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Year in Review

This will be my final President’s message because my
term as your President will officially end on August 15,
2003 and your new President, Teri Allen, will be sworn

in at the Closing Gala at the Florida Apartment Association’s
Education Conference and Trade Show at the Boca Raton
Resort and Club. I have known and worked with Teri for
many years and am confident she will be a superb president
of FAA. I can’t wait to pass the gavel!

 Speaking of the upcoming FAA Annual Education Confer-
ence, I hope that each of you have registered and are
looking forward to attending this year’s event. I know that
your conference committee has been hard at work and has
put together a very exciting Conference. At the opening
session on Thursday morning, August 14, you will hear from
Tom Shelton, President of the National Apartment Associa-
tion and from Jodi Chase, our lobbyist. Our featured speaker
will be Dan Clark, who spoke at our 2000 conference. The
trade show is sold out and there is a waiting list. Please plan
to attend.

 As I look back over the year, it seems like just yesterday
that I was beginning my term as President. I would like to
thank each of you for the opportunity which you afforded to
me in electing me as your 2002-2003 President.

 This year in summary began with Florida Department of
Revenue (DOR) attempting to collect sales tax on both
garage and storage units at our member communities. With
the help of our lobbyist and meetings with representatives of
the DOR, we were able to stop this movement.

 Then, in November, several class
action lawsuits were filed against
two of our members. These suits
are a result of fees being charged
to those residents who break their
lease prior to its expiration. Unfortu-
nately, many people who sign
leases forget that these lease
agreements are binding contracts.

 Your Florida Apartment Association was very active during
the regular legislative session. We were able to get legisla-
tion put into Florida Statute 83, which deals with a lease
termination with a specific term. Also, the Florida Association
of Realtors re-wrote Statute 475, which deals with the
licensing of real estate professionals. We attempted to have
added to this Statute, a provision that would allow us to pay
on-site leasing personnel a lease bonus of up to $ 50.00 per
lease. While the Realtors did not have a problem with this,
the Department of Professional Regulation was opposed.
This did not pass.

 We will be active next year in continuing to introduce
legislation which will be favorable to all parties.

 In closing, I would again thank you for your support this
year and ask that each of you continue to be active in your
local association.
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Apartment Moves
Jacksonville

Sagebrush Realty Investments
bought the 288-unit Island Pointe
Apts. in Jacksonville from Harbor
Group Intl. LLC for $15.47 million, or
$53,715 per unit. The Apartment
Group of Orlando represented the
seller.

Central Florida
According to Kevin Judd of Apart-

ment Realty Advisors, the “Greater
Orlando Multifamily market is showing
visible signs of recovery in 2003.
Population growth continues to outpace
both the state of Florida and the nation.
Expected apartment deliveries have
exhibited a dramatic decrease from
historic highs. Occupancies are trending
upward from lows reached in March
2002. Many infill submarkets have
regained occupancies in the 91% to
94% range. Vacancy rates and rental
concessions should continue to improve
throughout 2003 as strong job growth
returns to the Orlando area. Charles
Waye Consulting forecasts a rebound in
the multifamily market beginning in mid-
2003 and M/PF Research increased its
rating of the Orlando multifamily market
to B+ from C just a year ago.”

At present, the Greater Orlando
multifamily market consists of 149,977
units in 597 communities (not including
those of less than 50 units), with 77%
located in Orange County.

Grande Ville on Delaney Apts., a
90-unit property built in 1966 in the
Lake Copeland Historic District of
Orlando, has been sold for conversion
to condominiums and will be renamed
Lakeside at Delaney Park. The property
was recently renovated with new
appliances, kitchens, and high-speed
computer network.

CET Holdings, Inc. bought the 96-
unit Spring Garden Apts. in DeLand,
built in 1987, from Spring Garden
Apartments, Inc. for $4 million, or
$41,667 per unit. Darrell Johnson of
Smith Equities Group in Orlando
brokered the transaction.

Houston-based L.J. Melody & Co.
has arranged almost $14.88 million in
construction financing for Lyme Stone
Ranch Apts., a 216-unit, garden-style
community being developed by Lyme
Stone Investors LLC in New Smyrna
Beach.

AEW Capital Management L.P., a
Boston, MA-based real estate invest-
ment advisory firm, announced forma-
tion of a joint venture with Sendera
Investment Group to purchase and
renovate the 400-unit Park South
Apts. in Orlando. The purchase price
was $18.8 million, or roughly $47,000
per unit. The property, built in 1988, is
94 percent leased, said Genia
Demetriades, a vice president and
apartment specialist at AEW who will
oversee the property.

AEW formed the venture on behalf of
one of its institutional clients.
Demetriades said the purchase is the
latest in an ongoing program developed
by AEW and its client to invest in the
development or redevelopment of
multifamily properties located in tar-
geted urban areas.

Bay Area
An economic survey of rental apart-

ment rates throughout the Tampa Bay
region by Colliers Arnold Commercial
Real Estate Services shows that
recessionary pressures have set a new
high-water mark. John W. Stone,
CCIM, senior investment sales associ-
ate at Colliers Arnold, who compiled the
survey with associate Jason T. Stanton,
said analysis of apartment rents
throughout the region shows that
renters are paying less - and getting a
lot more - than they were this time last
year.

“Region-wide, average rents contin-
ued their slide from $831 per month in
March, 2002 to $787 per month this
year,” said Stone, who specializes in
rental apartment communities as
investment properties. To attract new
residents, apartment communities have
been offering a wide range of incentives
and concessions, Stone explained
“On a year-to-year basis, concessions
have grown by almost 50 percent,”

Stone said. In March 2003, concessions
averaged $836 per lease agreement,
the survey showed. “That’s an increase
of 47% from $567 in March, 2002.”
Stone said that for the first time, per-
lease rent concessions have topped the
average monthly rent.

“Rent concessions equate to an
average economic vacancy of 8.85%
throughout the region,” Stone said.
“That’s not included in traditional
occupancy reports, but it’s a critical
economic factor. Combined with the
reported vacancy rate of 5.47%, that
implies a region-wide economic va-
cancy in rental apartment properties
that totals 14.59%.”

The apartment survey was based on
rental and vacancy information from the
“Bay Area Apartment Market Survey”
prepared by Triad Research & Con-
sulting, Inc.

Lincoln Property Co. sold the 254-
unit Culbreath Key Apts., built in 1999,
for $26.38 million, or $103,858 per unit,
to Sendera Investment Group. Jay
Ballard and Cole Whitaker of The
Apartment Group represented Lincoln.
Culbreath Key sits on approximately
nine acres on Gandy Blvd.

Colonial Properties Trust sold the
176-unit Colonial Grand at Citrus
Park Apts. to Columbus, OH-based
Goldberg Companies for an undis-
closed price. The property was devel-
oped by Colonial in 1999.

Primerica Developments, Inc.
awarded Essex Builders Group of
Winter Park the contract to construct a
252-unit apartment community at Collier
Commons, located at St. Rd. 54 and
Collier Pkwy. The project will cost $12.5
million.

Space Coast
PAC Land Development Corp.

bought the 280-unit Via Tuscany Apts.
built in 2000, for $26.5 million, or
$94,643 per unit.  Apartment Realty
Advisors of Boca Raton brokered the
transaction and arranged first-mortgage
financing.
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Southeast Florida
Apartment Realty Advisors has

arranged the sale of the 191-unit Villas
d’Este Apts. in Delray Beach for
$28.56 million, or approximately
$149,529 per unit. Marc deBaptiste
and Byron Moger negotiated the sale
on behalf of the seller, Villas d’Este
Partners. Developed in 1998, Villas
d’Este consists of 18 three-story,
townhouse-style units.

Marcus & Millichap’s Ft. Lauder-
dale office brokered the sale of the
234-unit Golden Glades Apts. in
Miami for $7.1 million, or $30,342 per
unit. The property was built in 1972
and totals 172,350 sq. ft.

L.J. Melody & Co. arranged perma-
nent acquisition financing of $10.85
million for Whispering Palms Apts.
Built in 1972, Whispering Palms
consists of 315 units and 308,000 sq.
ft. L.J. melody provided financing on
behalf of SRH Whispering LP, an

affiliate of Sawyer Realty Holdings
LLC of Needham, MA.

The Miami office of The Apartment
Group has brokered the $25.5 million
sale of Heather Glen Apartments, a
234-unit luxury apartment community
in Sunrise. Brett Chwick, an associate
with The Apartment Group, repre-
sented the seller, J & P Construction
of Palm Beach Gardens. The property
was purchased by Heather Glen 234
LLC, an independent investor in
Miami.
Built in 1997, Heather Glen is on 10
acres of land. The property is at 731
SW 148th Avenue in the Weston
submarket. At the close of the sale, the
average asking monthly rent was
$1,188.

Naples-based JBM Realty Advi-
sors has brokered the sale of the 124-
unit, eight-story Prado Bay Apts. on
Treasure Island in North Bay Village,
Miami. Tarragon Realty Investors
sold the property for $10.3 million in

cash to GREC Conversions II, Ltd.,
which plans to convert the property to
condominiums in the near future. JBM
Jamie B. May, Chairman and CEO,
and Trish Barton, Managing Director,
represented both the seller and
purchaser in transaction.

Southwest Florida
Naples-based JBM Realty Advi-

sors brokered the sale of a B+ grade
apartment complex for Equity Resi-
dential. The 300-unit Colony Place
Apts., located at 13501 Eagle Ridge
Drive in Fort Myers, sold for $20.6
million to a joint venture between
Forest City Enterprises and the
Goldberg Companies, both of Ohio.
The partnership paid all cash and
closed on the property in less than 30
days. JBM’s Jamie B. May, Chairman
and CEO, and Trish Barton, Managing
Director, represented both the seller
and purchaser in the sale of the
property.
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Donna Reiter received two awards at a Sears awards
banquet in Chicago. As Territory Manager for Sears Contact
Sales, she achieved more than $2 million in sales in 2002
and sold 132% above her projected budget. However, In April
Donna left Sears Contract Sales and joined Appliance
Warehouse as its Senior Account Executive for the region
covering Orange, Seminole, Lake, and Brevard Counties.
She also presently serves on the AAGO Trade Show Com-
mittee as Chairman of Marketing.

Companies
The JMG Realty, Inc. South Florida Divisional Office moved
on June 6, 2003. The new contact information is:

JMG Realty, Inc.
12008 South Shore Blvd. #106
Wellington, FL 33414
Phone: 561-784-7991
FAX: 561-784-9775

Vestcor Construction Services, Inc. received the Na-
tional Paragon Award from the National Apartment Associa-
tion (NAA) in recognition of excellence for Builders, Owners,
and Developers.  The Paragon Award takes many factors
into consideration such as renovation plans, resident testimo-
nials, positive effects on the community and surrounding
neighborhood, appropriateness of community design to the
region, and community involvement by residents or manage-
ment.

Vestcor submitted their most current renovation project -
Jacksonville’s historical landmark, 11 East Forsyth. Built in
1926 and named after its original owner S. A. Lynch, a
wealthy Atlanta capitalist, this 17-story commercial building
was originally known as The Lynch Building. This magnificent
tower was once Jacksonville’s tallest skyscraper. It was
originally occupied as office space by several organizations
before being abandoned in 1990. The building was renovated
in 1962 when street-level facades were changed and marble
panels were installed over stamped steel spandrel panels.
Vestcor’s goal was to restore and preserve the historic
character of the 1926 architecture. To ensure this goal,
Vestcor assigned two of its top restoration specialists, Project
Manager Tom DeLuca and Superintendent Pat Power, with a
combined total of more than 50 years experience. The
building was restored in accordance with the Dept. of the
Interior regulations of preservation of historic structures, and
the construction qualified for a 20% historic tax credit.

Bob Smith, president of Smith Equities Corp. in Orlando,
has designed a Web site for the company that provides
information on more than 5000 apartment properties in
Florida to those interested in buying and selling such proper-

ties. Details include numbers of units and cash flows, and
prospects can call Smith on the phone and check out the
properties on the site while conversing with him. Smith issues
passwords to access the site on an as-needed basis.

The Apartment Group/Cushman & Wakefield, which
specializes in the marketing and sales of investment-grade
rental apartment communities throughout Florida with offices
in Orlando, Tampa, Jacksonville and South Florida, reported
it closed on sales of 20 rental apartment communities worth
more than $185 million in the first half of 2003.

Cole Whitaker, who heads The Apartment Group in Florida,
said the transactions were located from Jacksonville to
Sunrise, Florida. Whitaker said that Brett Chwick, who heads
the south Florida office closed on the sale of Heather Glen
Apartments, located in Sunrise. Chwick negotiated a $25.5
million sale price for the 234-unit apartment property.  The
transaction was the first for Chwick since recently joining the
company.

The Apartment Group recently relocated to new expanded
headquarters in the Wachovia Bank building at 800 N.
Magnolia Ave. in downtown Orlando.

One million apartment units in 26 states now have access
to high-speed Internet access thanks to Verizon Avenue, a
subsidiary of Verizon Communications that specializes in
providing telecommunications and Internet services to
multifamily properties. Verizon Avenue reached the one
million mark when the company signed a contract for 7200
units owned by United Dominion Realty Trust. This in-
cludes units at 12 Florida communities in the Tampa Bay
area.

BAAA Saves Apartment Residents $372,000
After an 18-month effort, the Bay Area Apartment Associa-

tion convinced the Tampa City Council to approve a resolu-
tion that lowers the water rate on the first 1500 gallons of
water used by an apartment resident each month. The cost
decreases from $2.40 to $2.08 for residents within city limits.
Outside the city, the cost drops from $3.00 to $2.60. Rates
did not change for single-family residents.

In October 2001, the city of Tampa began charging higher
rates for apartment residents than for single-family
homeowners. The new rate brings near equity in the rates
charged for water usage. It is estimated that 87,000 apart-
ment units using city of Tampa water will realize a total
savings of $372,000 annually. The new rates came into effect
with the April 2, 2003 billing cycle.

Related Leads NMHC’s Top 50 Apartment Owners
Jumping to the top of the National Multi Housing Council’s

(NMHC) annual list of the top 50 apartment owners, Related
Capital Company beat out Apartment Investment and
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Management Company (AIMCO) by acquiring 29,000 units
last year. AIMCO led the industry for the past four years.
AIMCO does remain atop the list of Top 50 apartment
managers, however, with 309,000 units managed.
Another rising star on NMHC’s list is Columbia Housing,
which jumped up 11 places to the 19th rank with a 9,000-unit
portfolio expansion.

Newcomers to the top 50 include SSR Realty Advisors at
41st place, Michaels Development Company at 42nd place,
and Essex Property Trust at 44th place.  Returning to the list
are BRE Properties, Cornerstone Realty Income Trust, and
Simpson Housing.

Portfolio growth remains sluggish, said NMHC.  Last year,
the number of apartments owned by the top 50 grew 0.4%,
the lowest in 10 years. Portfolios in the top 25 grew less than
1%, while holdings of the second 25 declined by 1.3%.
According to NMHC, in contrast with most recessions, most
owners were in sound financial condition—aided in part by
low interest rates—so that there were few distressed sellers.
As a result, bargains were no more common than usual, and
property acquisitions had to be justified on a more strategic
basis.

For the complete ranking, go to www.nmhc.org/Top50.

Baltimore Apartment Financier MuniMae to Double
in Size With Australian Firm

Municipal Mortgage & Equity LLC (MuniMae) has agreed to
purchase Housing and Community Investment, a business
unit of Lend Lease Real Estate Investments—the U.S. arm of
Australia’s Lend Lease Corp. Ltd. The $102 million cash deal
will more than double assets under management at the
Baltimore-based apartment financier from $3.6 billion cur-
rently to $7.4 billion. That expansion in unit catapults
MuniMae to No. 4 on the National Multi Housing Council’s list
of the biggest apartment owners in the country from its
previous position below 25. Headquartered in Boston,
Housing and Community Investment specializes in the
financing of affordable housing properties and has conducted
business with MuniMae for more than a decade.
Source: Baltimore Sun, May 15, 2003

Fitch: Perfect Storm To Linger For Multifamily REITs
Fitch Ratings is maintaining its Negative Rating Outlook for

multifamily real estate investment trusts, stating in a recent
report that continued weak demand, oversupply, and the
availability and affordability of single family homes have
reduced protection measures and have made further credit
deterioration a possibility within the sector.

Despite a significant drop in new unit delivery last year
(172,000 units in 2002 compared to a peak of 220,600 units
in 2000), many units are being delivered to oversupplied
markets, creating even more difficulties for occupancy rates
and rents within the multifamily REIT sector, according to
Fitch.

Lingering job losses and declines in homebuilding rates

have dampened overall housing demand, particularly in
markets plagued with heavy job losses such as San Jose,
San Francisco, Detroit and Seattle. Delivery of new multifam-
ily units coupled with weakened demand has also put
downward pressure on markets with low barriers to entry like
Orlando, Austin, Charlotte, Atlanta and Denver. Adding to the
multifamily REIT troubles are single family homebuilders, who
have built a record number of new homes in each of the last
five years despite the overall weakness in the U.S. economy,
Fitch reported.

Fortunately, the firm stated, current low interest rate
environment has afforded REIT management teams the
opportunity to moderate cash flow deterioration by refinanc-
ing maturing, high coupon borrowings and preferred stock, at
the current lower rates.
Source: MBA of America

Seattle Launches Recycling Program for
Apartments

The City of Seattle has launched a new recycling program
with the goal of increasing recycling in apartment buildings.
As part of Mayor Greg Nickels’ plan to reverse a decline in
Seattle’s recycling rate and to boost recycling to 60%, the city
has distributed approximately 100,000 blue reusable polyeth-
ylene recycling bags to individual apartment and condo units
in buildings that currently recycle.

“To succeed, recycling should be convenient for everyone,”
Tim Croll, director of the community services division of
Seattle Public Utilities (SPU), says. “This system emulates
the success of our curbside recycling program- it makes
recycling that much easier for those who already participate.”
Seattle’s multi-family units recycled 22 % of their waste in
2001 as compared to 50% for single-family residences. The
city’s goal is to boost multi-family recycling to 37% by 2008.
“If every tenant in every building that is signed up for our
recycling program recycled two pounds per month for the
next five years, we would reach our goal,” Croll says. Cur-
rently, 80% of Seattle’s multi-family buildings offer recycling
to their tenants.

Each bag has recycling guidelines printed on it and con-
tains illustrated recycling guidelines for residents to read and
to post. The sturdy bags have a separate pocket for glass
bottles and jars. All other recyclables are commingled in the
larger pocket, which can be closed with a Velcro strip while
the glass is emptied.

The city has distributed the bags as part of a pilot program
that will test their effectiveness in decreasing contamination,
increasing the amount of recyclables and encouraging
tenants to recycle. Similar apartment bag programs have
been implemented in Federal Way, Kirkland and Vancouver,
British Columbia. Additional bags can be purchased from
local retailers.
SPU’s Friends of Recycling Program engages tenants to
implement and monitor recycling in their building with one-
time $100 rebates on their garbage bills.

Those interested in additional information on Seattle’s
multi-family recycling efforts or locations where the bags can
be purchased should visit http://www.cityofseattle.net/util/
services/apartment
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Camden Property Trust Leverages
SureDeposit In Southeast Region

SureDeposit, the nation’s leading provider of security
deposit alternatives for the multifamily industry, has an-
nounced that its innovative risk management program is now
available to apartment residents at communities owned and
managed by Camden Property Trust located throughout
Florida and North Carolina.

Camden, the 13th largest multifamily property management
firm in the nation, has implemented the SureDeposit program
in more than 20% of its 50,790 apartments. Prospective
residents at Camden’s Tampa, Orlando, Charlotte, and
Greensboro communities can now move into their apart-
ments at a significantly reduced cost by paying a nominal
premium for SureDeposit’s surety bond instead of paying the
traditional security deposit. Camden, too, is benefiting from
the program by boosting its coverage and better managing its
exposure to lost rent or damaged units.

“In Florida, for example, apartment owners and managers
have tried to remain competitive and boost occupancy levels
by offering $99 move-in specials or doing away with their
security deposits altogether. But the multifamily industry has
learned from the negative effects of concession crazed
markets, which have left it exposed to market-driven, rather
than risk-driven security deposit holdings,” explained Paul
Kaliades, president of SureDeposit.  “SureDeposit’s program,
which is now in use at more than 1,650 communities nation-
wide, allows property owners and managers to compete
more effectively by attracting quality residents with a financial
break, while maintaining or even improving the risk equation.”

Camden Rewards Highest Quality Residents
Fully qualified residents at Camden’s properties in Florida

and North Carolina need only pay the premium for
SureDeposit’s surety bond if they choose to participate in the
program.  For B- and C-credit quality residents, however,
Camden is offering SureDeposit’s program in conjunction
with reduced cash deposits.

For example, a resident with an excellent credit history
leasing a three-bedroom apartment that traditionally requires
a $600 traditional security deposit now only needs to pay
$87.50 for SureDeposit’s non-refundable premium. A resident
who has had a spotty credit history and previously was
required to pay $600 plus an amount equivalent to one
month’s rent as a traditional security deposit now is required
to pay only pay $131.25 plus the equivalent of one month’s
rent as part of their move-in costs, a difference of nearly $450
to the resident.

“Without question, our residents at those communities
where we have implemented SureDeposit can move in at a
fraction of what they used to pay in traditional security deposit
fees without putting us at risk,” said Linda Willey, director of
ancillary services for Camden.

More than 1,400 residents have purchased SureDeposit
bonds at the Camden communities since the program’s
inception earlier this year, “a remarkably high acceptance
rate considering that the offering is being made upon turnover
at only 10,812 apartments in the Camden portfolio,” accord-

ing to SureDeposit National Marketing Director Margaret
Phillips.  “In fact, in the first six weeks alone, 500 residents
signed up for the program,” noted Phillips, who provided
training to Camden’s leasing agents during the first quarter of
2003, and remains the lead SureDeposit liaison with
Camden’s staff.
 SureDeposit is integrated with Camden’s online resident

screening provider CreditRetriever to streamline their two
processes into one convenient step.  With the integrated
systems, SureDeposit is offered automatically during
Camden’s online screening process to prospective apartment
residents.  Not only does the integration between
CreditRetriever and SureDeposit help to minimize errors, it
also helps Camden’s onsite leasing staff better comply with
established corporate policies governing leasing criteria and
security deposits.

National, Florida Economic
Indicators Increasing Slowly
By George Livingston, NAI Realvest Partners

Recent economic indicators have produced some curious
anomalies. Nationwide, the economy lot 48,000 jobs in April
and unemployment moved up to six percent — the upper end
of the range that most economists find acceptable. Central
Florida, on the other hand, boasts a healthier 4.8 percent
unemployment rate, significantly better than the nation as a
whole.

From Feb. 1 through April 30, the U.S. lost more than
500,000 jobs. The last time the U.S. employment rate
contracted three months in a row was 50 years ago —
between the post war recovery and the beginning of the post
war boom. The job loss rate is slowing and April’s job loss
rate was lower than expected.

Here’s what we’re looking at: the average work week has
dipped to 34 hours, matching the nation's record low. Service
industries, especially health care and state and local govern-
ments, are adding jobs. Consumer confidence and sentiment
moved higher in response to the positive outcome in Iraq.
This should fuel consumption.

The Institute for Trend Research (ITR) leading indicator
continues to rise. This trend has been positive for 18 months.
This is the best since the 1991-94 recession. The outlook for
the economy is mildly positive from now into the third quarter
of 2004. The stock market is also in a solid upturn and has
created significant new wealth. The advance is very broad.
Interest rates remain low, and the housing industry remains
strong, especially in Florida. New home sales have produced
record numbers for three years running, despite the eco-
nomic slowdown, and show few signs of slowing. Develop-
ment of office and multifamily projects is very weak. The retail
sector is strong, and the industrial market seems to have
bottomed.
George Livingston is president of NAI Realvest Partners, Inc.,
one of Central Florida’s most active developers of industrial
facilities. Livingston is past president of the Central Florida
chapter of NAIOP – The National Association of Industrial
and Office Properties).
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Does Your Body Language Stop A Sales
Presentation

Before It Starts?Before It Starts?Before It Starts?Before It Starts?Before It Starts?
By Marjorie Brody, MA, CSP, CMC

Most everyone knows that the way you dress can
influence others. But you can wear the most
expensive business suit and still not convey

confidence, approachability and, perhaps most importantly –
sincerity. Salespeople are always looking for new ways to
make the sale. What they need to do is remember that you
can’t sell anything before you can sell yourself.

People put out visual signals based on their body lan-
guage. Often we are not even aware of doing so. These
signals include posture, eye contact, gestures, facial expres-
sion and other factors. An effective salesperson needs to
know how to master the subtle cues of body language
before he or she can be successful. Visual signals can make
you appear not to be in control and will detract from your
overall presentation …and the sale.

PosturePosturePosturePosturePosture
Salespeople are always giving presentations – whether

they know it or not. Even if it’s a one-on-one meeting with a
client or prospect, you are always presenting your ideas,
products, or services.

Your posture is an important part of the presentation. Your
objective is to be comfortable and controlled. You want your
audience—the client or prospect—to see you relaxed and
comfortable. This puts them at ease as well.

If you tend to sway or rock while speaking, spread your
feet about 6 to 8inches apart, parallel to each other with toes
pointed straight ahead. Flex your knees and put your weight
on the balls of your feet. Standing in this position will stop
any swaying or rocking motion and reduce distracting heel
movements. You can move around and return to this
position, just don’t pace.

Make sure you are standing up straight and are facing
your audience head-on.Keep your posture open with arms
relaxed and hanging down at your sides. If your hands are
clasped firmly in front of you, your feet are crossed and your
body is tight–-you are not exactly exuding confidence. Other
“don’ts” include:

*hands on hips – you look too condescending or parental
*crossed arms – you are not conveying a look that says,
“Let’s talk.”
*hands crossed in front of you – otherwise known as the
“figleaf” stance, this makes you look weak and timid.
*hands joined behind your back – this stance (the “parade
rest”) makes you seem like you have no energy

*leaning back in a chair, if seated - you look like you’re ready
to pass judgement
*putting your hands in your pockets – this makes you seem
nervous and can result in jingling any change or keys that
might be there

The effective salesperson keeps his or hands open. Hold
your chin raised, giving you the aura of being in control.

GesturesGesturesGesturesGesturesGestures
Gestures are in important part of your visual picture. They

are reinforcements of the words and ideas you are trying to
convey. Gestures include hand, arm and head movements.
We all know people who “talk with their hands” – in some
cultures gesticulating a great deal is the norm.

Two gestures to avoid are:

*using a pointed finger – this makes you look accusatory,
even if that wasn’t your intent
*fist raising – this is hostile or threatening

The most effective gestures are spontaneous. They come
from what you are thinking and feeling, and help your
listeners relate to you and what you are telling them.

When giving a presentation, make sure you vary your
gestures. Don’t use the same motion over and over again.
Audience members will focus on the repeated gesture and
not your content. Use your palms and open them out to your
audience when gesturing. Move your arm and hand as a
single unit, gesturing up and down. When gesturing, always
keep your hands and gestures above your waist.

Eye contactEye contactEye contactEye contactEye contact
Any career-related manual or book will agree that one of

the most important things that someone interviewing for a
new job can do is to make contact with his or her interviewer.
The same is true of a salesperson giving a presentation.

Even if it’s one-on-one, don’t be afraid to make eye
contact. When you make eye contact, you are relating to
your audience, which will help get your message across
and possibly close the sale.

If you make eye contact with someone who quickly looks
away, try not to directly look into that person’s eyes again. In
some cultures direct eye contact is inappropriate, and some
people just feel uncomfortable. If you are giving a presenta-

continued on page 14
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tion to a group of people, the eye contact should be done in
an irregular and unpredictable “Z” formation – looking at one
person for three to five seconds and then moving on to next
face.

The possible problem area with eye contact is if you
overdo it, and start to stare. In conjunction with making eye
contact, you can nod your head occasionally. This also helps
connect with your listener.

Facial expressionsFacial expressionsFacial expressionsFacial expressionsFacial expressions
There are different variations on it, but the age-old maxim

is true: “Your face speaks a thousand words” or “The look on
your face speaks volumes.” Be aware of your facial expres-
sions. If possible, look at a mirror each time you are on the
phone – do this for one week. Watch your face when you are
talking on the phone.

Be aware of any artificial, unfriendly, or deadpan expres-
sions you may be making. Do you squint, frown, make
strange faces? Once you are aware of any expressions you
may make, it will be easier to eliminate them. Practice
smiling and looking pleasant. That’s how you want to look
when meeting clients or prospects.

Some facial expression “don’ts” include:

*arching eyebrows – this makes you seem surprised or
questioning
*frowning – your moodiness will be the only thing the other
person remembers
*grimacing – your prospect will wonder where it hurts

Salespeople can learn to practice their gestures, posture,
eye contact and facial expressions. Doing so can only help
improve your sales performance. The bottom line is that it
doesn’t matter how exciting or innovating your sales pitch is,
because your body language speaks louder than words.

Article copyright 2003 Marjorie Brody and Brody Communications
Ltd. Marjorie Brody, MA, CSP, CMC, is founder of Brody Communi-
cations Ltd. in Jenkintown, PA, and an executive coach. She helps
individuals and corporations achieve their potential by strengthening
their professionalism, persuasiveness and presence. Marjorie has
presented to more than 1,000 audiences, and is the author of 15
books, including Help! Was That a Career Limiting Move?, Speak-
ing is an Audience-Centered Sport, and Professional Impressions
… Etiquette for Everyone, Every Day. She has appeared on CNBC
several times, Fox-TV, Oxygen Network, and been quoted in The
Wall Street Journal, Washington Post, People, BusinessWeek,
Fortune and many other national publications. Marjorie can be
reached at 800-726-7936, or by visiting www.MarjorieBrody.com.

Body Language

from page 12

Thanks to Braishfield Associates, Inc., for sponsoring the Tournament Trophies.

Thanks to the Hole Sponsors to date: Woodland Entertainment,
Law Offices of Heist & Weisse, P.A., and Smith Equities Corporation.

Still Available are:
Hole Sponsors $100 Each
Sponsor will receive a sign at the hole.

Luncheon $2000
Sponsor will receive company name & logo on a banner at the luncheon.

Tournament Prizes $650
Sponsor will conduct the drawings at the luncheon.

Transportation $400
Sponsor will receive a sign in the window of the motorcoach.

To get a sponsorship form or to sign up to play,
go to our Web site at www.fl-apartments.com

APAC
FIFTH ANNUAL

PAT CROW-SEGAL, CAE
GOLF CLASSIC

Sponsorship Opportunities Are Still Available for
APAC's Fifth Annual Pat Crow-Segal Golf Classic • Wednesday, August 13, 2003
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FAA’S 2003 EDUCATION CONFERENCE AND TRADE SHOW
at the Boca Raton Resort & Club • August 13-15, 2003

PLUS SEMINARS PRESENTED BY -PLUS SEMINARS PRESENTED BY -PLUS SEMINARS PRESENTED BY -PLUS SEMINARS PRESENTED BY -PLUS SEMINARS PRESENTED BY -

♦  "Creating a Culture of Service Excellence""Creating a Culture of Service Excellence""Creating a Culture of Service Excellence""Creating a Culture of Service Excellence""Creating a Culture of Service Excellence"
James Kendal, Marketing Representative, Southwest Airlines and RoseJames Kendal, Marketing Representative, Southwest Airlines and RoseJames Kendal, Marketing Representative, Southwest Airlines and RoseJames Kendal, Marketing Representative, Southwest Airlines and RoseJames Kendal, Marketing Representative, Southwest Airlines and Rose
Huddleston, Ritz Carlton Company, Inc.Huddleston, Ritz Carlton Company, Inc.Huddleston, Ritz Carlton Company, Inc.Huddleston, Ritz Carlton Company, Inc.Huddleston, Ritz Carlton Company, Inc.

♦  "Rekindling the Passion for Performance! Leasing & Marketing for a New"Rekindling the Passion for Performance! Leasing & Marketing for a New"Rekindling the Passion for Performance! Leasing & Marketing for a New"Rekindling the Passion for Performance! Leasing & Marketing for a New"Rekindling the Passion for Performance! Leasing & Marketing for a New
Generation!"Generation!"Generation!"Generation!"Generation!"
Jackie Ramstedt, International Speaker, Consultant, and ProfessionalJackie Ramstedt, International Speaker, Consultant, and ProfessionalJackie Ramstedt, International Speaker, Consultant, and ProfessionalJackie Ramstedt, International Speaker, Consultant, and ProfessionalJackie Ramstedt, International Speaker, Consultant, and Professional
TrainerTrainerTrainerTrainerTrainer

♦  "Adversary to Advocate… Creating Coalitions that Work""Adversary to Advocate… Creating Coalitions that Work""Adversary to Advocate… Creating Coalitions that Work""Adversary to Advocate… Creating Coalitions that Work""Adversary to Advocate… Creating Coalitions that Work"
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Program at Glance
Wednesday, August 13

7:30 am APAC 5th Annual
Pat Crow-Segal,
CAE Golf Classic
Transportation leaves the Boca for
Deer Creek Golf Course

8:30 am Tee-Off Deer Creek Golf Course
2-8 pm Exhibitor Set-up & Registration
2-6 pm Attendee Registration
3-4 pm Association Executive Meeting
3-4 pm APAC Board of Directions
Meeting
4-5 pm Product Service Council

Business Meeting
4-5:30 pm Governmental Affairs Roundtable
5-6 pm Executive Committee Meeting
6-7 pm Board of Directors Meeting
7:15-8:15 pm President’s Reception

by Invitation

Thursday, August 14
8-11 am Exhibitor Set-up & Registration
8 am-5 pm Attendee Registration
10-11:50 am Opening Session

Featuring Keynoter Dan Clark
12-3 pm Exhibit Grand Opening

& Luncheon
3:15-4:45 pm Creating a Culture of Service
Excellence

Representatives from The
Ritz-Carlton Leadership Center
& Southwest Airlines

3:15-4:45 pm And You Thought You Knew…
Landlord Tenant
Harry Heist,
Law Offices of Heist
& Weisse, PA

3:15-4:45 pm Maintenance is from Mars…
Management is from Venus
Vann Flippen, & Vickie
Anderson,
Concord Management, Ltd.

5-7 pm Cocktail Reception
with Exhibitors

Friday, August 15
8 am-4 pm Attendee Registration
9:30 am Morning Networking Coffee
10-11 am I’m Okay – You're Difficult

Linda Larsen, Linda Larsen
Communications, Inc.

11:15 am-2:15 pm Lunch with Exhibitors
2:15-8 pm Exhibitor Tear Down
2:30-4:15 pm Rekindling the Passion for

Performance!
Leasing and Marketing
for a New Generation!
Jackie Ramstedt,
Ramstedt Enterprises, Inc.

2:30-4:30 pm Adversary to Advocate…
Creating Coalitions that Work

4:45-5:30 pm Event Planning – Join Us
Poolside at the Boca for a Relaxing but Educational
Look at How You Can Make Your Next
Community Event a Splashing Success
7-10 pm Closing Gala, featuring the
Comedy A Cappella of Ron Feingold

Closing Keynote…
Award-Winning Speaker, Best-

Selling Author, and Professional
Actress

Linda Larsen
presents I’m OK – You’re Difficult.
Linda’s Client’s tell it like it is…

“She’s fabulous!”
“Best at convention!”

 “She’s the best of the best!”
“Keep her coming back!”

Closing Celebration...
Entertainer

Ron Feingold
Our entertainer is a regular cruise ship

and corporate performer.  He has
opened for bands like REO

Speedwagon, Loverboy, Grand Funk
Railroad, and Diana Krall.  He'll be

performing songs and comedy from his
two CDs and he's a Florida local from

Orlando!

For more information, please visit our Web site at:
www.fl-apartments.org

Featuring Dan Clark, one of the best-loved storytellers from the
#1 New York Times Bestseller “Chicken Soup for the Soul”

and “Puppies for Sale and Other Inspirational Tales”

Chicken Soup
for the Apartment Industry

SEMINAR HIGHLIGHTS
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The companies listed below are current members of FAA's Product/Service Council.  The Council gives associate
   members a voice in FAA affairs.  Members of the Product/Service Council will be listed in each issue of IMPACT and in
   the Resource Guide.  For annual dues of $100, council members receive all mailings (including IMPACT), and
   representation on the Board of Directors through the Associates Vice President.

FAA PRODUCT/SERVICE COUNCIL

AD TRACKING/TRAINING
JULIE MILLS
Call Source
P.O. Box 978
Apopka, FL 32704
407-880-6205
888-697-9842
FAX: 407-880-6364
CallsourceFlorida@cfl.rr.com
www.callsource.com

ADVERTISING/PUBLICATIONS
PENNY MOCKABEE
Apartment Finder of Greater Orlando
2281 Lee Rd, Ste 206
Winter Park, FL 32789
407-647-6880
FAX: 407-647-3908
pmockabee@livingchoices.com
www.livingchoices.com

CAROLYN DIPPEL
Apartment Finder/Florida Times-Union
PO Box 1949
Jacksonville, FL 32231-53
904-359-4327
FAX: 904-359-4187
carolyndi@aol.com
www.jacksonville.com

NAN CAVARRETTA, CAM,
CAPS
Apartment Finder/The Blue Book
2281 Lee Rd #206
Winter Park, FL 32789
407-647-6880
FAX: 407-647-3908
ncavarretta@Livingchoices.com
www.livingchoices.com

JULIE MILLS
Apartment Vendor Guide
PO Box 2045
Apopka, FL 32704
407-880-6205
FAX: 407-880-6364
publisher@aptvendorguide.com

SHARON PATENAUDE
Apartments.com
Insurance Exchange Building
175 W Jackson Blvd 8th Floor
Chicago, IL 60604-2615
312-601-6104
FAX: 312-601-6443
spatenaude@homescape.com
www.apartments.com

DON RONES
For Rent Magazine
4607 Park Breeze Ct
Orlando, FL 32808
407-297-0832
800-882-5659
FAX: 407-297-0833
drones@unitedad.com
www.forrent.com

TRACY L. SAFFOS
For Rent Magazine
3313 W Commercial Blvd #130
Fort Lauderdale, FL 33309
954-730-9700
800-848-6567
FAX: 954-730-3387
tsaffos@unitedad.com
www.forrent.com

CHERI STEIGMEYER
For Rent Magazine
8405-G Benjamin Rd
Tampa, FL 33634
813-888-6297
800-835-4700
FAX: 813-882-3799
csteigmeyer@unitedad.com
www.aptsforrent.com

ERIN TRIAY
For Rent Magazine
11290-1 Saint Johns Industrial Pkwy N
Jacksonville, FL 32246
904-928-0243
FAX: 904-928-0251
etriay@unitedad.com
www.aptsforrent.com

DARLA ERDELYI
Greater Jacksonville Apt. Guide
1652 Emerson Street
Jacksonville, FL 32207
904-398-6550
FAX: 904-398-6552
derdelyi@apart-guide.com

CAROL INMAN
Greater Jacksonville Apt. Guide
PO Box 56256
Jacksonville, FL 32241-6256
904-733-2584
FAX: 904-737-1437
dkee@apart-guide.com
www.apartmentguide.com

DEBORAH COLEMAN
HPC Publications
2875 NE 191st St Ste PH#3
Aventura, FL 33180
305-933-2787
FAX: 305-933-8643
miami@hpcpub.com

STEPHEN A. LEVIN
HPC Publications
5355 Town Center Rd. #401
Boca Raton, FL 33486
561-347-6500
FAX: 561-416-9674
browardag@hpcpub.com

STACEY BLACKWELL
RealPage, Inc.
4000 International Pkwy
Carrollton, TX 75007
972-820-3000
FAX: 972-820-3383
www.realpage.com

BRIAN DOHERTY
Rent.com
2701 Ocean Park Blvd. #140
Santamonica, CA 90405
770-595-5819
FAX: 770-936-1933
briand@rent.com
www.rent.com

MOLLY NOURSE
Southwest Apartment Guide
3343 W. Commercial Blvd. Ste. 101
Fort Lauderdale, FL 33309-3425
813-886-0095
888-847-7090
FAX: 813-882-3799
www.aptsforrent.com

ANCILLARY INCOME
DONNA REITER
Appliance Warehouse
2022 St. George Ave
Winter Park, FL 32789
407-399-1189
FAX: 407-740-6728
dreiter@appliancewhse.com

SHARON VINIG
Executive Sweets
950 N Federal Hwy #118
Pompano Beach, FL 33062-4325
954-788-3001
FAX: 954-788-3001
execusweets@aol.com

APARTMENT PROMOTIONS
BERNARD KLEINSTUB
World Advertising of Florida
PO Box 161505
Altamonte Springs, FL 32716
407-295-7700
FAX: 407-292-6171

APPLIANCES
RON GRAUSAM
ARD Distributors, Inc.
1600 NW 159 St
Miami, FL 33168
800-654-7721X-231
FAX: 305-621-2901
ron@ardonline.com
www.ardonline.com

GINA LUCAS
ARD Distributors, Inc.
403 Dempsey Drive
Cocoa Beach, FL 32931
407-402-9559
800-282-3377 x35
FAX: 321-783-9698
gina@ardonline.com
www.ardonline.com

BRIAN MAIR
ARD Distributors, Inc.
1600 NW 159th St
Miami, FL 33169
800-654-7721 X230
FAX: 305-621-2901

PHILLIP PATTISHALL
ARD Distributors, Inc.
2899 Powers Ave Ste 4
Jacksonville, FL 32207
904-367-0303
800-920-1962
FAX: 904-367-0770
Pattishallard@aol.com
www.ardonline.com

WALTER PRZYBYLOWSKI
ARD Distributors, Inc.
9876 Currie Davis Dr
Tampa, FL 33619
800-282-3377 x36
FAX: 813-620-1401

ATTORNEYS
HARRY HEIST
Law Offices of Heist & Weisse, P.A.
37 N Orange Ave Ste 500
Orlando, FL 32801
800-253-8428
Dial Direct: 941-463-1765
FAX: 800-367-9038
heistlaw@aol.com

BUILDING ENGINEERING
(STRATEGIC)
PETER H. DOERNER,
CONSULTANT - BUSINESS
DEVELOPMENT
Halliwell Engineering Associates
2009 Micanopy Trl
Nokomis, FL 34275
800-394-9680
pedoe@comcast.net
www.heainc.com

CARPET RESTORATION
TAMMY DOLPHIN
Venturi Clean
1260 American Way #186
Longwood, FL 32750-6457
407-246-0000
FAX: 407-246-0954
venturiorlando@aol.com

CARPET/FLOORING
LANCE B. SMITH
Cutting Edge Carpet, Inc.
730 W Washington St
Orlando, FL 32805
407-244-5588
FAX: 407-244-2988
lance@cuttingedgecarpet.com
cuttingedgecarpet.com

JAN MILBRATH
House of Floors
P.O. Box 5222618
Longwood, FL 32752
407-830-6999
FAX: 407-830-8657
jan@houseoffloorsonline.com
houseoffloorsonline.com

JOHN MACIEWICZ
House of Floors Inc.
PO Box 522618
Longwood, FL 32752-2618
407-830-6999
FAX: 407-830-8657

JODY FUSINATTO
House of Floors of Jacksonville, Inc.
11210 Phillips Industrial Blvd E
Jacksonville, FL 32256
904-262-6989
FAX: 904-262-9062

DONALD BRODSKY
House of Floors of Palm Beach, Inc.
1305 Poinsettia Dr
Delray Beach, FL 33444
561-276-3606
FAX: 561-276-4656

BRIAN SIMMONS
House of Floors of Sarasota, Inc.
2280 Trailmate Dr #104
Sarasota, FL 34243
941-752-9924
FAX: 941-752-2274
brian@houseoffloorsonline.com
houseoffloorsonline.com

MIKE BRODSKY
House of Floors of Tampa, Inc.
7735 Anderson Rd
Tampa, FL 33634
813-249-7600
FAX: 813-886-8845
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COLLECTIONS/SCREENING
THOMAS DREHER
Associated Credits & Collection Bureau, Inc.
975 Eyster Blvd
Rockledge, FL 32955
800-221-0386
FAX: 800-450-6635
associatedcredit@cfl.rr.com
www.accbi.com

DOUG CULLARO
Capstone Credit Services, Inc.
PO Box 1267
Lutz, FL 33548
813-949-0631
FAX: 813-948-3679
cap1@tampabay.rr.com

JOHN GRAY
NCC Business Services
3733 University Blvd W # 300
Jacksonville, FL 32217
904-733-3033
888-880-6020
FAX: 904-733-2777
john.gray@ncc-business.com
www.nccbusiness.com

COMPUTER SOFTWARE FOR
PROPERTY MGMT.
HEATHER L. GULLICKSON
American Computer Software
2829 Royal Ave
Madison, WI 53713
800-527-9449 x109
FAX: 608-221-9422
hgullickson@acsoftware.com
www.acsoftware.com

ROBERT CUMMINGS
Skyline/SS&C Technologies
80 Lamberton Rd
Windsor, CT 06095
860-298-4868
FAX: 860-298-4987
rcumming@sscinc.com
www.skylinez.com

COMPUTERIZED KEY
CONTROL
LARRY KRATZ
HandyTrac
6620 Cortez Rd W
Bradenton, FL 34209
941-795-4760
FAX: 941-795-1716
bmilhoan@handysource.com
www.handysource.com

JOE THOMAS
KeyTrak, Inc.
135 Palmetto Lane
Largo, FL 33770
727-741-5639
FAX: 727-593-1445
jthomas@keytrak.com
www.keytrak.com

DEVELOPMENT
WENDY TAYLOR
Cornerstone Development Services
563 E Horatio Ave
Maitland, FL 32751
407-647-6870
FAX: 407-647-0697
wendy@cornerstoneservices.cc
www.cornerstoneservices.cc

JACK BRANDT
Hartford Group, Inc.
12100 Singletree Ln #102
Eden Prairie, MN 55344-7933
952-746-1202
FAX: 952-746-1201
jbrandt@hartfordgrp.com
www.hartfordgrp.com

FINANCIAL SERVICES
RICHARD DONNELAN
Atlantic Realty Partners
2600 N Military Trl #160
Boca Raton, FL 33431
561-988-8800
FAX: 561-988-8810

FITNESS EQUIPMENT
JOHN NISHIMOTO
Star Trac Fitness
14410 Myford Rd
Irvine, CA 92606
800-789-6806
FAX: 714-508-3303
jnishimoto@startrac.com

GATED ACCESS CONTROL
ROBERT PAYNE
Access Control Technologies, Inc.
1028 W Washington St
Orlando, FL 32805
407-422-8850
FAX: 407-649-8352
rob.payne@actflorida.com
www.actflorida.com

CHERYL KEELEY
American Access Controls, Inc.
14237 N Florida Ave
Tampa, FL 33613
813-265-8820
FAX: 813-265-8209
AACI@gte.net
www.americanaccesscontrols.com

FRED SCANLAN
Galaxy Gate Systems
5060 Sugar Pike Rd Ste 105
Canton, GA 30115
678-867-0771
FAX: 678-867-0776

BENJAMAN D. SCANLAN
Remote Control Solutions
2042 N Rio Grande Ave Ste A
Orlando, FL 32804
407-426-8687
FAX: 407-428-9309
info@rcsremotes.com
www.rcsremotes.com

SCOTT ROETHER
TEM Systems, Inc.
4880 N Hiatus Rd #120
Sunrise, FL 33351
954-577-6044X-1928
800-777-8912
FAX: 954-572-4531
sroether@temsystems.com
www.temsystems.com

GENERAL CONTRACTORS
SCOTT MC CURDY
Coastal Reconstruction, Inc.
4950 Hall Rd. Ste. B
Orlando, FL 32817
407-644-1800
FAX: 407-644-8404
smcc1800@aol.com

ISAAC HERSHKOVICH
Hersh Companies, Inc.
1275 Bennett Dr #200
Longwood, FL 32750
407-865-5771
FAX: 407-865-5472

RICHARD HAINES
R.L. Haines Construction, Inc.
130 University Park Dr. #125
Winter Park, FL 32792-4428
407-384-1908
FAX: 407-384-1909
rlhaines@bellsouth.net

DAVID C. DERISO
Realty Construction Corporation
11800 Wills Rd, Ste A
Alpharetta, GA 30004
770-777-2500
FAX: 770-663-3403
ddesrio@realtyconstruction.com
www.realtyconstruction.com

INSURANCE
ANDY RUBIN
Bob Bader Company
5348 W Vermont St #200
Indianapolis, IN 46224-8854
888-223-3726
FAX: 888-329-2237
arubin@baderco.net
www.rinetwork.com

BRIER GRIEVES
Nationwide Insurance/Brier Grieves Agency
4303 W Kennedy Blvd
Tampa, FL 33609
813-281-2600
FAX: 813-281-0816
grieveb@nationwide.com

RAY SCHACKOW
Nationwide Insurance/Ray Schackow
Agency
2727-6 NW 43rd St
Gainesville, FL 32606
352-377-0909
FAX: 352-376-5741
schackr@nationwide.com

LENNY SMITH
Paragon Insurance Service, Inc.
2945 Horizon Park Dr, Ste C
Suwanee, GA 30024
800-688-0558 x236
FAX: 770-831-3363
lsmith@paragon-ins.com
paragon-ins.com

INTERIOR & EXTERIOR
GAIL PRZYBYLSKI
Bay City Plywood
4335 E Hillsborough Ave
Tampa, FL 33610-5244
813-621-2198
FAX: 813-626-1813
ski55gep@earthlink.net
www.baycityplywood.com

JIM BARNOSKE
NATIONAL ACCOUNTS MANAGER
Cleveland Faucet Group
8648 Doverbrook Dr
Palm Beach Gardens, FL 33410
561-626-6548
FAX: 561-626-9669
jbarnosk@clevelandfaucet.com

TAD E. NOFZ
HSI/Hardware Supplies of America
148 Dunbar Ave Ste A
Oldsmar, FL 34677-2949
800-282-8499
FAX: 800-231-2155
tnofz@hardwaresuppliers.com
www.hardwaresuppliers.com

JOE RITENBURG
Parking Area Maintenance, Inc.
6920 Asphalt Ave
Tampa, FL 33614
813-880-9400
FAX: 813-888-8868
jrifenburg@easphalt.com
www.easphalt

LANDSCAPING
JONI LUCE
Nanak’s Landscaping
1174 Florida Central Pkwy
Longwood, FL 32750
407-831-8101
FAX: 407-830-8883

LAUNDRY
FRANK D’ANNUNZIO
Aaxon Laundry Equipment
6100 N. Power Rd.
Fort Lauderdale, FL 33309
954-772-7100X-25
FAX: 954-772-4125
sales@aaxon.com
www.aaxon.com

DAVE WALLACE
Coin-O-Matic, Inc.
3950 NW 31st Ave
Miami, FL 33142
305-635-4141
FAX: 305-635-1118
coinmiami@aol.com
Coin-o-matic.com

ROBIN BERMAN ROBINS
Coinmach Laundry Corp.
2701 SW 145th Ave #200
Miramar, FL 33027-4143
954-392-5800
800-456-9274 x16
FAX: 954-392-5527
robrobfl@aol.com
www.coinmach.com

KEN MARTIN
Commercial Laundries of West Florida
5122 W Knox St
Tampa, FL 33634
813-886-1477
FAX: 813-889-8456

JAMES W. CAMPBELL
Mac-Gray Services, Inc.
5411 Boran Place
Tampa, FL 33610
813-664-1411 x225
FAX: 813-664-1317
jcampbell@macgray.com
macgray.com

MAIL MANAGEMENT
CRAIG MEDDIN
US Postal Solutions, Inc.
PO Box 1136
Gainesville, FL 32602
352-378-8157
FAX: 352-378-1594
craig@uspostalsolutions.com
www.uspostalsolutions.com

MAINTENANCE SUPPLIES
RICK BROWN
Century Maintenance Supply
5124 Vivian Pl
Tampa, FL 33619
813-248-3991
FAX: 813-247-3991
rickb@centurysupply.com

RON WIGGINS
Namco Mfg. Inc.
1651 Blalock Rd
Houston, TX 77080
713-932-8293
800-634-5816
FAX: 713-932-7605
bryan@namcomfg.com
www.namcomfg.com
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MANAGEMENT
MICHELLE ZAMBINI
Nationwide Management Services
848 Brickell Ave #810
Miami, FL 33131
954) 935-0001
FAX: (954) 935-0002

MARKETING
ROSE M. CLARK
GTE/Avenue
12973 Telecom Pkwy E
Tampa, FL 33637
813-276-1038
FAX: 813-209-9317
rose.clark@verizon.com

MORTGAGE BANKERS
RANDY KILGORE
Collateral Mortgage Capital, LLC
225 S Westmonte Dr #2080
Altamonte Springs, FL 32714
407-772-0750
FAX: 407-772-0749

PAINTING/EXTERIOR
CLEANING
ANITA TUCKER
Besner Painting, Inc.
702 Savage Ct
Longwood, FL 32750
407-831-8352
FAX: 407-831-1299

TOM TRIMBLE
East Coast Painters, Inc.
6427 NW 82 Ave
Miami, FL 33166
305-592-3298
800-318-8291
FAX: 305-599-3083
east_coast_paint@msn.com

RICK LAREW
Sherwin Williams Co.
2849 NE 24th St
Fort Lauderdale, FL 33305
407-658-1540
FAX: 407-275-9976

PEST CONTROL
TAMI CONNOLLY
Archer Exterminators, Inc.
8609 Forest City Rd
Orlando, FL 32810
407-521-7373
FAX: 407-521-7454
tami@goarcher.com
www.goarcher.com

DEBRA B. FOLKES, CAS
Archer Exterminators, Inc.
8609 Forest City Rd
Orlando, FL 32810
407-521-7373
800-881-8861
FAX: 407-521-7454
debra@goarcher.com
www.goarcher.com

REAL ESTATE INVESTMENTS
DENNIS JIMENEZ
L.J. Melody & Company
201 S Orange Ave #1500
Orlando, FL 32801
407-839-3101
FAX: 407-839-3171
dennis.jimenez@ljmelody.com
www.ljmelody.com

RELOCATION
DARIN KARP
Stress Free Relocation, Inc.
1851 NW 125th Ave #410
Pembroke Pines, FL 33028
954-436-1050
FAX: 954-436-1779
dkarp@stressfreerelocation.com
www.stressfreerelocation.com

RENTAL FURNITURE
PETE REGULES
General Furniture Leasing
998 N. Semoran Blvd.
Orlando, FL 32807
407-281-1097
FAX: 407-281-4857
pregules@cort1.com

RESIDENT SCREENING
DEBBIE BALASCHAK
ASAP - Applicant Screening and Processing
3592 Aloma Ave #11
Winter Park, FL 32792
407-702-0974
800-330-3793
FAX: 407-702-0981
debbie@asapscreening.com
www.asapscreening.com

CONNIE WOOD
Merchant’s Association of Florida, Inc.
134 S Tampa St
Tampa, FL 33602
813-273-7647
FAX: 813-273-7989
connie.wood@merchantsflorida.com
www.merchantsfloridla.com

ROOFING
JON GRAHAM
Kodak Services Inc.
4213 Gulf Stream Bay Ct.
Orlando, FL 32822
407-207-6949
FAX: 407-208-9135

SCREENS
DONNA GALLAHER
The Steele Rolin Co., LLC
7031 Penbrook Dr
Franklin, TN 37069
615-791-9131
FAX: 615-790-3750
natnotes@bellsouth.net
www.thepestweb.com

SECURITY
MIKE WHELAN
Brinks Multifamily Security
8880 Esters Blvd
Irving, TX 75063
972-871-3543
FAX: 972-871-3315
mwhelan@brinks.com
www.brinks.com/mfh

HOWARD HOUSTON
Network Multifamily
4014 Gunn Hwy #270
Tampa, FL 33624
813-264-1763
800-541-3138
FAX: 813-265-2694
hhouston@nmfc.com
www.networkmultifamly.com

MANDY VALLOWE
Network Multifamily
4014 Gunn Hwy #270
Tampa, FL 33624
813-264-1763
800-541-3138
FAX: 813-265-2694
mvallowe@nmfc.com
www.networkmultifamly.com

LISA KOPPLIN
SAFLOK
5218 Overview Court
Orlando, FL 32819
407-352-6460
FAX: 407-354-0714
lisa.kopplin@saflok.com
www.saflok.com

SUBMETERING
DAVID HOSSFELD
Sage Water
2844 Crusader Cir., #350
Virginia Beach, VA 23456
757-368-8802
FAX: 757-368-8879
dhossfeld@sagewater-usa.com
www.sagewater-usa.com

DOUG JOHNSON
Sage Water
450 C South Pickett St
Alexandria, VA 22304
703-461-0344
FAX: 703-461-7359
aruhl@plumbing911.com
www.sagewater-usa.com

BARRY JONES
Wellspring Wireless
6803 Springcrest Dr
Sugar Land, TX 77479
813-748-1532
FAX: 281-545-1165
bjones@wellspringwireless.com
wellspringwireless.com

UTILITIES
LORI SPANGLER
Florida Power Corp., a Progress Energy Co.
3300 Exchange Place
Lake Mary, FL 32746-
407-942-9332
FAX: 407-942-9394
lori.spangler@pgnmail.com
www.fpc.com/business/housing

VALET TRASH PICK-UP
MICHAEL FERRIS
Valet Waste, Inc.
PO Box 5738
Tampa, FL 33605
813-248-1327 X-1975
FAX: 813-248-8857
mferris@valetwaste.com

WATER METERING
VICTORIA GASQUE
CBSI - Conservation Billing Svcs., Inc.
5454 W Crenshaw St
Tampa, FL 33634-3007
813-889-7676
800-884-4885
FAX: 813-889-7881
www.cbsi.cc

VICTOR LUCAS
United Water Conservation
18263 NW 68th Ave
Miami, FL 33015
305-825-9252
FAX: 305-825-2656
viclucas@unitedwaterconsv.com
www.unitedwaterconsv.com


