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County’s Rental Housing 
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Always available at www.wa3hq.org 

Are you leading with 

double standards? 
 There is an unspoken truth that exists within the apart-

ment industry. Lurking in the shadows lays a double standard. 

This double standard exists between our management and 

maintenance professionals. Yes, you may claim that you're 

consistent for the sake of fair employment practice but the bar 

of expectation and performance is at two different levels.  

 Are you questioning my assumption? If so, then ask your-

self this simple question. "When was the last time you toured a 

prospect through the maintenance shop?" The answer is most 

likely, "never." Then the next question should be, "Why not?" 

As I travel the country and ask property management profes-

sionals the same questions, I always receive the same answers. 

The answers are always the same, "It's messy." "It's not pre-

sentable." or best of all, "It's hazardous." So what you're saying 

is you'll throw your maintenance personnel into a messy, un-

presentable, and hazardous situation, but you won't do the 

same for your prospect? If that's not a double standard then I 

don't know what is. 

 The simple fact is this. Your residents spend 75 percent of 

their residency interacting with either your maintenance per-

sonnel or the product they maintain. The other 25 percent of 

the time they interact with your leasing or management per-

sonnel. Given this fact, don't you think if a double standard 

was to exist, it should exist in 

favor of your maintenance 

personnel? If they have the 

greatest effect on your cus-

tomer, then they should get 

the majority of the training. 

If they are responsible for the 

quality and presentation of 

the product, don't you think 

the bar of expectation should 

begin where they work, the 

maintenance shop? Would 

that bar of mediocrity ever be 

acceptable in your leasing 

office? I think not. Then, why 

the double standard? Should-

n't both offices be just as pre-

sentable and even more so, 

marketable? 

 More and more busi-

nesses are starting to expose 

the nucleus of their opera-

tions to their clients. Why? 

Because it instills trust and 

confidence. Think about it. 

Restaurants are opening up 

their kitchens so patrons can 

watch the chefs at work. Car 

dealerships are creating view-

ing areas so you can watch 

your four wheeled pride and 

joy being serviced. Both of these areas can be messy and dan-

gerous work environments but the leaders of these organiza-

tions know that if they set the bar for excellence in their most 

vulnerable areas, success is guaranteed in all the rest. 

 When will the apartment industry build the first leasing 

office that's separated by glass exposing its service and mainte-

nance center? The day this happens, the double standard will 

drift away as we bring our maintenance personnel out from the 

shadows and into the spotlight where they deserve to be. This 

will be the day when we celebrate how consistent our training 

platform has become. This will be the day when we instill a 

new level of trust and confidence in our prospect by leading 

without double standards. –  
Chris Mott – www.mottivation.com 

See page 8 for Nova Categories 

One Board...Two Entries 

http://www.wa3hq.org
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 September already!!!  That was a quick sum-
mer.  September, October and November are going 
to be very busy month’s for the association.  
 NALP, CAM and CAS are being offered this 
fall. We are having a September Nova Euchre 
Tournament and a General Membership Lunch in 
October featuring the topic of LRO (Lease Rent 
Optimization).  A representative from Rainmaker 

that I met at the NAA June Education Conference and Trade 
Show will give a presentation on what that is and how it might 
help your business.  Finally, there will be a November annual 
meeting with a Legal Panel including expert attorneys in the 
fields of Employment Law, Workman’s Comp Law, Landlord/
Tenant Law, and Contract Law.  Please send your questions to 
the office and we can make sure they get answered that day.  
Don’t forget you will need to vote for the 2014 Board of Direc-
tors at the annual meeting as well so make sure you have a rep-
resentative from your company there.  Every community/

management company and business partner have one vote.   
 You can get your annual Fair Housing requirement in 
September and your annual Real Estate Continuing Education 
6 hour renewal course in October dedicated to property manage-
ment.  Whew...what a busy time.  As soon as your busy schedules 
let up, you all should be working on your entries for GLAStar 
and Nova.  Get something entered this year and honor those that 
do an amazing job for you at your companies.  
 Staring this fall we have a new vendor database that our 
Business Partners can take advantage of.  If a Business Partner 
volunteers for the membership committee, they can have access 
to a comprehensive listing of all community rental housing pro-
viders in Washtenaw, Livingston, Lenawee, and Monroe coun-
ties.  With this new Membership Committee Advantage product 
you, as a committee member, can visit properties and write notes 
to other committee members about your visits.  Call the office if 

you want  to learn more.  
 On page 6 you will see our newest member benefit, the 
online Market Survey.  I cannot stress enough how great this 
product will be if we can just get everyone using it.  It is open to 
all members and nonmembers to post their rents and comp in-
formation.  Instead of assigning a person in your office the task 
of calling all your competitors on a periodic basis, have them 
just say “post to this website” and it will spread like a spider web 
across all our counties.  In the end, the association and you will 
get reports that can be used for statistical information.  It is one 
small thing you can do to improve the services at your associa-
tion and it takes no time on your part.  One property at a time.  



Associate Spotlight: Volunteer Energy  

Save Money On Natural Gas 

Expenses Through Volunteer 

Energy 
 

 Volunteer Energy  would like to 

provide you with the opportunity to re-

duce your natural gas costs. Michigan’s 

Gas Customer Choice Program allows 

apartment owners and their residents to choose their natural gas 

supplier.  Customers remain with their current utility company - 

Volunteer Energy provides the gas. It’s a seamless transition. In 

addition to saving your company money on your natural gas ex-

pense, it can be a value-added community amenity for your resi-

dents.  

 How much can you save? The savings opportunity will 

vary monthly due to usage and market conditions. This past 

heating season (October – March) Volunteer Energy customers 

saw rates 2% - 15% below DTE and Consumers Energy. Same 

gas for less! 

 Switching your natural gas supply to Volunteer Energy is 

a simple process.  Mark Coffey can be reached at any time to 

help WAAA members enroll and to answer questions. When you 

enroll with Volunteer Energy, your utility service and billing re-

mains the same, only the rate you pay for the natural gas will 

change. 

Key Advantages to Volunteer Energy’s programs: 

Month to month agreement – you do not have a long-term com-

mitment or restrictive contract 

Ability to cancel at any time – no 

fees or cancellation penalties from 

Volunteer Energy 

Market based pricing aimed to 

beat the utility rates 

No change in the relationship 

with your utility – they continue to 

read your meter, provide service and bill you as they currently 

do. Volunteer Energy’s name appears on the bill as the suppli-

er of gas. 

No Cost – Our services do not cost anything. In addition, it costs 

nothing to end our services. Simply Save or Simply Leave. 

Volunteer Energy currently serves tens of thousands of busi-

ness and residential gas customers across the state. Li-

censed under the Michigan Gas Customer Choice Program in 

2006, Volunteer Energy serves customers in the Consumers 

Energy, DTE Gas, Michigan Gas Utilities and Semco areas. 

Their bright orange logo is well known to many Michiganders 

due to their sponsorship of the Red Wings, Lions, University 

of Michigan, and the WJR’s Paul W. Smith show.   

For a free, no-obligation analysis of your potential savings, 

contact Mark Coffey at 248-240-7368 or 

markjcoffey@comcast.net. Make sure to tell him you are a 

WAAA Member. 

http://www.greatlakeslaundry.com/
http://www.solarcontractcarpet.com/
mailto:markjcoffey@comcast.net


Connect with NAA 

September 2013 issue of units Magazine Features NAA’s 2013 Survey 

of Operating Income & Expenses  

 Just in time for budget season, NAA’s 2013 Survey of Operating 

Income & Expenses is featured in the September 2013 issue of units Mag-

azine. The article includes an executive summary of data and several na-

tional charts. 

 The survey itself, available for free to participating companies, in-

cludes detailed individual market data that helps owners and management 

companies, as well as individual communities, a chance to benchmark 

against their peers when preparing next year’s operating budgets. Please 

contact Valerie Sterns at valerie@naahq.org to order your survey, which 

costs $599 for members and $1,000 for non-members. 

 The survey features a total of 4,526 properties containing 1,138,056 

units, which are represented in this year’s report. Data was reported for 

4,117 market-rent properties containing 1,077,468 units and 49 subsidized 

properties containing 60,588 units. Data for the 2013 survey is based on 

fiscal year 2012.  

 The complete report (available Oct. 1 at www.naahq.org/13ies) 

contains detailed data summarized for six geographic regions, and 91 

metropolitan areas met the separate reporting criteria for market-rent 

properties. Sufficient numbers of subsidized properties were submitted for 

14 metropolitan areas.  
 

Network Year-Round at NAA Connect 

 Is a fear of change keeping you from joining the newest and most 

exclusive industry social network around?  

 You’re missing tons of valuable opportunities to network with like-

minded professionals and boost your career if you haven’t joined NAA 

Connect at www.naahq.org/connect.   

 Learn all about Connect, including different ways to make this 

members-only tool work for you. If you need a little extra help, check out 

our series of short video tutorials at www.naahq.org/connect/video-

tutorials to see how you can join a community, join a conversation, start a 

new discussion or share a document. 

 Don’t delay, join NAA Connect today!  

Wednesdays Are For Webinars 

 Join NAAEI, Apartment All Stars and Multifamily Insiders for 

Webinar Wednesdays, the largest premium webinar series in the industry 

to provide state and local association members with access to industry 

thought leaders to discuss innovative ideas, best practices and emerging 

industry trends. These webinars will give participants the tools they need 

to become industry superstars in their own right. 

Visit www.naahq.org/learn/education/take-a-class-online/webinar-

wednesdays for information and registration. 
 

Second Wave of Industry-wide PR Campaign Launches 

 NAA and the National Multi Housing Council’s new integrated 

communications campaign will launch a second wave of print and digital 

advertisements in Washington, D.C., political media in mid- to late-

September. Titled “Apartments. We Live Here,” the campaign's goal is to 

foster a more favorable public policy environment at all levels of govern-

ment. 

 In addition to the ads and a short video, the campaign includes an 

experimental info-driven experience at www.WeAreApartments.org. The 

campaign highlights the 35 million apartment residents building their lives 

and the $1.1 trillion economic contribution the industry and its residents 

add to the economy each year. 

 The print ads, state website buttons and other resources are available 

as a member benefit to NAA affiliated associations and member compa-

nies for easy customization with your logos. To order the resource toolkit, 

please contact Carole Roper at carole@naahq.org.  
 

NAA’s National Lease Program Clicks Reaches New Record High in 

July 

 NAA’s National Lease Program sold 6.43 million clicks in July—an 

all-time high for the program for a single month. More than 147 new com-

munities joined the National Lease Program in June. The previous record 

was 6.059 million lease clicks sold June 2013. Lease inquiries should be 

directed to Gina Torretti at gina@naahq.org. 

http://www.washlaundry.com/


Become A Landlord Wiz for your Rental Biz 

 Are you a reluctant landlord?  If so, prepare to lose money and 
sleep.    You can overcome this mental obstacle to success quite easily.  
Many people have found great rewards in the Landlord business, why not 
you?  The common denominator among successful Landlords is education 
and execution; knowing the laws and rules which govern the industry and 
making them work for YOU!   
 The landlord/tenant relationship is an ancient one.  Throughout his-
tory landlords have provided shelter and collected, or attempted to collect, 
rent from their tenants.  Conversely, and for just as long, tenants have 
failed to pay rent, complained about housing conditions and breached 
rental agreements.  As a result of this contentious history, a complex set of 
laws and court rules have been developed. Without a basic understanding 
of those laws and rules a rental business venture can quickly spiral into an 
involuntary, free housing program.   
 From “For Rent” to “Evicted” you need to know what documents and 
procedures are required.  This article only provides a cursory review of the 
process but attempts to present the big picture to help landlords, both 
professional and accidental. 
1. Lease:  Without question you need a very good, written lease agree-

ment.  If your property is residential the actual wording of the lease is 
governed by Michigan Law.   There are provisions required by law to 
be in lease agreements.   Even the size of the font used is specified 
by statute!  Landlords have lost thousands of dollars as a result of 
faulty leases.  Do not let anyone move into your property without sign-
ing a lease first! 

2. Notices:  Eventually you will have a tenant who pays late or breaks 
the lease agreement.  What do you do?  You must notify them of their 
transgression in writing and give them time to respond.  Easy 
enough?  Not quite.  While a specific notice form is not mandated by 
Law, the content of the notice is set by statute.  If you send the wrong 
(or an incomplete) notice, you usually don’t find out about it until you 
are in court and the Judge tells you to start over. 

3. Complaint:  Along with a summons, this document gets you into court 
to help you collect your rent or get your property back.  Within the 

complaint you inform the court of what it is you want the court to do.  
You can also specify if you want a money judgment or a possession 
judgment.  While money judgments are attractive, they are often hard 
to obtain and sometimes inadequately reflect the Landlord’s true 
measure of damages.  Tenant’s are almost always given at least ten 
(10) days from the date of court to occupy (and potentially damage) 
your property. 

4. Judgment:  The judge signs this document and the parties are re-
quired to do what it says.  If you know what you can and cannot ask 
for you can construct your own judgment, providing you the most 
protection.  For instance, certain courts allow future rent to be includ-
ed in the judgment amount so long as it is due within the redemption 
period (usually 10 days).  Knowing this detail in advance may allow 
you to plan your court date to ensure maximum efficiency.  Some 
courts provide litigants a judgment form, while some do not.  Judg-
ments do not last forever and are usually void after 56 days, or by 
certain actions of the Landlord.   

5. Order of Eviction:  This document, often called a “writ”, is the rather 
abrupt end to a tenancy which usually started with the best of inten-
tions.  Good landlords avoid this procedure at all costs.  Hopefully 
you will manage your tenants in a way that keeps the Sheriff off the 
porch and the furniture in the house.   However, having the writ in 
hand provides you with maximum leverage to collect your rent.   

Know the rules and the procedures and you will find success.  Consult a 
professional property manager or your lawyer before you take on a tenant. 
Uninformed and unprepared Landlords pay for their lack of knowledge in 
lost rent, delays and unnecessary legal fees down the road.  Educate 
yourself and you will become a Landlord Wiz today.   
 
Jeremy Piper is a licensed attorney in the State of Michigan.  He is the own-
er and principal attorney at Piper Legal.  He represents property owners and 
property managers across the State of Michigan. A specialist in multi-family 
properties.  At Piper Legal, landlords are people too!  He can be reached 
directly at (866) 517-9888 or by email at jpiper@piperlegal.com.  

BY: JEREMY R.M. PIPER, ATTORNEY 

http://www.piperlegalonline.com/


Bonus Benefits to your Membership…..Beyond Legislation  

What is the best time of day to 
post to craigslist? 

 You've probably wondered if there is an optimum time to 
post. RentLinx recently completed a study of 25 million 
craigslist views of 100,000 craigslist posts - from properties 
all over the USA. The data revealed that renters display a 
clear preference for postings done early in the morning!  

Try posting at 6 am - it may make a difference! 

 

Remember, you can save time and track your craigslist 
views by posting to craigslist from your RentLinx account. 
Learn how 
 

Questions?  Call or email us. We're always here to help! 
  * Support @RentLinx.com 
  * 800-510-5469  
 

Amanda Schneider 

AMSTR REPORTS AND 

ONLINE MARKET SURVEYS 
 

What is an AMSTR? (Apartment Market Survey & Trend 

Report)  A report showing an  Aggregated Analysis of Sub-

markets, Counties, and Regions across our State on a 

quarterly basis.  These aggregated reports can help us at 

the local and state level provide many things including: 

 Assistance in Emergency Situations/Natural Disaster 

Relief 

 Important knowledge for our Owners, Managers and 

Vendors of current market statistics. 

 With enough participation, we will produce statistics for 

our entire market. 

 WAAA OMS provides Real-time neighborhood/comp 

reports, and aggregated submarket, county and MSA 

level report (AMSTR) 

 New way of data collection & reporting.. make your 

numbers count.. 

 AMSTR gives our industry a bigger voice.. we can show 

everybody what the Market is doing..  no need for 3rd 

parties to tell us how we’re doing.. 

 Government Affairs, Natural/National Disasters… OMS/

AMSTR can help WAAA work harder for our Industry. 
 

Where does the information come 

from?  YOU…...Go to wa3hq.org and 

click on the blue market survey button.  

When competitors call for your market 

information say….“Sign up for the new Market Survey 

for everyone’s benefit”…..You will never need to field 

market survey calls again.  Online Market Survey reports are 

open to members and nonmembers so your true competitors 

can participate.  If you would like assistance, please email  

Support@MyRentComps.com  

and the Online Market Survey Support Team will assist you 

with anything you need. 

http://www.scifloorcovering.com/
http://www.coinmach.com/
http://news.rentlinx.com/2013/01/new-video-how-to-post-to-craigslist_29.html
mailto:Support@MyRentComps.com
http://www.myrentcomps.com/login-waaa.aspx


The Washtenaw Area Apartment Association disclaims any liability for information or legal advice contained in this Newsletter.  Mem-

bers who may have questions regarding issues contained in the newsletter should contact their own accountants, attorneys, or other pro-

fessional advisors before relying upon any information conveyed herein.  This newsletter is provided as a service by the Washtenaw Area 

Apartment Association and is intended for the exclusive use of its members.  None of the articles or other information contained in this 

newsletter may be reproduced without the express written permission of the Washtenaw Area Apartment Association.  

NEW MEMBERS TO WELCOME 

BUSINESS PARTNER MEMBERS: 
Fitness Amenity - USA 

Ross Pope 

3504 28th Street, Ste R3, Grand Rapids, MI 49546 

Phone: 800-782-0939 

Email: ross@fitnessamenityusa.com 

PMAM Statewide Member 

 

Guardian Water & Power 

Jaclyn Keaser 

7626 Strawberry Lake Rd, Whitmore Lake, MI 48189 

Phone: 810-887-7798 

Email: jkeaser@guardianwp.com 

PMAM Statewide Member 

 

Lewis Greenspoon Architect 

David Lewis 

440 South Main Street, Ste 2, Ann Arbor, MI 48104 

Phone:  734-786-3757 

Email:  dlewis@lg-architects.com 

 

Off Campus Partners 

Duke Jones 

PO Box 5664, Charlottesville, VA 22905 

Phone: 872-895-1234 

Email: duke@offcampuspartners.com 

Sponsored by:  Becky Leirstein 

 

Piper Legal 

Jeremy Piper 

503 S. Saginaw Street, Ste 1426. Flint, MI 48502 

Phone: 866-517-9888 

Email:  jpiper@piperlegal.com 

 

Volunteer Energy 

Mark Coffey 

709 W. Ellsworth Rd, Ann Arbor, MI 48108 

Phone:  248-240-7368 

Email:  markjcoffey@comcast.net 

 

http://landlord.dteenergy.com/


ALL General Membership Meetings  

Cost only- $150 per meeting … you will receive:  

 5 minutes to speak 

 Ability to put your company information on all tables 

 Chance to pass out table numbers to members as they 

enter the room 

 Company name in all publications 

 Your company logo on table number tent cards 

 Your company name on table skirt of registration table 

Sponsorship sales for next year General Membership Meetings 

available.  Current year sponsorships have been sold to…..October,  

Thank you Ferguson and November annual meeting, Thank you 

Belfor. 

After Hour Mixer Sponsorships —  September - Thank you Big 

George’s Appliance Mart and October - Thank you Wilderness 

Construction. 

Cost: $50 or hosting the event at a community. 

The Program Committee is putting together After Hour Mixers 

either at local pubs or at local apartment communities.   

Nova Awards Sponsorships: September 25th  

$400 to display information about company products and name in 

all publications.   

3 exclusive sponsorships available - North Star Sponsor CORT  

SPONSORSHIPS AVAILABLE 2013 

Member Service Announcement from Recycle Ann Arbor 

Holiday Awards Night: Dec 5 at Arbor Brewing Company 

Sponsorships available at $250 each.  You will get free admission 

to the event for you and a guest, name on a beer tasting table or a 

sponsored drink and name in all publications with links to your 

website.  

Dear City of Ann Arbor Property Manager 

(Property Owner), 
 

 Recycle Ann Arbor is contracted by 
the City of Ann Arbor to service recycling 

carts throughout the city. We work very 

hard to track the serial numbers and ad-
dress location of each recycling cart for 

each multifamily community within the City. This data is 
tracked and updated in our database to help us better assist 

you and your residents when service issues may arise.  
 Currently, we are surveying many of the multifamily 

communities in the city and finding that maintenance staff 

has been shifting the recycling carts within community com-
plexes and even between multiple properties that are main-

tained through your management company.  
 All recycling carts need to stay where they have been 

delivered so that we can continue to accurately and effec-

tively provide service to your properties and your residents. 
 Please immediately let your maintenance staff knows to 

refrain from transferring the recycling carts between proper-
ties or moving carts from shared location addresses within 

one complex. If your staff need carts removed or additional 
carts delivered to your complex (s) please call our office di-

rectly at 734-662-6288. We can provide quick and accurate 

delivery services to your location. 
 Thank you for your cooperation and assistance with this 

matter.  
 

Sincerely,   Recycle Ann Arbor staff 

http://www.ferguson.com/
http://www.belfor.com/
http://www.big-georges.com/
http://www.wildernessconstruction.net/
http://www.wildernessconstruction.net/
http://www.cort.com/


Events and Education Calendar 

September 2013 

 5 thru 9 — NAA Assembly of Delegates 

 14 and 15 - GLAStar Education and Awards 

 21 - Annual General Membership Lunch - Legal Panel 

Nov Preview:  

Sun Mon Tue Wed Thu Fri Sat 

  1 2 

NALP 1/2 Day 

3 

NALP 1/2 Day 

4 5 

6 7 

NALP 1/2 Day 

Legislative Com: 4:00 

8 

CAM/CAS - All day 

UOM Housing Fair 

9 

Real Estate Con Ed 

Membership: 12:30 

10 

BOD Meeting 

After Hours Mixer - 

Sponsored by Wilder-

ness Construction 

11 12 

13 14 

NALP - 1/2 Day 

15 

NALP - 1/2 Day 

Program Com: 3:30 

16 

CAM/CAS 

Education Com: 3:30 

17 

GMM Lunch - What 

does LRO stand for? 

18 19 

20 21 22 

PMAM Meeting 

CAM/CAS 

23 24 

CAM/CAS 

25 26 

27 28 29 30 

CAM/CAS 

31 

Halloween 

  

October 2013 

Sun Mon Tue Wed Thu Fri Sat 

1 2 

Labor Day 

3 4 

Membership: 12:30 

5 6 7 

8 9 

Legislative Com: 4:00 

10 11 12  BOD Meeting 

After hours mixer —

Sponsored by: Big 

Georges Home Appli-

ance Mart.   

12 14 

15 

 

16 17 

Program Com: 3:30 

18 

Fair Housing - 9 am 

Education - 3:30 

19 20 21 

22 23 24 

PMAM meeting 

25 

Euchre Tournament 

and Nova—

Sponsored by CORT 

26 

 

 

27 

NALP - 1/2 Day 

28 

29 30 

GLAStar Awards Due 

by 5:00 pm 

     
Available any time.  Self-study online  

EPA Universal testing at your office for $85.00 

http://www.wildernessconstruction.net/
http://www.wildernessconstruction.net/
http://www.big-georges.com/
http://www.big-georges.com/
http://www.big-georges.com/
http://www.cort.com/

