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KEEPING UP
WITH THE TIMES

AIRBNB

With more than I .2 million listings in 190 countries, chances
arc you've heard of Airbnh, hut what are the ramifications
for property managers? "Residential Managers Police Airhnb
Guests" (p32) interviews an Airbnl) owner and outlines the
potential risks and pitfalls of short-term rentals.

IREM REME AWARDS

The first -ever finalists for the IREM REME Awarcls-a
unique and prominent opportunity for individuals and
businesses to he recognized through exposure to the industry,
peers, the media and the pulilic-have been announced! Be
sure to turn to (p38) to check them out!

BLAIRE MORELAND, YOUNGEST CPM
litsidc the life of a cofi'ec-ackli('t and Millennial crusader, and
how she is setting out to change the world. You can read her
story in "Youngest Cpm: 'IREM Is My Work Life" (p44).
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newsflash / buzz

AND
BOTTOM STATES
FOR LEED BY
CERTIFICATION
LEVEL AND
SPACE TYPE
ECOBUILDING PULSE, 06/16/15,
GLOEDE

Examining LEED certification density
around the country using the most
recent U.S. Green Building Council's
real-time state market briefs shows
that most of the country is engaged
in building LEED-certified buildings.

> STATES WITH THE HIGHEST
NUMBER OF LEED PLATINUM
BUILDINGS INCLUDE OREGON,
MONTANA AND KANSAS.

>> States with the highest number
of projects with Gold certification
include Oregon, Wyoming, Rhode
Island, Massachusetts, Hawaii, Col-
orado, Utah, Maryland and Wash-
ington.

> CALIFORNIA has the largest num-
ber of LEED-certified office and
mixed -use space projects, followed
by TEXAS AND NEW YORK.

>> California also has the largest
number of LEED certified education
buildings followed by New York,
Texas, Pennsylvania and Florida.

> CALIFORNIA, with the largest
number of LEED-certified buildings
overall, also has the largest number
of LEED-certified retail buildings,
followed by FLORIDA, NEW YORK,
TEXAS, NEW JERSEY AND OHIO.

WAYS TO RETAIN RESIDENTS
WITH NEW TECHNOLOGY
PROPERTY MANAGEMENT INSIDER, 07/21/15, BLACK WELL

Scott Matthews, director of strategic accounts for the Home Depot retail chain,
said new and emerging technology that enables apartment owners, managers and
residents to have complete control of the units and property all from the palms of
their hands is making a difference in the multifamily housing sector. He gave five
examples of the latest technology that can help boost the appeal of apartments,
starting with therrnostat i hat can be controlled from Smartphones
and tablets. Many are capable of helping to save apartments up to $180 a year in
energy costs. "For an apartment community, that's a huge dollar amount to be
able to pull hack mto the bottom line," Matthews said. The second innovation he
listed is Lab' ,which is a newer technology that is gaining
steam. Bluetooth-enabled deadbolts enable apartment residents and maintenance
staffers to more easily enter and secure a rental unit using a phone or the fob, just
by touching the lock.

Third, gent irrjgonco11 managed by iOS or Android devic-
es allow remote system access any time. Cloud -based software manages the apart-
ment community's sprinkler system using weather data to create custom schedules
that can save as much as 15 percent on water usage. The fourth innovation that
Matthews said is An eight -channel
surveillance system with cameras typically runs about $400 per unit. Finally.

such as water -saver toilets to low -flow faucets to
LED light bulbs are proving to be big sellers among apartment professionals look-
ing to improve their properties. Matthews said, "If you can go to the resident and
say you have water -saver toilets and LED bulbs, that's going to make a difference
in the resident's pocketbook, and that really resonates well with them."
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:: buzz / newsflash

I

DON'T GO IT ALONE
WHEN RETROFITTING
ENERGY MANAGER TODAY,

07/16/15, MEACHAM

V
1

Building owners embarking on an energy
upgrade have more data and choices than
ever before on everything from power me-
ters to HVAC systems to lighting systems.
But in this time of rapid advancements, the dilemma is that
building owners and operators can neither vet every new
technology solution themselves, nor can they risk the con-
sequences of choosing a vendor that does not meet their
needs. What many need is a neutral, unbiased adviser with
a thorough understanding of the market who can help guide
high-level discussions about retrofitting goals, budget and
prioritization. Such an expert can help landlords and their
management staff with the process of implementation, tun-
ing and maintenance by capturing life -cycle costs/benefits,
planning the retrofit, addressing data platform questions and

I

writing the request for proposal.
Additionally, an expert can normalize bids, take the work

flow into account and be there for post -occupancy support.
With regard to this last responsibility, an energy perfor-
mance advisor can be instrumental in helping to train oper-
ators and occupants on the specifics of the newly retrofitted
building, carrying all concerned through that first critical
year of occupancy. Particularly important during this period
is ensuring that all warranty issues are captured within the
warranty period, ensuring building owners don't have to pay
twice to get the performance they need. Finally, retraining
throughout that first year for building owners and managers
will ensure the investments in new tools, technologies and
workflows last.

AN EXPERT CAN HELP LANDLORDS AND THEIR MANAGEMENT STAFF
WITH THE PROCESS OF IMPLEMENTATION, TUNING AND MAINTENANCE
BY CAPTURING LIFE -CYCLE COSTS/BENEFITS, PLANNING THE RETROFITP
ADDRESSING DATA PLATFORM QUESTIONS AND WRITING THE RE-
QUEST FOR PROPOSAL.
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FIVE TIPS TO KEEP ACOUSTICS
IN CHECK
BUILDiNGS, 07/02/15

-

AcoLislics experts offer live ups to keep commercial building

interis_qet-Experty building owners and managers should do their
best t6p ceiling tiles in place)ecausc removing them can reduce sound -damp-
ening capbilties-T-hosehfl1d[ords who are looking for a greener option to keep
sound in check should consider tiles made from recycled or recyclable materials. It
is also important to plan ahead during layout changes in order to ensure acoustical
trouble spots are not incorporated and to find strategies to minimize any issues that

could to are available that can help property managers pre-

dict acoustical troub strategies to mitigate the issue.
Experts say thafce canopies or bcan be a great solution in the work-

place when trying to contilR5itions and sound reflections. As open plenum
or exposed space becomes increasingly common in green buildings, these and oth-

er floating options can help in keeping noise to a minimum while providing visual
flair for your environment. On a similar not , walls c ii help to improve acoustical
privacy within a building. It is important to chosè the right type and size of wall.
Acoustics experts suggest that lacility owners and operators encourage occupants

to play a role i kgiherworkspacsnpie pleasant. This means encouraging
workers to ak more softly whcn on the ph reduce their telephone ring vol-

umes and othoirnonsens stiggtions that can reduce the amount of noise

complaints.

S OUNDBITE S
Never mistake motion for

action."

-ERNEST HEMINGWAY

"Time is the most valuable coin in
your life. You and you alone will
determine how that coin will be
spent. Be careful that you do not
let other people spend it for you."

-CARL SANDBURG

is not final; failure
is not fatal: It is the courage to
continue that counts."

-WINSTON S. CHURCHILL

idExceLlence is an art won by
training and habituation. We do
not act rightly because we have
virtue or excellence, but we
rather have those because we
have acted rightly. We are what
we repeatedly do. Excellence,
then, is not an act but a habit."

-ARISTOTLE

"Action is the foundational key to
all success."

PABLO PICASSC)

"While one person hesitates
because he feels inferior, the
other is busy making mistakes
and becoming superior."

-HENRY C. LINK

IREM.ORG/JPM JpIfl. / 5
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_MOST
IMPORTANT ISSUES IN
ASSOCIATION_MANAGEMENT
COMMUNICATION
Communication with the board and
owners is very important while run -
fling HOAs. Most boards publish a monthly
or quarterly newsletter, which can also be used as
a record of communication on legal issues. Good
newsletter topics range anywhere from pool or of-
fice hours to upcoming board meeting dates. Be-
tween board meetings, managers must keep the
board abreast of important issues. A weekly Mon-
day update to the board chair or representative
will keep the board updated.

Each property has its own set of rules and reg-
ulations and master deed. Be aware of the city
or town, state, and federal regulations that also
govern the management of the property. These
documents pretty much spell out all of the situ-
ations that come up in HOA management. It is
a good idea to check your state licensing require-
ments before you take on a property-many states
such as Colorado and Florida now require special
manager licensing. When a new owner joins the
association, they must be given copies of the prop-
erty document so they can understand property
operations. To ensure they received these docu-
ments, require the closing attorney to obtain the
new owner's receipt signature and make this re-
cord part of thc closing documentation.

Managers must send a monthly financial report
to the board. Budgets including a reserve fund for
emergencies should be completed and approved
by the association before the start of a new year. If
the property does not have reserve funds, explain
the pros and cons. Budgeting for a reserve fund is

easier on the owners than special assessing each
owner when an emergency maintenance situation
arises. In most cases, monthly payments are com-
pleted with an ACH collection system of debiting
the owner's account each month. All owners must
keep their fee accounts up to date. If an owner
becomes delinquent, the manager must inform
the board of collections and implement legal ac-
tion immediately. Most states have limits on how
many months associations can recover. The rule
of thumb is that two months delinquent starts the
automatic legal process for recovery.

Certain maintenance must be done during each
owner's holding period, and the owner must pay
for repairs if the work is only concerning their
unit. The documents will outline what is own-
er -included in the unit and what is included in
the association's part of the property. Keep to the
documents on this issue at all times, as repairs
can be costly, and the association cannot ever be
responsible for owner repair bills. Owners must
also realize that if someone or something in their
unit causes damage to their neighbor, they and!
or their insurance company is responsible. There-
fore, it is a good idea to maintain office copies of
all insurance policies of units.

Since uiaiiagcrs work for the association and not
the individual unit owner, transparency is key.
Managers manage daily operations but cannot be
an owner's leasing agent. Once an owner realizes
the manager is a professional keeper of the records
and manager of operations for the owner's benefit.
the association operations will run smoothly.
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income/expense lab / buzz ::

HIGHEST & LOWEST
TOTAL ALL EXPENSES (TAE)
CONVENTIONAL APARTMENTS
GARDEN STYLE

$3.51

Lowest TAE Highest TAE
Metro TAE Sample Metro TAE Sample

Size Size

Evansville, nd. $2.92 10 Boston $7.68 14

Indianapolis $2.99 39 New Jersey Northern, N.J. $7.83 10

South Bend/Ft Wayne, md. $3.30 27 San Jose, Calif. $8.17 16

Minneapolis $3.51 27 Oakland, Calif. $8.30 13

Atlanta $4.09 71 San Francisco $9.66 10

TAE = Total AU Expenses for Garden conventional Apartments
Minimum Sample of 10 properties
In Median Dollars per Square Foot of Rentable Area
Beside garden apartments high rise, low rise 12-24 units, and low rise 25+ units property types are available in Metro, Regional and National
reports.
Data from the 2015 Income/Expense Analysis: Conventional Apartments book

AFIND MUCH MORE VALUABLE INFORMATION LIKE THIS IN THE FULL LINE OF INCOME/EXPENSE ANALYSIS®
PRODUCTS, WHICH INCLUDES PRINT BOOKS, EBOOKS AND CUSTOMIZABLE ONLINE LABS. LEARN MORE AT

1/E

WWW.IREM.ORG/INCOMEEXPENSE.
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CYBERSECURITY
IS A MAJOR ISSUE IN
MANY INDUSTRIES THESE
DAYS: particularly in
financial services, defense,
medicine, journalism and
social media. It's also an
issue in commercial real
estate, but not many people
in the industry are aware
of the hazards involved in a
cybersecurity breach.

Property managers, in particular, tend to be uninformed of
this issue. They remain so at their peril.

Recent high -profile hacks of corporations such as Home
Depot,JP Morgan Chase and Target have raised awareness
of cybersecurity issues among real estate professionals. Still,

as an industry, property management needs to broaden its
knowledge and up its game when it comes to protecting data.

PROTECT YOUR RESIDENTS' P11

It could come as a surprise to some property managers, when
they consider the situation, how much vulnerable data they
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have control of. Not only do they have various accounting
functions and maintenance histories on file: They also, typ-
ically, have an extraordinary amount of personally identifi-
able information (P11) on their tenants-especially if they're
managing a residential property. A resourceful hacker could
use a property manager's database to steal identities, commit
extortion and destroy reputations.

Paul Kastes, CPM, LCAM, who heads Principals Man-
agement Group in St. Petersburg, Fla., reported that the
issues a property manager will face, with regard to cyber-
security, will depend largely on the size of the portfolio, thc
number and type of tenants involved and the methods of
data storage. Bigger management companies run bigger cy-
berrisks; the vast majority of smaller companies, he said, arc
still on paper or use a combination of computers and paper.

"In the field," he said, "the biggest issue is protecting the
information that we kcep on residents and potential residents.
We have Social Security numbers on these folks: That's valu-
able to people who want to steal it. If you get a person's social,
you can do just about anything. You have their name, ad-
dress, where they used to live and their driver's license num-
bers: you can be another person in five minutes. Protection
of the residents' Personally Identifiable Information (P11) is a
huge concern.

"You have to hire the right people, to ensure that the infor-
mation is protected. Many people in our industry aren't com-
puter savvy. They need to know that if you open the wrong
e-mail you could be in trouble. As we go on, with increased
reliance on internet and computers, this issue will get worse,
and your firewalls are only as good as your people. You have
to monitor and supervise them."

Background checks on your employees are a must, Kastes
said, but managers still have to be constantly vigilant, be-
cause the greatest threat comes from within the company.

"That threat is less for a smaller company that has a so-
phisticated IT department," he pointed out. "For a smaller
manager it comes down to supervision and staffing."

DATA AT REST ARE DATA AT RISK
"Identity theft is the big issue," said David Lingenfelter, In-
formation Security Officer at Fiberlink, an IBM company.
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INSURERS OFFER
HELP IN FIGHTING
CYBERCRIME
Insurance companies hate to pay-so they're helping
real estate owners and managers to protect them-
selves from cybersecurity breaches. According to Kev-
in Smith, CPCU, ARM, vice president of the real estate
division at The Graham Company (a Philadelphia -based

insurance broker), property/casualty insurance policies
were never intended to provide coverage for liability
and first -party notification expenses resulting from the
disclosure of personally identifiable or confidential cor-
porate information. In fact, he said, insurance carriers
have started adding exclusionary endorsements to en-
sure that their policy language doesn't provide cover-
age for these potential claims. In response to the gap in
coverage, insurance companies have developed cyber
liability policies. However, he warned, many off -the -
shelf cyber policies don't fully protect the client.

'Some cyber policies don't provide coverage for
breaches of protected information in paper files, or
claims brought by government or regulators, or if a

commercial property company fails to encrypt data," he
warned.

"We can cover breach or loss of data whether it's on
a computer or on paper," he said. "What you'd pay for,
say, a million -dollar limit, might be based on the num-
ber of records you have, what protection you have in
place with your security systems and what you have
to ward off breaches. These policies aren't that expen-
sive; we're still learning how to price them. They usu-
ally require some sort of deductible or retention. The
underwriters want to be sure your data is encrypted,
that access policies are in place."

Typically, said Smith, the costs of a breach are asso-
ciated with notification. Liability is rare; seldom does
a breach cause real harm that would incur a judgment
against a property owner.

"But don't overlook additional coverage," he urged.
"Discuss it with your insurance people and your IT peo-
ple to make sure you're protected. You want to protect
your buildings-but you also want to protect your com-
pany from liability in case of data loss."
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bile devices that might be prey for
cybercriminals. According to Nigel

SomerviUe, MBE, MC, managing di-
rector of risk management at Source8
(London), the "Internet of Things" (loT)
has created many new opportunities
for nefarious hackers, and the dan-
gers are growing exponentially.

The connection of physical ob-

jects to the Internet and to each

other through small, embedded sen-
sors, supported by wired and wire-
less technologies, has created an
ecosystem of "ubiquitous comput-
ing," Somerville explained. Universal
connectivity means universal vulner-
ability, and increased threat.

"The loT not only increases the
real estate industry's overaU vulner-
ability to cyber-attack, it also fun-
damentally alters the nature of the
threat," Somerville warned. "It's no
longer restricted to the lone hacker
or the disgruntled student, It includes

'

W1Fifu nded1W1S'
of cybercriminals and terrorists."

The areas of real estate industry
that stand to benefit most from the
loT, Somerville said, are also the most
vulnerable: Building Management
Systems (BMS) and Energy Man-
agement Systems (EMS). These sys-
tems represent the brain and nerves
of modern real estate infrastructure
and will be subject to increased risk
of attack as sensors, systems and
networks become increasingly con-
nected.

"Not only will such networks pres-
ent thousands of potential access
points, but also many of them will be
parts of systems for which security
has never been considered a major
concern before," he said. "Since loT
will play a crucial role in Industrial
Control Systems (ICS), Supervisory
Control and Data Acquisition (SCA-
DA) control systems and Automatic
Identification Systems (AIS), the lack

will represent
a systemic vulnerability to all levels
of modern corporate infrastructure.
On top of that, BMS and EMS sys-
tems also suffer from common basic
weaknesses including poor
word protection, unmonitored acces
points and rudimentary software."

Attacks could therefore direct
ly impact workplaces, individuals
and business operations. Business-
es could be temporarily deprived of
control over their own management
systems, or be locked out completely.

"We can expect to see new forms of
blackmailing and extortion schemes,
such as ransomware for data theft,
smart machines, smart offices or

business BMS," Somerville conclu
ed. "Public power utilities, critical n
tional infrastructure, a city's supply
distribution networks or the banking
system will all become potential ta
gets of attack and may involve rea
estate and infrastructure."

JO SLFH DOBRAN IS A CONTRIBUTING WRITER FOR JPM. IF YOU HAVE QUESTIONS REGARDING THIS ARTICLE OR YOU ARE AN REM
MEMBER INTERESTED IN WRITING FOR JPM, PLEASE E-MAIL MARIANA TOSCAS AT MTOSCAS'ãIREMORG.
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BRITISH EXPLORER, GEORGE MALLORY, WHO DIED ON MT. EVEREST, WAS ASKED:

"Why do you want to climb it?"

His response: "Because its there.'
WHILE IT MIGHT NOT SAY SO ON OUR JOB DESCRIPTIONS, LEADERSHIP IS A PREREQUISITE, ES-

PECIALLY IN OUR INDUSTRY. YOU MIGHT ASK,

How can I learn to be a great leader?
There is no singular source to obtain the skills needed to be a true leader; some people are born with the natural abil-

ity to lead while others struggle to learn to be good leaders through trial and error. Naturally, there are many different
styles of leadership. Leadership is an extremely important part of our role as managers, but this topic is rarely taught in

a classroom. The members of our staff and residents of our buildings look to us for leadership, and this is especially true

during tough times.

I DO NOT PROFESS TO BE AN EXPERT ON LEADERSHIP, BUT I'D LIKE TO SHARE FIVE QUICK
AND EASY 4dSHOTSP OF LEADERSHIP THAT HAVE WORKED FOR ME ALONG THE WAY.

ONE:

*TJl1JAE
"A leader is best when people

barely know he exists, when his
work is done, his aim fulfilled, they

will say: we did it ourselves."
-LAO TZU

InvoLve your employees in the decision making process

- Ask for their opinion and feedback on a policy or
approach before implementing it

Give staff ownership of their problems and solutions

Use praise and rewards lavishly

Make sure you and your team members are constantly
learning-and that includes learning from each other

- Take interest in their advancement or accrual of new
skills, credentials or accomplishments

Take the time to smile and stop to talk with
all of your employees

Let someone new take the lead on a project

TOP FINE
CHOICE 4NQUALITY

SAY SORRY

Listen: Just listen

Treat everyone with respect

- Apologize genuinely for mistakes or misunderstandings

- Taking responsibility diffuses criticism

"Only the guy who isn't rowing has
time to rock the boat."

-JEAN -PAUL SARTRE

14 .um SEP.OcT2o15
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Keep your game face on-learn strategies
for coping with pressure

Prioritization is key-don't lead employees in circles
-attack critical tasks first

- Delegate: Teach staff members everything
you don't need to do yourself

"Leadership is the art of getting
someone else to do something you

want done because he wants to do it."
-DWIGHT D. EISENHOWER

Ii
/

________
SS

________
EST. 1956

MEASURE WHAT YOU MANAGE

"Leaders must encourage their
organizations to dance to forms of

music yet to be heard."
-WARREN BENNIS

Set short- and long-term goals for yourself
and your team every year

- Dont get stuck in a rut of routine-time goes

\ quickly-ensure you are moving forward

SHOOT FOR THE MOON

Lead by example. You must be able to lead yourself to a goal
before you can expect anyone to follow you

The only way to achieve goals is to have the courage to take the first step
Shoot high. Shoot for the moon

Great things can be accomplished through believing in
an idea and carrying it out

"We choose to go to the moon in this decade
and do the other things not because they are

easy but because they are hard."
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Prioritization is key-don't lead employees in circles
-attack critical tasks first
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"Leadership is the art of getting
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want done because he wants to do it."
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THE_ENERGY
DATA
ACCESS
PRQB LEM
In your duties as a real estate man-

ager, you need energy data. First, you
need the data to benchmark energy consumption
to improve operations. Second, governments are
passing benchmarking and disclosure ordinances.
Third, you may need energy data to earn certi-
fications, including ENERGY STAR. The data
fall into two categories: whole -building data and
interval data.

Obtaining whole -building data can be a challenge
in properties with individually metered spac-
es. You could go through the laborious process
of working with each tenant to obtain the data.
For large properties, this approach is impractical.
There's also the lease. While energy clauses are
becoming more common, including these clauses
in renewals could take a while.

What about the utilities? Utilities must follow
rules established by their public utility commis-
sion (PUC). PUC rules may explicitly prohibit
sharing customer data, or they may be ambiguous
on the matter, in which case the utility often de-
cides to be cautious.

In some markets, stakeholders have worked to-
gether to overcome privacy issues. In cities such
as Chicago, Seattle and Philadelphia, the util-
ities provide data and tools to help with bench -
marking. Some provide aggregated, anonymized
whole -building data, where they pooi the energy
data for all of the building's meters. Or they pro-
vide automated data uploads and online letters of
authorization to allow managers to more easily
work with tenants to obtain data.

Aggregated, anonymized whole -building data
transmitted through an automated system direct-

ly into ENERGY STAR Portfolio Manager is the
ideal scenario. In fact, many in the industry be-
lieve that every utility in the country should pro-
vide data in this format. Groups such as the Data
Access and Transparency Alliance (DATA) are
working to make this common.

\Vhat if' you have already benchmarked at a
whole -building level, and you want to improve
your energy management program? You will
eventually need more granular data.

Again, the utility should be your first source.
Many properties have interval meters (also called
"smart" or "pulse" meters). These meters record
energy consumption at regular intervals, typical-
ly every 15 minutes. Properly analyzed, this data
can provide a wealth of insight into trends and
aberrations, resulting in significant cost savings
through energy efficiency.

Though not universal, interval meters are fairly
common. Utilities also need to allow access to the
interval data-far less common. Some have on-
line systems for this purpose. You can work with
a solutions provider to install equipment to access
the meter data, but this can be cost -prohibitive.

"Green Button" is a program initiated by the
federal government that challenges utilities to
provide detailed energy data in a simple, common
format. Utilities are beginning to adopt Green
Button, but it is far from widespread. Mission:da-
ta is an organization working on the adoption of
Green Button, as well as other data standards to
broaden access to energy information.

What can you do to get access to energy data?
First, educate yourself. IREM has a course called
"Using Energy Data to Improve Property Oper-
ations" so that you and your staff can get up to
speed. Next, investigate your data access situa-
tion, and inventory the meters at your property.

Also discuss the issue with your IREM Chapter.
Reach out to the utilities and organizations such
as DATA and Mission:data to advocate for bet-
ter access and tools. Working together with your
IREM colleagues and others in the industry, you
can help solve the energy data access problem.

i(LE1O

o .L

TODD FEIST
(TFE!STØ!REM.ORG)

IS SUSTAINABILITY
PROGRAM MAN-
AGER FOR REM
HEADQUARTERS
IN CHICAGO.
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YARDI Procure to Pay
Simplify processes, cut costs and gain access to over one million

procurement, vendor management and invoice processing platform.

products from leading suppliers with our end -to -end online

YARD! To learn more, call 800.866.1144
or visit www.yardi.com/procuretopay.
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I STOOD AT THE COUNTER OF
A POPULAR STORE INSIDE ONE
OF THE BUSIEST MALLS IN THE
NATION. The clerk was polite, friend-
ly and attentive as she rang up my pur-
chase-when our small talk was rudely
interrupted with a blaring noise.

The sound was obvious and very fa-
miliar. I noticed the clerk never broke
stride; her attention never diverted from
the register as she continued to ring up
my purchase. I looked around the store,
it seemed as though I was the only per-
son concerned that the fire alarm had
been triggered, ringing uninterrupted.

My curiosity got the best of me, so I
had to ask: "Is that the fire alarm?"
She looked up briefly. "I think so."
Me: "Should we do something?"

Her: 'Wo, itprobaby just afalse alarm."

Me: "How would we know the djfference? What [ there was an active shooter in the mall?

Would the alert be the same?"

Her: "Gosh, I don't know. Those are great questions."
After finishing the purchase, I walked out of the mall confirming my long time

concern. We invest in and organize sophisticated security programs. People, tech-
nology, plans and protocols are all very important and effective. But, if we fail to
communicate, we just plain fail.

There are many factors as to why this occurs: the "cry woir' syndrome, sensory
overload and numbness to threats as we selectively assume the best instead of the
worst. Ultimately, the most basic of skills is the most important. Clear and concise
communication is the most fundamental aspect of safety/security response.

When preparing response plans for any environment, make sure your com-
munication platform is clear and concise, and demand the appropriate response.
Communication should be the impetus for an appropriate response. Everyone has
a different role; therefore, you must consider each stakeholder as a link in the com-
munication chain.

In over two decades of law enforcement and private security experiehce, I can
say with full confidence that communication is the most powerful and effective re-
source to mitigate the threat of violence. If you wait until an event to figure it out,
you are too late. .

PAUL PENZONE IS THE DIRECTOR OF PROGRAM DEVELOPMENT SERVICES FOR ABM IN CITY, STATE. PENZONE
SPENT 21 YEARS WITH THE PHOENIX POLICE DEPARTMENT, RETIRING AS A SERGEANT IN 2009. DURING HIS
CAREER. HE WORKED IN TRAINING, GANG ENFORCEMENT, STREET CRIMES, NARCOTICS AND AS A FEDERAL
TASK FORCE AGENT WITH THE DEA.

IREM' Industry Partners
Building Value
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CONDUCT DRILLS, AUDITS
AND REVIEWS TO ESTABLISH
BEST PRACTICES FOR YOUR
ENVIRONMENT.

0
KNOW
YOUR
ROLE.

Everyone
must
understand
and take -
ownership
over their
role in the
response.

STAKEHO
ARE ULTII
RESPONS
THE FACII
SAFETY.

Train all employees in
the appropriate response
options for each alert.

INVEST IN A
NOTIFICATION SYSTEM
THAT INCLUDES VARIED
AND DISTINCT AUDIBLE
ALERTS.

INVEST IN AFire alerts should
REDUNDANT

\\\\
differ considerably
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SCRIPT THE RESPONSE.

Table top each potential event,
then script the short, succinct
verbal alert or visual message.
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FORTUNATELY
Recent labor statistics show th
our industry is in for quite the / FOR US,

THEREshakeup. That is, by 2020, nearly 60 percent
of current industry leaders and executives will be IS A LOT
thinking about retirement. Sure, with a succession I MO RE TO IT.
plan and qualified replacements in place, this is

I

a non -issue. But for companies who have not yet
identified potential leaders within their organiza-
tions or begun to look for leadership talent else-
where, a crunch is coming. Yes, property manage-
ment is experiencing a brain drain and in order to
solve the problem, we must get better at demon-
strating and exhibiting the true appeal of property
management.

As a parucipant in our local IREM Chapter's job
shadow event, I was pleased to mentor a protégée
who hadn't the slightest clue about property man-
agement. In fact, this fellow, a senior in college,
thought that the program was just put on by a
real estate organization and that he would be sit-
ting in on an open house or accompanying me as I
showed houses to prospective buyers. Not only did
he have no idea what property management was,
he later admitted that he thought an apartment
manager was just an old lady with a big key -ring
and a lit cigarette hanging from her lip. Kids say
the darndest things, don't they? Real estate to him
was Donald Trump, Erik Estrada's timeshare info-
mercial and Million Dollar Listing. Fortunately for
us, there is a lot more to it.

It was then that I realized it takes more than out-
reach at local universities to increase the awareness
of our industry. It takes us as managers promoting

ourselves through creative and strategic branding
of our firms and through community involvement
to step outside of the shadow of the brokerage, de-
velopment, investment and finance industries not
just as an alternative but as a thriving field with lots
of excitement, growth and earning potential. But
it takes us individually and collectively represent-
ing ourselves and our industry in a way that makes
someone think, "Hey, I'd like to do that."

Sure, budgets might not be the most exciting
thing on earth, but without professional manage-
ment nothing gets done. Investors can't acquire
commercial real estate without a management
company to introduce improvements, satisfy cus-
tomer concerns, collect rents, outline and execute
on current, short- and long-term goals and strate-
gies. Well, they could, but they wouldn't have many
banks lined up to finance their deal flow.

Our industry is fast paced and exciting. Why not
tell that story? And like finance, investment, bro-
kerage and development, management is also a
professional service. While these other sectors of
the real estate industry are more cyclical, manage-
ment is stable and secure through the economic
ups and downs. We've got a great business and in-
dustry, but our future depends on new talent. So
do your part to educate the public, your custom-
ers and influential minds on the perks of property
management. You never know-you just might
find your successor. .

U.
NICHOLAS DUNLAP,
CPM,

AVANATH.CQM)
IS THE DIRECTOR

OF PROPERTY
MANAGEMENT OF
AVANATH CAPITAL
MANAGEMENT IN
IRVINE, CALIF.
FOLLOW HIM ON
TWITTER:

ICHO LAS DU N LAP.

REAL ESTATE I

MR. DUNLAP
IS ALSO THE
AUTHOR OF
THE BRICK AND

MORTAR PIGGY

BANKS: YOUR

GUIDE TO CREAT-

ING LIFE CHANG-
ING WEALTH
THROUGH REAL
ESTATE INVEST-

MENT (E -BOOK).

AVAILABLE AT

IREMBOOKS.ORG.
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Don't miss the latest
designs in site furnishings.

Upbeat Site Furnishings has been outfitting

the finest properties in the country for more

than 30 years. We proudly offer furnishings with

industry leading design, durability and warranty,

featuring the ANOVA family of products.

For more information on enhancing your

site and public spaces, please contact our direct

sales team at 800.325.3047 or visit our web site

at www.upbeat.com

Upbeat..
Site Furnishings

211 North Lindbergh. St. Louis, MO 63141
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Janitorial & related cleaning services

Contact us today!

855-526-2733

rwkservices. corn
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A Neighborhood Defined
Baltimore is a bustling, diverse city that has
always been defined by its neighborhoods. It
has, in fact, been called a city of neighborhoods-with each
section of the city boasting its own unique personality and
culture. And these neighborhoods continue to evolve.

Case in point: Harbor East. Located at the base of Inter-
state -83 in downtown Baltimore, Harbor East was designed
as a quintessential live, work, play neighborhood. It has a
blend of residential buildings, upscale hotels, restaurants,
Class -A office space, retailers and a waterfront promenade.
One of the neighborhood's defining properties is the Legg
Mason Tower.

Completed in 2009, the building quickly became a central
high-rise in Baltimore, attracting a strong tenant mix and
earning accolades in the building industry. It earned LEED
Silver certification from the U.S. Green Building Council,
and it was one of six developments in the country recognized
by the Urban Land Institute with the WaveMaker Award in
2009.

MAKING A STATEMENT

The Legg Mason Tower is a Class -A office building that
serves as the investment management company Legg Ma-
son's world headquarters. Founded in Baltimore, Legg Ma-

son has remained loyal to its roots by keepings its headquar-
ters in its home city.

However, Legg Mason did not always call this building
home. The firm's former headquarters was in the Transa-
merica Tower in downtown Baltimore. When Legg Mason's
leaders decided to change locations, they wanted a property
that would make statement to its employees, prospective em-
ployees, partners, shareholders and the community at large.
That's when the firm set its sights on the new Harbor East
neighborhood.

"Perhaps the most compelling case for an organization to
relocate its offices to Harbor East is found in a testimonial
given by Jody Clark, the former director of real estate for
Legg Mason," said Tim O'Donald, president of Harbor East
Management Group, which developed the property. "She
said, 'Attracting the best and the brightest employees is a key
driver of our business. We have found that the quality of our
office space directly relates to our employees' enjoyment of
working for our company and to their overall productivity.
To this end, we search for space that incorporates current
design styles, a vibrant live, work and play neighborhood,
and leading -edge technologies, including green initiatives.
Moving to a state-of-the-art LEED-certified building helps
to illustrate to our employees, as well as our partners and
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shareholders, that we have a continued commitment to do
our part in protecting the environment."

A MODERN MARVEL

The 24 -story, 600,000 -square -foot Legg Mason Tower
quickly became an iconic asset in Baltimore's skyline with its
sculptural, sleek tower. The property is also part of a larger
complex that includes a 1,150 -car, five -story underground
garage, the Four Seasons Hotel and the Four Seasons Private
Residences.

Renowned architects HKS/Hill Glazier Studio, in associ-
ation with Beatty Harvey Coco Architects, designed the glass
high-rise. The base of the building is clad with a combination
ofJura limestone and Virginia Mist granite, punctuated by a
glass and steel curtain wall. The tower above is finished in a
panelized curtain wall system utilizing clear low -E coating,
which minimizes the amount of ultraviolet and infrared light
that can pass through glass-thus, improving the windows'
insulation.

The tower design allows tenants to enjoy the outdoors,
while it also highlighting the urban beauty of Baltimore.
With several outdoor spaces-including dining terraces
off the fourth -floor cafeteria and large terraces on the 17t1t

through 24" floors-the Legg Mason tower provides stun-
ning city and harbor views.

GREEN DESIGN

With LEED Silver certification, the building boasts many
impressive green building features. The developer used recy-
clable building materials for nearly 30 percent of the design.
The building is also outfitted with low -flow water fixtures,
which reduce water consumption by more than 20 percent.

Further, the building has an investment in renewable en-
ergy equal to 100 percent of the electrical power consumed
by the structure. The floor -to -ceiling exterior glass curtain
wall system provides natural lighting for 95 percent of all
tenant spaces-further reducing energy consumption build-
ing -wide.

Even the building's elevators are green. Its 10 elevators uti-
lize a high-speed destination dispatch system that can pre-
dict human behavior. This not only reduces the time it takes
for passengers to reach their floors, but it also reduces energy
consumption of the elevator system.

GREAT EXPECTATIONS

"The Legg Mason Tower attracts quality tenants from a
myriad business sectors including financial firms, education-
al Institutions and law firms," said O'Donald.

The building's occupancy is 96 percent. Tenants include
nine office tenants, including theJohns Hopkins Carey Busi-
ness School, OneMain Financial and two retail tenants, Un-
der Armour andJ.Crew.

These reputable tenants have high expectations for the
building. Consequently, the property management team has
to step up their game to meet these expectations. "Best -in -
class design demands best -in -class service," said O'Donald.
"Our dedicated operations team seeks not only to meet, but
to exceed our tenants' expectation of quality and service."

The tower's skilled property management team compris-
es a property manager, an assistant property manager, a
chief engineer and three maintenance engineers. The team
is supported by a director of operations and construction, a
director of engineering and a director of security. They use
contracted vendor partners for frontline security and the jan-
itorial services.

Together, all of the members of the team work together to
anticipate and meet their tenants' needs. "Our presiding phi-
losophy is to always look for a way to say yes," said O'Donald.
"We are continually asking ourselves: Why do we do things
the way we do and is there a better way that serves the tenant
and is a win -win for everyone?"

This philosophy helps the entire management team main-
tain a sense of pride and ownership in the property-and the
Harbor East neighborhood as a whole.

"When we set out to develop Harbor East, we had a vi-
sion to build a neighborhood," said O'Donald. "A neighbor-
hood defined by its vibrancy, safety and aesthetics, as well as
best -in -class businesses and brands. The Legg Mason Tower
stands as a testament to our commitment to develop and op-
erate world -class, mixed -use real estate." .

DIANA MIREL IS A CONTRIBUTING WRITER FOR JPM. IF YOU HAVE QUESTIONS REGARDING THIS ARTICLE OR YOU ARE AN IREM
MEMBER INTERESTED IN WRITING FOR JPM, PLEASE E-MAIL MARIANA TOSCAS AT MTOSCA&ÔIREM.ORG.
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AN EXCLUSIVE INTERVIEW
WITH JAMES E. SCHAFF, CPM® OF
CRITERIA PROPERTIES, AMO

What does a typical day look like at
Criteria Properties?
A I One of the beauties of property management is there is
not necessarily a typical day. Often your plans are spoiled
by tenant issues, problem solving and projects. There is of
course the normal monthly and annual cycles of reporting,
budgeting and project management, but every day is a bit
different. One major difference at Criteria is we do a signif-
icant amount of receiverships, so we have to be very good at
bringing properties on board and troubleshooting problems
quickly.

Describe a positive goal or change
your company underwent, and what
steps you took to get to that point.
A / My wife, Kristin, and I bought the company in 2011. The
company was largely paper driven and lacked current sys-
tems. We have worked very hard to modernize/implement
processes and bring the right team on board to function in
that environment. We have successfully grown revenue by
about 30 percent and reduced headcount by modernizing

systems and getting the right people in place. Managing
change while respecting the achievements of the "old guard"
was a delicate balance.

The key to doing that was in clearly communicating goals
and getting the entire team to buy in. We are about 90 per-
cent there and the cost/benefit of the final 10 percent are
still to be seen. We are pushing our back office pretty hard at
the current level and that will be our next place to invest in
systems.

24 / jpm. , SEP.0CT2015
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How do you predict Criteria Proper-
ties will be different in five years, and
how do you see yourself shaping that
change?
I think that the mobile systems will become more and more
important and all of us will need to implement those in order
to stay competitive. While all property managers strive to
bring value to the table, the speed of business continues to
require immediate access and response.

What sets your company apart from
its competition?
We are a small company that is designed to provide institu-
tional quality management to owners of all sizes. Our only
service is property management, which directly contrasts us
with our larger competitors who also do leasing and sales.
Therefore, we don't have any conflict in short-term fee gen-
eration versus the long-term interest in a healthy property
when helping owners evaluate tenants or investment projects.
I believe we operate more nimbly and responsively than our
larger competitors. Every asset is important to us and owners
can see that.

Describe your central goal, "Think
like an owner," and how it benefits
your clients and company.
Many of our clients are smaller owners and may only hold a
couple of properties. Often we are working on a client's larg-
est assets representing significant portions of their net worth
and they rely on us for specific expertise. Many of our clients
have been with us for over 10 years and we have a deep un-
derstanding of their goals and needs.

Think like an owner is a core value. We look at spending
decisions, investment decisions and tenancy decisions active-
ly knowing that they are vitally important to the long term
value of a property. When we discuss issues around the con-
ference table, the question is often, "What would you do if it
was your money?" As property managers we get comfortable
dealing with large numbers. I believe it is vital to remember
that it's not $10 per square foot, its $150,000 and someone is

WE LOOK AT SPENDING
DECISIONS INVESTMENT
DECISIONS AND TENANCY
DECISIONS ACTIVELY
KNOWING THAT THEY ARE
VITALLY IMPORTANT
TOTHLON r'M
VALUE OF A PROPERTY.

writing a check. When we make a recommendation, we al-
ways are trying to do the right thing for the particular owner.

Give an example where you had to
"Think like an owner."
Last year worked with
vorce who was negotiating a property split. Her husband was
a lifelong real estate investor and was solely responsible for
the business. As part of this we were asked to evaluate op-
tions and valuation as well as give her a recommendation on
how to proceed. The ultimate issues for her revolved around
stability and cash flow.

The client was a novice when it came to real estate, and
very cash flow sensitive. We worked with her to understand
her monthly cash flow needs, the cash flow and debt struc-
tures of each of the properties, and the risks involved. We
were able to help her negotiate a complex set of facts as well
as assist her in planning her strategy on the building she ulti-
mately received.

We worked with the client to develop a plan to fund ade-
quate reserves by explaining the probable needs for capital
expenses that happen on a building as systems age. This will
also allow us to provide a minimum cash flow to meet her
living expenses and eliminate the risk of a need for her to
fund capital expenses for any unexpected needs. While the
building has performed better than expected, the conserva-
tive approach fit with her need to feel secure in her planning
for her life going forward.

There is a delicate balance in getting too involved and un-
derstanding the needs and goals of your clients, but under-
standing those needs and goals is key to long-term success.
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Ethics Goes Global
BY NANCYE KIRK

In an effort to redefine the
role of ethics in the global
real estate market, a coali-
tion of professional bodies
from around the world has
come together to write the
first International Ethics
Standard for real estate pro-
fessionals. IREM, founded on eth-
ical principles more than 80 years ago,
is one of the professional bodies actively
engaged in spearheading this initiative.

Development of the standard is the
objective of the International Ethics
Standard (IES) Coalition. The Coa-
lition is committed to introducing, at
an international level, one shared set
of values reflecting key principles on
which the entire profession can agree
and to which all codes of conduct will
conform. With a trillion dollars of
commercial real estate capital flowing
around the world, it is increasingly im-
portant that professionals manage that
huge capital flow responsibly. Having a
set of universally accepted, consistent
global ethics principles directly under-
pins this.

A founding member of the Coali-
tion, IREM was one of 15 organiza-
tions representing property and related
professional services from around the
world that met at the United Nations in
New York last October to establish the
IES Coalition. Having now grown to
48 real estate professional bodies, the
Coalition represents many thousands
of practitioners working in real estate
sectors across the world united by the
shared belief that business ethics can

play a valuable and more prominent --

role in the global property profession.
"This is a very exciting project which comes at a

time when many professions and sectors are looking closely
at the role ethics plays in developing trust, transparency and greater
confidence in how we conduct business," said IREM President Lori Burger,
CPM. "Global ethics standards have had a proven effect on other professions-most
notably, the global accountancy profession-and could potentially bring many posi-
tive benefits for the real estate profession as well."

Responsibility for the actual writing of the IES has been given over to a standard
setting committee comprising prominent real estate representatives with back-
grounds in real estate and business ethics and experience in different sectors and
markets. Committee members hail from Russia, China, France, U.S., Germany,
Brazil, Japan, Malaysia, Canada and the UK. Among the group are two CPM
Members: Fred Prassas, CPM, of LaCrosse, Wis., and William Pj. McCarthy,
CPM, of Burnaby, BC. Organized earlier this year, the committee has begun
the process by reviewing the many existing ethics codes and identifying common
themes and overlaps across geographies, cultures and business sectors.

Most of the other organizations in the Coalition are like IREM and already
have their own codes of ethics-codes that build on such principles as trustworthi-
ness, integrity and respect while also speaking to their own specific professions. In
light of this, it's reasonable to ask: Will participating organizations be expected to
give up their existing codes of conduct when the new International Ethics Stan-
dard is released?

"Absolutely not," said Joseph Greenblatt, CPM, who serves as a representative of
IREM on the IES Coalition. "IREM's Cod ofEthics is a fundamental part of who
we are. Our code forms the foundation for our crcdentialing programs, is a vital
component of our member value proposition and is embedded in everything that
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we do and stand for.
At the same time, we realize

that the IREM Code is based on established
business norms and customs in the U.S., and, as much as we

have attempted to make it universal, we do not claim a truly global application,"
continued Greenblatt. "We also acknowledge that our code regulates a single dis-
cipline-real estate management-and does not attempt to address all sectors of the
profession as the IES hopes to do."

"The ultimate goal of developing a new international standard," said Green-
blatt, "is not to replace these codes but rather to complement and reinforce them
so as to guide professionals to work in an ethically consistent and transparent way,
irrespective of where in the world they are located and the nature of the work they
are performing."

As the real property profession changes and becomes increasingly international,
issues surrounding professional ethics have generated insightful conversations and
lively debates about whether professional ethics should follow local business prac-
tices and customs-the "When in Rome, do as the Romans do" argument-or be
the same around the world.

IREM's own experience in reviewing and revising its code of ethics to embrace
its growing international membership illustrates the challenges the SSC may face
in tackling this challenge. Earnest attempts have been made to "universalize" the
IREM Code, but the fact remains that, at least for now, different cultures have
different practices that translate into different ethical standards.

Take bribery as an example. "Different cultures have very different views on
bribery," according to Prassas, who has taught for IREM outside of the U.S. "In

onsid-
ofdo-

en as a
d ges-

ture of polite business practice. In other
cultures, tipping and leaving gratuities
is considered a form of unacceptable
bribery. "And where does gift -giving
enter the picture?" asked Prassas. "The
idea behind giving gifts is to express
gratitude and appreciation. But when
does a gift become a bribe?"

This is just one example of the kind
of cultural landmine the SSC will have
to navigate around as it focuses on in-
ternational ethics in the real estate pro-
fession.

Professional associations are not
alone in considering ethics on a glob-
al platform. Multinational companies,
many of which are in the real estate
sector, also are grappling with the is-
sue. In a 2008 article entitled "Eth-
ics Must be Global, Not Local," Bill
George, professor of management
practice at Harvard Business School
and author of 7 Lessons for Leading in
Crisis, True Jforth, and Authentic Lead-
ership, said, "These days the business
world has gone global, which has in-
tensified the ethics debate. To build a
truly great, global business, business
leaders need to adopt a global standard
of ethical practices... the only way to
build a great global company is with a
single global standard of business prac-
tices, vigorously communicated and
rigorously enforced. To sustain their
success, companies must follow the
same standards of business conduct in
Shanghai, Mumbai, Kiev and Riyadh
as in Chicago."

"The bottom line," said George,
"is that good ethics is good business.
There is a direct correlation between
behaving ethically and creating long-
term shareholder value." .

NANCYE KIRK IS CHIEF STRATEGY OFFICER/VICE PRESIDENT OF GLOBAL SERVICES FOR IREM HEADQUARTERS IN CHICAGO.
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NANCYE KIRK IS CHIEF STRATEGY OFFICER/VICE PRESIDENT OF GLOBAL SERVICES FOR IREM HEADQUARTERS IN CHICAGO.
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US Supreme Court Validates Disparate
Impact Claims but with Limits

In a 5-4 split decision the U.S. Supreme Court ruled on June
25, 2015 that the disparate impact housing theory was val-
id under the Fair Housing Act. The case, Texas Department
of Housing and Community Affairs v. Inclusive Communities Project,

involved a non-profit housing organization's claim that state
tax credits were being awarded disproportionately to devel-
opers who own properties in low-income neighborhoods. The
intent of the policy was found to be discriminatory, despite
the lack of intent to discriminate, and the Supreme
Court ruling indicates that this criteria is
sufficient to bring a Fair Housing claim.

In Texas Department of Housing and Com-

munity Affairs v. Inclusive Communities Proj-

ect, Justice Anthony Kennedy voted with TI M E
four other members of the Court to vali-

F IV F
date the disparate impact theory, stating
in the opinion "The Court acknowledges
the Fair Housing Act's continuing role in
moving the Nation toward a more inte-
grated society."

This is the third time in the last five
years that a case involving disparate im-
pact has made it to the highest court in
the land. The first two cases settled out

out a prima facie case of disparate impact." This is to provide
a reasonable safeguard against frivolous lawsuits early in the
process that could abuse the true purpose of the disparate
impact theory and also clog the court system.

Further,Justice Kennedy wrote in the Court's opinion that
even if there is proof of a statistical inequality and causal con-
nection, defendants may have a certain amount of leeway to
use legitimate business practices. If the plaintiff cannot pro-

vide an alternative business practice to be used, courts

IS THE THIRD
IN THE LAST
YEARS THAT

A CASE INVOLVING
DISPARATE
IMPACT HAS

MADE IT TO THE
HIGHEST COURT
IN THE LAND.

of court before oral arguments could be
heard. It was suspected that the settlements came in time to
avoid the Court from hearing arguments because there was
speculation the disparate impact theory would be rejected.

As legal scholars and experts analyze the implications of
this ruling, there are a few things we know right now. Al-
though the Court did rule that the disparate impact theory
is valid, it also put in place certain limitations which could
protect real estate managers and owners.

Injustice Kennedy's majority opinion, he wrote, ". . . a dis-

parate -impact claim that relies on a statistical disparity must
fail if the plaintiff cannot point to a defendant's policy or poi-
icies causing that disparity." In other words, there must be
"causal connection" in order to establish a claim of disparate
impact. Kennedy further elaborates that ". . .if a plaintiff who
fails to allege facts at the pleading stage or produce statistical
evidence demonstrating a causal connection cannot make

should allow t he practice.
In addition, the opinion encourages courts
to sift out frivolous cases early in the pro-
cess. Many factors must exist for a plaintiff
to move forward with their claim of expe-
riencing a disparate impact under the Fair
Housing Act.

IREM opposes policies and practices
which are known to have a disparate impact
on any demographic group defined by race,
religion, national origin, sex, handicap, fa-
milial status, sexual orientation or gender
identity. Additionally, IREM supports the
right to continue a policy or practice, such
as a credit check or background check,
which has or could have a known disparate

impact if there is a legitimate business purpose for the practice
or policy. IREM opposes actions by governments, groups or
individuals which require unreasonable research by IREM
Members into whether practices or policies do indeed have
such a disparate impact.

There is no doubt this Supreme Court ruling will have
widespread implications-some that are presently known and
some we will learn about in the coming months and years. As
experts weigh in on this landmark ruling, IREM Staff will
continue to monitor these developments.

IREM is hosting an education session at the 2015 IREM
Fall Leadership Conference held in October in Salt Lake
City. The session will cover the Supreme Court case, ex-
plaining its implications and how the Court's ruling impacts
you and your everyday business. We hope you can join us in
Salt Lake City! .

BETH WANLESS (BWANLESStaIREM.ORG) 5 SENIOR MANAGER OF GOVERNMENT AFFAIRS FOR REM HEADQUARTERS IN CHICAGO.
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For more than 30 years now,

IREM has had an advisory

board dedicated to the issues, op-

portunities and challenges of Af-

fordable Housing. The IREM Fed-
eral Housing Advisory Board (FHAB)
deals with the Department of Housing
and Urban Development (HUD), U.S.
Department of Agriculture's (USDA)
Rural Housing Service (RHS), Inter-
nal Revenue Service (IRS), Environ-
mental Protection Agency (EPA) and
Occupational Health and Safety Ad-
ministration OHSA) on behalf of the
segment of IREM's membership that
manages more than 40 percent of the
overall inventory of affordable, assist-
ed, insured housing.

The FHAB consists of six IREM
Members who are deeply experienced
in all HUD, RHS and Tax Credit real
estate management. This year's Board
has six members who collectively have
more than 150 years of experience in
the development and operation of as-
sisted housing, both privately held and
public housing. In addition, the 2015
IREM Senior Vice President of Public

Federal Housing
Advisory Board-
IREM's Advocates
for Affordable
Housing
BY GEORGE CARUSO, CPM, 2015 CHAIR OF THE REM

FEDERAL HOUSING ADVISORY BOARD

Policy, Donald Wilkerson, CPM, has been an integral part of the Board. Need-
less to say, there is a wealth of knowledge and experience advocating for IREM
Members.

The Board meets twice annually in Washington with the Rural Housing Service
division of USDA, and with the Housing Division of HUD. The members of the
Board meet with the Deputy Assistant Secretaries, administrators and senior staff
of the two agencies. When rule -making occurs at the IRS, EPA or OSHA that will
iml)act the affordable and assisted portfolios, we meet with those agencies. Indi-
vidual members of the Board and IREM Staff often attend additional meetings or
symposiums with HUD, RHS and the IRS to address specific issues as they arise
either in rule -making or legislative proposals.

In addition to the in -person agency meetings, FHAB also hosts informative we-
binars and holds meetings during the spring Leadership and Legislative Summit
and the IREM Fall Leadership Conference. We encourage you to join us!

Our policy mandate is to advocate for appropriate funding for all existing hous-
ing programs, ensure that we have workable, practical rules, policies and proce-
dures that allow for efficient operation of the 5.5 million units of affordable and
assisted housing nationwide.

The Board issues policy briefs and e-mail blasts to any IREM Member who
works in these areas of housing. If you would like to receive these e -mails, please go
to www.lREM.org to update your profile and check the box indicating you man-
age affordable housing. You will then be added.

The policy environment of affordable and assisted housing is constantly chang-
ing. The IREM Federal Housing Advisory Board is an active participant in the
debate in Washington and addresses all types of policy issues to ensure that the
owners and operators of this most important part of the housing stock's voices are
heard clearly and directly FHAB represents your interests in Washington and we
invite your participation with us to ensure that our voice is heard. .
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SNOW PUSHERS FROM WORKSAVER, NC.
\Vnksaver, Inc. introduced Snow Pushers-the 24 -Series is
engineered to fit Sub -Compact and Compact tractors up to 50
hp. The new snow pushers are available in widths of 5', 6' or 7'
and are offered with either a I" x 6" reversible premium rubber
cutting edge or a 3/8" x 6" reversible alloy steel cutting edge,
allowing the unit to be matched to the job. Adjustable skid
shoes of abrasion resistant steel are standard.

The snow pushers feature CNC formed lO-gauge moldboard
for added strength, a 6" industrial C channel support is built in
and all models are robotically welded for consistent quality and
strength.
To find out more, go to www.worksaver.com.

TENANT TURNER
Tenant Turner is a web -based application that offers property management%f
companies automated pre -qualification, call center services, showing scheduling
and listing syndication to save time and money and place tenants faster. Through
its products, offered as an all -in -one package, property managers can spend
less time on filling properties and focus on current customers and growing the
business. Tenant Turner was founded and is based in Richmond, Va. and has
operations throughout the U.S. The company is Fair Housing Act -compliant and

lena n t Tu r n e r
an affiliate member of the National Association of Residential Property Manag-
ers (NA RPM).
For more information, visit www.tenantturner.com.

FLOOD BUZZTM BLUE
\Vater heaters start to leak after a period of time, and those leaks can cause substan-
tial and expensive water damage. The Flood BuzzTM Blue is specifically designed

, to lit, right in the water heater's drip pan and alert homeowners to small leaks.
The Flood Buzz Blue contains an internal non -serviceable battery and is good

for three years. There is no programming, and installation takes two minutes.
The Flood BuzzTM Blue attaches right to the water heater with the included

double -stick tape. When water comes in contact with the two prongs on the
bottom of the unit, it sounds an up to 110 dB alert that brings attention to

the water heater leak. This gives homeowners time to contact their service
providers to inspect, and possibly replace, the water heater before a disas-
trous burst does damage to the home.
Find out more at www.floodbuzzalarms.com.
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Automatic Changes
Whether swinging or sliding, automatic
doors at entrance vestibules are common-
place. We take them for granted and' walk
right past them-typically without incident.
We rarely even think about them unless they're operating
slowly or something goes wrong. What are the ramifications?
An automatic door poses a personal safety issue for both
building owners and property managers.

Automatic doors are fairly reliable, but when we use them
so much every day, we get used to the subtle changes in their
operation. As with any automated device, they sometimes
go out of adjustment. Located at an entrance, an automat-
ic door is part of the access to and egress from, a building.
This means that the door is also subject to the requirements
mandated by the Americans with Disabilities Act (ADA). Au-
tomatic doors may unexpectedly close too quickly and strike
someone. This may be nothing more than an inconvenience
for younger people, but for the elderly and those with disabil-
ities, the event may knock them off balance, causing them to
fall or get injured.

PROCEED WITH PROCEDURES

Property managers are the first line of defense against poten-
tial automatic door failures. What is your responsibility as a
property owner to reduce the likelihood of a malfunction?
Here are some items to consider:

Automatic entrance doors are initially installed and ad-
justed by an automatic door service provider who is knowl-
edgeable about the door and trained in its operation and
maintenance. As electro-mechanical devices, automatic en-
trance doors require periodic maintenance in order to func-
tion properly. Some of this maintenance can be done by the
property manager. Consult the manufacturer's operation
and maintenance manual for recommended routine pre-
ventive maintenance procedures. Sometimes the automatic
door's electronic sensors go out of adjustment. These are typ-
ically beyond the capabilities of even the most knowledgeable
property manager. Issues like this need to be addressed by
a certified service technician that is familiar with the door
closer's electronics.

DON'T NEGLECT DAILY INSPECTIONS
Automatic doors come with a daily safety checklist, allowing
the property manager to monitor its basic operations. This
checklist is typically found as a yellow sticker on the door
stile. Don't take the checklist for granted, as sometimes daily
checks can be perceived as repetitive, routine and therefore
not rigorously complied with.

In addition to following the safety checklist, report any
abnormal operation of the doors to the manufacturer or au-
thorized service company. Maintain a record of all inspec-
tions. What might seem like a minor change that "can wait
because other things need to get done," may be more serious.
The decision to postpone investigating a subtle change in the
door operation may lead to a malfunction, an injury and a
claim-all of which can potentially be prevented.

In addition to information from the manufacturer, become
familiar with industry standards about your type of automat-
ic door from the American Association of Automatic Door
Manufacturers (AAADM), and the standard for Power op-
erated Pedestrian Doors ANSI/BHMA A156.lO) from the
Builders Hardware Manufacturers Association. .

JULIUS PEREIRA II? (JULIUSPERE!RAd
COMCASINET) IS THE OWNER OF PEREIRA
CONSULTING IN CHADDS FORD, PA.

REM.ORG/JPM jpm 31
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RESIDENTS
HAVE LONG
TAKEN
ADVANTAGE
OF THE
OPPORTUNITY
TO TEMPORARILY
RENT THEIR
HOMES,
condos or apartments to guests to make
a little extra money on the side. That
may earn points for entrepreneurial
flair, but it is creating bigger headaches
for residential property managers.

The Internet has helped to foster
a booming cottage industry of short-
term rentals for both business and lei-
sure travelers on web -based platforms
such as Vacation Rentals by Owner
(VRBO), Airbnb, FlipKey and Ho-
meAway among others. Airbnb in
particular has experienced explosive
growth since it was founded in 2008.
The San Francisco -based firm of-

fers a "community marketplace" that
matches people willing to rent out their
homes, or even a room within their
home, to people from around the globe
looking for alternatives to hotels. The
company's website boasts more than
1.2 million listings in 190 countries.

Patty Malesh is a former university
professor turned Airbnb host. After be-
ing laid off from her 18 -year career in
2014, she decided to invest $15,000 to
turn her townhome into "Castle B," a
boutique rental to supplement her in-
come. Airbnb provides the listing ser-
vice, as well as handling basic logistics
such as taking reservations, managing
security deposits and processing pay-
ments. Airbnb also provides tools, data
and analytics that help owners set rates
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comparable to rates in their area, add-
ed Malesh.

Her European -style townhome is
well -suited to rentals. Malesh lives on
the lower levels of the narrow, sev-
en -story townhome and rents out

rooms in the upper three levels. She
runs it like a B&B with a main floor
office, and an upper level lounge and
guest rooms/suites that are decorat-
ed with local art and have their own
conveniences such as a microwave and
a mini -fridge. She is able to charge as
much as $250 to $275 per night during
the summer high season.

Airbnbs arc increasingly popular in
Boulder, where Malesh estimates there
are some 1,000 different listings in the
area. Airbnbs have a growing fan base,
particularly among a young, tech -sav-
vy generation that is willing to shop
online for lodging that is perhaps val-
ue -priced or presents a unique alterna-
tive to traditional hotel rooms.
big driver for demand in Colorado is
that many Airbnbs are "420 friendly",
meaning that guests are allowed to
smoke marijuana, noted Malesh. Al -

SOME OF THE
OPTIONS THE CITY
IS EXPLORING ARE

REQUIRING A
RENTAL LICENSE

& THEN TAXING
THOSE RENTALS B

20 PERCENT.

though Colorado legalized marijuana
for recreational purposes in 2012, most
hotels have smoking restrictions.

Malesh has generated enough in-
come to pay her monthly mortgage,
and she has met a lot of interesting
people along the way-ranging from
tech industry professionals to a docu-
mentary film crew. "The biggest thing
that people need to know is that this is a
gamble," said Malesh. She advised that
people do their homework first about
what's involved, especially as it relates
to city laws or zoning requirements al-
lowing for short-term rentals.

MANAGERS CRACK DOWN

ON VIOLATORS

Although Airbnbs are just starting to
get noticed by municipalities, they are
already firmly on the radar for residen-
tial property managers. Such short-
term rentals are against the rules and

associations
and are often prohibited in the lease
terms of typical apartment rental agree-
ments. "It is not encouraged in any way,
shape or form by any condo association
or by any unit owner group," said Brian
F. Lozell, CPM, director of condomini-

um management at Seneca Real Es-
tate Advisors in Chicago.

Yet Lozell has definitely seen a
rise in condo owners renting

out their units in recent
years. "It has definite-
ly gotten worse with the
Airbnbs," said Lozell.
Particularly in the past
decade, language is pret-
ty clear. Condo declara-
tion and bylaws typically
state that no unit can be

/ rented for a period of less
than one year and no

unit can be rented in less
than its entirety, he said.
Most apartment properties

also have specific terms within lease

agreements related to short-term rent-
als or sublets of rental units. Although
sub -let agreements are often allowed,
some apartment properties limit short-
term rentals to a minimum time peri-
od, such as not less than six months.
Most apartment properties also would
require the individual who is subletting
the apartment to fill out an application
and go through an approval process,
noted Griselda Tellez, director of resi-
dential management at Seneca.

Those policies and regulations are
there for good reason. Most owners
want to maintain oversight on who's
coming and going for the safety and
security of all of their residents. Guests
may not be aware, or even care, about
the rules that exist within private units
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and within common areas of a build-
ing, such as no -smoking policies and
noise restrictions. There also is liability
exposure for the condo association or
apartment landlord in regards to inju-
ries or property damage related to un-
authorized guests.

"There is a lot of exposure for the as-
sociation, as well as the unit owner in-
dividual, if these people don't behave,"
said Lozell. "If these people are in town
for a drunk fest, it causes a lot of prob-
lems."

TAKING STEPS TO CURB ABUSE

For property managers, the short-term
rentals are creating extra work when it
comes to policing unit owners, train-
ing door staff what to do in those sit-

V AIRBNBS HAVE
A GROWING FA

BASE, PARTICULAkLY
AMONG A YOUNG,

TECH -SAVVY
GENERATION THAT

IS WILLING TO SHOP
ONLINF FOR I O[]GING

uations, emphasizing -

rules in communica-
tions to tenants, dealing
with problems that arise and
assessing fines for rule breakers.

It is fairly easy to catch people who
are abusing the system, because the
door staff is usually pretty savvy when
it comes to knowing who belongs and
who doesn't, said Lozell. "Unless you
really coach the person who is there to
rent, they are the ones who blow jt be-
cause they say they are here to check in
to room #3908 or whatever," he said.
"So, nine times out of 10 it is the visitor
that blows it for the condo owner."

Condo properties generally assess a
fine to owners who get caught hosting

I-,

THAT IS PERHAPS
VALUE -PRICED.

rentals. In many cases, the fine is mini-
mal at $50 or $100 for each occurrence.
Considering that some owners can rent
out a unit for upwards of $1,000 per
week, the risk of a fine might be well
worth it for some individuals. Eventu-
ally, an association could go through
the courts for repeat offenders for

non-compliance to association bylaws,
hut it can be an arduous and lengthy
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process. Depending on
how far the board wants to
go, they could evict some-
one for non-compliance of
rules and regulation and get
control of a unit," said Lozell.

If buildings see that there is a big
gcr problem, the homeowners associa-
tion can choose to change the rules and
regulations, such as implementing a
higher fine structure for repeat offend-
ers. The Illinois Condominium Proper-
ty Act also allows for "reasonable" fines
for egregious violations. In addition, if
an owner rents out their unit and the
renters end up damaging common area
property, the board could assess addi-
tional fines to that owner.

The general practice at the apart-
ments Seneca manages is for the prop-
erty manager to send a written notice
to the leaseholder on a first offense and
a cease and desist letter on a second
offense, said Tellez. If the renter con-

THERE IS
LIABILITY EXPOSURE

FOR THE CONDO
ASSOCIATION

OR APARTMENT
LANDLORD IN REGARDS

TO INJURIES OR
PROPERTY DAMAGE

RELATED TO
UNAUTHORIZED

GUESTS. F

tinues to break the rules, then the land-
lord would have the option to take steps
to terminate the lease.

Cities also are starting to take no-
tice of the proliferation of short-term
rentals. San Francisco is one city that
passed a vacation -rental law in Febru-
ary that requires rental hosts to register
with the city. The Boulder City Coun-
cil also is discussing how to handle the
surge in Airbnbs in that city. Some of
the options the city is exploring are re-
quiring a rental license and then taxing
those rentals by 20 percent, or perhaps

7(TTTI

'ft

limiting rentals to a max-
imum of9O days per year.

However, even for

those cities that have

passed laws, they are prov-
ing to be difficult to enforce.
r the most part, it is up to man-

agers or landlords to police activity at
their properties. Seneca encourages
its property managers to be proactive
and search local websites for any ac-
tive listings at their properties, said
Tellez. Although putting its managers
in the role of "private detective" isn't
ideal, it is one way to stop the behavior
before it becomes a bigger problem. .

BETH MATTSON-TEIG IS A CONTRIBUTING
WRITER FOR JPM®. IF YOU HAVE
QUESTIONS REGARDING THIS ARTICLE
OR YOU ARE AN REM MEMBER
INTERESTED IN WRITING FOR JPM®,
PLEASE E-MAIL MARIANA TOSCAS AT
MTOSCAS!REM.QRG.
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Okay, I confess. I was listening to
oldies music on my way to the gym
over a recent holiday weekend.

Take this tune, for example: "Get your motor
running, head out on the highway. Looking for
adventure, in whatever comes our way." I had
to look that one up: Steppenwolf, circa l960s.
Stumped for a property marketing idea, I figured
that blasting good (and well, loud) rock music
from my own personal airwaves would put me in
a creative mood. It worked: I had discovered just
the trick to invigorate my marketing plans.

Want to amp up the volume on your market-
ing mojo this fall? Try these tactics to boost your
strategy:

Yep, it's true. We real estate professionals are a
busy bunch. And it's equally true that our best laid
plans for marketing often slide to the bottom of
the list-for our companies and our properties-
simply because we don't have time. Ah, wouldn't
it be great to have a magic charm (that's our mar-
keting mojo) to cure what ails us?

When it comes to marketing, sometimes we lose
steam. You don't have to pull a rabbit out of a hat,
but it does pay to look at what's right in front of
you: your team. (Psst, they're your secret ingre-
dient). When our employees genuinely like what

AMP UP
YOUR MARKEflNG
MOJO

they do, and they love your company, that's mar-
keting magic. Give them something to be pas-
sionate about and the good word will spread like
wildfire-to your customers, your tenants and
residents, even to future employees. It's all in how
you communicate.

Try this: the next time you hold a meeting, opt
for a stand up. Hotels do it. Restaurants and re-
tailers do it. And you can do it, too. The reason
it's called a "stand up" is that it's short -15 min-
utes max. It's a great way to communicate what's
going on in your company and focus on working
together.

Getting everyone together? That's where the
magic comes in.

DONT BE AFRAID

Of mixing it up when it comes to marketing, that
is. Bill Clinton said, "The price of doing the same
old thing is far higher than the price of change."
What's your price?

Change can be challenging in our business.
There are a lot of ways to spend our marketing
money, and some of them can cost a bundle. On
the other hand, some things will cost you little
more than time (and perhaps a little music). When
you're winding up your marketing strategy this
year, think about what you can provide clients
and customers that will help them now, then high-
light it. One colleague says he can almost always
save clients' money by reviewing lease abstracts at
budget time. Another offers a detailed transition
process that makes property transitions as smooth
as silk.

What gets your marketing motor running? Go
ahead, put my theory to the test: turn on some
tunes and see what happens next. .

MS. ALTER
IS ALSO THE
AUTHOR OF

STRATEGIES FOR
WORKING WITH
SMALL TENANTS.

AVAILABLE AT
!REMBOOKS.ORG.
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Innovative, forward thinkers
are about to take center stage by receiving real estate management's

newest prestigious honor-the IREM REME Award.

FOR REAL ESTATE MANAGEMENT EXCELLENCE

Founding SPonsor:

Building Value
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The first -ever finalists for the
have been announced,
and this accomplished, impressive group showcases the
depth and breadth of those working to improve the places we
live, work and shop today.

The REME Awards celebrate excellence in real estate man-
agement through:
> Recognizing real estate management companies and indi-

vidual practitioners for innovative, leading -edge, business
practices and initiatives

> Sharing successful initiatives and fostering innovation
within the real estate management industry, locally and
globally

> Recognizing companies and individuals of all asset class-
es-commercial or residential-and of any size, whether
local, regional, national or international

"The IREM REME Awards are a unique and prominent
opportunity for individuals and businesses to be recognized
through exposure to the industry, peers, the media and the
public," said Lori Burger, CPM, IREM President, Eugene
Management Burger Corporation, AMO, Rohnert Park,
California. "And we are very pleased to have ABM as the
Founding Sponsor for the REME Award Program."

IREM REME Awards
IREM is proud to recognizethe 2015 REME Award final-

ists for their outstanding achievements in real estate manage-
ment.

"It was a healthy competition with a very diverse group
of submissions. Choosing just one winner in each category
was a difficult task for the judging committee," said Renee
Savage, CPM, CCIM, REME Award Committee Chair,
Capital Growth Properties, AMO, San Diego. "The pooi of
submittals demonstrated innovation and great contributions
and advancements to the real estate management profession
and the industry, and the finalists stood out as truly excep-
tional."

Being named as a finalist in this prestigious competition
confers new levels of credibility and acclaim-demonstrat-
ing a reputation of excellence by the individual practitioners
and real estate management companies.

"A REME Award on display in your office tells anyone who
walks in the door-clients, tenants, residents, colleagues-
that you or your company have achieved something extraor-
dinary," said Michael T. Lanning, CPM, IREM Secretary!
Treasurer, DTZ, AMO, Kansas City, Missouri.
"It's a conversation starter and a door opener to unlock new
business opportunities. Congratulations to these worthy
finalists."
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2015 IREM REME AWARD FINALISTS

CORPORATE
CATEGORIES:
Recognizing Real
Estate Management
Companies

LEADERSHIP CATEGORY
FINALISTS Outstanding and
innovative leadership that transformed
the corporation as a whole, a team or a
program related to leadership develop-
ment, succession planning, workforce
development, employee engagement,
employee onboarding, or engagement
of newcomers to the industry.

Iheir Asset Services division devel-
oped and executed a successful strate-
gy retreat to build teamwork, increas
productivity and efficiency, pinpoint
challenges, set priorities and provide
direction for growth.

Their ThreeSixty Leadership pro-
gram creates leadership opportunities
for property management profession-
als through experiences that broaden
their knowledge base, enhance skills,
encourage personal growth and spark
interest in the industry.

ithi
Their Client Centcicd Management
(CCM) model was developed to address
the need for both community and indi-
vidual development through programs
such as Community Learning Centers
that focus on education and employ-
ment for low-income communities.

WORK PLACE ENVIRONMENT
CATEGORY FINALISTS
Innovative corporate business
practices in the work place/work
environment for programs related
to sustainability, corporate culture,
technology or marketing.

A bonus and incentive program for
property managers as an employee re-
tention strategy.

A property transitions platform that
provides a scalable solution for single -
and multi -property portfolios.

Big Audacious Miracle (BAM) -a pro-
gram focused on ending homelessness
and encouraging employees to reach
out to local communities with the goal
of making sure that every person has
a home.

CORPORATE RESPONSIBILI-
TY FINALISTS Exemplary corpo-
rate responsibility and contributions
to the community that enhance the
reputation of the real estate manage-
ment industry.

1sMsJiJ#
[heir ForeverGreen strategy focuses
on reducing the amount that is sent to
landfills while driving improvements
in waste diversion numbers, including
an E -Waste Challenge for shopping

centers during Earth Week, a "coffee
footprint" program to repurpose cof-
fee grounds into sustainable soil, and
a program to repurpose diseased trees
into valuable wood products.

Their Housing First program is a stra-
tegic initiative to house chronically
homeless individuals with the goal of
breaking the cycle of homelessness
through stabilization, services and
quality housing.

Their Summer Workforce program
provides valuable work and education-
al experiences for teenagers who live on
the company's low-income managed
communities.

[heir Utility Connect initiative focuses
on providing relevant and timely infor-
mation, streamlined implementation
processes, and ongoing efficiency sup-
port to the commercial real estate in-
dustry by integrating energy efficiency
measures into the natural life cycles of
a building.

Formed FS Energy subsidiary to help
clients increase energy efficiency, and
developed a benchmarking database
that provides an Energy Aggregation
Purchasing Program Energy and Re-
port Card to help clients reduce energy
costs.
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1sMsJiJ#
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Involved in the Skyland Workforce
Center initiative that enables people
in the community to connect with jobs
and services and to prepare for employ-
ment.

Employs real time energy and water
monitoring, examines consumption
and utilization analytics, partners with
experts to identify opportunities and
recommend improvement strategies,
and commits to attainable goals that
achieve a positive impact on the envi-
ronment.

AMO® OF THE YEAR
FINALISTS Outstanding perfor-
mance and dedication by a firm that
holds the AMO® accreditation.

Ayre & Oxford, AMO®
Edmonton, Alberta,
Canada

Blanton Turner, AMO®
Seattle, Washington

Draper and Kramer,
Incorporated, AMO®
Chicago, Illinois

INDIVIDUAL CATEGORIES:
Recognizing Real Estate Management Practitioners

CPM® OF THE YEAR
FINALISTS Outstanding perfor-
mance and dedication by an IREM®
Member who holds the CPM® desig-
nation.

Brad Ashley, CPM®
CBRE, AMO®
Kansas City, Missouri

LaTonia Harris, CPM®,
ARM®
WPM Real Estate
Management Company,
LLC, AMO®
Owings Mills, Maryland

Richard Lee, CPM®
Cushman & Wakefield,
AMO®
San Francisco, Ca4fárnia

Julie Muir, CPM®
Newmark Grubb Knight
Frank
Portland, Oregon

Dr. Deborah Phillips,
CPM®
The Quadrillion
McDonough, Georgia

Chrystal Skead, CPM®,
ARM®
Bentall Kennedy (Canada) LP
Calgary, AR, Canada

Karen Whitt, CPM®
Colliers International, AMO®
Washington, DC

ARM® OF THE YEAR
FINALISTS Outstanding perfor-
mance and dedication by an IREM®
Member who holds the ARM® certi-
fication.

Doris Granger, ARM®
Fairfield Residential
Orlando, Florida

Duane Komine, ARM®
Hokua
Honolulu, Hawaii

Candace Le Roux,
CPM®, ARM®
Bentall Kennedy
(anada) LP
Vancouver, BC, Canada

Timothy Kramer, ARM®
Draper and Kramer,
Incorporated, AMO®
Chicago, Illinois
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TRANSFORMATIONAL LEADERSHIP

WHY
REAL_ESTATE
MA N AG E RS .W OLD S_Rv
A ZOMBIE APOCALYPSE
Zombies are immensely popular. Not
that everyone wants a few at their parties, but
games, books, movies and TV shows abound about
them and how to survive in case zombies take over
the world. Estately, a real estate brokerage firm,
even has a webpage that rates which U.S. States will
most likely survive a zombie apocalypse. (You may
want to check yours.) As a fan of The Walking Dead,

I realized how familiar it felt to me; I felt intense-
ly connected. Wait... that's it! Surviving a zombie
apocalypse is much like managing real estate.

RISK MANAGEMENT IS ESSENTIAL. To be
safely housed, properties' physical conditions must
be inspected regularly and repaired immediately
to prevent becoming a zombie's dinner.

Our threats may be lawsuits and insurance
claims, with concern about personal injury, but
it all boils down to knowing how to identify and
mitigate risks.

PLANNING MATTERS. In The Walking Dead,

the groups' successes are those that are carefully
planned. It's determined who will do what, how
they'll work together, including the often over-
looked aspect of contingency planning. When the
group takes actions without thinking, zombies get
their wins.

Great managers know that the more likely they
are to act quickly, the more important it isto think
first. A little time spent in planning ensures better
results.

SMART RISKS ARE THE BEST RISKS. Peo-
ple lose their lives to zombies when they take too
many risks. If it's night and you walk into a field,

very far away from others? Barn, zombie
Hershel, a character early in the show, or
"You step outside, you risk your life. Yc
have a choice... The only thing you can c
what you're risking it for." Real estate invc
are a financial risk: from purchase, throul
ations and sale.

Managers who utilize evaluation tools
return on investment calculations and
periods are best positioned to determine the smart
risks.

TEAMS MUST BE STRONG. Behind every apoc-
alypse story is a team approach to survival. This
approach allows individuals to use their person-
alized skills yet acts collectively to support, pro-
tect and hold each other accountable. When team
members' actions are repetitively dangerous, criti-
cal to survival or cause great harm, zombie survi-
vors extradite them from the group. And for mem-
bers whose judgment is poor, but intent is good,
the group allows mistakes.

Strong managers remove non -performers so
thost who are contributing don't pay the price.

INNOVATION REQU RED. Resources aren't
abundant when zombies are roaming, just as most
properties' budgets aren't flush. Survivors and
managers have to devise ways to make do-and
make the best of-what you have. Additionally,
when it comes to gaining and serving customers,
those who do so in unique ways rise above the rest.

Watch zombie stories and you'll see other sim-
ilarities from which lessons can be learned. After
all, it will help you at work, and in case of a zombie
apocalypse, you'll be more than ready.

NATALIE D.
BRECHER, CPM.

(NBRECHER
BRECHER
ASSOCIATES.
COM) IS
PRESIDENT
OF BRECHER

ASSOCIATES
IN REDONDO
BEACH. CALIF.

LEARN MORE
ABOUT THE IREM
PUBLICATION.
TRANSFORMA-
TIONAL LEAQER-
SHIP IN THE NEW
AGE OF REAL
ESTATE, WRITTEN
BY CHRISTO-
PHER LEE.

AVAILABLE AT
IREMBOOI<S.ORG.
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If you want something done, ask a busy per-
son. So said Benjamin Franklin, who sounds
like he may have known Blaire Moreland.
Unlikely, however. Moreland is only 22.

WHAT
But busy she is. In addition to her more -than -full-time role MILLENNIAL

as assistant property manager at Stream Realty Partners,
MEMBERS

she is on the executive committee of the Houston Chapter,
ARE

has memberships in BOMA, CCIM, CREW and the local
LOOKING

Chamber of Commerce Young Prol essionals organization, is
FOR IN THEIR

going for her Masters in finance and in her spare time (yes,
NET WORK -

somehow she can find that) is training for a Triathion.
ING, THEIR

But the crowning achievement in her busy schedule came
SOCIALIZING

in May of this year when Moreland earned her CPM, be-
AND THEIR

coming the youngest IREM Member ever do to so.
EDUCATION
IS DIFFER -

A Latte Handle
ENT FROM

How does she do it all? "I drink alot of coffee," she said. Don't
WHAT OTHER

be fooled. There's a drive and there are goals that clearly
AGES ARE

motivate Moreland well beyond the limits of caffeine. And
LOOKING

those goals extend to the long term, embracing the possibility
FOR.

of an executive -level position, possibly her own firm, asset
management credentials and even the presidency of IREM.

Despite her age, Moreland has a fairly diverse résumé. Not
only is she part of the team that manages the three -building
Westlakc Park Campus in Houston, but she came to Stream
from Griffin Partners, where she was assistant property man- cpager. Prior to that, she worked in the Economic Development

Corp. of the City of San Angelo, Texas.
But she didn't set out to be a proper-

ty manager. ("Nobody sets out to be a
property manager," she said.) Although
she has a family history in real estate,
her original goal was to be a doctor.
But "I didn't have a life outside of med-
icine. I was in the lab 40 hours a week,
then classes and studies. I switched to
international management and finance
and then decided to get my degree in
that."

It was at the EDC that the real estate
bug bit. Today, she said, "I get a real
kick out of this job. I love that you're
constantly learning something new,
that no two days are the same. There's
always a new challenge, and that drives
me and challenges me and helps keep
me engaged."

Although she plans on being the as-
sociation's youngest CPM Designee,
she said the coincidental recognition is
"a huge honor," and no matter the age,
she sees how necessary the designation
is "for advancement in this industry. It
sets you apart from other managers.
Owners and higher -level managers
know you've been through this rigorous
curriculum and proven that you really
know what you're talking about."

Shaping the Way for Millennials
The advancement of Milliunials is vi-
tal, Moreland said, not only to IREM,
l)ut for any association, to remain rele-
vant. "It's very important that we keep
young members engaged or there won't
he a future organization," she said
bluntly. "What Millennial members
are looking for in their networking,
their socializing and their education
is different from what other ages are
looking for. We scaled back our lun-
cheons because they aren't preferred
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PERSONALLY SPEAKING / IREM insider

for someone in our generation. We pre-
fer a more active and open exchange
of ideas. Sitting and listening to one
speaker for an hour just isn't desirable."

She adds that her new position on the
Houston Chapter's Executive Coun-
cil underscores the chapter's focus on
keeping younger members engaged.
But Moreland does find that her youth
often works against her: "I am un-
der -estimated based on my age or what
people assume my age is. They doubt
my experience and my abilities."

She does give credit to IREM for its
awareness of the Millennial upsurge,
not only at the chapter level but na-
tionally as well in such initiatives as
the Young Professionals Committee, of
which she is a part, and she has found
the programs held therein extreme-
ly beneficial to her professional skills.
These include, "an elevator pitch work-
shop, the premise being that you find
yourself in an elevator with the pres-
ident of a company you want to work
for. How would you sell yourself in 20
seconds?" A résumé writing workshop
was also very helpful in fine-tuning
that often challenging yet vital career
document.

In the more -active -exchange -of -ideas
category, Moreland is now chairman of
the Houston Chapter's FoodFest fund-
raiser. In an idea borrowed from other
chapters, members register for a booth
as they would a regular luncheon and
they bring dishes for others to sample.

"There's live music and you circulate
to different booths to try new foods,
and there are trophies. It's a different
take on networking. You get to see
your IREM friends and other property

THE
UNDER-

STANDING
OF ASSET
MANAG-

MENT
AND THE

FINANCIAL
EXAM NA-
TION OF

PROPERTI ES
FOR

ACQUISITION
AND

DISPOSITION
WILL BE

IMPORTANT
TO MY

CAREER.

managers and talk to them in a less formal situation." They
raised $16,000 last year for Houston IREM scholarships,
and Moreland has set her sights on beating that this October.

On the Horizon
The busyness, the focus on her goals and the admitted drive
to learn all she can does have a downside, reminiscent of her
medical studies days, but with a major difference. "It's hard
to maintain a social life. I'm always on call for the buildings,
and I've dedicated a lot of hours so I can excel in my career. I
want the experience, but sometimes it's hard. You can never
leave the office at the office."

The main difference between her current career path and
the old is that "a lot of my friends are also in the industry, so
when I'm at events I can catch up with them." The second-
ary difference, she joked, is that "none of my decisions kill
people." But, she added quickly, that those decisions do touch
lives, underscoring the importance of her career path.

She also admits that it is easy to be distracted by "the bright,
shiny object" of opportunities to get more deeply involved in
association work. "I don't want to miss out on an opportu-
nity and say no to something that could be life -changing,"
she said, "but I also need to focus on my job. So you have to
weigh the value of each opportunity you're given and cross
your fingers that you made the right choice." It's often a chal-
lenge to separate the two, because, as she said, "IREM is my
work life."

So what will the next decade bring for Blaire Moreland?
"That's a long way off. There are so many opportunities, and
every little thing impacts you in a different way. I do plan
to be an executive in the next 10 years. I may start my own
company. It depends on the market and what's going on in
my life." She does intend to add RPA and CCIM designa-
tions to her name. "And I want to be IREM President in
2025."

Neither is she ruling out a move into asset management,
especially given her affinity for numbers and her Masters fo-
cus. Even without becoming a certified asset manager, she
believes those skills are essential to career advancement these
days. Certainly "the understanding of asset management
and the financial examination of properties for acquisition
and disposition will be important to my career."

BLAIRE MORELAND, CPM, IS ASSISTANT PROPERTY MANAGER IN STREAM REALTY PARTNERS' HOUSTON OFFICE.
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DEBORAH WESTPHAL,

CPM, ARM

DEBORAH D.
WESTPHAL, CPM,

ARM, (DEBORAH8
IREMGA.ORG)
IS EXECUTIVE
DIRECTOR OF

IREM GEORGIA
CHAPTER NO. 67.

IREM was the preference of con-
tinuing education from a company I
worked with for over 11 years. Start-
ing as a leasing agent and working my way up to
regional vice president for over 18 years had a lot
to do with earning my ARM and then my CPM
credentials. Staying actively involved with IREM
since 1995 provided connections and relevant
training, which allowed me to invest shared knowl-
edge to teams. Together, we achieved award -win -
fling results.

Being invited to be on the Executive Council
to learn more about IREM eventually led me to
become the full time executive director for the
IREM Georgia Chapter. Submitting recommen-
dations for potential scholarship recipients, then
serving students in the classroom with their genu-
ine thankfulness, gave me a desire to want to help
more. One of our IREM Georgia presidents took
all of his courses with the assistance of the IREM
Foundation. To this day, he continues to give back,

allowing members and partners to be blessed by
his leadership skills,

Partnering with some of IREM's best on the
Foundation Annual Fundraising Committee was
truly an honor. Everyone works very hard raising
funds in order to invest in members chosen to be
award recipients. The IREM Foundation is com-
mitted to developing individuals and supporting
those to earn their designations. These designaiions

change lives-Ihey changed mine. You don't have to be
rich to want to give back to a non-profit organiza-
tion that invests in others. It was very easy to select
an estate gift on one of my life insurance policies.

I typically prefer to remain anonymous when my
family chooses to donate, but in this case, many
people are not aware that there are several differ-
ent ways to support the Foundation. If my story
motivates one person to want to make a difference
in someone's life, then it's worth it. Besides, I can
always do something else for the Foundation and
not mention it, right? .
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NOMINEES / IREM insider

2016 GOVERNING
COUNCIL NOMINEES

.THE REM NOMINATING COMMITTEE HAS ANNOUNCED ITS
SLATE OF NOMINEES FOR GOVERNING COUNCIL. FOR THE
THREE-YEAR TERM BEGINNING JANUARY 1, 2016 AND
ENDING DECEMBER 31, 2018, THE NOMINEES FOR AT -LARGE

GOVERNING COUNCILLORS ARE:

Dwayne Alexander, CPM, ARM, ACoM Las Vegas

Sheila Austin, CPM Southuield, Mich.

Tami Lynn Bastien, CPM Farmington Hills, Mich.

Barry Blanton, CPM Seattle

Laura Cantrell. CPM Anchorage, Alaska

Sam Chanin, CPM Anaheim, Calif.

Karl Corveno, CPM Warwick, RI.

Walter J. (Chip) Crumpler Jr., CPM Charlotte, N.C.

Dawn Daffinee, CPM Dallas

Jeremy Devlin, CPM Philadelphia

Michael Fried, CPM Princeton. N.J.

Vickie Gaskill, CPM, ARM Maple Valley. Wash.

Grayson Glaze, CPM Tuscaloosa, Ala.

Mindy Gronbeck, CPM Boise, Idaho

Nicholas Harris, CPM Rochester, N.Y.

Susan Holland, CPM Dallas

Peter Lewis, CPM Brainiree, Mass.

June E. McCrory, CPM Skokie, Ill.

M. Kris Moore, CPM Indianapolis

Karen Murphy Gross, CPM. ARM San Diego

Debbie Prejeant, CPM New Orleans

Michael Prestridge, CPM Anaheim, Calif.

Shirley Robinson -Peek, ARM San Diego

Deborah A. Santano, CPM McLean, Va.

Lawrence Sauer, CPM Freehold, N.J.

Kimberly M. Sisney, CPM Chicago

Kareem Slaler, CPM Smyrna. Ga.

Jodie 0. Stone, CPM Albuquerque, N.M.

Kathy A. Stubbs, CPM Las Vegas

Danny J. Stuber, CPM Dublin. Calif.

Elizabeth G. Walker, CPM San Jose. Calif.

Jeff N. Weatherspoon, CPM Raleigh. N.C.

FOR THE TWO-YEAR TERM BEGINNING JANUARY 1, 2016
AND ENDING DECEMBER 31, 2017, THE NOMINEES FOR ARM
REPRESENTATIVE ARE:

Ron Austin. ARM Southfield, Mich.

Michael Duffy, ARM Philadelphia

Carol Howell, ARM Santa Maria, Calif.

Timothy Kramer, ARM Chicago

Warren Lizio, CPM, ARM Braintree, Ma.

Lynn Marzano-Moore, ARM Federal Way, Wash.

Catherine Robertson, ARM Winston Salem, N.C.

Deborah Westphal, CPM, ARM Marietta, Ga.

.
THE ELECTION OF THE IREM GOVERNING COUNCILLORS

WILL TAKE PLACE THURSDAY, OCTOBER 22, 2015, in Salt

Lake City, in conjunction with the IREM Fall Leadership Confer-

ence.

In accordance with IREM Bylaws, additional nominations will be

accepted by a petition signed by at least 25 members of which

not more than 10 are members of any single Chapter, delivered

to the Executive Vice President 10 days in advance of the date

set for the election.

Ad Index
21 ANOVA www.upbeat.com

48 APPFOLIO www.appfolio.com

51 INCOME/EXPENSE www.irem.org/incomeexpense
ANALYSIS REPORTS

51 IREM FALL www.irem.org/ijlc
LEADERSHIP
CONFERENCE

C2 RENT MANAGER www.rentmanager.com

C3 RUBBERMAID www.rubbermaid.com

21 RWK www.rwkservices.com

17 YARDI www.yardi.com/procuretopay

C4 YARDI www.yardi.com/rentcafe

IREM.ORG/JPM J1)II1 47

NOMINEES / IREM insider

2016 GOVERNING
COUNCIL NOMINEES

.THE REM NOMINATING COMMITTEE HAS ANNOUNCED ITS
SLATE OF NOMINEES FOR GOVERNING COUNCIL. FOR THE
THREE-YEAR TERM BEGINNING JANUARY 1, 2016 AND
ENDING DECEMBER 31, 2018, THE NOMINEES FOR AT -LARGE
GOVERNING COUNCILLORS ARE:

Dwayne Alexander, CPM, ARM, ACoM Las Vegas

Sheila Austin, CPM Southuield, Mich.

Tami Lynn Bastien, CPM Farmington Hills, Mich.

Barry Blanton, CPM Seattle

Laura Cantrell. CPM Anchorage, Alaska

Sam Chanin, CPM Anaheim, Calif.

Karl Corveno, CPM Warwick, RI.

Walter J. (Chip) Crumpler Jr., CPM Charlotte, N.C.

Dawn Daffinee, CPM Dallas

Jeremy Devlin, CPM Philadelphia

Michael Fried, CPM Princeton. N.J.

Vickie Gaskill, CPM, ARM Maple Valley. Wash.

Grayson Glaze, CPM Tuscaloosa, Ala.

Mindy Gronbeck, CPM Boise, Idaho

Nicholas Harris, CPM Rochester, N.Y.

Susan Holland, CPM Dallas

Peter Lewis, CPM Brainiree, Mass.

June E. McCrory, CPM Skokie, Ill.

M. Kris Moore, CPM Indianapolis

Karen Murphy Gross, CPM. ARM San Diego

Debbie Prejeant, CPM New Orleans

Michael Prestridge, CPM Anaheim, Calif.

Shirley Robinson -Peek, ARM San Diego

Deborah A. Santano, CPM McLean, Va.

Lawrence Sauer, CPM Freehold, N.J.

Kimberly M. Sisney, CPM Chicago

Kareem Slaler, CPM Smyrna. Ga.

Jodie 0. Stone, CPM Albuquerque, N.M.

Kathy A. Stubbs, CPM Las Vegas

Danny J. Stuber, CPM Dublin. Calif.

Elizabeth G. Walker, CPM San Jose. Calif.

Jeff N. Weatherspoon, CPM Raleigh. N.C.

FOR THE TWO-YEAR TERM BEGINNING JANUARY 1, 2016
AND ENDING DECEMBER 31, 2017, THE NOMINEES FOR ARM
REPRESENTATIVE ARE:

Ron Austin. ARM Southfield, Mich.

Michael Duffy, ARM Philadelphia

Carol Howell, ARM Santa Maria, Calif.

Timothy Kramer, ARM Chicago

Warren Lizio, CPM, ARM Braintree, Ma.

Lynn Marzano-Moore, ARM Federal Way, Wash.

Catherine Robertson, ARM Winston Salem, N.C.

Deborah Westphal, CPM, ARM Marietta, Ga.

.
THE ELECTION OF THE IREM GOVERNING COUNCILLORS

WILL TAKE PLACE THURSDAY, OCTOBER 22, 2015, in Salt

Lake City, in conjunction with the IREM Fall Leadership Confer-

ence.

In accordance with IREM Bylaws, additional nominations will be

accepted by a petition signed by at least 25 members of which

not more than 10 are members of any single Chapter, delivered

to the Executive Vice President 10 days in advance of the date

set for the election.

Ad Index
21 ANOVA www.upbeat.com

48 APPFOLIO www.appfolio.com

51 INCOME/EXPENSE www.irem.org/incomeexpense
ANALYSIS REPORTS

51 IREM FALL www.irem.org/ijlc
LEADERSHIP
CONFERENCE

C2 RENT MANAGER www.rentmanager.com

C3 RUBBERMAID www.rubbermaid.com

21 RWK www.rwkservices.com

17 YARDI www.yardi.com/procuretopay

C4 YARDI www.yardi.com/rentcafe

IREM.ORG/JPM J1)II1 47



IREM insider / ON THE ROAD

AUGUST 29 - SEPTEMBER 2
S EC 0 VI. SP

Location: Sao Pauto, Brazil
Visiting Leader(s): Cheryl Gray, CPM, Senior
Vice President
Nancye Kirk, Chief Strategy Officer, VP Global
Services

SEPTEMBER 5 - 10
ProE state

Location: Moscow, Russia
Visiting Leader(s): Lori Burger, CPM.
President
Leah Misbin, Director, International Programs

SEPTEMBER 8
Minnesota Chapter No. 45
Location: Minneapolis
Visiting Leader(s): Mike Lenning, CPM.
Secretary/Treasurer

SEPTEMBER 10
Northern Ohio Chapter No.41
Location: Valley View, Ohio
Visiting Leader(s): Russell C. Salzman, CAE
IOM, RCE. CEO/Executive Vice President

SEPTEMBER 15 - 18
NMHC Fall Board of Directors & Advisory
Committee Meeting
Location: Washington
Visiting Leader(s): Russell C. Salzman, CAE,
IOM, RCE, CEO/
Executive Vice President

SEPTEMBER 16
Connecticut Chapter No. 51
Location: Wallingford, Conn.
Visiting Leader(s): Christopher Mellen, CPM,
ARM, President -Elect

SEPTEMBER 25 - OCTOBER 4
SECOVI-Rio & CONAMI
Location: Florianopolis, Brazil
Visiting Leader(s): Lori Burger. CPM,
President
Russell C. Salzman, CAE. IOM, RCE, CEO/
Executive Vice President

SEPTEMBER 28 - 30
Iowa Commercial Real Estate Expo
Location: West Des Moines, Iowa
Visiting Leader(s): Don Wilkerson, CPM,
Senior Vice President

OCTOBER 1 - 7
ExpoReal
Location: Munich, Germany
Visiting Leader(s): Lori Burger, CPM,
President
Nancye Kirk, Chief Strategy Officer, VP Global
Services

OCTOBER 7 - 11
Toronto Ch.119 Visit
Location: Toronto, Canada
Visiting Leader(s): Mike Lanning, CPM.
Secretary/Treasurer

OCTOBER 20 - 24
IREM Fall Leadership Conference
Location: Salt Lake City
Visiting Leader(s): ALL NATIONAL OFFICERS

OCTOBER 29
Milwaukee Chapter No. 13
Location: Milwaukee
Visiting Leader(s): Mike Lanning, CPM,
Secretary/Treasurer
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I

JUNE
Edward B. Adkins, CPM Amy R. Vadovic, CPM Mary J0 Lamb, CPM

Patrick E. Bader, CPM Craig J. Weitz, CPM James S. Lee, CPM

Nadezhda Bertiba, CPM Laura Lynch, CPM

Robyn N. Brown, CPM, ARM JULY Cheryl H. Middleton, CPM

Kay M. Brown, CPM Olga Afanaseva, CPM Nikita Nekipelov. CPM

Patsy W. Chan, CPM Pamela P. Anderson, CPM, ARM Charles P. Norton, CPM

Dmitriy Cherkasov, CPM Aleksey Bazin, CPM Michael M. Nukho, CPM

Elena Chistilina, CPM Julie Brawn-Whitesides, CPM Asia B. Pham, CPM

Colleen S. Cummings, CPM Richard K. Courtney, CPM Amy L. Pollock, CPM

A. Taylor B. Davis, CPM Paula J. Figgatt, CPM Lauren V. Potter, CPM, ACoM

Jack C. Galvin, CPM Sharon R. Finch, CPM Maria Y. Quigley-Skillin, CPM

Kimberly D. Hignutt-Scott, CPM Daniel J. French, CPM Scott M. Robinson, CPM

Roxanne M. Johnson, CPM, ARM Alexander V. Frolov, CPM Jennifer L. Schendel, CPM

Bright D. Lubansa, CPM Lisa M. Furbush, CPM James J. Stevens, CPM

Patti J. Mallen, CPM Tasha L. Green, CPM, ARM Christopher K. Storm, CPM

Andrey N. Nikolaev, CPM Brian J. Hamilton, CPM Edna P. Trimble, CPM

Bridget T. Ray, CPM Janae Jarvis, CPM Kotaro Ueda, CPM

Lisa L. Smith, CPM Shigeo Kashiwagi, CPM Beverly Van Marter, CPM

Frances P. Smith, CPM Yoshihiro Komura, CPM Catherine M. Vannerson, CPM

Tatyana Starodubtseva, CPM Hiromi Koyama, CPM Lou M. Williams, CPM, ACoM

Karen L. Tolley, CPM Andrey Kozlov, CPM Cletis D. Young, CPM

Tsunehisa Tsuzuki, CPM Marina Kozlova, CPM Irma Zerenkova, CPM
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IREM insider

Think Like an Asset Manager
BY JOHN SALUSTRI

How can two closely aligned disci-
plines co -exist within a cloud of mis-
understanding? Seems impossible, but that's
the state of affairs that exists between property
management and asset management. It's particu-
larly odd given that, in many instances, distinctions
between the two are blurring.

As IREM President Lori Burger, CPM, PCAM,
CCAM, wrote in a recent column for NREI: "New de-
mands and new technologies are advancing the role of the
property manager. Traditionally assumed to be a day-to-day
role with little to no strategic responsibility, the property
management function today takes on much of the aspect of
asset management."

Post -recession, "everybody is looking to do a little more
with less," said Craig L. Cardwell, CPM. This includes the
asset management company, and rather than hire addition-
al staff, "they're going to ask the property manager to do
more."

But this assignment of tasks does not an asset manager
make. Cardwell, who is principal of Island Investments in
Memphis, acknowledges cases where a small owner or in-
vestment firm might turn to a property manager for asset
management guidance, rather than take on the additional
expense of a separate asset management advisor.

But confusion enters when there is an asset management
presence. And when there is, despite the assignment of addi-
tional tasks, property managers "don't get to decide. They're
given the responsibility of carrying out assigned tasks but not
the authority to execute." The confusion is compounded, he
said, if they aren't privy to the entire investment strategy,
which traditionally, they are not.

Not surprisingly, this misunderstanding creates opportu-
nity. "If property managers want to play in a bigger, more
sophisticated arena, it's vital that they learn to think like as-
set managers," he said. "The importance of that to the prop-
erty manager is that they are better prepared to ask the right
questions of the asset manager. They truly understand what
the objectives are and how they can better fil1ilI the role of a
property management firm."

And that fiscal understanding
can extend a property man-
ager's career path, said Olan
Brevard, CPM, senior vice

I president of Education Real -
U ty Trust also in Memphis. "If

you were geared to the financial
understanding of asset manage-

ment and ownership," he said, "asset
management would be a natural pro-
gression."' But misunderstanding works two
ways, and Cardwell said he, has been
involved in cases where the asset

IF manager, failing to see the true value
PROPERTY property managers bring to the table,

MANAG- invites that capability too late in the
ERS WANT investment process. "Asset managers

TO PLAY IN can learn a lot by engaging the proper -
A BIGGER, ty manager earlier to help them make
MORE SO- more informed decisions," he said.

PHISTICATED Not doing so challenges the property
ARENA, IT'S manager to "do the best they can even
VITAL THAT though they weren't provided the right

THEY LEARN tools."
TO THINK Clearly, understanding and clarity

LIKE ASSET need to enter the picture. IREM's Fall
MANAGERS. Leadership Conference will, provide

much of that clarity in the keynote
presentation "From Property Man-
agement to Asset Management: What's
Expected."

.WANT CLARITY
ON THE DEBATE?

Attend "From Property Management
to Asset Management: What's
Expected' at REM's Fall Leadership
Conference.

50 jpm SEP.00T 2015
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INCOME/EXPENSE ANALYSIS® REPORTS
WITH PROPERTh' DATA FOR:

OFFICE BUILDINGS

FEATURING INTERACTIVE ONLINE LABS
APARTMENTS
SHOPPING CENTERS
CONDOS
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Never before have owners, investors, developers and appraisers had access to the data we have now. But how do you find
the exact answers you need for your property? IREM's Income/Expense Analysis Reports have been on the cutting edge
of real estate data reporting for 60 years - real data that managers, lenders, and brokers use every day. Spend less time
working on your data and more time letting our data work for you.

IREM FALL LEADERSHIP
CONFERENCE featuring

IREM® EXECUTIVE EDGE ;

The IREM Fall Leadership Conference is the only
industry event designed to meet the challenges of both
multifamily and commercial real estate managers.
Engage with fellow practitioners who share a desire to
elevate their careers, chapters and bottom lines!

Ignite your creativity and view your business plans with

a fresh perspective at strategically designed IREM
Executive Edge sessions - presented by industry

leaders, colleagues and professional speakers.

FEATURING A CAN'T MISS
KEYNOTE SPEAKER

Robert Stephens, founder of the

Geek Squad took $200, a crazy
idea, and made the world of
computer support famous.

;,'.T,, 'i
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October 20-24, 2015 . The Grand America Hotel  Salt Lake City, UT

Register Today at

www.irem.org/IFLC
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Ignite your creativity and view your business plans with

a fresh perspective at strategically designed IREM
Executive Edge sessions - presented by industry

leaders, colleagues and professional speakers.

FEATURING A CAN'T MISS
KEYNOTE SPEAKER

Robert Stephens, founder of the

Geek Squad took $200, a crazy
idea, and made the world of
computer support famous.
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October 20-24, 2015 . The Grand America Hotel  Salt Lake City, UT

Register Today at

www.irem.org/IFLC



Sector 01 2015 Year -over -Year 01 Asking Rent YOY %

Vacancy Rate Change Change

Apartment 4.9% (1.8%) $933 4.5%

Office 15.1% 0% $20.93 1.9%

Retail 9.5% 1.0% $18.40 2.4%

Source: Reis Inc.

Overall, Ralt'igh/l)urhani continues to be a growing utiar-
ket. New investors entering the market through sales, and

I)ositive UCt absorption in all categories have helped increase
(h'vt'lopment-especially in the otlice and multifamily sectors.
( :L C office was the only sector of the market to have a
negative absorj)tion rate from QI 2014 to QI 2015. The
largest category with vacancy remains Class B of lice report-
ed at 24.5 percent iii Iirst quarter with total ollice a tick over
1 -1- percent. Overall ueu Its arc also trending upward with less

('I )I1(CssIi tis for li-cc i-i'ult.

JASON F. STOWE, CPM
PRESIDENT, INCOME PROPERTIES OF RALEIGH INC. / RALEIGH, N.C.

Sector Qi 2015 Year -over -Year 01 Asking Rent YOY %

Vacancy Rate Change Change

Apartment 5.5% 1.0% $728 3.2%

Office 19.2% 0.1% $17.12 0.6%

Retail 14.0% 0.8% $11.98 0.9%

x'LIf CC: RCIS Inc.

Across cacti ol the metro arcas------Charleston, Coli iiiil )ia
and Greenville- -and each of the major GRE types of-

fice, inclusu'ial and retail, South Carolina is a story of tight
vacancies, rising rental rates and rising construction. \ith
record -setting occur)ancies in these South Carolina mar-
kets, and geiierallv across the state, the demand for spa(-L

fueling speculative and build -to -suit construction, and, in the
case of die mdi si ial markets, driving national and inter-
national capital iiivestmcnt.s in South Carolina. \Vith such
tight markets and low vacancies, I incling large, high -quality

contiguous SI)CC is a challenge, but the market is responding
with innovative space solutions, redevelopment of existing
pr iperties and build-to-si ut construct on.

WILLIAM (WILL) S. NELSON. III, CPM
PROPERTY MANAGER & BROKERAGE ASSOCIATE / COLLIERS
INTERNATIONAL, GREENVILLE, S.C.
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The vented BRUTE container makes backbreaking work easy with innovations you (and your back) will appreciate.

BUILT IN VENTING CHANNELS CINCHES KEEP BAG FROM FALLING IN BRUTE.

The vented BRUTE container makes backbreaking work easy with innovations you (and your back) will appreciate.

BUILT IN VENTING CHANNELS CINCHES KEEP BAG FROM FALLING IN BRUTE.



Convenient social media marketing tools
make it easier for prospective residents to
find us. We have seen a 50% increase in
organic search traffic.
NICOLE CROSBY
Se ior !vtorketing I\lLlnoger. Bucki,ihcuri Corripc

Social. Mobile. Smart.

arketin

RENTCafé TA

Discover your marketing genius. Attract prospects and retain

residents with an all -in -one marketing solution with dynamic

websites, online leasing, and built-in social media and

reputation management tools.

4 YARDI Find out more at ìardi.com/RENTCafe
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