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PRESIDENT'S MESSAGE

by Gary Cherry, Cherry Investments

volunteers and staff, and for this Association president. As I have traveled

around our state attending local association meetings and participating in
national meetings and conferences, I have always admired the selfless dedication of
our volunteers to our industry and to those we serve. We continue together to make
progress on several fronts:

Member Services. Our NAA /FAA lease program rolled out in March and orders
have been coming in. This program provides an electronic lease package compatible
with major property administration programs. An order form is included in this
edition of IMPACT.

Our FAA web site will be going on line within the next few weeks. The web site
address will be www.fl-apartments.org. The site will provide general information
about our association, its activities, including the education conference and legislative
programs, local associations, and the Product Service Council. Check it outand letus
know what you think!

Legislation. Springisalwaysabusy time for volunteers in our legislative programs.
Florida was well represented at NAA’s March legislative conference, at which we
lobbied principally for bankruptcy reform, changes in capital gains tax treatment, and
management control over access for telecommunications. Also discussed were lead
paint regulations and potential indoor air quality regulations.

Our FAA Legislative Day was held in early April, with representatives from nine
of our 11 state locals participating. Our principal focus was our landlord-tenant bill,
which will be discussed by or lobbyist Jodi Chase in a legislative session wrap-up
report in May. Our bill is scheduled to be heard April 23 in the House, and we look
forward to a favorable result. Committee hearings in the House and Senate were both
contentious, but the bill has survived in an acceptable form. Efforts by Florida Legal
Services to revive “repair and deduct” legislation were defeated in committee in the
Senate.

We'd like to thank our bill’s sponsors, Rep. Mike Haridopolos of Melbourne and
Sen. Burt Saunders of Naples.

Education. Because of construction delays at the Diplomat Resort in Hollywood,
our 2001 education conference has been scheduled at the Boca Raton Resort and Club
for August 23-25. Our opening general session will feature an awesome motivational
speaker, Vince Poscente, a former downhill Olympic skier. Jackie Ramstedt will
present two leasing seminars and Blue Moon software executive Javier Gonzalez will
demonstrate the new Florida lease. Other outstanding seminars are planned. The
conference will close Saturday evening with a gala dinner dance. Information packets
have been mailed.

As in years past, our local associations continue the task of providing relevant and
pertinent seminars on topics vital to our industry. Recent topics have included lead
based paint, fair housing, landlord/tenant law, termite control, bat control, CPO
certifications, and pool maintenance. Allthese effortsillustrate the central purpose for
our association, providing relevant and current information for our members.

Challenges ahead. Over the next several years the Association will continue to
participate in identifying and solving issues that affect our industry. The association
will continue to fight to preserve property rights of landlords in landlord/tenant
relations. In seeking to exert influence over the decisions of legislative bodies, the
association will increasingly need to partner with other bodies with similar interests.
For example, our legislative initiative this year was supported, through the efforts of
our general counsel, Harry Heist, by the Florida Association of Real Property
Managers, a Realtor group. Our association is reviewing the role of statewide
regulation of multi-family units as part of our continuing effort to protect ourindustry.
Local efforts by contractors to police licensing and permitting of repair and renovation
work are forcing consideration of licensing and certification of maintenance workers
on our properties. Finally, rising utility bills will present canny operators the ability
to differentiate their product with competitive energy-saving features; as an associa-
tion we will need to fight first for a place at the table in the state energy discussion, and
then for those rules that will benefit our industry.

r I The past few months have been quite an Odyssey 2001 for our Association
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Panhandle

Community Builders, Inc. of New York bought three apart-
ment properties in Tallahassee for a total of $33.6 million: $14.5
million for the 352-unit Woodlake atKillearn Apts. ($41,193 per
unit), $9.9 million for the 222-unit St. Augustine Club Apts.
($44,595 per unit), and $9.2 million for the 184-unit Plantations
at Killearn Apts. ($50,000 per unit). The Apartment Group of
Florida negotiated the transaction and represented the seller,
Equity Residential Property Trust of Chicago.

Houston-based L.J. Melody & Co. has arranged $31 million
in fixed-rate financing for the 288-unit Campus Lodge of Talla-
hassee Apts., built in 1999. Compass Bank provided the funds.

Jacksonville

Atlanta-based Julian LeCraw & Co. bought the 388-unit The
Grand Reserve at Windsor Parke Apts. for $30 million, or
$77,320 per unit. Vice president Rob Meyer said that the com-
pany plans to diversify its portfolio out of Atlanta, thatitbought
approximately $85 million in multifamily properties in 2000,
and that it plans to spend more than $100 million in the state in
2001.

Keith and Charity Bell of Lake Mary (near Orlando) paid $1.3
million for the 64-unit Campus Oaks Apts. ($20,312 per unit) on
Jacksonville’s Northside. The property had been on sale for four
years and occupies more than five acres of land.

Central Florida

Rollins College in Winter Park has purchased Sutton Place
South Apts., an 82-unit community formerly owned by 389
Associates in New York. The College plans to transform it into
student housing. Some students will move in for the fall term
2001. Existing residents will be allowed to complete their leases,
although some will be allowed to terminate early, and others
will be able to extend them. The building will be completely
occupied by students beginning in Fall 2002. Rollins owns the
properties adjoining both sides of Sutton Place. The $7.3 million
purchase ($89,024 per unit) is being financed with tax-exempt
bonds.

LPA Florida LLC has bought the 502-unit LakePointe Apts.
in Altamonte Springs from Metropolitan Life Insurance Co.
for an undisclosed amount. CB Richard Ellis represented the
seller.

In addition, CB Richard Ellis represented Manufacturer’s
Life Insurance Co. in its sale of the 228-unit Seminole County
Village Lakes Apts., built in 1987, for $9.45 million ($41,447 per
unit). Reliance Heritage Foundation, represented by its assets
advisor, Sovereign Property Group, bought the property.

Essex Builders Group of Winter Park has been chosen by
Boca Raton-based developer Altman Development Corp. to
build the 282-unit, $17 million Arbor Lakes Apts. in Sanford,
north of Orlando. Construction began in February and is slated
for completion in late spring 2002.

Site work is underway on The Echelon at Uptown, Echelon
Residential LLC’s second downtown Orlando apartment com-
munity. The community will have 244 units and a five-story
parking garage, and will offer one-bedroom, two-bedroom, and
loft apartments for rents ranging from $700-$1900 monthly.
Echelon’s other downtown community, the 303-unit Echelon at
Cheney Place, is about 40% leased.

Vestcor Construction Services of Jacksonville has completed
work on Logan Heights Apts., a 360-unit, $16 million commu-
nity in Sanford. The project was built with concrete tunnel
forms, poured-in-place concrete structures in which Vestcor
specializes. This innovative type of construction has generated
more than $100 million in new business for the company.

Bay Area

Del American of Winter Park is developing two ultra-luxury
waterfront apartments in Clearwater, the 336-unit The Grand
Venezia and the 311-unit The Grand Bellagio at Baywatch, at
a projected cost of $74 million. Both projects are being built
simultaneously and occupy “the last sizable apartment site in
the Clearwater market, according to Marc DeBaptiste of Atlan-
tic Realty Partners, which arranged joint venture equity. Apart
from state-of-the-art amenities, the two communities surround
a 62-slip marina and feature a 1.5-mile paved and lighted
boardwalk.

Grady Pridgen, Inc., a St. Petersburg-based development
company, is developing The Waterford Apts., a $15 million,
145-unit project thatisanaddition to the 300-unit The Waterford
Apts on Gandy Ave. and Fourth Street North in St. Petersburg,.
Although the property had been zoned industrial and the city
commission had previously resisted rezoning the property.
Pridgen convinced them that with residential neighborhoods
surrounding the property, it made little sense to put light
industry there. Construction will begin in the next few months.

The 143-unit Ashley Place Apts.in New Port Richey was sold
for $4.6 million ($32,168 per unit) by Miami-based Ginsburg
Development Corp. to Nashville, TN-based Brookside Mgmt.
Group. Built in 1987 and situated on 7.9 acres, Ashley Place
consists of 12 buildings and 112,000 sq. ft. of rentable area. CB
Richard Ellis acted as exclusive agents for the seller.

San Francisco-based Drever REO Fund has acquired the
newly constructed, 324-unit The Savoy on Palmer Ranch Apts.
in Sarasota for $24.3 million, or $75,000 per unit. A.G. Spanos
developed and sold the property.

New York-based Community Builders, Inc. bought the 276-
unit Shadow Run Apts. in Largo, built in 1984, from Dallas-
based Basic Capital, Inc. for $12.4 million, or $44,927 per unit.
The Apartment Group of Florida in Orlando brokered the
transaction.

Southeast Florida

The RREEF Funds bought the 292-unit The Pointe at Crystal
Lake Apts. in Pompano Beach for $18.8 million, or $64,384 per
continued on page 7
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Web Service
Co. promoted
Kathe Seeby to
Eastern Regional
Sales Manager.She
has spent 14 years
with Web and
worked as a sales-
person in Nash-

—
—_

A

In the News

ville, TN.

ZOM, Inc. of
Orlando has formed ZOM Texas, Inc.,
based in Dallas, to pursue development
opportunities in that state.

JPI has promoted two employees to
Vice President, responsible for properties
in Texas and Florida. Kent Plemons is
now Divisional Vice President and Con-
struction manager for the southern divi-
sion, responsible for monitoring and di-
recting all construction activity for the
company’s development program. In
addition, Carol Peddy has been named
Division Vice President, Property Man-
agement and will manage property op-
erations for JPI's luxury apartments.

People

FAA Past President Doug McGrath,
owner of McGrath Mgmt. in Maitland,
suffered a stroke on February 5,2001. He
is recovering and undergoing rehabilita-
tion as of mid-April.

Jacksonville Apartment Association
Executive Vice President Caron
Burkhardtwill beleaving us. Her fiancee
Mark Fry has received a promotion from
apartmentdeveloper Douglas Allred Co.
that requires a transfer to the San Diego
office (oh, the misery!) Caron has done a
fantasticjobas AE forJAA and she will be
sorely missed by everyone who knows
her.

The Vestcor Cos. in Jacksonville hired
Cherie A. Wilson as Benefits Coordina-
tor.

Apartment Moves

from page 5

unit, from Henderson Investors North America. The property was built in 1987.
Atlantic Realty Partners of Boca Raton brokered the transaction.

ARCS Commercial has made Fannie Mae DUS loans to the 420-unit Egret’s
Landing Apts. in Palm Harbor ($19.9 million at 7.68%) and the 127-unit Courtyard in
the Park Apts. in North Miami ($4.6 million at 7.83%).

CB Richard Ellis has received the exclusive assignment to sell the Blue Seas Apts.
and Ridgewood Apts. located in the Airport West/Doral area of Miami-Dade
County. Both were built in the mid-1980s and consist of 160 two- and three-bedroom
units. The offering price for both is $9 million, $56,520 per unit, and $50 per sq. ft.

Virginia-based REIT Charles E. Smith Residential Realty bought the 240-unit New
River Village Apts. in Ft. Lauderdale.

Naples, FL-based JBM Realty Advisors arranged the sale of the 352-unit in Miami
for $10.4 million, or $29,545 per unit. Kings La Cost LP purchased the property from
The Related Group of Florida.

Companies
Los Angeles-based CB Richard Ellis,

Southwest Florida

AMTI has closed a $19 million, 7.95%, 40-year loan to build the 288-unit Cape Coral
Apts. in Cape Coral, FL. The project is slated to complete construction later this year.

JBM Realty Advisors brokered three apartment sales in Naples. Glacid Properties
sold the 200-unit Berkshire Park Apts. for $10.4 million ($52,000 per unit) to Huron
Michigan Group of Chicago. Cricket Lake LLC of Marco Island, FL sold the 188-unit
Cricket Lake Apts. to an undisclosed buyer. Pinnacle Properties sold the 200-unit
Bayshore Club Apts. to Sterling Properties for $11.2 million, or $56,000 per unit.
Finally, in Ft. Myers, JBM brokered the sale of Players Club Apts. and Suntree Apts.,
528 units in all, for $19.35 million, or $36,647 per unit. Huron Ft, Myers of Chicago
4 .bi)ntlllﬁlﬁtc t%}e two communities from The Related Capital Cos. of New York.

thelargest U.S. commercial property bro-
ker, has agreed to be purchased by Blum
CB Corp. for $750 million. The deal in-
cludesassumptionand refinancing of debt
and is expected to close in the second
quarter of theis year. Blum is an affiliate
of Blum Capital Partners, Freeman
Spogli & Co. and part of CB Richard
Ellis.

Honors

The First Coast Apartment Alliance in
Jacksonville honored the following mem-
bers:

Property Management Company
of the Year:

The Development Group
Property Manager of the Year
(Luxury):

Brenda Gallagher, The
Development Group
Property Manager of the Year
(Affordable):

Barbara Marsh,

Tarragon Mgmt.
Community Manager of the Year
(Luxury):

Jacqueline Amos,

The Development Group
Community Manager of the Year
(Affordable):

Barbara Marsh,

Tarragon Mgmt.
Assistant Manager of the Year:
Tina Williamson,

The Development Group
Leasing Specialist of the Year:
Tracy Cabrera,

The Development Group
Maintenance Professional of the Year:
Gayle Marsh, Tarragon Mgmt.
Outstanding Achievement
in Education:

Michael Martin,

Vestcor Realty Mgmit.

Best Marketing Concept:

The Landings at Belle Rive,
Pinnacle/ Southeastern
Associate of the Year:

Dale Pritchard, A Greener Image

LeCesse Development Corp.and Essex
Builders Group of Winter Park has been
nominated by the National Association
of Home Builders for “Best Garden Apart-
mentCommunity” for the390-unit Grand

continued on next page



In the News
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Reserve at Kirkman Parke Apts., which
LeCesse developed and Essex built last
year.

The Central Florida Commercial Real
Estate Society (CFCRES) gave Hallmark
Awards to Cole Whitaker of The Apart-
ment Group as Top Investment Producer
and Jay Ballard of The Apartment Group
for Deal of the Yearand a Circleof Achieve-
ment Award.

BAAA Takes Lead in Promoting
Water Conservation

Reacting to Tampa mayor Dick Greco’s
public call for businesses to make water
conservation proposals amidst one of the
worst droughts in state history, the Bay
Area Apartment Association supported
a plan created by Tampa Bay Water. The
plan limits the region’s dependence on
ground water by monitoring water con-
sumption.

“We support the development of new
water sources for the region to reduce
reliance on erratic rainfall and promote
water savings that can result from
submetering and RUBS programs, said
Jeff Rogo, BAAA Executive Director of
Governmental Affairs. RUBS is “Ratio
Billing Utility System, which canbebased
on two separate criteria: the number of
rooms ina unitor the number of peoplein
a unit.

“A 1999 study by the National Apart-
ment Association and the National Multi-
Family Housing Council found that con-
sumption of water is 33-39% lower when
residents pay for their own water usage,”
Rogo told the Tampa Bay Business Journal.
BAAA also supports use of reclaimed
water and expanding landscape irriga-
tion.

“Weneed the Southwest Florida Water
Management District, Tampa Bay Water,
and local governments to work with the
irrigation and landscaping associations,
home builders, commercial developers,
and multifamily housing industry to de-
velop reasonable and effective irrigation
and landscaping codes which can be
implemented consistently throughoutthe
region.”

BAAA has also purchased leak detec-
tion equipment and is training its mem-
bers how to use it.

Sanford Housing Authority Chief
in Trouble

Timothy Hudson, executive director of
theSanford Housing Authority, wonmore
than $341,000 in state grants for his pri-
vate construction company tobuild apart-
ments and houses for the poor from 1995-
97. The housing authority also steered
more than $430,000 worth of work to PJH
Construction Company, owned by the
daughter of a Seminole County official
instrumentalinawarding himstategrants,
according to a report in the Orlando Senti-
nel (February 9,2001). Unfortunately, six
homes that were supposed to be built
with the money were not, and 54 apart-
ments were boarded up soon after the
construction firm remodeled them. In all,
more than $800,000 in HUD money is
unaccounted for. Hudson has resigned.

“Despite new windows, floor tiles,
doors, vinyl siding, soffits, and cabinets
installed by PJH, only 13 units at Lake
Monroe Terrace have residents. Hudson
had the other 87 units boarded up, calling
them uninhabitable.” Hudson claimed
that hazardous asbestos sprayed on the
walls in 1972 made them uninhabitable,
but PJH was never asked to remove as-
bestos.

Hudson also ran afoul of the law by
taking 27 months to accommodate a dis-
abled tenant. A federal judge ordered the
agency to pay $50,000 in attorneys’ fees
and compensation to the tenant. The case
began with an attempt to accommodate
her need for parking closer to her apart-
ment, as she suffers from rheumatoid
arthritis, fibromyalgia, hypertension, and
degenerative joint disease, all of which
severely limit her ability to walk or en-
gage in other normal physical activities.
She filed a lawsuit after being ticketed in
August 1998 for parking on the grass
behind her apartment, and the authority
continued to ticket her before moving her
to a handicapped-accessible apartment
in December 2000.

O0SHA's Ergonomics Legislation
Scuttled in Congress

Congress voted on March 6 to repeal
new workplace rules aimed at curbing
repetitive motion injuries, the first legis-
lative accomplishment for business-
friendly Republicans who won control of
the White House and Congress last year.
The measure cleared the House on a
largely party line vote of 223-206, less

than 24 hoursafter Senate passage. Demo-
crats and organized labor protested vo-
ciferously, but President Bush has sig-
naled he will sign it.

“There’s a sure way to make all the
injuries go away, and that’s to make all
the jobs go away,” said Rep. Anne
Northup of Kentucky, one of numerous
Republicans who argued that the rules
would impose prohibitive compliance
costs on business.

“Elections have consequences,” coun-
tered Rep. Robert Menendez, D-N.J. “And
today the Republican leadership starts
down the road of what I believe will be a
long list of repealing worker rights.”

The vote was still in progress when the
White House sought toreassureits critics.
“Thisadministrationis committed to pro-
tecting the health and safety of workers,”
it said in a statement. “That’s why the
Department of Labor will pursue a com-
prehensive approach to addressing this
issue. There is a real concern about the
overly burdensome currentrulesbecause
of the negative impact they would have
on jobs and economic growth.”

Theregulations wereaimed at prevent-
ing carpal tunnel syndrome, tendinitis,
and other health problemsassociated with
repetitive motion, awkward postures,
contact stress, and other on-the-job con-
ditions. Therulesdid notcover trips, falls,
or other on-the-job accidents.

The rules, strongly backed by orga-
nized labor, were issued shortly before
former President Clinton left office. Is-
sued by the Occupational Safety and
Health Administration (OSHA), theregu-
lations covered 102 million workers at 6.1
million work sites. The agency said they
would prevent 4.6 million musculoskel-
etal disorders, and mean average annual
savings to business of $9.1 billion in the
first 10 years they were in effect. Busi-
nesses were given until October to com-
ply.

Opponents of the regulations put the
real cost much higher - as much as $100
billion a year in compliance expenses,
and said state worker compensation laws
would be pre-empted in some cases.
Democrats expressed outrage that Re-
publicans permitted only one hour of
debate forlegislation overturning regula-
tions that had been under study for a
decade. “It's reprehensible,” said Demo-
cratic Leader Dick Gephardt, particularly
since the House floor was idle for three
hours during the day.
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“We'vedebated thisissue for 10 years,”
said Rep. John Boehner, R-Ohio, in reply.
“The bureaucracy never listened” to con-
cerns raised by Republican lawmakers.
The lobbying was intense. One organiza-
tion, the National Federation of Indepen-
dent Business, said it had sent faxes to
70,000 of its members in 30 states, urging
them to contact members of Congress
whose votes were pivotal.

Organized labor pressured lawmakers
to sustain the regulations, flying in work-
ers whose health had been severely dam-
aged because of repetitive-motion inju-
ries on the job. “Not in recent memory
have big business interests hostile to the
concerns of working families held such
sway with our president and the U.S.
Congress,” AFL-CIO President John
Sweeney said in a statement after the
vote.

Republicanaidessaid otherfactorswere
at work in the decision to move swiftly.
Bush, attempting to keep his tax cut to
$1.6 trillion, is hoping to discourage busi-
ness organizations from pressing law-
makers to add an expensive capital gains
tax cut. These aides said that killing the

OSHA rules would be a political gesture
to these same groups, as well as relief
amounting to tens of billions of dollars a
year by their own estimate.

HUD Offers Instruction for

Himinating Lead-Based Paint

The Department of Housing and Ur-
ban Development’s new lead-safe hous-
ing regulation is designed to establish a
measure of training in the workplace that
willensurealead-safe work environment.
HUD will provide free nationwide train-
ing on how to work safely with lead-
based paint in publicly-assisted housing
built before 1978 during routine mainte-
nance and painting, as well as housing
rehabilitation. More than 200 courses will
be offered in more than 100 cities across
the nation. The purpose of these one-day
courses is to enable workers to get the
information they need to protect both
themselves and the children who will live
in the properties they work on from the
threat of lead poisoning.

HUD Secretary Mel Martinez urgesreal
estateowners whose propertieshavebeen

coated withlead-based paint tosend your
maintenance workers, rehab contractors,
painters, and others who may come into
contact with lead-based paint to attend
these courses.

Two courses willbe conducted inevery
location. The first course is a one-day
lead-based paint maintenance-training
program, “Work Smart, Work Wet &
Work Clean to Work Lead-Safe,” for main-
tenance workers, property owners and
managers, and other staff responsible for
activities such as repainting and minor
repairs. The second one-day course is for
contractors and workers performing re-
habilitation or remodeling activities, in-
cluding weatherization, structuralrepairs,
and unit upgrading.

Successful completion of the courses
will enable you to comply with HUD's
new Lead-Safe Housing rule (24 CFR Part
35), which took effect September 15, 2000.
For further information on the courses,
please call HUD's Lead Paint Compli-
ance Assistance Center toll-free at 1-866-
HUD-1012 or check out the Web site at
www.leadlisting.

$ Money Management for Maintenance $

BY BILL NYE, CAPITAL CONSULTING

s a former maintenance supervisor, property manager,
A:egional manager, and later a sales representative for a
ational glass company, I've had the opportunity to
look at purchasing from all angles. Along the way I've learned
a few things that may be beneficial to Maintenance Supervisors
when it comes to purchasing. Unfortunately, many mainte-
nance workers view the budget as a constraint. Nothing could
be further from the truth! Your budget is a gift that, if used
properly, gives you tremendous spending power! Here are
some tips on how to get the most out of your budget.

1.  Don't hide your budget

Far too often a vendor or contractor has no idea how much
you have to spend. This guesswork can cause them to be
reluctant in being aggressive. My experience with sales people,
contractors, and vendors is that if they know how much I have
to spend, they work more aggressively in giving me as much as
possible for my money. Don’t make them guess and don’t make
themask. When you’'re purchasing supplies and services, let the
sales representative or contractor know up front how much
money you have to work with.

2. [Estahlish loyalty

Suppliers and contractors will work much harder to give you
a low price if they know you're going to be loyal. This doesn’t
mean that you don’t get quotes from more than one source, but

6 . mpacT

rather once you've made a decision on whom to use be loyal to
them. Suppliers and contractors are no different than you and
me; they make mistakes. If they know they are not going to be
replaced because of a mistake or that they have to bid on every
order, they are more likely to sell the product or service at a
lower mark-up. They understand that their profit will come
through repeat sales and not in the form of a one-time sale.

3. Use suppliers and contractors
that understand your profession

I recently taught a CAM class in Atlanta and one of the
students was a landscaper working on his CAS. At the comple-
tion of the six-day course he commented that for the first time he
truly understood the goals and needs of the on-site staff. Con-
tractors and suppliers join your apartment association because
they want your business, but often what they get is an educa-
tion. This education allows them to serve you better. If you're
trying to make a decision on a contractor or supplier and all
things are equal with the exception of a membership with your
local apartment association, go with the one that understands
your profession. The contractor or supplier that is familiar with
your profession is also more likely to split an invoice over a few
months when you're forced to spend more than your budget
allows.

continued on next page
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4. Negotiate restocking fees

Mistakes will be made when ordering. It costs the supplier
money to stock, pull, and ship an order to you. You can often
avoid paying a restocking fee by taking a credit towards future
purchases rather than a refund. Remember that they are in
business to make money, so if they know you will trade a
current order for future orders they are more likely to waive the
restocking fee.

9. Make an effort to know your
contractor or supplier

Make time in your schedule to visit their shop or store. Get to
know the accountants, the people answering the phones, or the
managers that never get out of the office. On the other hand,

make sure to give your sales representative a tour of your
apartments and shop. This knowledge and relationship will
lead to savings every time. Often the sales representative will
spot something in your apartment or shop that stands out to
them because of their area of expertise. This can lead to savings
in time and supplies. Visiting their operation and getting to
know their entire organization will typically lead to lower
prices because they know you and want to do something for
you.

Your owner and management company is depending on you to
save them money and time. These tips should help you to do
both. Use your budget to your advantage, which is what it’s
there to do!

Bill Nye is owner of Capital Consulting. Heis a nationally recognized
speaker and trainer for the multi-housing industry.

MOTIVATION: High-Quality Coworkers

BY MR. PER, IZTEK

are coworkers. For those of you who know me, this might
be scary, but stay with me on this. So, we work together.

As your coworker, part of who I am is my experiences in life.
With most of my life spent working, many of my experiences in
life derive from my work results. As my coworker, your choices
influence my work results. My work results add to my experi-
ences in life. My experiences in life in turn change who I am as
a person. Essentially, then, your choices change who I am. As
my coworker, youmake choices on thejob that change whoIam
as a person. The idea is that how you answer the phone in the
office may change who I am when I'm at home at the family.

Theinfluences your choices have upon me as a personis quite
small; however, the cumulative effect is noticeable. Have you
ever worked with someone who approached life from a “differ-
ent angle” than you? The first day you no longer worked
together, could you feel the difference? Sure, you felt the differ-
ence, because their choices were no longer adding to who you
are.

Just as your coworkers choices change you, your choices
change whothey are. Asteammates, everyone has an obligation
to be the best they can be. If you want others to be their best, it
starts by you being your best.

You have two choices. You can invest yourself into building
a tough exterior in a vain attempt to stop others from influenc-
ing you. Or you can invest yourself into finding high-quality
people and enjoying how they add to your life.

Today, let’s choose the second option.

rthesake of thisexample, let’s say that for today, youand
F I

Adolescent Issues

At one time, a man coached me on how to be a better
businessperson. While he spoke, I noticed his clothes and his
use of the English language. Then I stopped listening. I had

stopped listening because I realized I was judging the value of
what he was saying by the cost of his clothing and the correct-
ness of his grammar. At that time, I had unresolved adolescent
issues relating to my own clothes and my grammar. You see, I
have an older brother whose hand-me-down clothes I wore,
and in high school I failed freshman English, so grammar was
not my strength. I was “dealing” with these issues by silently
criticizing someone who was helping me. At that moment, I
realized that all I had achieved was a momentary sense of
satisfaction before the same issues came back.

A new method that athletes use to increase their strength is to
run with a small parachute tied to their back. The parachute
offers resistance, the resistance builds muscle strength. The
harder the athlete runs, the harder the parachute resists their
efforts.

My unresolved adolescent issues were like a parachute: they
resisted my efforts to move forward. The harder I tried to get
away, the more they resisted my efforts. When Iwas pulling my
issues around, I felt that if I stopped running they would
overtake me. Instead, I discovered that when you stop running
from your issues, they fall to the ground, just like the parachute
does when the athlete stops running.

When the athlete takes the chute off, he or
she can run faster because pulling against
the parachute increased their strength. If
you have been pulling issues around with
you, you are a stronger person because of it.
Use this strength to help you by cutting the
chute loose. Just as the athlete has to stop
running to untie the parachute, youneed to
stop running to cut the issue loose.

Today, lose your parachute so you can
run your fastest ever.
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Compensation Survey
Gan Shape HR Strategy

BY JAY HARRIS, V.P. OF PROPERTY MGMT., NMHC

tion in the last decade. New technologies, new resident

profiles, and new regulations all have created new de-
mands on managers. While the
job demands have increased,
the supply of people qualified
tofill property management po-
sitions has decreased.

Addaboomingeconomyand
you have all the ingredients for
a labor shortage. Throw into
the mix a growing appreciation
by investors and managers of
the importance of human capi-
tal in determining value of a
firm, particularly a publicly
traded firm, and human re-
sources (HR) quickly becomes
on of the industry’s most im-
portant issues.

Tobuild human capital effec-
tively, though, the firm needs a
toolbox of resources. Untilnow,
one of the most highly sought,
but unavailable, resources has
been a market-by-market com-
pensation and benefits survey
of property management posi-
tions. Thanks to the Washing-
ton, DC-based National Multi
Housing Council (NMHC), just
such a benchmarking tool is
now available in the “@000
National Apartment Manager
Survey of Compensation and
benefits Practices.” At its Sep-
tember Human Resources Fo-
rum, NMHC released the first-ever survey of compensation
data for 18 different job titles in 85 geographical markets.

The market-by-market focus of the survey and the involve-
ment of the industry’s leading apartment companies make it a
truly unique product. NMHC and the senior HR professionals
from 17 of the leading apartment firms worked closely with
Watson Wyatt Data Services, one of the premier compensation
and benefitsinformation organizations, to complete this project.

The 200-page survey provides industry members with a clear
picture of market variances in compensation levels and allows
them to assess the competitiveness of their wage and benefit

I )roperty management has become a more complex opera-
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The market-hy-market focus of the survey
and the involvement of the industry's
leading apartment companies make it a
truly unique product. NMHC and the senior
HR professionals from 17 of the leading
apartment firms worked closely with
Watson Wyatt Data Services, one of the
premier compensation and henefits
information organizations,

to complete this project.

packages in each part of their portfolio. The ability to determine
whether a firm’s wage and benefit offers are a factor in its
employee turnover is a critical advantage.

Survey says...

So what does the survey tell
us? First, it found significant
geographical variation in com-
pensation. Forexample, theme-
dian compensation level for
regional property managers
ranged from $68,800 in the
Southeastto $85,000 on the West
Coast. But market variances for
the same position were even
more pronounced, varying
from $55,400 in Jacksonville to
$103,900 in Seattle. Interest-
ingly, firms reported paying as
much forleasing consultants in
Providence, Rl as in Los Ange-
les ($25,600 average total com-
pensation).

In terms of future wage
growth, the survey forecasts a
slowdownin merit-based com-
pensationincreases forall prop-
erty management profession-
als. Attheexecutivelevel, aver-
agecompensationincreasesare
expected to drop from 7% in
1999t05.5%in2000and 5.1%in
2001.Increases forexempt-level
employees (excluding execu-
tives) will similarly fall from
5.4%in1999t04.7%in 2000 and
4.6% in 2001, and non-exempt
employees can expect to see their average pay raise drop from
4.8% in 1999 to 4.6% in 2000 and 4.5% in 2001.

Benefits packages also showed significant differences within
theindustry. Atleast 15% of participating companies offered no
incentive or bonus plan for any of the 18 apartment manage-
ment job titles surveyed. Some 30% of employers offered no
tuition assistance to their employees, and 31% offered no bonus
foremployees who refer qualified candidates to open positions.
Widedifferencesinleasing agent commissions; medical, dental,
and life insurance benefits; and 401(k) profit-sharing plans also

continued on next page
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from page 11

were found.

In the area of turnover, the NMHC survey found that apart-
ment firms suffer from higher turnover rates than other simi-
larly sized companies in different industries. Whereas the Soci-
ety for human Resources finds voluntary turnover ratesaverag-
ing 17% and going as high as 21% for firms with more than 1000
employees, NMHC’s survey found a median voluntary turn-
over rate of 36% in the apartment industry. The rate for larger
management companies and third-party management compa-
nies was higher.

Using the survey resuits strategically

Much of the discussion at the recent NMHC Human Re-
sources Forum centered on how apartment firms can best put
thisnew information to work. The following strategies are taken
from Forum participants and best practices in other industries.

*Know where to set your compensation levels. Just as a firm must
determine what renter demographic to target with a given
property, it also must know where it wants to position itself in
the employee recruitment market. Smart firms know that the
median salary level may notbebest for them. Instead, they must
look for a variety of factors to determine where their salaries
should be set.

*Tailor your benefits package to workers” needs. Smart firms are
reviewing their benefits package to ensure that they meet the
needs of the specificemployees whom they are trying to recruit.

Traditionally,
women  and
olderemployees
have been well
represented in
the apartment
industry. As
NMHC  first
pointed out in a
September 1999
research memo,
women  and
older employees are also expected to be two of the fastest-
growing employee subgroups in the next decade. That means
that other industies are changing their recruiting strategies to
attract these subgroups.

Smart apartment firms are deploying new benefits such as
onsite child care, employee assistance hotlines, schedule flex-
ibility, and tuition assistance to attract and retain single moth-
ers. Others are reviewing their current menus of retirement
health benefits and part-time work opportunities to motivate
experienced, older employees to stay with the company.

*Modify job responsibilities to minimize risk. Smart firms are
defining job duties and simplifying job procedures to better
manage the risk of employee loss. Shifting undesirable tasks
away from employees who are difficult to replace; outsourcing
maintenance or administrative functions in markets with espe-

cially high turnover; and providing guidance that new employees can follow with
minimal training all can reduce the impact of losing a key employee at a critical time.

*Develop individual-specific training plans. One-size-fits-all training no longer keeps
employees motivated and loyal. Smart firms are providing more employee-specific
training that responds to employees’ stated preferences. These training plans often
integrate distance learning (to save costs and expand opportunity) with industry-wide
learning forums to give employees the opportunity for intercompany networking.

*Keep a balanced focus on HR issues. Smart firms are balancing their attention to
executive compensation plans with the need to think strategically about portfolio-wide
HR turnover. They also are investing in the tools to improve company-wide HR
practices. As Bill Ferguson of the Chicago-based FPL & Associates told NMHC
members, public and privately held apartment companies alike now are using
increasingly sophisticated techniques to rewwrd outstanding performance and en-
couraging key executives to stay long-term.

Smart management, however, is also keeping in perspective the smaller, bottom-line
costs of executive turnover compared with the much larger ongoing costs of turnover
company-wide. Industry leaders are investing in tools that decrease turnover and
increase productivity, such as company-wide training and recognition, HR informa-
tion systems, and screening tools to improve hiring decisions.

Can we talk?

The participants in NMHC’s HR forums are seeing true benefits. The sophistication
of the communication has grown tremendously. These discussions are making a
bottom-line impact on real estate operations. Companies that skip the discussion run
the risk of continuing to operate with high, and expensive, turnover rates.

To order the survey, visit www.nmhc.org.
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Improve Your Leasing, Marketing,
Resident Retention
& Customer Service Skills

BY MINDY WILLIAMS, EDITOR, RENT & RETAIN MAGAZINE

LEASING Goal: To "sell,” not "tell.”
Painting pictures will help you make the sale.

not features. You need to give people reasons to live at your community —and WHY and HOW it will make their lives

Many of us tell prospects the great features of our community instead of selling them. This is the same as selling benefits,

better. For example, if they have jobs where they are on their feet all day, soaking in the jacuzzi will ease their leg pain.

Doesn’t that mean more to you than, “We have a hot tub”?

Remember to let the prospect do most of the talking. Only
after half of the call has elapsed should you make recommen-
dations.

Instead of following your phone script exactly, rewrite it

with a checklist of single words. Near the end of the conver-
sation, scan the checklist to make sure you covered all of the
bases. Written scripts are read —and sound plastic. Remember,
you are having a conversation.

LEASING Goat:
To increase your occupancy — FAST!
In a crunch?

Then the best way to increase your occupancy FAST is to look
in your own backyard. Improving resident retention and in-
creasing referrals are the most cost-effective way to do it. These
methods work because your existing residents know you, your
product, and, hopefully, they trust you. Increase your renewals
and referrals with these sales methods:

Increase your visibility. Send out more flyers, more letters,

and more emails to residents and prospects. Let them know
aboutyourspecialsand yourreferral bonuses. If you'rein a state
where you cannot give referral money to residents, give them a
cool gift instead. Many states will let you give referral gifts if
they cost $50 or less.

Look for new ways to find new residents. How often does

the main office of your company solicit employees for new
residents? Challenge each employee in the head office to find a
new resident. Keep main office employees appraised of spe-
cials, new services, etc. Remind them that residents pay their
salaries!
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Add a new service. Poll residents and prospects to see what
new service would make their lives better. If feasible, add it.

Upgrade apartments. If an upgraded or enhanced apart
ment sells better or helps with retention, do it if you can.
Some residents will pay for their own upgrades.

Sell additional products and services. This will increase
ancillary income and will make your community more
valuable to residents. If they have access to everything they
need on site, why would they move? Analyze your residents’
buying potential and need for services; this should result in
further opportunities.

MARKETING Goal:
To learn the reasons hehind why
resitents choose your community.

Every resident has two reasons for living at your community.
Obviously, the first is because they need a place to live! The
second is more abstract and could be one of the following:

*Financial: you are the best price, the most they can afford, etc.
*Location: you have the best location they can afford.
*Personal enjoyment/services: to make their lives better and
more convenient.

*Prestige: to be living in a high status community.

*Security: they feel safer in an apartment community.

The next time a prospect walks into your office, try to
determine which of the five reasons listed above apply.
Tailor your sales presentation to meet these needs.



Make a list of why your community fits into the categories
above. Armed with this information, you can easily rattle
off reasons that match your prospect’s interest.

RESIDENT RETENTION Goal:
To recover lost customers.

Residents who leave you are not necessarily lost forever. They
may be disappointed in their new homes or find that the grass
was not greener on the other side of the street.

Keep a list of residents who have moved within a five-mile
radius.

Since studies show residents decide if they will stay in their
new homes within the first month, send them a “We would
like you to comeback” letter within 30 days. Make sure that your
letter is written personally and explain how much you miss the
resident, value their business and would like to have them back.

Include anincentive to move back—pay for the move, waive
the security deposit, pay to hook up the utilities, etc.

Follow up for at least six months with a combination of
phone calls, emails and letters.

CUSTOMER SERVICE Goal:
To meet residents’ expectations
after a mistake has occurred.

Meet residents’ expectations after a problem has occurred and
youhaveabetter chance of keeping those residentslonger. Blow
it, and you'll lose them! You'll enhance your credibility if you
follow these steps in dealing with resident requests:

Make notes as you speak with the resident. This will ensure
that you get the facts correct as well as a clear idea of the
request and expectations.

If the resident asks for something that cannot be done, tell
them politely and immediately to explain the reason. Focus
on what you can do, not what can’t be done.

It's okay to defer to your boss. In fact, most irate customers
expect it.

After you determine what steps will be taken, make sure that
you and your customer both understand what will be done
and by whom.

When you have finished work on the resident’s request, and
before reporting back to him or her, review your notes one
last time to make sure that you have covered everything.

Keep track of residents’ requests and review them monthly.
If you see a pattern, fix the problem community-wide to
avoid future service calls.

You'll know you’ve been successful when you:

*Receive fewer complaints from residents.

*Residents report a high level of satisfaction on surveys.
*Residents are less MEAN to you and you enjoy coming to
work!

Rent & Retain Magazine has subscribers in the 50 states and Canada.
With thousands of readers across the country, Rent & Retain’s
publisher, Mindy Williams, has become a sought-after speaker. An
approved instructor for the California Department of Real Estate,
Mindy trains thousands of management professionals each year at
both local and national conferences. Catch her seminars at Multi-
Housing World in Apriland NAA in Las Vegas in June. Call toll free,
888-273-8246, for more information or visit our Web site at
www.RentandRetain.com.

Experience the 2001 FAA Odyssey!
THE FLORIDA APARTMENT ASSOCIATION

EpucAaTtion ConFERENCE & TRADE SHow
August 23-25, 2001

Boca Raton Resort & Club, Boca Raton, Florida
Call 800-327-0101 to make your room reservations. ldentify yourself
with FAA to receive the $135 single or double occupancy rate.

The cut-off date for reservations is July 20.
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FAA PRODUCT/SERVICE COUNCIL

he 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
he 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.

ADVERTISING/PUBLICATIONS

ANDRE SHASHATY

Alexander and Edwards Publishing, Inc.

220 Sansome St. 11th Floor
San Francisco, CA 94104
415-546-7255

FAX: 415-249-1595
andre@housingfinance.com
www.housingfinance.com

SHARON PATENAUDE
Apartments.com

175 W. Jackson 8th Fl
Chicago, IL 60604
312-601-6104

FAX: 312-601-6443
spatenaude@homescape.com
www.apartments.com

JUDY GOGOL

For Rent Magazine

8142 Woodland Center Blvd.
Tampa, FL 33614
800-835-4700

FAX: 813-882-3799
jcornyn@unitedad.com

SHARI LUSK

For Rent Magazine

3343 W. Commercial Blvd. #101
Ft. Lauderdale, FL 33309
954-730-9700

800-848-6567

FAX: 954-730-3387
slusk@unitedad.com
www.aptsforrent.com

JULIE MILLS

For Rent Magazine
4607 Park Breeze Court
Orlando, FL 32808
407-297-0832
800-882-5659

FAX: 407-297-0833
jmills@unitedad.com
www.aptsforrent.com

CINDY RICH

For Rent Magazine

8142 Woodland Center Blvd.
Tampa, FL 33614
813-822-3799
800-835-4700

FAX: 813-882-3799
crich@unitedad.com
www.aptsforrent.com

CHERI STEIGMEYER

For Rent Magazine

8142 Woodland Center Blvd.
Tampa, FL 33614
813-888-6297
800-835-4700

FAX: 813-882-3799
csteigmeyer@unitedad.com
www.aptsforrent.com
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ERIN TRIAY

For Rent Magazine

11290-1 St. Johns Industrial Pkwy N.
Jacksonville, FL 32246
904-928-0243

FAX: 904-928-0251
etriay@unitedad.com
www.aptsforrent.com

DARLA ERDELYI, PUBLISHER
Greater Jacksonville Apt. Guide
P.O. Box 56256

Jacksonville, FL 32259
904-733-2584

FAX: 904-737-1437

CAROL INMAN, ACCT. EXECUTIVE
Greater Jacksonville Apt. Guide

P.O. Box 56256

Jacksonville, FL 32241-6256
904-733-2584

FAX: 904-737-1437
dkee@apart-guide.com
www.apartmentguide.com

MELINDA COFFEY

HPC Publications

975 Eyester Boulevard Ste. 2-2
Rockledge, FL 32955
321-631-3811

FAX: 321-632-1073

JAN MILBRATH, CAM
HPC Publications

20 N. Orange Ave. #1200
Orlando, FL 32801
407-420-4671

FAX: 407-420-4676
milbraths2@aol.com
www.apartmentguide.com

JAMES MOON

HPC Publications

2875 N.E. 191st Street, Ste. PH#3
Aventura, FL 33180
305-933-2787

FAX: 305-933-8643

MELISSA PARRY

HPC Publications

3505 Frontage Rd. #100

Tampa, FL 33607

813-289-3404

FAX: 813-289-4979/813-289-1074

SHARON PROVO, REGIONAL DIRECTOR
HPC Publications

5355 Town Center Rd. #401

Boca Raton, FL 33486

561-347-6500

FAX: 561-416-9674
www.apartmentguide.com

LAURA RANDOLPH, ACCOUNT EXECUTIVE
HPC Publications

853 Vanderbilt Beach Rd. #320

Naples, FL 34108

941-596-1800

FAX: 941-936-3322

RICK SPENNATO

HPC Publications

5355 Town Center Road Ste. 401
Boca Raton, FL 33486
561-347-6500

STACEY BLACKWELL, SALES & MKTG.
MANAGER

RealPage, Inc.

4000 International Pkwy.

Carrollton, TX 75007

972-820-3000

FAX: 972-820-3383

www.realpage.com

DANA EVEN

Southwest Apartment Guide
8142 Woodland Center Blvd.
Tampa, FL 33614
813-886-0095
888-847-7090

FAX: 813-882-3799
www.aptsforrent.com

LEE DIERCKS, RESIDENT MANAGER
Specialized Marketing Concepts, LLC
567 Interstate Blvd.

Sarasota, FL 34240

941-342-7719

FAX: 941-342-7840
Idiercks@specializedmarketing.net
www.specializedmarketing.net

APARTMENT PROMOTIONS

BERNARD KLEINSTUB
World Advertising of Florida
P.O. Box 161505

Altamonte Springs, FL 32716
407-295-7700

FAX: 407-292-6171

APPLIANCES

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.
Suite 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

DONNA REITER, ACCOUNT MANAGER
Sears Contract & Builder Sales

2022 St. George Ave.

Winter Park, FL 32789

407-740-7491

800-359-2000

FAX: 407-740-6728
DonnaatSears@aol.com

AQUASCAPING

KEVIN YOUNGBERG, PRESIDENT
American Ecosystems, Inc.

P.O. Box 40517

St. Petersburg, FL 33743
727-525-6700

FAX: 727-525-6605
amereco@mindspring.com

ATTORNEYS

JOHN F. HAYTER

John F. Hayter, Attorney at Law, P.A.
704 N.E. 1st St.

Gainesville, FL 32601

352-374-8566

FAX: 352-371-8299
johnhayter@johnhayter.com

HARRY HEIST

Law Offices of Heist & Weisse, P.A.
37 N. Orange Ave. #500

Orlando, FL 32801

Dial Direct: 941-463-1765
800-253-8428

FAX: 800-367-9038
heistlaw@aol.com

CARPET/FLOORING

ROGER ROLLINS

Home Carpet Industries, Inc.
2730 Dug Gap Rd., SW
Dalton, GA 30722-3385
800-542-3226

FAX: 706-277-3385
sales@homecarpet.com
www.homecarpet.com

JODY FUSINATTO

House of Floors of Jacksonville, Inc.
11210 Phillips Industrial Blvd. East
Jacksonville, FL 32256
904-262-6989

FAX: 904-262-9062

DONALD BRODSKY

House of Floors of Palm Beach, Inc.
1305 Poinsettia Drive

Delray Beach, FL 33444
561-276-3606

FAX: 561-276-4656

MIKE BRODSKY

House of Floors of Tampa, Inc.
7735 Anderson Rd.

Tampa, FL 33634
813-249-7600

FAX: 813-886-8845

COLLECTIONS/SCREENING

JIM BALASCHAK

Applicant Screening and Processing
3592 Aloma Ave #11

Winter Park, FL 32792
407-702-0974

FAX: 407-702-0981
Jimb@asapscreening.com
WWw.asapscreening.com

DOUG CULLARD, PRESIDENT
Capstone Credit Services, Inc.
P.O. Box 1267

Lutz, FL 33548

813-949-0631

FAX: 813-948-3679
capl@roadrunner.rr.com

JOHN GRAY, NATIONAL SALES DIR.

NCC Business Services

3733 University Blvd. W. # 300
Jacksonville, FL 32217
888-880-6020
john.gray@ncc-business.com
www.nccbusiness.com

COMPUTERIZED KEY CONTROL

CARLOS PENTON

Key Track, Inc.

3075 Breckinridge Blvd., #440
Duluth, GA 30096
770-564-0850

FAX: 770-564-5967
sales@keytrack.com
www.keytrack.com

CONSTRUCTION

RICHARD HAINES
The Richards Group
667 Harold Ave.
Winter Park, FL 32789
407-628-2558

FAX: 407-628-8965

DEVELOPMENT

JACK BRANDT

Hartford Group, Inc.

1500 McAndrews Rd. W., #102
Burnsville, MD 55337
952-892-8422

FAX: 952-892-1156
jbrandt@hartfordcompanies.com
www.hartfordcompanies.com

EMPLOYEE LEASING

ANDREA MAHONEY
Paychex Business Solutions
10105 Ninth Street North

St. Petersburg, FL 33716
727-579-7246X-2801

FAX: 727-579-1401
amahoney@paychex.com

EINANCIAL SERVICES

RICHARD DONNELAN, PROPERTY
SUPERVISOR

Atlantic Realty Partners

2600 N. Military Trl. #160

Boca Raton, FL 33431
561-988-8800

FAX: 561-988-8810

FITNESS EQUIPMENT

MARIANN BRADLEY

Athletic Training Systems, Inc.

4443 Saxon Drive

New Smyrna Beach, FL 32169-4136
904-409-7793

FAX: 904-428-8918

mbfit@bellsouth.net
www.atsfitness.net/www.pulsemeters.com

JOHN NISHIMOTO

Star Trac Fitness

14410 Myford Rd.

Irvine, CA 92606
800-789-6806

FAX: 714-508-3303
jnishimoto@startrac.com

GATED ACCESS CONTROL

CHERYL KEELEY

American Access Controls, Inc.
21249 Lakes Thomas Rd.
Land O’ Lakes, FL 34639
813-996-1601

FAX: 813-996-4095
AACI@gte.net

FRED SCANLAN
Galaxy Gate Systems
10214 Hickory Flat Hwy.
Woodstock, GA 30188
770-343-8586

FAX: 770-569-0717

GARY THOMAS

TEM Systems, Inc.
4880 N. Hiatus Rd.
Sunrise, FL 33351
800-777-8912

FAX: 954-572-4531
sales@temsystems.com
www.temsystems.com

GENERAL CONTRACTORS

SCOTT HAINES

R.L. Haines Construction, Inc.
7322 Old Cheney Hwy.
Orlando, FL 32807
407-384-1908

FAX: 407-384-1909
rlhaines@bellsouth.net

SCOTT MC CURDY
Coastal Reconstruction, Inc.
1850 Lee Rd., #122

Winter Park, FL 32789
407-644-1800

FAX: 407-644-8404
smccl1800@aol.com
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MIKE TOLSON

Hersh Companies, Inc.
1275 Bennett Dr., #200
Longwood, FL 32750
407-865-5771

FAX: 407-865-5472

JENNIFER LAVIDETTE
KMI Contracting, Inc.
1505 General Arts Rd.
Conyers, GA 30012
770-388-9007

FAX: 770-388-0256

JAMES M. BIFANO

Perfection Plus Contracting, Inc.
2642 Floral Ave, #2

Apopka, FL 32703
407-445-4848

FAX: 407-445-4838

INSURANCE

WARREN L. FOLEY
Allstate Insurance
1811 Everhart Dr.
Orlando, FL 32806
407-903-1557

FAX: 407-898-5925

INTERIOR RESTORATION

DEANDRE L. CARTER

Wall to Wall Services International, Inc.
9420 Lazy Ln., #A-12

Tampa, FL 33614

813-935-7743

FAX: 813-930-8211
walltowall.deandre@gte.net
walltowallservices.com

INTERNET PURCHASING SERVICE

LARRY KRATZ

Handy Source

6620 Cortez Rd. W.
Bradenton, FL 34209
941-795-4760

FAX: 941-795-1716
bmilhoan@handysource.com
www.handysource.com

INTERNET RENTAL SERVICES

BRIAN DOHERTY, DIRECTOR OF SALES,
EASTERN REGION

Rentals.com

6135 Barfield Rd. NE, #119

Atlanta, GA 30328

770-595-5819

800-874-4875

FAX: 401-696-6909

briand@rentals.com

www.rentals.com

TERRY FEINBERG, V.P., ASSOCIATION &
INDUSTRY SUPPORT

Rentals.com

3000 Bridge Parkway., #103

Redwood City, CA 94065
800-922-1990X-2660

FAX: 650-622-2601

terryf@rentals.com

www.rentals.com
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RHONDA LEMIRE, REGIONAL ACCOUNT
MANAGER

Springstreet.com

4725 N. Scottsdale Rd. #300

Scottsdale, AZ 85251

480-941-2800X-160

FAX: 425-969-4385

KEY CONTROL/SECURITY

JOE THOMAS

KeyTrak, Inc.

3075 Breckenridge Blvd., #440
Duluth, GA 30096
770-564-0850

FAX: 770-564-5967
jthomas@keytrak.com
www.keytrak.com

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
5300 NW 12th Ave.

Ft. Lauderdale, FL 33309
954-772-7100

FAX: 954-772-7819
frankd@aaxon.com
WWW.aaxon.com

RALPH SALAS, ACCOUNT EXECUTIVE
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

DAVE WALLACE, SALES MANAGER
Coin-O-Matic, Inc.

3950 NW 31st Ave.

Miami, FL 33142

305-635-4141

FAX: 305-635-1118
coinop313@aol.com
Coin-o-matic.com

KRYS BANKER, REGIONAL VICE
PRESIDENT

Coinmach Corp.

532 S. Econ Cir., #120

Oviedo, FL 32765

407-365-3825

800-432-1541

FAX: 407-365-7739

ROBIN BERMAN ROBINS
Coinmach Corp.

3466 N. Miami Ave.
Miami, FL 33127
800-456-9274 x106

FAX: 305-573-6613
robrobfl@aol.com
www.coinmach.com

KEN MARTIN, REGIONAL SALES MANAGER

Commercial Laundries of West Florida
5122 W. Knox St.

Tampa, FL 33634

813-886-1477

FAX: 813-889-8456

RHONDA MYERS
Mac-Gray Services

40 Carriage Hill Cir.
Casselberry, FL 32707
407-332-9306
rmyers@macgray.com
WWW.mac-gray.com

GERRY MC CALLUM

Web Service Co., Inc.

5553 Ravenswood Rd #111
Ft. Lauderdale, FL 33312
954-981-5119

FAX: 954-981-6477

MAINTENANCE SUPPLIES

RICK BROWN

Century Maintenance Supply
5124 Vivian Place

Tampa, FL 33619
813-248-3991

FAX: 813-247-3991
amyjoh@centurysupply.com

MARKETING

ROSE M. CLARK

GTE/LinkIn

201 N. Franklin St., MC FLTCO0035
Tampa, FL 33602

813-276-1038

FAX: 813-209-9317
roseclark@sales.devsvcs@fltpa
www.GTE.COM/LINKIN

MORTGAGE BANKERS

BRAD COX, REGIONAL DIRECTOR
Arbor Commercial Mortgage

6000 Lake Forrest Dr., #120

Atlanta, GA 30328

404-847-9800

FAX: 404-847-9868
brad.cox@thearbornet.com

PAINTING/ EXTERIOR CLEANING

DAN BOYLE

Beckner Painting Southeast, Inc.
9420 Lazy Ln.

Tampa, FL 33614
813-933-9213

FAX: 813-933-9313

ANITA TUCKER
Besner Painting, Inc.
702 Savage Ct.
Longwood, FL 32750
407-831-8352

FAX: 407-831-1299



TOM TRIMBLE

East Coast Painters, Inc.
7914 NW 64th St.
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.

Ft. Lauderdale, FL 33305
407-658-1540

FAX: 407-275-9976

PEST CONTROL

E. JAY WELLS, OWNER
APC Pest Mgmt.

P.O. Box 965094
Marietta, GA 30066
888-589-6343

FAX: 770-516-0010
apcpur@aol.com

DEBRA B. FOLKES
Archer Exterminators, Inc..
8609 Forest City Rd.
Orlando, FL 32810
407-521-7373
800-881-8861

FAX: 407-521-7454
www.goarchaer.com

POOL FURNITURE

BRENDA BABAUTA
Jake Brothers, Inc.
1633 S. Kirkman Rd.
Orlando, FL 32811
407-522-8740

FAX: 407-522-1938

RESIDENT GIFTS

JENNIFER WILEMON

Can You Imagine?

1698 Sands PI., #E

Marietta, GA 30062
770-933-8306

FAX: 770-933-0832
www.canyouimaginegifts.com

RESIDENT SCREENING

KATHY SCRIMGEOUR

Merchant’'s Association of Florida, Inc.
134 S. Tampa St.

Tampa, FL 33602

813-273-7647

FAX: 813-273-7989
kathy.scrimgeour@merchants-fla.com
www.merchants-fla.com

TV, INTERNET, TELEPHONE WIRING

SANDRA MORENO, BUSINESS
DEVELOPMENT MANAGER
iTV Internet Television

5533 S. Orange Ave.

Orlando, FL 32809
407-438-2600

FAX: 407-438-2332

ROBERT SERWATKA, GENERAL MANAGER
iTV Internet Television

5533 S. Orange Ave.

Orlando, FL 32809

407-438-2600

FAX: 407-438-2332

UTILITIES

ALAN SWISHER

Florida Power Corp.

925 Sunshine Ln. #1080
Altamonte Springs, FL 32714
407-646-8535

800-254-8535

FAX: 407-646-8304

WASTE MANAGEMENT

MICHAEL FERRIS
Valet Waste, Inc.
P.O. Box 5738
Tampa, FL 33605
813-248-1327 X-1975
FAX: 813-248-8857

WATER METERING

MICHAEL SLOUP

American Water & Energy Savers
4431 North Dixie Highway

Boca Raton, FL 33431
561-361-4014

FAX: 561-361-4201
sloupy@americanwater.com
www.americanwater.com

VICTORIA GASQUE

CBSI - Conservation Billing Svcs., Inc.
5452 W. Crenshaw #4

Tampa, FL 33634

800-884-4885

FAX: 813-889-7881

VICTOR LUCAS

United Water Conservation
18263 NW 68th Ave.
Miami, FL 33015
305-825-9252

FAX: 305-825-2656
viclucas@mindspring.com
www.unitedwaterconsv.com

Freddie Mac Alters Two MF Products

FINANGE

Freddie Mac has added two options to its range of multifamily finance offerings by making some alterations to its existing
products. Borrowers who accept a FM adjustable-rate mortgage or a multifamily revolving credit facility can now opt to base their
interest rate on a Freddie Mac Reference bill instead of a London Interbank Offered Rate (LIBOR). This ensures access to “one of
the lowest short-term borrowing rates available in the nongovernment market,” said Adrian Corbiere, FM’s Sr. Vice President of
Multifamily. The Reference Bill-based ARM is available in 3-, 5-, 7-, or 10-year loan terms and can be converted to a FM fixed-rate
loan at any time without a conversion fee.

Source: National Mortgage News, March 5, 2001

Morgan Staniey Not Enthusiastic About MF REITS This Year

Speaking at the New York Society of Security Analysts” REIT conference, Morgan Stanley Dean Witter (MSDW) Managing
Director Gregory Whyte said that the company is “less bullish” on apartment RITs because “much of the rationale for owning
multifamily assets during a slowing economy has already been rpiced into the REIT stock prices.” Whyte stated that the REIT
sector’s fundamentals are “unlikely to get much better” and that REIT valuations “still look slightly compelling,” although
performanceislikely to be affected by relative market performance. In general, the REIT sector is likely to yield a 9-12% total return
this year.

MSDW is concerned that development risks have increased for multifamily REITSs, and are skeptical that they can outperform
other REIT investment sectors for the fourth year running. They believe that investors should focus on multifamily REITs with
significant West Coast and Northeast exposures, while avoiding markets with supply-related issues such as Dallas, Houston,
Central Florida, and the Midwest. Source: National Mortgage News, March 5, 2001

Volume 16 « Number 2 « 19



