
WELCOME!

A few announcements before we get 

started...

The Art & Science of 
Property Management
Jeremiah Maughan
Vision Real Estate



Todayôs Conference Presentation 

Available Here

Education 
Resources

Scan QR Code 

for Access:



Lunch Time Prize 
Giveaways

Lunch is in Hall 4 , southeast side of the trade 

show floor. There will be $10K in prizes given 

away!



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. 

Signature Card 

Giveaway



RHA P.A.C. 
Fundraising 
Giveaway

ÅDonate $25 or more to the 

RHA PAC for a chance to win 

$500!

ÅWinner announced at 3:30 
Closing Ceremonies.





PROPERTY MANAGEMENT
ART & SCIENCE

JEREMIAH MAUGHAN





THE SCIENCE OF PROPERTY 
MANAGEMENT

òThe collection of legal constraints and generally accepted 

industry best practices.ó



LEGAL CONSTRAINT EXAMPLES

ÅFederal Law ð Fair Housing

ÅState Law ð Fit Premises Act, such as the habitability standards. Utah Fair Housing classes.

ÅDivision of Real Estate ð Administrative Rules, such as 30 days to refund deposits

ÅDivision of Consumer Protection ð All fees must be disclosed in the lease

ÅHUD Section 8 ð Protected class specific to Utah with its own rules



BEST PRACTICES

ÅFive finger background checks

ÅLate fees

ÅGet everything in writing

ÅAbout 2,000 things



THE ART OF PROPERTY MANAGEMENT

òThe adaptation of your actions and best practices to the 

situations you face and individuals you serve.ó



THE PSYCHOLOGY 
OF SELF

ÅMetacognition

ÅòMetacognition is, put simply, 

thinking about oneõs thinking.

ÅòMore precisely, it refers to the 

processes used to plan, monitor, 

and assess oneõs understanding 

and performance. Metacognition 

includes a critical awareness of 

a) oneõs thinking and learning 

and b) oneself as a thinker and 

learner.ó  - Vanderbilt Univ.



WHAT IS YOUR LANDLORD PERSONALITY?

ÅAdaptable

ÅCan you think on your feet?

ÅDo you like to negotiate?

ÅHow well do you personality shift to 

match the person youõre with?

ÅConsistent

ÅWhat you see from me is what you get

ÅDonõt vary from your quoted prices or 

terms

ÅSame processes followed near-perfectly 

every time

Both are very effective ð Do what works best for you!



THE PSYCHOLOGY OF OTHERS

ÅSocial Psychology examples

ÅLate fees

ÅLarge up front?

ÅDaily?

ÅGet it in writing?

ÅWhen yes?

ÅWhen no?

ÅShowing up with a co-worker?  A police 

officer?

ÅHow to say ònoó

ÅStonewall ònoó

ÅòNot right nowó

ÅEducational ònoó

ÅImpossible Yes



CONCEPT OF POWER

ÅReferent - People like you and want to be like 

you

ÅExpert - You know stuff

ÅCoercive - You can punish them

ÅReward - You can give them stuff

ÅLegitimate - You have authority



EXAMPLE: ESCALATE OR DE-ESCALATE

ÅUnder responding ð Less is more

ÅOver responding ð Get in their face

ÅThis is what I can doé

éBut this is what I will do.



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 youõre fulfilling your responsibilities to the owner (a nicer way of 

saying òIõm just doing my jobó which sounds like a cop-out).

Demonstrate expertise through responsiveness and results.



AVOIDING CONFLICT

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

ÅThe best way to avoid an antagonistic relationship with tenants is to set 

expectations early on, stick to the expectations, and reinforce them.

ÅLet them know that youõre fulfilling your responsibilities to your client (a 

nicer way of saying òIõm just doing my jobó).

ÅDemonstrate expertise through responsiveness and results.



MARY JANEõS BUDDIES



STORY TIME

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



SHOWING UP TO COLLECT RENT

ÅDo background checks

ÅDonõt show up in your Cadillac Escalade to serve an eviction notice

ÅDonõt get into an argument

ÅDonõt go inside the house and threaten the tenant

ÅDo ask the police to join you; a òkeep the peaceó visit



BACKGROUND CHECKS

SCIENCE

ÅIncome verification

ÅCurrent landlord reference

ÅPrevious landlord reference

ÅCredit check

ÅCriminal history check

ART

ÅòOh you need to be in today? And you 

have cash?!ó

ÅWhy is the credit low? Could they still 

be good?

ÅCheck the car; drive by references



SILENT TREATMENT



I JUST STOOD THERE



1 UNIT, 3 TENANTS, 4 RENTABLE SPACES

ÅWho gets to use the 4th space?

ÅNote:  This is a commercial lease

ÅScience

ÅLease says itõs not their space

ÅArt

ÅTenant retention is more of a concern than acquisition

ÅMain tenant is renovating and needs a place to put their stuff

ÅOther tenants are getting a good deal and theyõre sharing the space



UHHéSAY WHAT?



AND THEN THEREõS THISé






