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5:30 - 8:00
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2601 Severn Ave. Metairie, LA

Attendees must be a member of AAGNO and 18 years of age and older
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AN EVENT YOU AND YOUR TEAM  
WILL NOT WANT TO MISS!

FREE FOR ALL PROPERTY AND MANAGEMENT STAFF TO ATTEND

includes food, soft drinks and water a cash bar will be available for beer, wine and mixed drinks

MORE INFORMATION ON INSIDE COVER



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:

•	 Free to attend

•	 Free Food

•	 Free Soft Drinks and Water

•	 Tons of Door Prizes to be given away

•	 Supplier’s offering customers the BIGGEST 
deals of the year, that you may only receive by 
attending the trade show

•	 In honor of AAGNO 50 Anniversary, your 
suppliers will support by a 1960’s theme, 
you may get a good laugh at some of their 
costumes

•	 Find out what your industry peers are up to

•	 An opportunity to network with suppliers and 
your peers outside the office

•	 CASH Grand Door Prizes to be given away

•	 SUPPORT the Supplier Partners of AAGNO

RESERVATIONSTRADE SHOW  
FEATURES

Although this is a free event, attendees will need 
to still submit reservations in order for the hotel to 
provide enough food.  

ALL RESERVATIONS RECEIVED BY FRIDAY, 
NOVEMBER 3RD YOUR NAME WILL BE SUBMITTED 
FOR A CHANCE TO WIN A $50.00 GIFT CARD.  THIS 
EVENT IS FOR MEMBERS ONLY!



AALFall Conference



Airbnb Announces  
Apartment Development Plans

Airbnb will open its first home-sharing community next year 
in Kissimmee, Fla., just outside of Orlando, creating greater 
buzz and controversy about how short-term rentals could 
impact apartment management.

Working with Miami-based developer Newgard Development 
Group, Airbnb is designing a 324-unit apartment building 
that will carry the Airbnb name. The project, which has been 
in the works for the last year and a half, is scheduled to open 
Q1 2018.

Within the next two years, Newgard and Airbnb plan to 
collaborate on another 2,000 Airbnb-branded units in six 
new communities across the southeastern United States. 
According to Harvey Hernandez, CEO and Founder of Niido, 
powered by Airbnb, which will manage the properties, Miami 
is likely to be the next location. Hernandez is also Founder 
and CEO of Newgard, which has been developing real estate 
in Florida for several years.
Revenue from short-term rentals will be split with Newgard 
receiving 25 percent of the rent, Airbnb earning 3 percent 
and the resident pocketing the remainder.

Hernandez says the writing of the lease terms is underway 
and should be finalized in the next few weeks.
The building, called Niido Powered by Airbnb, will feature 
keyless entry and on-demand concierge services, such as 

cleaning and luggage storage. Residents will have access 
to an app, which is integrated with Airbnb, to will help 
them manage guest stays remotely, including everything 
from overseeing check-ins to arranging cleaning and linen 
services, according to CNN’s Sara Ashley O’Brien.
The cleaning services will be covered by the cleaning fee 
charged when guests book. Hernandez says the portioned 
income Niido earns from short-term rentals will help to cover 
its technology and maintenance costs.

At this community, residents may sublet their apartment 
homes on Airbnb for as many as 180 nights per year. There 
are no limitations for residents who opt to rent a single 
bedroom or room within their apartment, while they are 
still residing there. Residents are limited to leasing only one 
apartment home in the community, Hernandez says.
“We do not want to turn this into enabling our residents to 
run a business inside their apartments,” Hernandez says. 
“This opportunity is created for residents who want to 
supplement their income, to be used, for example, so they 
are better able to pay their rent.”
Hernandez says residents will be screened via the standard 
process typically used by market-rate apartments, including 
credit checks and background checks. Home-sharing guests 
will be screened through Airbnb’s process of vetting them 
through news- and Internet search-based methods currently 
used by Airbnb for guests registering on its platform.
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Apartment homes in the Kissimmee property will average 
1,040 square feet and will feature a range of bedrooms per 
unit, based on market demand. Rents will be set based on 
market conditions.
Hernandez says onsite staff hiring has begun and more 
information will be provided in a few weeks. “We are looking 
to hire from within the apartment industry and we expect to 
hire from our very best competitors,” he says.

Eric Frank, Managing Partner, Cardinal Group Investments, 
Denver, says Airbnb and similar services are here to stay and 
are only growing in popularity.

“Landlords will need to have clear policies and a means of 
enforcement if they hope to control this trend, let alone 
profit from it,” Frank says. “Ultimately a building that is 100 
percent Airbnb units is just a hotel, so I am not sure that the 
trend mentioned in the article will become mainstream in 
apartments. The big debate for apartment owners will be 
whether there is more benefit in allowing residents to use 
the service and profit from their home, or more downside 
by upsetting other residents who object to their neighbors 
taking part. We are probably not too far off from the Airbnb 
policy of individual properties being a prominent marketing 
feature displayed front and center on advertisements, and 
it would be equally important for properties allowing it 
to promote that advantage as it would be for properties 
prohibiting it to promote the security they provide by 
disallowing it.”

But Frank thinks that allowing Airbnb carries risk for 
managers because the residents can keep a majority of the 
profit, while the manager deals with all of the complaints and 
problems. Legislation provides another hinderance.

“Legislation in cities throughout the country is generally 
trending toward restricting Airbnb (and similar services) 
to a certain number of days annually and only for an 
individual’s primary residence,” Frank says. “These laws, 
which were largely crafted to protect owners in single-family 
neighborhoods, strictly prohibit the owners of multifamily 
properties from meaningfully taking part in profiting from 
this trend.”

“The real opportunity for owners will be if and when the 
restrictions loosen to allow owners of multifamily properties 
to directly offer up units into the Airbnb pool. This could be a 
tremendous way to create value for owners who are looking 
to back-fill vacancy during the lease-up stage, deal with 
seasonal occupancy swings or to drive revenue by leasing 
at a premium for overnight stays. If this were to play out, it 
could be one of the best value-add strategies for apartment 
owners since the allowance of condo conversions. To the 

extent the owners can truly profit, I think the tune of the 
industry would change to be more accommodating.”

One Florida-based apartment industry professional says 
there will be myriad regulatory challenges, and Osceola 
County and the City of Kissimmee are going to have concerns 
with how this will all be administered.

“Not the least of which: How they will collect those additional 
short-term rental taxes, bed taxes, etc. The fact that it looked 
like they are trying to dark-horse it a bit is definitely going to 
make these entities pay more attention,” that professional 
says.

“And if the resident is making money off of short-term 
rentals—and the community is collecting rent on the 
apartment and receiving a portion of the Airbnb rental-
-is that double dipping? [Is the community] going to try 
and control which Airbnb users they approve to use their 
apartments? Are fair housing implications there because 
these are really apartments and not hotels?”

Says another Florida-based apartment professional, “There 
are potential zoning and code issues that will be a problem, 
as most multifamily zoning does not allow transient or short-
term rentals. However, the area around Disney where the 
324-unit is proposed has some special zoning that does allow 
that type of short-term rentals—something most other areas 
do not have.”

Hernandez says that he is working with local municipalities 
on meeting zoning and other regulations and that the 
development in Kissimmee (and future locations) will be in 
areas where those regulations are favorable to the home-
sharing concept. “We will comply with all local rules,” he says.

Since being founded in 2008, Airbnb has drawn fire from 
both apartment operators, who say it violates zoning 
regulations and acts as an illegal hotel. Hernandez says 
Niido provides a way around those concerns by building 
a community that enjoys home sharing. “Niido eliminates 
barriers by encouraging home-sharing and creating solutions 
that deal with building and municipality regulations,” he 
says.

JaJa Jackson, Global Partnerships Director at Airbnb, told 
Bloomberg. “We’re trying to make sure that home-sharing 
is not done in the shadows. This partnership shows how 
landlords, developers and Airbnb can work together.”
Last year, Airbnb presented an olive branch to the  
apartment industry by offering large building  
management companies as much as 15 percent of  
earnings from hosts in their buildings.

Digested from Bloomberg



          
 
 
 
 
 

      

 
                              

  

 

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

Algiers: Jelthroe Moses  
504-367-4253 

Kenner: 
Airline Hwy. – Joshua Nunez   

504-469-0291 

N.O. Earhart: Chris Ragas          
 504-482-7375 

Chalmette: Karla Gutierrez   
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: Deshauna Richardo  
504-366-1538 

Mandeville: Kevin Kubricht 
 985-626-1078 

N.O. Lakeview: Bryant Lopez              
504-488-4427 

Harahan: Ciriaco Soler 
 504-737-3080 

Metairie: Tyree Micheau     
 504-887-6242 

N.O. Magazine: Clint Craven         
   504-269-5555 

Harvey: Ricardo DeLaRosa  
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: Brittanie Heaney             

504-862-4933 

N.O. St. Charles Ave:  
Dakotah Eason 
504-522-1233 

SHERWIN-WILLIAMS 



Finding Revenue in Tomorrow’s Amenities

Providing services are the future in amenities. 
There is potential to earn revenue from both 
vendors and residents, but there are hurdles.

If you a take a tour of new apartments in major cities, you 
might see some crazy amenities. Climbing walls, bicycle 
ramps, pet salons and even chicken coops have made 
their way into the industry’s newest offerings.
But panelists on the “Revenue and Amenities” session 
at Maximize last week in Austin saw services, such as 
dog walking, dry cleaning and even washing skis (where 
appropriate) as the biggest opportunity for apartment 
owners, even if residents will not pay for them directly.
“It is about convenience,” says Everett Lynn, Founder 
and CEO of Amenify. “You do not really know what is 
important until you offer a suite of options.”
When apartment owners face decisions about a service 
offering, amenity upgrade or a technology solution to 
provide a differentiated resident experience, Lisa Trapp, 
Vice President of Marketing at CWS Apartment Homes, 
applies three simple questions to base her decision: Is it 
easy? Is it efficient? Is it enjoyable?
For communities that require residents to carry 
separate keys for the parking garage, their gym and their 
apartment, a smart lock system may make sense from an 
efficiency and ease-of-use standpoint. “Having a different 
key for the gym, your home and a parking garage is an 
inconvenience,” Trapp says.
Instead of trying to tax an already burdened 
management staff, Lynn suggests reaching agreements 
with applicable service providers. “You really need a 
managed marketplace to curate for the community,” he 
says.
While these services can give residents more time in their 
day and may foster loyalty, the jury is still out on whether 
they add revenue either through ancillary income or 
profit sharing with vendors.
Because residents hate add-on fees, Lynn has a strategy 
for owners who do want to pass costs onto residents. “If 
you want to directly monetize these services, don’t ask 
the resident to pay upfront,” he says.
If residents will not pay to use services, will vendors be 
open to revenue sharing? Opinions are split.

As service providers continue be bottlenecked by access 
in multifamily buildings, they may be open to revenue 
sharing. “Over time, the dog walking services and other 
on-demand services may provide revenue for apartment 
owners,” says Ali Hussain, COO of Latch.
But for companies like Amazon, who install storage 
lockers, revenue sharing may not be possible. 
“It will be tough to foster relationships with people who 
have a model that does not depend on revenue sharing,” 
says Susan Vickery, Managing Director for Trammell Crow 
Residential.
Vickery should know. TCR recently inked a five-year 
agreement with the online shopping giant. “The value 
play was being associated with that brand,” she says. 
“And using them is cheaper.”
While retail behemoths may not pay directly, they will 
subsidize these amenities. Using Walmart’s Jet.com 
sponsorship of access control readers as an example, 
Hussain pointed out that Jet.com paid for Latch 
hardware, software and installation for 1,000 buildings 
in NYC, saving apartment owners cap ex budget and 
lowering the amount of friction to adopt the leading 
technology. 
Want more information on how to increase your NOI? Join 
us at next year’s Maximize at the Omni La Costa Resort & 
Spa outside San Diego from October 1-3.

By Les Shaver



Strategies for Selling Your Community

Big data can help apartment owners understand when it is 
time to sell and when it is time to hold.
Before AMLI Residential sells a community, it will sometimes 
start a rehab. But the Chicago-based owner does not always 
want to finish the repositioning.
Why this strategy? Is the company afraid of a long-term 
commitment?
Not really, says Sarah Wieckowicz, Vice President of 
Revenue Management at AMLI. 
“We want to demonstrate value for the buyers by upgrading 
20 percent of the apartments, Wieckowicz said during the 
Maximize session “Leaving Occupancy Behind: Identifying 
the Truly Important Measures” last week in Austin. “We can 
show a potential buyer what kinds of returns they can get.”
In the process, AMLI is also harnessing the power of big 
data. The numbers are telling the company if it should 
accelerate or decelerate the rehab and giving it more 
information to inform buyers.
Of course, sometimes that data also might suggest to an 
apartment owner that it is not time to put the community 
on the market.
Tim Reardon, Director of Revenue Management at Bridge 
Property Management, recalls that his firm has sold Seattle 
assets that he personally wanted to hold because they still 
had growth potential. One of the advantages of business 
intelligence is that he can now find numbers to back up his 
gut instincts.
“Some advanced metrics will tell you when it is time to hold 
onto a community,” he says.
Wieckowicz says, “Ideally, you want to maintain your rental 

rate and occupancy, but it is hard to do that in fall and 
winter.”
Reardon agrees, saying he wanted occupancy to stay in the 
94 percent to 95 percent range before a disposition. 
“It proves you can keep the community full with the rental 
rates you achieved,” he says.
Ron Brock, Jr., Industry Principal, Matrix Products at Yardi 
and a former investment broker, said every owner tries 
to boost occupancy before sales. Most buyers should dig 
deeper to understand what is happening. “The key question 
is what is going on in the market,” he said.  “We should have 
figured out whether we are in a node that it is in a growth 
phase and what the driving factors are. Intellectual capital, 
job growth, transportation and a reasonable business 
climate should be the primary key drivers. 
Want more information on how to increase your NOI? Join 
us at next year’s Maximize at the Omni La Costa Resort & 
Spa outside San Diego from October 1-3.

By Les Shaver



The Benefits of  
a Social Media Presence

Brand awareness is only one reason why 
apartment companies need a social media 
presence.

Digested from ApartmentSEO.com

With 2 billion users on Facebook and 328 million on 
Twitter, apartment owners cannot ignore social media 
if they want to create brand awareness. But that is not 
the only advantage of social media, according to Martin 
Canchola.
Social media can drive traffic to an apartment 
community’s website, if apartment owners and managers 
share content that matters to their targeted demographic. 
“Quality, clickable content [with pictures] will not only 
encourage engagement, it will generate interest that will 
entice prospects to call or schedule a tour to see your 
community,” Canchola writes.

Having a strong social media presence can also help 
apartment owners and managers build links to their 
content, which leads to higher search ratings, and help 
them take a critical ranking spot away from a competitor.
Robust social media platforms have strong influences on 
local SEO.
“Your geographical information will rank on local search 
engines,” Canchola writes. “This is particularly powerful 
for mobile users that are searching for apartment 
communities in specific cities.”

PUT YOUR AD HERE!
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



How One Small Firm Built  
a Smart Apartment Community

One New York-based firm shows how you can use a smart 
home to provide a free amenity, an ancillary income oppor-
tunity and tighten controls over the community.
Burns Management is not the biggest apartment operator 
in the country. The Albany, N.Y.-based firm manages 2,400 
apartments and owns about 75 percent of its management 
portfolio.
But that does not stop President Peter Rosecrans Jr. from 
peppering panelists at industry conferences with endless 
technical questions regarding best practices for multifamily 
technology solutions.
With Excelsior Park Apartment Homes in Saratoga Springs, 
N.Y., a three-building, 105-apartment home project, Rose-
crans found the opportunity to put his relentless pursuit of a 
competitive edge to use.
Rosecrans’ project had two goals: Incorporating resident sur-
vey feedback into the design process and optimizing NOI and 
building long-term value through a scalable, future-proof 
adoption of technology.
The Excelsior Park project had no pool, firepit or dog spa so 
Rosecrans focused on design details and finish selections. 
He sensed that there was a unique opportunity to add value 
by solving a simple, but common problem with apartment 
communities—cable and Internet.
“Residents are looking for high-speed, reliable Internet 
services as they continue to become more comfortable and 
increasingly reliant on technology” Rosecrans says.
Rosecrans dismissed the local cable providers’ offer to sign a 
six-year bulk purchase agreement that stated the company 
would install a coaxial cable television and Internet infra-
structure at no cost.
With cable out of the picture, Rosecrans looked to a local 
fiber-optic network company and negotiated a deal for it to 

run its product to the new building site.
“I looked at West Coast apartment communities, and saw 
that many of them had Internet Service Provider opportuni-
ties well beyond their local cable providers and they were all 
running fiber optic to the buildings,” Rosecrans says.
Once he had fiber connected to the building, Rosecrans 
called upon Epproach, a company focused on building and 
managing scalable, high-capacity WiFi networks for the 
apartment industry.
“With our new Internet infrastructure, every resident has 
access to our free community WiFi, which is great for every-
day surfing and emailing,” Rosecrans says. “But if residents 
would like to stream video, or game with ‘gigabit capacity’ 
Internet, they can upgrade to our GigaBurns package. This 
package also activates the smart apartment.”
By electing the smart apartment package, residents get 
access to a Burns Management Smart Home Automation app 
that was created by Eproach.
“We’ve equipped each apartment with a smart hub, smart 
lock and smart thermostat that can be activated by the 
residents if they choose, but they are not required to activate 
the smart package,” Rosecrans says. “The system is scalable 
so residents are free to add any smart device they can think 
of such as an Alexa, smart blinds and smart lightbulbs. Ep-
proach is available 24-7 to help residents add smart devices 
as they deem fit.”
In addition to the Smartapp, Epproach developed an admin-
istrative dashboard, which enables Burns to manage the 
building more effectively and efficiently. Using the dash-
board, Burns can manage lockouts remotely and set thermo-
stats in vacant units to ideal temperatures.
While the smart locks and thermostats cost more than 
conventional products in those categories, Rosecrans says 
97 percent of his residents chose the upgraded smart home 
package. Add the money saved from not paying for a ca-
ble package, Rosecrans says the technology paid for itself 
almost immediately.
“We have this big Millennial demographic that is looking to 
rent with us,” Rosecrans says. “Internet speed and reliabil-
ity is a huge factor for them in where they might choose to 
rent so we developed this model to meet this need. What is 
surprising is the number of baby boomers who also see the 
value in smart apartments.”

By Les Shaver
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Not long after announcing that it was moving into the package 
delivery space in August, Amazon is already inking deals with 
some of the biggest companies in the apartment sector.

The online shopping giant has already signed agreements to 
install its Hub locker systems in buildings containing 850,000 
units across the U.S., according to The Wall Street Journal’s 
Laura Kusisto.

The company has signed agreements with AvalonBay 
Communities, Equity Residential, Greystar and Bozzuto Group. 
By next year, Greystar plans to offer the locker system to all 
communities that it owns or manages while AvalonBay plans 
to install the Hub in 30 communities this year and at least 70 
more in 2018 if that goes well.

Some apartment owners and locker supplier partners contend 
that Amazon’s service is another step in that retailer’s efforts 
to collect data on its retail competitors as well as shopper 
data on the hundreds of residents. And, Amazon’s domination 
of the delivery locker market could lead to antitrust issues. 
Confidentially speaking, several apartment firms working with 
Amazon Hub have expressed displeasure with the working 
relationship it has with Amazon, citing that “they haven’t 
delivered as per their commitment and they are difficult to 
work with.” 

Kusisto writes that lockers, which have cellular connectivity, 
will cost about $10,000 to $20,000 initially, but apartment 
companies won’t pay a monthly fee.

“Not only are the other companies more expensive, but the 
installation is more expensive as well,” says Vanessa Siebern, 
Vice President at FPI. “Amazon has a one-time set-up fee, 
which is also very enticing.”

Many industry analysts have concluded that Amazon’s 
intention with their Hub lockers is to collect data on its retail 
competitors as well as shopper data on the hundreds of 
residents each property offers, including those who are not 
yet Amazon customers.

“The setting of this competitive battle between retailers and 
their unknowing shoppers will be multifamily properties,” 
says Melody Akhtari of Luxer One, which has been providing 
agnostic package lockers to apartment communities since 
2013. Jeffrey Michael, Director of the University of Pacific’s 
Center for Business and Policy Research, told the Sacramento 
Business Journal earlier this month that the concept could 
“raise antitrust issues if Amazon were to use its online retail 
muscle to control the delivery locker market, and further use 
customer data to gain a competitive advantage over other 
retailers.”

Some communities have opted to not pursue the Amazon 
Hub lockers in an effort to maintain resident privacy and trust. 

“We believe an agnostic package acceptance solution is better 
for our residents and community,” says Steve Hallsey, EVP of 
Operations at Wood Partners. “We have worked hard to earn 
our residents’ trust and don’t intend to lose that so easily.”

Siebern says the Amazon lockers are enticing because they 
can be installed outdoors and do not need to be covered. 
Kusisto says this flexibility will make it easier for apartment 
owners to “add lockers if the volume of packages that 
residents order exceeds the space they have in mailrooms.”

Unfortunately, Amazon does not have an offer for oversized 
packages, such as furniture. One apartment industry supplier 
partner, Luxer One, offers an oversized locker designed for 
extra-large parcels, measuring over six feet high, three feet 
wide, and two feet deep.

“Our system was designed for residential package delivery, not 
for data mining,” Akhtari says.

Parcel Pending CEO Lori Torres says Amazon “is very focused 
on distribution and resident data, the goal of Parcel Pending 
and others in the industry is to solve the growing problem 
related to the last mile.”

Georgianna W. Oliver, Vice President and General Manager 
of Package Concierge, a Gibraltar Industries Inc. Co., says, 
“While it’s a natural progression for Amazon to offer a package 
delivery solution, it doesn’t mean it is the right solution for the 
multifamily industry. Resident buying trends change – we are 
seeing more and more large packages being delivered on-site, 
it is imperative for operators to have a package management 
solution in place that solves not just for today’s demands 
but future demands. Our retailer agnostic, comprehensive 
solution ensures residents can still order anything they want 
and know it can be safely and securely delivered and stored 
at their community while ensuring the onsite staff can remain 
hands off in package management.”

Apartment owners tell Kusisto they don’t plan to charge 
residents to use the Hub initially but will offer it as an amenity.

Residents will probably be apartment owners’ best potential 
source of income with package lockers, because revenue 
sharing will not be possible, according to panelists at Maximize 
in Austin. “It will be tough to foster [revenue-sharing] 
relationships with people who have a model that does not 
depend on revenue sharing,” says Susan Vickery, Managing 
Director for Trammell Crow Residential.

Vickery should know. TCR recently inked a five-year agreement 
with the online shopping giant “The value play was being 
associated with that brand,” she says. “And they are cheaper.”

How One Small Firm Built  
a Smart Apartment Community
Digested from The Wall Street Journal



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.
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Air Conditioner Distributor

Advertising – Online
Apartments.com - 504-220-8034
Apartment List - 225-328-8548
For Rent Media Solutions – 972-207-8395
NOLA.com Times Picayune 504-826-3509
Real Page Inc – 972-820-3015
Rent Path.com – 225-273-7714

Bathtub Replacement
Bath Fitter - 504-302-4512

Broker
Larry Schedler & Associates 504-836-5222

Clean Up Service/Maids
All Dry - 504-952-3030

Collections
Liberty Rent Guarantee - 678-697-8245
National Credit System - 713-392-0808    

Construction \Contractors
Diamond Sharp Contracting Group - 504-
400-8506

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

Dumpster Service for Residents (door to 
door)
Tote Away - 337-205-7800

Employment Staffing
BG Multi Family - 504-565-7295

Environmental (mold testing)
 Emergency Restoration   504-736-0472
Integrity Air Quality - 504-606-8880

Evictions
Nationwide Evictions - 504-756-5729

Financial
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

Fire Protection
Hebert S Hiller - 504-736-0008

Flooring
Cornerstone Commercial Flooring 225-270-
0749
Priority Floors – 504-733-8188
Integrity Carpet –504-712-5485
Sherwin Williams Flooring 504-734-0070

Furniture Rental
Cort Furniture Rental 504-733-8381

Garbage Waste Service
 Richards Disposal 504-241-2142
Tide Valet - 803-216-0063

Industrial Cleaning Products
Chemsearch - 985-302-9890

Insurance/Renters Insurance
 Bryan Schexnayder – State Farm – 504-835-
2944
Fontenelle & Goodreau  504-454-8939
Lake Insurance and Financial, Inc  504-831-
1778
Liberty Mutual Insurance - 985-327-0347

Key Control Systems
Handytrac - 678-772-4004
Keytrac - 800-883-3031

Landscaping
Louisiana Landscape 504-391-1800
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 – 504-884-2460
Ideal Appliance  504-888-4232
Johnstone Supply 504-733-1495

Painting Companies & Painters
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
NOLA Pest Control - 504-250-8088

Playground Products 
Pet & Playground Equipment 866-398-3992

Plumbing
Dr. Pipe Plumbing  - 504-833-7072
Elite Southern Solutions - 504-302-9918
Roto Rooter  - 504-329-9772 

Pool Care

Property Auction	
SVN Gilmore Auctions  504-465-6800

Renovations\Décor
Vima Décor - 512-994-6375
Resident Screening
Core Logic / SafeRent 615-595-7337
On Site - 408-795-4195
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

Self  Storage
Elmwood Self Storage - 504-737-7676

Signs for Apartment Communities
Fast Signs Lakeside - 504-323-5767

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
of Greater New Orleans, Inc.

3017 Harvard Avenue
Suite 201

Metairie, LA 70006

www.aagno.biz 

APARTMENT NEWS is the Official publication of 
the Apartment Association of Greater New Orleans.  
The articles herein do not necessarily represent the 
views of the majority of its numbers, but is published in 
the interest of managers, owners, and suppliers of the 
multifamily housing industry. We thank our members 
who advertise in this publication; they make it possible 
for you to receive this at no cost.
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