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MISSION STATEMENT:

To provide leadership, advocacy, education and professionalism to our residential rental industry members comprised
of owners, management and suppliers throughout South Dakota.

My BRAND NEW LOOK!
) 0 ° BRAND NEW FEEL!
en erS ul e Receive Professional Photos, Videos

and 3D Matterport Tours to make your
MyRentersGuide.com and Michels Digital Solutions properties stand out!

Affordable Packages | Real Time Communication | Effective Advertising with Trackable Results

Retargeting YOUR prospects back to YOU!

NO LONG TERM CONTRACTS. MOBILE FRIENDLY. VERIFIABLE RESULTS.

CONTACT YOUR MARKETING TEAM TODAY!
(605)221-1030
sales@myrentersguide.com
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PRESIDENT'S MESSAGE

“Growthv iy never by mere chance; it is the result of forces
working together."

-JAMES PENNEY

For several years, your SDMHA's board of directors has considered how SDMHA can better serve
leased residential property owners and managers throughout South Dakota. Our time spent
in Pierre and Washington D.C. made us realize the importance of being a statewide voice for
the residential rental industry. Therefore, several months ago we secured the right to represent
i every South Dakota county to the National Apartment Association. Then at the October board
meeting, your board of directors voted to implement a growth plan in 2018.

In order to grow SDMHA, we have identified three expansion areas. Those areas are the Black Hills, Aberdeen and
Yankton/Vermillion areas. The board also identified three secondary focus areas of Watertown, Brookings and Huron.
Your board of directors is in the process of setting a 2018 budget that will include the potential income and expenses
of implementing this expansion. To aid in this growth effort, we are applying for an NAA grant.

As noted in the quote, “Growth is never by mere chance...” | would add that growth is also not risk free and without
unforeseen challenges. The board of directors is working to assure there is a competent plan in place, an adequate
budget that protects our current programs and members and a process of ongoing review of the effort. The goal of
growing SDMHA is to strengthen our organization in successfully implementing our mission “To provide leadership,
advocacy, education and professionalism to our residential rental industry members comprised of owners, management
and suppliers throughout South Dakota”.

Iz

Successful growth, ”... is the result of forces working together.” You, our current members, are the “force” in successfully
growing the SDMHA. You have the contacts with managers and vendors in is Sioux Falls and in other South Dakota
communities. You are our marketing team, our ambassadors, our advocates, our mentors and our sales force. With
your support, SDMHA will have a stronger voice in protecting your interest and advocating for your property rights.

BRIAN MAJERUS

President, South Dakota Multi-Housing Association

INFORMATION CHANGES

Blog by: Nikki Scheman, Property Management Apartment Leasing

Assessing the true risk of a lease applicant could become slightly more challenging for apartment operators this summer. On
July 1, the three credit bureaus — Experian®, TransUnion and Equifax — stopped including a number of civil judgments and tax
liens in their credit reports. While the overall impact on credit scores may prove to be modest, the changes to the reports are
yet another reminder of the importance of a wide-ranging and comprehensive screening process.

“When I'm renting an apartment, | want to take the best applicant — someone who is going to honor the lease obligation first,”
said Michael Johnson, executive vice president at Memphis, Tenn.—based Alco Management. “That's why operators need to
incorporate a range of screening methods.”

New Calculations The recent changes stem from concerns about insufficient identification information in credit reports,
according to the Consumer Data Industry Association (CDIA), which represents the three credit bureaus.

Under the new standards, tax liens and civil judgments, such as evictions, are excluded from credit reports if their resultant
public records don't include the consumer’s name, address, and either a Social Security number or a date of birth. Additionally,
entries on the liens and judgments were removed from credit reports if the public court records didn’t check for updates at least
every 90 days.

According to the CDIA, the changes will not impact creditors’ ability to rely on credit reports. “Analyses conducted by the credit
reporting agencies and credit score developers FICO and VantageScore show only modest credit scoring impacts and impact to
predictive performance as a result of the changes to public record standards,” the association said in a statement.

The Past Predicts the Future Still, the changes could impact apartment operators who don’t incorporate an array of data points
into their screening to broadly access the likelihood that an applicant will honor his or her lease obligations.

“If you are looking at just credit scores alone, you are going to have less information,” Johnson said.

The effect of the changes at Alco should be minimal, according to Johnson. That's in large part because the company uses
multiple screening methods to ensure it's selecting the most qualified applicants. Alco screens for civil judgments and tax
liens independently of credit reports and performs a criminal background check. Reaching out to references listed on rental
applications and verifying income via recent pay stubs are other common non-credit-based screening tactics.

“| think it's imperative to see how someone has honored their previous rental payment obligations,” Johnson said. “It truly gets
to the heart of the matter: How likely is this person to honor their lease?”

How an individual has paid rent in the past is a strong indicator of how that person will pay rent in the future, according to Erik
Brue, vice president for Experian RentBureau. “Our research shows that the lease default rate for prospects with a positive
rental payment history, meaning one with no skips or unpaid balances, is just under 6 percent,” he said. “On the other hand, the
default rate for prospects with one prior unpaid balance jumps to more tH]an 23 percent.

www.SDMHA.com = 3



WELCOME
N EW MEMBERS

GENERAL
Regency Property Management
EMA Propertiesm, LLC.
Joann Messersmith
Aspen Property Management, LLC.
Caring for You, LLC.

ASSOCIATE
Land Title Guaranty
REALTOR Association of the Sioux Empire
Weller Brothers

Glass Doctor of Sioux Falls

M E M B E R Did you know all
T O

M B E R the discounts your
DISCOUNTS "o en ™

. . Background screening with: Discounted Package Rates
Auto-Owners Group gives 9% discount for insurance No Setup Fees
1412 S. Minnesota Ave., Sioux Falls, SD 57105 m|i

No Renewal Fees
THE INSURANCE 0. 605-339-3147 F: 605-339-2715

CONNECTION : . i Link to their application with package pricing:
www.insuranceconnection.com 8 i
Protecting you Is eur business. WESTERN REPORTING  https://form.jotform.com/60904637356157

Insurance with trust, good advice and good service

Virls Wolman, GLU BV INNONE Dopenent on quantiy — cll or detas
2900 S. Phillips Ave. #100, Sioux Falls, SD 57105 —M— www thorntoncarpets.com
0O: 605-334-0004 F: 605-334-1700 - e

www.wollman-insurance.com

NOT A MEMBER, BUT WANT TO BE?
To join go to
www.sdmha.com OR CONTACT

Denise Hanzlik
EXECUTIVE DIRECTOR
info@sdmha.com
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MEMBERS

LOOKING AHEAD

SDMHA REPRESENTS YOU!
19,046 Total Units « 109 Total Associate Members

NOVEMBER DECEMBER
2017 2017

11/8: Property Managment Fundamentals Class, 12/12: Board Meeting

Rapid City

12/21: Sioux Falls Membership Meeting,
11/10: Veterans Day - Thank you for your Service! Pizza Ranch
11/8: Property Managment Fundamentals Class, 12/25: Merry Christmas!!
Rapid City

01/1: Happy New Year!!

11/13-17: Property Managers Licensing Class,
Pro-Ed, Sioux Falls

11/14: New Member Luncheon, Sioux Falls
11/16: Sioux Falls Membership Meeting, Pizza Ranch

11/16: EPA Refrigerant Certification Class,
Sioux Falls, Pizza Ranch

11/23: Happy Thanksgiving!!

i I . Improved
Available Services: eovo S5
Residential , ~ Program

Single Stream Available

place ALL your recycling items in ONE

-
e Commercial @ e
RecycleBank Rewards for Residents
- ROI I -Off earn reward points to use at local,

@ Re cyCI i n g national and online retailers

Document Destruction Available
Confidential, Secure and Convenient

Call or visit our website to sign up or to learn more about these services. www.novaksanitary.com

N

Serving Sioux Falls and the surrounding areas since 1965.

Novak Sanitary Service
5000 West 8th Street | Sioux Falls, South Dakota 57107

605.338.7126 | 1.888.866.26

www.SDMHA.com = 5



OPEN
DOOR -

Experience the Savings P

. 4 q "
Open Door — the most rewarding ” 'S
cost-saving program in the apartment

housing industry ;QA\
Now NAA members can save on top brands and products

PARTICIPANTS OFFER DETAILS

* Up to 2% cash back with a minimum annual spend of $10,000

@ PRO « You choose your payment type

) * Save up to 26% on FedEXx" Services
I bd . « Enroll for discounts and earn rewards for your loyalty

m * Save 5% on everything you buy in-store or on-line
ProServices » Save an additional 2% when you register your NAA affiliation
3 * Save up to 45% off on top 500 items
gg%lg% * Up to 10% off just about everything else
SHERWIN * $10 off your first purchase of $50 or more
! WILLIAMS. » Save 30%—or more—on paints and stains, and 15% on supplies and equipment
D . * 10% discount off DocuSign Business Program
oCU_ > ﬂ{; * Sign anywhere from any device
I * Enjoy a 30-day free trial followed by a 35% discount

bStartM%ﬂg:g‘ « All the best collaboration tools in one service used separately or together

* Free monthly market data updates

RelsReports * 30% off the annual membership rate

« Employee engagement and rewards - nSpire your personnel and corporate team

ire | MULTIFAMILY
nSpIre » Replace costly gift cards and earn 2% back

* Home & Auto Insurance
@Coverantoge « Compare offers from several top national insurance companies
* Short Term Disability & Long Term Disability
Resooner Ghour » Access to a variety of plans
ONCOR » Term Life, Universal Life, Final Expense and Accidental Death
INSURANGE SERVIGES, 16 » Access to multiple insurance carriers
« Plans at favorable rates not available to the general public
LTG'R « Compare multiple plans
° » Rental and direct sale uniform and supply services provider
dramarlq * 10% off on current direct sale list prices on most items

&= TRANSFIRST" * Rent payment and merchant processing solutions
» Average Savings of $1315 per year in merchant processing fees

First In Secure Electronic Payments

START SAVING TODAY. OPENDOOR.NAAHQ.ORG

Every Open Door provider has agreed to be solely responsible and liable for any claims, damages, costs, representation, or warranties of any nature arising from the use of its products or services. NAA dlisclaims any and all
liability from the member’s use of the participating products and services including special or consequential damages. Products or services may be unavailable, individual savings will vary depending on the products
utilized, or terms and conditions may change without further notice.
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There are many reasons why people choose
to stay with you once they've rented, but

what'’s at the top of the list? A sense of com- Tfamtmﬂ

[reates

munity! You can create an environment that
exudes that special feeling where,all of the
sudden, your residents will feel it and think,
“I've found a special place to be.” Key ingre-
dients for this recipe? Friends and tradition.

The holiday season is powerful. In the prop-
erty management industry, we realize that,
when done right, your efforts can bring people together, having a somewhat magical effect that is wonder-
ful for your residents and, over the long run, terrific for the property’s bottom line. Communities are living,
breathing groups of people with shared history. Anyone who has worked at an apartment community knows
that residents come to expect certain things from you.

Start now by deciding what you want to recognize. Google is your friend. In November alone, you could
celebrate National Family Literacy Day, Cookie Monster Day, World Hello Day, and even that little known
holiday Thanksgiving. The best holidays are the ones with which you can kill two birds with one stone.

Here's an example of what | mean: Most people want to meet new friends,do something productive, or
want to party. As property management pro’s, we can fill all these needs by just picking one holiday. For
example, in conjunction with the season of gratitude known as November here in the US,you could host a
month-long book drive that recognizes Family Literacy. You could do a kick-off book donation party the first
weekend of November; then you could waive your application fee for new applicants in November if they
donate three books; then you could get a group of volunteer residents to get together and donate those
books to Reading Tree, or a similar organization. Do the donation on a Saturday so that you can get a good
group of residents, create a fabulous photo opp, then go for a great lunch sponsored by your property.
You've brought people together, you've helped a cause, and you've done some great marketing after you
post all of these terrific items to your blog and social media sites, and you've quite possibly started a tradi-
tion.

Continue into December. Food and toy drives are amazing allies for this goal. Again, get prospects in-
volved! Waive your application fee in exchange for either a new, still-packaged to your 10-20 cans of food
picked from a list you've prepared in advance for the event. Make sure that you have big garbage cans to
roll all of the donations to a food bank or a Toys for Tots venue (or any other terrific charitable organization
you choose to support).

Always involve your residents and make it FUN! And don’t forget the photos! If you have a Facebook page
or an Instagram account, don't forget to tag all the photos with a common hashtag that is comprised of
your company/property name and the current event.

Ok, let's take stock. You've now promoted your community through a charitable campaign, you've taken a
number of applications, you've involved residents, you've created opportunities for those residents to make
one new friend at the community (one counts!), and you've done a good thing for the neighborhood around
you. All in all, that's a pretty successful marketing and retention play!

This, however, is the most important. All of you “numbers people” out there, like those VP's and Asset Man-
agers, please listen up.

Take a look at the math of resident retention. If you can create events that reduce your annual turnover by
just five move-outs, at an average turn cost of approximately $3,000 today that will add $15,000 to your net
operating income. At today’s cap rates, that's a $500,000 increase in value of your community. Now we've
done it: we've created community and created $500,000 in property value, and that's definitely something
to celebrate!

Generate awareness via e-mail, Facebook, Instagram, Snap Chat! Throw it in the newsletter. Remind every
resident who comes through the door. Make it a big deal, and it will become a big deal!

www.SDMHA.com = 7



There is an old adage in sales, “First
N

First Impressions | S impressions aren’t everything; they're the
g S only thing”. Many times,this is true. Think
are Everything

AT about businesses that you love. If they
By Pete Regules y %5 had left you with a horrible first impres-

— : sion,would you still be their customer?

We spend a lot of time as an industry working on first impressions. We spend thousands of dollars a year on
curb appeal and landscaping. Our marketing teams create inviting advertising to impress apartment shop-
pers. Our staff knows how to look and what to say when prospects come through the door for the first time.
We create model apartments to leave prospects with a vision of how their new home can look. All of these
things are done to create the optimal first impression. But what can YOU do? Every time you interact with

a customer (new and previous), you get a chance to create an impression. This is your chance to create a
unique customer experience. And it all starts with what you do.

Be Prepared
Being prepared is the only way to keep yourself ready for the challenges that each day will hurl at you. So

many times, we get in an almost zombie like routine, in which we are just going through the motions. Make

Tnnn E " w & N“E N - sure that you start each day fresh. Come into your day rested and energized. Create confidence in yourself
by being to work a little early(no need to groan about it). This allows you to get your day and your area
ready, and get focused.

Another key to a confident start to your day is looking the part. No one has ever said, “Boy, that George
Clooney sure looks like a slob”. He always looks great. Wouldn't you want to buy from someone who looks
that great? Looking the part is just as important a factor in sales success as any other tools that you might
use.

Make sure that any time spent with a customer is not an interruption in your workday. Often, we get so
caught up in the need to get a report done or answer a phone or deal with an internal operation,that we
miss an opportunity to engage with our customer in a meaningful manner. Your preparedness and energy is
the key to generating the best chance for a great first impression.

Really Know Your Client

Being prepared does not stop with personal tasks. It also includes being prepared for your customer. You
have communicated with most of them by phone or email, but have you taken the time to truly understand
their story? Everyone rents an apartment for a reason. Whether it is financial,social,a temporary need, or a
change in their family status; everyone has a story of what brought them to your door. It is important that
you take the time to really know your client. Be truly interested in why that customer is coming to see you.

How are you going to welcome your customer upon arrival? Will you have a sign outside welcoming them
to your community? Will everyone in the office get up and welcome them to the office (I love the welcome
| receive at Moe's, Firehouse Subs, Waffle House etc...)? Handshakes are great,but eye contact is key when
greeting your customer. When you are selling tot hem, are you selling to their needs or are you just spout-
ing off the amenities and benefits of living at your community? Do you really understand your competition
so that, when asked, you can speak about them in a knowledgeable, articulate way?

Emulate the Brands Your Customers Love

The brands that you love are ones that have really great customer reviews. (Disney, Southwest and Apple!)
This does not happen by accident. They have spent the money and done the work for you; all you have to
do is learn from their example.

Nordstrom has a reputation for excellence in customer service. The retailer has developed a company
culture of”A relentless drive to exceed expectations”and have the goal “to deliver the best possible shop-
ping experience, helping customers possess style—not just buy fashion”.You can achieve the same level of
success by doing everything in your power to make your customer feel that you are there just for them. In all
the things that you do each day, remember that the key to your success is to put yourself in your customer’s
shoes and provide them with not just what would meet their needs, but exceed their expectations. If you
are not the one who does it,your competitor down the street might be the one who does. Everyone wants
to be able to brag that the place they live is the best. Make sure that your property truly is.

8 »m NOV./DEC. 2017 www.SDMHA.com = 9



| ease With

CONFIDENCE

Click & Lease, by the National Apartment
Association, makes it easy to create
customized, compliant lease forms,
quickly and efficiently, without

breaking the bank.

It’s simple and secure. Save time,
save money and mitigate your risk.

N

NAA ClicksLease 2

THE INDUSTRY STANDARD

Powered by Blue Moon Software I t

Take the Hassle Out of Leasing

It can be a constant challenge to create and manage compliant, up-to-date leasing documents.

NAA Click & Lease offers current and customizable forms to simplify the process and reduce risk.

Join the Click & Lease network and enjoy the many benefits that membership brings.

&

Integrates with all PMS software
Multi-user platform that integrates
with your current property
management software

£

Built-in mathematical calculations

Calculations for charges and rent

amounts assure efficiency and simplicity

N

Features

3

Online & paperless

Web-based software streamlines processes

and ensures organization for users

Customizable databases
Set up a lease database that holds
information for each community in

your portfolio

R

Administrative profile settings
Settings allow for forms compliance
oversight on a local, regional or

national level

Simple online rental application
Collects relevant future resident data and
optimizes the application process for
prospective residents

Find out why NAA Click &
Lease is the industry standard
at www.naahq.org/lease.

10 « NOV./DEC. 2017
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City of Sioux Falls Building Permit Data
January through October 2017

2015 2016 2017

Number of Permits Issued 11,289 6,630 6,017
Total Value of Permits Issued $616,285,090 $611,670,595 $624,648,456
New Residential S157.9M S$182.5M S208.4M
Residential Addition & Remodel S78.1M S41.8M S37.6M
New Commercial $224.6M S256.7M $223.5M
Commercial Addition & Remodel $155.4M S$130.6M S155.2M
Totals $616.0M $611.6M $624.7M

New Commercial

Manufacturing S5.7M S11.5M $26.7M
Office, Institutional, Educational S85.3M $39.5M $39.3M
Apartments $70.2M $138.4M $98.3M
Other Commercial $63.4M $67.3M $59.1M
Totals $224.6M $256.7M $223.4M

New Residential

Single-Family Units 606 633 682
Duplex Units 2 8 4
Townhome Units 256 335 394
Multiple Family Units 788 1,423 1,039
Totals 1,652 2,399 2,119
Manufactured New Housing Placements 85 77 49

Source: Building Service Division. For Question, call 367-8670.

FOLLOW US ON FAGEBOOK!

Facebook.com/southdakotamultihousingassociation

www.SDMHA.com = 11



CITY OF slouX FALLS SIGNAGE

There are three types of signage:

Permitted - must be done through a sign company, ‘Allowed, No Permit Needed:

examples could be: - Banners — attached to building or free
. Monument Sign %toaon;j#rr\rg];a?gn, where zoning allows.
;chRee?/ggrr Board Sign - 60 days max through - Stick in the dirt signs — 9 sf max for a
ty. R h t
- Wind Feathers or inflatables Erfjegiéé" emovedwhen property
Not Allowed:

- Painted Wall Signs
- Parking or Advertising vehicles
- Nuisance Signs

The entire Sign Code, which was recently updated, can be found on the City's website at: http://
siouxfalls.org/planning-building/zoning/shape-places-zoning-ord. On the left side of screen, click
on “Information & Pamphlets” look for Sign Code Book.

Are you missin si?ns? The City may have taken them for non-compliance. They are in a garage
area in the back of City Hall. Drive through the alley, there is an open garage that you can loo
through and take what is yours.

Expert Water, Fire, Smoke & Mold Restoration

Restoration Services Carpet Cleaning Services
- Water, fire, smoke & mold * Professional carpet care
damage restoration - Spot, stain & odor removal RAI N BOW
= 24-hour emergency response - Tile, grout & hard surface cleaning ' -
« Certified service professionals « Pet stain removal & decontamination I NT E R N ATI O N A L
- Rapid structural drying & RESTORATION
)
We Restore, o TR
™ Rssodiation - -
You Recover” = = 605-271-1111
———— ey ) visA| R rainbowintl.com/siouxfalls

Independently owned & operated franchise | License #13-0001458

CONGRATULATIONS

to the following individuals who received their designations recently:

NATIONAL APARTMENT LEASING PROFESSIONAL: NALP L%!

* Sabir Sebit, IRET
* Kathryn Kennedy, IRET

( AM |F| | CERTIFIED APARTMENT MANAGER:
- * Sarah Ross, Hubbell Realty

CERTIFIED APARTMENT

MANAGER®

NATIONAL APARTMENT
LEASING PROFESSIONAL®

12 = NOV./DEC. 2017



TRUST US TO DELIVER
THE SOLUTIONS

YOU NEED

Be prepared for the next repair
and keep your residents satisfied.
For more than 40 years, we’ve
helped multifamily professionals
prevent and respond to difficult
issues. With over 70,000 items
available online and free,
next-day delivery on most
orders, you can depend on us
on for quality maintenance and
/ repair products, expert services,

‘ “ and fast, reliable delivery.

Visit hdsupplysolutions.com
for more information.

HDSUPPLY

FACILITIES MAINTENANCE

www.SDMHA.com = 13
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The make-ready process is usually pretty straight

Maintenance forward. But, if it is so easy to figure out, why do

= some of our apartments sit not ready and unrented

Mlnute for so long? More often than not, it is because our

make-ready plan is either flawed, or the flow of

Plan it, Turn it, and Rent it! work gets disrupted. A lot of time can be saved by
having a strong and consistent approach to make-
ready planning. One way to get a head start on
that make-ready is by conducting a pre-move out
inspection of the apartment. By walking the apartment with a member of the service team you can get an even bigger jump
on it. A comprehensive inspection can set the stage for a more efficient make ready process. Here is how you can maximize
the information that you will get from the inspection:

Overall apartment condition-Find out the condition of the apartments flooring, paint and cleanliness. This will help you in the
scheduling of vendors and/or employees. If an apartment is in really bad shape and is not preleased you may want to con-
sider putting a later date available in your system. Give your maintenance team time to do a quality turn on that apartment.
The un-written Murphy’s Law rule is that the apartment in the worst condition will inevitably be leased first for an immediate
move-in.

Ordering parts-By taking a comprehensive look at what it will take to turn that apartment you can order the parts before it
is even vacant. Doors, cabinet fronts, drawer boxes, blinds, mirrors, etc. Some of these items have longer lead times. Also
consider ordering the usual items that most apartments need like drip pans, caulking, doorstops,etc. all on one order and
use the apartment number as the P.O. number. That way everything comes together and will be ready before the apartment
is vacant.

Scheduling—After determining the overall condition of the apartments now you are ready to schedule them out. The earlier
that you can schedule out the better. Not only do you give your vendors a more structured schedule of when their services
will be needed, but you also set the expectations to the service teams of when the make readies will be completed. Also by
putting the schedules in your computers and on your boards will help the office teams make better decisions when leasing
apartments. Of course, you will need to schedule your pre-leased units first, and then schedule the apartments that can be
turned the fastest. The more ready product you have, the faster you can move people in, and the more revenue you can
generate!l

Remember that any re-iterating or re-vamping of any process will be easier with a complete team effort. Have a meeting with
everyone and explain why these changes are being made and how they will help them in their everyday job and the property
overall. The service teams will need to prepare to follow the new process, and the office will need to know to check those
make ready schedules before leasing apartments. Depending on your notice to vacate policy, you can have up to 2 months
to prepare for that next round of move outs. By planning enough time to do a quality turn you will cut down on call backs
and frustration, and improve on your level of customer service. Resident retention begins the moment they move in! If you
have a better plan, the rest is easy. Plan it, Turn it, and Rent it!

Online listings as
low as $10 per month

www.SiouxFallsRental.com

BRINGING LANDLORDS & TENANTS TOGETHER

One-stop internet site for apartments, houses,
twin homes, duplexes, & storage units

Listing price includes photos
- We can write your ad for you

- Website is ranked high (often #1) on popular
search engines

www.siouxfallsrental.com - 605-940-5389 - Local, family-owned business since 2000
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Pure Broadband” from CenturyLink
vieet your most
e    ? RAC

Call: 605.361.2194

A\ .
=~ CenturyLink’
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ADVERTISING—CLASSIFIED & INTERNET

Apartments.Com..............oooiiiiieiiiieeee 918-521-4427
Apartment Living Guide.................................. 701-540-7128

The Renter’s Guide - MyRentersGuide.com................ 221-1030

SiouxFallsRental.com...................ccooooiiiiiii, 940-5389

Sioux Falls Shopping News...............cccoeeeiiiiiienen... 339-3633

APPLIANCES

Denny’s Appliance...............cooovvveiiiiiiiiee 261-9314
Karl's TV & Appliance...............cccooooiiiiiii . 336-3244
Mahlander’s............ccoooioiiiiiiiii 336-7798
WhIHpooL. ... 303-803-4141
APPRAISAL SERVICES

Elwood & Martin Appraisals, LLC........................ 605-271-0351

Insight ValueMetrics...............cccoooeiiiiiiiieeec 201-0684
Rogers Appraisal Service....................c..oocooeiii. 331-0144
Shaykett Appraisal Co.............ccocveeeiiiiiiiiiii 332-3553

ATTORNEY SERVICES

Breit Law Offices.............ccooooiiiiii 336-8234
Christopherson Anderson Paulson & Fideler................ 336-1030
BANKING SERVICES

Bank Midwest...............ooooiiiiiii 444-2081
CorTrust Bank...........oooovvmiieiieee e 444-4038
Dacotah Bank..................ooooi 367-6412
First Dakota National Bank...........................cooooon. 333-8218
First Premier Bank....................ccociiiii i 357-3000
First Savings Bank..............ccccoooeeeiiiiii 201-2608
Frontier Bank......................ooooii 331-2889
Great Western Bank................cooooooiiiiiiini .334-2548
MetaBank............coooovmii 782-1820
Minnwest Bank of Sioux Falls................................... 323-3865
Wells Fargo.........ooovieiiiiiiiiee e 575-6355
BUILDING SUPPLIES

Allied Building Products.....................ccooooooii 331-4410

Menards............ooovmmiiiei 362-7159

Menards East Side................c.oooooiiii 331-6405
Park Supply of America.................................. 651-398-5521

Premier Systems............ccccoooiiiiiiiiiiei i 361-4955

CABLE & INTERNET SERVICES

M0 800-888-1300
CenturyLink.........ccooiiii 402-990-6648

CARPET CLEANING /REPAIR/EMERGENCY SERVICES

CrBW. ..o e 553-9200
Extremely Clean............cccoooovviiieiiiiiiieeeee e 582-2237
INTEK Cleaning and Restoration.............................. 334-9716
Rainbow International of Sioux Falls.......................... 271-1111
SRM - ServiceMaster Recovery Mgmt................. 320-293-1216
CARPET/FLOORCOVERING SUPPLIERS

Menards. ............uumiiiiie 362-7159
Menards East Side.............ccccooooiii 331-6405

Thornton Carpet Sales...................o.ccoooeii. 368-2568

Walden Carpets..........ccooooviiiiiiieeieiiiiieeeeee 361-6199

CITY OF SIOUX FALLS

Community Development...............cccooeeeieiiiinin. 367-8180
City Planning............cooooiiii 367-8888
COIN OPERATED LAUNDRY EQUIPMENT

SCS Service Works (Coinmach).......................... 800-788-2005
BDS Laundry Management................................ 888-286-7810
COLLECTION SERVICES

Breit Law Offices..........coooiiiiii 336-8234

COMPUTER SOFTWARE SERVICES

Property MatriX............ccooooeiiiiiiiin 800-795-4100
Yardi Systems, Inc........................ 805-699-2040
ELECTRIC CONTRACTOR

Frisbees Plumbing & Heating................................... 338-6321
ENVIRONMENTAL

Integro Services Group...............ccoooviieiiiiieii 838-0826
Plunkett’s Pest Control..................oooiini 800-434-6117
FINANCIAL PLANNING CONSULTANTS

Rensberger Financial Services................................. 334-2624
FINANCING

Bank Midwest. ..o 444-2081

CorTrust Bank ............oooviiiiiiiiiiiiecee e 444-4038

Dacotah Bank..............cooooeeiiiiiiiee 367-6412
Ernst Capital Group.............ooooooiiiiiiii 271-7172

First Dakota National Bank...................................... 333-8218
First Premier BanK...............cc.ooooooiiiiiiii 357-3000

First Savings Bank...................cooooiii 201-2608

Frontier Bank....................ooo 331-2889

Great WesternBank................cccooeeiiiiiiiiiin 334-2548

MetaBankK...............coooiiiiiiiiii 782-1820

Minnwest Bank of Sioux Falls.................................. 323-3865
NorthMarq Capital..................coeeiieiii, 402-343-0468

Wells Fargo..........cooeeeieiiiieeiiee e 575-6355

GARAGE FLOOR

USA Garage FIoor.............coovviiieiiiiiieeee e 310-5574
GLASS INSTALLATION & REPAIR

Glass Doctor of Sioux Falls..................ccoooooviiiiinnnn. 360-8508
HARDWARE & MAINTENANCE SUPPLIES

Allied Building Products.................ooooiieiiiiiiinn. 331-4410
Menards..........cccoeeeiiiiieee e 362-7159

Menards East Side.................coooooiiiiii 331-6405

Nyberg’s ACE Hardware....................cccooeeeiiiiinnnnn. 336-6474

Park Supply of America............ccccooeeieiiiieeen, 651-398-5521

INSURANCE SERVICES

Cor Insurance (Kendall Fisher)...................ooonnnn. 977-5900
EPremium Insurance...................ccoooiiiiiiiiin, 513-972-4880
Fisher Rounds Insurance (Merle Wollman.................. 334-0004
Priebe Insurance Agency, Inc. (Jerry Priebe).............. 323-2811

The Insurance Connection (Oscar DeVries)................ 339-3147

** MEMBERS DOING BUSINESS WITH MEMBERS **
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LAUNDRY

SCS Service Works (Coinmach)..................cc..... 800-788-2005
BDS Laundry Management...................coeeennnn 888-286-7810
LAWN CARE & LANDSCAPING

KUt & Kill...ooooieee e 595-3161
Weller Brothers...........cocovvivviiiiiiiiiiicicececiic 351-4748
LIGHTING SUPPLIERS
Mahlander's.............coovvviiieiiiiii 336-7798
MeNards...........ooeeiiiiiiiiiiiiie e 362-7159
Menards East Side............ccooooviiiiiiiiii i, 331-6405
LOCKSMITH

Fred The FiXer.......ccovvviiiiiiieeeee e 334-5411
LOW INCOME HOUSING SERVICE

SF Housing & Redevelopment.............ccccevvvvvvveeeene 332-0704
SD Housing Development Authority..................... 605-773-3181
MANAGEMENT SOFTWARE

Yardi Systems.........ccccooi 805-699-2040
MOLD INSPECTION & CLEANUP

Extremely Clean............ccccoevvviiiiiiiiiiiiiiicec 582-2237
INTEK Cleaning and Restoration......................c........ 334-9716
Rainbow International of Sioux Falls.......................... 271-1111
SRM - ServiceMaster Recovery Mgmt................. 320-293-1216
ODOR REMOVAL

INTEK Cleaning and Restoration......................c........ 334-9716
Rainbow International of Sioux Falls.......................... 271-1111
SRM - ServiceMaster Recovery Mgmt................. 320-293-1216
PAINT & WALL COVERINGS

BFB Painting.........ccoovviiiiiiiiiee e, 376-7755
Diamond Vogel Paints............cccveeeeiiiiiiiiiiecee e 334-2051
PPG. e, 334-2179
PATROL

Sioux Merchant Patrol.................cccccveeeiiiiiiiinnen 334-9357
PEST CONTROL

Plunkett's Pest Control.............ccccvveeviiiiiiinnnn, 800-434-6117
PET SERVICES

D00GOOMENS. ...t e 254-2145
PLUMBING, HEATING, & AIR CONDITIONING

Frisbees Plumbing & Heating..............cccoeeiviiiinn 338-6321
Hander Plumbing & Heating........................... 339-9633
Menards..........coooeiiiiiii i 362-7159
Menards East Side............cooeviiiiiiiiiiieieee 331-6405
Midwestern Mechanical.................ccccoovviiiiiiceennnn, 339-3963
TrANE ..ot e 336-8500
REAL ESTATE SERVICES

CBRichard Ellis............oeeveeeeiiiiiiiiiiieeciiiie e, 612-336-4238
Brooks Commercial Real Estate................cccovvvven 261-2215
Integra Realty Resources.............ccoccvvvinvineeenne, 952-905-2406
Lee Schelling..........cooviiiiiieeiie e 582-2119
Mark Luke Real Estate .............cccoovvviiiiiiii 370-6770

NAISIOUX FallS. ..o 357-7100
REALTOR Association of the Sioux Empire................. 334-4752
RECYCLING & SANITATION

Novak Sanitary Service.............ccccceeiei i, 338-7126
Trash Bros.......ccoooiiiiiiiiiiie e 605-636-7240
REMODELING & HOME REPAIR

Mark LUKE ... 370-6770
Specialty Roofing & Siding...........ccceoeviiiiiiiiicci, 261-9757
Steven Graf......ccooiiiii 360-7996
RENTAL LOCATING SERVICES
Apartments.ComM.........uvvvieieeiiiiiieeeee e 918-521-4427
Apartment Living Guide.............ccooviviieiiiiinnnnn, 701-540-7128
SiouxFallsRental.com.............cooiiiiiiiii 940-5389
The Renter's GUIAE .......vvvvveeeeeieiiii e 221-1030
RESIDENT SCREENING

ON-SHE...eeeee et 669-800-6272
Western Reporting...........coooeeeeeiiiiiiiiiiiiiie 800-466-1996
SEWER DRAIN CLEANING

Around the Clock-Drainmaster............cccccoevvireeenn. 335-0384
TELECOMMUNICATION COMPANIES

MIACO. e 800-888-1300
CenturyLink........cceeeiiiieii e 402-990-6648
TENANT ASSISTANCE SERVICES

241 e D i e 211
Inter-Lakes Community Action Inc................ccovveennn. 334-2808
Sioux Falls Housing & Redevelopment...................... 332-0704
TENANT SELECTION SERVICES

ON-SHE... et 669-800-6272
Western Reporting..........cooooieeeeiiiiiiiiii s 800-466-1996
TITLE COMPANY

Land Title Guaranty..............ccccccvveeeiiiiiiiiiiicceeein 336-1095
Stewart Tile......ccvvveeieie e 339-3199
TOWING COMPANY

All American TOWING........ccovvveeeiiiiiiieeieceecciieeee 332-3100
TRAVEL

Al ADOUL Travel......ccveeieiiiiiee e 339-8911
WATER DAMAGE RESTORATION

CTBW ... ettt e 553-9200
Extremely Clean.........cccccooviiiiiiii e 582-2237
INTEK Cleaning and Restoration......................cc...... 334-9716
Rainbow International of Sioux Falls.......................... 271-1111
SRM - ServiceMaster Recovery Mgmt ................. 320-293-1216
WEBSITE SERVICES

ON-SHE...iiee e 669-800-6272
WINDOWS

Allied Building Products...............ooeeeeiiiiiiiiiiiiii 331-4410
MENArAS.......cooiiiiieiiiie e, 362-7159
Menards East Side...........cccccooiviiiiiiiiiiiiee 331-6405
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Let’'s Crank Up

The Fun

Bring home your super-charged,
next-generation Midco® experience.

@ Internet @ Cable TV @ Home Phone @ Home Automation and Security

Stream your favorite shows on tablets and smartphones. Turn your home into entertainment central.

Enjoy convenient digital calling features. Automate your home, and keep an eye on what matters most.

Midco makes it easy. Let’s go!

1.800.888.1300 * Midco.com

© 2016 Midcontinent Communications. All rights reserved.
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SD Multi Housing Association
is offering the following:

EPA REFRIGERANT
CERTIFICATION

CLASS

Thursday, Nov. 16
8:30AM - 3PM

LGNS LB RANSND S EAD

Class Location:
DONEGAL POINTE

5109 S. ROLLING GREEN AVE.
SIOUX FALLS, SD

This EPA Refrigerant Certification will allow you to use, buy and charge
with refrigerant for air conditioning repair. Saving you and your properties
money.

Cost covers a digital study guide, class time, and testing for certification.

RESERVE YOUR SEAT TODAY AT:
HTTP://SDMHA.COM/MEETINGINFO.PHP?ID=40&TS=1509377290

Or Complete Registration - deadline is Nov. 13th
|
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SINCE 1970

ENTAL NAA
EVIEW

PO BOX 90327  SIOUX FALLS, SD 57109 CHANGE SERVICE REQUESTED

Wollman Works For You

when you woule o o%5..

Be\!

TOM MERLE
WINGERT WOLLMAN

Sponsoring Agency & Strategic
Marketing Partners with SDMHA.
Ask for your SDMHA Discounts!

WL N

HEALTH e LIFE « AUTO « HOME « BUSINESS

wWith Auto-owners \nsurance

duto-owners Foiiin, 2900 S. Phillips Ave., ® Sioux Falls SD, 57105

INSURANCE 605-334-0004 o Toll-Free: 888-340-3574

FOR ALL YOUR INSURANCE NEEDS

LIFE +- HOME * CAR - BUSINESS www.wollman-insurance.com



