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Troy Garrett
NARPM® Chief Executive Officer 

I am currently staring out of my office window, 
looking at beautiful flowering trees that recently went 
into full bloom as winter slowly loosens its icy grip 
and the spring sun begins to encourage the renewal 
of life.  

Other than reminding me that I need to start 
taking my allergy medicine, it also reminds me of the 
renewal we are going through here with our NARPM® 
family. There is no better example than the new look 
and feel that this year’s Broker/Owner Conference & 
Expo (https://www.narpmbrokerowner.org/) is going to 
shine on us in New Orleans, Louisiana, this month. 

A slate of new speakers and topics have been 
planned for the spectacular keynote addresses and 
educational breakout sessions. The Expo is going to 
be elevated into a whole new experience so you, our 
Members, can find the solutions you need to make 
your business more efficient, more profitable and less 
time-consuming.  

“Big Easy-Yes” should be the answer when you’re 
deciding whether to come this year!  

Don’t even get me started about the NARPM® 
Party Gras at the New Orleans Superdome! OK, I will 
start… well, on Second Nature thought, and even 
though I want to keep you in the DoorLoop, I'd better 

not give it away. 
Trust me, you’re going to want to be there!  
Let’s just say, we will be up in lights and everyone 

in that city will know that NARPM® has come to get 
down in the Big Easy. Jumping Jazz and Jambalaya, it’s 
gonna be a good time, I guarantee! 

I also hope you get to check out the brand-new 
Member benefit, the NARPM® Legal Hotline. If you 
have legal questions burning in your brain, allow us to 
help you to start getting some answers.  

It’s yet another example of how your association is 
looking to renew its commitment to you and provide 
you with new services and opportunities. Renewal is 
good! It reinvigorates and refreshes. It reminds you of 
why we are here to begin with, and that is to help our 
Members succeed in their businesses, for themselves, 
for their owners, and for their tenants.  

NARPM®’s spring has finally sprung! 

Jumping Jazz and Jambalaya…are 
you ready for Broker/Owner? 

Troy Garrett

FROM THE DESK
OF THE Chief Executive Officer

Let’s just say, 
we will be up 
in lights and 
everyone in 
that city will 
know that 
NARPM® has 
come to get 
down in the 
Big Easy. 
Jumping 
Jazz and 
Jambalaya, 
it’s gonna be 
a good time, I 
guarantee! 
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* Searches on Apartments.com Network, 2025 Monthly Average
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Learn more and register for the 2026 NARPM® Broker/Owner 
Conference at https://www.narpmbrokerowner.org/

NARPM® 2026 Broker/Owner Conference 
& Expo Chair: Brad Randall

Who: Brad Randall, Owner, 
Welch Randall Real Estate & 
Property Management, Ogden, 
Utah

I’ve been in a NARPM® 
Affiliate since: 2014 

I became involved with 
NARPM®: We wanted to 
level up our single-family 
management portfolio and 
focus on the business as its own 

business rather than a "side hustle" it previously operated as.   

The most fulfilling thing about leading the 2026 Broker/
Owner Conference & Expo is: Seeing the passion, dedication 
and commitment NARPM® Members, Board members, vendors, 
affiliates and all involved have to continually improve the event 
and make it a must-attend conference.  

The things I’m most excited about regarding the 2026 event 
are: We've divided up the breakout rooms into three separate 
focus areas that help meet the varied needs of the PM operators 
who will be attending: Foundation, Growth and Legacy. Each of 
these rooms will feature a mix of breakout sessions, mastermind 
opportunities and workshops dedicated to focused learning and 
connection. Attendees can move from room to room as they'd 
like, but this new focus will help attendees narrow down which 
sessions will be the best fit for their current business needs.  

Something new at Broker/Owner this year is: There are many 
new features we think long-time attendees will notice in this 
year's event. One key change is the addition of "Theater Sessions" 
to the schedule. One breakout room will be dedicated throughout 

MEMBER Spotlight
G E T  T O  K N O W  A M A Z I N G  N A R P M ® M E M B E R S  F R O M  A C R O S S  T H E  U N I T E D  S T A T E S

the conference to short 20-minute education sessions related 
to technology and service offerings from our wonderful vendor 
partners. These sessions will highlight micro-learning sessions 
to help PMs solve problems and know how to continue the 
conversation with vendors as desired.  

I’m jazzed about the New Orleans location because: New 
Orleans is a really fun city with great attractions, amazing food 
and lots to see. It's a fantastic destination for PMs from all over the 
country to gather and learn, connect and socialize! 

I became involved with the Broker/Owner Conference because: 
This conference has always been very impactful for my own 
personal business, and this is a way I can give back to the NARPM® 

community and event that means so much to me.  

My favorite memory of Broker/Owner is: Attending the first few 
Broker/Owner events involved many owners sitting around tables 
just chatting about business. That type of connection, vulnerability 
and help is what helped me grow our business. I'm looking forward 
to continuing that growth, learning and connection this year.  

Something people may not know about the NARPM® Broker/
Owner Conference is: NARPM® Broker/Owner is NARPM®'s 
flagship owner /operator event. In 2025, the NARPM® Board 
approved some changes to the process to help maximize the 
effectiveness of the event and the impact on individual attendees. 
In short, NARPM® believes heavily in this event, and it shows!   
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Our financial solutions were built with you in 

mind. Our integration with property management 

software and competitive Earnings Credit Rate 
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We couldn’t be happier!”

Michael Francis 

Rollingwood Management 
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Military renters represent a consistent and often 
overlooked segment of the residential rental market. 
In communities with active installations, property 
managers regularly work with service members 
and their families, navigating relocations, housing 
allowances and federally protected lease rights.  

Understanding how military life intersects with 
residential leasing allows property managers to serve 
tenants better, protect owners and remain compliant 
with federal law. 

MILITARY RENTERS AND LOCAL RENTAL MARKETS 
The impact of military renters varies by market. In 

stable, mid-sized communities with limited on-base 
housing, military members often make up a significant 
portion of the rental population. Great Falls, 
Montana, is an example of this dynamic. Malmstrom 
Air Force Base supports thousands of active-duty 
airmen assigned to the 341st Missile Wing, many of 
whom live off base due to availability, family size or 
personal preference. 

For property managers, military-driven markets 
tend to show: 

•	Predictable demand tied to PCS (Permanent 
Change of Station) cycles 

•	Consistent occupancy even during broader 
economic fluctuations 

•	Turnover patterns driven by orders rather than 
tenant performance 

Unlike traditional civilian markets, military turnover 
is not seasonal in the usual sense. Moves may occur 
mid-winter, mid-school year or outside peak leasing 
months, requiring property managers and owners to 
anticipate lawful early lease terminations as a normal 
part of the rental cycle. 

Working with military renters: 
What residential property 
managers need to know

Residential Management 
Professional (RMP®) 
Candidate Jerrica Seilstad 
is a licensed property 
manager in Montana and 
an active NARPM® Member, 
serving on the Big Sky 
Montana NARPM® executive 
board. She works in a 
market heavily influenced 
by military housing demand 
and has extensive experience 
navigating BAH-driven 
pricing, PCS-related lease 
terminations and SCRA 
compliance. Jerrica is 
passionate about education, 
legislative awareness and 
strengthening property 
management practices 
through professional 
collaboration. 

UNDERSTANDING BASIC ALLOWANCE FOR 
HOUSING (BAH) 

One of the most important financial considerations 
when leasing to military members is Basic Allowance 
for Housing (BAH). BAH is a non-taxable monthly 
allowance provided to active-duty service members 
who live off base.  

It is calculated annually by the Department of 
Defense based on: 

•	Duty station ZIP code 
•	Pay grade (rank) 
•	Dependency status (with or without dependents) 
•	 Local rental market data, including average rent 

and utilities 
BAH is intended to cover the majority of housing 

costs in a given market. Because the allowance is 
fixed for the year unless rank or dependency status 
changes, military renters often budget very precisely. 

For property managers, this has practical 
implications. Rental pricing that significantly exceeds 
local BAH rates may limit affordability for military 

households, while rent increases that outpace annual 
BAH adjustments can force otherwise reliable tenants 
to relocate. Understanding how BAH aligns with local 
rents helps property managers set expectations for 
owners and structure competitive pricing strategies in 
military-supported markets. 

LEASE TERMINATION AND PCS ORDERS 
Federal law provides special lease protections to 

military members under the Servicemembers Civil 
Relief Act (SCRA). When a service member receives 
qualifying military orders — including PCS orders or 

Continued on next page

...Military turnover is not seasonal in the usual sense. Moves 
may occur mid-winter, mid-school year or outside peak 

leasing months, requiring property managers and owners to 
anticipate lawful early lease terminations...
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deployment orders of 90 days or more — they may terminate a 
residential lease early without penalty. 

To terminate a lease under SCRA, the tenant must: 
•	Provide written notice to the landlord or property manager;
•	 Supply a copy of official military orders; and, 
•	Vacate after the required notice period, typically 30 days 

following the next rent due date 
These protections apply regardless of whether the lease is month-

to-month or fixed-term. 
Property managers should ensure their leases include a clearly 

written military clause and that staff understand how to properly 
process SCRA terminations. Just as important is educating property 
owners in advance so that PCS-driven move-outs are expected and 
planned for, rather than viewed as avoidable losses. 

HOW TO FIND CURRENT BAH RATES 
Property managers do not need to estimate or guess BAH 

amounts. The Department of Defense publishes official BAH rates 
annually, and they are publicly accessible. 

Current BAH rates can be found at: 
https://www.travel.dod.mil/Allowances/Basic-Allowance-for-

Housing/ 
Rates are updated each calendar year and are based on housing 

surveys conducted in the prior year. While BAH is not intended to 
set rent ceilings, it provides a reliable benchmark for understanding 
what military renters in a given area are likely to budget for housing. 

WHY MILITARY COMPETENCY MATTERS 
In markets influenced by military installations, property managers 

play a critical role in housing stability for service members and their 
families. Understanding how BAH is calculated, how PCS orders 
affect lease terms, and how federal law governs military tenancies 
reduces legal risk and improves outcomes for all parties involved. 

Military renters are not transient by choice; their relocations are 
mandatory and service-driven. Property managers who recognize 
this distinction — and plan accordingly — are better positioned to 
operate successfully in military-supported rental markets.  

Continued from previous page
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NARPM® maintains Discussion Boards in the NARPM® 
Community for several specialties within the organization. 
These Discussion Boards enable members to stay in contact 
and to share questions and concerns as they arise. If you 
would like to participate in one of these groups, visit  
community.narpm.org and look for Communities. Member 
login is required. Discussion Boards are only available to 
NARPM® Members. 

Statements of fact and opinion are the responsibility of the 
authors alone and do not imply an opinion on the part of 
the officers, staff, or Members of NARPM®. Any legal matters 
or advice mentioned herein should be discussed with an 
attorney, accountant, or other professional before use in a par-
ticular state or situation. All readers are responsible for their 
own investigation and use of the information.

I'm new to NARPM® and just getting my property management company off the ground. For those of you who built your business 
from scratch, what marketing channels gave you the best early traction? 

Welcome to our community as a property manager! It's important to proactively communicate the full scope of what you offer to 
property owners rather than assuming they will discover everything outlined in the management agreement. Many people think our 
role is limited to advertising a listing, signing a lease and collecting rent - but we do so much more. I always emphasize that I am a 
D.C.-licensed property manager, current with governance requirements, and supported by a strong network of contractors who can 
help maintain or increase the value of an owner's property. 

My own strategy begins with defining a clear geographical focus. I primarily work within my condominium association of 720 units 
and then extend my services to the surrounding neighborhoods within a 5-mile radius. 

What works best for me is a person-to-person and person-to-community approach. I regularly attend my condominium's board 
and committee meetings, and I organize neighborhood collection drives, such as gathering and delivering sheets for the orangutans at 
the National Zoo or towels and food for local cat and dog shelters. I post these pickups on local listservs and drive around to collect 
donations and then report back to the community with photos and thank-you notes, and emails to individuals and to the community 
itself via the local listserv. This allows me to meet owners, learn about their homes and needs, and often visit their properties. These 
visits allow me to offer suggestions on how to make their homes more appealing to renters while also allowing them to get to know 
me and my expertise. 

I don't send postcards or make cold calls; I build relationships in person. I plant many seeds. Over time, people begin to remember 
me. You can do the same by choosing an activity you genuinely enjoy and using it as a fun, natural way to meet your neighbors. It's 
also important that your email signature clearly displays your contact information and credentials. I have added "Mobile Notary Public" 
to mine. Although it's a public service with little financial return, it has been an incredibly effective way to help people in need and to 
meet residents right in their homes. I hope these ideas inspire you to think outside the box. My two cents. 

In all honesty, you’ve got to hustle and get creative, and the less money you spend, the better. Without doors, there isn't much cash 
coming in to pay for these marketing channels. Two words: referral network. Build this, connect well, and continually grow it and 
check in with these people, and the leads will come, only leads, but hopefully then some business. Think along the lines of anyone or 
any business that services the property industry.  

What about [agents] who are sales only? They might refer you to investors who buy their properties from them. Think accountants. 
They might have a list of people they work with who have a portfolio. They 
might refer you to a client they service who has complained of bad service 
with their current property manager. What about newspaper adverts of 
landlords renting it out privately? Approach them about the property and 
offer to advertise their property with their desired rental amount plus your 
management fees, and if you find the tenant at the higher amount, they 
could let you manage it!    

Remember – everything you read on the Internet is not true. If 
necessary, seek legal counsel. 

See the entire discussion here:  
https://community.narpm.org/home

A

A

Q

DISCUSSION BOARD Hot Topics
W H A T  H O T  T O P I C S  A R E  P R O P E R T Y  M A N A G E R S  C U R R E N T LY  T A L K I N G  A B O U T ? 
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Editor’s note: This article is Inspired by “Quit: The 
Power of Knowing to Walk Away” by Annie Duke. 

 
In “Quit,” author Annie Duke provides the 

analogy of ants discovering a source of food for how 
to conduct your business and life. Ants have existed 
for over 100 million years and have thrived where 
other species have vanished.  

One example is their ability to exploit a new food 
source but still continue to explore for other energy 
opportunities. When ants enter a new territory, 
foraging ants spread out and search for food to 
sustain the group.  

When an ant finds food, it brings it back to the 
nest and leaves a trail of pheromone so the other 
ants can retrace the path to the food. If the food 
source is substantial, the increasing number of 
foragers will make it appear as though hundreds of 
ants are following the trail. It looks like a veritable 
highway of ants. 

 But if you look closer, you will see a few 
individual ants wandering from the path and going 
off on their own. Are they renegade ants who refuse 
to follow the usual ant rules? Nonconformers who 
are anarchist ants? No, that is their job, to continue 
to explore and find new food sources. Ants have 
learned over millions of years, that food sources 
disappear, are exhausted quickly or, even if it is 
a stable food source, it doesn’t mean there aren’t 
better food sources to be found.  

Finding a stable food source is a good thing, but 
it doesn’t mean there’s not a better thing out there. 
If all the ants exploited the one food source, there 
would be no one looking for a better one. The 
ants always have a backup plan. They exploit their 
current opportunities but continue to explore their 
environment for better ones. 

Our business is no different: you need to 
exploit your current business opportunities, add 
more profitable doors; and explore new business 
possibilities such as maintenance, real estate and 
adjacent “laterals.” 

Let’s say you have a nice business with 300 doors 
generating $75,000 a month in gross revenue with a 

Exploit and explore: the 2 
Ex’s of a successful property 
management company  

Scott P. Brady graduated 
from the University of 
California - Berkeley with 
a degree in Comparative 
Literature (German, Latin 
and English) and obtained 
his MBA from Cal State 
Fullerton. In 2012, he 
started Progressive Property 
Management, Inc. and now 
has over 105 agents and over 
1,150 residential properties 
under management. In 
2021, he took the leap into 
association with Progressive 
Association Management and 
has grown this division to 
240 associations and 16,000 
owners under management. 
Scott is married to Dr. 
Deanna Brady and has 
three children and three 
grandchildren.   

comfortable 15% margin. But what if a large portion 
of that income is generated by tenant fees and you 
are in a state like mine, California, where seemingly 
every year there is a legislative push to limit or 
eliminate tenant fees? 

That was my wake-up call to “explore” more. 
I decided to build escrow companies owned by 
top agents managed by my team. We started the 
association management channel, and we changed 
our marketing message in residential management 
from “contract enforcement” to “asset protectors” so 
we could charge owners for additional services. 

With my exposure to association management 
and the general ineptitude of other association 
management companies and incompetent boards, 
we have grown the association management 
division into 235 associations under management 
with 15,000 owners. Additionally, we pivoted 
into a joint venture with an insurance company, 
created the “Carfax” for homeowner associations, 
HOASnapshot, and a lead generation marketing 
channel to compete with All Property Management, 
HOAScout.  

These are some of our successes; I have omitted 
the four or five other businesses that failed. But 
because of my willingness to explore, and our 
commitment to providing superior customer service 
that exceeds the expectations of our tenants, owners 
and boards, we have increased our gross monthly 
income from $150,000 in 2020 to $1,000,000 in 
2026, or 6.6 times bigger.  

It is our five-year goal to be 10 times bigger than 
we were in 2020. 

Have there been challenges, dead ends, 
frustrations and disappointments? Is there a surfeit of 
drama and a severe questioning of human behavior 
managing 15,000 association owners? Of course.  

Every ant who wanders from the path does 
not find another food source, but without that 
search, the entire nest might starve to death. Many 
companies stick to a business model that withers and 
dies because leadership did not explore alternatives. 
Sears, Blockbuster, Blackberry, Kodak and Polaroid 

Continued on next page
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are companies that come to 
mind who once dominated their 
respective industries but are 
now relegated to the dustbin of 
business history. 

If you look at some of the 
best operators in our industry, 
they have embraced other 
opportunities and managing 
residential properties has been 
the gateway to other revenue 
streams.  

Always pay attention to 
what the best are doing in your 
industry and emulate them. 
Following the herd might be safe 
in the short term, but disastrous 
in the long term. Plus, following 
a bunch of ants seems somewhat 
dull to me, while exploring and 
testing new paths has been 
energizing and exciting.  

Continued from previous page
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NARPM® SNAPSHOT April 2026
A N  I N S I D E  L O O K  AT  T H E  2 0 26  N A R P M ® C A P I T O L  S U M M I T

2026 NARPM® Capitol 
Summit: Taking our seat at 
the table

NARPM® Members from coast to coast and further 
gathered in Washington, D.C., from Feb. 17-19 to 
advocate for their clients and property management 
at the 2026 NARPM® Capitol Summit. While helping 
to shape policy that impacts the industry and 
connecting with legislators, attendees masterminded 
relevant issues, benefitted from impactful speakers 
and networked.  

Day 1 launched with a Legislative Update and 
a HUD Programs Update, masterminding and the 
vendor show, followed by mixing and mingling at 
the Vendor Reception. On Day 2, attendees got the 
“toxic truth” on the EPA and lead paint from Monica 
Gilroy, Esq., heard a Fair Housing update from 
HUD’s Craig Trainor, the Assistant Secretary of Fair 
Housing and Equal Opportunity, and learned about 

Victoria Hecht is the 
NARPM® Public Relations & 
Digital Media Director and 
Residential Resource Editor.   

the repeal of the Chevron Doctrine from NARPM® 
COO Blake Hegeman. Plus, there was plenty more 
masterminding on asset management, artificial 
intelligence and legislation, with additional mixing 
and mingling with NARPM®’s vendors.  

Finally, after a General Session led by NARPM® 
Chief Advocacy Officer Tyler Craddock on "How to 
Make the Most Out of Day on the Hill,” the Summit 
culminated Day 3 with Capitol Hill visits. During 
these one-on-ones, Members shared real-world 
experiences and professional insights into property 
management concerns with Congress members and 
their staff.  

NARPM®'s voices matter in shaping federal 
housing policy. Thank you for sharing yours, Capitol 
Summit participants! 
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Every now and then, the world puts on a little 
costume party and tries to confuse people. It takes 
something valuable, hangs a gloomy headline around 
its neck, sends three economists and six cable-news 
hosts out to frown at it, and suddenly perfectly 
intelligent people start treating a sale like a warning 
label. 

That is exactly what is happening in real estate. 
The media keeps shouting “affordability crisis,” 

and, to be fair, housing affordability has absolutely 
been strained. But that headline, while loud, is 
incomplete. It tells people housing is expensive 
and stops the conversation right there, as if that 
is the whole story. It is not. The fuller story is that 
our government has spent years pouring enormous 
amounts of money into the economy, and when you 
inject that much cash into the system, the measuring 
stick changes. Money itself buys less. In that kind 
of world, hard assets do not get more expensive so 
much as dollars get less impressive. 

That is the part many investors miss while they are 
busy doom-scrolling. 

They are staring at the sticker price of real estate 
and forgetting to examine the quality of the dollars 
they are using to judge it. That is a little like looking 
at a $20 bill from 10 years ago and pretending it still 
has the same muscles. From a value perspective, 
real estate has not become some outrageous luxury 
item that suddenly stopped making sense. Quite the 
opposite. When the supply of dollars grows faster 
than the supply of good housing, the asset starts 
looking cheaper in real terms, not more expensive. 

Now add the cycle. 
At the top of a cycle, people start calling 

momentum genius. Rising prices make everybody 
feel clever, and before long, ordinary decisions 
get wrapped in heroic language. Near the bottom 
of a cycle, the exact opposite happens. Suddenly, 
everybody gets cautious. Thoughtful. “Disciplined.”  

They say things like, “We’re just going to wait and 
see.” That sounds wise right up until you realize “wait 
and see” is often what people say when they mean, 
“I would prefer to buy later, after the opportunity is 
more expensive and emotionally comfortable.” 

That is where we are now. The fever has broken. 

Sellers are more realistic. Buyers have breathing room 
again. The market has stopped behaving like a Black 
Friday stampede and started acting like a place where 
thoughtful investors can actually think. 

Now, if you have been around real estate long 
enough, you know something important: Bottoms 
never feel like bottoms. They feel messy. Foggy. 
Uncertain. They feel like standing in the kitchen at 
midnight wondering if that strange noise was the 
ice maker or financial ruin. Nobody rings a bell and 
announces, “Congratulations, the danger has passed, 
and the bargains are now available.”  

That is not how markets work. By the time 
everyone feels wonderful again, the values have 
already moved. 

And that is why this moment matters so much. 
You have a market sitting near the bottom of its 

emotional cycle, a country still dealing with too 
little housing, a money supply that has permanently 
changed the way people need to think about the 
value of hard assets, and a financing environment 
that is no longer moving in the wrong direction. Put 
all of that together and you have the kind of setup 
that often shows up right before people start looking 
back and saying, “Of course, that was the time to 
buy.” 

Of course, it was. It always looks obvious later. 
But wealth is rarely built later. It is built in the 

uncomfortable little window when the story is still 
cloudy and the crowd is still unconvinced. It is built 
by people who understand that buying investment 
property is not a popularity contest. It is not about 
finding the moment that feels safest. It is about 
finding the moment when value, scarcity, and future 
demand are lining up before the applause starts. 

That is why I keep coming back to the same simple 
phrase: Real estate is on sale. 

Not every property. Not every street. Not every 
deal. A bad property can still be a bad property 
wearing a discount sticker. But for investors who 
have been sitting on the sidelines waiting for some 
mythical all-clear signal, this may be the part of the 
movie where they realize the sale has already begun.  

The dollars are weaker. The asset is scarce. The 

LEADERSHIP Bulletin
C O M M U N I C AT I O N S  F R O M  Y O U R  N A R P M ® B O A R D  O F  D I R E C T O R S

NARPM® Director 
Justin Anderson is 
the Co-Founder and 
Chief Executive Officer of 
RentSmart.com, the real 
estate industry’s only free 
tenant-matching platform. 
He is the author of “Funny 
Money: Building Wealth in 
a System Rigged to Keep 
You Broke.” With more than 
25 years of experience in 
real estate, he has helped 
investors navigate market 
cycles and build lasting 
wealth. 

Real estate is ON SALE! 

Continued on next page
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cycle is low. Inventory is still constrained. 
Rates have eased from where they were. 
And when the market finally shifts its mood 
— as markets always do—the same people 
who are hesitating now will be the ones 
saying they wish they had bought sooner. 

This is the strange way people tend to 
read a real estate market. When everything 
is overheated and competition is irrational, 
they feel confident. But when the cycle 
cools, supply remains tight, and the buying 
opportunity gets better, they suddenly get 
nervous. 

This is not the moment to shrink back. 
This is the moment to step forward. Not 
recklessly. Not blindly. But confidently. 
Because the same market that has scared 
people to the sidelines is quietly creating 
the kind of buying opportunity that can 
shape the next decade of wealth.  

One day, this chapter will have a label. 
People will call it “the window,” “the 
turning point,” “the buying opportunity.” 
But right now, it just looks like uncertainty. 
That is how opportunity always arrives. It 
rarely knocks with a smile. It usually shows 
up disguised as doubt.  

Don’t get confused by the noise. Now is 
the time to buy! Go buy houses!  

Continued from previous page
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MEMBERS 

ALABAMA
Jacob Harbin 
Property Management  
   Consultants LLC 
Huntsville, AL

ARIZONA
Rebeccah Arnett 
Mynd Mangement 
Mesa, AZ 

Darlene Brockert 
UNLimited RE 
Flagstaff, AZ 

Paul Griffin 
West USA Realty 
Peoria, AZ 

Ryan Guedel 
UNLimited RE 
Flagstaff, AZ 

Amparo Lopez 
West USA Realty 
Peoria, AZ 

Steven Sia 
Taylor Street Property  
   Management 
Cave Creek, AZ 

Heather Skye 
UNLimited RE 
Flagstaff, AZ 

Erick Valenzuela 
West USA Realty 
Peoria, AZ 

CJ Wessel 
Mark Brower Properties, LLC 
Mesa, AZ        
 
CALIFORNIA
John Abedi 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Mary Armenta 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Blake Baker 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Michael Canton 
Sacramento Delta Property  
   Management, Inc.CRMC®  
Sacramento, CA 

David Carlson 
PURE Property  
   Management CRMC®

Los Gatos, CA 

Johnny Chrisan 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Jason Clowers 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Korbin Duley 
Fairgrove Property  
   Management 
Irvine, CA 

Kyan Fox 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Zachary Harper 
PURE Property  
   Management CRMC® 
Los Gatos, CA

Brian Horn 
PURE Property  
   Management CRMC®

Los Gatos, CA 

Jeanell Jackson 
PURE Property Manage-
ment CRMC« 
Los Gatos, CA 

Jamie Keller 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Rafaela Lugo 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Lisa Martin 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Christopher Mendoza 
H&M Property Management 
Hollister, CA 

Max Messineo 
Sacramento Delta Property  
   Management, Inc.CRMC® 
Sacramento, CA 

Jennifer Mineo 
Quality First Real Estate 
LaMesa, CA 

Heidi Nelson Boyd 
H&M Property Management 
Hollister, CA 

Maggie Opel 
Prestige Real Estate and  
   Property Management 
Santa Rosa, CA 

Lisa Puckett 
H&M Property Management 
Hollister, CA 

Mary Beth Retke 
PURE Property  
   Management CRMC®  
Los Gatos, CA 

Jenelle Roberts 
Roberts Real Estate and  
   Property Management 
Whittier, CA 

Alicia Slattery 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Franklin  Spees 
Neighborhood PM 
Clovis, CA 

Michael Sprager 
PURE Property  
   Management CRMC® 
Los Gatos, CA 

Craig A. Swenson 
Swenson Property  
   Management 
San Ramon, CA 

Ashley Wayland 
Wayland Properties 
Carmel, CA       

COLORADO
Brian Bohrer 
Muldoon Associates, Inc. 
Colorado Springs, CO 

James Maguire 
Sopris Property Management 
Carbondale, CO 

Alan Rodriguez 
Tezoro Property Group 
Denver, CO   

CONNECTICUT
Melanie Boucos 
Pro Property Management 
Danbury, CT  

FLORIDA
Brayden Anderson 
HD Realty 
Longwood, FL 

Carrie Atkins 
RiverPoint Real Estate 
Jacksonville, FL 

Miriam Cala-Morrissette 
MCMPM/NextHome  
   Treasure Coast 
Stuart, FL 

Peter Cleyman 
Blue Sail Property  
   Management 
Jacksonville, FL 

James Cooke 
Waypoint Property Solutions 
Ocala, FL 

Leslie Cornell 
Relax Property Management 
Sarasota, FL 

Gregory Dawson 
Grand Realty Inc. 
Pace, FL 

Terri Dickson 
Southern Porches Realty, Inc. 
Jacksonville, FL 

Perry Francis 
Golan & Perry Group 
Jacksonville, FL 

Stephanie Frazier 
A Red Door Property, LLC 
Pensacola, FL 

Shantay N. Mbu 
Real Property Mgmt.  
   Oceanfront 
Pensacola, FL 

Lucas E. Oliveira 
Haines & Haven Residential 
Dundee, FL 

Amanda Powell 
Mighty Oak Properties 
Jacksonville, FL 

Chelsea Roy 
Grand Realty Inc. 
Pace, FL 

Blake Tigner 
TrueNest Sarasota 
Lakewood Ranch, FL 

Michael Ulloa 
Happy Florida Homes  
   Realty and Property  
   Management 
Spring Hill, FL 

Jamie Williams 
Cornerstone  
   Management Service 
Gainesville, FL 

Sophia Wolden 
Grand Realty Inc. 
Pace, FL 

Sara Zaghloul 
Grand Realty Inc. 
Pace, FL  

GEORGIA
Austin Liebman 
Crownview Communities 
Duluth, GA 

Trevor Packer 
Judge Property  
   Management LLC 
Savannah, GA 

Karyn Thomas 
Above All Rentals LLC 
Hinesville, GA 

Gina Wright 
RE/MAX Towne Square 
Braselton, GA  
 
IDAHO
Jennie Capuano 
Shoreline Property  
   Management 
Eagle, ID 

Sierra Davis 
Realty Management  
   Associates, Inc. 
Boise, ID   
 
ILLINOIS
Nathan Brown 
Westward360 Property  
   Management 
Chicago, IL 

LOUISIANA
John Pierce 
Your Hometown Rentals 
Lafayette, LA 

MASSACHUSETTS
Yaneiri St. Helene 
Property Management by  
   Alexa LLC 
Worcester, MA     

MARYLAND
Julie C. Cook 
Guardian Properties, LLC 
Frederick, MD 

Shaun Leway 
Core Value Property  
   Management 
Gambrills, MD 

A  W A R M  W E L C O M E  T O  A L L  T H E  N E W  M E M B E R S  W H O  J O I N E D  F R O M  F E B R U A R Y  1  –  2 8 ,  2 0 2 6 .

MEMBERSHIP Growth
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NARPM® membership  
as of Feb. 28, 2026:  

5,848
MICHIGAN
Hans Stahl 
PMI Greater Detroit 
Mt. Clements, MI 

MINNESOTA
Rick Gendreau 
DRG Property Management 
Minneapolis, MN 

Garrett Gordon 
Updown Property  
   Management 
Minneapolis, MN 

Andrew Kromrey 
True North Management Inc. 
Alexandria, MN 

MISSOURI
Kimberly A. Brown 
KB Property Management  
   Services, LLC 
Parkville, MO  

MONTANA
Heather Castro 
Frontier West Properties 
Kalispell, MT 

Kerri Deyo 
Topher Realty LLC 
Helena, MT 

Kayla Till 
Topher Realty LLC 
Helena, MT

NEBRASKA
Todd Faber 
NP Dodge Real Estate  
   Sales, Inc. 
Omaha, NE

NEVADA
Sara Sharkey 
RE/MAX Professionals 
Sparks, NV       

NORTH CAROLINA
Christopher Biediger 
HomeFront Realty Services 
Jacksonville, NC 

Luke Biediger 
HomeFront Realty Services 
Jacksonville, NC 

Kacie Burk 
Hearthside Rentals 
Greenville, NC 

Dana Faircloth 
At Home Realty 
Fayetteville, NC 

Madisyn Garza 
HomeFront Realty Services 
Jacksonville, NC 

Kelly Jackson 
Hearthside Rentals 
Greenville, NC 

Ryan McKelvey 
HomeFront Realty Services 
Jacksonville, NC 

Nicole Sommese 
T&S Rentals, LLC dba  
   SPM Residential Services 
Wilmington, NC 

Eric Weireter 
Muscadine + Pine  
   Property Mana 
Durham, NC     

OHIO
Cole Antle 
Westwood Property  
   Management Group 
Hilliard, OH 

OKLAHOMA
Stacey Ziba 
Real Property  
   Management Abound 
Owasso, OK  

OREGON
Steve Deardorff 
Holland Properties Inc 
Hillsboro, OR 

Melanie McClelland 
CPM Real Estate Services 
Medford, OR 

Mary Sholty 
CPM Real Estate Services 
Medford, OR 

Lisa White 
CPM Real Estate Services 
Medford, OR 

David Wright 
CPM Real Estate Services 
Medford, OR 

PENNSYLVANIA
Mike  Goldstein 
Hubkey Real Estate 
Philadelphia, PA     

SOUTH CAROLINA
Jessica Adamson 
Tailored Homes Property  
   Management, LLC 
Fort Mill, SC 

Jamie L. Braun 
ASSURED Property  
   Management 
Conway, SC 

Kardashian Chisolm 
CREC PM, LLC dba CREC  
   Property Management 
North Charleston, SC    

TENNESSEE
Matt Clausen 
Clausen Group Realtors, LLC 
Gallatin, TN 

TEXAS 
PJenny Avellaneda 
956 For Rent LLC 
McAllen, TX 

Norma Barb Casillas 
Normaroy LLC 
San Antonio, TX 

Mohammed A. Hashem 
Flat Fee Landlord 
Houston, TX 

Randy L. Hughes 
Hughes' Real Estate  
   Solutions, PLLC 
The Colony, TX 

Lydia LaPointe 
Options Realty 
El Paso, TX 

Jorge Leon 
Leon Realty Group LLC 
El Paso, TX 

Adryana Martinez-Castorena 
Transitions Property 
   Management 
El Paso, TX 

Chad McDougal 
Pat Garrett Realtors 
Lubbock, TX 

Don Moriarty 
Classic Texas Properties, Inc 
Round Rock, TX 

Larry Perez 
Realvest Property  
   Management 
Pearland, TX 

Richard  Rupp 
RE/MAX North - San Antonio 
San Antonio, TX 

Continued on page 30 "Growth"
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FEATURE Article
D E E P  D I V E  I N T O  I N D U S T R Y  N E W S  A N D  T O P I C S  R E L E V A N T  T O  N A R P M ® M E M B E R S

Property management runs on two things 
simultaneously, and I don't think that's ever going to 
change. You need data fluency, and you need  
people fluency. 

The good news is that most of us have gotten 
genuinely better at the data side. We have the tech 
now to record, track, and analyze data like we 
couldn't have imagined 15 years ago. But there's risk 
when we lean so heavily into numbers that we let 
people fluency atrophy or disappear.  

Pan out to the true big picture, and that's kind 
of the risk of modern life, right? We have a digital 
universe to solve a range of problems, but  
complete absorption in screens carries huge  
relational costs.	  

Think about today's screen-time addictions and 
what this is doing to society. And no, I'm not exempt 
either. Screens grab my attention, too! But I know at 
my core that human relationships are the backbone 
of a healthy existence, whether that's in a business or 
personal setting. 

That's why I think it's important to think about too 
much screen reliance through the lens of property 
management. If we manage based entirely on data 
fluency, we can think we're being smart when we're 
actually creating a business liability by overlooking 
people fluency. 

WHAT THE SYSTEM RECORDS AND WHAT IT 
UNDERSTANDS ARE TWO DIFFERENT THINGS 

Think about your system showing a tenant 14 
days past due. She called your office last week. Her 
husband was hospitalized unexpectedly. She's been 
a model tenant for five years, never late, never a 
complaint, and she's asking for two more weeks 
while the insurance situation gets sorted out. 

The data captures the fact. A person with 
experience and genuine familiarity with the people 
behind that fact captures the context. The software 
records what happened. Understanding what to do 
about it still requires a person who must be trained 
on your values and contextual considerations. 

When the software doesn't 
tell the whole story 

METRICS TELL YOU WHAT. VALUES TELL YOU WHAT 
TO DO ABOUT IT

If you're the kind of manager who runs a tight 
operation, who knows your numbers and holds your 
team accountable to measurable outcomes, good. 
That takes discipline to build. But a team that's 
highly trained on metrics and loosely guided by 
values will follow the data right into a relationship 
problem they never saw coming.  

You can't have one without the other. Values 
without metrics lead you into poor business 
decisions. Metrics without values lead to relationship 
problems that will erode your business over time. 
The key to any software or data upgrade is being 
equally vigilant about what values will guide its use. 

So here's what I'd ask you to sit with: What do 
you actually believe about the people you serve? Do 
you believe tenants deserve the benefit of the doubt 
until they've proven otherwise? Do you believe an 
owner relationship is a partnership or a transaction? 
Do you believe your team should exercise judgment 
or follow protocol? 

There are no universally right answers. But if your 
team answers those questions five different ways, 
your metrics are running the business and your 
values aren’t clear enough.

 
THIS ISN'T JUST A PROPERTY MANAGEMENT 
PROBLEM 

Across every industry, as automation takes over 
more of the daily work, the human skills that used 
to get exercised constantly are getting exercised 
less, like relationship building, reading a room, and 
knowing when to push and when to give someone 
grace. These are the skills that determine whether 
a business survives a difficult season or loses its best 
clients and can't figure out why. 

And in property management, the stakes are 
unusually personal. You're managing people's homes 
and their investments. The relationship is never 
purely transactional, even when it looks like it is  
on paper. 

The only way to keep those skills sharp is to 

Anne Lackey is the 
co-founder of HireSmart 
Virtual Employees, 
hiresmartvirtualemployees.
com, a full-service HR firm 
helping others recruit, hire & 
train top global talent. She 
has coached and trained 
hundreds of people in the 
U.S. and Canada in creating 
successful businesses to be 
more profitable and to create 
the lifestyle they desire. She 
can be reached at anne@
hiresmartvirtualemployees.com 
or at meetwithanne.com. 
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exercise them regularly, and your team can't exercise them unless 
values are part of your ongoing conversations. This means informal 
talks when the moment presents itself, but also building value 
discussions into your team’s schedule.  

If you think about it, your core values are the company’s 
identity. And it’s what can't be assigned a numeric value. No 
metric can adequately score this part of you, but this aspect is, 
in every real sense, invaluable. You can replace software and 
upgrade systems, but you can't manufacture a culture of people 
who know instinctively what the company stands for and act on it 
without being told. 

Instead of telling your team what the company believes, ask 
them to articulate it. Have staff members describe in their own 
words what they think drives the decisions you make together, 
where they feel the tension between what the metrics say and 
what feels right, and where they've had to choose between 
following the process and doing what they knew was the right 
thing for the person on the other end of it. 

Those conversations are where your culture actually gets built.  

SKILLS YOU STOP PRACTICING ARE SKILLS YOU LOSE 
Think about that language class you studied in high school but 

never kept up with. The vocabulary that was once automatic 
at test time starts to require effort. The loss is gradual and often 
invisible until you actually need the skill and discover it's not quite 
there. That's what happens when automation takes over too much 

of the human work in business. You have to guard against this, and 
that starts with real talks about what matters. 

So, fundamentally, the question worth asking about any 
platform or automation isn't just whether it saves time. You 
need to know if it frees your team for more meaningful human 
interaction, or whether it replaces the interaction entirely. Those 
are very different outcomes, and the difference compounds in 
ways that aren’t going to show up in standard metrics. 

A practical place to start is an honest audit, not based on what 
your tools promised, but on what they've actually changed. Which 
conversations used to happen by phone or live interaction that 
no longer do? Where does your team rely on the system because 
they don't feel confident overriding it? Which decisions are now 
automated that once required explanation or judgment? Where 
has automation created capacity, and how is that capacity actually 
being used? 

Those questions don't have comfortable answers in most 
operations. That's the point.	Smart business in this digital age 
means recognizing that data fluency and people fluency have 
to develop together. Your data tells you what's happening. Your 
core values determine what you do about it. Both require your 
constant attention. 

Don't let that judgment quietly atrophy while everything still 
looks fine on the screen. Have that values conversation — and 
keep having it. 

Continued from previous page



26   |  April 2026 Issue  |  Volume 37  |  Number 4



April 2026 Issue  |  Volume 37  |  Number 4  |   27

FEATURE Article
D E E P  D I V E  I N T O  I N D U S T R Y  N E W S  A N D  T O P I C S  R E L E V A N T  T O  N A R P M ® M E M B E R S

With spring and warmer weather on the horizon, 
it’s time to inspect your properties for damage caused 
by rain, snow, wind and ice, and prepare for the 
summer heat. To get you started, here is a list of spring 
maintenance tasks to consider this season. 

EXTERIOR TASKS 
Landscaping: As spring rental season warms up, 

it’s important to take a fresh look at your curb appeal. 
Inspect the landscaping to determine what needs 
freshening up for the year — your trees, shrubs, and 
flower beds will thank you. 

Power washing: Power washing decks, steps and 
sidewalks can make a world of difference for a home. 
Not only will you keep them looking new, but this may 
also uncover potential issues caused by winter weather.  

Painting: A fresh coat of paint can work wonders! 
Whether you paint the entire property or spruce up 
a few areas, this will give your community an instant 
glow-up. 

Cleaning gutters: Debris such as leaves, branches, 
and grime can take a toll on roofing materials and may 
even cause gutters to leak or rip off. Regular gutter 
cleaning keeps water draining properly, protecting your 
property and your peace of mind. 

Maintaining your A/C: Air conditioner issues are 
the last thing you and your residents want to deal 
with when the weather warms up. Inspect HVAC 
equipment to ensure panels, pipe insulation, and 
outdoor coils are intact and functioning properly.  

Replacing damaged screens: Conduct a full 
inspection of window and sliding door screens to 
check for condition and plan necessary replacements. 
Holes and tears make it easier for unwanted pests to 
gain access to your buildings and potentially cause 
bigger problems. 

Re-caulking: Caulk on windows and doors can 
wear and shrink during the winter months. That’s why 
it’s important to inspect these areas — possibly while 
conducting your screen inspection — and re-caulk 
as needed to prevent air leaks and improve energy 
efficiency. 

Checking exposed wood: Examine exposed wood 
on porches, decks, doors and windows for rot, damage 

Spring maintenance tasks 
for single-family dwellings

Vanessa Perry is a 
Content Developer for 
London Computer Systems, 
a developer of business-
critical technologies. 
The company’s flagship 
product, Rent Manager 
property management 
software, incorporates 
robust AI features, advanced 
accounting, maintenance and 
CRM systems; customizable 
residential portfolio tools; 
integrations with the 
industry’s leading PropTech 
providers; and much more. 

from freeze-thaw cycles, etc., and make repairs now to 
help eliminate future issues.  

Repairing damaged lighting: As the weather gets 
warmer, residents will spend more time outside. Make 
sure all outdoor lighting works properly so everyone 
feels secure at your properties at night. 

INTERIOR TASKS 
Controlling pests: It’s inevitable — as temperatures 

climb, pests will come. Be proactive by asking residents 
to check for signs of ants, wasps, spiders and rodents, 
then treat as needed. Everyone will be glad you did! 

Plumbing: Temperature changes can cause pipe 
and faucet leaks as well as blockages. Now is the time 
to run some basic tests to ensure plumbing systems 
are working properly. Inspect each property’s faucets, 
pipes, sump pump, irrigation system and patio drains 
for signs of trouble and schedule repairs right away.  

Draining water heaters: During winter, mineral 
sediment can accumulate in hot water tanks. Draining 
those deposits can help water heaters last longer while 
giving you the opportunity to check tank health and 
double-check temperature gauge settings. 

Replacing batteries in detectors: If your homes 
feature battery-powered smoke and carbon monoxide 
detectors, prompt renters and maintenance teams to 
change the batteries. Spring is also an ideal time to test 
detectors to confirm they are working properly.  

Changing filters: Regularly replacing furnace and 
A/C filters protects your residents from countless air 
pollutants and optimizes HVAC system efficiency. This 
is another important reminder to communicate to 
residents and maintenance teams. 

Inspecting dryer vent systems: Checking dryer 
vents may seem like a simple task, but it’s necessary 
and often overlooked. When ducts, hoses and vents 
are congested with lint buildup, dryers can overheat, 
leading to a fire. Don’t skip this maintenance essential! 

Managing these tasks now helps you stay ahead 
of issues, control costs, and keep your properties 
performing at their best. We hope this checklist makes 
it easier to head into spring feeling prepared!   
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Most business owners eventually reach one of two 
natural endpoints. 

They either hit the number they need to retire and 
move on, or they simply know — without a doubt — 
that it’s time. Sometimes that realization comes from 
burnout, personal or family changes, health concerns 
or just waking up one morning feeling ready for a  
new chapter. 

The holiday season and the end of another year 
have a way of bringing these thoughts to the surface. As 
the year winds down, you reflect on what’s working, 
what isn’t, and what you want for the future. 

If the idea of selling your business has crossed your 
mind more than once, it might be time to dig in, and 
here are a few things worth thinking through. 

START WITH YOUR “WHY.” 
There’s a world of difference between having 

a rough month and being truly ready to exit. Any 
reason is valid as long as you’re clear about it. Maybe 
profitability isn’t what it once was. Maybe the industry 
has shifted, and you’re no longer energized by the day-
to-day. Maybe you’re simply ready for something new. 

Getting honest about your motivation is the 
most important step. It shouldn’t be impulsive, and 
your “why” will influence every choice you make 
throughout the planning and negotiation process. 

THE SALE PRICE MATTERS, BUT IT ISN’T 
EVERYTHING. 

For some owners, hitting a specific financial target is 
what triggers the decision to sell. If that’s the case, your 
advisors can help you start mapping it out: 

•	 Your financial planner can help you determine 
how much you need to fund retirement or your 
next life chapter. 

•	 Your accountant can walk you through the tax 
strategy — whether a lump sum, installments or 
another structure makes the most sense. 

What your team generally can’t do is tell you what 
your business will command on the open market. They 
can provide revenue and profitability snapshots, but 

When is the right time to 
get out of your business? 
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predicting buyer behavior is a different skill set entirely, 
and this differs drastically between industries. 

KNOW WHAT YOUR BUSINESS IS ACTUALLY WORTH. 
That’s where an industry-specific business 

broker comes in. A qualified broker can provide a 
confidential, complimentary opinion of value based on 
your financials, comparable sales, market conditions, 
and current buyer demand. 

You’ll walk away with: 
•	 A realistic range of expected sale prices 
•	 A sense of how your company stacks up against 

recent transactions 
•	 Insight into what buyers in today’s market are 

prioritizing 

It’s information your internal team simply can’t 
replicate. 

SIT WITH THE NUMBER — AND TALK IT OUT. 
Once you understand what your business is likely 

worth, take some time to reflect. The holidays are a 
perfect backdrop for deeper conversations with your 
family about what life after ownership might look like. 

If the valuation wasn’t what you hoped, this is an 
opportunity to talk about next steps — improvements 
that could get you closer to your target or a plan for 
when you might revisit the idea. 

If the timing feels right, the value becomes helpful 
context rather than the deciding factor. At that point, 
you’re choosing a life change, not just a number. 

THINKING AHEAD? 
Even if you’re not ready to make a move today, 

understanding your reasons and your current market 
value gives you a solid foundation. Whether you’re 
planning ahead or preparing for an exit in the near 
future, clarity now can set you up for the right  
decision later.  
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Ashley Salazar 
43 Realty LLC 
San Antonio, TX 

Gregory Shannon 
Shannon Property  
   Management 
Houston, TX 

Rio Tovar 
Property Professionals, Inc. 
New Braunfels, TX 

Lori  Wells 
Real Property  
   Management Prest 
Seabrook, TX 

UTAH 
Logan Zylstra 
Lineage Property Management 
Salt Lake City, UT  

VIRGINIA
Dana Boyle 
Allegiance Property  
   Management 
Alexandria, VA 

Kayla Brooks 
Allegiance Property  
   Management 
Alexandria, VA 

Sal Burgos 
Allegiance Property  
   Management 
Alexandria, VA 

Shaneisha Ferdinand 
Black Lion Realty LLC 
Newport News, VA 

Continued from page 23 "Growth"

The Professional Development Committee now approves  
Designation Packets monthly. 
•	 Please submit your packet by the 15th of each month to be approved.

***There is a new upload system available to submit your designation / 
certification documents. To receive instructions to upload your documents 
to the new upload system, please email: designationinfo@narpm.org

A designation is what sets you apart from your competition.  

Be #NARPMSmart 
The power that comes with increased 

knowledge and confidence is tangible. It’s 
what sets you apart from your competition. 
Professional designations from NARPM® 
have an impact on your company and your 
clients and the results translate directly to 
the bottom line. Add the credibility of our 
professional designations to your name and to 
your company name!

NARPM® designations* are earned with 
a combination of property management 
experience, NARPM® and industry education, 
and service to the association through volunteer 

activities. You may have taken clock-hour courses to maintain 
your license. Imagine the gains when the courses are 
specifically focused on what you do as a property manager 
and are being taught by a property management professional. 
Take it one step further and envision networking with other 
experienced property managers from across the country. 
Earning your NARPM® designation will bring a whole new 
dimension to your daily tasks.  

Many of you have already started the designation 
process, and some of you have all the necessary 
items to complete your designation. You just have to 
send them in. What’s stopping you?

!Designees approved at the February 2025
Professional Development Committee meeting:

Alex Zweydoff, Master Property Manager (MPM®) RMP® 
Home Rental Depot  

St. Cloud, Florida

Courtney Parks, Master Property Manager (MPM®) RMP® 
Allegiance Property Management  

Alexandria, Virginia

Teresa Baird, Residential Management Professional (RMP®) 
Steele Property Management  

Raleigh, North Carolina

Join the other 1,000+ NARPM Members who  
have earned their designations or certifications.

Contact designationinfo@narpm.org  
for more information.

WASHINGTON 
Stacey S. Salyer 
Salyer Holding Group 
Bellingham, WA

WISCONSIN 
Desiree Sowell 
Sowell Realty Group 
Beloit, WI  
 

AFFILIATE MEMBERS  

CALIFORNIA 
Colleen Hart 
SES Risk Solutions 
Irvine, CA 

Max Porter 
Goldbridge 
Pacifica, CA  

FLORIDA 
Aaron Cooper 
Resident Inspect 
Jacksonville, FL 

Michael Thomas 
Rentvine 
Estero, FL 

GEORGIA 
Scott Anderson 
RentSmart 
Martinez, GA 

KENTUCKY 
Jason Simpson 
Seek Now 
Louisville, KY 

NORTH CAROLINA 
Andy Carson 
City National Bank 
Matthews, NC 

TEXAS 
Scott Armstrong 
Encore Bank 
Grapevine, TX

VIRGINIA 
Jill Gayle 
Rylo Finance 
Midlothian, VA 

Freddy Rambay 
Map Communications, Inc.
Chesapeake, VA   



April 2026 Issue  |  Volume 37  |  Number 4  |   31



32   |  April 2026 Issue  |  Volume 37  |  Number 4

Mark Your 
Calendar! 

NARPM®

1403 Greenbrier Parkway, Suite 150
Chesapeake, VA 23320

TM

TM

Mark Your 
Calendar! 

NARPM®

1403 Greenbrier Parkway, Suite 150
Chesapeake, VA 23320

TM

TM


