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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

TO MORE EFFECTIVELY meet the needs of 
the individual NARPM® member, previous 
NARPM® Boards divided the nation into 
regions and assigned an elected director as 
a regional vice president (RVP) to the indi-
vidual region. Their main role is to stay in 
touch with the chapters in their region and 
provide guidance and assistance where nec-
essary. A portion of our Board meetings are 
always devoted to reports from the regional 
vice presidents regarding what is happening 
in the chapters that they oversee. I thought 
that this month I would take the time to 
share with you some of the exciting things 
that are going on in our chapters.

NORTHEAST & NORTH CENTRAL REGIONS
When the nation was first divided into re-
gions, this area of the country had only one 
chapter. Now, there is a very active group in 
the newly-formed Chicagoland Chapter who 
is “hungry for property management infor-
mation.” There is a Chapter-in-Formation in 
Minneapolis, MN. RVP James Emory Tungs-
vik, MPM® RMP®, tells us that it will not 
be long before a motion comes before the 
Board for their approval as a chapter.

SOUTHEAST REGION
RVP John Bradford, MPM® RMP®, has the 
oversight of 13 chapters in this region, in-
cluding two of the largest chapters in the 
nation: Atlanta, GA and Orlando, FL. Almost 
every one of these chapters is having very 
successful meetings and education courses.

SOUTH CENTRAL REGION
I do not think that things are ever dull for 
RVP Stephen Foster, MPM® RMP®, in this 
region. One of the fastest growing chapters 
in NARPM® is in San Antonio, TX. President 
Brian Birdy, MPM® RMP®, told the Board 
that the San Antonio Metropolitan Chapter 
started the year with 92 members and has 
added 49 members, which is a growth of 53 
percent. Also, it looks like all of the paper-
work is getting filled out so that Houston, TX 
will once again have a NARPM® chapter.

SOUTHWEST REGION
RVP Carolyn Rogers, MPM® RMP®, was 
attending a combined meeting of the Phoe-
nix/Northern Arizona and Central Arizona 
Chapters at the same time as our Board 
meeting. However, she did inform us in her 
report that she is now working with a group 
in the Greater Salt Lake City area to form a 
new chapter.

PACIFIC REGION
If you are looking for some speaker ideas 
for your next meeting, you might want to 
consider what the Southern Nevada Chapter 
did. They invited the Sheriff and the head of 
the Las Vegas Housing Authority to one of 
their meetings. Our largest chapter is locat-
ed in this region: Oahu, HI. As of right now, 
they have 167 members. I had the oppor-
tunity to visit this chapter, as well as the Big 
Island of Hawaii and East Hawaii Chapters 
in September.  

NORTHWEST REGION
A lot of chapters from this region are very 
involved in the planning and production 
of the national convention because, as we 
all know, it is in Seattle this year. I person-
ally want to thank all of my good friends for 
their hard work and due diligence. I am very 
grateful you decided to volunteer. RVP Tom 
Guyer, MPM® RMP®, has his hands full with 
10 chapters in this region. 

Remember the old story about the 
mouse that roared? The basic concept was 
that no matter how small or insignificant you 
might think you are, you can still have quite 
an impact on what is happening around 
you. That is the case with two of our smaller 
chapters. Western Montana (Northwest Re-
gion) and Central Arkansas (South Central 
Region) are hosting their regional confer-
ences in 2011. This is no small task but they 
have “taken the bull by the horns” and have 
already accomplished many of the initial 
assignments. Way to go!

I hope that I have given you just a little 
bit of insight as to what our NARPM® chap-
ters are doing. I certainly could not put all 
of their accomplishments here in this short 
message. As you can see, many have taken 
my advice and are soaring to great heights.

Vickie Gaskill, MPM® RMP® CPM® ARM®

2010 NARPM® President

“No matter how small or insignificant you might 
think you are, you can still have quite an impact 
on what is happening around you.”
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The last article discussed what a blog is and why you 
should incorporate this new medium into your busi-
ness toolbox. If your interest was sparked, you may 
now be ready to get started with blogging. You have 
hopefully identified your audience (from the section 
Creating and Nurturing a Community in last month’s 
issue) and are thinking about what to talk about. Here 
is a list of ideas to seed your thought process.

BUSINESS BLOG TOPICS
Frequently Asked Questions: Capture the ques-• 
tions that you receive from your prospects, 
owners, residents, vendors, etc. Post these ques-
tions with your answers.
Showcase People: Provide background informa-• 
tion on the people that make up your business—
staff, owners, suppliers, etc. Pick members of 
your community/target audience.
Conduct an Interview: Ask a resident, owner, • 
supplier or employee if they would agree to be 
interviewed for your blog. Most people enjoy 
the online exposure, and the interview approach 
can provide a look inside your business. Select a 
format with sample questions that can be reused.
Guest Articles: Invite members of your com-• 
munity to contribute an article. Add a question 
to the end of your interview (see last suggestion) 
asking if they would like to contribute an entry to 
your blog.
What's New: Highlight anything new with your • 
business—office expansion, changes to your 
website, new services or procedures, new/
updated properties, etc.
Promotions: Use your blog to spread the word • 
about special deals and other incentive programs 
you offer.
Community Information: Identify things to do, • 
special events, and other happenings in your 
community.
Best Practices and Tips: Include informational • 
articles relevant to your community/target audi-
ence. Who does not want to learn from the 
experiences of others?

What's Next: Generate interest in future services • 
or projects by sharing details on your future 
plans. The blog archive feature will allow your 
reader to follow the progress of these activities.  
Turn on the blog comments feature to obtain 
input and suggestions before implementation. 
Photo or Video Gallery: Use images and videos • 
to supplement your writing. The proverbial “pic-
ture is worth a thousand words” certainly applies 
here and can be very compelling. If photography 
is not your thing, consider sources such as Flickr.  
Many photographers provide a Creative Com-
mons license allowing you to use their photos 
as long as you acknowledge the source. Utilize 
Flickr's advanced search feature and check the 
“Only search within Creative Commons-licensed 
content” box. Review the license agreement 
associated with the content you select. Always 
credit the owner of the media and include a link 
to the source. Do not attract the negative traffic 
that will result from ignoring these suggestions.
News: This is probably the most common busi-• 
ness blog topic. Report on items of interest to 
your target audience.
Lists: David Letterman and • People magazine 
have further popularized the human attraction 
to lists. Include lists in your blog that help your 
community members or perhaps just have some 
fun. A few examples: “top ten items to consider 
in choosing a property manager” or “five do's 
and don’ts related to signing a lease.”
Reviews: Position yourself as an expert by • 
reviewing products and services of interest to 
your target community.
View Similar Blogs: Follow other property man-• 
agement blogs and get additional ideas for topics 
from them. Consider linking and exchanging 
posts with those sites that are most similar to your 
blog. We have compiled a list of active blogs in 
the property management space you can access 
through http://bloglist.propertyboss.com.

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

Writing a Business Blog

Michael Mino is president 
and CEO of PropertyBoss 
Solutions. He became a 
landlord in 1977 when he 
purchased his first rental 
units. A serial entrepreneur, 
he has started a number of 
software technology firms. 
For more information about 
Michael or PropertyBoss 
Solutions, visit property-
boss.com or call Michael at 
864.297.7661 x26.
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The future of your company is directly tied to your 
ability to sell yourself, your services and your exper-
tise. If you are not selling and signing up new busi-
ness, then you will stagnate and die because we all 
lose clients to their ever-changing needs, sales and, of 
course, foreclosure. The key is to sign up more prop-
erties than we lose!

Who is out in your market selling your company's 
services? Chances are, that as the business owner 
or manager, you are the primary sales agent for 
your company. Over the years, we have picked up 
some very productive tips from our many friends in 
NARPM®.

First and foremost, you need to be proactive in 
acquiring education and improving your skills. Once 
you earn your professional designations, beginning 
with Residential Management Professional (RMP®), 
proceeding to Master Property Manager (MPM®), 
and finally culminating with the exclusive designa-
tion of Certified Residential Management Company 

(CRMC®), you need to use those in your marketing 
efforts. Did I mention that Fletcher Property Manage-
ment is the first CRMC® in Arkansas?

Susan Albern, MPM® RMP®, with Rocky Mountain 
Property Management, Inc., CRMC®, in Loveland, 
Colorado, shared how we could improve our chances 
of closing the deal by using the back of our business 
card to briefly explain all the designations listed on 
the front. Now, the letters are more than just a string 
of initials after our name. They have become selling 
points and proof of our commitment to being the best 
property managers in our market. This is one great 
way to promote yourself and your expertise. 

Our company website is the number one way 
clients and tenants find us, so we list our website on 
every piece of marketing material we use. By putting 
into action tips shared by Tony Drost, MPM® RMP®, 
with First Rate Property Management, Inc., CRMC®, 
in Boise, Idaho, our website (www.FletcherPM.com) is 
usually the first property management company listed 
in our market. Feel free to visit our website as often as 
you want and know that with every click you improve 
our search engine rankings! 

Another great marketing tool is to create a trav-
eling billboard. We have seen several NARPM® mem-
bers who are utilizing this creative marketing outlet. 
However, we pick up so many outstanding ideas from 
every convention and opportunity to network with 
NARPM® members, it has taken us awhile to get this 
one working for us in our market.  

John Bradford, RMP®, with Park Avenue Proper-
ties, LLC in Cornelius, North Carolina, was the latest 
inspiration for the FletchMobile. The first step in this 
marketing effort was to find the car. Like John, we 
liked the clean and unique retro style of the Chevrolet 
HHR. The hunt was on for one that would work with 
our existing company color—orange. Not happy with 
the deals I found locally, I remembered that John had 
found his cars online. Harnessing the power of the 
Internet, we finally found the car of our marketing 
dreams in Wichita Falls, Texas. Using free Southwest 

Promote Yourself with Traveling
Marketing: It's a Wrap!

Dave Fletcher, MPM® 

RMP®, joined the staff of 
Fletcher Property Manage-
ment, Inc., CRMC®, full- 
time after receiving his real 
estate license in 2001. His 
experience as both a small 
business owner and a rental 
property owner brings a 
unique perspective to man-
aging his client’s investment 
properties. Dave is active 
in NARPM® on both the 
national and local levels.
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Throughout the years I have been in property man-
agement, the city I call home (Gainesville, Florida) has 
passed a few ordinances relating to what landlords 
and renters can and cannot do. The first thing the City 
did was require landlords to buy an annual occupa-
tional license. The initial fee was almost irrelevant, 
but what mattered was that it was step one in being 
able to monitor and control landlords. This year, that 
fee will increase to almost two hundred dollars. Now, 
there is a strong push from local landlords to add this 
fee to the lease and pass it down to the tenant.

Now that our rentals are registered with the City, it 
is easy for the City to monitor and enforce local regu-
lations. Next up was an occupancy ordinance. You 
can no longer rent to more then three unrelated indi-
viduals. In a University town, a rule like this can really 
wreck a landlord’s return on an investment, especially 
with a four- or five-bedroom rental property. With 
fines up to five thousand dollars per event, our lease 
had to be ironclad with respect to the rights of the 
owner when a tenant brings in illegal occupants.

More recently, the City decided to implement a 
point system. Complaints against landlord proper-
ties  accrue points against the landlord’s license. Five 
points assessed in less than three years revokes the 
landlord’s license. We struggled with this one, but our 
lease now has a provision where the tenants agree 
that they are liable for the total economic damages 
in proportion to the number of points they accrue 
should the landlord lose his/her license during their 
tenancy. Pretty dastardly, right? Over the years, the 
system has evolved. We have had to evolve with it. 
I have no idea whether a judge would ever award 
this particular type of claim. Its presence in our lease 
serves as both education for the tenant and a deter-
rent as well. Fortunately, we have not had to find out.

Recently, the City of Gainesville has decided it 
wants its cut if any owner or tenant is going to charge 
for game day parking. I should have thought of this 
years ago! Still, I am happy to have our leases simply 
prohibit commercial activity such as selling parking.

This past year, a superfund site called Cabot-Kop-
pers has made its way back into the news. It seems 

that the case was not properly mitigated. We immedi-
ately added language to our lease disclosing the pres-
ence of the site and where to find more information.

Fortunately for me, I manage property in an area 
where I only have a few different municipalities to 
navigate. Some of you may have much more chal-
lenging political geographies, not to mention the 
similar issues condo and homeowner’s associations 
can create. Knowing our markets is key to maintaining 
our professionalism. 

Staying involved in local government can help you 
keep your lease ahead of the curve and your land-
lords and tenants out of trouble!  

LEGISLATIVE Scoop

Local Laws Affect Leases

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

Aaron Bosshardt has 
been in property manage-
ment for over 15 years. His 
company, Bosshardt Property 
Management, LLC, employs 
23 people to manage 500 
single-family homes, 6,000 
doors in association manage-
ment, and over 1,000,000 
square feet of office, 
medical, and retail space. 
Bosshardt currently serves 
Florida markets in Gaines-
ville, Ocala, and Venice. 
Aaron has been a member 
of NARPM® for close to 10 
years, and anticipates being 
awarded his CPM® designa-
tion through the Institute 
of Real Estate Management 
(IREM®) in May.

A sample copy of our 
lease is available at 
www.bosshardtpm.com.
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The public good is in nothing more essentially inter-
ested than in the protection of every individual’s pri-
vate rights. -William Blackstone

We make many choices every day about protecting 
our privacy and keeping our identities safe. That state-
ment may sound a bit alarmist, but after you become 
aware of how many opportunities we are offered to 
volunteer our personally identifiable information, you 
will realize that you have the right to control what 
information you give and to whom.

A longtime newsletter reader told us a story last 
month of how he stood up for his rights. He had just 
purchased a home and the homeowner’s association 
asked him for his bank account numbers, social secu-
rity number and other personal information. He asked 
them why they needed it and the response was that it 
was to run a background check and it was part of the 
procedure for being accepted into the association. He 
reluctantly said yes and then asked them what they 
were going to do with the information once that pro-
cess was complete. The answer was that it would be 
in his file. That was not good enough for our reader—
there was no guarantee of security for his very impor-
tant personally identifiable information. He requested 
his file back when they were finished accepting his 
application. They gave it to him. 

Another reader wanted to return an item to 
a department store. In order to do so, the store 
requested her driver’s license. When asking the clerk 
why it was needed, she said she did not know but no 
refund would be given without it. Our reader decided 
to keep the item rather than give up her driver’s 
license information. 

You also need to be aware of giving away your 
bank account numbers as they may be used for 
nefarious purposes. Recently, an IT tech in a NY bank 
pleaded guilty to data theft and fraud for stealing 
more than $1,000,000 from charities by creating 
dummy accounts using personal information stolen 
from co-workers. 

As far as your social security number goes, just 
because a form asks you for it, do not put it there 
unless someone tells you why they need it since your 
social security number is not necessary for identifica-
tion purposes. 

Did you know you might have a consumer med-
ical file with the Medical Information Bureau (MIB) 
(http://www.mib.com)? The MIB is a central database 
of the medical information of approximately 15 mil-
lion Americans and Canadians. The file functions 
like a credit score for health. About 600 insurance 
firms use this service to obtain information about 
life insurance and individual health insurance policy 
applicants. The MIB is a consumer-reporting agency 
subject to the federal Fair Credit Reporting Act and 
does not have a file on everyone. If you discover you 
do have an MIB file, you will want to be sure it is cor-
rect. You can obtain a free copy once a year by calling 
(866) 692-6901.

Another important way to maintain your privacy is 
to not respond to even the most reasonable sounding 
requests for confirmation of your account. Opening 
these e-mails will often either give you a virus or 
gather information about you. I recently received sev-
eral requests from UPS saying that our shipment was 
undeliverable. The sender’s e-mail address looked 
okay, but a couple of things looked suspicious. First, 
I could not recall sending anything on those dates 
and second, there was an attachment on the e-mail. 
Attachments can be a big tip-off that an e-mail can 
be bogus. My next step was to check out Snopes 
(www.snopes.com), the scam and urban legend refer-
ence page. Sure enough, that scam was listed there 
so I deleted those e-mails right away and reminded 
everyone in the office to be careful.

It can be tricky to navigate the information jungle 
out there, so please be sure to stay aware and alert 
about who really needs your information. Make it a 
conscious decision to give it to them, rather than just 
going along with what you are asked to provide.  

Know Your Information Rights
The Privacy Jungle

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. 
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Never ask a tenant what 
their voucher is worth! It 
is very likely they do not 
understand the program 
or that they will not tell 
the whole truth in order 
to get more than they 
are entitled to receive.

I have heard from many of you how difficult it is to 
work with Section 8 Housing Programs. With 18 years 
of experience in the Section 8 business, I hope I can 
address some of the issues you may find troubling.

Section 8 is actually no longer the official name of 
the program. It is now the Housing Choice Voucher 
Program that is administered by local housing agen-
cies (PHAs) using federal funding authorized by the 
U.S. Department of Housing and Urban Development 
(HUD). The PHAs must follow HUD Federal regula-
tions and their own administrative plan, which com-
bines HUD regulations with their own local policies. 
This can be very confusing to tenants and landlords 
alike, especially when it relates to how much rent can 
be charged. Most prospective tenants you speak with 
will not understand any of this, and will ask, “Do you 
accept Section 8?” or “Do you accept HUD?”

RENT LIMITS
This would be a good place to start. Rents obviously 
vary from area to area (state to state, city to city, 
neighborhood to neighborhood). HUD requires the 
PHA to set payment standards based on published 
local fair market rents (you can find these “FMRs” 
at the website www.hud.gov). When a participant 
receives their voucher, they are given information on 
what approximate rents are for which they will be 
eligible, depending on their family size and income. 
Never ask a tenant what their voucher is worth! It is 
very likely they do not understand the program or 
that they will not tell the whole truth in order to get 
more than they are entitled to receive. The best rule 
of thumb is this: as soon as you have contact with a 
prospect, ask to see their voucher and contact the 
PHA who issued the voucher to inquire about the 
rent limits. One other problem is that many PHA 
employees do not understand the program either, 
so tread carefully when you question them. Also 
remember that participants’ incomes change regularly, 
so what might be okay when they get their voucher 
may not be okay when they come to you.

HOUSING QUALITY STANDARDS (HQS) 
There are many standards that are universal 
throughout all HUD agencies, and there are others 
that apply due to local code enforcement standards. 
The first major one to consider that applies every-
where is, of course, the Lead-Based Paint require-
ment. We all know about the new EPA requirements 
for certification in safe work practices. HUD has been 
requiring this for quite some time now. Another area 
of concern is the location and safety of gas water 
heaters; if one is located in an area used for other 
living purposes (washer/dryer room, kitchen), some 
form of shield may be required. (In our area, there 
is a wide variety of enforcement on this; check with 
your local agency or wait until you receive your repair 
letter before doing anything.) Most other issues are 
self-explanatory (broken windows, outlet covers, 
weather-stripping, trip-hazards in flooring, deterio-
rated wood). Some agencies may require central heat 
and air, some will allow gas space heaters (vented to 
an outside wall), and some may not give a care (not 
likely). Ask your local agency for an inspection book 
to get an idea of what is required according to HUD 
regulations. I cannot guarantee that you will receive a 
satisfactory answer, but you can ask. 

PORTABILITY
Portability allows participants to transfer their voucher 
anywhere in the country for educational or employ-
ment purposes. This aspect of the program is often 
abused. If a prospect contacts you about accepting 
vouchers, make sure that the voucher is from your 
local PHA. If not, the prospect will need to have their 
voucher transferred. One problem when transferring 
is that their income likely will change and, therefore, 
their eligibility will change. They may have been living 
in a three bedroom place for $1,200 per month, but 
in the new location (and different income at least 
temporarily) they may be eligible only for a three bed-
room at $750 per month. They will not know this or, 
if they do know, they likely will not tell you. The eli-

Make Section 8 Work for You!
Housing Choice Vouchers

Chuck Goss retired as 
manager of the Housing 
Choice Voucher Program 
of the Housing Authority of 
North Little Rock, Arkansas, 
after 18 years with the 
agency. He is now co-
owner of Goss Management 
Company in Little Rock 
and is currently serving as 
Education Chairman for the 
Central Arkansas Chapter. 
Married to Sally Goss, RMP®, 
Chuck has two grown chil-
dren and one grandchild.  
He has two college degrees 
in music, was a professional 
musician, and is currently a 
church choir director and 
avid golfer.
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TenantAccess helps clients improve portfolio 
returns and mitigate risks while ensuring 

lessee satisfaction. We offer innovative 
solutions to the complex requirements 
of property preservation and property 

management in this dynamic environment.

 

866-857-3430    info@TenantAccess.com    www.TenantAccess.com

We are seeking property managers who know 
how to keep portfolios AND renters happy.

A Proven people and processes — significant depth and breadth of experience in 
REO, property management, and leasing

A National coverage — over 350 hand-picked property managers across the U.S.

A Scalable resources — backed by $1.6 billion parent (FSRV – NASDAQ)

A Turnkey solutions — we can do it all or work with your team

Banks, servicers, and investors value our help. Qualified property managers are 
invited to join our team. Please contact us to explore the possibilities.  
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My journey began with a fax from Mr. Rekey inviting 
property mangers in the Houston area to a free 
luncheon at Café Adobe. My boss, Wojciech Kic, 
recommended that I go to the free luncheon and 
get involved in an organization for property manage-
ment, like NARPM® or IREM®, in order to further my 
education. As I continued to go to the free luncheons 
hosted by Ken Jennings, I started to see the enthu-
siasm and passion for NARPM® from Mr. Rekey. That 
enthusiasm made me Google NARPM®, and I began 
reading about the designations that they offered and 
the conventions hosted on a yearly basis. I just knew I 
had to get involved.

In the meetings, I met Mike Mengden, MPM® 
RMP®, and he too would talk about NARPM®. He 
was the first to mention a convention being held in 
Orlando, and the fact that he had attended the last 13 
years. After my conversation with Mike, I asked my 
boss if I could attend and join NARPM®. He agreed, 
and I booked everything that same day.

When I arrived at the Orlando Convention, I had 
mixed emotions. I was one of the youngest ones 
there and I felt like everyone knew everything about 
property management. I was embarrassed to ask any 
questions, fearing people would laugh, and I was also 
well aware that I was possibly the only Hispanic. I felt 
a little out of place, but after speaking with several 
people, I realized we had one thing in common—
property management—and I forgot about all of my 
insecurities. I realized that they were having the same 
issues with tenants and property owners as I was.

My first course was Habitability Standards & Main-
tenance with Kit Garren, MPM® RMP®, and I wanted 
to jump with excitement because the classes I had 
taken to get my real estate license focused on sale, 
sale, sale! What really got me on the NARPM® train 
was my instructor for Office Operations, Elizabeth 
“Betsy” Darling Morgan, MPM® RMP®. She was like 
an open book; she shared information from her per-
sonal experiences as well as her company, and did not 
hesitate to answer any questions. After the class, I was 
ready to fly back to Houston, make some changes, 
and implement new ideas that had risen from discus-

sions. I could not sleep from the excitement; I was 
taking notes in the middle of the night and was pacing 
my room. I was beside myself. I could not believe 
there was an organization that understood me and 
was open enough to share information. At this point, I 
had the NARPM® bug.

During the trade show, I had people coming up 
to me, congratulating me for starting the Houston 
Chapter and handing me their business cards. Mem-
bers were excited that I was going to be Houston’s 
future president; they were giving me advice and 
telling me about their own personal experiences on 
starting a chapter. By that time, I was very confused. I 
smiled, listened and figured they were just picking on 
me. I had a badge that said “First Time Attendee” and 
thought it was a form of initiation for rookie NARPM® 
members. I could not figure it out, but I was deter-
mined to get to the bottom of it. I figured my best 
bet would be to speak to someone from Houston, 
so I looked for Mike Mengden. He told me he was 
the culprit and, after a long discussion, I told him all 
the reasons why I could not start a chapter. Then, I 
met Stephen Foster, MPM® RMP®; Marty Hutchison, 
MPM® RMP®; and Michele Brassard, RMP®. They 
shared their stories with me, and I thought the least I 
could do is help the Houston Chapter.

The Orlando Convention sealed the deal with me, 
and as the monthly meetings continued in Houston, I 
started asking for volunteers and members to sign up 
with NARPM®. I had no luck, but luckily for us, the 
San Antonio Chapter came to one of our meetings to 
speak about NARPM® and gave me some great ideas 
and all the information I needed to start a chapter.        

On January 21, 2010, we were able to get 13 
members to sign up a Chapter Charter and, after 
submitting the required paper work, we became a 
chapter in August 2010. The Houston Metropolitan 
Chapter is young but has a lot of heart. We will look 
to our regional area for further assistance and guid-
ance. The future is looking bright for us. We hope 
to get the Chapter Excellence Award by 2012 and 
increase our Houston membership. Hopefully, others 
will get the NARPM® bug just like I did.  

CHAPTER Spotlight

Houston, Texas

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

Leslie Guevara is a prop-
erty manager for Clark, 
McDowell & Kic, Inc. She 
joined NARPM® in 2009 and 
is currently the secretary for 
the Houston Metropolitan 
Chapter. She also has her 
Bachelor’s degree in Finance 
with a math minor.

For additional ideas 
on how to strengthen 
your chapter, visit the 
Chapter Leader Services 
area at www.narpm.
org/chapter-services.
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Who does not like free money? That is why we clip 
coupons, buy lottery tickets, call radio stations for free 
tickets, use rebates, and recycle.

Did you know NARPM® is also a source of free 
money? When I first learned this earlier in the year, I 
thought it was very generous of NARPM® to share the 
proceeds from the regional conferences. However, I 
had no idea we were talking thousands of dollars; I 
was thinking hundreds!

The chapters will receive an unexpected surprise 
if they had a participating member on the planning 
committee for a regional. It is my understanding that 
all regions had a substantial profit, and now the par-
ticipating chapters will share in the windfall. Planning 
how to use the money will be the best part!

SPENDING IDEAS
Send a member of your chapter to the National • 
Convention who has never attended. They could 
write a short summary on why they would like 
to attend, and the Board could choose the best 
entry. They will become a regular once they 
attend their first conference!
Have a popular guest speaker come give a pre-• 
sentation to your chapter. Invite all the property 
managers in your area, charge a fee to attend, 
and make some more money! You might even 
gain a few new NARPM® members.
Buy a billboard ad in your area to promote • 
NARPM®. Use a message such as, “Are you a 
landlord out of default instead of out of desire?  
Call a NARPM® member for help!”
Hold your first community landlord symposium • 
and bring in good speakers. Then, make even 
more money and get new members from the 
attendees.
Build up your cash reserves or purchase a CD.• 

Donate the money to a good cause and get some • 
free press.
Give the participant from your chapter a “thank • 
you” surprise.

These are just a few ideas off the top of my head, but 
I am sure your Board can come up with even more 
interesting ideas. It would be fun to share how the 
money was used so that we all get new ideas!

All Board members from each chapter were 
recently sent an e-mail and asked to assign someone 
from their chapter to be on the Committee. This 
person will need to be an active participant in order 
for the chapter to receive a cut of the proceeds. Plan 
ahead now to be part of the free money for next year.

ON A COUPLE OF OTHER NOTES…
Many chapters are having trouble getting quality lead-
ership. Now is the perfect time to groom new leaders 
with all the new members. If you recognize someone 
in your chapter that is a good candidate, encourage 
them to get involved. The recent influx of money for 
dues for new members will quite likely not happen 
again, so try to keep up the momentum. Remember 
to mention NARPM® and your chapter meetings to 
every property manager you have dealings with.

The 12x14 initiative is not only about getting new 
members. We have to remember that retention is 
also a huge piece of the puzzle. If we do not keep the 
meetings informative and get people involved, new 
members will not want to continue to pay dues. 

NARPM® has so much to offer on every level if we 
just take advantage of the opportunities available to 
us through education, networking with other mem-
bers, the wonderful website, and all the information 
at our fingertips!  

REGIONAL Communications

The RVP Bulletin

CONNECTING THE E XPANDING NARPM® MEMBERSHIP ONE REGION AT A T IME.

Contact Southwest 
Regional Vice President 
Carolyn Rogers, MPM® 
RMP®, by phone 
719/632-3368 or e-mail 
her at southwestrvp@
narpm.org.

Southwest RVP Carolyn 
Rogers, MPM® RMP®, 
has managed properties 
in Colorado Springs since 
1983, and in 1986, she 
formed All Seasons, LLC. 
She has always been active 
in the NARPM® Colorado 
Springs Chapter, and has 
served on the national 
Governmental Affairs 
and Long Range Planning 
Committees. She earned 
her MPM® designation in 
2003 following her RMP® 
designation, which she 
received back in 2001.

If we do not keep the meetings informative and get people involved, 
new members will not want to continue to pay dues.
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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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Observing fundamental principles accounts for suc-
cess in all investments. If you are involved in the 
stock market, perhaps you focus on Price Earnings 
(PE). In the mortgage industry, credit-worthiness and 
a repayment ability standard play critical roles as fun-
damental principles. When analyzing a loan applica-
tion for development or refinancing of commercial or 
residential real estate, you face factors that must be 
brought into balance. What is the credit standing of 
the borrower? What are the investment objectives? 
How will the borrower achieve and maintain initial 
and continuous cash flow, meeting repayment ability 
standards? A successful analysis must not only identify 
the investor goals but also whether or not investor 
policies and practices will assist in achieving them.

“It is all about the ability to repay the loan and 
cash flow from collection of rents that determines 
repayment capacity. The higher the quality of those 
cash flows (e.g. tenant credit-worthiness), the more 
stable the cash flows should be. Stable and recurring 
cash flows underpin a good loan,” states Joe Connors, 
Commercial Banking, Pacific Continental Bank.

Rental income, without exception, is critical 
to repayment ability. After the analysis, these are 
the challenges. In the US today, there are over 
38,000,000 residential rental units. It is estimated 
that the residential rental population hovers around 
88 million. Typical rental situations present just under 
20 objective lease infraction possibilities. Violation of 
three, in particular, accounts for over 12 billion dollars 
that rental owners and managers lost in 2009. This 
loss is not static. It increases minute by minute. While 
only five percent of the residential rental population 
of 88,558,000 is responsible, the total loss is stag-
gering and shared by all investors. Can 12 billion dol-
lars in lost rental revenue, that is $32,876,712.32 dol-
lars lost per day, have an effect on repayment ability? 
Could it destroy investment objectives? No matter 
how well thought out, average rental income losses 
of just under one million a day can turn a very good 
looking loan into a disaster.

RESIDENT SELECTION & MAINTAINING GOOD LOANS
Sustained cash flow and applicant screening should 
be considered synonymous. Applicant screening 
today is a labyrinth of requirements and potential 
liabilities. What reports will provide a clear and com-
prehensive picture of the applicant? How should the 
reports be interpreted? How should the conversation 
with the applicant be conducted? What can you do 
with the background reports? What is the proper 
procedure for accepting or rejecting the applicant? 
The wrong answer to any one of these questions can 
destroy investment objectives, the ability to repay on 
schedule and credit-worthiness.

Relevant laws require recognition of and proper 
dealing with protected classes of applicants. Equally 
as critical is the truly consistent application of rental 
policies and protection of sensitive applicant data. At 
any step along the way, improperly dealing with the 
issues raised will lead to liabilities under Fair Credit 
Reporting Acts, Fair Housing Laws, and regulations 
implementing the US Patriot Act. Penalties for viola-
tion of requirements or an unintended misstep are 
substantial. For instance, inadvertently dealing with 
any individual or entity or any person acting on their 
behalf who appears on the US Treasury’s Specially 
Designated Nationals List can lead to having company 
assets frozen and up to $1,000,000 in fines. Indi-
viduals can be fined up to $500,000 and face up to 
twenty years’ imprisonment for violations.

BASIC STEPS TO SMART APPLICANT SCREENING
Borrowers functioning as landlords and manage-
ment companies should seek the assistance of an 
experienced applicant screening company. While 
the Internet offers access to background screening 
data from numerous sites, investors and management 
professionals cannot meet required standards by only 
ordering reports successfully. The screening company 
selected must have a reputation of providing rock-

Continued on page 15.

Cash Flow & Resident Screening
More Than Meets the Eye

Edward F. Byczynski is 
CEO and general counsel for 
National Tenant Network, 
Inc. As general partner for 
Lake Forest Equities and Bay 
Venture Corporation since 
1979, these corporations 
have handled real estate 
investments valued in excess 
of $20 million. Approxi-
mately $10 million repre-
sented residential rental real 
estate investments.

Sustained cash 
fl ow and applicant 
screening should be 
considered synonymous. 
Applicant screening 
today is a labyrinth 
of requirements and 
potential liabilities.
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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 member 
education and 
increase their chapter 
funds. However, it 
takes time to plan 
a class so give your 
chapter five to six 
month’s lead-time if 
you wish to sponsor.

DATE LOCATION CLASS INSTRUCTOR

 
Name _______________________________________________________________

Company _____________________________________________________________

Address ______________________________________________________________

City/ST/Zip ___________________________________________________________

Phone ________________________________ Fax ___________________________

E-mail _______________________________________________________________

Register for Classes

Name of Class Class Date Cost

___________________________________ _________________ $ ________

___________________________________ _________________ $ ________

___________________________________ _________________ $ ________

Total $ ________

Method of Payment

 I have enclosed a check for $ __________ Check # _______________________

 Please charge my credit card in the amount of $ _________________________

  Visa      MasterCard      Discover      American Express 

 Card Number _______________________________ Exp. Date _________

 Name of Cardholder ___________________________________________

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

FEES (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

⑫hour Course
Member
Non-member
Retake
RMP®/MPM®

Candidate

$395
$495
$150
$200
$360

$450
$550
$300
$350
$450

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.

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

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

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

October 11, 2010
October 11, 2010
October 13, 2010
October 13, 2010
October 13, 2010
October 14, 2010
October 16, 2010
October 16 & 17, 2010

Seattle, WA
Seattle, WA
Seattle, WA
Seattle, WA
Seattle, WA
Seattle, WA
Seattle, WA
Seattle, WA

⑥ NARPM® 101
⑥ Personnel Procedures I
⑥ Personnel Procedures II
⑥ Habitability Standards
⑥ Tenancy
③ Ethics
⑥ Office Operations
⑫ Op. Maintenance Co.

Betsy Morgan, MPM®

Sylvia Hill, MPM®

Suzanne Cameron, MPM®

Darryl Kazen, MPM®

Peter Meer, MPM®

Melissa Prandi, MPM®

Suzanne Cameron, MPM®

Dave Holt, MPM®





24   |  October/November 2010 Issue  |  Volume 21  |  Number 10

Michele A. Caulfield
Details Property Management
Bremerton, WA
360-535-8104

Kevin Clark
K. Clark Property Mgmt. Ltd.
Converse, TX
210-655-5355

Eric R. Davis
Eric Davis Group, Inc.
Decatur, GA
404-219-5417

Tim Davis
All County Polk Property Mgmt.
Lakeland, FL
863-510-5965

Joan Eldredge
Greyhaven Realty Management
Chattanooga, TN
423-648-6676

Joan Eldredge
Greyhaven Realty Management
Chattanooga, TN
423-648-6676

Kristan E. Evans
Sierra Property Management
Pasadena, CA
818-653-8219

Timothy D. Forbis
T D Real Estate, LLC
Cheyenne, WY
307-634-9219

Anita Galemba
Galemba Property Management
Greenwood Village, CO
303-741-5959

Duane Graves
Aloha Coast Realty
Hilo, HI
808-934-7605

Christine M. Hall
Real Property Management
Santa Rosa, CA
707-843-3696

Sabrina Halverson
Real Estate Management Group
Missoula, MT
406-532-9300

John A. Harris
RE/MAX Honolulu
Honolulu, HI
808-951-3227

Claudia Host
Woodstock Properties, Inc.
Honolulu, HI
808-487-8300

Vera D. Kiser
Perfect Fit Home Rentals
Atlanta, GA
770-616-6935

Kevin Melonas
Citywide Leases
Santa Clarita, CA
661-260-2455

Sharman Miller
Cathy George Associates, Inc.
Honolulu, HI
808-373-9844

Mercie Nahaku
Sakuma Realty, Inc.
Honolulu, HI
808-943-2725

Sudesh Nambiar
Green Emirates Properties
Abu Dhabi, UAE
150-906-7224

Chris A. Page
Century 21 Solutions
Las Vegas, NV
702-388-9924

Mark A. Railey
Stamar Management Corp.
Frisco, TX
800-765-9015

John G. Ridgway
Ridgway Realty, Inc.
Burnsville, MN
612-396-9358

Marcus Ridgway
Treehouse Group
Tempe, AZ
480-966-5454

Michele M. Rogers
Select Homes
Waynesville, NC
828-456-6111

Theresa D. Ryan
Southern Arizona Real Estate
Tucson, AZ
520-721-5800

Randal K. Siske
Select Homes
Waynesville, NC
828-456-6111

Ronnah Stabenow
MHN Properties
San Antonio, TX
210-402-9696

Radji Tolentino
Island Realtors
Honolulu, HI
808-687-8024

Dan Valentine, GRI
Valentine Sales & Mgmt.
Phoenix, AZ
602-866-0150

Kandy Wilson
Wilson Property Management
Pleasanton, CA
925-461-1101

Eric H. Yeargain
Advantage Asset Mgmt.
Montgomery, TX
936-582-5270

SUPPORT STAFF
Duke Leffler
Liberty Property Mgmt.
Modesto, CA
209-548-4588

Emily Litteken
The Rawhide Company
Colorado Springs, CO
719-598-3198

Nicole Mackay
Walters Home Management
San Diego, CA
858-675-9515

Kari Poffenroth
Details Property Mgmt.
Bremerton, WA
360-535-8104

Listing continued with new 
Affi liates on opposite page.

A WARM WELCOME TO ALL THE NEW MEMBERS WHO JOINED FROM JULY 29 – AUGUST 25.

MEMBERSHIP Growth

PROFESSIONAL MEMBERS
Robert C. Abbott
Alarca Realty
Charlotte, NC
704-398-2566

Gina Ann M. Apana-Joseph
Peterson Properties of HI, LLC
Waianae, HI
808-486-5918

Theresa A. Bennett
Colorado Casa REALTORS®

Colorado Springs, CO
719-227-7200

Shawn Black
Residential Rentals
Murrieta, CA
951-698-1667

James Breuer
Valley Management
Middletown, MD
301-473-1829

Danyel Brooks
Beyond Property Management
Encinitas, CA
858-344-6873

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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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• 

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
Heartland Payment Systems
Heather Grimes Real Estate School
IronStone Bank
JGS Insurance
LandlordSource
Lowen Sign Company
Merchants Information Solutions
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
United Refrigeration
US Window Fashion Supply
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
Lemon Landlord
Manage My Property
Mission Mobile
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 Source
RentalForeclosure, Inc.
RentalHomesPlus
Rentals.com
RentMLS.com
Runzheimer International, Ltd.
vFlyer, Inc.
Visual Data Systems
WalkThruInspections.com

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

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 additional 
information or to contact 
any of our awesome 
affi liates, visit http://
www.narpm.org/search/
search-affi liates.html.

Every month, the 
Member Services Com-
mittee will be drawing 
one name of a referring 
NARPM® member for a 
$25 Visa gift card. You 
must have at least one 
referral each month 
to be eligible for the 
drawing, so keep those 
referrals coming!

CONGRATULATIONS 
GIFT CARD WINNER!

August Winner
Heidi Hartman
Bremerton, WA

AFFILIATES
Steve Hart
Property Management, Inc.
Lehi, UT
801-407-1301

David Margolies
Tenant Approve
Far Rockaway, NY
972-904-6137

Chris Stuth
Mobile Insurance Agency
The Woodlands, TX
281-367-9266

Gary Von Rivenburgh
World Connections Travel
Brighton, CO
303-654-0440








