is the venue of this year’s event. This 

premier, upscale par-72 championship 

golf course has been described as “one 

of the must play courses of the Middle 

Atlantic” (Golf Styles Magazine) and as 

having “The most visually exciting Par 

3’s you will ever play” (Washington Dip-

lomat Magazine). Whether you are a golf 

enthusiast, sponsor or spectator, don’t 

miss this chance to experience a memo-

rable outing amidst the fall splendor of 

the oaks, maples, and hickories lining this 

stunning course.

We welcome more PLayers!
While the dog days of summer are still upon 

us, it’s time to think about where you will be on 
October 16th. We HOPE you will be joining us 
at the beautiful Old Hickory Golf Club in Wood-
bridge, Virginia for the 3rd Annual Past Presidents’ 
Charity Golf outing! If you have not yet signed up, 
it’s not too late to do so (but it IS getting close, so 
don’t delay!) For this event to be successful, we 
really need your participation –  it doesn’t matter 
if you golf for sport or if you’ve never golfed – it’s 
about enjoying a fun day with your colleagues all 
while helping two very worthy charities. Please 
sign up today! See attached registration form or go 
to www.narpm.org for more information. Deadline 
to register - September 8th.

We welcome more Sponsors!
We also need chapter support – if your chapter 

is not already sponsoring a hole, please consider 
donating a prize or two. Some ideas would be an 
IPod, a  Kindle or other equally desirable techie 
gadget, but we’re open to your ideas and cre-
ativity! Great giveaways will help to draw more 
players. Please contact Rose Thomas at rose.
thomas@pmpbiz.com or Kitt Garren at Kgarren@
ipmhoa.com to pledge your donation. To those 
chapters and vendors who have already donated 
money, prizes or goodies – THANK YOU for your 
generosity! Wishing you all a wonderful summer’s 
end – we’ll see you on the links!  

JOIN US on the fairway 
AT THE 2012 NATIONAL CONVENTION
the 2012 golf tournament benefits the ALS association and the corporate angel Network
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D O N ' T  W A I T  T O  R E G I S T E R ! ☞

Rose Thomas, MPM® 
RMP®

Kit Garren, MPM® RMP®

Thank
 You!

(in advance)
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Summer 2012 has been off to a hot start, which is 
great news for those heading to the beach or the pool. 
But for those trying to stay cool—without breaking 
records on their power bill—the high temps can make it 
a real challenge. 

Almost two-thirds of the electric bill between June 
and September goes toward staying cool and comfort-
able, according to Edison Electric Institute, the national 
association of electric utility companies. Fortunately, 
consumers have many simple, no- and low-cost steps 
they can take to stay cool and save money all summer 
long, including:
•	� Keep the thermostat at 78 degrees when the house 

is occupied, and at 85 degrees when vacant (save 
1 – 2 percent on cooling costs for each degree you 
can raise the thermostat setting). A programmable or 
“set-back” thermostat can make these changes auto-
matically. Ask at your local hardware or home center.  
Many are available for under $50, and the money it 
will save you on your cooling bills will pay you back!

•	� If you have ceiling fans, be sure to turn them on—a 
fan will allow you to raise the thermostat setting 

about 4 degrees and still feel cool. Make sure they 
are turning in a counterclockwise direction (you 
should feel a cool breeze standing directly under the 
fan). Also, turn off the fan if no one is in the room.

•	� Close the curtains or shades on any south- or west-
facing windows during afternoon hours (and save  
2 – 4 percent on cooling costs).

•	� Consumers also have an ally in their electricity pro-
vider. By contacting their electric utility, consumers 
may qualify for assistance that can include:

		  1.	� Bill discounts for lowering demand during peak 
periods.

		  2.	 Cash rebates on energy-efficient appliances. 

		  3.	 Free, online home energy audits.
More and more electric utilities also now are using 

a high-tech tool to help them and their customers 
get more value from their electricity bill—the “smart” 
electric meter. Almost one-in-three homes now have a 
digital meter, according to the Institute for Electric Effi-
ciency (IEE). That’s up from one-in-four last September. 
By mid-decade, IEE projects that more than half of all 
homes will have a smart meter.

The new smart meters are already benefitting con-
sumers. For example, if a home equipped with a 
smart meter should lose power, the utility is instantly 
alerted—the consumer doesn’t have to call to report a 
power outage—a big benefit if the household is away 
on vacation.

And smart meters are now beginning to return 
energy-saving benefits to consumers. In parts of Cali-
fornia and in Texas, for example, homeowners can go 
online to see how much electricity their home used 
the day before. And just by becoming aware of how 
much electricity their home is using, consumers tend 
to take steps to conserve. Some utilities, like NV Energy 

in Nevada, also are giving consumers easy-to-use tools, 
powered by smart meter data, to help them set usage 
or dollar amount thresholds and be notified when their 
account exceeds the thresholds.

The White House’s Green Button Initiative helps 
consumers use their smart meter data to save energy 
as well. Twenty-one electric utilities and electricity sup-
pliers have now committed to giving their customers 
easy-to-understand information about their home’s 
energy use through a ‘green button’ on their websites. 
Today, about 10 million homes and businesses have 
access to the Green Button format. By the end of year, 
we expect 30 million will. 

Power Industry Offers Cool Tips
Green Button Initiative

Richard S. Tempchin, 
is Executive Director, Retail 
Energy Services, at EEI 
(Edison Electric Institute). 
Mr. Tempchin joined EEI 
in 1987. He is a founding 
board member of the Asso-
ciation of Energy Services 
Professionals and a board 
alternate and member of the 
strategic planning and policy 
board committees of the Alli-
ance to Save Energy, as well 
as a board alternate for the 
Electric Drive Transportation 
Association in Washington.

The White House’s Green Button initiative helps consumers 
use their smart meter data to save energy as well.   
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Streamline Your Inspections
 

    *Move-in, Move-out, Survey
    *Runs on iPad, Tablet, Android
    *Maintain inspection history
    *Comprehensive reporting
    *Customize by property
    *Quick and easy to use

Stand Alone - PROMAS not required

Free Demo - www.promas.com
sales@promas.com   ---   888-591-5179

PROMAS SOlutiOnS

tRAditiOnAl On PReMiSeS
With PROMAS you can run the program on-premises, to 
have complete control of your database consisting of cli-
ent information and client data transactions. 

HOSted ClOud
Your database can be in the cloud by having it hosted. 
You have access to the information from anywhere using 
a remote desktop service. You purchase a license, which 
allows you to move to the cloud service provider of your 
choice. We refer to this as the Hosted Cloud solution.

Flexible SAAS
With PROMAS Professional Landlord you can get a Soft-
ware as a Service (subscription) contract that gives you 
access using remote desktop services over the internet, 
powered by Veddio. This provides all the advantages of 
SaaS competition plus the ability to purchase a license at 
any time for full control of your database. We refer to this 
as the Flexible SaaS solution. It will debut January 2012.

uSe PROMAS CentRAl 
tO CReAte tHe HybRid ClOud

No matter which hosting solution you choose, 
you can add PROMAS Central to give your 
owners and tenants a portal to view their activ-
ity, statements, documents and make payments 
online. PROMAS partners with HeroPM to pro-
vide this unique service. We refer to this as the 
Hybrid Cloud solution. All critical accounting 
data is under your control and access to activity 
and statements is available to owners, tenants.

The Professional Landlord
 Promas Landmaster

Since 1989

Owner statements in the cloud
Electronic owner proceed checks

Tenant payments online
Letters using Microsoft Word

Print MICR encoded deposit slips
Integrated credit checking

ROCk SOLId ACCOunTIng

NARPM Affiliate since 1995

On PREMISES   or   In THE CLOud

WITH PROMAS IT’S YOuR CHOICE
and YOu OWn YOuR dATAbASE
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Chapter Spotlight
Shedding some light on the e xcellent NARPM® chapters across the united states.

Cindy D. Rampley, 
RMP® CCIM CIPS GRI 
GREEN, has been in the 
real estate business since 
1976 and is the Broker 
and Owner of Tri-City 
Realty Services. A native 
of Atlanta, her market 
includes single family 
homes on the outlying 
“Southern Crescent.” She 
currently serves as the 
President for the Georgia 
Chapter of NARPM®.

Atlanta
As 2012 President of the Atlanta Chapter, I follow a 

legacy of great leadership dating back to our Chapter for-
mation in 1991. When I was asked to serve, I hesitated 
because I knew that it was a huge commitment. I finally 
accepted because I felt like it was my turn to give back 
to an organization that has contributed so much to my 
business growth. What a great time to be in the property 
management business and in leadership for NARPM®!

Our Chapter membership stands at 184 and we 
also have local affiliate members. Some of our mem-
bers drive three to four hours to get to our bi-monthly 
luncheon meetings! That is a testament to both the 
value of sharing time with other property management 
professionals and our educational offerings. At each 
meeting, we have roundtable discussions on various 
topics of common concern such as government regula-
tions, appreciation ideas for our owners and tenants, and 
the emerging trends in our business. We usually have a 
speaker as well. To grow our Chapter we invite property 
managers to our luncheons for the first time at no cost.  

 After each meeting, we have a three hour class which 
provides continuing education credits approved by the 
Georgia Real Estate Commission. We have chosen to 
make these affordable at a cost of $25-$35 to our mem-
bers. Non-members pay $10 more. The classes have 
been taught by local instructors on subjects like tech-
nology, contracts and fair housing. Georgia is fortunate 
to have some NARPM® members who are also excellent 
instructors. Mike Nelson, MPM® RMP®, and Robert 
Locke, MPM® RMP®, are both nationally recognized 
instructors and they continue to be very active locally. In 
addition to the local three hour classes, we host national 
designation classes every year. 

Last year, our Chapter began a scholarship program 
to encourage members to pursue their designations. At 
each of our monthly meetings, we collect business cards 
of all of the property managers in attendance and then 
have a drawing. Two winners are drawn and awarded 
a $200 scholarship that can be used for a designation 
class or for registration fees at a Regional conference or 
National NARPM® convention.

We were well represented at both the Regional 
meeting in Tampa and at the Broker/Owner Retreat 
in Las Vegas. We all came home recharged and more 
excited about growing our businesses and our Chapter. 

Here’s a recap of some of our activities: 
•	� The under 40 members, lead by Stephanie Chris-

tensen, are organizing a local Young Professionals 
Network. 

•	� Dan Wilhelm, RMP®, has organized a large Legislative 
Committee and written an Official Position Paper on 
legislative issues which have been adopted by our 
membership. 

•	� A committee of Rachell Runion, Tonya O’Dell, Char-
lene Minor and Rhett Harmon is organizing a Vendor 
Appreciation Showcase that promises to add a fun 
twist to the traditional trade shows. 

•	� Robert Gilstrap is organizing our members to staff a 
booth at the Atlanta Board of Realtors® trade show 
and he will apply for a grant from National. 
 The synergy in our Chapter makes the Presidency 

such a pleasure and is the root of our success. Something 
else that has made my year easier are the resources 
from National. RVP John Bradford’s, RMP®, passion for 
NARPM® is contagious. He drove from Charlotte, NC to 
Atlanta, GA (a long drive!) to attend our Chapter meeting 
and speak about the many benefits of membership. We 
dubbed our March meeting “Membership Month” and 
recognized our professional and affiliate members. We 
ordered NARPM® lapel pins and presented them to our 
property managers and encouraged our members to 
wear them.

www.narpm.org is a wealth of information and I have 
learned to go there often to stay informed and to get 
ideas. The Chapter email feature is great and so easy 
to use to communicate with our members. We also 
converted our website, www.atlanta.narpm.org, to the 
NARPM® template this year. It looks so professional! To 
market ourselves to the 20,000 Realtors® in the state, 
we placed a half-page ad from the NARPM® “Why Be 
One” campaign in the Georgia Realtor® magazine. 

We have attained the Chapter of Excellence award 
for several years and been named Chapter of the Year 
twice. The requirements for these awards are a guideline 
to success for a local Chapter so encourage your leaders 
to follow them! 

In Georgia, we are excited about being the leaders 
for NARPM® - the professional, educational, and ethical 
leader for the residential property management industry.

See you in Crystal City in October! 

The synergy in our 
Chapter makes the 
Presidency such a 
pleasure and is the 
root of our success.   



August 2012 Issue  |  Volume 23  |  Number 8  |   17

NARPM® Affiliate Members

Mr. Rekey Locksmith Services
MSN Construction and  
  Management Corporation
NightTenders, Inc.
Orkin, Inc.
Propertyware, Inc.
Quanex Building Products 
Corporation
Service Master Cleaning  
  & Rest
Sherwin-Williams Company
Spartan Plumbing
Universal Restoration Services

SOFTWARE
AppFolio, Inc.
Boost PM Inc
BuildingLink.com, LLC
Buildium
Happy Inspector, Inc.
HERO PM
Hoamanagement.com Inc.
In The Field Technologies
MYOWNREALESTATE.COM
National Real Estate Educa-
tion, LLC
Planet Synergy, Inc.
PROMAS Landlord Software 
Center
Property Management Inc.
PropertyBoss Solutions, LLC
Propertyware, Inc.
Rent Manager
Rental Property Acct Services
Rentec Direct LLC
RentJuice
TReXGlobal.com
Yardi Systems

TENANT SCREENING
ACRAnet
ACUTRAQ
Alliance 2020
Background Info USA
Beacon Background  
  Screening Services, LLC

Certified Tenant Screening
Choice Data, Inc.
Clear Screening
Contemporary Information Corp.
CoreLogic SafeRent
Credit Investigators,, INC
Data Verification Services, Inc.
Landlorstation.com
LexisNexis Resident Screening
Microbilt
MOCO, Inc.
National Tenant Network, Inc.

Congratulations to Tommy Clark, the winner of the $200 
NARPM® gift certificate for filling out the NARPM® full member 
survey. We thank you for taking the time to complete the 
survey and this is our way of expressing the appreciation of 
NARPM®.

nARPM® 

Appreciation 
Filling out the survey

Advertising
Trulia.com

Banking and Financial
California Bank & Trust
First Citizens Bank
Seacoast Commerce Bank

other BUSINESS PROD-
UCTS AND SERVICES
All County Franchise Corp
AMRE Solutions
Avenue West Global Franchise
Biocide Systems
Brilliant! Decor
Burns Pest Elimination
Cbeyond, Inc.
Centex House Leveling
CORT
DocuSign Inc.
East Coast Public Adjuster TX
First American Home Buyers  
  Protection 
Floor Coverings International
Frontline Processing Corporation
Future Focus Utilities 
Global Grid Marketing - 
   Essential Service Providers
Hart and Associates
Karmaboxx, LLC
LandlordSource
Mutual of Omaha Bank
New Empire Group
OPTIONS
PayLease, Inc.
PayNearMe 
Peachtree Business Products
Property Management Inc.
PropertyManagementPros.com
RentPayment
Resident Research
Resolve Partners, LLC
Restoration Industry Association
Rubbish Works
Scent Tek
Social Eyes Marketing
Southwest Recovery Services
Supra
U. S. Liability Insurance Co.
Utah Apartment Association
Venturi Clean
Zelman & Associates

Insurance
Aon Rent Protect
First American RMS
JGS Insurance
Johnson Agency

Mobile Insurance Agency
Unitrin Direct Preferred Insurance

INTERNET TOOLS/ 
MARKETING
All Property Management
Apartmentratings
Business Rating and Reviews
CheckYourLandlord.com
DocuSign Inc.
Fourandhalf.com 
FreeRentalSite.com
HERO PM
HomeTownRent.com
Hotpads.com
Manage My Property
MMM Limited
MYOWNREALESTATE.COM
Planet Synergy, Inc.
Pointwide.com
Property Management Inc.
Property Management Traffic
Propertyware, Inc.
Providence Mgmt & Investments
RealRentals.com
Rent.com
Rent2Buy America, LLC
Rental Source
RentalHomesPlus
Rentalhunt.com
Rentals.com
Rentbits Homes
Rentfeeder Inc
Runzheimer International Ltd.
WalkThruInspections.com
Xpress-pay.com
Zillow, Inc

Legal services
Boltz Law
Community Association  
  Law Group
Law Offices of  
  Heist, Weisse & Davis, PA
Law Office of Daniela Pavone
Legal Shield
Provizer & Phillips PC
U S Collections, West, Inc

MAINTENANCE
Alpha Pest Control Inc.
Crime Clean of Texas, Inc.
Empire Today LLC
Extreme Landscape &  
  Management
Inspection Experts, Inc. (IEI)
KYS Construction, LLC
MFS Supply

800.562.0661
PropertyBoss.com

PropertyBoss Solutions® has the 
tools needed to build success.

Online Listings

Leasing Applications
Secure Portals for Residents, 
Owners & Vendors

Choose the sharpest tool for 
your web & analytic needs.

TM

©2012 PropertyBoss Solutions.

Add Power to 
Your Presence.

Rapid Credit Reports
Rate Tenants.com
Reliable Background Screening
Resident Research
Resolve Partners, LLC
SARMA
StarPoint Screening
Trans Union Rental  
  Screening Solutions
TVS Tenant Verification  
  Service, Inc
US Real Estate Investors Assoc.
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Technology Matters
Shedding some light on the many mysteries of our fast-paced High tech world.

Finding Balance

We search for balance in our daily lives, whether it 
be work vs. family, project A vs. project B, or healthy 
vs. delicious. Choosing a software product is no dif-
ferent. As a consumer you must look at the trade-offs 
of various offerings, their features and their shortfalls. 
One way to dive a little deeper into this balance is 
to understand what trade-offs the developers wrestle 
with in creating the product. This understanding can 
better help you recognize the intent and positioning of 
the product and evaluate the software relative to your 
company’s goals.

When developing commercial software, there are a 
multitude of trade-offs among the needs and expecta-
tions of the customer. The challenge is to balance these 
requirements in the creation process. It is seldom all 
black or white. A grey area does exist, but we will get 
to that later. 

 Simplicity vs. Functionality
Many consumers evaluate a product by what it can 

do for them as well as its ease of use. Unfortunately, 
these requirements are often at odds with each other. 
Ease of use is a primary design goal of any commer-
cial software development team. A good applications 
team as well as a strong customer support system helps 
back up this effort. Creating a powerful product that is 

simple and easy to use is not as straight-forward as one 
may think.

But you might ask, “Why couldn’t your product 
be both simple and feature rich?” The problem arises 
that as more capability is included in the system the 
number of options and hence the complexity of the 
system correspondingly increases. As software devel-
opers we hear a constant drum beat of requests from 

sales members, clients, and prospects for more func-
tionality, more options, and more flexibility. As I will 
explain, sometimes more isn’t better. Instead, it leads 
to more requirements for documentation, training, and 
testing which reduces the goal of simplicity. 

In addition, a more customizable and flexible system 
requires more expertise and time to setup. Flexibility 
means that choices must be made between option A 
or B or C or... Not only do these selections need to be 
made within the software but all users must now be 
trained in the various options they have. The defaults 
can be set for the business processes of a specific cus-
tomer, but what are the chances that your business 
operates that way?

So far it sounds like you are stuck in a corner and 
you have to make the choice. Will you search for a 
product that will fulfill your need for a customized 
solution or will you be on the lookout for something 
that is easy to use? The good news is that it doesn’t 
have to be a black or white decision. 

There is some grey area if you would like more func-
tionality along with a reasonable degree of simplicity. 
You will still have to decide which is more important to 
you because as we mentioned earlier, there is always a 
trade-off. 

Don’t make the common mistake of choosing what 

appears to be the simplest product to use. Often, new 
products to the market will appear simple because 
they haven’t been around long enough to include the 
varied set of options and features that customers have 
requested over time. While initially the product may 
be simple for you to implement, it can quickly run out 
of steam as you realize your need for the functionality 
and options it doesn’t have. 

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

Don’t make the common mistake of choosing what appears 
to be the simplest product to use. Often, new products  

to the market will appear simple because they haven’t been 
around long enough to have the varied set of options and 

features that customers have requested over time. 
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Established players 
must balance the 
change resistant 
orientation of their 
existing clients 
with the “latest and 
greatest” appetite of 
their new clients.   

Cutting-edge vs. Stability
As stated, newer products are more likely to have 

fewer features but may be more on the cutting-edge 
of technology. A new entrant is not encumbered with 
maintaining compatibility with legacy clients since they 
don’t have any. They start with a clean slate and typi-
cally focus on a core set of features to get to market 
quickly. They also may not have sufficient experience 
to know what additional functionality is required.

Established players must balance the change resistant 
orientation of their existing clients with the “latest and 
greatest” appetite of their new clients. The traditional 
clients have an investment in training and time-hon-
ored procedures that need to be redone if the software 
is significantly altered. Therefore, these providers must 
move more slowly to embrace the latest technology 
while maintaining their legacy base. 

One aspect that impedes more-developed software 
offerings from being on the cutting-edge is the time 
and effort it takes to test a more robust, integrated set 
of features. Testing the various permutations of features 
grows exponentially with the growth of options and 
features. 

In general, mature products tend to be more stable 
as they have been in use for years giving them the 
ability to be truly time-tested and streamlined. These 
established companies pride themselves on the stability 
of their products which also tends to push them away 
from the newest advancements as they cannot conduct 
as much testing as they would prefer.

The more cutting-edge your product is, the more 
likely you are to encounter problems. Software prod-
ucts are made up of many different components from 
a variety of sources, including, but not limited to, the 
operating system, video drivers, printer drivers, PDF 
viewers, image handlers, and so on. The quality of 
the resulting software is dependent on the quality and 
stability of each of these components. Problems that 
occur on a customer’s computer may be because their 
older computer does not have an updated version of 
a required component or may simply not be powerful 
enough to handle the software load.

Charles Fiori, a CFA, brings an interesting perspective 
to light about his view of the current state of software: 
“Developments in property management software 
tend to be of the methodical variety rather than a ‘Big 
Bang’ which would allow property managers to better 
understand what new features can mean to them and 
what it is that they really need vs. scrambling to catch 
up and maybe adding a program or two that they don’t 

need at all.”
This perspective aligns with the “stable” argument 

and even brings up the question; although the newest 
technology is neat and seems wonderful, is it really the 
best fit for your company? Longer integration periods 
allow consumers to gain more knowledge about the 
newer features and how they maybe best used to ben-
efit their companies. A company who waits a bit longer 
to introduce those features into their product is also 
saving themselves (and ultimately their customers) time 
and money by investing in only those ideas that will 
truly be beneficial.

In Conclusion
It is human nature to want the latest and greatest, 

just look at the rush that occurs every time a new 
Apple product is released. That’s a great approach 
when you have the money to spend, it’s a toy, and it’s 
not your company’s financial performance at stake. 

Just like life, software selection is a balancing act. To 
make sure you are purchasing the right software for 
your company do your research and evaluate the com-
pany. Property management software is an investment, 
and a long-term one. Spend the appropriate amount 
of time to evaluate whether the software has the right 
balance of features, technology, and capability for your 
situation both now and in the future. Evaluate not only 
the software as it stands right now, but the company’s 
objectives for where it is heading in comparison to 
your company goals and objectives. 

Whether simple or flexible, cutting-edge or stable, 
a good fit should stand the test of time and bring you 
plenty of satisfaction and comfort. 

Scan this code with your smartphone 
to access additional resources.
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Connecting the e xpanding NARPM® membership one region at a time .

I am in my sixth month serving as an elected 
official. I am serving a two (2) year term as a Town 
Commissioner. I love it. I can make this same state-
ment even after long nights serving at Town Hall 
that become even longer with required closed door 
sessions led by our Town’s attorney. I think I am 
hooked on politics.  

I just returned from a recent visit to the North 
Carolina capital in Raleigh as part of Town Hall Day. 
This day is designed for the local municipality gov-
ernment leaders such as Mayors and Town Council/
Commissioners to meet with their respective legis-
lators. I had the opportunity to sit in on two short 
sessions of the North Carolina General Assembly 
and watch as bills were discussed on the respec-
tive floors. As I sat in each room of the House and 
Senate, I marveled at this democratic process and 

witnessed government truly at work. It is political. It 
is bureaucratic. This reminds me of my office.

These legislators are lobbying for their constitu-
ents all the time. They are professional, but spirited 
towards one another as they debate their positions. 
When it is not their turn they do not appear to be 
paying attention. This reminds me of my office.

I had the great fortune of spending some one-
on-one time with the Speaker of the House of 
Representatives. He is a Republican conservative 
leading the House with a majority caucus. The 
Senate majority is also Republican. The North 
Carolina Governor, though, is a Democrat. He dis-

cussed policy and explained how the House and 
Senate pass legislation by often negotiating with 
one another by compromising. This reminds me of 
leading my office.

Proudly displayed under the glass at each chair 
at the Speaker’s conference room table were six (6) 
executed veto overrides. These were on display like 
trophies representing instances where the Senate 
passed a bill, the Governor vetoed the bill and then 
the House voted to override the Governor’s veto 
and it eventually became law. I had never seen one 
of these before and it really hit a chord with me. 
It reminded me that what the government con-
sists of is checks and balances. All things in life are 
truly political. All things change, for the good and 
bad, with time. People and alliances change. This 
reminds me of my life.

My visit to Raleigh touched me in a positive way. 
Most people, I believe, would find government 
boring. I was intrigued to see it first hand and it 
made me want to do more with my life. It was a 
friendly reminder that everything we do in life at 
home, work, social circles, etc. is political. We are 
not crazy (maybe a little) for wanting to serve as the 
Property Manager between tenants and owners. 
Metaphorically, they are the House and Senate. 
There are two sides to every story and they crave 
expertise and leadership to negotiate in the middle. 
Welcome, my friends, to politics via the avenue of 
property management.  

The RVP Bulletin

Regional Communications

John R. Bradford, III, 
RMP®, started Park Avenue 
Properties on a part-time 
basis with two other partners 
as a real estate develop-
ment firm. In early 2007, 
John became the firm’s sole 
owner, moved the office to 
its current location and re-
invented the firm into a real 
estate and property manage-
ment firm. John is a past 
president and vice president 
of the Charlotte Regional 
Chapter. He has also served 
as a national vice-chair on 
the Member Services Com-
mittee, as well as a member 
of the Long Range Planning 
Committee.

We are not crazy (maybe a little) for wanting to serve as  
the Property Manager between tenants and owners.  

There are two sides to every story and they crave  
expertise and leadership to negotiate in the middle.  
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Northwest: Leeann Ghiglione, MPM® RMP®

Alaska, Washington, Oregon, Idaho, Montana, 
Wyoming.

Pacific: Richard Vierra, RMP®

California, Nevada, Hawaii.

Southwest: Barney Christiansen, MPM® RMP®

Utah, Arizona, Colorado, New Mexico.

North Central: Andrew Propst, MPM® RMP® CPM®

North Dakota, South Dakota, Nebraska, Minnesota, 
Iowa, Wisconsin, Illinois, Michigan, Indiana.

Northeast: Andrew Propst, MPM® RMP® CPM®

Maine, New Hampshire, Vermont, Massachusetts, 
Rhode Island, Connecticut, New York, Pennsylvania, 
New Jersey, Delaware, Maryland, Washington DC, 
Ohio, West Virginia.

South Central: Bart Sturzl, MPM® RMP®

Kansas, Oklahoma, Texas, Missouri, Arkansas, 
Louisiana.

Southeast: John R. Bradford, III, RMP®

Virginia, North Carolina, South Carolina, Georgia, 
Florida, Kentucky, Tennessee, Alabama, Mississippi. 2012

2012 Designation Candidates 
(Since 2011 Convention)

Did you know? 
You can earn 15 points toward your designation by submitting and having your article 
published in Residential Resource. Article questions or submission to publications@

narpm.org  You only have 2 issues left to get your article published by convention.

RMP® CANDIDACY
Robert Abbott 

Annette Anderson
Daniel Anderson

Merlyn Banks
Joe Berger

Scott Bloom
Matthew Borries

David Burton 
William Butler
Danyel Brooks

Stephanie Christensen
Clint Collins 

Nicholas Cook 
Jim Derkacz 

William Daimon Elliott 
Sarah Faiella

Lisa Fore 

Rick Foster 
Carl Frazier, Jr

Kathleen Gaspari
Leslie Geuvara
Robert Gilstrap
Carol Ginoza 

Ramon Gonzalez
Angela Hanwell

Danny Hardeman
Russell Hathcock 
Dwain Henson
Lori Hermansen

Ethan Hodge 
Joe Inge 

Bradley Isa 
Lyn Ivans

Sally Knight 
Brad Larsen 

Angelia Lauster
Matt Leschber
Barry Mathis

Trista McPherson
Bryan Miles

Sandra Miyama 
Addie Morgan

George Morrisey
Cheryl Muzinich 
Janelle Nielsen 
Krystal Perkins
Jonathan Perry

Khoa (Paul) Pham 
Barbara Polk
Larry Porter

Cameron Dale Riegel 
Austin Sparks

Vince Thai

Corey VanDyke
John Vashon
Tiea Vincent 

Scherry Webb 
Don Wilson 

Clara Yokoyama

MPM® CANDIDACY
Tammy Billington, RMP® 
Wayne Guthals, RMP® 
Leslie Latham, RMP® 

Ari Lund, RMP® 
Paul Matthews, RMP® 

Chrysztyna Montanez, RMP®

Dan Scott, RMP® 
Cyndy Starr, RMP® 

Mohammed Sulthar, RMP® 
George Trombley, RMP®

CRMC® Candidates
Austin Real Pro’s Bill Evans, MPM® RMP® 

Prudential Tropical Realty, Elizabeth Morgan, MPM® RMP®

RESIDENTIALResource

THE OFFICIAL MONTHLY NEWS MAGAZINE OF THE NATIONAL ASSOCIATION OF RESIDENTIAL PROPERTY MANAGERS
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p17Does your contractor  

meet professional licensing 

requirements?

Effective use of consumer 

reports to evaluate rental 

applications.

p14Meet your 2012 Board of 

Directors who will be leading 

by example.

2012
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A New Year Starts  

With A New Board
page 14
  Get to know 

your new Board 

of Directors as 

they start the 

New year with 

the motto of 

Leadership By 

Example.



22   |  August 2012 Issue  |  Volume 23  |  Number 8

A warm welcome to all the new members who joined from May 12 -  June 25,  2012.

Membership Growth

Professional 
Members

JRajia Ackley
Ackley Realty, Inc.
Kissimmee, FL
407-880-5

Ward F. Adams
Havelock-Adams, LLC
Surprise, AZ
602-881-6703

Bruce D. Ailion
RE/MAX Greater Atlanta
Marietta, GA
770-973-9700

Carol  Andree
RE/MAX Austin Associates
Austin, TX
512-328-8333

Teresa Austin
Salvation Army - 
  Booth Manor
Grandview, MO
816-966-0303

Susan L. Austin-Fleck
Austin Fleck Property  
  Management
Gilbert, AZ
480-361-6105

Jennifer Bajema
Access Property  
  Management Group
Allendale, MI
616-301-9450

Jeff C. Bane Jr
Blake & Bane, Inc.
Mechanicsville, VA
804-730-3100

Shalia L. Barrett
Keller Williams AZ Realty & 
  Vista Star Company, LLC
Chandler, AZ
480-768-9333

Teila  Bartosh
Village Property  
  Management
Nashville, TN
615-383-6964

Edward  Beekman
Access Property  
  Management Group
Allendale, MI
616-301-9450

Jennifer  Beidle
Real Property Management  
  Fort Collins Loveland
Fort Collins, CO
970-658-0410

Ray M. Bergey
The Real Estate Group
Chesapeake, VA
757-410-8500

George W. Biederman
RAB Realty
Gilbert, AZ
480-788-5711

Alan J. Blomdahl
The Real Estate Group
Chesapeake, VA
757-410-8500

Doug Bolen
Active Real Estate  
  �Management and  

Consulting, LLC
Boise, ID
208-991-0109

Sharon Bone
Patterson Realty
San Luis Obispo, CA
805-544-2013

Patrick J. Boushell
Leading Properties
San Francisco, CA
415-312-4204

Deborah K. Brady
Alliance Management  
  Group
Barstow, CA
760-256-4663

Jody Brandon
Premier Property  
  Management
Grand Junction, CO
970-245-1133

Juliana Broadus
Creel Investments
Beaumont, TX
409-838-2102

W. Tyler Brown
W. T. Brown
Portsmouth, VA
757-397-3266

Melodie Brown
Assured Investment  
  Management LLC
Boise, ID
208-342-3020

Lisa Burris
Colonial Residential  
  Properties
San Antonio, TX
210-477-9443

Delicia Charles
Topflight Property  
  Management
Clarksville, TN
931-572-1572

Richard W. Clayton
East Valley Property  
  Management
Loma Linda, CA
909-478-7725

Marcia  Clemendor
Ampro Property  
  Management
Atlanta, GA
404-593-0399

Brian Colombrito
The Real Estate Group
Chesapeake, VA
757-410-8500

Larry Conner
The Real Estate Group
Chesapeake, VA
757-410-8500

Victoria S. Cowan
Property Advantage, Inc
Carlsbad, CA
760-585-1700

Darren L. Creel
Creel Investments
Beaumont, TX
409-838-2102

Susan L. Creel
Creel Investments
Beaumont, TX
409-838-2102

John D. Crum
Still Real Estate Sale or  
  Lease, LLC
Frederick, MD
301-667-8455

Laura Daugherty
The Real Estate Group
Chesapeake, VA
757-410-8500

Erik L. Davis
The Real Estate Group
Chesapeake, VA
757-410-8500

Wade  Denman
Denman Realty Group, LLC
Mesa, AZ
480-834-1525

Amanda  Donaldson
Aloha Coast Realty
Hilo, HI
808-934-7600

Rory A. Dubin
General Public
Jacksonville, FL
757-473-9700

Jennifer Duenas
Peninsula Property  
  Management
Silverdale, WA
360-307-8114

Keith M. Elliott Jr
Keire Realty Group
Manassas, VA
703-881-8792

Christy  Fauquher
Profitable Properties, Inc.
Winter Springs, FL
407-310-3878

Stephen Fithian
Frontline Property  
  Management, Inc.
Fort Worth, TX
817-288-5524

Rick G. Foster
Academy Properties
McDonough, GA
770-957-9550

Jenn  Garrett
Village Property  
  Management
Nashville, TN
615-383-6964

Bonnie M. Gates
Orange Realty, Inc.
Hurdle Mills, NC
919-732-9417

Christina Gentry
Deese Management &  
  Real Estate, Inc.
St. Cloud, FL
407-891-2214

Cheryl L. Gober
IMC
California City, CA
760-373-1800

Jonn F. Goodman
Goodman Real Estate  
  Group, LLC
Flower Mound, TX
972-746-3420

Patricia K. Goodwin
Goodwin Property  
  Management
Santa Rosa, CA
707-539-2004

Ronnie  Hale
National Property  
  �Management &  

Rehabilitation
Orem, UT
866-993-2688

Wendy Harris
Team Harris, Inc.
Fayetteville, NC
910-433-2724

Kathy L. Hinga
Paradise Properties & 
Rentals, Inc.
Port Charlotte, FL
941-625-7368

David G. Hoskins
The Real Estate Group
Chesapeake, VA
757-410-8500

Brenda Johnson
Good Property Manage-
ment, Inc.
Silverdale, WA
360-698-2464

Michael A. Jones
iDeal Realty & Manage-
ment
Peoria, AZ
623-201-3544

Joshi  Joseph
Ashoka Lion Management
Garland, TX
214-566-0509

Marty  Kaye
RE/MAX Capital City
Cedar Park, TX
512-799-7355

Jackie  Koss
Real Living Select Proper-
ties
Colorado Springs, CO
719-534-7380

LaVon S. Likes
Palladian Group
Lakewood, CO
303-979-3178

Sabrina Lowery
Maximum One Realty 
Management
Smyrna, GA
678-439-7075

Doug Luke
The Real Estate Group
Chesapeake, VA
757-410-8500

Sam Luke
The Real Estate Group
Chesapeake, VA
757-410-8500

Kathy Luokkanen
The Real Estate Group
Chesapeake, VA
757-410-8500

Patricia D. MacAdam
Dmac Real Property Ser-
vices
Walnut, CA
909-964-4820

Richard Mahoney
The Real Estate Group
Chesapeake, VA
757-410-8500

4,000 Total 
Members
(12% per year 

until 2014)

3,800

3,600

3,400

3,200

3,000

2,800

2,728
(members as 

 of 12/31/09)

Help Raise 
the roof!
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Larry Maida
The Real Estate Group
Chesapeake, VA
757-410-8500

Scott J. Martin
Martin Property  
  Management
Waltham, MA
617-957-0166

Jason  McFadyen
Windermere Real Estate
Oak Harbor, WA
360-695-3329

Phyllis  Minik
Western Shore Realty, LLC
St Leonard, MD
301-904-5708

Terry L. Morris
TriStar Realty LLC
Austin, TX
512-505-8829

Stephanie L. Mount
Lowcountry Property Man-
agement & Sales
N Charleston, SC
843-574-9828

Raymond G. Orsini Jr
Principal Realty, Inc
Hialeah Gardens, FL
305-558-5211

Rebecca  Panosso
Total Realty Corp
Oviedo, FL
407-721-0880

Susan Paul
Better Homes & Garden  
  Move Time Realty
Scottsdale, AZ
480-362-3000

Tim D. Penick
LightHouse Properties of  
  Virginia, Inc.
Lynchburg, VA
434-385-7233

Kristin Perecko
The Real Estate Group
Chesapeake, VA
757-410-8500

Garlinda M. Price
Leesburg Property  
  Management
Fayetteville, NC
910-488-7221

Denise L. Propes
Propes Premier Properties
Lawrenceville, GA
678-344-5173

Misty  Quigley
DDRE McDonald Family,  
  LP-DDRE Properties
Ft. Worth, TX
817-675-0661

Jeff M. Ransom
KJR Properties, LLC
Pocatello, ID
757-208-7055

Robert G. Reeves
Dierschke & Dierschke  
  REALTORS®
San Angelo, TX
325-944-3596

Carol Rice
Village Property  
  Management
Nashville, TN
615-383-6964

Catherine G. Ross
RE/MAX Associates
San Antonio, TX
210-340-3000

Linda Jean Rudiger
The Real Estate Group
Chesapeake, VA
757-410-8500

Joe Ruzzi
The Real Estate Group
Chesapeake, VA
757-410-8500

Christine M. Savoie
Colonial Residential  
  Properties
Harker Heights, TX
254-698-4722

Vanessa Serrano
Vanessa Serrano
Orlando, FL
407-402-0032

Matthew L. Spearing
GRS Properties
Tuscaloosa, AL
205-758-7754

Kristi A. Spencer
All County Preferred  
  Property Management
Rockledge, FL
321-607-3700

Joe R. Steward
Core Realty, LLC
Jacksonville, FL
904-626-3195

Donna  Stickle
Prudential Shimmering  
  Sands Realty
Panama City, FL
850-230-0110

Audie Street
Main Street Properties, Inc.
Pensacola, FL
850-912-4123

Melissa A. Taylor
Metro Urban Asset  
  Management, LLC
Rockwall, TX
214-425-4806

Felicia  Todd
First Service Group  
  Property Management
Boise, ID
208-343-9393

Rosa  Travis
Matchmaker Realty  
  Property Management
Gainesville, FL
352-372-3930

Nathan Volz
The Real Estate Group
Chesapeake, VA
757-410-8500

Marissa  Watson
Village Property  
  Management
Nashville, TN
615-383-6964

Bob Wilcher
Transitions Property  
  Management & Real Estate
Acworth, GA
770-825-1963

Brian  Wojcik
Wojo Realty Group
Savage, MD
443-393-1890

Daniel P. Woog
Flagship Property  
  Management, LLC
Erie, CO
303-981-6865

Taylor  Wright
Manage A Place
Idaho Falls, ID
208-523-2983

Walton  Young
Realty Art
Kaneohe, HI
808-386-7352

Joyce A. Zimdahl
Randolph Field Realty
Schertz, TX
210-658-4713

Valerie Zimmerman
Richter & Associates,  
  CRMC®

Northville, MI
248-348-5100

Minas Zoulis
Zoulis Properties, Inc.
Baltimore, MD
240-391-4242

Affiliate Members

First American Home  
  Buyers Protection
Russell Carroll
Santa Rosa, CA
925-586-0368

Fourandhalf.com
Alex Osenenko
San Bruno, CA
415-577-3641

Future Focus Utilities
Tristan Webb
Salt Lake City, UT
855-206-9104

PayNearMe
Kelvin  Tse
Mountain View, CA
650-469-1301

Property Management  
  Traffic (PM Traffic.com)
John Parkes
Temecula, CA
800-913-8986

Restoration Industry  
  Association (RIA)
Timothy Shaw
Rockville, MD
800-272-7012

United States Liability  
  Insurance Company
Mary Jane Law
Wayne, PA
888-523-5545

US Real Estate Investors 
Association, LLC
Steven Haftmann
Springfield, PA
855-244-2400

support staff

Ronnie Glynn
Topflight Property  
  Management
Clarksville, TN
931-572-1572

Janet Gomez
Birdy Properties, LLC, 
  CRMC®

San Antonio, TX
210-524-9400

Christy  Ikner
Village Property  
  Management
Nashville, TN
615-383-6964

Lorena Jauregui
Birdy Properties, LLC, 
  CRMC®

San Antonio, TX
210-524-9400

Nancy Marks
Henry Property  
  Management
Cary, NC
919-859-2323

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

Paula Rose
Ritan Property Group, Inc
Decatur, GA
404-284-2589

Ronnie Glynn
Topflight Property  
  Management
Clarksville, TN
931-572-1572

Janet Gomez
Birdy Properties, LLC, 
  CRMC®

San Antonio, TX
210-524-9400

Christy Ikner
Village Property  
Management
Nashville, TN
615-383-6964

Lorena Jauregui
Birdy Properties, LLC, 
  CRMC®

San Antonio, TX
210-524-9400

Nancy Marks
Henry Property  
  Management
Cary, NC
919-859-2323

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

Paula Rose
Ritan Property Group, Inc
Decatur, GA
404-284-2589

•  NARPM® members can post rental ads with up to  
10 photos – FREE. Everyone else pays $20. 
Email: Renee@ForRentByOwner.com or call 610-385-9793 to  
set up your FREE account.

•  Ads upload to Zillow.com overnight – FREE.
•  Add your company’s website to an ad – FREE.
• Tenants email you directly.

www.ForRentByOwner.com ~ Established 1997
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National Association of Residential Property Managers
24th Annual Convention Registration • October 17–19, 2012 • Arlington, VA

Interested in Joining?
Not yet a member? You can become a 
NARPM® member and register for the 
convention at the reduced member 
rate. Applications can be found online 
at www.narpm.org/join.

See separate education registra-
tion form online for 6-hour 
class registration!

CANCELLATION POLICIES
If this convention is cancelled for any 
reason, the liability of NARPM® to the 
registrant is limited to the return of the 
registration fee. A necessary resched-
uling of the convention, as approved 
by the NARPM® Board, does not con-
stitute a cancellation.

Convention cancellations must be 
received in writing. If cancellation is 
received 30 days prior to October 17, 
2012, there will be a full refund less a 
$25 processing fee. If cancellation is 
received 15-29 days prior to October 
17, 2012, there will be a 50% refund. 
There is NO refund 1-14 days prior 
to October 17, 2012.

MONETARY POLICIES
A $25 processing fee will be charged 
for re-billing a credit card. A charge 
of $25 will apply for all non-sufficient 
fund checks. Checks not in U.S. funds 
will be returned. You are not consid-
ered a registered attendee until pay-
ment has been successfully processed.

EASY WAYS TO REGISTER

MAIL - Send your form with payment 
to: NARPM® National,  
638 Independence Parkway, Suite 100, 
Chesapeake, VA 23320. 

FAX - Send your signed form with pay-
ment to 866-466-2776. Please do not 
mail the original.

ONLINE - Visit www.narpm.org and 
login to the Internet Member Services 
(IMS) section.

Policies Continued from page 10
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Demonstrate that you have e xpert knowledge about residential propert y management.

Designation Classes

Interested in 
Sponsoring?
Opportunities are 
available to chapters 
that would like to 
further educate 
their members 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.

	 Name _______________________________________________________________ 

Company _____________________________________________________________ 

Address ______________________________________________________________ 

City/ST/Zip ___________________________________________________________ 

Phone ________________________________ Fax ___________________________ 

E-mail _______________________________________________________________

Register for Classes

Name of Class Class Date Cost

___________________________________ _________________ $ ________

___________________________________ _________________ $ ________

___________________________________ _________________ $ ________

Total $ ________
Method of Payment

o I have enclosed a check for $ __________ Check # _______________________

o Please charge my credit card in the amount of $ _________________________

	 o Visa   o MasterCard   o Discover   o American Express 

Name of Cardholder ___________________________________________

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

Card Number _______________________________ Exp. Date _________

Fees (subject to change)

⑥hour Course
Member
Non-member
Retake
RMP®/MPM®

Candidate

Early Registration*
$195
$295
$75
$100
$180

Registration
$250
$350
$150
$150
$250

③hour Ethics
Member
Non-member

$45
$95

$45
$95

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

Course Information
•	 Course flyers containing additional information may be 

downloaded from www.narpm.org/education/schedules.html.
•	 All materials will be given to students on the day of the class.
•	 Attendees 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®.

Online Designation Courses are now available 
through OMG Distance Learning. For information 
and/or to enroll visit www.narpm.org/education.

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

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

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

All information below this line will be shredded  

DATE	 Location	 CLASS	 INSTRUCTOR

	 8/10/12	 San Jose, CA	 Habitability Standards & Maintenance	 Vickie Gaskill, MPM® RMP®

	 8/28/12	 Nashville, TN	 Maintenance: Basics and Beyond	 Kit Garren, MPM® RMP®

	 8/29/12	 Nashville, TN	 Operating an In House Maintenance Co.	 Kit Garren, MPM® RMP®

	 9/22/12	 Orlando, FL	 Owner/Client Relations Essentials	 Betsy Morgan, MPM® RMP®

	 10/15/12	 Arlington, VA	 Office Operations	 Dave Holt, MPM® RMP®

	 10/15/12	 Arlington, VA	 Tenancy	 Betsy Morgan, MPM® RMP®

	 10/15/12	 Arlington, VA	 Personnel Procedures Essentials	 Vickie Gaskill, MPM® RMP®

	 10/16/12	 Arlington, VA	 Marketing	 Robert Locke, MPM® RMP®

	 10/16/12	 Arlington, VA	 Personnel Procedures Advanced	 Vickie Gaskill, MPM® RMP®

	 10/17/12	 Arlington, VA	 2012 Ethics	 Fred Thompson, MPM® RMP®
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E arn rewards and achieve ambassador status for referring new NARPM® members.

Ambassador Program

2012 Ambassadors
Robert Locke, MPM® RMP® 
Kevin Martin, RMP® 
Harry Heist
Christina Hogan, MPM® RMP®

Bradley Isa, RA

Chantal Bachar
Karlus Henry
Lisa Saunders
Dawn Crawford
Peter Meer, MPM® RMP®

Beverly Perina, MPM® RMP®

Taylor Lembi
Leesa Rispoli
Paul Arrington, RMP®

Danielle Coke

Tiea Vincent
Tina Bradley
Keith Becker, MPM® RMP®

Brian Birdy, MPM® RMP®

Joe Auzenne

May 10 - June 24, 2012
Referring Member	 New member
Jay Hartley	 Brandon Bradford
Sherry Bates	 Toni Rae Mello-Mendez
Robert Locke, MPM® RMP® 	 Bob Wilcher
Peter Meer, MPM® RMP® 	 LaVon Likes
Joe Auzenne	 Larry Maida
Joe Auzenne	 Doug Luke
Joe Auzenne	 Kathy Luokkanen
Joe Auzenne	 David G. Hoskins
Joe Auzenne	 Erik L. Davis
Joe Auzenne	 Nathan Volz
Joe Auzenne	 Joe Ruzzi
Joe Auzenne	 Larry Conner
Joe Auzenne	 Alan J. Blomdahl
Joe Auzenne	 Ray M. Bergey
Joe Auzenne	 Brian Colombrito
Joe Auzenne	 Kristin Perecko
Joe Auzenne	 Linda Jean Rudiger
Joe Auzenne	 Richard Mahoney
Lisa Saunders	 Laura Daugherty
Dottie Bartel	 Joyce Zimdahl
Denise Walsh, MPM® RMP® 	 Valerie Zimmerman
Melissa Prandi, MPM® RMP®	 Diane MacAdam
Hoppie Cantwell,MPM® RMP® 	 Katie Griffin Ross
Roy Poe	 Stephen Fithian
Joe Auzenne	 Sam Luke
Lee Good	 Brenda Johnston

Referring Member	 New member
Jay Raman	 Joshi Joseph
Jake Armstrong	 Audie Street
Justin Bajema	 Jennifer Bajema
Brian Birdy, MPM® RMP® 	 Janet Gomez
Justin Bajema	 Edward Beekman
Keith Becker, MPM® RMP® 	 Patricia Kay Goodwin
John Riediger	 Stephanie L Mount
Jason Joiner	 Jason McFadyen
Harry Van Mater, MPM® RMP®	 John D. Crum
John Bradford, RMP®	 Garlinda M. Price
Brian Birdy, MPM® RMP® 	 Robert Glenn Reeves
Zach Zacharias	 Victoria S. Cowan
Bradley Isa	 John Olson
Kathy Burman	 Denise Propes
Dan Wilhelm, RMP® 	 Sabrina Lowery
Cyndy Starr, RMP® 	 Amanda Donaldson
Pat Groves	 Jennifer Duenas
Earlene Gardner	 Rick Foster
Darryl Gichia-Broussard	 Kristi Spencer
Roni Brooks	 Delicia Charles
Keith Becker, MPM® RMP® 	 Alex Osenenko
Angela Allen, RMP® 	 Jody Brandon
Carl Panebianco	 Jeff C. Bane, Jr.
Steve Foster, MPM® RMP® 	 Tristan Webb
Susan Flucke	 Shalia Barrett

Who better to spread the word of the benefits of NARPM® than its 
members? To achieve Ambassador status, you must refer five new 
members in one year. You will then receive an award certificate 
and a $200 NARPM® credit that can be used toward your annual 
dues, upcoming events, education classes, and more! You can earn 
multiple award certificates in a 12-month period, so be sure you 
continue referring new members even after you have achieved 
Ambassador status.

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

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

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

How can 5=200?
Data:   ECC:   Size:   

BENCHMARK
till after_raw: 0.014212s

till after_filler: 0.113146s
till after_mask: 0.210098s

till after_encode: 0.000076s
till finish: 0.061551s
TOTAL: 0.399083s

http://www.managegroup.com/registration/phpqrcode/index.php

1 of 1 8/12/2011 10:50 AM

All information you need is 
at http://www.narpm.org/
join/ or you can scan the 
QR code at right with your 
smartphone or tablet using 
a QR code reader app.
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Source: Internet Reporting 2011 YTD Monthly Average. ©2012 Classified Ventures, LLC. All rights reserved. Equal Housing Opportunity.

For advertising information call (866) 399-4944 or email sales@rentalhomesplus.com

Reaching Over One Million Monthly
Visitors For One Low Price

• Unmatched online and search engine exposure
• Full service sales and customer support
• Cost effective advertising solution to fill

your rental vacancies

NARPM®

638 Independence Parkway, Suite 100
Chesapeake, VA 23320


