
With Special Guest, to swear in the Board of Directors, Apartment Association of Louisiana Lobbyist Jennifer Ansardi and Attorney Jim Rather
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5:30 - 6:45PM     Products & Service Showcase     Cost: $0
There is no cost to attend. Even if you are not attending the banquet 
you may attend the show and participate in the cash drawing. 
Cash drawing will take place at the beginning of the banquet.
Hors d’oeurves will be passed around.

7:00 - 9:00PM     Awards Banquet     Cost: $40/person
Cash bar will be available for the showcase and banquet. 
A sit down dinner will be served.

CAPS Graduates will 

receive their certificates and pins 

NALP Candidates 

will be introduced

Apartment Association of Louisiana 
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  It’s a 
Zoo Out There
By Nicole Upano

Did you know that a resident is entitled to ask for a 
reasonable accommodation request for any animal? While 
the most common requests involve dogs and cats, roosters, 
ferrets and boa constrictors are a few real-life examples 
in a growing list of animals that are claimed to provide 
emotional support.

Per U.S. Department of Housing and Urban Development 
(HUD) guidelines, a disabled resident should be given the 
opportunity to request any animal that reasonably affords 
such person equal opportunity to use and enjoy their 
dwelling. Owners are required to engage the resident in an 
interactive process in which the housing provider and the 
requester discuss the requester's disability-related need for 
the accommodation and possible alternatives.

In years past, it seemed to be the status quo for apartment 
housing providers to adopt bright-line rules. These rules 
allowed for predictability in outcomes and restricted 
discretion among on-site staff to minimize the risk of fair 
housing discrimination complaints. While this used to be 
the case, now managers are expected to make decisions on 
a case-by-case basis depending on a resident’s unique set of 
needs and circumstances in accordance with the mandated 
interactive process.

As apartment owners and managers continue to see a 
significant increase in reasonable accommodation requests 
for emotional support animals, there is an increased 
concern of possible abuse. To guard against this, NAA felt 
it was important to provide members with resources giving 
practical guidance on this emerging issue.

NAA organized a working group of members, affiliated 
association staff and attorneys specializing in fair housing 
to collaborate on resources to help members navigate this 
complicated issue. Staff compiled these resources into the 
NAA Toolkit on Emotional Support Animals (ESA).

The toolkit contains resources that give the reader 
an overview of the basics and provides guidance on 
the common scenarios above. It also contains sample 
reasonable accommodation and modification policies 
and sample documentation forms for residents, including 
instructions provided by Kirk A. Cullimore, Esq., Past 
President of the Utah Apartment Association (UAA) and 
current UAA board member.

In an effort to continue outreach and education, NAA is 
hosting a webinar on this issue on Thursday, October 13 at 
3 p.m. ET. NAA has enlisted the expertise of Katie Wrenn, 
Regional Training and Marketing Director at Milestone 
Management, to share the member perspective and her 
experiences in dealing with reasonable accommodation 
requests day-to-day. In addition to Ms. Wrenn’s expertise, 
Kirk Cullimore will discuss the forms that he was 
instrumental in getting approved by HUD and share 
lessons learned from his experience in litigating these cases 
throughout the investigative process.

It really has become a zoo out there. Remember, NAA 
works for you and has a breadth of resources available on 
this issue. The Emotional Support Animals webinar will 
take place on Thursday, October 13 and NAA members can 
register here.  If you have questions, please contact Nicole 
Upano, NAA's Manager of Government Affairs.

Plus if you mention this 
ad you will get FREE 
installation* ask for details 

Call today for 10% OFF 
ALL network and WIFI 
equipment. 

We offer the BEST WIFI 
and networking 

technologies available. 

Expiration Date: 08/31/13 

WIFI The Easy Way 
Data Shark Technologies 

Call—985-373-7452 

All of Your Technical 
Needs—DONE! 

Offer your 
tenants the best 
available WIFI 

and hey; MAKE 
MONEY with it 

as well!! 



4



5

Service calls are a fact of life. Use them to build a loyal 
customer base by providing excellent service. 

No property manager or maintenance staff member enjoys 
a service failure, but it does present an excellent opportunity 
to make residents more satisfied with the apartment 
community and the company. 

How is this possible? Through the service recovery paradox, 
which is the reality that customers can leave a service failure 
more satisfied and loyal to a company than if no failure had 
occurred if — and it all hinges on this if — the problem is 
resolved efficiently and effectively.

“We’re all human, and service failures are going to occur 
no matter how focused you are on providing excellence 
service,” says Mark Vanderhoof, corporate maintenance 
training specialist for CWS Apartment Homes. “Don’t look 
at it as, ‘Now I have to go talk to an angry person.’ Instead, 
look at it as an opportunity to strengthen your relationship 
between your company and your customer. And learn  
from it.”

Help Residents Feel HEARD

When going to service calls, maintenance professionals 
are wise to implement a strategy Disney uses when its 
customers are having a problem with the company — and 
one that Vanderhoof teaches in his training sessions. 

“They use the acronym HEARD,” Vanderhoof says.

H is for hear

E is for empathize

A is for apologize

R is for resolve

D is for diagnose

Vanderhoof points out that it’s important to not just listen to 
what the resident is saying about a service failure — you've 
got to really hear them and then let them know that you 
understand the inconvenience of the situation (the empathy 
part). 

He also believes there’s a difference between just saying 
sorry and truly apologizing — down to using one word over 
the other. “Most studies suggest that ‘I’m sorry’ is perceived 
as insincere about 80 to 90 percent of the time, whereas an 
apology with the phrasing ‘I apologize’ is more likely to be 
perceived as sincere.”

And, of course, fixing the problem quickly and correctly is 
key to making the paradox come to life. 

Tens of thousands of people every year make CORT the most trusted source for their temporary furniture solutions. 
Moving for a new job? Heading off to school? Landing a temporary assignment? Making a fresh start?

CORT.com

Furniture • Housewares • Home Accessories • Electronics

CORT makes living smart easy...

living smart
furniture flexibility for your life

Rental Showroom & Clearance Center
5035 Bloomfield Street | Jefferson, LA 70121 | 504.733.8381

Contact Debbie Borrello at debbie.borello@cort.com 
or Debbie Younger at debbie.younger@cort.com for 
additional information.

Take Advantage of the Service Recovery Paradox
Digested from NAA Operations Insights
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The Apartment Association will hold the 16th Annual Product & Service Showcase on Thursday, November 3, 2016 from 5:30 p.m. to 6:45 p.m. 
at the LANDMARK HOTEL in METAIRIE, LA.  This will be a table - top show held in conjunction with the Awards of Excellence and Installation 
Banquet.  There will be a lottery drawing for table selections the week before the showcase, the order of table selections is as follows: 
Super Platinum Sponsors will select first, Award Additional Sponsor Second etc.    ASSOCIATE VENDORS IN THE SHOWCASE WILL NOT BE 
ALLOWED TO SERVE OPEN CONTAINER ALCOHOL AT YOUR TABLES, you may purchase drink tickets thru the hotel to give away to your 
customers.  You are not obligated to give away a door prize, cash money will be given out.  However, if you would like to give away a door prize, 
you will be allowed to do so.  AAGNO hopes you and your company will participate in this great event.  If you are a Super Platinum Sponsor 
for 2016 this event is included in that sponsorship.  You will need to fill out this form and email to AAGNO tammyesponge@aagno.biz 
---------------------------------------------------------------------------------------
EXHIBITOR CONTRACT

I\We agree to purchase a table in the AAGNO Product & Service Showcase.

Company Name:_______________________________________________

Address:______________________________________________________

City:_____________________State:______________Zip:______________

Contact Person:________________________________________________

Phone:_______________________Fax:_____________________________

COST:  $250.00 FOR TABLE and $10.00 CASH GIVE AWAY
TOTAL DUE $260.00

I\We understand that AAGNO must receive our payment in full on or before October 17, 2016. It is further understood that a table cannot be 
reserved without returning a signed contract to AAGNO.

Exhibitor Signature:_____________________________________________

Amount Due: $260.00  Amount Paid: $_________
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         Your AAGNO Partner 
 

Contact our “NEW” 
 FLOORCOVERING Property Management Team 

 
and our  

 PAINT Property Management Team

 

STORE:   Josh Pelous  &  Rob Pace  -   (W)504-736-0070   (F)504-736-0304      
sw2247@sherwin.com 

Algiers: Marcus O’steen  
504-367-4253 

Kenner: 
Airline Hwy. – Tyinna Jones   

504-469-0291 

N.O. Earhart: Dominick Maone          
 504-482-7375 

Chalmette: Eric Sewell   
504-279-5281 

Kenner: W. Esplanade - Andre Lewis  
504-461-0728 

N.O. French Quarter: Don Briley 
504-525-3507 

Covington: Tracey Lange  
985-892-2843 

LaPlace: David Robin         
    985-652-8341 

N.O. Gentilly: Tony Young                    
504-288-9496 

Gretna: Fredrick Penland    
504-366-1538 

Mandeville: Kevin Kubricht 
 985-626-1078 

N.O. Lakeview: Noel Morales              
504-488-4427 

Harahan: Whitney Bardell 
 504-737-3080 

Metairie: Ashanti Smith      
 504-887-6242 

N.O. Magazine: Blake Ducote          
   504-269-5555 

Harvey: Ricardo DeLeRosa  
504-341-0477 

Slidell: Darrin Mclain            
985-643-8095 

N.O. Crowder Blvd: Josh Lowe      
      504-241-2845 

Jefferson: Felipe Roche 
504-733-9051 

New Orleans: 
Carrolton: Keith Brumfield               

504-862-4933 

N.O. St. Charles Ave:  
Dakotah Washington  

504-522-1233 

SHERWIN-WILLIAMS 



 

Visit  Our Website 
www.salvant.com 

Or call us today to speak to one of our     
Bed Bug experts. (225)383-BUGS (2847) 

BED BUG SOLUTIONS FROM LOUISIANA’S BUG EXPERTS 

LET SALVANT BE PART OF  YOUR BED BUG PLAN! 
 

All services are performed with the latest techniques for getting rid of 
bedbugs 
We also provide visual and K-9 bedbug inspection with  Louisiana’s 
1st Certified Bed Bug K9s, which cuts treatment cost in 1/2. 

Salvant Environmental is a local, family owned and                   
operated business. We are proud to offer our customers over 
20 years of experience. 

    SERVING LOUISIANA SINCE 1999. LISCENSED, BONDED & INSURED, FOR YOUR PROTECTION. 

All of our certified bedbug technicians are updated on the latest          
techniques which  solves any pest problems faster. Specializing in           

Corporate and           
Commercial Accounts 

 

225- 383-Bugs  
(2847) 
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Fastest Growing Apartment 
Markets in U.S. Aren't Cheap

By Steve Brown, Real Estate Editor 
From Dallas News

Not just the Dallas Cowboys are moving to Frisco.

Thousands of apartment renters are making their way to the 
Dallas suburb, too.

Frisco was ranked as the second busiest apartment market 
in the country, according to a new report by industry 
analyst MPF Research.

In the last four years, Frisco's apartment base has almost 
doubled, the Richardson-based research firm found.

"Frisco/Prosper has received 4,298 new apartments since 
2012 and has an additional 4,009 units under construction, 
all of which should be available by third quarter 2017," MPF 
analysts say. "Driving apartment demand in Frisco/Prosper 
is the area's recent emergence as an employment hub. In 
fact, Frisco boasts the $5 Billion Mile, with four mixed-
use developments funded by over $5 billion in capital 
investments within one mile, located at the intersection of 
Dallas North Tollway and Highway 121."

Renting in Frisco isn't cheap. The average monthly 
apartment rent in Frisco is $1,115, MPF reports. That's 
about $100 a month more than the Dallas-Fort Worth 
average.

But creation of thousands of high-paying jobs in Frisco and 
West Plano is bringing people to the area.

"Tons of companies are flocking to the Frisco/Prosper 
submarket (or very close to it), and naturally, employees are 
following," MPF analysts say in the new report. "Despite 
high levels of multifamily development, the submarket has 
continued to report strong occupancy figures and steady 
rent growth.

"Demand drivers do not appear to be slowing down, 
suggesting that economic conditions should continue to 
support elevated supply figures."

While Frisco was at the top of MPF's booming apartment 
market list — second in the nation only to Charlotte's 
Uptown district — several other North Texas rental markets 
also ranked high.

Dallas' center city "Intown" market was 14th on the MPF 
busiest markets list, with 6,971 units under construction.

North Texas is second in the country in overall apartment 
construction, and more than 50,000 units are on the way.



priorityfloors.com
504-733-8188

proudly serving New Orleans and Baton Rouge for over 25 years

We are experts in
multifamily flooring.
You are our priority.

9



ONE Ad. ONE Network. SIX Sites.
JOIN THE NETWORK at 

advertise.apartments.com.

© 2016 CoStar Realty Information, Inc.10

Digested from The Washington Post 
By Matt McFarland

WeWork is known for its stylish collaborative office spaces, 
but this month they’re stepping into the apartment industry 
in New York City and Washington, D.C. WeLive is a 
communal living space, where tenants rent small furnished 
apartments — microunits — and share common areas. 

WeLive offers amenities and month-to-month lease 
flexibility that some renters find desirable. The apartments 
aren’t dissimilar to a college dorm room, in that they may 
not have complete kitchens, and some of the beds fold into 
a wall. But the apartments’ common areas include game 
rooms, lounge areas and full-size kitchens. 

WeLive spaces are set up to encourage social interaction 
among tenants. “We want you to be able to look at what’s 
going on [in the common areas] and see if you know 
someone,” said Miguel McKelvey, the WeWork co-founder.

WeLive appears purpose-built for millennials in their 20s 
and 30s, but all ages are able to rent. 

In Crystal City, outside of Washington, D.C., a studio 
apartment starts at $1,640; in New York City, units start at 
$2,550. 

a Dorm-Room Atmosphere for Adults
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Today’s society represents the most opinionated group of 
consumers in the history of the planet; where there once 
was social media and review sites, those two entities are 
now combined. Reviews are everywhere. You can’t hide 
from them.

Results from a recent national resident survey show 43 
percent of respondents felt that a community with a “3” 
rating on a five-star scale was too low for them to  
consider it.

The survey reveals that Facebook was the most popular 
review platform. Instagram shows the greatest disparity 
between resident comments and property management 
responses. Because Instagram is not yet accessible via a 
desktop, apartment professionals are less able to interact  
on it.

 

“You don’t just respond to reviews, you have to learn from 
them,” says WC Smith’s Holli Beckman. “You will get your 
crazy residents who will write crazy things, but you have 
to realize that technology (the ability to post a review 
instantly) will not affect their morality.”

Sara Graham of Dolben says it’s important to equip and 
encourage staff to solicit reviews from residents “even if 
they are good, bad or ugly.”

For those not-so-flattering remarks, Graham says that 
it’s best to handle a delicate situation in person, meaning 
the review response can simply be a customer-friendly 
invitation to discuss the issue.

“Sometimes it’s best to take conversations offline and into 
the office,” she said. “Very seldom are you going to find a 
solution online, so you want to speak with the resident and 
uncover the root cause.”

It's Not Just a Review... 
It's Free Market Research
Digested from Units Magazine

Making the most from 
online resident reviews
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Leveraging Big Data in 
Property Management
NAA Apartment TECHniques

It’s an important buzzword in today’s business world, yet 
many companies are overwhelmed by the amount of “big 
data” that’s out there. Apartment property managers trying 
to make sense of all of the information they’ve gathered on 
market data, pricing and amenities may end up staring at 
a bunch of numbers on a spreadsheet, hoping that some 
trend or pattern will materialize. All too often, “there may 
or may not be something there and you can waste a whole 
lot of time,” observes Annie Laurie McCulloh, senior vice 
president of the Rainmaker Group.

McCulloh is moderating a session at the upcoming 
NAA Education Conference & Exposition, “Data, Data, 
Data: What’s the Right Data for My Community?” In 
a Q&A session with Operations Insights, she and her 
fellow panelists Gina Johnson, vice president of business 
development with Avenue5 Residential, Kevin Huss, 
director of revenue management with Harbor Group 
International, and Bryan Pierce, director of Revenue 
Management with Gables Residential discussed strategies 
property managers could employ to capture and use 
big data to enhance their businesses, and what tools on 
the horizon might make the process easier and more 
transparent for the apartment industry. 

Do you think the average property manager understands 
what big data is and how it works? 

McCulloh: I think big data may be a bit of a misnomer in 
our industry as a whole. Typically, when you think big 
data, we’re talking about terabytes of data. Google is a 
source of big data due to all the billions of web clicks. But 
within each one of our properties, and with respect to site 
teams, it’s about collecting the data (big/medium/small), 
and organizing and analyzing that data to uncover trends 
and patterns to make decisions. I absolutely think our site 
teams do this without realizing that they’re doing big data 
analytics.

Johnson: Site teams also have a lot of going on. Depending 
on what type of asset you have or what’s going on at 
your property, at certain times you almost become a task 
manager, trying to get everything done as fast and efficiently 
as possible. But I don’t know how much time everyone has 
to read, learn and absorb the data that’s really going to help 

them grow and figure out the bigger picture and what’s 
going on in the market.

What are some ways in which the apartment industry could 
specifically leverage big data?

Pierce: There’s a ton of ways. You can do some things as 
simple as expiration management patterns. What does it 
look like in a geographical area--what does it look like in 
the South, for instance? You can roll up Atlanta, you can 
roll up Florida, and other states. Understanding when 
your traffic actually arrives and start pairing that up with 
the time they made the actual decision to lease? How 
far in advance are they actually signing an application 
versus moving in? And then you can ask: what about the 
demographics of these folks? What’s the average age of 
people applying within a certain timeframe? Do we see that 
changing over the course of the year? There’s many different 
ways you can step back and ask questions about what you 
think might be developing in the market. 

McCulloh: If you think about marketing and revenue 
management it’s really about all about demand - where is 
the demand coming from; how is it being managed; how 
is demand being forecasted and optimized. Are people 
answering the phone, and if so, how effective are they in 
converting the phone traffic into a physical lead? When 
somebody arrives on site, does that materialize into an 
actual lease? What advertising sources are driving the most 
demand, and can that be sliced and diced for various floor 
plans. What is the most cost-effective way to spend your 
advertising money? Further down that demand funnel, 
there’s forecasting based on seasonal demand patterns, and 
then optimizing that demand to best fill our apartment 
homes.

What technology might help the industry leverage their 
analysis of big data?

Huss: There’s so much data our property management 
systems are collecting, the question is: what are we doing 
with it to make good efficient decisions with it. And that’s 



ROSS D. SHALES
3117 22ND ST., SUITE 1
METAIRIE
rossshales@allstate.com

Call me today for help with your
business insurance needs:
auto, property & liability.

(504) 831-1778

Insurance subject to availability and qualifications. Allstate Insurance Company and Allstate Indemnity
Company, Northbrook, Illinois © 2009 Allstate Insurance Company.
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where I think our industry has made some big strides in 
the last five years. There are companies developing their 
own reporting modules and looking at big data. And there’s 
a lot of third party companies that are developing products 
to help you dig into this data better. So I think there’s more 
transparency with this data than there was years ago. 

Johnson: A Rainmaker Group product, SlopeJet, is a tool 
that’s going to be so important for anyone involved in a 
property. It sees how leasing teams are performing, what 
the conversion ratios are, what marketing sources are 
working, and how much money is being spent. It takes data 
and condenses it down so that you can go to one dashboard 
and see all of these functions. Teams can use this as a 
training tool and you can also tie it into the revenue 
management side. The revenue manager can take a look at 
the data and ask, “how’s it going, how’s traffic this week? 
Wow, we had 32 leads this week, but we were only able to 
convert 4 percent of those leads. What happened there?” 

McCulloh: The best big data analytics companies consume 
the data from all sources, house it and organize it in a 
meaningful way and analyze it a way so that there’s an “aha 
moment” that drives you to take action. So if a big data 
analytics solution can really make it easy and intuitive and 
drive you to take the appropriate action without investing a 
ton of time, that’s a big win all the way around.

We’ve hand selected the best carpet 
and vinyl for property managers with 
tight timelines and budgets. With a 
lifetime re-stretch warranty and a 
satisfaction guarantee you can be 
confident that we will support you 
with every step.

FLOORING MADE SIMPLE

Locat ions in  New Or leans,  Baton Rouge and Lafayette | 225-270-0749  | Serv ice@CornerstoneFloor ing.net

C O R N E R S T O N E  F L O O R I N G

great apartment floors in 48 hours or less

CornerstoneCommercialFlooring.com/AAGNO
See our special offer for AAGNO members:
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PUT YOUR AD HERE!

Calendar of Events
October
 
NALP Course
October 11th thru October 20th

Fall Fair Housing
Tuesday, October 25
Morning and Afternoon Sessions

Location: Cort Furniture Training Room

Cost: 25.00 per person

November
 

2016 Annual Products and Service Showcase  
and Awards Banquet
Thursday, November 3
Products & Service Showcase – 5:30 – 7:00

Cost: $0.00

Awards & Installation Banquet – 7:00 pm – 9:00 pm
Cost: $40.00 per person

Best Western Landmark Hotel

December
 

Toy Collection and Holiday Luncheon
Location and Date TBA

 

By advertising here, your ad will be seen by hundreds of Apartment 
Association Members that receive the newsletter, just like you, and 

by even more on the world wide web at  
www.AAGNO.com.

Call 888-2492 for details

Watch for email flyers for each event 
with full details.

Stay tuned for events in  
2017 and Beyond!
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Watch for email flyers for each event 
with full details.

Air Conditioner Distributor
Trane Distibutor – 504-733-4633

Advertising – Online
Apartments.com – 504-220-8034
Apartment Guide/Rent Path.com – 225-273-7714
For Rent Media Solutions – 972-207-8395
NOLA.com Times Picayune – 504-826-3509
Real Page Inc – 972-820-3015

Bathtub Replacement
Bath Fitter – 504-302-4512

Broker
Larry Schedler & Associates – 504-836-5222

Clean Up Service/Maids
All Dry – 504-952-3030
Tyson Knock Out Cleaning Service – 504-458-6521 

Collections
National Credit System – 713-392-0808    
Telerecovery & Stanley Koffemann Jr. & 
Associates – 504-888-8300

Construction&Disaster Clean Up
All Dry – 504-952-3030

Electrical Supply
Graybar Electric – 504-350-5293

Energy Management Consultants
Green Coast Realty – 504-207-5718

Environmental (mold testing)
Emergency Restoration  – 504-736-0472

Financial
Capital One Multi Family – 504-533-5236
Madderra, Cazalot & Head – 504-835-6900
Lake Insurance & Financial, Inc  – 504-831-1778

Fitness Equipment 
Fitness First – 504-717-0146
Gym-Worx – 225-389-6099
Matrix Fitness – 225-316-3852

Fire Protection & Security
Herbert Hiller – 504-736-0008

Flooring
Cornerstone Commercial Flooring – 225-270-0749
Priority Floors – 504-733-8188
Integrity Carpet – 504-712-5485
Sherwin Williams Flooring – 504-736-0070

Furniture Rental
Weiner Cort Furniture Rental – 504-733-8381

Garbage Waste Service
Richards Disposal  – 504-241-2142

Insurance/Renters Insurance
Bryan Schexnayder – State Farm – 504-835-2944
Fontenelle & Goodreau – 504-454-8939
Lake Insurance and Financial, Inc – 504-831-1778

Janitorial Supply
Guillot Sanitary Supply – 504-835-1687

Landscaping
Lobb-Alexis – 504-471-0044
Louisiana Landscape – 504-391-1800
Mullin Landscape Associates – 504-275-6617
Southern Cuts – 985-645-7630
T&N Grounds keeping – 504-247-2745

Laundry Service
CSC Serviceworks – 800-535-7327 /
Commercial Coin & Laundry – 850-932-8348
Maintenance Product & Service HD Supply
       – 504-736-0070
Ideal Appliance  – 504-888-4232
Johnstone Supply – 504-733-1495

Painting Companies & Painters
Behr Paint – 985-510-0515
BLP Mobile Paint – 504-834-5455
Helm Paint & Supply – 504-419-4029
Sherwin Williams Paint – 504-461-0728

Pest Control & Bug Specialist
Orkin – 504-275-7078

Pet & Playground Equipment
Pet & Playground Products – 866-398-3992

Plumbing
Dr. Pipe Plumbing – 504-833-7072
Roto Rooter – 504-329-9772 

Pool Care
Pool Sure – 985-413-9949  

Property Auction
SVN Gilmore Auctions – 504-468-6800

Renovations
Vima Décor – 512-994-6375

Rent Guarantee
Liberty Rent – 678-697-8245

Resident Screening
Core Logic / SafeRent – 615-595 7337
Landlord Shield 
On-Site – 408-795-4195
618-283-7055
Trak 1 – 225-709-0902

Resurfacing
Surface Connection – 504-231-1871
Quality Resurfacing – 504-432-9495
Warren Refinishing – 504-329-8443

Roofing & Exterior Washing
Ethan's Roofing & Exterior Washing – 985-502-0070

Speaker\Trainer
Katie Rigsby Inspires – 504-234-7845

Telecommunications, Cable & Satellite  Services
Cox Communications Multi Dwelling Units 
       – 504-358-6870
OneLink USA – 251-338-1749

Satellite Works, LLC – 318-402-4877

Utility Management Submetering

Submeter One – 888-768-7577

Video Surveillance

Watchtower Security – 314-427-4586

Support Your Associate Members



Residents expect the latest entertainment and 
communications technology in their lives.

Ann Boegel-Lemaitre
Ann.Boegel-Lemaitre@Cox.com  |  504-358-6739

Eric Messa
Eric.Messa@Cox.com  |  504-358-6625

Nathalie Brignac
Nathalie.Brignac@Cox.com  |  504-358-6870

Shawn DeBarbieris
Shawn.Debarbieris@Cox.com  |  225-237-5071

Call Today

When you partner with Cox, you provide your residents with the  
most advanced products and services available in your area, with 
local support whenever you need it. And since Cox owns and 
maintains one of the nation’s largest hybrid fiber-optic networks, 
you get the bandwidth needed to support advanced connectivity 
demands. Become a Cox Signature Community, and make sure 
your residents get the services they want, today and in the future.

GigablastSM  |  Contour® TV  |  Cox HomelifeSM | Digital Telephone

Give your residents  
the riGht connections.

The Apartment Association
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