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Hello CTAA Members
and Future Members!

March 12-13 - #2020Vision. Our event once again will be
held at Foxwoods Resort and Casino and will feature Maintenance Mania, education tracks for both maintenance and management, networking, pre show and post show receptions and
all that you have come to expect from the Trade Show! Online
attendee registration will be open soon as well, so please consider this event as you prepare your property budgets.
Save the Date for our Annual Holiday Party and Nutmeg
Awards taking place on December 5th at our new venue –
The Aqua Turf Country Club in Plantsville. Nominations
are open, with some new categories and old favorites for
nominations! We can’t wait to see who wins this year!

S

Business partner and management dues have been sent and
thank you to all who have chosen to renew your membership.
We truly appreciate it, and I encourage you to continue to
take advantage of all your membership has to offer. Don’t
know what those benefits are? Let me know and I am happy
to discuss!

eptember is in full swing and Fall is in the air, or at least
the pumpkin spice is….

And so is Oktoberfest! Join us October 10th at East
Side in New Britain for some networking, great food and
updates on CTAA.

Thank you as always for your continued support.

Exhibitor registration is open for our premiere event the
CTAA Education Conference & Trade Show taking place

Jessica Olander
Executive Director

We truly appreciate it, and I encourage you to continue
to take advantage of all your membership has to offer.
Don’t know what those benefits are? Let me know and
I am happy to discuss!
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Four Trends Coming to the
Rental Housing Industry in 2020
Trend #1: Gen Z Is the Next Big Focus

rent-payment reporting. This gives the rental housing industry the unique opportunity to create additional value for their
properties and residents by offering rent-payment reporting.
This reporting not only helps build a person’s credit history, but
it also helps drive positive rental payment behavior and reduce
delinquencies for property management companies.

Everyone is concerned about millennial consumers, but over
the next decade, Gen Z will grow from 8 million to over 55
million in the US workforce. Unlike previous generations, Gen
Z has experienced technology their entire lives, so leasing and
marketing campaigns should incorporate the use of technology
and reach Gen Z where they are most active, on apps and the
internet. Gen Z also places a high priority on trust, equality,
and more casual, personable messaging that speaks to them like
a friend. Businesses in the rental housing industry should ditch
overly formal language in exchange for casual messaging to
successfully reach Gen Z prospects.

Trend #3: Technology, Technology, Technology
Technology for the rental housing industry is projected to
continue growing. There’ll be tech solutions offered for every
aspect of property management, including:

Trend #2: Rent-Payment Reporting

•

Landlord communication

•

Climate control

•

Despite rent payments accounting for a hefty percentage of a
renters’ monthly expenses, many renters aren’t currently receiving credit for those payments on their credit report. In a recent
study by TransUnion, 70% of renters reported they would be
more inclined to choose a property where landlords offered

•
•
•
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Energy conservation
Security

Social communities
Fitness
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Don’t just meet
resident expectations.

Exceed them

Cox has the broadest array of
connective services, so you can
meet every need — and budget.

Contour® TV

Mike Burns, MDU Account Manager (New England) - 860-432-5002

Gigablast +
Panoramic WiFi

Cox Voice

cox.com/communities

© 2019 Cox Communications, Inc. All rights reserved. Restrictions apply. 036_PO_HP

PAD105170-PAD105170-0010

The top tech tools renters are requesting include:
•

Online payments

•

Charging and docking stations

•
•
•
•
•

Cox HomelifeSM

Savol Pools, serving the swimming
pool service needs of the apartment
industry for over 40 years.

Free Wi-Fi

Keyless door entry

High tech fitness centers

Outdoor heaters and fireplaces
Hot tubs

It’s important to remember tech amenities for renters of all
ages are best viewed as a revenue builder. This means they can
often be offered for free or as a subscription service to tenants
to generate additional streams of revenue to offset costs.

One Stop Source for All Your Swimming Pool Needs
•
•
•
•
•
•

Trend #4: New Rental Incentives
Rental incentives have long been used to attract and retain
tenants, but instead of offering a discount on rent, which
was the industry standard, there’ll be a shift towards digital rewards, such as e-gift cards. Incentive budgets average
$500–$1,000 per tenant, and products like Reward Link,
an e-gift card incentive, offer property managers the ability
to easily send digital rewards to tenants. This gives tenants
instant access to a catalog of hundreds of top brands, so they
can choose how they spend their incentive.

• Pool Chemicals Delivered to
Your Door
• Offering Certified Pool / Spa
OperatorR Courses
• Leasing / Financing Options
Available

91 Prestige Park Circle
East Hartford, CT

860-282-0878

www.SavolPools.com

CT Reg. 584241 • SP-1 Lic. 288104 • SP-1 Lic. 288171

Source: rewardsgenius.com
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Pump Room Repairs
Leak Detection
Safety Covers
Tile / Coping
Painting
Openings / Closings
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Renting to
Students
By Susan Morgan, The newsLINK Group

S

hould you rent to students? Although students can be risky
choices as tenants, and you will be competing for student
tenants against many other landlords, doing so might still be a
good choice as long as you cover the basics such as screening potential
tenants and making sure you collect deposits. As part of a property
management company, you may be particularly well-equipped to
handle the challenges of successfully renting to students.

What are the advantages of renting to students?
•

You may be able to advertise on the university website or other college-centered resources, and you will only need minimal
advertising, because the students will often advertise for you.
However, be sure that any online advertising you do includes
high-quality photos and text that does a good job of emphasizing
the advantages of the unit.

•

It gives you a large, stable pool of easy-to-find potential tenants
who are probably going to be renting for at least the duration of
the school year. Since this means your rentals are likely to be in
demand, you have to luxury of beginning your leasing season early.

•

Turnover may be high. especially at the end of the year, but there
are plenty of replacements.

•

Most students are not expecting luxury. Money is probably tight,
and they know they are still at the stage of establishing themselves. They are usually all about functionality. That means your
apartments don’t have to be high-end.

•

Many students are willing to pay a lot of money for the right
place. Renting to them can be very lucrative. If the rental is in
a university town, it can often be higher than it would be for
other tenants because of the demand and because you can ask for
something that is comparable to the room-and-board fees being
charged on campus.

Students may not have a lot of money, but their parents might. Some
parents are willing to co-sign. Those same parents may be willing to
pay in advance for, say, a semester. In addition, many students have
money from financial aid or student loans.
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Since most students have a choice between living in a dorm and living
somewhere else, the choice to live in an apartment or a house tells you that
they would rather have some privacy than be on campus, even though living
on campus is incredibly convenient.

What are the disadvantages of renting to students?
•

You may have a hard time filling units during the summer season when students are off earning money for the
next academic year.

•

Many students have never rented before. You have no
rental history to check, and you may not have an employment history, either.

•

Students are often still very young and immature. They’ve
never lived on their own before, free of parental control.
Sometimes their judgment is poor. Sometimes they don’t
really know basics such as cleaning.

•

Some students don’t understand the value of the property, and they abuse it. They figure they’re there for the
short term, and they are less likely to take care of it in a
responsible way.

•

•

stable as co-signers so you can hold them responsible when
necessary. There should be clauses about the number of
occupants that can be in a rental, rules about noise, and a
process for making and paying for repairs. Prohibit weapons
(including BB guns and paintball guns). Make rules about
things that wouldn’t be necessary in, say, 10 years, such as
not climbing on the roof, burning candles, setting fires or
setting off fireworks, and using charcoal grills. Make sure
your contact information for any co-signers is current.
•

Go over the lease with the student. Good communication
about rules and the consequences for breaking the rules
can prevent many problems.

•

Enforce the lease and be thorough in your duties as landlord.

•

Student rentals can be noisy because of parties. Although
parties may be unavoidable, especially at party schools,
other tenants probably won’t like the noise.

Ask for a larger deposit than you would for someone older. Check to see whether your state limits the amount of
the security deposit you can collect, and consider asking
for as much as is legally possible.

•

Let the students pay the utility bills so that they won’t
run the heater or air conditioner too much.

If you are covering the utilities, they may not care about
minimizing costs.

•

Evaluate the parents as well as the students. Responsible
parents are more likely to raise responsible children. Run
the credit report on the parents and the children. You
should be interested in credit history, criminal history,
employment history, and references.

•

Make regular visits to the rental so students know you are
there. You might be able to catch problems early, and your
tenants are more likely to respect the rules you’ve set if
they know they might be caught for breaking them.

To minimize the disadvantages, you have some options:
•

Rent by the bed. If one person is late with rent, that’s
only one person. The impact is less than it would be if you
were getting rent from an entire family and the family
failed to pay.

•

Find out whether the student has been evicted from a
dormitory.

•

Have an attorney write a good lease, and create a version
that includes the parents or someone else who is financially
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Consider hiring someone who, in exchange for free rent, will
monitor what’s going on in the building.
Continued on page 8
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•

Continued from page 7

What are some red flags to watch out for?
•

Applicants are nervous about being checked on, and they
have long stories about problems with other landlords or
their credit history. Also watch out for tardiness, lying,
and evasive answers about the number of tenants.

•

They don’t have references.

•

The parents seem to be micromanaging, which may
mean their children are particularly clueless about adult
responsibilities.

•

Applicants are discourteous even
when trying to apply for a lease.

•

They drive a messy car.

•

The more red flags you
see, the more cautious
you should become.

What else do you
need to know
about renting to
students?

The following choices matter:

•

Choose the layout carefully. If you have
groups of people living in a property, you
are going to want to provide as much
privacy as possible for them in
terms of bedrooms and bathrooms. At the same time,
you should also have common areas where larger
numbers of people feel
welcome.

• Provide a clean
environment and
quality furnishings. Obviously,
your units should
not have rodents or
pests. By providing
a nice environment
that doesn’t require any
effort or money from the
tenants, students who want
an all-inclusive deal will be
more likely to choose your rental
than a competitor’s rental. Look for
furnishings that are simple and easy to
clean. Basics should include a bed, a wardrobe, and a desk, but you may also want to consider
stocking the kitchen with dishes, gadgets, and utensils.
Can you offer cable TV and Wi-Fi? What about large
screen televisions and large refrigerators? It doesn’t have to
cost that much to provide these extras. Alternatively, you
could go to a rental company. If someone trashes something, well, that’s what deposits are for.

To start, you should
be familiar with
what students look
for when deciding to
rent a property. Since
most students have a
choice between living in a
dorm and living somewhere
else, the choice to live in an
apartment or a house tells you that
they would rather have some privacy
than be on campus, even though living on
campus is incredibly convenient.

•

Allow students to share a room if they want to so they
can pay a lower rent. This one is a balancing act. You
should know the local ordinances for your area so you
know how many people can legally live in your rental.
At some point, having too many people in one unit is
going to affect quality of life and will also be hard on
your property. But having a small number of extra tenants is not going to make a big difference to the property … and will increase rental income. Done right, you
will have increased income without decreasing much of
anything else.

Location is a given, but you want more than proximity to a
specific university. You also want easy access to mass transit,
and proximity to places such as grocery stores, restaurants and
gyms. Many students don’t want to have a car. Make it easy
for them to do without. The rental should be in a safe area.

•

Have everything available online. The rental applications, the
screening process, and rental payments should all be something that can be done through a website instead of in person.
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Have on-site laundry facilities. The number of washers
and dryers is going to depend on how many people live in
a building, but rentals that don’t offer tenants any options
at all are at a distinct disadvantage.
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Nutmeg Awards Gala
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Be a jack-of-all-trades
and a master
of maintenance.
Certificate for Apartment Maintenance Technician
WE RECOMMEND THIS COURSE for maintenance
technicians, porters, housekeepers, and groundskeepers
who are ready for advancement.
Earning your CAMT boosts your knowledge and skills,
your reputation, and your confidence.

YOU’LL LEARN ABOUT:
• Processing work orders efficiently and to
residents’ satisfaction
• Electrical, plumbing, HVAC, mechanical,
appliance, construction, and lock and key
services and repairs
• Painting services
• Customer service

• Documenting and reporting maintenance
activities in compliance with company
policy and regulation
• Curb appeal, property inspection, and daily
maintenance
• Maintaining recreational facilities and
common areas

• Following company policy and procedures • Implementing a preventive maintenance
schedule
• Minimizing personal and property damage
• Maintenance safety

• Product repair and replacement decisions

• Fair housing regulatory compliance

• Professional behavior, communication
skills, and personal appearance

• Environmental responsibility and
regulatory compliance

September 15-18, AND October 20-23, 2020 For more information, visit www.naahq.org/CAMT or
Belfor 30 North Plains Industrial Road
contact Kim McCrossen at kmccrossen@naahq.org.
Wallingford, CT 06492

Registration Form
Certificate for Apartment Maintenance Technicians (CAMT) Training
Sign me up for:

September 15-18 AND October 20-23, 2020
Must attend all dates
Interior & Exterior Maintenance Repair
Electrical Maintenance and Repair
Plumbing Maintenance and Repair
Heating/Air Conditioning and Repair
Appliance Maintenance and Repair

The price is $950 for members, $1,050 for non-members
All courses will be held 8:30 a.m. to 4:30 p.m.
Belfor located at 30 North Plains Industrial Road, Wallingford, CT 06492
NAAEI Refund Policy
Absolutely no refunds will be issued. If for any reason you cannot attend the course, you or your company may send someone in your
place. If you choose to drop the class and cannot replace your seat, you may receive a credit towards another National Training course.

Name:
Title:
Company:
Address:

Phone:
Personal E-mail:

Please email your completed registration form to
Kim McCrossen at kmccrossen@naahq.org
To pay by credit card please call Kim McCrossen at
703-797-0610.
Make checks payable to NAAEI and mail to:
Kim McCrossen
NAAEI
4300 Wilson Blvd.
Suite 400
Arlington, VA 22203

Say No to Passive-Data Aggression,
IT'S TIME TO BE DATA AGGRESSIVE
By Marlena DeFalco, LinnellTaylor Marketing
Data and Analytics from Online Prospects
to Grow Your Business.” They challenge
analysis paralysis by digging into the data.
“You can no longer passively wait for
data,” said Kelley Shannon, Vice President of Consumer Marketing for The
Bozzuto Group. “We actively get data
for ourselves, like PPC, Google, SEO,
and using those insights in real time to
optimize performance. We know more
and guess less. I am in a better position
to make a recommendation and back it
up with data.”

New Tools of the Trade
“As we needed to collect more data
there have been a lot of changes in
technology and software during the
past five years,” said Heidi Jehlicka,
Senior Vice President of Marketing
and Employee Development for The
Bainbridge Companies. “Five years ago,
most multifamily housing marketers
weren’t able to gather much more data
than a prospect’s contact information
and maybe a timeframe for when they
were looking to rent.

T

he rental housing industry has
long discussed the notion of analysis paralysis. Apartment operators
are inundated with data on pricing and
revenue, on lead conversion and even

maintenance performance. It’s simply
too much.
Well, not for the marketing mavens at
NAA’s Apartmentalize session, “Mining
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“New software options and more
business intelligence (BI) allow us to
deliver a tremendous amount of value
to clients and our company,” Jehlicka
said. “Combining BI and revenue
management tools for rent growth
delivers a greater understanding
into exactly when someone wants to
move, allowing us to control availability in a much broader way. The
data helps us bring more value and
drive asset value.”
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“This allows us to craft our
outreach content with tailored
messages and match our messages
with what our prospects are
looking for.”
– Jehlicka

Customer Relationship Management (CRM) also can be a
game-changer, says Shannon. “It can be expensive to lift and
shift [from lead management to CRM platform], but the data
is invaluable.”

More and more consumer data are now captured, said Jehlicka. For example, if the data indicates a prospect who is
looking at our properties has also looked for more information
about daycares in the neighborhood, they are able to arm our
leasing agents with very specific data about what the prospect
is looking for, she shared.

She argued that multi-touch attribution is close in terms
of understanding the renter’s journey, but her teams have
learned through the CRM data that the journey isn’t linear.
CRM provides greater visibility into how a prospect moves
through various channels to learn about a property. This
type of insight simply wasn’t available five years ago.

“This allows us to craft our outreach content with tailored
messages and match our messages with what our prospects
are looking for.” Jehlicka said.

Mission Rock Residential’s Vice President of Marketing,
Marcella Eppsteiner, takes CRM’s uses further by validating
its data with the property management system. It provides even
more data on data points such as cost per lead or cost per lease
and offers the ability to slice and dice by advertising source or
even by origin such as phone, email or text.
Eppsteiner shared that by layering Google Analytics about the
backend of your website and the consumer engagement with the
site – including how much time they are spending and where
they come from—offers greater referral source transparency.
“This information is critical to better determining the ROI
from a source,” she said. “By aggregating all this data, we
discovered that 25 percent of our leads were coming from
one ILS. That’s invaluable from a budgeting and performance standpoint.”

Lifestyle Should Play a Role
Marketers are now also recognizing that the customer journey
should look at both the rent aspect as well as the lifestyle
perspective.
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Eppsteiner agrees there is an opportunity to connect marketing and the ability to target the lifestyle and experience
preferences. Her teams also capture data on what a prospect is
looking for in a neighborhood experience.
“Recently, we’ve gathered insights into what specific
grocery store or fitness center a prospect is interested in.
This data enables us to be nimbler in how we spend our
marketing dollars and really hone-in our efforts,” she
said. “We can quickly change and optimize our strategy to partner with business knowing that our property’s
consumer base is interested in certain aspects of the
neighborhood. This knowledge empowers our ability to
enhance the overall customer experience and improves the
longevity of our residents.”
Jehlicka, a self-proclaimed shoe-a-holic, joked, “Show me
the walk-in closet with ample shoe storage and point out the
closest shoe store and I’m sold!”
Source: Originally published in the National Apartment Association September 2019
issue of units magazine.
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CTAA Communications Committee
Apartment Focus Magazine –
Vendor Spotlight Questionnaire
3. What products or services does JP Maguire
provide and who is the clientele?
JP Maguire Associates is truly a full service property damage
restoration company with a cleaning division that utilizes the
latest technology and a reconstruction division with experienced estimator, project managers, and a staff of tradespeople
trained to rebuild any type of loss. JP Maguire specializes in
fire, water, storm damage, mold removal, biohazard remediation, hoarder clean up, and asbestos abatement. In addition,
our Emergency services to handle your needs are always available 24 hrs a day.
JP Maguire has handled losses ranging from the smallest residential damage claim to large commercial property claims in
excess of millions of dollars. We have worked in every type of
structure from residential homes to commercial properties and
from municipal buildings to historical sites.

1. Who are you, what company are you with
and what do you do at your company?
My name is, Brian Glasser, I am the Director of Business
Development for JP Maguire Associates. My primary responsibilities include running the marketing and emergency
services division for JP Maguire. In addition to finding
new and innovative ways to bring business to JP Maguire
through the use of television, social media, and the internet,
I oversee a staff of four experienced and dedicated marketing representatives. Their primary responsibilities are
to building on existing relationships, find new clients who
would need our services, as well as respond to emergencies
as they occur.

2. How long has JP Maguire been in business?
JP Maguire Associates was founded by Jim Maguire in 1982
and is one of Connecticut’s oldest family owned and operated Property Damage Clean up and Reconstruction companies. Jim has since stepped down as CEO, his son Jamie
Maguire and April Garceau, a former employee have taken
over and will continue Jim’s belief of satisfying the customer’s needs first.

Our clientele is anyone who has suffered a property damage
loss and needs a reputable company dedicated to customer
satisfaction.

4. What are the benefits of working with your
company?
There are many benefits to working with JP Maguire
including our reputation, dedicated staff, industry knowledge, and professionalism, but what sets us apart and one
of the greatest benefits to working with JP Maguire is our
experience, with 37 years in the industry we have seen,
cleaned and reconstructed almost every type of loss imaginable. In addition, the relationships we have created over
the years with insurance companies, adjusters, and claims
managers allows us to effectively and efficiently deal with
your claim and bring your property back to pre-loss condition if not better.

5. What is unique about JP Maguire?
In addition to the fact that JP Maguire has been a family
owned and operated business for 37 years and that we are not
a franchise or corporate company, one of the most unique
characteristics about us is that we truly are a full-service
restoration company. What I mean by that is everything from
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start to finish is handled in house by JP
Maguire; we do not use sub-contractors
at any point in the mitigation or cleaning process. Furthermore, if contents or
clothing are involved in the loss, JP Maguire employees will inventory, packout, clean, and store these items on-site
in our climate controlled warehouse.
There are no other companies in Connecticut that handle the entire cleaning
and mitigation process in house. While
the mitigation process is ongoing our
experienced estimators will work with
insurance adjusters to determine the
scope of the damage to be repaired.
Finally, a JP Maguire project manager

ISSUE 5 2019

will manage the job and coordinate the
necessary construction trades to bring
your property back to pre-loss condition
if not better. This entire process from
start to finish is handled by JP Maguire.
You have other responsibilities, let us
handle what we are experts at.

6. What steps should be
taken for interested parties who are interested in
establishing a relationship
with JP Maguire?
Experiencing a loss big or small can
happen at any time so planning ahead on

15

who to call should be a natural step in the
disaster planning process. Having a reliable and experienced company that will
respond to your disaster 24 hrs a day will
not only save you piece of mind, but will
save you money in the long run. Minutes
matter and can make a significant difference in the amount of damage that can
occur, you shouldn’t question or contemplate who to call after a disaster. Anyone
interested in learning more about JP
Maguire, our services, or about our Tier
1 Pre-Disaster Plan can contact, Brian
Glasser by phone/ email at 203-996-8455
or bglasser@jpmaguire.com.
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QUES
TIONS
1.
2.
3.
4.

Property Manager at Woodcliff
Estates in East Hartford. I
worked for Jackie Carangelo
at Woodcliff as she was the
Property Manager. She was a
tremendous boss and continued
to teach me the business. Both
Eileen and Jackie’s passion for
the job made it easy for me to
decide to make this my career.

What is your name?
Brian Lemire
Current job?
Senior Director of Leasing and
Operations
How long have you been
in your current position?
4+ years
How did you get into the
industry?
Eileen Swenson started showing me the ropes as a teenager.
She had me doing porter and
maintenance tasks when I was
in my teens for her commercial
and residential assets. While
showing me the industry from
the ground up, she was teaching
me about NOI, marketing, and
customer service. I did my internship with her company and
after graduation from college,
she hired me as an Assistant

5.

6.
7.

What is your least favorite part of the job?
Terminating employment.
Some are easier than others but
at the end of the day, you are
changing someone’s life.
Best part of the job?
Watching employees succeed
and grow.
Three words to describe
yourself?
Detailed, adventurous, and
hardworking.
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8.
9.

Favorite city?
Local Boston – Most fun
New Orleans
Career to try for a day?
Tornado Chaser.

10. Favorite TV show?
Seinfeld.

11.

Favorite vacation spot?
Anywhere that I can ski, scuba
dive, or snorkel.

12. How do you motivate

others?
Determine the goal and ask the
individual how they would like
to reach it. Most times they
have the answer themselves. If
they need a hand then we brainstorm solutions together. Follow
that up with recognition and
www.ctaahq.org

praise and you have one motivated employee. If that doesn’t
work than food usually does.

seek to support those in need
in which we perform hands on
projects such as roof replacements, painting, handicap ramp
construction and landscaping.

13. If there was one person

– alive or passed - you
could have a dinner with
who would it be?
I’ve always said Bob Marley.
He has a smile on his face in
every picture that I’ve seen.
I’m also very intrigued on how
he helped join two disputing
political parties together to
bring peace back to the country
of Jamaica in the 1970s.

14. What do you do in your

spare time to give back
to the community?
I am a member of Gilead
Helping Hands which is a
committee at my Church who

15.
16.
17.
18.

I love my family and my job so I
really don’t need much else.

19.

What are you wearing
when you feel your best?
My skis or my work boots.

Do you have any pets?
We sure do. 5 chickens, 1 mini
lop earned bunny and 2 cats.

20. What is your favorite

What superpowers would
you most like to have?
Teleportation so I don’t have to
sit in traffic.

21. What was your child-

What is your greatest
achievement?
Raising my children.
Where do you see yourself in five years?
Not too much different than today.

food?
Jumbo Shrimp with spicy
cocktail sauce.

hood dream job?
California Highway Patrol
aka CHIPS.

22. If you won the lottery

what would be the first
thing you would buy?
Buy Jason Kurland “The Lottery Lawyer” dinner.

Unlock Savings with Green Energy & Efficiency Upgrades
The Connecticut Green Bank offers
financing that drives a holistic energy
and water-savings approach to your
multifamily property. Solutions include:
•
•
•
•
•

Standardized and custom predevelopment technical assistance
No money-down, unsecured
financing options (efficiency & solar)
Potential to finance additional capital
improvements
Enhanced property cash flow from
energy savings
Health and safety improvement
financing

East Meadow Condominiums, an 82-unit complex in
Manchester, was able to replace their roofs and upgrade
their boilers while unlocking $26,000 in annual free cash
flow after debt service.

Visit www.ctgreenbank.com/ctaa for information or email multifamily@ctgreenbank.com
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Boost your
knowledge, skills,
and confidence!
Certified Apartment Manager
WE RECOMMEND THIS COURSE for community managers
and experienced assistant managers.
Earning your CAM credential allows you to demonstrate that
you have the knowledge and ability to manage an apartment
community and achieve the owner’s investment goals. The
CAM credential positions you well for career opportunities and
advancement.

YOU’LL LEARN ABOUT:
• Occupancy rates

• Apartment turnover

• Comprehensive marketing plans

• Working with contractors and vendors

• Sales team management and product readiness

• Recruiting high-caliber employees

• Equitable treatment of current and potential
residents

• Employee orientation and training

• Resident retention and maintaining a positive
company image

• Employment regulations and record keeping

• Communicating with residents
• Customer service and issue resolution
• Enforcing company policy and complying with laws
and regulations

• Employee evaluation
• Analyzing the property’s financial operations and
taking corrective actions for underperformance
• Monitoring property performance to achieve the
owner’s investment goals
• Accounting principles and practices

• Property inspections

• Maximizing net operating income

• Preventive maintenance programs

• Reporting property performance
accurately

• Service request process

For more information, visit www.naahq.org/CAM.
To locate an affiliate offering this course near you, visit
www.naahq.org/education-careers/find-a-course.

Registration Form
Certified Apartment Manager (CAM) Training
Sign me up for:

� The CAM Credential
April 6-10, 2020

The price is $865 for member and $965 for non-members.
All courses will be held 9:00 a.m. to 5:00 p.m.
Belfor located at 30 North Plains Industrial Road, Wallingford, CT 06492
NAAEI Refund Policy
Absolutely no refunds will be issued. If for any reason you cannot attend the course, you or your company may send someone in
your place. If you choose to drop the class and cannot replace your seat, you may receive a credit towards another National
Training course.

Name:
Company:

Email your completed form to
Elizabeth at ezolotukhina@naahq.org

Address:

To pay by credit card please call Elizabeth at
703-797-0605.

Phone:

Make checks payable to NAAEI and mail to:
NAAEI
4300 Wilson Blvd.
Suite 400
Arlington, VA 22203

Personal E-mail:

WELCOME
TO OUR NEW
MEMBERS
CTAA Business Partners

Management Companies

Knock Rentals
Jennifer Maurhoff
1455 NW Leary Way
STE 200
Seattle, WA 98107
jennifer@knockrentals.com

C&R Management
Brent Reihl
200 Hopmeadow Street
Simsbury, CT 06089
brentreihl@crpropertymgmt.com

Eagle Elevator Corporation
Amanda Keane
65 North Plains Industrial Road
Wallingford, CT 06492
akeane@eagleelevator.net

SHD Glenbrook Gardens, LLC
Debbie Troy
1 Atlantic Street
Stamford, CT 06901
dtroy@stoneharb.com

Merion Residential
Lynn Branciforte
11 Ledgewood Road
Groton, CT 06340
lbranciforte@merionresidential.com

Know someone who would make a good
CTAA member? Contact Licia Ciotti at
lciotti@unitedcr.com

860-838-5322
www.reficiocompany.com
Need to add phone
number and web address
in the same color as the tag line.
860-860-838-5322 www.reficiocompany.com
Need to add phone number and web address in the same color as the tag line.
860-860-838-5322 www.reficiocompany.com
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THE CTAA WANTS TO KNOW...

HAVE YOU BEEN
RECENTLY HIRED,
PROMOTED, OR RECEIVED
AN INDUSTRY
DESIGNATION?!
LET US KNOW TODAY!
EMAIL YOUR UPDATES TO
MMILLER@TRIORPOPERTIES.COM AND GET
FEATURED IN THE NEXT EDITION OF THE CT
APARTMENT FOCUS.
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WHY ADVERTISE
IN PRINT?
“Digital media is great, but we also need less mediated, more real
experiences and I believe print is better at delivering that.

Magazines offer the kind
of tactile engagement you
cannot find anywhere else.
It satisfies the senses on many levels – sight, touch, smell. That’s unique to print.
Also in a world where everything moves so fast – driven by the dictates of data
and the digital world – magazines provide respite from all that: a moment of
calm, contemplation, enjoyment.”
— Vince Medeiros, Publisher, Think Quarterly, google

https://www.thenewslinkgroup.
com/publications/Goldﬁsh/
index.html

Dani Gorden | (v) 801.676.9722
Dani@thenewslinkgroup.com

