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41n those situations where the humor is
quite apparent to those of us in property
management, | take those stories with me

to share.”’

FOUND,

JON

OF PROPERTY MANAGEMENT

How many blocks do you have in your
foundation? As | stated previously, one of
the most important blocks is your health.
Your health is actually made up of many
blocks also. First, there is physical health,

which is made up of fitness and nutrition.

Then, there is also mental and emo-
tional health. An article from March 7,
2013, MedicalNewsToday.com states that
“Mental health refers to our cognitive,
and/or emotional wellbeing — it is all
about how we think, feel and behave.
Your mental health can affect your daily
life, relationships and even your physical
health. Mental health also includes a
person’s ability to enjoy life — to attain a
balance between life activities and efforts
to achieve psychological resilience.”
According to WHO (World Health Orga-
nization), mental health is “a state of
well-being in which the individual real-
izes his or her own abilities, can cope
with the normal stresses of life, can work
productively and fruitfully, and is able to
make a contribution to his or her com-
munity.”

What affects the foundation blocks
mentioned above? Stress. How do you
relieve stress? One way is to find the
time to do things that you enjoy. As

crazy as this may sound, some of us
actually enjoy the work that we do. So,
we are placed in a situation where we
get pleasure out of certain aspects of
running our business daily. But, there is
also stress in running that business. For
some of us, the pleasure overcomes the
stress. For others, it is a break-even and
for the rest, stress seems to be in charge.
One of the hardest things | had to learn
how to do was to leave the stress of my
work at work. And while at work, main-
tain a balanced mindset. Try not to let
those daily requests, complaints, and
demands bother you. In other words, it
is simply part of the job. | always apolo-
gize for any situations created and follow
through with my promised solution. This
leaves the worry right there at my desk.
In those situations where the humor is
quite apparent to those of us in property
management, | take those stories with
me to share.

Another stress reliever is taking time
away from your business to enjoy other
things, such as vacationing, traveling,
sightseeing, etc. If there is a place you
want to visit, figure out how to make
it happen. With today’s technology,
you can take your office with you if

need be. If you are a one-person show,
plan ahead. Schedule no move-ins or
outs and no leases to sign while you

are away. Ask members of your local
NARPM® Chapter for help. Ask some of
our NARPM® vendors how they might be
able to assist you.

Personally, | check my email and
call my office every day, no matter
where in the world | might happen to
be. When | ask if anyone needs to speak
with me, the answer is usually “no.” |
am not sure if that is good or not! Do
you think maybe they are trying to tell
me something?

Whatever you have on your bucket list,
start figuring out how to get to it. It can be
anything you enjoy, no matter where, when
or what — maybe even joining me at this
year’s National NARPM® Convention and
Trade Show in Minneapolis. Get registered!
I guarantee you won't be disappointed. g

-
-

Stephen D. Foster, MPM® RMP®
2014 NARPM® President



From the

Minneapolis is

connected by
eight miles of
climate-con-

trolled skyways

and tunnels
through all of
downtown,
meaning you
never have to
take a step
outside if you
don’t want to,
even though

you absolutely

should.

Welcome to fall! It is a beautiful time around the
country. The weather is starting to cool down and trees
in some areas will begin changing colors. Where do you
plan on being this fall?

A great place to spend your October fall days is
in Minneapolis, MN, at the Hyatt Regency, which is the
location for the 26th Annual NARPM® Convention
and Trade Show. We are excited to have some new
vendors participating in the Trade Show, including
Lowe’s, Valspar, Lumber Liquidators, plus several
E&O Insurance providers who can help you with your
business coverage. Of course, we appreciate all of
those vendors who support NARPM® each year, and
we encourage you to look at the show floorplan on the
website at http://www.narpmconvention.com/exhibitors
to see who will be with you in Minneapolis.

We know the Convention is not just about the Trade
Show, or the President’s Celebration (a mixture of the
Mall of America’s SEA LIFE® Minnesota Aquarium,
Nickelodeon Universe® Amusement Park, and Moose
Mountain Adventure Golf), or the Past Presidents’
Charity Curling Event. It is all about the education you
will receive. This year, the Program Committee, chaired
by Duke Dodson, MPM® RMP®, did a great job of put-
ting together outstanding, educational workshops. Come
and learn from these named presenters: Mike Paton,
certified EOS (Entrepreneurial Operating System) Imple-
menter, has spent a lifetime learning from, and sharing
with, entrepreneurs. The product of an entrepreneurial
household who ran or helped run four growing busi-
nesses, Paton discovered EOS while trying to run a $7
million marketing research company in Minneapolis;
Scott Christopher is author of the best-selling People
People: Who They Are, Why They Win and How To
Become One, and a consultant on strengthening work
culture with recognition and fun; Donna Hanbery is the
founding partner and President of Hanbery & Turner,
PA., a four-attorney law firm representing property
owners and managers on all aspects of rental housing.
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This includes fair housing training and defense, evic-
tions, development of best leasing and rental practices,
and day-to-day legal challenges for property owners and
managers; Toby Madden, an economist in the Public
Affairs Department at the Federal Reserve Bank of Min-
neapolis. In this position, he writes articles for bank
publications and frequently speaks on the economy;
and who better to close the Convention than NARPM®
Past President Mark Kreditor, MPM® RMP®, who makes
everyone who hears him feel better about their chosen
profession of property management.

Networking time has been built into this Convention,
so you can have coffee with friends at the end of the
day, or attend a Regional or Committee Meeting to see
what NARPM® is all about. We know you won't want to
miss this outstanding event that is built just for you. Also
this year, you will notice the program is color coded for
tracks that deal with your position, whether it is property
manager, broker/owner, or support staff. No longer do you
need to guess what sessions will help you. The committee
has done that for you.

Do you know what | forgot to tell you? Minneapolis is
connected by eight miles of climate-controlled skyways
and tunnels through all of downtown, meaning you
never have to take a step outside if you don’t want to,
even though you absolutely should. You can follow these
pathways to cultural sites and great places to eat. | can’t
tell you enough what a great city Minneapolis is with all
the arts, entertainment, and nightlife it hosts. Jump in
now and make sure you are registered for the one event
that will help build The Foundation of Property Manage-
ment. For more information on this event, go to http://
www.narpmconvention.com/ and find all the details. g

Lur 854t

Gail S. Phillips, CAE
NARPM® Executive Director



Together, Everyone Achieves More

Go TEAM Go!

Greetings from San Antonio, Texas —home of the
five-time National Basketbsall Association Champion
Spurs. With the recent win over the Miami Heat,
the media has drawn a lot of attention to the Spurs
and their “surgical-like” team approach. They have
really shown the power of the team verses individual
thinking. I have personally seen the impact of thinking
like a team verses thinking like an individual. My
company has gone from managing 20 properties in
August of 2009 to almost 350 doors to date. Over
the years of growing, | have learned the increasing
importance of leveraging my TEAM. As small business
owners, we oftentimes take on the world and forget
we have a team that is willing and able to help out. As
long as you “paint the vision,” you can go as a team.
The benefits of being a team can be seen throughout
any organization.

For me, the challenge of being part of a team is let-
ting go. For years, the weight of all the properties fell
on my shoulders. As | grew, | took on an assistant, but
still had my hands on everything. That included things
she was handling very well. When your name is on

the file for each property and find out status on
repairs, paperwork, and client relations. It puts each
person in charge of the property, which also holds
one another accountable in a group setting. No one
wants to let the team down. It also lets the team solve
problems in a roundtable conversation. Finally, when
we take on a new client, | sell the team. Rather than
presenting what | can do for them, I explain why our
team is the best option to assist them with their largest
asset. When | set the expectation up front that the
team is there to help them, more and more owners
would call and speak to the staff instead of speaking
to me. | explain the benefit of getting four people

for the price of one. Showing the client the benefits
and setting good expectations up front solved a lot of
headaches for me and allows the team to show what
they can do.

When the team approach starts working, you will
find things just fall into place and the team members
want to help each other. We celebrate our victories
together as a team with Friday lunches on the boss,
additional time off, and other praises and acknowl-

As long as you “paint the vision,” you can go as a team.
The benefits of being a team can be seen throughout
any organization.

the door, you think your way is the best way. When
the company grew in size again, my mindset had to
change. With over 200 doors, | physically couldn’t
have my hands on everything. | couldn’t return

every call or talk to every tenant. There were some
key things | did to help. Most were very basic, but
empowered the team and in doing so, | took “non-
dollar productive” items off my plate. For example,
when someone called and said "I need to speak to
Cortney,” the team member would just take a mes-
sage in the past. Now instead, the team member asks
what the call is regarding, so they can research it and
prepare me to call them back. Frequently, the team
member can answer the question and it never reaches
me. We hold weekly team meetings where we review

edgements. | used to believe employees only wanted
raises, but praise is just as effective when shared with
their fellow employees and your clients. Acknowl-
edging when they go above and beyond is key to
employee retention and the success of a growing
company. | have heard many rules of thumb on this,
but on average, | try to praise the team and/or team
members four times as often as | point out things that
can be done differently.

Remember, the word team means Together Everyone
Achieves More. | hope sharing these tips will be helpful
to fellow property managers in the growth stages of
their business. The weight of the world doesn’t have to
be on your shoulders. Share with your team and you
will be happy to find they want to help. gy

Cortney Gill was born
and raised in San Antonio,
and she is no stranger to
real estate. Her parents
have owned a real estate

company since the late
1980s. After a short career
in general real estate, she
decided to work in residen-
tial lending for a decade.

In 2007, she got back into
general real estate and
found her niche in property
management. In 2009, she
opened and established
GSG Property Management.
Being a homegrown Spurs
fan, she thought GSG was

a great name (standing for
Go Spurs Go). GSG Property
Management now manages
about 300 single-family and
multi-family homes in and
around the San Antonio
area. Cortney and her team
are dedicated to working
by referral and serving their
clients” property manage-
ment needs. As mom to two
beautiful girls, Vivienne and
Gabriella, her spare time is
filled being with them and
serving on the Board of
Directors for San Antonio
Respite Care.
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Department of the Treasury
Internal Revenue Service

» Information about Form W-8ECI and its separate instru

Certificate of Foreign Person's Claim That Income Is

Effectively Connected With the Conduct of a Trade or
Business in the United

» Section references are to the Interna

» Give this form to the withholding agent or paye

‘ [ sSN or ITIN JEN

U.S. taxpayer identification

Note. Persons submitting this form must file an annual U.S. income tax return to report income claimed to be effectively

Richard Hart, EA,

CAA, earned a degree in
accounting and has since
acquired experience putting
his knowledge to work in the
construction, manufacturing,
service, restaurant, banking,
and real estate industries

for more than 13 years.

In 2006, Richard opened
his own practice, Hart &
Associates Tax Consulting
and Preparation Services, to
specialize in tax accounting
and has earned the creden-
tials of Enrolled Agent and
Certified Acceptance Agent
with the Internal Revenue
Service. He has effectively
helped hundreds of clients
to successfully navigate U.S.
Tax Law and preserve their
wealth. Hart & Associates is
a NARPM® Affiliate Member.

Expiration After Five Years

Unused ITINs

In June 2014, the Internal Revenue Service (IRS)
announced that Individual Taxpayer Identification Num-
bers (ITINs) will expire if not used on a federal income tax
return for five consecutive years. To give all interested par-
ties time to adjust and allow the IRS to reprogram its sys-
tems, the IRS will not begin deactivating ITINs until 2016.

The new, more uniform policy applies to any ITIN,
regardless of when it was issued. Only about a quarter of
the 21 million ITINs issued since the program began in
1996 are being used on tax returns. The new policy will
ensure that anyone who legitimately uses an ITIN for tax
purposes can continue to do so, while at the same time
resulting in the likely eventual expiration of millions of
unused ITINs.

ITINs play a critical role in the tax administration
system and assist with the collection of taxes from foreign
nationals, resident and nonresident aliens, and others

ITIN numbers. | recommend the best practice of having
this form signed every year by including this as part of
your annual contract renewal checklist. This will protect
your interest in the event of an IRS audit. If the owner

is using an ITIN that has expired, you will receive notice
from the IRS after you file the annual 1042-S (Foreign
Person’s U.S. Source Income Subject to Withholding)
report, stating that the ITIN is not valid. Remember that
ITIN numbers always start with the number 9. If you have
an owner with an ITIN number, you must issue Form
1042-S, not Form 1099-Misc (Miscellaneous Income)

to report gross rents. At that point, you will begin with-
holding 30% on gross rental income immediately, until
the owner provides a new valid ITIN number. (See
Residential Resource issues February 2013, page 10, and
March 2014, page 24, for more information on filing
Form 1042-S.)

| recommend the best practice of having this form
signed every year by including this as part of your
annual contract renewal checklist.

who have filing or payment obligations under U.S. law.

Designed specifically for tax administration purposes,

ITINs are only issued to people who are not eligible to

obtain a Social Security Number.
Under the new policy:

* An ITIN will expire for any taxpayer who fails to file a
federal income tax return for five consecutive tax years.

* Any ITIN will remain in effect as long as a taxpayer con-
tinues to file U.S. tax returns.

* A taxpayer whose ITIN has been deactivated and needs
to file a U.S. tax return can reapply using Form W-7
(Application for IRS Individual Taxpayer Identification
Number).

WHAT DOES THIS MEAN FOR
PROPERTY MANAGERS?

Continue to make sure that you have signed, up-to-
date W-8ECI Forms (Certificate of Foreign Person’s Claim
That Income s Effectively Connected With the Conduct
of a Trade or Business in the United States) on file with
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QUESTION FROM A PROPERTY MANAGER

If we have a handful of homeowners that have applied
for ITINs, but we're waiting for the numbers to come in,
do we need to send the 30% to the IRS each month until
we receive the ITIN?

The answer is yes! The IRS considers the 30% deposit
their money. And, if you know the IRS, you know that they
want their money immediately. The danger that many
property managers fall into is that they want to work with
the owner and hold the 30% deposit in an escrow or trust
account in hopes that the ITIN number will be provided
by the owner. More often than not, the owner fails to get
the ITIN number and then the property manager has to
send the deposit to the IRS in arrears. This mistake costs the
property manager, not the owner, a 10% penalty per month
on the late deposit. Follow the rules and make the monthly
tax deposit to the IRS. The owner will be able to apply for
a refund on the deposit when they file their tax return. Just
make sure that you correctly report the tax deposit to the
IRS on Form 1042-S at the end of the year. ji=



Grow Your Property
Management Business
From Anywhere

NARPM Members Choose AppFolio’s Web-Based Property Management Software to
grow even faster, make more money, find and attract the modern renter and spend less
time on routine tasks. With AppFolio you could be a lot happier.

Ready to Love Your Property Management Software?




Brad Larsen, RMP® can-
didate, is the Broker and
Owner of Larsen Properties
in San Antonio, TX and cur-
rently manages 400 single-
family homes. Prior to getting
into real estate and property
management, Brad was a
U.S. Army Infantry Officer.
Brad has been a member of
NARPM® since 2010.

ltemizing Deductions from the Security Deposit

The Dreaded Move-out

After every move-out, all property managers go
through the same worry and dread over itemizing
any deductions from the security deposit on behalf
of the outgoing tenants. In about half or more of our
move-outs, there is usually something for which the
tenant is responsible. This could be as little as burned
out light bulbs, or as big as a complete make-over.
Some states have certain formulas for carpet replace-
ment or paint. At some point, the grayest term in the
world comes up — Normal Wear and Tear. In some
instances, a lot of damage to the home can be traced
back to the uneducated owner and perhaps, the
property manager who did not education him/her.

It reminds me of the halftime speech you hear from
football coaches. Try to imagine it in a loud football
coach tone. “This is where all that hard work and
effort you put in months ago pays off!”

PRICING
When you dig into the root of a bad move-out,
circle back to the beginning of that owner relation-

Is your tenant selection and screening criteria as
good as it can be? Or do you see the end result
of bad pricing, which equals no applications, and
then end up in taking the first applicant with a
pulse? It’s a chain reaction started from the begin-
ning in working with a new owner. If your tenant
screening is solid, you are laying the foundation
for reviewing the best applicants, and finding that
right tenant.

STRONG LEASES

Once you have a strong applicant, a big part
of maintaining your home is having strong lease
agreements in place to include move-out adden-
dums or any other follow up paperwork. The good
idea fairy is definitely welcome in this phase of
leasing. Anything that seems like a good idea, put
it on paper and get it signed by all parties. It could
save you big time later on. Example: We make
the tenants professionally clean the carpets upon
move-out and present us the receipt. Rug Doctor

We tell owners that a big share of the heavy lifting is done
up front by good advertising and solid tenant screening.

ship you established. Did you “buy” the listing? In
REALTOR® terms, that is telling an owner whatever
they want to hear to get the business, sometimes
including an unrealistic price. When pricing a home
for rent, you want to establish the fair market rate
with an owner, but at the same time illustrate the
benefits of coming down a notch on their initial
pricing. Lower-priced homes rent more quickly,
they can create a tenant frenzy with multiple appli-
cations, and they produce motivated tenants ready
to illustrate to you why you should rent to them.

ADVERTISING AND SCREENING

We tell owners that a big share of the heavy
lifting is done up front by good advertising and
solid tenant screening. Our goal is simple — find a

good tenant. The “how” of that is the difficult part.
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rentals do not fly. If you have this in writing, you
will see the positive end result upon move-out, or
you have a signed document as evidence stating
the tenant will be charged if they do not clean the
carpets as agreed.

WRITTEN MOVE-OUT PROCEDURES

Do you have written move-out procedures? Can
you confirm that your outgoing tenant received
those instructions? If you can indicate to a tenant
that “according to the move-out instructions you
were sent, the light bulbs were to be replaced. We
show you did receive the instructions and they were
posted to your tenant portal.” Not only can it be a
catch-all document, it can prepare the tenant for
potential penalties if they don’t allow showings and
illustrate potential charges for damage to the home.



PREPARE FOR COURT NOW

When the tenant vacates, are your in-house
procedures in such good order that you would
be proud to present them to a judge the minute
the move-out is completed? This is important
because we all go through this part of a move-out
in a routine fashion and then kick ourselves six
months later when responding to an attorney’s
demand letter. If you take the attitude that this is
homework that you do for a judge to turn into the
courts tomorrow, it will enable you to finalize the
move-out inspection. Document everything with
over-the-top evidence.

SEVERAL FORMS OF PROOF

We feel it’s important to have at least two or
three layers of evidence, and take good color
photos — more is better. Good color pictures - more
is better. Be sure the camera is adequate and the
issues being documented on paper are illustrated
on film. Video is now becoming the new digital
photography. If pictures are worth 1,000 words,
video is worth 10,000 words! Video is now admis-
sible in a lot of court rooms. It will deter litigation
by showing an attention to detail that pictures do
not pick up. Video will illustrate the situation at
hand better and faster than any other medium.
Simply get an inexpensive video camera (or smart
phone) — take videos — and post them to your com-
pany YouTube channel as private videos. It's easy
and they stay there forever. Hint — you can also
charge the owner for this as you just added a very
valuable service.

DEALING WITH AN UPSET TENANT

If you do end up dealing with a tenant who
feels the itemized deductions are not fair, do your
absolute best to NOT irritate them any more by
responding in a defensive mode. Fully understand
their concerns, and politely illustrate your position
with as much evidence as possible. Think of those
100 photos and the 10-minute move-out video
you took! Think in advance that all of your cor-
respondence to the tenant will be reviewed by an
attorney and a judge. If you send those items over
to the tenant to review, will that help in convincing
the tenant those charges were justified? In most
cases, this is all that is needed. Keep in mind, this
tenant is also your next internet reviewer, who will
enjoy bashing your company online with no real
justification. Try to work with them up front and
they will appreciate the responsiveness.

DO EVERYTHING IN WRITING

When working on any issue over the outgoing
tenant’s security deposit, it would be wise to
inform your outgoing tenant that you or your staff
will not talk about the details surrounding the
security deposit over the phone. Too many bad
things happen when an upset tenant calls in or
you get ambushed by a phone call. Emotions run
high and sometimes you or your staff can only take
so much brow beating and may say something
that would be regrettable later on. This will also

eliminate the “he said — she said” game that
tenants might play, along with establishing a
pattern of documented evidence that will play
in your favor later on. Emails or letters work
best and will assist in documenting the entire
history. As mentioned before, establish your
mindset that all of your correspondence will
be reviewed by a judge. If the tone of your
correspondence comes across as arrogant or
heavy handed, this will not help your cause.
Owners will also see this.

OFFER TO RESOLVE THE DISPUTE

Should the tenant still feel that they are
being wronged, we have found a third-party
mediator who comes to our office and listens
to both parties’ positions, which is very, very
beneficial. This can be done at a small cost to
the tenant and the owner. If it gets this far, we
have seen owners take the hard line holding
firm on all accounting. Since this is their battle
— they have to assist in the cost. The decision
from the third-party is binding. Consider it self-
appointed mediation at a fraction of the cost of
going to court.

AVOID THE COURTROOM AT ALL COSTS

This point needs to be constantly hovering
over your thought process the entire time you
are dealing with tenants. If it costs YOU or your
owner a little bit to concede a point — give in!
We have seen disputes over $200 turn into
$10,000 in attorney’s fees. The only winners in
that regard are the attorneys involved.

The dread from dealing with secu-
rity deposits stems from the same
emotion that causes one to fear
public speaking. It's the lack of pre-
paredness and confidence. If you feel
your systems are
in place to give
you all the evi-
dence you would
ever need, that
will easily prepare
you for any secu-
rity deposit chal-
lenge with even
the most difficult
of tenants. g

If it costs YOU or
your owner a little
bit to concede a
point - give in!
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26™ ANNUAL CONVENTION REGISTRATION ¢ OCTOBER 22-24, 2014 « MINNEAPOLIS, MN

(Education classes begin on October 20 and other Pre-Convention activities begin on October 21.)

O REGISTRATION INFORMATION (please type or print - one registration form per person) Are you a current NARPM® member?
Name: Name for badge: Dives U NAO .

Are you applying for membership?**
Company Name: Title: OYes ONo

Is this your first NARPM® convention?
Address: OYes [ No
City: State: Zip: SPECIAL ASSISTANCE T
Phone: Fax: E-mail: O I will require special assistance.

O I have special dietary needs and

Are you a Vendor or Affiliate Member: O Yes O No request a vegetarian meal.

(If yes, you may only attend if exhibiting at the Trade Show)

Pre-registrations must be postmarked or faxed

® REGISTRATION FEES [ IREM® members check this box to receive NARPM® member pricing. by 11:00 pm Eastern Time on September 22,

2014. After September 22, 2014, send the

higher fee shown. Do not send registration to
MEMBERS MEMBERS MEMBERS National after October 9, 2014. Instead, register

Early Bird 9/23/14 to 10/10/14 & Early Bird 9/23/14 to 10/10/14 & Early Bird 9/23/14to  10/10/14 & on-site at the convention. Peop[e registering

By 9/22/14 10/9/14  After Postmark | By 9/22/14 ~ 10/9/14  After Postmark | By 9/22/14  10/9/14  After Postmarl on-site are not guaranteed access to the

Postmark Postmark & Onsite Reg. | Postmark Postmark & Onsite Reg. | Postmark  Postmark & Onsite Reg.

PROFESSIONAL ASSOCIATE NON-

luncheons.

[J Basic Convention $395 $465 $565 $445 $515 $615 $500 $600 $700

*
(Pre-Convention & Post-Convention Events below not included.) TEAM DISCOUNT

When two or more NARPM® members from

[J Team Discount* -$50 -$50 N/A -$50 -$50 N/A N/A N/A N/A one office register for the entire convention,
(*Basic Convention only) the second and each additional registrant
Single-Day Registration (Includes full day’s events with meals.) receive a $50 discount for their entire con-
0O Wednesday $100 $200 $300 $150 $250 $350 $170 $270 $370 vention registrations. Registration forms and

payment must be received at the same time.

O Thursday $200 $270 $370 $250 $320 $420 $300  $370 $470 | | To receive discount, registration must be done
O Friday $200 $270 $370 $250 $320 $420 $300 $370 $470 directly with National, not online.
O Trade Show ONLY  $50 $50  $100 | $100  $100  $150 $50  $50  $100 | | "lOIN& REGISTER
(AM or PM Thursday or Friday admission. Does not include meals.) Not yeta memb?r' You can become'a NARPM
member and register for the convention at the
PRE-CONVENTION EVENTS reduced member rate. Check “Yes” at the “Are
O Business Leader  (Not included in Basic Convention registration fee.) you applying for membership?” option above
Development Training  $99 $150 $200 $149 $200 $250 $300  $400 $500 | | and submit the appropriate membership appli-
O President’s Celebration $95  $110 NA | $145  $160 NA | $195  $245 NJA | | cation with this form. Applications can be found
online at www.narpm.org/join.
POST-CONVENTION EVENT (Not included in Basic Convention registration fee.) CANCELLATION POLICIES
O Friday Dinner $45 $65 N/A | $95 $115 N/A $145 $195 N/A If this convention is cancelled for any reason,
the liability of NARPM® to the registrant is
limited to the return of the registration fee. A
Registration Fees SUBTOTAL $ necessary rescheduling of the convention, as
approved by the NARPM® Board, does not
© EDUCATION CLASSES Do you plan to take any education classes? [1 Yes [ No constitute a cancellation.

Have you submitted separate EDUCATION REGISTRATION FORM? [ Yes [ No

Convention cancellations must be received in

O EXTRA GUEST TICKETS Available only with accompanying Basic Convention registration. Not available for writing. If cancellation is received 30 days prior

. . . . . . . . t tober 16, 2014, th ill be a full refund
walk-ins. (Note: One ticket is included in Basic Convention registration.) 0 October 16, OA » there wifl be a Ul retund,
less a $25 processing fee. If cancellation is

Member Non-member ) :
. . received 15-29 days prior to October 22, 2014,
Wed. Reception & Trade Show __ (#of t’,CkEtS) x $45=5_ $65=%5__ there will be a 50% refund. There is NO refund
Thursday Breakfast (# of tickets) x $30=% $50 =% 1-14 days prior to October 22, 2014.
Thursday Lunch (# of tickets) x $45=$ $65 =%
Friday Breakfast (# of tickets) x $30 =% $50 = $ MONETARY POLICIES
Friday Lunch (# of tickets) x $50=% $70 =% A $25 processing fee will be charged for re-
Extra Guest Tickets SUBTOTAL $ billing a credit .Ciird' A charge of $25 will apply
—— | forall non-sufficient fund checks. Checks not
© CONVENTION PIN (#of pins) x$5=$ Pin SUBTOTAL $ in U.S. funds will be returned. You are not
considered a registered attendee until payment
O TOTAL FEES $ has been successfully processed.
@ METHOD OF PAYMENT EASY WAYS TO REGISTER
® . MAIL - Send your form with payment to:
O Check # : , payable to NARPM , encloseo! for Total Fees amount listed above. NARPM® National, 638 Independence
O Please charge my O Visa 0O MasterCard O Discover [ American Express for total amount above. Parkway, Suite 100, Chesapeake, VA 23320.
CardholderName: Signature: FAX - Send your signed form with payment to

1 authorize NARPM® to charge my credit card. 866-466-2776. Please do not mail the original.

All information below this line will be shredded. ONLINE - Visit www.narpm.org and login to the
Internet Member Services (IMS) section.

Card Number: Exp. Date: Security Code:
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Octoberi22 - 24, 2014

Educoﬁon classes begln Qc’rober2 -9

NARPM® has

And made targeted,
workshop tracks for all!

So, you get to the convention and there are many excellent
workshops workshops from which to choose.. How do you
choose? This year, NARPM® is offering a helping hand by pro-
viding tracks targeted to your interests — One less thing for you
to think about. You can now view the schedule with suggested
tracks online at www.narpmconvention.com/workshops or in
the Registration brochure you received in the mail.

Don't hesitate to sign up!
Prices go up after September 22, 2014.

THIS YEAR’S CONVENTION FEATURES:
* An educational workshop program that’s tracked

to your interests: Follow the Broker/Owner track, Property
Manager track or Support Staff track and tailor the workshops

to your needs.

* Exciting general sessions and networking opportu-

nities: The National Convention is the only NARPM® event
that offers national speakers and extraordinary opportunities
to meet and share with your colleagues.

* Sold out Trade Show! This year, we boast the largest
NARPM® Trade Show ever with 80 exhibitors. In addition
to old friends, you will have the opportunity to meet with
some new national vendors like Lowe’s Professional Services,
Valspar, and Lumber Liquidators.

* And then, there’s Curling! You can't afford to miss this
Past Presidents’ Charity Tournament benefiting Special Olym-
pics.

REGISTER NOW

by sending in the form on the facing page
or visit
www.narpmconvention.com/register

AND WE’LL SEE YOU IN MINNEAPOLIS!

o

THE

FOUNDATION

OF PROPERTY MANAGEMENT
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TECHNOLOGY Matters

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

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

Should You Be Linked In?

Each month our local Chamber of Commerce
hosts “The Sales Roundtable,” a brown bag lunch
event. | have it on my calendar for the third
Wednesday of each month without regard for the
speaker or topic. The organizers always deliver
an interesting theme for the meeting and a great
presenter. This particular month was no excep-
tion. Lindsey Stemann, Vice President with Intero
Advisory, shared her experience on the topic
of “LinkedIn: It’s Not Social, It's Business.” As |
reflected on her presentation while sitting in the
audience, and influenced by the looming dead-
line for my next Technology Matters column, my
thoughts drifted to “How can LinkedIn help the busy
property manager?” | approached Lindsey after the
meeting and posed the following questions.

ARE PROPERTY MANAGERS ON LinkedIn?

Yes. According to the 2013 NARPM® member
survey, 49.4% of members say they use LinkedIn.
By searching “property manager” on LinkedIn,
1,632,034 results were returned.

WHAT ARE FOUR THINGS EVERY PROPERTY

MANAGER SHOULD KNOW ABOUT LinkedIn?

1. Your LinkedIn profile is critical to your credibility.
Build out your story so that when people find you,
they are seeing the complete picture. Did you
know there is a certifications section on LinkedIn?
Add your MPM®, RMP®, CSS®, and CRMC® desig-
nations or your CMC certification.

2. Personalization is key to using LinkedIn. The only
blue connect button you should click is within the
person’s profile with whom you want to connect.
The old “Michael, Lindsey would like to add you
to her network” is so lame at this point. We're
more than a decade into using LinkedIn and need
to update our approach. It takes five seconds to
delete that sentence and personalize a note to
someone that makes your request stand out in
their inbox.

3. The power of LinkedIn is up to you. While some
aspects of the tool works on your behalf (i.e.
saved searches once you build them), to see
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action you have to be proactive. Connect with
people, thank them when they accept your invita-
tion, message people with whom you have lost
touch, share an article posted by one of your con-
nections, comment on a post from your newsfeed,
create introductions, request introductions, write
recommendations, and so on.

4. The LinkedIn mobile app is not the same as
LinkedIn on your desktop or laptop. I really only
use mobile apps as viewing mechanisms and
engage with my network when my laptop is in
front of me. The functionality is just too limiting
on the mobile app.

WHAT ARE THREE WAYS TO BUILD

YOUR NETWORK?

1. First, consider who should be in your network.
Find and connect with your constituents: renters,
owners, vendors and business partners. | even
venture to say some personal friends who you
may not do business with, but who are well-
connected, could introduce you to people in
their network.

2. Only connect with individuals through the web-
based LinkedIn version; this approach allows
you to personalize your invitation requests. At a
networking event, ask a person with whom you
are interested in continuing a conversation if
they’re on LinkedIn. When they say yes, ask if
you can connect with them on LinkedIn. Almost
100% of the time, people will say, “Of course!”
Go to their LinkedIn profile and send them a
quick note, “Enjoyed meeting you this evening.
Let’s connect!” When they accept, thank them
and ask if they might be open to having a call or
grabbing coffee since your conversation was cut
short at the previous event. The 2013 NARPM®
member survey says the #1 benefit to being a
member is networking, so take those offline rela-
tionships online and start connecting!

3. Use LinkedIn Groups to find peers in your
industry (see previous responses). The NARPM®
Group currently has over 7,200 members. That
is a lot of people waiting to engage with you!



There are over 400 other Groups for property
managers on LinkedIn.

WHY DO YOU SAY LinkedIn ISN'T SOCIAL MEDIA,
IT'S A BUSINESS TOOL?

| dont consider myself a social media expert. As
many people can, | can speak at a high level about
the many platforms out there. Our company’s
focus has been intentionally on LinkedIn. We are
all Business-to-Business (B2B) professionals, and
we can get on the ground level with other business
professionals to empower them to use LinkedIn as a
business tool.

Having trouble setting meetings with owners? |
setup 38 meetings within six weeks that were all
initiated on LinkedIn. If you haven’t thought about
LinkedIn as a business tool, consider it as an entry
point to your conversations. We're never selling on
LinkedlIn, but simply presenting ourselves as cred-
ible experts who look reasonably intelligent and
are interesting folks interesting folks with which to
engage. We're creating professional context for our-
selves and our companies.

If you're a business owner, you know what it
means to sell. Property managers are customer-
facing, and building a strong network is critical to
their success. You probably also understand that
it often takes multiple touches to reach someone.
Have you thought about incorporating LinkedIn
into that process? From invitations, to Group dis-
cussions, to commenting on and sharing posts, to
messaging, there are many ways LinkedIn provides
an additional means to touch the people you want
to reach.

HOW CAN PROPERTY MANAGEMENT COMPANIES
USE LinkedIn?

We often cannot control how people find us
or how they find our company. This is why it’s
critical to create as many entry points as possible
for people to find us. Adding a Company Page
on LinkedIn allows more people to find you and
your company. It allows them to get a feel for your
culture (very important if you're hiring) and most

According to the
2013 NARPM®
member survey,
49.4% of members
say they use LinkedIn.

importantly, it adds credibility with owners and
residents.

If you don’t know them, check out Blue Ocean
Realty on LinkedIn. They do a great job acknowl-
edging their employees and sharing news updates
with their LinkedIn followers.

DOES INTERO ADVISORY REALLY JUST
TRAIN ON LinkedIn?

It’s true: We have trained over 6,500+ busi-
ness professionals since 2011 on the “how” and
“why” of LinkedIn for business. We coach 1:1 and
train teams. We speak about LinkedIn across the
country. We are also an Alliance/Channel Partner
with LinkedIn on their enterprise Talent Solutions
recruiting products.

IN SUMMARY
Here is a convenient checklist to implement a
LinkedIn strategy as Lindsey suggests:
* Setup a LinkedIn profile for yourself. If you already
have one, review and enhance your profile.
* Join the “NARPM®” or “Residential Property
Management Professionals” (over 30,000 mem-
bers) group — use the search tool to identify other
groups of interest to you (there are a few groups
associated with property owners which may offer
some lucrative prospects).
Create a company page for your business —
review the Blue Ocean Realty company page for
some ideas for your page (click on the LinkedIn
icon at the top of their home page — www.blue-
oceanrealty.net).
Implement one or two of Lindsey’s suggestions E
from her “The power of LinkedIn is up to you”
section above. More tips are available on her
blog (www.interoadvisory.com/blog) or as material =
she publishes on LinkedIn. E

Scan this code with
your smartphone
to access additional
resources.

Let me know (through LinkedIn) about any clever
ways that you have been using LinkedIn. | will add
them to the additional resources (www.property-
boss.com/narpm or use the QR code). Send me a
LinkedIn connection request (and be creative!). g
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Kasey Medina, RMP®,
joined the Bell-Anderson
family as a property manager
in 2006 while working on
her Bachelor of Business

Administration degree,
which she earned from
Central Washington Uni-
versity. Kasey earned her
RMP® designation along
with the Rocky Maxwell
Award in 2010, and has
served NARPM® on both the
local and national level in
various positions. Kasey is
best known in NARPM® as
“Vickie Gaskill’s daughter,”
although she is actually her
niece. There really are just
too many family members
to count.

Property Managers

Ought to Have Some Fun!

At Bell-Anderson, we often hear the question,
“Do you actually do any work?,” which is quickly
followed by “because it looks like you have too
much fun.” While it is true that we are known for
elaborately themed potlucks, an abundance of
Seahawks’ spirit (SUPERBOWL CHAMPS!) and fun
tradeshow booths, there is actually a method to the
madness.

Our company motto is “Our Family Serving
Yours.” Six out of sixteen of our employees are
related, but we consider every employee part of
our family. We believe that you spend too much of
your life at the office not to have some fun. At Bell-
Anderson, hard work and giving outstanding service
to our clients goes hand in hand with fostering a
culture of family and fun that boosts employee
morale and makes us more relatable to our clients.
There is no point in promoting the culture of your
business if your employees aren’t sold. Here are
some of the ways our broker, Vickie Gaskill, MPM®
RMP®, fosters employee buy-in and retention.

Property management can be a tough business,

Fire,” gold medals, and a curling (ribbon) competi-
tion.

We not only have a lot of fun, we share it with
the people around us. | manage Bell-Anderson’s
Facebook page and the posts that get the most
interaction from our owners and residents are
photos of the unusual things we have been up to,
not housing trends. Our clients like to see who
we are as people. | think it makes us more relat-
able and breaks down some of the stereotypes of
“heartless property managers.” If you worry about
an owner thinking that you goof off more than you
take care of their property, let your good work and
your company culture speak for itself.

I could go on all day about the good times we
have had as a group, but there’s more than just fun
to be had. Bell-Anderson also empowers employees
to care about the company by including everyone
in one of several decision-making committees. Our
committees this year include marketing, building
maintenance, social, and emergency preparedness.
For example, last year the marketing committee

We believe that you spend too much of your life
at the office not to have some fun.

as we balance our fiduciary duties to our owners,
learn how the law says we have to treat clients, and
juggle the interactions that go along with managing
these huge investments. Having some fun at work
provides a good outlet for stress relief and helps
prevent employee burnout. Imagine being upset
while your co-worker dons Billy Bob teeth for a
redneck potluck. How about a tea service complete
with little sandwiches and fancy hats to celebrate
the royal wedding? All of these events happened
within the normal hour that is provided for lunch,
but everyone went back to their desks smiling at
the antics and good company of their co-workers.
Maybe you have some employees who don't get
along well? Try staying upset with each other over
an Olympics lunch complete with “Chariots of
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coordinated advertising opportunities like trade-
shows and sponsorships, while the building mainte-
nance committee had fire extinguishers inspected
and collected bids to repave the parking lot. Com-
mittees allow employees to play to their strengths.
I would probably fall asleep in the emergency
preparedness meeting, but marketing is more up
my alley because | believe in our business model
and want to share it. The meetings are quick, held
on company time, and give employees a sense of
ownership in the company. Management always has
final approval of new ideas, but Vickie is gracious
to consider the input of her employees when it's
possible.

Speaking of gracious, I’'m excited to share our

Continued on page 20 “Fun”
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DESIGNATION Classes

DEMONSTRATE THAT YOU HAVE EXPERT KNOWLEDGE ABOUT RESIDENTIAL PROPERTY MANAGEMENT

DATE LOCATION CLASS INSTRUCTOR

Interested in 9/13/2014 | Melbourne, FL Ethics Gail Moncla, MPM® RMP®

ing?

Sponsoring? 9/13/2014 | Melbourne, FL Owner/Client Relations Advanced | Fred Thompson, MPM® RMP®
Opportunities are - - - - -

. 9/15/2014 | Nashville, TN Owner/Client Relations Essentials | Kit Garren, MPM® RMP®
available to Chapters
that would like to 9/16/2014 | Nashville, TN Owner/Client Relations Advanced | Kit Garren, MPM® RMP®
further educate 9/18/2014 | Roswell, GA Personnel Procedures Essentials Vickie Gaskill, MPM® RMP®
their members and 9/18/2014 | Forth Worth, TX Marketing Betty Fletcher, MPM® RMP®
increase their Chapter 10/20/2014 | Minneapolis, MN Owner/Client Relations Essentials | Brian Birdy, MPM® RMP®
funds. H , it . . L .

Hnes : OWEVED | 10/20/2014 | Minneapolis, MN Habitability Kit Garren, MPM® RMP®
takes time to plan - - - - -
a class so give your 10/21/2014 | Minneapolis, MN NARPM® 101 Robert Locke MPM® RMP
Chapter five to six 10/21/2014 | Minneapolis, MN Risk Management Advanced Vickie Gaskill, MPM® RMP®
month’s lead-time if 10/22/2014 | Minneapolis, MN | Ethics Brian Birdy, MPM® RMP®
you wish to sponsor. 11/12/2014 | Tucson, AZ Tenancy Peter Meer, MPM® RMP®

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

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

2.

Fax your form with 3.

credit card payment
to 866-466-2776.
Please do not mail

Online registration
is also available
through Internet
Member Services at

peake, VA 23320. the original. www.narpm.org.
FEES (subject to change) LT
®hour Course Early Registration* Registration - Name ;
Member $195 $250 e i
' ompan '
Non-member $295 $350 : pany :
Retake $75 $150 ' Address |
RMP®/MPM® $100 $150 E . . E
Candidate $180 $250 ' City/ST/Zip '
®hour Early Registration* Registration ; Phone Fax ;
NARPM® 101 ! Email !
Member $99 $99 ; Emai :
Non-member $99 $99 ; E
Retake $99 $99 . Register for Classes ;
RMP®/MPM® $99 $99 | i
Candidate $99 $99 i Name of Class Class Date Cost '
®@hour Ethics - $ -
Member $45 $45 ' $ '
Non-member $95 $95 | § i
*To receive the early registration price, payment must be postmarked, i
faxed or emailed 30 days prior to the class. i Total $ i
. Method of Payment :
COURSE INFORMATION : |
*  Course flyers containing additional information may be E O | have enclosed a check for $ Check # :
downloaded from www.narpm.org/education/schedules.html. .
. All materials WI“ be given to stuc_Je}nts‘o'n the day of the cla_ss. ' O Please charge my credit card in the amount of $ '
. Attendees required to make their individual hotel reservations. 1 '
: O Visa O MasterCard O Discover OO American Express :
CANCELLATION POLICY : P '
Cangellations must be receiyed in writing. If cancellation poticg is E Name of Cardholder E
received at least 30 days prior to the class, a full refund will be issued 1 '
less a $25 processing fee. If cancellation notice is received less than 1 Signature !
30 days before the class, a 50% refund will be issued. No refunds will 8 - = - !
be made on the day of the class; however, the registration fee can be ! I authorize NARPM® to charge my credit card. !
applied to a later class with a $25 transfer fee. _—— = = = = = = = — — —
' All information below this line will be shredded '
If NARPM® cancels the course because minimum registrations have | i
not been met or for any other reason, then tuition paid will be fully E Card Number Exp. Date Sec. Code E

refundable. All courses are subject to cancellation by NARPM®.
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all property

| management www.allpropertymanagement.com

How do we grow your business? We'll

just let our customers do the talking!

"We rely on All Property Management leads as our primary
source Of marketing___" Tom Eggeston, CEO RENU Management

“.. have always been skeptical of lead generation companies
but the leads | receive from (All Property Management) are
consistent and fruitful!" Jonathan George, One Stop Real Estate

"...80% of the people we talk to are exactly what we are

lookin g for..."  Jana Boehm, North Georgia Realty

Call (888) 238-8948

to speak to a representative

about growing your property

management business.

Affiliate Member

Learn more about us by visiting:
www.allpropertymanagement.com/about



An Unpleasant Odor Can Stop a Potential Buyer at
The Door!!! RAINBOWAIR products are designed
to Naturally remove even the most stubborn odors

throughout your home or business.

MR @ﬁ@” @ffe Call Today to
Eliminate:
o ’ Smoke Odors
WG Mold & Mildew
» Pet Odors
Food Od
ot 10 B(())(()ly Odors
",( ﬂ“ o Cooking odors

o] "";:9‘;,4/4‘ 1-866-676-9663

a" www.OzoneExperts.com

“OZONE

EXPERTS

WE'RE EXPERTS IN THE O'S

Continued from page 16 “Fun”

latest project with you! In 2013, Bell-Anderson cel-
ebrated our 50th anniversary throughout the year

with giveaways, special advertising, and a gala at the
Showare Center in Kent, Washington. For 2014, Vickie
is focusing on generosity in our community. Each
employee has been given a budget and encouraged to
find a community service project that interests them.
Our front office coordinator organized a food drive for
a local food bank and used her own funds to advertise
the drive and to offer incentives for those who brought
food donations. In May, two association managers
teamed up with our local Rotary to buy supplies and
fill backpacks that go home over the weekend with
children from low-income families to make sure they
get enough to eat. Another association manager uses
her skills as a florist from her previous career to make
amazing gift baskets for charity auctions. Empowering
your employees to be generous in a way that is impor-
tant to them benefits both your company and the com-
munity in which you operate.

Does any of this actually work? The proof is in our
roll call. In the past five years, only three employees
have left — one was asked to leave and two retired to
spend more time with their families. The rest of our
hiring has been due to growth. The average length of
employment at Bell-Anderson currently sits at almost
eight years and would be closer to nine if it not for
recent hires to fill new positions. If you are having
trouble encouraging your people to get along and buy
into the company culture, try making your business a
place that employees are encouraged to be creative,
generous, and involved. Watch the family grow! fiz
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DON'T WAIT TO
REGISTER!----- ==

It’s your chance (probably
your only one) to try to
“sweep” the “stone” to the
“button” in the “house” on
the “sheet.” You may meet
a “hog,” a “hack,” and a
“hammer” along the way.

If you are thinking about trying this Olympic
sport to help in our fundraising efforts for Special
Olympics, act now and fill out the participation
application at right. If you don’t want to play,
please join us in the networking Party on Ice,
which will be held at the curling event. Party on

Ice attendance also requires registration.
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CONNECTING THE

Leeann Ghiglione,
MPM® RMP®, has been

in real estate for 20+ years.
She started in sales and

then moved into property
management. She really
started to enjoy this business
after joining NARPM® and
began to learn so much from
so many members, both
locally and nationally. She
has served as the President
of King County Chapter,
chaired the 2010 National
Convention in Seattle, and
served as the Member Ser-
vices Chair in 2011.

All of our Chapters
host charity and
social events
throughout the

year. These events
are above and
beyond the regularly
scheduled meetings,
and they don’t just
happen by magic.

EXPANDING NARPM®

MEMBERSHIP ONE REGION AT A TIME

The RVP Bulletin

Serving the Northwest region as the Regional Vice
President (RVP) for nearly three years has been a
wonderful experience, filled with joy beyond belief.
As | travel to Chapters throughout the region, I'm
continually reminded that we truly do live in one
of the most beautiful parts of our country. Our
region enjoys the beauty of the Olympic, Cascade
and Rocky Mountain ranges. We are blessed with
majestic rivers, deep valleys, and the giant Pacific
Ocean. From the Arctic Tundra of Alaska to The
Cowboy State of Wyoming, we really do have a bit
of something for everyone. At almost any time of
the year you can go fishing, hiking, skiing, boating,
surfing (brrrrr), camping, and now, you can even
go “Glamping.” (If you don’t know what that is,
just Google it). You could take a tour of Boeing,
Microsoft, Amazon, or grab a latte at the original
Starbucks. | just learned that the travel megasite,
Expedia, is also based here in the Northwest. We are
very fortunate to call the great Northwest home.

However, the greatest experience during my
journey as RVP has been meeting so many amazing
and talented members throughout our region. | have
attended many Chapter, as well as Board meetings,
and have been asked to attend many of our Chap-
ters’ social events and their fundraisers. It has been
my pleasure to have been a guest speaker, as well.
Yes, | have attended the famous Southwest Idaho
Chapter’s annual “Raft the River” event, held yearly
in July. I do appreciate each and every one of you
who give so freely of your time and energy to help
our Chapters succeed. Thank you from the bottom
of my heart to all who give so much and continue to
do so each and every day. It is also very refreshing to
see all of us play as hard as we work!

All of our Chapters host charity and social events
throughout the year. These events are above and
beyond the regularly scheduled meetings, and
they don’t just happen by magic. When you attend
meetings and events, have you ever wondered who
planned all of this? Chapter leaders have a lot on
their plates planning the regular meetings, let alone
any social or fundraising event. Without the sup-
port of their Committee Chairs and Board members,
none of this would come to fruition. The Chapter
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itself could potentially fail. Board and Committee
positions on the local level are extremely hard to
fill. Why? That is the question of the hour. Why is it
so hard to fill the empty position? | believe that, if
asked, most of us would say, “Sure, | can do that.”
Probably with a slight bit of hesitation, but once
you jump in, you see it really wasn’t as hard as you
thought. However, if you are not personally asked
to help, you could say to yourself, “No way, not
me, | am too busy. I’'m sure someone else will step
up.” What would happen if we all had that same
mindset? Without our Chapter leaders stepping

up and running the Chapter there wouldn’t be a
Chapter. Without the Chapter, from where would
the camaraderie and amazing information that we
all receive come? Yes, we could attend a Regional
Conference or National Convention and gain valu-
able knowledge and information from those events,
however, having a Chapter in your own back yard
is the most valuable part to our membership. That’s
what | believe. We all gain so much from our own
local meetings and it would be a shame to lose a
Chapter due to lack of volunteers.

So, my point is, if there is something that you
believe you could do to enhance your own Chapter,
you should step up and volunteer. If you think you
have something to offer, go for it! | tell my 13-year-
old daughter to believe in herself; and she has
learned that, by volunteering her time and talents,
she can complete whatever needs to be done. We
all try to encourage our families, friends, and staff
to be the best they can be. Don't forget to remind
yourself of that as well. We all have many talents to
offer and volunteering can be one of them. If you
have not been a part of a Planning Committee, you
might not understand just how much time goes into
the actual event itself. | would encourage each and
every member to step up and volunteer. Give it a
try. You might just find out it’s not as hard as you
thought!

| want to leave you with this quote by Edmund
Lee. “Surround yourself with the dreamers and the
doers, the believers and the thinkers, but most of
all, surround yourself with those who see greatness
within you, even when you don't see it yourself.” gz



Northwest: Leeann Ghiglione, MPM® RMP®
Alaska, Washington, Oregon, Idaho, Montana,
Wyoming.

NARPM® Regional Map

Pacific: Richard Vierra, RMP®
California, Nevada, Hawaii.

Southwest: Steve Schultz, RMP®
Utah, Arizona, Colorado, New Mexico.

North Central: Deb Newell, MPM® RMP®
North Dakota, South Dakota, Nebraska, Minnesota,
lowa, Wisconsin, lllinois, Michigan, Indiana.

Northeast: Deb Newell, MPM® RMP®

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

South Central: Bart Sturzl, MPM® RMP®
Kansas, Oklahoma, Texas, Missouri, Arkansas,
Louisiana.

Southeast: Traci Lewis VanCamp, MPM® RMP®
Virginia, North Carolina, South Carolina, Georgia,
Florida, Kentucky, Tennessee, Alabama, Mississippi. 20 14
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CHAPTER Spotlignt

SHEDDING SOME LIGHT ON THE EXCELLENT NARPM® CHAPTERS ACROSS THE UNITED STATES

Eric Bessett, RMP®, is
co-owner of Madison Real
Estate and Property Man-
agement, Inc. in Spokane,
WA. He serves as the cur-
rent President of the Inland

Northwest Counties Chapter
in Washington State, has
served as the local Govern-
mental Affairs Chair for the
past three years, and has
served on several committees
with the local Association

of REALTORS®. Eric earned
his education degree from
Eastern Washington Univer-
sity, was an instructor at a
local vocational college, and
enjoys teaching, especially
on business related topics. In
addition to running his busi-
ness, he enjoys spending time
with his wife and two kids,
staying active in politics, and
reading anything that might
improve his business.

We understand that

by working together

to help each other
improve our businesses,
we will stand out as

the professionals in
property management.

Inland Northwest Counties

The Inland Northwest Counties Chapter of
NARPM®, (based in Spokane, WA; covering eastern
Washington and northern Idaho) has had a busy
year. In the last twelve months, we have brought
in two NARPM?® speakers, held a clock-hour class,
gained great insights from a local judge, and packed
the room with a local landlord-tenant attorney. Most
importantly, we continued to work together and sup-
port each other!

It is always fun to bring in a NARPM® speaker
from another Chapter, which gets a good turnout.
Chysztyna Rowek-Perry, MPM® RMP®, put us
through her “Property Management Boot Camp.” So
many great ideas and reminders, that the group was
taking notes like crazy! Kellie Tollifson, MPM® RMP®,
showed us how to ease conflict, avoid bad online
reviews, and reduce the stress on your office team.
Her “Taking the Trouble Out of Security Deposit
Refunds” class is excellent and shows how small,
but important things, done the right way, can really
improve your business.

We also held a clock-hour class titled “White
Collar Crime.” It was very insightful and will help all
of the attendees identify red flags when someone is
trying to run a scam. The class also helped us iden-
tify common areas in which we may unknowingly be
involved in white collar crime ourselves. Very inter-
esting indeed!

To help us understand court cases from the other
side of the bench, we brought in a long-time judge
to talk to the group. He explained how they look
at the case, what factors in their decisions, and the
best way for us to prepare and present a case when
the occasion arises. He also asked questions and we
were able to share our perspective on several issues.
Overall, it was a very beneficial conversation for all
involved.

As is probably the case with most Chapters, our
most attended meeting was our landlord-tenant
attorney presentation. As always, he came with a
packet of information about changes in the law and
insights from what he was seeing in the courtroom
on a daily basis. In addition to that, he discussed the
common mistakes he sees and how we can avoid
them. This is probably our most beneficial meeting
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of the year. Additionally, with large attendance, it is
also a chance to recruit new members!

Sorry, but | need to end this article with a little
bragging. One of the greatest strengths of our
Chapter is the way in which we work together and
support each other. We truly embrace the NARPM®
spirit: sharing, cooperation, education, ethics, etc.
It is easy to pick up the phone and call another
member in our Chapter for any reason. If we are
looking for a form, need ideas or just need another
property manager to walk through a situation with
us, help is always just a phone call away. While
we are competitors, we also know that raising the
standards of property management in our commu-
nity benefits us all. We understand that by working
together to help each other improve our businesses,
we will stand out as the professionals in property
management.

To illustrate this point, | offer a quick story. On two
separate occasions, | recently went head-to-head
with a fellow NARPM® member (along with other
management companies) to get new business. Once
| found out who | was competing against, | obvi-
ously let the prospects know that | felt our company
was the better choice and why. However, | also told
them that my fellow NARPM® member ran an excel-
lent company and that they would be happy with
either choice. It came down to who was the best fit
for them. Well... I got one account, and my fellow
NARPM® member got the other account. At the next
meeting, this member came up to me and let me
know their new client relayed what | had said and
that they were very appreciative. It was easy, as |
know this member would have said the same thing
about me. Now | am as competitive as anybody, but
if a prospective client doesn’t go to me, | want to
make sure they choose a fellow NARPM® member!

I trust that many of you can relay a similar story
like the one above, as well as the incredible team-
work and cooperation within your Chapter. That is
the NARPM?® spirit in action and is what makes this
the best association out there, period. If this is not
the case in your Chapter, take it upon yourself to be
the one to start fostering that spirit of cooperation,
teamwork, and fun! g
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MEMBERSHIP Growth

A WARM WELCOME TO ALL THE NEW MEMBERS WHO JOINED FROM JUNE 26 - JULY 31, 2014

PROFESSIONAL
MEMBERS

AIABAMA
Steve McTyeire

New Location Realty
Hoover, AL

205-807-5200

ARIZONA

Sherayn G. Allen

Key Real Estate Services
Apache Junction, AZ
480-983-1800

Betty E. Arthur
West USA Realty
of Prescott
Prescott, AZ
928-777-8331

Ben M. Ellis

E & G Real Estate Services
Phoenix, AZ
480-550-8500

Bonnie Ewell-Doll
American Associates
Property Management
Tempe, AZ
480-966-9030

Randi Garcia
Next Door Realty
Phoenix, AZ
480-460-1309

Holly Houston
Pierce Property
Management
Prescott Valley, AZ
928-445-8750

Luc P Marceau
Rentals America
Mesa, AZ
480-374-5500

Deanna Morrison

Gentry Realty Estate Group
Mesa, AZ

480-889-5689

Michael A. Prochko
West USA Realty
Litchfield Park, AZ
623-888-5900

Jaime Woods

American Associates
Property Management

Tempe, AZ

480-966-9030

AUSTRALIA

Darren Hunter
darrenhunter.com
Greenwith S Australia, AU
614-033-7992

CALIFORNIA
Louise Copeland

LM Property Management
Carlsbad, CA
760-978-9744

Elisha Grow
Grow Properties
Sacramento, CA
916-452-4679

Richard J. Higgins
United, Realtors
San Diego, CA
858-578-8181

Susan Leu

Leu Enterprises

El Dorado Hill, CA
916-933-4995

Todd Priest
GreenGate Property
Management
Modesto, CA
209-544-8357

David Salinger

Salinger Properties, Inc.
Pacific Grove, CA
831-375-0177

Ron Ventura

Best Property
Management, Inc.

Brentwood, CA

925-809-3400

COIORADO

Melissa K. Anderson

Alliance Property
Management

Colorado Springs, CO

719-492-5530

Jennifer Boylan
Boylan Property
Management
Monument, CO
719-388-4000

FLORIDA

Dianna Charles

Mid Florida Property
Management Charlotte
County, LLC

Punta Gorda, FL

941-883-1388

Catherine Clausen-Neff
Clausen Properties, Inc.
Marco Island, FL
239-394-0514

HAWAII

Chelsey Flanagan
Kobatake Realty, Inc.
Honolulu, HI
803-396-8388

Regina A. Martin
McQuay-Martin
Management

Tampa, FL
813-922-2797

Patty L. Cole
Hayden Home Team
St. Petersburg, FL
727-439-3994

R Jordan McDowell
Exit Realty N.FI.
Pensacola, FL
850-475-0077

Brent D. Foster

Certified Property Solutions
Honolulu, HI
808-224-0663

Angella Damon

Crown Preferred Realty, LLC ~ Sharon K. Meier June Okabe
Orlando, FL Collins Property Managers Remax Kai Lani
772-202-6040 Orange Park, FL Kailua, HI

904-807-8331 808-738-9313

Beth Dilley

Ascendia Property Kathy Pasha Wendy EF Watanabe
Management Warner Quinlan Ivy K. Realty, LLC

Sarasota, FL Winter Park, FL Aiea, HI

941-306-4242 407-894-0671 808-488-0771

Leigh Anne Ely

Dean & Dewitt
Property Management

St. Petersburg, FL

727-820-0352

Kimberly Quintenz
Morton Realty, LLC
Sarasota, FL
941-232-9166

INDIANA

Derek L. Gendig

Indianapolis Property
Management

Teresa L. Toole Indianapolis, IN

Cynthia Crigsby Tigier Realty of Southwest 317-588-3151
Wagner Realty Florida, LLC
Lakewood Ranch, FL Nokomis, FL

941-756-7800 941-468-2130 MASSACHUSETT

Paul Bucchianeri

PMI Old Colony Properties
Brockton, MA

781-262-8177

Catherine Hallett
Coldwell Banker
Sunstar Realty
Punta Gorda, FL

941-627-8131

GEORGIA

Margaret Baker
Boundless Management
Atlanta, GA
404-881-1801

NEVADA
Brad Lawson

Adam J. Locklear

Locklear Realty Lisa Dean Lawson Real Estate &

Jacksonville, FL 3 Options Realty, LLC, Investments

904-322-8518 CRMC® Las Vegas, NV
Roswell, GA 702-562-1230

Daisy Lopez-Cid
REMAX Premier Properties

678-397-1282

Kissimmee, FL Justin Vinton NEW MEXICO
407-343-4245 Frank Moore & Pearl White
Company, LLC Real Estate Associates,
Aida Martin Savannah, GA PVW, LLC
Midtown Realty of 912-920-8560 Los Alamos, NM
Orlando, Inc. 505-690-8582
Orlando, FL

407-481-0900

Hear Ye! Hear Ye!

In accordance with NARPM® guidelines for approval of the Certified
Residential Management Company (CRMC®) designation, notice is hereby
posted that Worth Ross, MPM® RMP®, with Local Dwelling Property Man-
agement, has applied for the CRMC® designation.

If anyone knows of any reason why this company should not be eligible,
please contact NARPM® National by phone at 800-782-3452 or by e-mail
at info@narpm.org. Objections must be received by October 1, 2014.
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David Ekholm
Westchester Home
Management
Pound Ridge, NY
914-764-1433

OHIO

Michael Gerbasi
Richfield Realty
Richfield, OH
216-475-9900

OKIAHOMA

Tiffany A. Secory

Home Finders Leasing &
Management, Inc.

Tulsa, OK

918-665-0212

OREGON

Sachin Nair

Your Property Manager
Missouri City, TX
281-940-1304

Mona Richard

Real Estate is Timeless
Dallas, TX
214-773-2162

Thomas Slowbe
Sphere Realty and
Property Management
Jarrell, TX
512-746-8338

Lourdes A. Vargas
Boardwalk Real Property
Management, Inc., CRMC®
San Antonio, TX
210-340-1717

VIRGINIA

Heidi S. Clodfelter
Principle Property
Management
Eugene, OR
541-284-8110

Elisa Lockhart
Bison Properties
Portland, OR
503-208-2991

Luana K. Parker
Apex Property
Management, LLC
Salem, OR
503-308-4498

TEXAS

Karen Benedict
Fathom Realty
Plano, TX
214-830-6852

Marie A. Gabriel
Limestone Country
Properties, LLC
New Braunfels, TX
830-438-4385

Elvira A. Gonzales
Peace of Mind Property
Management, LLC
San Antonio, TX
210-264-3259

Howard Janco
Nathan Grace
Dallas, TX

214-868-1133

Nicole C. Martin
360 Properties, LLC
Cedar Park, TX
512-740-8082

George R. Mayfield

Mayfield-Dewolf and
Associates

Round Rock, TX

512-248-0022

Joella Barone
Chesapeake Bay Realty
Suffolk, VA
757-464-2121

Alex Caver
REMAX Alliance
Virginia Beach, VA
757-456-2345

Alex Nova
RE/MAX Allegiance
Virginia Beach, VA
757-490-1254

Aaron M. Seekford
Arlington Realty, Inc.
Arlington, VA
703-836-6000

Boyd Smith

RVA Rental Properties
Midlothian, VA
804-794-2150
AFFILIATE MEMBERS

ARIZONA

Rosie Flores

Servpro of Gilbert and
Chandler South

Gilbert, AZ

480-558-7620

Mike Sargent
HQ Virtual U
Glendale, AZ
602-792-5326

CALIFORNIA

Kevin Eberly
PayYourRent
Berverly Hills, CA
888-800-4797

Jerry Fernholz

Rentables, LLC
Simi Valley, CA
805-881-3279

Joakim Mortensen
Colony American
Finance, LLC
Santa Monica, CA
305-748-0000

GEORGIA

Christopher Dula

Clean It Up Full
Maintenance Service, Inc.

Suwanee, GA

800-628-4653

Jonathan H. Kasper, Esq.
McCalla Raymer, LLC
Roswell, GA
678-277-5000

MINNESOTA
Curt Fluegel
PM Toolbelt
St. Paul, MN
651-337-4075

NORTH CAROLINA
Gail Pizetoski

Gail Pizetoski, CPA, PA
Davidson, NC
800-572-2360

Jim Weyrens
Valspar
Mooresville, NC
704-662-7804

SOUTH CAROLINA

Anita Allen

Key Financial Recovery
Services, LLC

Summeville, SC

843-580-4988

SUPPORT STAFF
MEMBERS

ARIZONA

Betty Brown

Transcity Property
Management

Mesa, AZ

480-641-8830

COILORADO
Christopher Mur{ahy

High Desert Realty

Grand Junction, CO
970-640-2885

FIORIDA
Edmund Cid

REMAX Premier Properties
Kissimmee, FL
407-343-4245

EMPOWER

YOUR

SUCCESS

You choose the time, location and subject matter, we do
the rest. Our knowledgeable training team helps increase

s

GEORGIA

Shawn DeBord

McCreary Realty
Management

Marietta, GA

770-427-5711

HAWAIIL

Jazmine Young

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

NORTH CAROLINA
Jennifer Costas

Birch Management, Inc.
Greensboro, NC
336-288-6997

TEXAS

Elizabeth Martinez
Jeanette Shelby Realty
Elgin, TX
512-281-3412

Terri Schrobilgen
3G Properties
Flower Mound, TX
940-262-0091

Thomas Zimdahl
Randolph Field Realty
Schertz, TX
210-658-4713

+

Training customized to your
needs with results you can
measure.

o employee knowledge and productivity to harness the full
potential of PropertyBoss within your business.

TO FIND OUT MORE ABOUT CUSTOMIZED TRAINING OPTIONS

CONTACT ONE OF OUR SOLUTIONS SPECIALISTS.

-
FPropertyBoss‘
| rroperty

SOLUTIONS
-

Your Property Management Solution of Choice.

800.562.0661 - info@propertyboss.com ¢ www.propertyboss.com
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NARPMP® Affiliate Members

ADVERTISING

Trulia.com

BANKING AND FINANCIAL
California Bank & Trust

First Citizens Bank

IRA Innovations

Seacoast Commerce Bank

OTHER BUSINESS PROD-
UCTS AND SERVICES
AJ Thomas Insurance Services
All County Franchise Corp.
AMRE Solutions
A R Recovery Solutions of Hawaii
ATI, American Technologies, Inc.
Avenue West Clobal Franchise
B2R Finance, New York
B2R Finance, Charlotte
Belfor Property Restoration
Biocide Systems
Brilliant! Decor
Burns Pest Elimination
Buy Calls, LLC, DBA: Ralarm
Capital K9 Pest Solutions
Carrington Property Services
Cbeyond, Inc.
Centex House Leveling
Colony American Finance, LLC
CORT
Co-Signer.com
Dennick Inspections
Diversified Employee Benefit
East Coast Public Adjuster TX
E Z Track It
First American Home
Buyers Protection
First Key Lending
Floor Coverings International
Flooring Resources, Inc.
For Rent By Owner
Frontline Processing Corporation
Fundamental REO, LLC
Future Focus Utilities
Gail Pizetoski, CPA, PA
Get The Lead Out, LLC
Clobal Grid Marketing -
Essential Service Providers
Hart & Associates Tax
Consulting and Preparation
Services
HMS Home Warranty
HQ Virtual U
Ideal Applications, LLC
Impact Management &
Consulting, LLC
Integra Global Solutions Corp.
Ireviloution Intelligence
Jasper Air
Karmaboxx, LLC
Kent Security
Key Financial
Recovery Services, LLC
KIDDE
LandlordSource
Morningstar Credit Ratings
Mutual of Omaha Bank
National Real Estate
Insurance Group
New Empire Group

Nitro Mobile Solutions, LLC

Nu-Set Lock

OFIC North America, Inc.

OPTIONS

Partners E&O Insurance
Services, Inc.

PATLive

PayLease, Inc.

PayNearMe

Peace of Mind Florida

Peachtree Business Products

Pest Control Solutions

Phillip Gira Insurance

PLW & Associates

PropertyManagementPros.com

Property Reports On Sight
(PROS)

Ram Jack Systems Distribution

Real Property Management

Renter Resume

Renters Legal Liability

Renters Warehouse, USA

Rently.com

RentPayment

Rent Recovery, LLC

Restoration Industry Association

Royal Cleaning

Rubbish Works

Sage Financial Logistics, LLC

Scent Tek

SERVPRO North Arlington

Snap Junk Removal

Southwest Recovery Services

Steady Pay Payment Solutions

The Diamond Group

The Landlord Academy

The Mahoney Group,
DBA: Southwest Real Estate
Purchasing Group

The RRD (formerly The Rent
Rite Directory)

The Sherwin-Williams
Company

Tom Baumann Enterprises, Inc.

Top Gun Restoration

TWG Insurance

U. S. Liability Insurance Co.

Utah Apartment Association

Venturi Clean

Zelman & Associates

INSURANCE

Aon Rent Protect

CSE Insurance

DiGerolamo Family Insurance

First American RMS

JGS Insurance

Johnson Agency

Mobile Insurance Agency

Travelers

Unitrin Direct Preferred
Insurance

INTERNET TOOLS/
MARKETING

Akaydia.com

All Property Management
Apartment Ratings

Business Rating and Reviews
CheckYourLandlord.com

Community Buying Group

cozy

DocuSign, Inc.

Elite Team Technologjes, Inc.
DBA: Rental Zoom

EVA Property, LLC

Fourandhalf.com

FreeRentalSite.com

Go Section 8

HERO PM

Homes.com

HomeTownRent.com

Hotpads.com

Houserie.com

HousingManager.com

iManageRent, Inc.

Inspect and Cloud

Manage My Property

MMM Limited

MYOWNREALESTATE.COM

Planet Synergy, Inc.

Pointwide.com

Property Connect, Inc.

Property Management, Inc.

Property Management
Professionals, Inc.
(rentUSAnow.com)

Property Management Traffic

Property Solutions Intl.

Propertyware, Inc.

Providence Management &
Investments

RageRent

RealRentals.com

realtor.com® rentals

Rent.com

Rent2Buy America, LLC

RentMetrics

Rental Source

RentalHomesPlus

Rentalhunt.com

Rentals.com

Rentbits Homes

Rentfeeder, Inc.

Rentler.com

Rentometer, Inc.

Runzheimer International, Ltd.

ShowMojo, LLC

TAX99.COM

Virtually Incredible

WalkThrulnspections.com

Webperties.com

Xpress-pay.com

YoCrow Marketing

Zillow, Inc.

LEGAL SERVICES
Aggressive Legal Services
Amco Financial Services
Barker Martin, PS.
Boltz Law
Brownlee Law Firm, PLLC
Community Association
Law Group
HG Long & Associates/
Fast Eviction Service
Judith B. Wolk, LLC
Kovitz Shifrin Nesbit
Law Offices of Heist, Weisse
& Davis, PA
Law Office of Daniela Pavone
Law Office of Lawrence Jaffe
Legal Shield
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McCalla Raymer, LLC
Provizer & Phillips, PC
Sheridan Clark, LLP

Smith Knowles, PC

Stein Law, PC

U S Collections, West, Inc.

MAINTENANCE

Accountable Plumbing &
Rooter

Alarm Compliance USA, Inc.

Alpha Pest Control, Inc.

Bedbug Thermal Solutions

BehrPro: Behr & Kilz Paint
& Primers

Belfor Property Restoration

Cheyenne Corporation
DBA: AAA Action Painting

CitruSolution of
Middle Tennessee

Clean It Up Full Maintenance
Service, Inc.

Crime Clean of Texas, Inc.

Custom Home &
Commercial Accessories

Detector Inspector

Disaster One, Inc.

Elite Restoration, LLC

Empire Today, LLC

Extreme Landscape &
Management

Impact Management &
Consulting, LLC

Inspection Experts, Inc. (IEI)

KYS Construction, LLC

MFS Supply

Mr. Rekey Locksmith Services

MSN Construction and
Management Corporation

NightTenders, Inc.

Orkin, Inc.

Propertyware, Inc.

Property Pal

PuroClean Property Restoration

Quanex Building Products
Corporation

Queenaire Technologies, Inc.

R.E.O. Flooring Solutions

Roof Brokers, Inc.

ServiceMaster Cleaning
& Restauration

SERVPRO North Arlington

SERVPRO of Gilbert and
Chandler South

SERVPRO of Alexandria

Sherwin-Williams Company

Smoke Alarm Solutions

Spartan Plumbing

Universal Restoration Services

US Aqua Vac, Inc.

Valspar

SOFTWARE
AppFolio, Inc.
BoostPM, Inc.
BuilderLogs
BuildingLink.com, LLC
Buildium

Buyer Acquire
ClubLocal

eRent Payment
Happy Inspector, Inc.
HERO PM

HOA Management.com, Inc.
In The Field Technologies
Inspect and Cloud
Mobile Property Management
MYOWNREALESTATE.COM
National Real Estate
Education, LLC
Planet Synergy, Inc.
PM Toolbelt
PROMAS Landlord

Software Center
Property Management, Inc.
Property Manager Websites
PropertyBoss Solutions, LLC
Propertyware, Inc.
Rent Manager
Rental Property Acct. Services
Rentec Direct, LLC
RentJuice
Simple Inspector
TReXClobal.com
Updater
Yardi Systems

TENANT SCREENING

AAA Screening Service

ACRAnet

ACUTRAQ

ACUTRAQ Background
Screening

Alliance 2020

Background Info USA

Beacon Background
Screening Services, LLC

Certified Tenant Screening

Choice Data, Inc.

Clear Screening

Contemporary Information Corp.

CoreLogic SafeRent

Credit Investigators, Inc.

Data Verification Services, Inc.

Experian North America

Expert Screenings

ezlLandlordForms, LLC

Frontline Commerce Solutions

Houserie.com

Investigative Screening

Landlordstation.com

LexisNexis Resident Screening

Microbilt

MOCQO, Inc.

National Tenant Network, Inc.

National Tenant Screening

Services, a division of Verification

Consultants, Inc.
Orca Information, Inc.
RageRent
Rapid Credit Reports
Rate Tenants.com
Reliable Background Screening
Rental History Reports
Resident Research
Resolve Partners, LLC
SARMA
Scott Roberts & Associates, LLC
StarPoint Screening
Tenant Screening USA
Trans Union Rental
Screening Solutions
TVS Tenant Verification
Service, Inc.
US Real Estate Investors Assoc.
Western Reporting, Inc.



RMP® CANDIDACY
Melanie Adrian
Raul Aleman
Alana Alger
Shelley Alterman
Christian Amacker
Joseph Amatangelo
Jennifer Bajema
Ronda Banks
Tom Barron
Evlyn Berge
Devin Bewley
Lindsey Blackburn
Scott Bolin
Jason Born
Aaron Bosshardt
Kaye Bradford
Ned Brandenberger
Nicole Brown
Tammy Bryant
Kathy Burman
Richard Burton
Melanie Butler
Jaime Caballero
Elias Camhi
Terri Clair
Barbara Clark
Derek Clark
Marcia Clemendor
Laura Cleyman
Danielle Coke
Michael Collins
Robert Collins
Sanford Collins
Christopher Cossitor
Daniel Craney
Joanie Cullity
Denise Day
Kendra Dazey
BJ Deal
Deborah Deckard
Joe Deulloa
Ronald Dickerson
Chris Dougal
Charlene Dufresne
John M. Durham
Debrah Dyck
Evey Edwards
Rich Elias
Jason Evans
Jennifer Evans
Lisa Fairlie
Jackelyne Ferreira
Curt Fluegel
Michelle Fox
Thad Gantt
John Garcia

Current Designation Candidates

Barry Garner
Thomas Gaspari
Mike Giallanza
Michael Gonzales
J. Mario Gonzalez
Larry Gray
Sherry Hallmark
Joe Haney
Colleen Harding
John Hashem
Desiree Hastey
Marshall Henson
Ron Herdt
Bryan Jenkins
Rob Kazen
Ben Kincel
Lindsey Kinzer
Stephen Kitrell
Gary Knippa
Leola Lamb
Joelle Larson
Matthew Ledingham
Melanie Ledingham
Dandan Lee
Chris Littleton
Shelly Longoria
Tina Lopez
Shon Lorg
Chris Lundstrom
Nola Lusk
Nancy Marks
William Martin
Dax Marutzky
Andrea Mayer
Sherri Mayes
Melissa McCall Owen
Jason McGuire
Stacey McKay
Keefe McSweeney
Nickolas Meer
Kristine Mendez
Patricia Middleton
Denny Miller
Cindy Minion
Tatiana Montez
Lois Moore
Thomas Neal
Christina Nelson
Francisco Nieves-Taranto
Jennifer Noland
Michele Odems
Rebecca Panacci
Kristy Paredes
Luana Patterson
Nichole Peterman
Jana Pickett
Dora Pinter

Mary Pinto
Ellen Purdy
Gaston Reboredo
Maily Roberts-Jacobs
Suzanne Rodini-Silverburg
Dena Rodrigues
Michele Rogers
Tressa Rossi
John Rudulph

MPM® CANDIDACY
Eric Bessett, RMP®
Angela Brinkley-Morris, RMP®
Sherrie Featherly, RMP®
Kathleen Gaspari, RMP®
Bob Gunson, RMP®
Deanna Hansen, RMP®
Danny Harlow, RMP®
Debbie Henry, RMP®

Mindy Russell Trudy Hoff, RMP®
Sherri Russell Kirk McGary, RMP®
Debbie Sanderson Jock McNeill, RMP®

Lisa Saunders
Christine Savoie

Michael McVety, RMP®
Lisa Medina, RMP®

John Scheffert Primrose Leong-Nakamoto, RMP®
Hensley Scott Leesa Rispoli, RMP®
Steve Shugarts Sherri Russell, RMP®
Alisha Sill Mary Sheffield, RMP®
Bonnye Sirk Ron Wills, RMP®
Annette Slater Megan Zellers, RMP®
Christy Smith
Ronnah Stabenow CSS® CANDIDACY
Kyle Stephenson Oralia Bustos
Charlotte Stewart Barbara Dull
David Swaim Christen Escobedo
Phyllis Sweazy David Kane
Erlin Taylor Shannon Morgan
Cynthia Thomas Jennifer Rhoads
Lola Traylor Dezaray Riley
Amanda Trent Marcie Turner
Chris Turner
Russ VandenToorn CMC CERTIFICATION
Timothy VandenToorn Tara Pecora
Gary Villani
Jennifer Whaley
Jamie Williams
Jamie L. WilliamsTrevor Wood
Ann Yueh

Are You Considering
Selling Your Company???

Experienced property management company
is seeking to purchase established property
management companies or portfolios in
California, Nevada and Arizona

AN

CRMC® CANDIDATES
Dodson Property Management, Dennis Dodson, MPM® RMP®
GDAA Property Management, Greg Doering, MPM® RMP®
Hampton & Hampton Management & Leasing,

Kim Meredith-Hampton, MPM® RMP®

Local Dwelling Property Management, Worth Ross, MPM® RMP®
Real-Time Leasing, LLC, Deborah Newell, MPM® RMP®
Sulthar Properties, LLC, Mohamed Sulthar, MPM® RMP®
Specialized Property Management, Inc., Tony Sims, MPM® RMP®

o

Call today for a confidential review of your business

949-272-0151
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AMBASSADOR Program

EARN REWARDS AND ACHIEVE AMBASSADOR STATUS FOR REFERRING NEW NARPM® MEMBERS

Who better to spread the word of the benefits of NARPM® than its
members? To achieve Ambassador status, you must refer five new

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

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

3. When the fifth application is received, an award certificate* will

referring new members, even after you have achieved Ambassador be issued and dated. A $200 NARPM® credit will also be issued.

status. *Certificates are non-transferable.

2014 AMBASSADORS

members in one year. You will then receive an award certificate* and
a $200 NARPM® credit that can be used toward your annual dues,
upcoming events, education classes, and more! You can earn multiple
award certificates in a 12-month period, so be sure you continue

Donna Littleton
Denny Miller
Maria Napolitano, RMP®
Dawn Ostovich, RMP®
Lisa Saunders

J. Mario Gonzalez
Don Hendricks, RMP®
Jennifer Herman
Mark Kreditor, MPM® RMP®
Glenn D. Lehman

Lynn Sedlack, MPM® RMP®
Jennifer Stoops, RMP®
Sandra Thomas, RMP®

Traci Lewis VanCamp, MPM® RMP®

Shelley Alterman
Brian Birdy, MPM® RMP®
Gregg Birdy, RMP®
Mike Collins
Dennis K. Dodson, 1l, MPM® RMP®

JUNE 26 - JULY 31, 2014

REFERRING MEMBER

NEW MEMBER

Marty Chrisman

Michael Collins

Justin Dean

Amber Deere

Cindy Dickey

Steve Fernandes

Sue Flucke

Robert Gilstrap

Chester Ho, R

Shirley Johnson

Mark Kreditor, MPM® RMP®
Mark Kreditor, MPM® RMP®
Lee Ann Levesque

Lee Ann Levesque

Myrna Matsumoto, RA
Barbara Mayo, MPM® RMP®

Marie A. Gabriel
Sharon K. Meier

Leigh Anne Ely

Melissa K. Anderson
Christopher Murphy
Ron Ventura

Michael A. Prochko
Jonathan H. Kasper, Esq.
Wendy EF Watanabe
Terri Schrobilgen
Howard Janco

Karen Benedict
Catherine Hallett
Catherine Clausen-Neff
Jazmine Young

Cynthia Grigsby

HOW CAN
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REFERRING MEMBER
Michael McCreary, MPM® RMP®

Shannon McLaughlin, MPM® RMP®

Frank Moore

Maria Napolitano, RMP®
Maria Napolitano, RMP®
Dawn Ostovich, RMP®
Dawn Ostovich, RMP®

Roy Plat

Lee Porter

Lisa Saunders

Jeanette Shelby

Diane Tenison, RMP®
Suzette Vredevoogd

Chuck Warren, MPM® RMP®
Matt Williams

Marc Witmer, MPM® RMP®

NEW MEMBER
Shawn DeBord
Lourdes A. Vargas
Justin  Vinton
Angella Damon
Aida Martin
Daisy Lopez-Cid
Kathy Pasha
Mona Richard
Jennifer Costas
Alex Nova
Elizabeth Martinez
Holly Houston
Rosie Flores
Joella Barone
Elisa Lockhart
Nicole C. Martin

All the information you need
is at http://www.narpm.org/
join/ or you can scan the
QR code at right with your
smartphone or tablet using a
QR code reader app.



NﬁRPM®

2013 Official National
NARPM Partner

2011 Affiliate of the Year

e’ ' Teamed Up With Rent.com
pﬁrovide World-Class Solutions!

h Renté]s:cpm’s leading web sites and mobile applications coupled with Rent.com’s
successful pa)f—for—performance business model, you'll have access to the most comprehensive
suite of prodycts that deliver cost-effective, high-quality leads and leases. Rent.com will

+bring another: strong brand to Rentals.com’s extensive family of apartment and rental

 home resources that includes Rentals.com, RentalHouses.com and Apartmentguide.com.

Rentals.com, RentalHouses.com and RentList.com are trad ks and/or regi d trad:

ks of PRIMEDIA Inc. Other company and product names may be trademarks of their respective owners. © PRIMEDIA Inc. 2013. All rights reserved.

BIG INNOVATION - BIG EXPOSURE - BIG RESULTS



NARPM®
638 Independence Parkway, Suite 100

“Faster Approvals, Chesapeake, VA 23320

Better Screening,

No Paperwork...
Alll Need is the
Applicant’s Email!™

=

With ISC Connect, the process of

approving new tenants has never been
easier. Simply enter their email
address into our system and they will
receive an invitation to begin the appli-
cation process (with no fees to you).

That’s it... We'll handle everything else: -

e Simple online registration
o Send invites from mobile devices
o Instant criminal & credit histories

e Follow up investigation from
licensed private investigators

e A rental recommendation
based on your preferences

“It’s amazing what | can get from
an email address.”

CONTACT ISC TODAY!

The Nation’s Leader in Investigative Screening

INVESTIGATIVE SCREENING 1-877-922-2547
AND CONSULTING WwwWW.ISCSCREENING.com



