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Embezzlement—It Can
Happen to You  by Erika Green, MPM®

Since publishing the first article, “Embezzlement
Inside and Out,” in the September/October 2004
issue of the Residential Resource and co-present-
ing the embezzlement workshop at the 2004
NARPM Convention and Trade Show, the topic of
embezzlement continues to rear its ugly head.
These are not necessarily new
cases of embezzlement but
rather activity that was recog-
nized and discovered after and
because of the article and work-
shop presentation. 

In October, I received a call from
a NARPM member who attend-
ed the workshop in Baltimore,
MD, only a month earlier. He
wanted more information, as he
suspected a couple of employees
might be embezzling from his
company. He said that prior to
attending the workshop, he
thought himself to be so fortu-
nate to have a staff that could effectively run his
business for him. During the workshop, many of
the warning signs discussed became waving red
flags to him. He had just never recognized them
as a potential problem until the workshop
enabled him to put the pieces of the puzzle
together that he previously dismissed as isolated
incidents. 

In November, I received an e-mail from a NARPM
member who was unable to attend the conven-
tion but had read the article. He asked if I could
send him the workshop information that the
workshop attendees received. He suspected that
embezzlement might have already occurred in his
office and, if not, he knew he was vulnerable to it
and wanted to take measures to safeguard against
it. Of course, I immediately sent him the work-
shop handout as an e-mail attachment.

I received a call from another NARPM member in
mid-January, just days prior to the 2005
Leadership Symposium. She began by thanking
me for the details covered in the workshop.
Specifically, she found value in the sections about

recognizing the warning signs and beginning the
process of discovery. Yes, she had just discovered
that an employee of over six years had been
embezzling from her company. 

She said that soon after attending the workshop at
the convention and returning to her business, she

began noticing some of the warn-
ing signs. So, she decided to do
the monthly bank reconciliation
herself. Unfortunately, it would not
reconcile. She followed one of the
suggestions of discovery and con-
tracted her CPA to conduct an
audit. This is a safeguard measure
all firms should adopt and follow
annually, even if no criminal activi-
ty is suspected. It is best to do it
when the bookkeeper is on vaca-
tion and that they are not
informed in advance of the audit.
This way, if there is a potential
problem, they have less of an

opportunity to hide any incriminating evidence. 

In this case, the member’s bookkeeper was not
due for a vacation anytime soon and a problem
was discovered in the accounts that required
immediate investigation by a third party.
Therefore, the CPA conducted the audit in the
presence of the company owner (NARPM mem-
ber) and her bookkeeper. As the audit continued,
the company owner began to recall earlier expla-
nations by her bookkeeper as to how some dis-
crepancies could occur in the software program
but not in the reports generated by that program.
These explanations included the bookkeeper
demonstrating how someone (namely her) could
finagle the entries in the program. The company
owner, putting the pieces of the puzzle together,
immediately fired the bookkeeper and continued
working with her CPA through the process of dis-
covery to determine just how bad this was. In
speaking to the victim, I understand it was indeed
bad. Financially, it was a loss of $103,000.

continued on page 3
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READY, SET, GROW is alive and well in the Northwest Region! I just returned from
the Northwest Regional Conference in Seattle, WA. A record attendance set the
stage for dynamic workshops, an RMP® class, an MPM® class, the Ethics class, three
incredible general session speakers, and a bustling trade show.

The Washington State Association Chapter is to be commended. Under the leader-
ship of Tom Guyer, RMP®, April Sanders, MPM®, and James Emory Tungsvik, MPM®,
the Northwest Regional Conference Committee advanced the mission of NARPM
“to support the professional and ethical practices of rental home management
through networking, education and certification.” This committee made the com-
mitment not to cancel the certification classes if attendance was low—a big risk, but
it demonstrates their dedication to deliver the benefits NARPM promises. It is my
pleasure to note that both certification classes were well attended and very success-
ful. The trade show was a sell out with 31 vendors, all providing goods, services,
and expertise to assist the property manager. Many of the vendors sponsored tables
and special events that truly elevated the experience of the conference.

State and regional conferences are an important venue to deliver networking, education, and certification; don’t
overlook these events in your area. For the upcoming Colorado, California, and Florida conferences, the
Northwest Regional has set the bar very high; however, I know the committees charged with organizing these con-
ferences will rise to the occasion and deliver. Good Luck.

The Ready, Set, Grow theme is catching on throughout the NARPM community; especially at the chapter level.
Many chapters have made commitments to host an RMP® and MPM® class, which increases the number of desig-
nations within the chapter, thus raising the professional behavior within their community’s residential property
management industry. An increased number of chapters are inviting national workshop instructors to bring educa-
tion to the chapter; these topical workshops bring current information about the property management industry
and techniques that increase the bottom line. The chapters within NARPM have the opportunity to schedule
members of the National board of directors to visit and promote NARPM and effective chapter leadership; contact
membershipcommittee@narpm.org for information about scheduling this special chapter event.

I hope each of you take the time to enjoy this special time of year. Winter is a fond memory as spring is all
around; flowers are blooming, trees are beginning to bud, and yards are coming to full life. It is a beautiful time
that allows a person to reflect on the true wonder that exists around us every day. Live each day with enthusiasm,
do your very best at all times, and remember to smell the flowers along the way.

Marc Banner, MPM®
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Bad is subjective, and this was bad for many reasons since victimization
means a financial impact, an organizational impact, and an emotional
impact. During our call that day, I could feel her turmoil of disgust,
anger, and disappointment. The embezzlement of my company occurred
six years earlier (in fact, I also discovered it in January), yet, the all too
familiar story made it seem like yesterday. Focusing on her need to take
the necessary steps of discovery and legal intervention, I talked her
through some of those next crucial steps. She had already paid the
employee her final paycheck and she had contacted her attorney, as she
intended to seek legal action. 

We also discussed dealing with the organizational and emotional impact.
Organizationally, she needed to disclose enough information to her
remaining staff so they understood there was evidence and an ongoing
investigation of a financial crime against the company. It was important
that she assure them that business would continue as usual, while divid-
ing some of the various bookkeeping duties amongst several employees,
as well as, finding someone that she could truly trust as a bookkeeper. Of
course, she had trusted the long-term employee that committed the
crime, so she now realized she needed to be more involved and estab-
lish a program of routine auditing of the accounts. Emotionally, she
would find support through her family, friends, and colleagues, while
offering support to her staff. 

This month, as I was writing this article, one of my clients (property
investor) was in my office when she casually stated that an embezzler
had victimized her husband’s business years earlier. Although all the sto-
ries of embezzlement I’ve heard are disheartening, this one was particu-
larly devastating. The embezzler was a business partner who her hus-
band trusted completely. To the tune of over $450,000, the business
partner funneled money out of the business over a period of eight years.
They had only been business partners for nine years. Because this crimi-

nal was a business partner, her husband had no legal recourse, and, in
fact, he was forced to pay the IRS for the thousands of dollars of back
taxes and penalties that were never paid even though they looked like
they had been when the business partner “cooked the books.” They
were in their early fifties at the time and this financial tragedy liquidated
all of their assets, changing their lives forever. 

On a final note, I am concerned about the number of people who have
heard these stories of embezzlement and proclaimed things like, “It
could never happen to me,” “My bookkeeper has become a special
friend. She/he would never do this,” or “I trust my staff impeccably, as
they run the business so I can be away,” or “My bookkeeper is my best
friend’s son (or daughter) and I know they would never do such a thing.”
The fact is, I personally know business owners who have all believed
they were immune to embezzlement because of at least one of these or
similar reasons and, indeed, an employee/staff member, specifically the
one(s) they thought would never do it, has victimized them. I am not
suggesting that staff cannot be trusted. What I am saying is that no one
will ever have as much of a vested interest in the success of your busi-
ness as you do, so it is only prudent that you take the steps necessary to
safeguard your business in an attempt to prevent embezzlement or
reduce its financial impact should it occur. 

If it all sounds dramatic, it’s because it is not only dramatic, but also trau-
matic. Another story in this issue, “To Catch a Thief,” tells the tale of two
NARPM members being the victims of embezzlement. Fortunately, it was
caught very early and ended almost comically. The fact is these victims,
suffering a financial loss of less than $1,000, were just as victimized as
others who lost much more money. Their diligence in having proper sys-
tems in place and pursuing the criminal until conclusion is what enabled
them to survive, thrive, and move forward.

Erika K. Green, MPM®, is the Broker of Quest Property Services Inc. in Fort Worth,
TX. She currently serves as NARPM’s National Secretary, Editorial chair, and
Convention Arrangements chair.

Embezzlement
continued from page 1

BBrraanndd  IIddeenntt ii tt yy  CCoommppeett ii tt ii oonn !!
The NARPM National Marketing Committee Invites You to Participate...

Join in the “Brand Identity Competition” at the 2005 NARPM National Convention 
September 22–25, 2005, in Salt Lake City, UT, and demonstrate your marketing image.

Share Your Company Image with NARPM Members
Bring letterhead, brochures, flyers, and other marketing tools. 

22" x 30" white boards and mounting supplies will be 
furnished for you.

For more details and contest entry form, contact:
Anne B. McCawley, RMP®, Contest Chair • Phone: 480/969-1818

E-mail: anne@bennett2rentit.com

Winners will share $500 in prizes and will be announced at the final
luncheon of the convention. 
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Selling Your Property Management
Company…What’s It Worth?  by Ernest F. Oriente, The Coach

Over the years I have helped a number of my property management
clients sell their companies. In addition, other clients often ask me about
tips and techniques for maximizing the future sale of their property man-
agement company. Please know, the sale of your company takes plan-
ning and a comprehensive approach over 12–24 months. If you are
thinking about selling your property management company today or in
the future, here are some important questions/areas to consider:

1. Does your property management company have a consistent track
record of leasing success, high occupancy and profitability, for the
past 12 to 24 months?

2. Do you have clean financial reports that tell a positive story? Do
your financial results need any additional clarification/explanation?
Will the due diligence process spotlight any surprises? What are you
doing today to reduce/eliminate these surprises?

3. During the due diligence process, what will a potential buyer learn
about employee turnover? 

4. If you were to strengthen the outside marketing being done by those
on your team or add a powerful strategic alliance would this add
more value to the sale of your company?

5. Does your marketing/advertising engine strengthen the brand of your
company? Does your Web site reflect best-practices within the mul-
tihousing industry?

6. How strong are your training/development programs? Can you show
measurable and specific results?

7. Do you have a strong coaching/mentoring program—one that
grows/grooms future property management SuperStars?

8. How well do those on your team understand and know their com-
petition? Do they know more about their competition than their

competition knows about them? Would your competition be inter-
ested in buying your company?

9. Are you leveraging the best technology/software available today? Are you
maximizing the resources of your multi-housing vendors/partners?

10. How strong are the operational policies/procedures within your
property management company? Are they well documented?
Remember, part of what you present when you sell your property
management company is the value of this intellectual capital.

11. If your property management company were sold today, would you
be willing to make a smooth transition with the new buyer/compa-
ny? How long would you be willing to work during this transition?

12. If you could add an additional 15–30% to the sales price of your
company, would you be willing to stay for one or two years and earn
a larger payout at the end?

13. If you were selling your company to a public company, would you
be willing to take some of the sale price in stock? What percent
would be comfortable for you? 

14. If you were to merge with another company, then sell a combined
company, who would you merge with? How does their company
culture meld with yours?

15. Have you considering selling your company to your executive team?
Is going public an option? 

16. What are the industry multiples for the sale of other property manage-
ment companies? How does this sales price match your expectations?

TIP FROM THE COACH
Are you positively certain you want to sell your company? Many times
when I first speak with the President/Owner of a property management
company, I ask this question and listen carefully to their reply. It takes
lots of time, energy, and patience to sell your company at the maximum
price. In turn, if you and your company are looking to acquire other
property management companies, the questions/areas covered in this
article are equally important to consider. 

Want to learn more about how to sell your company or to hear what
others are doing around the country? Fax a note on your letterhead to
435/615-8670 or send an e-mail to ernest@powerhour.com and the
Coach will fax/e-mail you a free TeleForum invitation. During this call we
will discuss how to implement the steps in this article.

Author’s note: Ernest F. Oriente, The Coach, is the founder of PowerHour® a pro-
fessional business coaching/recruiting service and the author of SmartMatch
Alliances™. He has spent 17,100 hours [since 1988] delivering customized train-
ing, by telephone, in leadership, traditional/Internet marketing and sales for proper-
ty management companies, apartment locator/corporate housing services and mul-
ti-housing sales/service companies worldwide. PowerHour® specializes in global
distance learning by telephone, using their state-of-the-art conference call system
for interactive and dynamic TeleForums. Twice-monthly TeleForums link 10–100
executives/professionals/individuals who are geographically dispersed, in a time effi-
cient and profitable format. PowerHour® is based in Olympic-town, Park City, UT,
at 435/615-8486, by e-mail ernest@powerhour.com or visit their TeleForum Web
site: www.powerhour.com. To receive a free property management success
newsletter, with subscribers throughout North America, send an e-mail to:
ernest@powerhour.com. Recent PowerHour® articles have appeared in 4,000+
business/trade publications and Web sites.

“A Picture Is Worth A Thousand Words!”
“Pictures Rent Properties!”

Try Our Online Rental Listing Service FREE for 45 Days!
• Unlimited Photos!
• Unlimited Text!  

By Listing Properties you can help us with our 
Search Engine Optimization Plan!

www.123rentahome.com
(702)-360-RENT (7368)

HomeRentalAds.com
Property Managers have placed over 14,000 ads

RentList.com
Get listed for $150

Property Management Company Directory
Robert Fowler, MPM®

770-663-8695
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A condensed version of this article appeared in the March 2005 issue.
Following is the full version.

At recent NARPM events you may have heard talk of Affinity Partners.
You might be wondering what is an Affinity Partner and why should you
care? Affinity Partners save you and your clients money and make money
for NARPM. It doesn’t get much better than that!

You probably have been receiving mailings from Sherwin Williams Paint
with a “Preferred Customer Discount Card” and a Price Record Card.
Those mailings are a result of extensive negotiations between Sherwin
Williams, the National NARPM board, and the Affiliate Committee.
Sherwin Williams is the newest member of our Affinity Program.

NARPM and Sherwin Williams have signed a “Supply Agreement” that
allows you or your handyman/painter to buy Sherwin Williams paint and
supplies at a discount. That discount can be up to 25%. In some areas,
Sherwin Williams has floor-covering stores. The program is a marketing
strategy for both the affiliate and the member. Sherwin Williams has con-
sistent, competitive pricing across the nation, knowledgeable people,
thousands of paint products to choose from, and 135 years of experi-
ence. As an affiliate, Sherwin Williams has the designation of a Preferred
Supplier so your owner gets a really good price for the paint, and you
look like a hero to your owner.

NARPM members as a whole are also winners. Part of the affinity pro-
gram pays a marketing commission or royalty from Sherwin Williams to
NARPM (when the discount cards are used), which can result in a tidy
little sum if we all start using this program. 

So how do you get in on this great deal? You have to use the Discount
Card, because that is how they track the volume of sales. Check with
your handyman or painter. Can they switch to Sherwin Williams paint?
Are they getting those kinds of prices?

This is just another way to market the NARPM membership to your own-
ers or potential owners. One of the values of using a NARPM member is
our “contacts.” We all get better prices because we have arrangements
with vendors; this arrangement is just on a grander scale. One trip to any
Sherwin Williams store with your card and you can begin to get the spe-
cial pricing. Your vendors can do the same in your name.

If you have an office with payroll, maybe another affiliate member who is
also a affinity member can help you with that need. Try PayChex Inc. Check
out their ad in the January Resource or online at www.paychex.com. They
also give a royalty and a 15% discount for NARPM members using their serv-
ices. But you must mention NARPM and our code (5754) to participate in
the program.

Also in the works is an agreement with a credit card processing firm.
Keep your eyes on this one! This should open up some new avenues for
the perennial, “I couldn’t get there to pay my rent.”

Meanwhile, check out the NARPM site and the Affiliate list. Who can
you support and use at the local level? Our affiliates are a vital part of
our industry, they make us look good every day. Thanks for supporting
them.

Dorothy is a partner with her husband in Willow Properties in Lakewood, WA. She
is President of the local Pierce County, WA, Chapter of NARPM and a member of
the National Affiliate Committee.

Affinity Partners  by Dorothy Zarelli, Willow Properties
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To Catch a Thief—1st Anniversary
by Dave Fletcher, RMP®, and Betty Fletcher, MPM®

Several applicants answered our ad, “Wanted: Assistant for busy proper-
ty management office.” This one was the best of the bunch; she looked
good, talked good, and had good references from her previous job in a
local law office. And the best part, she could start immediately! It was
March 1, 2004.

Training began and she learned the management
software quickly. Within days she was accepting
tenants’ rents and issuing computer-generated
receipts. All was going according to plan. 

On the sixth of each month, we begin the criminal
eviction process by serving a 10-day Notice to
Vacate to any tenants with unpaid rent. It was 
April 6, 2004. The first phone call came in. Tenant
A said he had paid his rent on time by dropping
two sequential and attached money orders through
the mail slot in our office door. Yet, his account
showed only a partial payment. Hmm.

This was easy to double check. Our company poli-
cy is to copy every item on every deposit which
allows us to research situations like this. We pulled
the copies of that day’s deposit and found only the
one money order. Upon further examination we
also noticed that another tenant’s (Tenant B) pay-
ment was included in the deposit total but was
missing from the copies. Hmm…

Tenant A brought in the money order stub and we confirmed that both
money orders had in fact been cashed. We quickly completed the
paperwork requesting a refund. It would take a minimum of 30 days.
That’s OK, it could be worse, we thought. 

Tenant B took a bit longer for us to connect with. We showed he also
had a partial month’s rent still due. He had also paid by money order
and went to get the stub to prove it. Interestingly enough it was for the
full amount of his rent and was stapled neatly to the receipt for the pur-
chase of the money order and to the computer generated receipt (for
the full amount) from our office! He hesitantly allowed us to take the
receipt back to our office to research how this could have happened.
After calling the money order company and confirming that the money
order had been cashed, we requested and paid for a copy. It should
arrive within 30-90 days. Hmm.

Thankfully, our management software support technician was quickly
able to help us discover why this tenant had a receipt for full payment
and yet his account showed only a partial payment made several days
later. After leading us through a few keystrokes, there it was, Tenant B
had indeed come in on the first and paid his rent and received his
receipt. Then a mere two hours later the payment was voided! Actually
we could see where it was posted, voided, posted again and voided
again! Then five days later, the partial payment was posted to his
account. Hmm. It was posted the same day as Tenant A’s partial pay-
ment. Double Hmm. And it was for the same amount as Tenant A’s miss-
ing money order. Triple Hmm.

We called our bank and requested copies of every deposit since the first
of the month including all items deposited. Amazingly, we were able to
pick them up early the next morning—at no charge! And there they
were, both of Tenant A’s money orders! It was apparent that both of

these money orders were posted giving each tenant only a partial pay-
ment. Hmm.

Sure we had the necessary proof, we proceeded to the police depart-
ment expecting them to accompany us back to our office where they

would arrest our newest employee on the spot. It
didn’t quite happen that way. The amount of miss-
ing money only amounted to a misdemeanor
crime. The police said they would also need a copy
of the actual money order. Their suggestion was for
us to confront her, and if she confessed, to get her
to sign an agreement to repay us. There was noth-
ing they could do for us at that time, while they
assured us that it could be much worse. Hmm.

The short version is that we confronted, she denied,
we fired. It was April 15, 2004. Well, at least we
could recoup most of the missing funds from her
final check. Wrong! Employment laws require that
you pay terminated employees all that you owe
them within seven days of termination or you could
be on the hook to continue their salary until the
day they receive their final check. Ouch! 

So to recap, it can take 30–90 days to get a copy of
a stolen and cashed money order. The police were
not interested because she didn’t steal enough
money. We only get seven days to pay terminated

employees. And, oh yeah, we also had the honor of paying the missing
rent to the property owner. There was absolutely nothing that seemed
fair about this. 

Thankfully, we continued to pursue the issue. In doing so, we discovered
that when requesting a copy of the money order, you would get faster
service by using terms like ‘fraud,’ ‘theft,’ or ‘embezzlement.’ After pay-
ing for overnight delivery, we received a copy of the money order and
sure enough there was our absolute proof. She had written her name
over ours on the payee line before cashing it. 

A bit of satisfaction came from the knowledge that the police were now
interested. Since she had ‘altered’ the money order, it elevated the
charge to felony forgery. Finally, vindication was at hand. So we, along
with the tenant, made statements to the police, and they issued an arrest
warrant. The only problem was that it sat in the file along with all the
other unserved warrants. Nothing more would happen without getting
the warrant served. Days stretched into weeks and then into months
without any progress.

Our big break came during a visit from Andrea Caldwell, MPM®,
NARPM’s then national president, to our Central Arkansas Chapter
meeting. That evening, after dinner at a local ‘hole in the wall’ eatery, as
we stood on the parking lot draining the last drop of networking oppor-
tunity from the day, lo and behold who walked by? You guessed it, the
thief! 

Excitedly, we dialed the non-emergency police number (programmed
into my cell phone since we do criminal evictions), and after explaining
the situation to the dispatcher, they verified that indeed this person had
several outstanding warrants. They promised to send officers right over.
Madam President Caldwell proceeded inside the bar to confirm the thief
was blissfully unaware of her impending arrest. Somewhat impatient, we
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staked out all exits and awaited the arrival of Little Rock’s finest. Finally
two police cars whipped up in front and we all proceeded to walk into
the bar for the big moment. But no thief was sitting at the bar! Yikes!
Immediately, we (Madam President Caldwell, Dave and me) fanned out
in an amazing search pattern looking for the thief! The other bar patrons
stared in amazement at our determined, yet professional, efforts (comes
from years of property management experience and the excellent educa-
tional opportunities shared by fellow NARPM members at numerous
conventions). Hmm.

The back doors were bolted shut. We had been staking out the front
entrances so we knew she did not get past us. Hmm…then we noticed
the door lock on the women’s restroom was engaged. Could it be? We
all gathered around (officers included), as the door slowly opened and
the thief walked out! The officers approached and said, “Are you ____
(the thief)?” She responded, “Yes, is there a problem with that?” To
which they replied, “Sure is, let’s step outside and discuss it.” So we all
trailed out the door where she denied any knowledge of outstanding
warrants. The calm facade started to deteriorate once she was told to
place her hands on the car hood and ‘spread em!’ All the while, Madam
President Caldwell led us in a rousing chorus of ‘Bad Girl, Bad Girl,
whatcha gonna do when they come for you? Bad Girl. Bad Girl.’ What a
night! It was October 21, 2004.

Our euphoria has dimmed as we approach the first anniversary of the
theft and are still waiting to face the thief in court. However we have
learned some lessons to share with you:

• There is no way to guarantee you are immune to theft or embezzle-
ment. The best you can do is shorten the discovery time by imple-
menting and following good office procedures. 

• Have all bank correspondence sent to your home address or at the
very least do not allow anyone else to open such mail. 

• Reconcile the bank statement yourself, upon receipt. 

• Regularly follow up on tenant balances and/or scheduled payments.

• With the money order stub, you can confirm if a money order has
been cashed.

• Use key phrases like theft, fraud, or embezzlement to get the atten-
tion of the money order facility.

• While there is a minimum dollar amount required for a theft to
become a felony, altering a money order is an automatic felony for-
gery (check with your state).

• Once you terminate an employee for any reason, pay them within
seven days of termination. Period. (Check with your state).

• Just because you get the warrant issued doesn’t mean a quick arrest.
And an arrest doesn’t mean a quick trial. 

• Most importantly, finding the humor in any situation helps to keep
you from crying, and sharing with fellow NARPM members makes
you realize that you are not alone! And that is priceless! 

Betty Fletcher, MPM®, and Dave Fletcher, RMP®, are the owners of Fletcher
Property Management Inc. in Little Rock, AR, and together manage 220 units for
68 owners. They are active members of the Central AR chapter of NARPM. Dave is
the 2005 chapter president and Betty serves on the National board of directors.
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HOW A DIGITAL PHONE SYSTEM CAN ENHANCE YOUR

SERVICE AND INCOME
D–I–D stands for Direct in Dial. First, let’s explain the difference
between the physical telephone line run in to your office and a D-I-D
number. While there might be only three physical lines into the office,
there might be 20 or more different “virtual” D-I-D numbers associated
with those lines. So, when an outside caller dials any one of the D-I-D
numbers, the phone company’s computer routes the call to the primary
physical phone line into your office, and if that line is busy, the call rolls
over to the second line and so on. Then, once the call gets into the com-
pany’s phone system, that system processes the call as it has been
instructed based upon the D-I-D number that was dialed. 

This allows efficient call processing with no auto attendant phone tree,
no delay in routing the call, and no need for a receptionist to take the
call. So how will this technology help you make money? These new digi-
tal phone systems offer several features that you might appreciate. Not
only can you route calls directly to specific individuals (each person has
a direct number), you can route types of calls such as leasing, mainte-
nance, accounting, or administration directly to the appropriate person
or persons. As an added benefit, the system can generate statistics on the
calls such as how many and how often they come, when they come,
and at what time they come. 

Let’s look at the benefits of just one of these: counting your phone calls.
We have different D-I-D telephone number on our ‘For Rent’ signs, in our
yellow pages ad, and in our newspaper ads. And we are just now estab-
lishing a separate number for use on our Web site listings. Would you like
to know how many people call your office from each of your ad sources?
Wouldn’t it be nice to know where your advertising dollars have been
most effective? I do. I can run a report each month from this phone sys-
tem that will show me how many times each of the numbers was dialed
which gives me a good idea of how people find our company.

We have separate D-I-D numbers for non-emergency and emergency
maintenance calls. These numbers are provided to new tenants as part
of their move in package. If they call the non-emergency number, the
call is routed directly to the people in the office (three extensions ring
simultaneously) that would handle their request. If this call came in after
hours, then the voicemail will take a message to be returned the next
business day. If they call the emergency maintenance line, the system
will take a message and then the system will contact the manager on call
(24-7) to deliver the message. We don’t have a dedicated receptionist.
When someone dials our main office number, during business hours, the
phone rings at six different desks so that we can answer that call “live.” If
no one can answer within three rings, then the call goes to the auto-
attendant and is routed just like a traditional phone/voicemail call.

Most of these digital systems also have a feature called “One Number
Access.” As mentioned above, each of our employees and agents has a
D-I-D number assigned to them. For our administrative staff, calls go
directly to their desk and then bounce to voicemail if the line is busy or
not answered in three rings. But our property managers and marketing
staff work outside the main office. This system can track us down at up
to four different telephone numbers. So when someone tries to call us
the system will give the caller a choice to either: 1) locate the individual
now or 2) leave a voicemail message. Each user may program the system
with the numbers he or she wants the system to try. For instance, if you
dial me at my D-I-D insert a number, the call comes into our phone sys-
tem where I have it set to first try me at my desk extension, then my
home office phone, then my cell phone, and if still not answered to
place the call in voicemail. This provides my callers with “one number”
to reach me and allows me to answer more calls and offer a higher level
of service. I can also program different schedules as to when and where
the system should try to reach me so that I am not bothered at night or
on the weekends (unless I am on call).

These digital systems offer other benefits too. You might be concerned
about calling back a tenant from your home phone or cell phone
because you don’t want them to get your number in their caller I.D.
With these digital systems, you can call in to your phone system then get
an outside line to dial outbound so that the only number that the receiv-
er sees on their caller I.D. is your office number. This helps your private
numbers remain private. We also use these features for our employees to
make company-related long distance calls from their home offices or
their cell phones. Since our telephone plan includes a block of long dis-
tance minutes at a deeply discounted rate, our representatives call in to
our system locally, then dial their long distance call out from the phone
system, and we don’t have to reimburse anyone for long distance
charges.

In summary, these new digital phone systems can improve your market-
ing, your maintenance and administrative responsiveness, and your
accessibility, without sacrificing your privacy. If you have not upgraded
your phone system in a while, look in to these new digital systems. The
options they offer will give you a tremendous competitive advantage.

Michael E. Nelson is the president and managing broker of Excalibur Home
Management LLC, formed in 1985, which manages over 700 rental homes in the
Metro Atlanta area. He is a graduate of the Realtor’s Institute (GRI) and an RMP®.
Mike has served as president of the Atlanta Chapter of NARPM (2003) and contin-
ues to serve as a director for the Atlanta board. 

D–I–D Can Make You M–O–N–E–Y!
by Mike Nelson, Excalibur Home Management LLC
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Even landlords who do not allow pets need a pet policy. Fair Housing
stipulates that you cannot discriminate against someone with disabilities,
which can include “physical or mental disability (including hearing,
mobility and visual impairments, chronic alcoholism, chronic mental ill-
ness, AIDS, AIDS Related Complex and mental retardation).” Fair
Housing further states; “You must make reasonable accommodations.”
As an example, a building with a ‘No Pets’ policy must allow a visually
impaired tenant to keep a guide dog. It could also include someone
who has a mental problem that has a prescription/letter from their doc-
tor to keep a pet to assist them with their problem. Federal law doesn’t
require any specific type of training [for service animals]. Due to Fair
Housing you may find yourself with pets. Without a pet policy you have
little or no control over the pet. Example of what you should include in
your agreement: “No pets allowed except assisted living animals. All ani-
mals must abide by the following,” then list rules/guidelines.

Reduce vacancies increase revenue. The Humane Society of the United
States, reports that some 49.4% of U.S. renters have pets. Yet only 5 per-
cent of rental housing allows animals. That means that tenants are not
compliant with their landlords about having pets. Allowing pets and hav-
ing a pet policy gives the tenants guidance to pet behavior and rules.
Allowing pets can lower your vacancy rate, broaden your pool of
prospective tenants and keep tenants that may otherwise move in order
to have or keep pets. Along with additional deposits for pets, some land-
lords charge additional rent per pet, which tenants are willing to pay to
keep their pets.

It is conducive to good business that you have a pet policy. It should
include: limit the number of animals, type of breeds allowed (check with
your insurance if they have exception to some animals), have proper
licensing, type of animals allowed, clean up after their pets, and up-to-
date vaccinations as required by local law. Residents should be required
to keep pets under control at all times, not allow them to disturb the
neighbors, and secure written permission from the landlord to have a
pet. Minimum requirement should include that all dogs and cats be
spayed or neutered.

There are many benefits to requiring spaying and neutering. Most of the
concerns landlords come up with about allowing pets can be eliminated

or reduced by requiring spaying and neutering, including reduction of 

• most urine marking in dogs and “spraying” in cats,

• destructive behavior and wandering related to hormonal urges,

• additional pets (puppies and kittens),

• aggression,

• stray male coming into the area due to a female in heat (from as far
as a mile), and

• liability (approximately 90% of dog bites are from unaltered dogs).

Much of California, some of the new subdivisions, and HUD are now
requiring spaying and neutering. Posters are available from the Humane
Society of Southern Arizona, “Spaying and neutering is good for pets and
good for your property.”

There is a solution, be a part of it. In our community alone there are
some 40,000 companion animals that are euthanized due to lack of
homes. There are just too many unwanted animals. The only way to stop
animal overpopulation is through controlling reproduction. We can help
prevent thousands of companion animals from being euthanized. Many
prospective tenants say they intend to alter their pets. Make it a condi-
tion of their renting from you.

Realtor Cynthia Merodias-Montenegro of Burris, Hennessy & Co. is available to
assist with forms and posters on pets in rentals. She can be contact by phone at
520/744-9503 and e-mail at merodias_montenegro@comcast.net. 

Pets in Rentals  by Cynthia Merodias-Montenegro

Ready...Set...Grow...
Together at the 
17TH ANNUAL CONVENTION
AND TRADE SHOW
SEPTEMBER 21-24, 2005
LITTLE AMERICA HOTEL
SALT LAKE CITY, UTAH

         



Tenant screening is an excellent start to increasing the safety and quality
of life of a property. If you can weed out problems before they take root
and occupy your property, you are off to a tremendous start. But what
happens after tenant screening?

Unfortunately, problem tenants find ways around the screening process.
In other situations, chances are taken on questionable tenants due to high
vacancy rates. It is inevitable that people will be living in or visiting your
property that engage in criminal and antisocial behaviors. While you can-
not control the moral character of these tenants or visitors, you can
enhance your property in ways that deter their criminal behavior.

The advent of community policing recognizes that police agencies can-
not prevent crime themselves. Police administrators and academics
understand that to establish safe neighborhoods, the assistance of the
local community is critical. Police resources are finite and are spread
throughout an entire city and county. Your resources as a property owner
and manager are specific to your property. It only makes sense for prop-
erty owners and managers to take the primary responsibility for making
their property safe for tenants.

There are three fundamental principles to community policing property
owners and managers can adapt to their property management philoso-
phy that promote safe and healthy living environments for their tenants:
community involvement, role of disorder, and problem solving. These
principles are not mutually exclusive and must work together to be suc-
cessful. Understanding the importance of, and relationship between,
each of these principles significantly increases the effectiveness and effi-
ciency of any property management strategy.

COMMUNITY INVOLVEMENT
A residential property, whether it is a duplex or 250-unit building, consti-
tutes its own community. This community incorporates a number of peo-
ple including, but not limited to, tenants, visitors, businesses servicing
tenants, local government agencies, property owners, and managers.

It is essential to recognize any property as its own community and involve
as many identified community members as possible in establishing a safe
living environment. Expecting the police to establish a safe living environ-
ment and solve all crime-related problems is an unrealistic expectation.

The police cannot spend unlimited resources on your property. In most
cases, police only come to a particular property when called upon for a
specific complaint after a problem has already occurred. Tenants, on the
other hand, spend significantly more time on the property. It, therefore,
makes more sense to have the tenants who collectively occupy the prop-
erty 24 hours a day define what behaviors are acceptable, then for the
police who might spend only few hours a week on a particular property.

Since police resources are limited, it is imperative to have tenants and
other identified community members become actively involved in estab-
lishing a healthy property. Expanding the responsibility of crime preven-
tion beyond the police extends ownership in the property and makes the
property less attractive for criminal activity.

Individuals who are engaged in criminal behavior are going to live on or
visit your property. There is no way around this fact. Property owners and
managers can, however, work with the community associated with a prop-
erty to create an environment that makes criminals feel uncomfortable.

When criminals feel uncomfortable, and legitimate tenants have owner-
ship, those involved in crime will commit their crimes in other locations.

ROLE OF DISORDER
Crime, and the fear of crime, is concentrated in certain locations.
Criminals chose to commit crimes in areas where they believe they will
not be apprehended. These are locations where there is an apparent
inability by the local community to care for itself. This lack of ownership
is evident by an increase of disorder in both the physical and social char-
acteristics on the property. These signs of disorder are exhibited in graffi-
ti, litter, abandoned vehicles, property damage, loitering juveniles, and
overgrown vegetation.

Properties that display these external signs of disorder are more prone to
crime. Criminals are attracted to these locations to commit their crimes
because these locations are viewed as areas where tenants are not concerned
about what occurs on the property; if residents and police were concerned,
they would do something to correct these obvious signs of disorder.

Property owners and managers must recognize the early signs of disorder
and find solutions to eliminate it. Failure by property owners and man-
agers to address disorder-related problems early is a choice that will lead
to more serious problems in the future.

PROBLEM-SOLVING
Every property is composed of a unique set of characteristics. Projects
and programs that are effective for one property might not work in
another environment. Problem solving is a process that thoroughly exam-
ines the unique factors leading to a specific problem in order to develop
a creative solution.

Property owners and managers cannot underestimate the importance of
recognizing the early signs of disorder and developing tenant-based solu-
tions to immediately address these problems. To effectively address
recurring problems, it is essential to understand the “root” causes of the
problem and create holistic solutions that will prevent the same issues
from occurring again.

CONCLUSION
Property owners and managers need to be aware of current crime preven-
tion strategies and techniques to address specific concerns. Knowledge is
power, and once you understand why crime occurs and how to eliminate
recurring problems, solutions are only limited by your imagination.

These basic concepts of community policing have proven effective in
combating neighborhood problems. It is time to adapt these public sec-
tor principles and apply them to local property management philoso-
phies. Properties that are managed in ways that actively involve tenants
in reducing the signs of disorder encourage tenant ownership and
improve the quality of life. In the end, this leads to more profitable prop-
erties for owners and managers and safer properties for tenants.

Jon Gerondale and Jeff Dowhaniuk are the cofounders of PropertySafe. They work
hand in hand with Orca Information Inc.—a premiere background investigation
company specializing in employment and tenant screening. To learn more about
PropertySafe or Orca Information Inc. go to www.orcainformation.com. There you
will find information on PropertySafe and a link to their Web site.
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Incorporating Crime Prevention Techniques
into Local Property Management
by Jon Gerondale and Jeff Dowhaniuk, PropertySafe
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What can you say about NARPM? If you are not already super excited
about NARPM and cannot offer at least a few superlatives such as fantas-
tic, extraordinary, awesome, enlightening, and encouraging, then you
are either a member of a lifeless chapter, have not been attending
national events, are not using the resources that the members of NARPM
have exhausted themselves to make available for you, or this is simply
your first exposure to NARPM. 

So, please allow me to inform you that NARPM is all these things: fan-
tastic, extraordinary, awesome, enlightening, encouraging, and more! I
am exhilarated, nourished, nurtured, and energized every single day by
my membership in NARPM. I continuously receive new ideas, new
information in technology, and support from all avenues and venues of
“the business.” I am so extremely fortunate to be a part of NARPM! 

Where do you go when you need a question answered about black
mold? Where do you go when you need new marketing ideas? Where
do you go to find the most reliable help in finding accounting software
specific to our industry? Where do you go to just talk to someone who
understands “the business”? Where do you go when your business has
reached a plateau? Where do you go when you need to find kindling for
the fire and passion about your business that once burned deeply in
your heart, mind, and soul? 

The answer is NARPM members. As a member, you are the answer to
many of these questions! You have the opportunity to offer information
about matters and situations that you have experienced. Answer ques-

tions and get your questions answered. Help us to help you! Help
NARPM become the best it can become! Come to the next event, find
your local chapter and get involved, find a friend, or find a competitor
and become his or her friend. NARPM is all that you are, all that you
can be, and all that makes you READY and SET to GROW both person-
ally and professionally. 

I want to encourage you to get involved. Help with the convention in
Salt Lake City, help at your local chapter to bring the best education pos-
sible for yourself and your colleagues, help the membership committee
reach professionals in your area, but most of all, help yourself! I promise
that you will get back more than you give. Give it a try. Share your
knowledge, and reap more than you sow. Raising my hand to volunteer
took just a little effort, but the benefits far outweigh the work. Being the
best you can be means being the best for your customers!

Call a NARPM member today, right now! Grab hold of, absorb, use and
implement the NARPM advantage into your business. If you are a prop-
erty manager and do not do this, you will miss one of the most fantastic,
extraordinary, awesome, enlightening and encouraging phenomena of a
lifetime. 

Cary Efurd is a property manager for Century 21 Judge Fite Management Co. Inc.
in Dallas, TX. Cary’s interest in writing, photography, and communication make
him a natural for his current position in market and advertising development.
Cary’s life theme is to never live a day without enthusiasm and to always serve
without thought of self. His motto is “teamwork.”

What Can YOU Say About NARPM?  by Cary Efurd

What does NOW have to do with
September 21–24, 2005?

NOW is the time to save these dates for the 
17th Annual NARPM Convention and Trade Show.

NOW is the time to consider booking your flight while the fares are still low. 
(expected to increase if the price of fuel continues to escalate)

NOW is the time to plan.
Encourage your colleagues to attend.

NOW is the time to save $.
With room rates as low as $89, there is no better time than NOW to make sure you attend!

NOW is the time to check out the NARPM convention Web site to see what has been planned. 
This site is constantly being updated as additional arrangements are made so bookmark it and visit it

often. Visit www.narpmconvention.com

Ready, Set, Grow! 
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AFFILIATE MEMBERS LISTED BY SERVICES

BUSINESS PRODUCTS
Black Ink Insurance Services Inc.
Compass Bank
Division Access Control
LandlordSource.com
Lease Place Inc.
Oliphant Financial Corporation
PayChex Inc.
PayLease Inc.
Peachtree Business Products
Professional Office Services of ID Inc.
RG America
Tenant Plus Corp
Unibind
Vairo & Associates Inc.

INTERNET TOOLS
123RentAHome.com
All Property Management
AudioVu.com
Escapia Inc.
HomeRentalAds.com
HomeRentals.net
Homepaiges
InteloQuence
Marly Realty Inc.
Property Bridge LLC
Rent Blurb.com
RentClicks
Rent.com
RentSurfing.com
Rental Alliance LLC
RentalHouses.Com
Runzheimer International Ltd.

LEGAL SERVICES
Barnes Walker Chartered
Law Offices of DeMartini & Walker
Law Ofcs of Heist, Weisse & Lucrezi, PA

MAINTENANCE
Blusky Restoration Contrs & Consultants
Building Specs Inc.
Cutting Edge Painting Inc.
Demi Murphy Design
EnviroCare Inc.
Glass Works Inc
Gutter Love It!
Handyman Matters
Handyman Matters of Central Kentucky
KMH Technologies Inc
Mr. Goodbar
OnSite PRO Inc.
Power Lift Foundation Repair
Servicemaster of Seattle
Servpro of Arvada
Sherwin-Williams Company
Southwest Catastrophe & Restoration
Tankless Hot Water
Universal Cleaning Specialist

MARKETING
Elite Occasions
Home Management Network LLC
On-Hold Concepts Inc.

SOFTWARE
EFC Systems
Logicbuilt Inc
London Computer Systems Inc.
PROMAS Landlord Software Center
Property Automation Software Corporation
PropertyBoss Solutions LLC
Tracker Systems Inc.
Winning Edge Software Inc.
Yardi Systems

TENANT SCREENING
700Credit Inc.
Apex Property Management Inc.
Century 21 Selective
Clear Screening
Contemporary Information Corporation
Federated Management Group Inc
RentGrow Inc
Residential Asset Management
Securint
Summit Real Estate Services LLC

For more affiliate information, please visit www.narpm.org.

Welcome new NARPM members! The following is a list of new members who joined NARPM from
February 1 to February 28, 2005.

N E W M E M B E R S

Cindy Adiutori
M & R Property Management Co.
2940 B Union Avenue
San Jose, CA 95124
403/371-0705

Skip Anderson
Riverside Management 
Company, Inc.
6128 Fairview Avenue
Boise, ID 83704
208/376-1616

Paula Bankester
Coldwell Banker JME Realty
3541 Beagles Street
Pensacola, FL 32514
850/469-9169

M. Keith Bryant
Realty Management 
Investment Co., Inc.
809 Moreland Avenue SE
Atlanta, GA 30316
404/622-1064

Bill Buffington
Tristar Realty Group LLC
One Mack-Cali Center
501 E. Kennedy Boulevard 
12th Fl
Tampa, FL 33602
813/272-9700

Bette Butz
Bette Butz Realty, Inc.
407 Wekiva Springs Road, Suite 115
Longwood, FL 32779
407/862-9200 x203

David Cruz
The Right Choice Property
Management, Inc.
616 Commonwealth Avenue
Bronx, NY 10473
718/512-5098

Lois-Lea Drosten
Placer Center, Inc.
21 No. Last Chance Gulch
Helena, MT 59601
406/443-4720

Gladys M Fain
GSH Real Estate
3156 Monet Drive
Virginia Beach, VA 23453
757/420-0071

Roxanna S Faith
Realty Pacific, Ltd.
92-211 Pali Momi Street, Suite 430
Aiea, HI 96701
808/488-0185

Carol Ginoza
Zen Properties, Inc.
1785 S. King Street, Suite 3
Honolulu, HI 96826-2159
808/949-4318

Karen Gray
Nature Coast of Hernando BBA
Remax Rentals
4225 Rachel Boulevard
Spring Hill, FL 34607
352/597-6997

Sara “Sally” Greck
Management Specialists, Inc.
145 N.W. Central Park Plaza
Suite 111
Port St. Lucie, FL 34986
772/343-1117

Vicki Jo Hash
Re/Max Town and Country
1315 Tuskawilla Road, Suite 101
Winter Springs, FL 32708
407/695-2066 x621

Veronica Hernandez
Greg Flaniken & Associates
1101 Brazosport Blvd
Freeport, TX 77541
979/233-7828

Jonathan Hill
Fairfax Realty
5329 Massachusetis Avenue
Rethesda, MD 20816
301/439-9500

David Hoessly
Rose & Womble Realty, LLC
2725 Gator Road, Suite 100
Virginia Beach, VA 23452
757/340-6208 x315

Niki Inglis
Long & Foster
3181 Shore Drive
Virginia Beach, VA 23451
757/496-4815

Cindy Kelly
EFC Systems
3026 Owen Drive, Suite 101
Nashville, TN 37013-2417
615/280-5100

Kari Kimball
The Apartment Store, Inc.
2687 Palmer, Suite E
Missoula, MT 59808
406/543-7368

Ken McDonald
Aberdeen Realty Inc.
323 W. Heron
Aberdeen, WA 98520
360/533-7100

Lori Menke
Spencer Realty of NWFLA
31 Hoffman Drive
Gulf Breeze, FL 32561
850/932-3513

Jim Peacock
Jim Peacock Real Estate
217 West Main Street
Jacksonville, AR 72076
501/982-0006

“Danny” Quang Pham
Phamtastic Properties, LLC
6006 Greenbelt Road #188
Greenbelt, MD 20770
301/541-1147

Charlie Ridlon
Zephyr Real Estate Palm Springs
69550 Highway 111, Suite 101
Rancho Mirage, CA 92270
760/770-0211

Daren Roberts
Roberts and Sons.Com
6690 East Euclid Place
Centennial, CO 80111
720/217-2049

James V Severine, III
HPMG Harbor Property
Management Group
15 East Putnum Avenue
Greenwich, CT 06830
203/413-9622
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Natasha Shelton
Sacramento Delta Property
Management
3800 Auburn Boulevard, Suite A
Sacramento, CA 95821
916/483-4539 x151

Jay Silva
Terra West Property Management
P.O. Box 231116
Las Vegas, NV 89123
702/362-6262

Savitri “Vidi” Singh-Sewsankar
Rose & Womble Realty Co, LLC
2725 Gator Road, Suite 100
Virginia Beach, VA 23456
757/340-6208 x312

Ali Speed
Prime Properties
17177 Preston Road #190
Dallas, TX 75248
214/432-1963

Robin H Spencer
Bette Butz Realty, Inc.
3725 Jericho Drive
Casselberry, FL 32707
407/862-9200

Jonathan Young
Haven Property Management
2135 E. 151 Street, #181
Olathe, KS 66062
913/488-0059

SUPPORT STAFF
Elaine Farley
Re/Max Alliance
4701 Columbus Street, Suite 200
Virginia Beach, VA 23452
757/456-2345

Beth Ivey
Clark Realty Corporation
76-135 Royal Poinciana Drive
Kailua-Kona, HI 96740
808/329-5300

AFFILIATES
Heather Calfee
Coit Restoration
9001 Spring Branch Drive
Houston, TX 77080
713/461-6171 x660

Dick Gholston
Citrusolution Carpet Cleaning
by Island Way, LLC
1988 SW Putnam Drive
Oak Harbor, WA 98277
360/240-0111

Mark Joseph
Armaninn McKenna LLP
12667 Alcoste Boulevard
San Ramon, CA 94583
925/790-2600

Michael Mino
PropertyBoss Solutions, LLC
403 Woods Lake Road, Suite 208
Greenville, SC 29607-2752
864/297-7661 x26

Dave Sakamoto
Info on the Web
P.O. Box 270034
Louisville, CO 80027
303/926-5255

AMBASSADOR PROGRAM
February 2005 New Members

New Member Ambassador Member

Cindy Adiutori Rick L Raich, RMP®

Gladys Fain Jenny Frady 

Roxanna Faith William B Ramsey 

Elaine Farley Chuck Warren 

Karen Gray Linda A Wilson 

Vicki Jo Hash Fred Thompson  RMP 

David Hoessly Renee Quinn, GRI, TAR, VPAR, DPM 

Niki Inglis Tina M Bradley 

Beth Ivey Meghan O’Brien 

Kari Kimball Maris Mills 

Michael Mino Harold Kalles, MPM®

Jim Peacock Dave Fletcher, RMP®

Daren Roberts Jeanne Roberts 

Jay Silva Jill Childs-Mynarcik 

Sav Singh-Sewsankar Renee Quinn, GRI, TAR, VPAR, DPM 

Ali Speed David E Kadleck 

Ambassador Program
2005
The Ambassador Program was first designed in 2000 to
reward our current members for referring new members
to our organization. Who better to spread the word of
the benefits of NARPM than its members? If you refer

five new members in one year, you will receive an award certificate
that may be used toward your next year’s dues or for events for the
coming year. When you achieve ambassador status and receive your
$195 NARPM credit, it can be used toward your annual dues or regis-
tration at a NARPM National Convention. It is flexible! Just follow the
simple steps outlined here: 

H Call NARPM Headquarters at 800/782-3452, and request membership
application forms. Headquarters, upon request, will mail the applica-
tion directly to the prospective member but will not fill in the “referred
by” line.

H The 12-month period to obtain the five new members starts the
day the first new membership application is processed by head-
quarters.

H When Headquarters receives the fifth new membership applica-
tion, an Award Certificate will be issued and dated. A recognition
certificate will also be issued, and you, as the “Ambassador,” will be
recognized in the Residential Resource.

H The Award Certificate can be used to pay NARPM annual dues, or
like amount can be applied toward National Convention. 

H It must be used in full at the time of use and attached to your dues
or registration for Convention. The value of the Award Certificate is
equal to what the national dues were at the time the Award
Certificate was issued. It also must be used within 12 months of the
issue date.

H A member can earn multiple Award Certificates in the 12-month period. 
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Contribute to the Residential Resource

Issue Date Submission Due Date

July 2005 May 15, 2005

August 2005 June 15, 2005

September/October July 15, 2005
If you are interested in writing an article, please e-mail an attachment 
of your article in Word or text format to Jessica Jacobs at publica-
tions@narpm.org or send her a Word or text file on 3-1/2" diskette to
P.O. Box 140647, Austin, TX 78714-0647. All articles are subject to
editing and approval of subject matter.

Submit an Article to
NARPM Today!
Help us keep you and other members informed by writing an article that
shares your story, experience, or expertise. It is easy to submit. Just e-mail
your submission for review to publications@narpm.org. If you are not the
author of any materials you think pertinent, send us the Web link, a copy
of the article via e-mail or fax a copy along with publication information
so we can pursue reprint rights for use of the materials. 

AmazingNARPM
Special
$17 

Pins
BROCHURES

Tra v e l  Mu g s

NARPM
STORE

Great Gift Item Hot
Off the Press!

Other Great Gifts!

NARPM is delighted to announce a brand new, hot-off-the-press
book, the Unofficial Guide to Managing Rental Property, written by
one of NARPM’s very own past presidents, Melissa Prandi, MPM®. 

You can purchase the book at the NARPM store for the hot off the
press special rate of $17 plus tax. Contact NARPM at 800/782-
3452 or info@narpm.org

Baseball Caps
s h i r t s
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Interested in Sponsoring
Certification Classes?

Opportunities are available to
chapters that would like to fur-
ther member education, pro-
mote certification, and increase
their chapter funds by sponsoring
a certification class. However, it
takes time to plan a class—so
give your chapter five to six
month’s lead-time if you wish to
sponsor one of these events. 

Find out more by calling Peter
Meer, MPM®, at 303/322-1550 or
e-mailing meerandco@aol.com.
Peter can provide you with the
details you need to make a
Certification class a successful
venture.

FEES Early
RMP® Classes Registration* Registration*
Member $195.00 $225.00
Nonmember $250.00 $280.00
Retake $100.00 $130.00
RMP®/MPM® designee $97.50 $127.50

MPM® Classes
Member $395.00 $450.00
Nonmember $450.00 $505.00
Retake $300.00 $355.00
MPM® $197.50 $252.50
* To receive the early registration price payment must be post-
marked, faxed, or e-mailed 30 days prior to the class.

CLASS INFORMATION
• On-site registration begins at 8:00 a.m. Class hours

are 8:30 a.m. to 4:00 p.m.
• RMP® classes qualify for 6 hours of NARPM certifica-

tion.
• MPM® classes qualify for 12 hours of NARPM certifi-

cation.
• All materials will be given to students on the day of

the class.
• All attendees are required to make their 

individual hotel reservations.

CANCELLATION POLICY
Cancellations must be received in writing. If cancellation
notice is received at least 30 days prior to the class, a full
refund will be issued less a $25 processing fee. If cancella-
tion 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 class; however, the registration fee can be
applied to a later class with a $25 transfer fee.

Due to low registration, a class may be cancelled with 15
days prior notice. If NARPM cancels a class, registration
fee could be credited to a future class or fully refunded
upon request.

(Please print or type)

Name __________________________________________________________________________

Company _______________________________________________________________________

Address ________________________________________________________________________

City/State/Zip ____________________________________________________________________

Telephone __________________________________ Fax ________________________________

E-mail __________________________________________________________________________

List Classes
Name of class Class Date Cost

____________________________________________________________________ $ _________

____________________________________________________________________ $ _________

____________________________________________________________________ $ _________

Total $__________
Method of Payment

nn I have enclosed a check for $__________ Ck/M.O. #____________ Date_______________

nn Please charge my credit card in the amount of $__________ as follows:

nn Visa       nn MasterCard       nn Discover       nn American Express

Card Number _______________________________________________________ Exp. Date_____________

Name of Cardholder _______________________________________________________________________

Billing Address ____________________________________________________________________________

Signature_________________________________________________________________________________
I authorize NARPM to charge my credit card.

2005 RMP ®/MPM® Certification Classes

RMP ®/MPM® Class Registration

1. MAIL your form with payment to NARPM, 
P.O. Box 140647, Austin, TX 78714-0647.

2. FAX your form with credit card payment to
512/454-3036. Please do not mail the original.

Two Easy Ways to Register

Date Location Class Instructor

May 20-21, 2005 Boise, ID MPM® Risk Management Dave Holt, MPM®

June 10, 2005 Boise, ID RMP® Operations Suzanne Cameron, MPM®

To register for classes, complete the registration form and mail or fax with payment
to NARPM Headquarters. 

†Registration form below is not applicable for Ethics class.

For more information or to receive Ethics registration form, 
call Headquarters at 800/782-3452.
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MARK YOUR CALENDAR
FOR THESE IMPORTANT
NARPM DATES!

Future NARPM National
Convention and Trade Shows

September 21–24, 2005
Salt Lake City, UT (Little America Hotel)

September 27–30, 2006
Burlington, VT (Sheraton Hotel)

September 26–29, 2007
Scottsdale, AZ (Sunburst Resort)

S TRONG CHAPTER TIP

TIPS FROM THE PRESIDENT

TIP #4: 
Promote social events. Building strong relationships, both
business and personal, within the membership of individual
chapters, is essential to a strong vibrant chapter. An excel-
lent way to build strong individual relationships is to host
social events that are not directly related to business. In lieu
of a formal meeting, dedicate two monthly chapter meet-
ings each year for social gatherings. Examples are:
December, host a holiday party; June, host a picnic at the
local lake for water skiing and swimming; January, meet at
the ski hill for a day of snow skiing or tubing. The possibili-
ties are limitless. Include the families of the NARPM mem-
bers, as they are a major contributor to their success.
Another great event is having a member host a social gath-
ering at his/her office. This is a great opportunity to visual-
ize how similar we are and will go along way to build that
strong individual relationship. Lasting friendships within the
chapter will enhance the success of your chapter—people
will be eager for the next meeting.

       


