The Art & Science of
Property Management
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A few announcements before we get
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Todayodés Conferenge Presen
Available Here




Lunch Time Prize
Glveaways

Lunch is in Hall 4, southeast side of the trade
show floor. There will be $10K in prizes given
away!
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WIN $500!
« Visit Each Booth

+« Have each Vendor Initial

their space

« Turnyour card into RHA

booth by 3:15pm

Two Winners Drawn at 3:15pm
Closing Ceremonies

Enter your name & contact info below for the
$500 Signature Card Drawings, Exhibitor

Prize Presentations, and more!

Name:
Phone:

Email:

Signature Card
Giveaway

As you visit the trade show floor,
remember to get your signature
card filled out.

Turn it in at registration by 3:15 PM
to be entered to win two $500
Cash prizes at the 3:30 closing
ceremonies, also in Hall 4.



RHA P.A.C.
Fundraising
Glveaway

A Donate $25 or more to the
RHA PAC for a chance to win
$500!

"'f{"::;'_:--jnner_ announced at 3:30
losir Ceremomes

A

RENTAL HOUSING

ASSOCIATION

Rental Housing

Association of Utah

P.A.C.

“Every man owes a part of his time to the business in
which he is engaged. No man has the moral right to
withhold his support for an organization that is striving to
improve condition within his sphere”

www_rhautah.org/event-

The RHA P.A.C. Funds Efforts That: pac-donation
Monitor legislative and regulatory issues at Help elect and maintain officials who are
the local, state, and federal level. supportive of property rights.

Support balanced laws and suggest Build relatlons_hlps \h{lth other
2 : ; stakeholders, including local
alternatives to ineffective ones.

governments and advocacy groups.




Thank you to our class Sponsors!
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PROPERTY MANAGEMENT
ART & SCIENCE

|IAH MAUGHAN




PROPERTY MANAGER
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What my mom thinks I do

What residents think I do What I think I do




THE SCIENCE OF PROPERTY
MANAGEMENT

oThe collection of | egal <constr
l ndustry Dbest practices. o




LEGAL CONSTRAINT EXAMPLES

A Federal Lavd Fair Housing
A State Lawd Fit Premises Act, such as the habitability standards. Utah Fair Housing classes.
A Division of Real Estai@Administrative Rules, such as 30 days to refund deposits

A Division of Consumer Protectiod All fees must be disclosed in the lease

A HUD Section 83 Protected class specific tdtah with its own rules




BEST PRACTICES

A Five finger background checks

A Late fees

A Get everything in writing
A About 2,000 things




THE ART OF PROPERTY MANAGEMENT

oOoThe adaptation of your actions
situations you face and I ndivid




THE PSYCHOLOGY
OF SELF

A Metacognition

AoMet acognition is, pu
thinking about oneos

AdoMore precisely, it r
processes used to plan, monitor,
and assess oneds unde
and performance. Metacognition
includes a critical awareness of
a) oneds thinking and
and b) oneself as a thinker and
| e ar +WVanderhlt Univ.




WHAT IS YOUR LANDLORD PERSONALITY?

A Adaptable A Consistent
A Can you think on your feet? A What you see from me is what you get
A Do you like to negotiate? ADon6t vary from your q
A How well do you personality shift to terms
match the person youoA samapracdsses followed nagaerfectly
every time

Both are very effectivd Do what works best for you!




THE PSYCHOLOGY OF OTHERS

A Social Psychology examples

A Late fees
A Large up front?
A Daily?

A Get it in writing?
A When yes?
A When no?

A Showing up with a cavorker? A police
officer?

AHow to say o0nobo
ASt onewal |l onobd
Ao Not right nowbd
AEducational o0noo

A Impossible Yes




CONCEPT OF POWER

A Referent- People like you and want to be like
you

A Expert-You know stuff
A Coercive-You can punish them
A Reward- You can give them stuff

A Legitimate- You have authority




EXAMPLE: ESCALATE OR I E5CALATE

AUnder responding Less is more |
AOver responding Get in their face T 8

AThi s is what | c:
e But t hi s 1 s wha




AVOIDING CONFLICT

The best way to avoid an antagonistic relationship with tenants is to set expectations

early on. Remember that you are affecting people on basic level of home and family.

Let them know that youodore fulfilling your res
saying ol dm just doing-ou)y jobo which sounds |
Demonstrate expertise through responsiveness and results.




AVOIDING CONFLIC

ARemember that you are affecting people on basic level of home and family.

AThe best way to avoid an antagonistic relationship with tenants s&to
expectations early on, stick to the expectations, and reinforce them.

re ful fi1 111

ALet them know that you [
m j ust doi ng

nicer way of saying ol

ADemonstrate expertise through responsiveness and results.




MARY JANEOS BUDDI ES
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STORY TIME

Do you have the right kind of crazy to be a property manager?




SHOWING UP TO COLLECT RENT

ADo background checks

ADond6t show up in your Cadill ac Esc:
ADondt get into an ar gument
ADondt go inside the house and thre:

ADo ask the police to join you; a O0Fk




BACKGROUND CHECKS

SCIENCE ART

A Income verification AdbOh you need to be in

21 ¢
A Current landlord reference have cash?!o0

A Why is the credit low? Could they still
be good?

A Previous landlord reference

A Credit check
A Check the car; drive by references

A Criminal history check




SILENT TREATMENT
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1 UNIT, STENANTS, 4 RENTABLE SPACES

A Who gets to use the # space?

A Note: This is a commercial lease

A Science
ALease says itds not their space

A Art
A Tenant retention is more of a concern than acquisition

A Main tenant is renovating and needs a place to put their stuff

AOt her tenants are getting a good
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UHHe SAY WHAT ?




AND THEN THEREOS THI Sé










