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

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

Copyright © 2010 National Association of 
Residential Property Managers. All rights reserved. 
Materials may not be reproduced or translated 
without written permission. E-mail publications@
narpm.org for reprint permission.

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

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

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

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

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

IF YOU DID NOT have the opportunity to 
attend the national convention in Seattle 
this past October, you missed an absolutely 
awesome event. Not only were there a ton 
of great speakers and workshops, there were 
many occasions to network and catch up 
with old friends. To top it all off, we had 
some of the best weather Seattle has to offer 
for the month of October. Those of us who 
were out on the golf course on Wednesday 
for the first annual Past Presidents' Char-
ity Golf Tournament almost got sunburns. 
A couple more hours and we would have 
been toasted! You know what I mean—a bit 
overcooked from the sun!

And, let me tell you about the Gala. I 
had no idea that NARPM® had so many tal-
ented people within our membership. Con-
gratulations to the winner, Rebekah Near 
from ORCA Information, Inc., on her sultry 
rendition of Summertime. I think this was 
the most well attended Gala to date. We 
had dancers (well, maybe not all were actual 
dancers, but you gotta give Andy Propst, 
MPM® RMP® credit for doing whatever it 
was he was doing in front of an audience of 
over 250 people), guitar players, a pianist, 
singers, a bassoonist, cinematographers, 
comedians, and a wonderfully good time.  
Thanks goes to our judges: Bob “Hasselhoff” 
Machado, MPM® RMP®; Ray “Howie” Scar-
abosio, MPM® RMP®; Rose “Paula” Thomas, 
MPM® RMP®; and James “Simon” Tungsvik, 
MPM® RMP®. As “Howie” would say, “I only 
have four words, ‘You guys were fantastic!’”

Everyone absolutely soared at the con-
vention, which is the reason for me telling 
you about it. This event was the high point 
of the great year that I have had as your Na-
tional President. I could have never guessed 
that I would have been so profoundly affect-
ed by the position that was bestowed upon 
me. I knew that I was stepping into a very 
important leadership role. The members of 
NARPM® were entrusting me to guide oth-
ers towards making good decisions for the 
organization. I soon discovered that no one 
does this on their own. All of the individu-
als that took on their own leadership roles 
this year did a really good job. Thank you 
to all my committee chairs, vice chairs, and 
sub-chairs. Thanks to the directors who 
oftentimes received 100+ page documents 
that they had to study in preparation for our 
Board of Directors meetings. Also, thanks 
goes to the staff at NARPM® National for 
helping us to stay on track when we might 
have been taking a wrong turn.

In closing out my presidential year, I 
would like to share an excerpt or two from 
my closing speech at convention: 

From my point of view, NARPM® has an awe-
some future ahead of it. Last year, we were 
given the task of growing to 4,000 members 
by the year 2014. We called it our 12x14 
campaign. Well, thanks to the help of Rent-
als.com and some aggressive marketing, in 
our first year we have over 3,300 members. 
The best way for new and old members to 

see value in their membership is to volunteer, 
either in your local chapter or on a national 
level. It is the only way to get the ‘feel’ of the 
organization. And, it is the only way to make 
changes if you feel that change is necessary.

Over the lifetime of my career, I have 
been very involved in a number of trade 
associations as a volunteer. I was even a 
member of the Carpet Cleaners Institute 
(CCI®) in the early 80s. I gotta tell you, there 
is not a one of them that can hold a candle 
to NARPM®. We open our offices, our homes 
and our hearts to those who want to grow 
their professional real estate management 
careers and businesses. Our culture is shar-
ing. We do it better then any other organiza-
tion that I have ever participated in. I want 
to thank every one of you who have shared 
a process, an idea, a spreadsheet or an 
opinion with me. I have soaked it all in. My 
business is better off today because of what I 
learned from my NARPM® buddies. 

Thanks to all of you for giving me your 
support and kind words of encouragement 
this year. And remember, the only way to 
see it all is to soar above it all. Keep soaring!

Vickie Gaskill, MPM® RMP® CPM® ARM®

2010 NARPM® President

“I could have never guessed that I would have 
been so profoundly affected by the position that 
was bestowed upon me.”
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REDEFINING RESIDENT SCREENING 

NARPM PLATINUM SPONSOR 2009, 2010 

THE SOLUTION: SEEK CAPABLE ASSISTANCE 

$12,607,901,007.00* 
Can 12 billion dollars in lost rental revenue in 2008, that’s just over $34,542,190.00 dollars  

lost per day, destroy investment objectives and damage management reputations?

There are at least 4 million fair housing violations annually. 

HUD states that “Only one percent of individuals who believed they experienced housing discrimination reported 
it to a government agency.” 

Funding for FAIR HOUSING INITIATIVES PROGRAM (FHIP) should be $52 million and should expand to  
 approximately $109 million per year. 

RECENT FHIP DECISION: The defendants (landlords/owners) will pay $35,000 in damages to three victims who 
the United States contends were discriminated against because of their race at Ivanhoe House Apartments; pay 
$7,500 in a civil penalty to the United States; and pay $40,000 to the Fair Housing Center of SE Michigan as 
damages for the non-profit’s efforts in testing and investigating the apartment complex. The settlement also  
requires the defendants and their employees to undergo fair housing training, conduct self-testing.  

NTN 
In a recent survey of real estate management companies and owners, the 
NTN national organization was identified as having the best screening data 
available today – data that is cutting losses substantially and NTN regional 
offices as providing the ultimate in customer service.  

Conducted by the national agency HMH (www.thinkHMH.com) 

$13,832,171,239.00* 
Can 13.8 billion dollars in lost rental revenue in 2009, that’s just over $37,896,359.00 dollars  

lost per day, destroy investment objectives and damage management reputations?

FACTS 
The losses above result from only tthree tenant problems out of a potential 17 objective, lease violations. 

EXECUTIVE ORDER 13224 prohibits all U.S. individuals and businesses from engaging in any form of financial  
transaction with persons or entities designated as terrorists or their associates. The Office of Foreign Assets  
Control (OFAC) maintains a list of “Specially Designated Nationals” (SDNs) that contains names of persons and 
organizations with which no U.S. individuals or firms may conduct business. Criminal violations of OFAC  
regulations can result in corporate and personal fines of up to $1 million per count as well as prison terms.  

USE OF INTERNET STARTUP COMPANIES OR THOSE THAT LACK SOLID INDUSTRY EXPERTISE CAN BE COSTLY. 

resident screening—more than meets the eye. 

ATTEND NTN SEMINARS AT THE 2010 CONVENTION. VISIT BOOTH 23. 
www.ntnonline.com . ntn@ntnonline.com . 1-800-228-0989 

THE SOLUTION: NTN TENANT PERFORMANCE PROFILE 

THE SOLUTION: NTN DECISIONPOINT 
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The Pierce County Chapter of NARPM® was the 
second chapter in Washington State. Our chapter has 
been assisting local property managers for over 14 
years and has grown to 35 local property managers. 
We generally meet once a month where we conduct 
chapter business and have speakers talk on various 
topics affecting our industry. We meet in a restaurant. 
Our meeting starts with a half hour of networking 
prior to our business meeting so that we can talk with 
other members and vendors. I often overhear, “how 
do you handle this problem?”, or “how are you doing 
this or that?” Members’ words speak loudly about the 
benefits of a professional association

To try to understand the benefits that keep our 
members coming back each month, I asked for 
answers to: what got you into property management; 
what caused you to join NARPM®; and what do you 
enjoy about our monthly meeting?

Roy Gadley told me, “I've enjoyed attending our 
monthly chapter meetings. I've met the most giving 
people in the business. Every member of our chapter 
assists each other. We keep each other educated on 
current events and issues. We exchange our com-
pany business forms, share vendors and support 
each other not only through business but also in our 
personal lives. NARPM® provides great educational 
courses designed specifically for property managers. 
Our chapter sponsors training from local real estate 
schools, provides regional conferences and encour-
ages our members to attend our yearly national 
convention, all of which offer additional training and 
opportunities to meet a variety of vendors. My overall 
experience and association with NARPM® has been 
very positive. I highly recommend our association to 
every property manager I meet.”

Terri Patterson enjoys the pace of property 
management mainly because she really enjoys the 
stress and pace of dealing with different people and 
problems each day. “I'm a really nosy person and I 
like hearing about and trying to fix other people’s 
problems, not to mention going into other people’s 
houses. My favorite part is doing interior inspections. 
I find it very rewarding in helping tenants find a home 

to live in and, at the same time, the responsibility of 
overseeing owners’ investments.”

Anne Pence said, “I had small children and 
needed to free up my time so I could get them to 
doctor’s appointments, sports and extracurricular 
activities. Punching a time card and having a job that 
needed me to be there the full 40 hours a week was 
not much of an option. I was a full time bookkeeper 
so it made sense to do property management and the 
steady income it brought.”

Jamie Williams replied, “I had managed my own 
rentals. When I decided to change careers, it just so 
happened that the real estate office I liked needed 
someone to take over their small management port-
folio. It sounded great, so I became a property man-
ager.  I heard about the NARPM® organization and 
wanted to meet more people in the same field. Our 
monthly get together provides an opportunity to listen 
to others and work towards a better industry.” 

Bekah Hermansen reflected, “I was hired by 
Willow Properties as a receptionist. After working for 
the company for a little while, I was given the oppor-
tunity to become licensed and start managing proper-
ties. Although becoming a property manager was not 
my original intention, the more I learned, the more 
interested I became.”

For myself, I started in property management by 
purchasing a few properties of my own. My wife, 
Dorothy Zarelli, and I began managing for others 
when we could not find managers for those homes. 
The agents who had sold them to us thought property 
management was nothing but a part-time job. Their 
part-time job translated into part-time inefficient 
property management. We found ourselves looking 
for programs, forms and methods to do a better job. 
That led us to looking for organizations that might 
be able to help. That was when we found NARPM®. 
We were excited to finally begin meeting new people 
with the same interests, needs and educational 
requirements. We constantly find that the meetings 
provide us with the opportunity for learning more, 
hearing about changes in our industry, and having col-
leagues with whom to share ideas.  

CHAPTER Spotlight

Pierce County, WA

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

For additional ideas 
on how to strengthen 
your chapter, visit the 
Chapter Leader Services 
area at www.narpm.
org/chapter-services.

John Parker, MPM® 
RMP®, holds a BA degree 
from Alaska Pacific Uni-
versity. Prior to becoming 
a property manager, John 
was a teacher, a clothing 
store manager, and real 
estate sales associate. He 
has been involved in the 
real estate industry since 
1973, when he bought his 
first fixer-upper. John is cur-
rently serving as Chair of the 
NARPM® National Govern-
mental Affairs Committee. 
When he is not working, 
he likes to read, golf, hike, 
woodwork, and travel.
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As a first time attendee to the NARPM® Annual Con-
vention and Trade Show, I must say I was astounded 
with the content, the happenings, the friendship, 
the feeling of such a shared camaraderie, and such a 
good turn out in these economic times.  

As a new Affiliate member and non-property man-
ager, I wanted to meet as many folks as I could along 
my way at the conference. The session where I was 
presenting The Laws of the Cyberjungle, was not until 
Thursday but I flew in early to meet and join up with 
everyone.

My first session was The Michelli Experience, an 
interesting program on leadership. I had many take-
aways from this experience, but what was most mem-
orable to me was the closing where we were talking 
about our legacy and he said everyone should think 
about this for themselves. It might seem audacious 
to think about leaving a legacy, but he said that is an 
important part of leadership. Being who you are, what 
you do and how you want to impact others are key 
elements to consider in creating your legacy. This was 
really important to me, as I had been thinking along 
these same lines. Coming to the place of another shift 
in my life, this was very appropriate. I found myself 
contemplating both a personal legacy and a business 
legacy and found that what I envisioned for myself 

was to be or to have been an inspiration to others 
on a personal level and helping to ground what I call 
A New Kind of Law™ (being what I term a renais-
sance lawyer)—a more transformative, collaborative 
approach to the law and its impact on you and your 
business. The culture of service was Joe Michelli’s 
message and I think it was a great experience for all.

I also attended the First Timer’s Reception and it 
was great to meet NARPM® leaders. I attended sev-
eral of the sessions and was especially anxious to hear 
discussions on social media for property managers 
and its impact. The last 15 minutes or so of my talk on 
Thursday dealt with both the privacy and legal aspects 
of social media, which are things most people do 
not think about when discussing social media. I am 
looking forward to opportunities to offer this informa-
tion at regional conferences. As with any good con-
vention, several contacts were made and I am very 
excited to share some of the most important “must-
do’s” for property managers at the local level.   

I must admit that my favorite session of all was 
with Bill Stainton. I have not stopped talking about 
that session with business associates everywhere and 
how I had prejudged him, thinking before hand, 
“How can someone use The Beatles as a basis for 
a speech?” Well, I was blown away. He was funny. 
He was historical. And, he was relevant. I learned so 
much about The Beatles I never knew. The underlying 
message of the Five Best Decisions was just phenom-
enal. Oh, and the lip-syncing Beatles singers at the 
end were the icing on the cake! NARPM® Conven-
tion Committee: you went over the top with this 
gentleman! Bill was extraordinary!

The NARPM® Convention Committee did a won-
derful job. As a person who attends many confer-
ences, I can only say that I was totally impressed with 
the present leadership, the incoming leadership, and 
the members and vendors. What a great show, folks!  
Thanks so much for a job well done and for a great 
experience!  

Through the Eyes of a First Timer
An Unforgettable Event

Darity Wesley is a national 
expert on Internet law, social 
networking, and privacy 
and information security. 
She is the founder of Privacy 
Solutions, Inc (www.Priva-
cyGurus.com) and senior 
attorney at the Lotus Law 
Center (www.LotusLaw-
Center.com). A veteran of 
the real estate information 
industry, Darity helps busi-
nesses manage the risks 
associated with protecting 
themselves and the valuable 
data they have gathered. She 
is a sought after speaker on 
social media and privacy. 

Hear Ye! Hear Ye!

In accordance with NARPM® guidelines for approval of the Certified Resi-
dential Management Company (CRMC®) designation, notice is hereby posted 
that Raymond Scarabosio, MPM® RMP®, with Jackson Group Property Man-
agement of San Francisco, CA, and Andrew Propst, MPM® RMP®, with Park 
Place Property Management of Meridian, ID, have applied for the CRMC® 
designation. 

If anyone knows of any reason why these companies should not be eligible, 
please contact NARPM® National by phone at 800-782-3452 or by e-mail at 
info@narpm.org. Objections must be received by December 31, 2010.
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Your company has a website. Great, you need one. 
Unfortunately, having a website is not enough. You 
also need to drive traffic to it and the line from Field 
of Dreams is most certainly not true in the online 
world of 2010. If you build it, they will not come—
unless they know about it.

While there are many ways to attract visitors to 
a website, ranging from e-mail marketing to viral 
YouTube videos and Super Bowl ads, there is one 
method that offers a steady stream of traffic. Get-
ting your website URL ranked “above the fold” (high 
enough that the user does not have to scroll to see it) 
on the front page of the major search engines (Bing 
and Google) for your relevant keywords is the single 
most cost-effective way to attract website visitors. 
Converting those visitors into qualified leads, and 
ultimately customers, will be the subject of future 
articles.

Search engine optimization, or SEO for short, is 
the practice of optimizing your website, its code, con-
tent, and the links to it from other websites, for the 
benefit of the software, called “spiders,” that search 
engines use to assess your site’s relevance to a certain 
keyword or phrase.

Despite what you might conclude if you have ever 
tried to make sense of the SEO landscape (by which 
I mean what it is, how it works, what software and 
tools are available, what companies offer SEO services 
and, of those, which are legit and which are scams), 
the fundamentals of SEO are fairly basic. Simple 
enough that before you pursue any form of paid 
traffic generation, be sure you have addressed them. 
You may be surprised by your results.

Consider these areas first in your pursuit of that 
immensely valuable, if sometimes elusive, front page 
ranking for your most important keywords:

Choosing the Right Keywords• 
Setting Title and Meta Tags• 
Producing Relevant Content• 
Acquiring Backlinks• 

CHOOSING THE RIGHT KEYWORDS
How do you know if you are targeting the right key-
words? In the property management business, the 
keywords “property management” are obvious—to 
you and everyone else in the property management 
industry. Therein lies the problem. The more popular 
or valuable a keyword, the harder it will be to achieve 
favorable rankings. That does not mean you should 
not be focusing on “property management,” but it 
does mean you need to go beyond that phrase. There 
are two ways to tackle this problem of “crowded” 
keywords and cut through the noise: geographic key-
words and what are called “long tail” keywords.
Geographic keywords are just that—keywords that 
relate to geography. If your company offers property 
management services in Boston, including “Green-
ville” in the list of keywords you are targeting will 
effectively reduce the number of websites that you 
are competing against from all of those that relate to 
“property management” to just those that relate to 
“property management” and “greenville.” The latter 
is a much smaller group and, as a result, you will have 
a better chance of climbing to the top of the search 
rankings for this particular search.

Long tail keywords are those that, in and of them-
selves, will not drive large numbers of traffic to your 
site because they are searched less frequently. The 
key here is that when you rank highly for enough 
of them, the one or two visits a month you get from 
each start to add up. Let’s take that example of a 
property management company in Boston again. 
Some good long tail keyword phrases in this case 
might be “upstate property management,” “down-
town greenville property management,” “greenville 
rental income management services,” etc. Again, the 
idea is that while you might only get a few visits each 
month from someone searching for these less obvious 
keyword phrases, but get enough of them and sooner 
or later you are talking about meaningful numbers.

TITLE AND META TAGS
Behind your webpages are instructions called HTML 
tags that control the display of your pages. The initial 

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

Keyword Spiders & Crawlers

Paul Angell is a veteran 
web developer with 15 
years experience ranging 
from freelance work to a 
ten year stint at Infor Global 
Solutions, where he served 
as the Director of Web 
Development for the Hosted 
Solutions division. He joined 
PropertyBoss in May of 
2010 as the company’s Web 
Architect and manager of the 
Web Solutions group. For 
more information about Paul 
or PropertyBoss Solutions, 
visit propertyboss.com or 
call 864.297.7661 x28.
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page codes convey information to web browsers and 
search engine spiders. The Meta tag content is not 
seen by your site’s visitors, but the Title tag is. The 
contents of the Title tag are typically rendered in the 
browser’s title bar and used as the display text when 
you create a bookmark for a page.

Title Tag
The Title tag is crucial as it is used by search engines, 
along with other criteria, in determining how to rank 
your site and is very often used when displaying your 
site in search results. Be sure to include your most 
important keyword(s) in your site’s Title tag and be 
aware that search engines limit the number of char-
acters they will make use of. Google and Ask.com 
use the first 69 characters of your Title tag (including 
spaces), Bing uses 65 and Yahoo uses 72.

Keywords Meta Tag
This tag allows you to explicitly list the keywords 
that relate to your site. Sounds great, right? Well, the 
reality is that most search engine spiders completely 
ignore this tag because, traditionally, it has been 
abused to “game the system.” In the early days of 
SEO, webmasters would often list popular keywords 
that had no actual relation to the content on their 
website in the hopes of being ranked highly for those 
keywords. Having said all that, this tag is useful to 
some search engines, particularly if you are precise 
about only listing keywords that also appear in your 
site’s content.

Description Meta Tag
This meta tag is fairly important. Most search engines 
will use it to learn about your site’s content and will 
factor it in when determining your rankings. Many 
also use it, along with the Title tag, when they display 
your site in their search results. Ideally, your Descrip-
tion tag should be direct and concise. Use those key-
words again and keep the length to 25 to 30 words, 
or, more specifically, around 150 characters at most.

RELEVANT CONTENT
At the end of the day, your site’s content will have 
the greatest impact on your search engine rankings. 
A website rich in topical content will be viewed by 
search engines as highly relevant with regard to that 
topic. In producing content for your website, there 
are a few things to pay particular attention to:

Page Titles
Search engines place a high degree of importance on 
the placement of keywords in page titles. Using our 
previous example, a page titled “Offering Property 
Management Services in the Greenville Area” will 
serve you better than one simply titled “Services.” 

Content Headings
Properly designed webpages use HTML tags to impart 
meaning to content headers. The H1 tag implies 
greater importance and hierarchical prominence over 
an H2 tag and so on. Search engines treat keywords 
wrapped in HTML header tags as a strong indicator 
of that page's content, in addition to the frequency of 
keywords in the page’s actual content.

Keyword Density
This is the ratio of keywords on a page to the total 
number of words. Too low a ratio and the search 
engines will not regard that page as being a good 
source of material on your target keywords. Too many 
and they will penalize you for blatantly “stuffing” your 
page with keywords. All search engines have a dif-
ferent “sweet spot” in terms of keyword density, but a 
five percent ratio is a good target.

Other Considerations
Beside keyword density, the frequency, proximity and 
prominence of keywords also matter. Frequency is a 
measure of how many times the keyword appears in 
a page, the most frequently occurring word having 
the highest frequency. Proximity refers to how close 
together keywords appear, and prominence refers to 
how close to the top of the page a keyword appears. 
Too much emphasis on frequency, proximity and 
prominence makes it difficult to write clear, concise 
content that human visitors will appreciate. While it 
is useful to understand these factors, it is best not to 
dwell too much on them as the marginal benefit of 
high frequency, prominence and proximity is far out-
weighed by the more important goal of writing good 
content that people want to read. Very often, the 
juice ain’t worth the squeeze.

BACKLINKS
When most people think about optimizing their 
website for search engine rankings, they think about 
their website. Ironically, it is what other websites do, 
or do not, that can make the difference between a 
top ten ranking and Internet obscurity.

One of the biggest factors that determine your 
search engine ranking is how many other websites 
link to yours, what anchor text they are using in those 
links (ideally your keywords), and their site’s ranking 
on the keywords you are targeting. Links to your site 
from other sites are called backlinks and you want 
them—lots of them. There is no silver bullet when 
it comes to getting other sites to link to yours, but 
creating quality content that people want to link to is 
one effective approach, albeit one that takes time and 
effort. Put in the time and effort and before long you 
will end up with more backlinks over time.  

In the property 
management business, 
the keywords “property 
management” are 
obvious—to you and 
everyone else in the 
property management 
industry.
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In 2008, I was approached by our 2011 Presi-
dent-elect, Jayci Grana, MPM® RMP®, who was the 
National Communications Committee Chair at the 
time, to serve with her as Chair of the Residential 
Resource Sub-committee. I accepted, life was good, 
and I had a production schedule to follow supplied 
by Kristi Dunlap, our graphic designer at NARPM® 
National. I made up a schedule on my Outlook 
calendar and contacted the article contributors to 
remind them about their articles each month. Piece of 
cake, I said. Not a problem and all went well. 

In 2009, Jayci was asked to serve on the National 
Board. I was then asked to step up to the National 
Chair position and oversee the Communications 
Committee and all of the various sub-committees. 
No problem I said, it will hopefully be an easy tran-
sition, and I added more events and reminders to 
my Outlook calendar. I went about asking others 
to serve as chairs and vice-chairs and they agreed. 
The subcommittees flourished and by the time we 
had the National Convention in Orlando, Florida 
(my home turf), we had accomplished quite a bit 
from the Action List we were given by the National 
Board.  One item we spearheaded was to go green 
and, instead of publishing an outdated membership 
directory once a year, we saved many trees and lots of 
money by making this available online. 

In 2010, our committee was approved by the 
National Board to advertise in the Journal of Property 
Management (JPM) published by IREM®, and to move 
forward with a redesign of the NARPM® website.  
This was new ground and very exciting for all of us 
involved in these projects. We also worked closely 
with Gail Phillips, CAE, and Kristi Dunlap at NARPM® 
National to wisely budget our resources. We are 
grateful for the positive responses we have received, 
and I know the committee looks forward to breaking 
more new ground in the future. 

And now, as the end of my time approaches as 
your National Communications Chair, I would like to 
thank all of the committee members, all the staff at 

NARPM® National, and all the officers and directors 
on the National Board for allowing me to serve you 
these past three years. 

I learned a lot about NARPM® and myself. I 
learned about the tireless efforts put forth by the 
members, the committees and the staff across our 
great organization and what can be done when we 
Dare to Soar.

One of the best examples was the convention this 
year, which we were privileged to attend in beautiful 
Seattle, Washington. The weather was mild, the hotel 
was right in the heart of the city, and the restaurants 
and shopping were steps away from the hotel. With 
our annual event, the Convention Committee has a 
huge task to put together the agenda for over 400 
people to attend workshops and general sessions, 
coordinate with staff for speakers and events, and to 
bring you the best education possible for professional 
property managers and business owners. The Trade 
Show was well attended and the after parties were a 
fun place to meet with members and affiliates. This 
was all made possible by volunteers just like you, with 
a desire to make the experience as enjoyable and 
informative as possible. 

In 2011, I look forward to continuing to serve the 
NARPM® Florida State Chapter with Nancy Jackson, 
RMP®, as President and myself as President-elect. It 
will be an exciting year to be involved in the forma-
tion of the chapter and to assist with growing the 
chapter one new member at a time. 

That is really why we do what we do—to help 
others be as successful as they can be, while we learn 
about ourselves right along with them. It may sound 
simplistic, but it is very true. As Mahatma Gandhi 
once said, “The best way to find yourself is to lose 
yourself in the service of others.” 

In my case, I have been privileged to work with 
the best people and leadership, and to have become 
friends with people that I will cherish each day as I 
continue to pay it forward to the next generation of 
property managers.  

The Journey of a Volunteer
Find Yourself in Service

Michele Brassard, RMP®, 
has worked as a licensed 
REALTOR® in the property 
management field since 
1986, managing single-
family homes, multi-family 
homes and military housing 
in Florida and California. 
Michele holds the Residen-
tial Management Professional 
(RMP®) designation and has 
served as the Communica-
tions Committee Chair for 
both the national association 
and the Orlando Chapter, 
and will serve as president-
elect with the Florida State 
Chapter in 2011. Michele is 
married to her best friend, 
Tom Brassard, and enjoys 
gardening, reading, traveling 
and interior decor.
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As chair of the Government Affairs Committee 
over the last few years, I have had a great experience 
working to improve and expand our G/A activities. 
We have worked hard to strengthen our legislative 
efforts and protect the property management industry. 
We have also made an effort to improve the infor-
mation available for our members and increase the 
opportunities for members to provide us feedback 
and updates. As my term comes to an end, I wanted 
to share a few comments with you about the G/A 
Committee and why it is important for you to get 
involved in the legislative process.

Hopefully, you have seen our G/A communica-
tions. The results are the effort of numerous com-
mitted hardworking NARPM® members. Our com-
mittee has grown from just a couple of members 
to over thirty this last year. We hope to eventually 
have a level of volunteers to coordinate between 
the National Committee—who will act as liaisons 
between the RVPs—and region members. The next 
level would be members at each state level. Within 
each state would be members of the local chapters 
who would provide information and updates about 
local, state and national legislation.

This year, we had requests for input from staff 
members of the US Congress and gave our opinions 
to national committees looking at reforming Fannie 
and Freddie. We have had successes on the local and 
state level. We accomplished much, but we cannot 
relax our vigilance. We need members to be involved. 
We all have value to contribute. Many of our mem-
bers have experience in legislative affairs and they 
would, no doubt, share their experience if asked. A 
fellow member whom I spoke to recently said they 
had no legislative experience, but experience in nego-
tiations is something we all do on a daily basis. It is no 
different. I encourage all of you to join the G/A Com-
mittee and get involved with your local chapters. 

So where to from here? Our website is a good 
place to start with its pointers under legislative issues 
and how to engage in grassroots activism. If you are 
from an area that does not have a Day on the Hill, 
consider asking to join with other housing organiza-

tions. We have a coalition of landlord groups in Wash-
ington State. It has grown over the years to have more 
than 20 affiliated groups.

How and where does one begin to make a dif-
ference? Government belongs to those who show 
up. A Senator I know said to me, “A farmer does not 
plant seeds and expect to come back the next day 
and harvest a crop.” We must do more than attend a 
Day on the Hill event and expect to be the authority 
known to our Representatives. Attend their events or 
send them a note during the time when the legislature 
is not in session. They will remember it. Recognition  
starts with one issue at a time and gradually you can 
become known as a person with influence in your 
arena. The rewards are immense.

Here are some other ideas to think about as you 
prepare to make a request for support on an issue: 

Be sure that you seek support from all parties, • 
especially those who hold leadership positions.
Craft your story to be short and to the point. • 
I looked at the time my Senator had for daily 
review during the session and was amazed that 
he often gets 800 pages of proposed legislation a 
day. They are very busy and appreciate brevity.
Know both sides of the issue and be careful not • 
to appear negative towards the opposition. 
Sometimes it only takes a short e-mail to get your • 
message across. If your note has a quick descrip-
tion with a solution, your chances of being heard 
are better. In one hearing, a Representative said, 
“It appears to me that we have several landlord 
groups in the room today with different solutions.  
If you cannot agree amongst yourselves, how can 
we possibly know what is best? When you have a 
uniform solution, bring it back.”  

My involvement in the process has been very 
rewarding. I have met all of my representatives and 
they have always been willing to listen. It was espe-
cially surprising to me on one visit, when I overheard 
the Senator’s staff member say, “Senator, you have 
several visitors. Mr. Lobbyist and two constituents.” 
The Senator’s reply was, “Always the constituents 
first.” Do not be afraid; jump in and get involved!  

LEGISLATIVE Scoop

Jump In and Get Involved!

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

John Parker, MPM® 
RMP®, holds a BA degree 
from Alaska Pacific Uni-
versity. Prior to becoming 
a property manager, John 
was a teacher, a clothing 
store manager, and real 
estate sales associate. He 
has been involved in the 
real estate industry since 
1973, when he bought his 
first fixer-upper. John is cur-
rently serving as Chair of the 
NARPM® National Govern-
mental Affairs Committee. 
When he is not working, 
he likes to read, golf, hike, 
woodwork, and travel.
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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• 

Paul Lanfer
Avalar Management Solutions
Allen, TX
214-206-8585

John Latino
Total Property Mgmt. Solutions
Sarasota, FL
941-955-0200

Daisy Leal
Bosshardt Property Management
Gainesville, FL
352-371-2118

Harry S. Lee
Hawaii Home Locator
Honolulu, HI
808-735-0885

Jack Luker
Luker Properties Group, LLC
Oviedo, FL
321-255-2542

Mark Maddocks
Keyrenter Property Management
South Jordan, UT
801-783-1303

Marc Majed El Hassan
Spectrum Realty Services, LLC
Jacksonville, FL
904-389-7311

Richard L. Marcus
Majestic Property Management
Stevensville, MT
406-777-2625

Melissa Marsden
A Touch of Class Property Mgmt.
Annapolis, MD
443-995-2064

Wendy McCormack-Sison
admPROPERTY
Fremont, CA
510-579-5646

William H. McCoy, II
Safe Property Services
Alexandria, VA
703-518-4825

Ann McIntosh
Gulf to Bay Real Estate, Inc.
Belleair Bluffs, FL
727-586-1500

Carlos G. McIvy, Jr.
McIvy Residential Services, LLC
Waldorf, MD
301-906-1984

James Meek
Realty Pro
Albuquerque, NM
505-281-8900

Rachel Messing
Hometown Property Mgmt., CRMC®

Olympia, WA
360-456-7368

Richard Millinder
Wilson West Agency Realty
Raleigh, NC
919-848-9378

Caryn Mills
IPM Corporation, CRMC®

Arden, NC
828-650-6850

Mark Minton
Total Property Mgmt. Solutions
Sarasota, FL
941-955-0200

Mike Morganroth
RE/MAX Mosaic Properties
Gilbert, AZ
480-588-9500

Nicholas K. Munsee
Real Property Mgmt. Select
Vacaville, CA
707-317-9570

Phil Notarianni
Ada Property Management
Meridian, ID
208-936-4277

Tawa Olanrewaju
Multiplex Property Mgmt., LLC
Silver Spring, MD
866-951-9922

Casey T. Pearson
Breakwater Development, LLC
Cape Elizabeth, ME
207-807-1353

Quan N. Phan
G.B.A. Realty
San Francisco, CA
800-903-8566

Jason Pickens
Home Pointe Property Mgmt.
Orangevale, CA
916-988-5300

LaTonja Pouncy
Complete Realty Property Mgmt.
Houston, TX
713-682-4373

Jose A. Reategui
Rego Realty Corp, LLC
Hartford, CT
860-525-7348

Michael Reilly
Green Isle Properties
Citrus Heights, CA
916-332-4279

Wayne Schneiderhan
Homefree Realty, LLC
Saint Petersburg, FL
727-458-8804

Camille Sebring
Park 52, Inc.
Tacoma, WA
253-473-5200

Antonio R. Sena
N American Realty of Nevada
Henderson, NV
702-376-7379

Karen Sherard
Assurance Property Mgmt. Group
Union City, GA
678-927-7922

Tiffany Sleater
Keyrenter Property Management
South Jordan, UT
801-783-1303

Rosangela A. Souza
Mark Tachman
Valley Village, CA
323-715-0742

Lisa K. Speller
New Address Realty
Hampton, VA
757-788-8877

Steven D. Springer
Cascade Property Services
Oak Harbor, WA
360-679-4000

Paula A. Stout
Suncoast Islands Real Estate
St. Petersburg, FL
727-866-3755

Tom C. Sund
Colorado Lifestyle Property
Littleton, CO
303-862-7133

Richard L. Sundance
Navy Region Northwest
Mount Vernon, WA
360-257-5725

Jennifer Trecker
Around The Clock, Inc., CRMC®

Kent, WA
253-852-3000

Darus Trutna
Forge Property Management
Eureka, CA
707-232-4107

Dennis O. Vance
Ideal Realty Group, LLC
Puyallup, WA
253-861-1001

Jeanne Vrobel
ERA Herman Group Real Estate
Colorado Springs, CO
719-575-1104

Steve Weyrich St.
Olympus/Nelson Property Mgmt.
Houston, TX
713-622-8908

Laura L. Williams
Peak Properties
Little Rock, AR
501-353-0368

Robert Yann
CalPro Management, Inc.
Santa Ana, CA
866-254-9449

Jan L. Young
Coldwell Banker Snow & Wall
Murfeesboro, TN
615-893-1130

Randall Y. Zane
LSZ Properties, LLC
Honolulu, HI
808-377-5701
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JUNIOR MEMBERS
Eva Holguin
Cygnus Real Estate
Denver, CO
303-422-7926

SUPPORT STAFF
Rhonda Booker
Exit Realty Management
San Antonio, TX
210-298-3948

David Cunningham
T.R. Lawing Realty, Inc.
Charlotte, NC
704-414-2000

Rebecca Curl
Bosshardt Property Management
Gainesville, FL
352-371-2118

Jackie Emery
Minnesota Home Rental, Inc.
Inner Grove Heights, MN
651-204-6760

Lindsay Faucett
Exit Realty Management
San Antonio, TX
210-298-3948

Heather Gallagher
Gallagher Property Management
Santa Barbara, CA
805-682-8433

John P. Hashem
Quest Property Services, Inc.
Fort Worth, TX
817-763-9696

Kristine Mendez
Dede's Rentals & Property Mgmt., 
Inc.
Santa Rosa, CA
707-523-4500

Annette Micho
GDAA Property Management
Round Rock, TX
512-439-3600

Christine Minor
R.P. Management, Inc., CRMC®

Minneapolis, MN
612-379-7890

Crystie Powell
GDAA Property Management
Round Rock, TX
512-439-3600

Noel Pulanco
HomeLovers LLC
Glendale, AZ
602-792-5333

John Villani
V2 Properties
Gresham, OR
503-665-1565

Tawny Worth
GDAA Property Management
Round Rock, TX
512-439-3600

AFFILIATES
Jeffrey S. Bennett
Warren Allen, LLP
Portland, OR
503-255-8795

Michael Boltz
Boltz Law
The Woodlands, TX
832-381-3070

Sally Engen
Good Neighbor Home Investors
Aurora, CO
303-400-4357

Denia Graham
TenantAccess, Inc.
Austin, TX
866-857-3430

Eric Gramberg
MOVE, Inc.
Westlake Village, CA
800-978-7368

Peg Hawley
Venturi Clean
Denver, CO
720-322-7777

Moquey K. Marquross
Meternet
Fallbrook, CA
800-985-1179

David C. Pettit
The InfoTech Group, LLC
Tigard, OR
503-684-4030

Benjamin Rao
Landlord Solutions
Lee's Summit, MO
816-841-4811

Kyle Soper
Rental Ads
Jones, OK
405-550-5628

Christine Stout
TenantAccess, Inc.
Austin, TX
866-857-3430

Rick Winter
TenantAccess, Inc.
Austin, TX
866-857-3430

BUSINESS PRODUCTS
AND SERVICES
ACN BC Communications
All County Franchise Corp.
Appliance Warehouse of America
Armor Concepts, LLC
AZUMA Leasing
BackOffice, Inc.
Blackledger
Carrington Property Services
Cbeyond, Inc.
Centex House Leveling
Coastal Reconstruction Group
CORT
DocuSign, Inc.
Falcon Asset Management Group
First American NRRS
GE Security
Global Real Estate Network
Good Neighbor Home Investors
Heartland Payment Systems
Heather Grimes Real Estate School
IronStone Bank
JGS Insurance
LandlordSource
Lowen Sign Company
Merchants Information Solutions
Meternet
Mobile Insurance Agency
NCSPLUS, Inc.
New Empire Group
Northstar Moving Corporation
Now Management, LLC
Nu-Set Lock
OPTIONS
Oracle Financial Services
PAETEC
PayLease, Inc.
Peachtree Business Products
Preferred Property Managers
Property Management, Inc.
Protect-A-Bed
PuroClean Restoration Specialists
Renters Legal Liability
Resolve Partners, LLC
Risk Assessment & Transfer Int'l
Service Master Clean
Starker Services, Inc.
Synergetic Systems, LLC
TenantAccess, Inc.
The InfoTech Group, LLC
United Refrigeration
US Window Fashion Supply
Venturi Clean
Victor O. Schinnerer & Co., Inc.
WeCosign, Inc.
World Connections Travel, Inc.

INTERNET TOOLS/MARKETING
All Property Management
AmericanRentals.biz
Apartment Ratings
BG Wilson
Epic River, LLC
FindAPropertyManager.com
FloridaRentalAds.com
FreeRentalSite.com
HERO PM
HomeRentals.net
HomeTownRent.com
Investment Instruments
Kwikrents.com
Landlord Solutions
Lemon Landlord
Manage My Property
Mission Mobile
MOVE, Inc.
MyOwnRealEstate.com
MySection8.com
Oodle
PlaceKey
Pointwide.com
Property Bridge, LLC
Property Management Profile
Property Management Quotes
Property Management Search

RealRentals.com
Rent Marketer, Inc.
Rent.com
Rent2Buy America, LLC
Rental Ads
Rental Source
RentalForeclosure, Inc.
RentalHomesPlus
Rentals.com
RentMLS.com
Runzheimer International, Ltd.
vFlyer, Inc.
Visual Data Systems
WalkThruInspections.com

LEGAL SERVICES
Boltz Law
Law Offcs of Heist, Weisse & Davis
Pre-Paid Legal Services, Inc.
Privacy Solutions, Inc.
Warren Allen, LLP

MAINTENANCE
Able Restoration
Alpha Pest Control, Inc.
American Home Shield
Artistic Solutions Landscaping
Belfor Property Restoration
Crime Clean of Texas, Inc.
Delta Mechanical, Inc.
DMC Construction
Kelly-Moore Paint Company
Mr. Rekey Locksmith Services
PMX, Inc.
PREMIER Property Maintenance
RR Roofing
ServiceLive.com
ServPro of Hawaii
Sherwin-Williams Company
Southwest Recovery Services
The Siding Specialists, Inc.
Vacant Property Securtiy, Inc.
Western Mold Pro, Inc.

SOFTWARE
AppFolio, Inc.
BuildingLink.com, LLC
Buildium
DIY Real Estate Solutions
Domin-8 Enterprise Solutions
Hoamanagement.com, Inc.
PROMAS Landlord Software Ctr
PropertyBoss Solutions, LLC
Propertyware, Inc.
Rent Manager
TReXGlobal.com
Yardi Systems

TENANT SCREENING
ACRAnet
Background Info USA
Beacon Bckgrnd Screening Services
Clear Screening
Contemporary Information Corp.
Credit Investigators, LLC
E-Renter USA
Kroll Factual Data
LexisNexis Resident Screening
MOCO, Inc.
National Tenant Network, Inc.
On Target Screening, Inc.
Reliable Background Screening
Rental Space Network, LLC
SARMA
StarPoint Screening
Tenant Approve
The Background Agency, LLC
The Information Source
Trans Union Rental Screening Sltns
TVS Tenant Verification Service

NARPM® Affi liate Members

For more information on our 
affi liates, visit www.narpm.org/
search/search-affi liates.html.
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Reaching Over One Million Monthly
Visitors For One Low Price

• Free distribution to 150+ leading Web sites
• Cost effective way to fill your vacancies
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