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The Florida Apartment Association
Education Conference & Trade Show

August 22-24, 2001
The Diplomat Resort & Country Club

Hollywood, Florida

Overlooking the beautiful waters
of the Atlantic Ocean

and Intracoastal Waterway.
The Diplomat Resort and Country Club will include:

♦ 1,060 luxurious guestrooms and suites
♦ 217,000 sq. ft. of meeting space
♦ A variety of restaurants and shopping on the In-

tracoastal
♦ 18 holes of golf by renowned designer Joseph Lee
♦ A true Clubhouse facility, complete with pro shop
♦ A complete 30,000 sq. ft. destination spa
♦ 10 professional tennis courts

ROOM RATES: $135 single/double occupancy

Reservations must be made by July 19, 2001
800-327-1212 or 954-457-2000
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IN THE NEWS
Echelon Hires New President

Echelon Residential has promoted Timothy Tinsley to Presi-
dent of its financial group after he had been director of develop-
ment in the Southeast. He is now responsible for operations of
the entire residential group. Tinsley participated in two award-
winning projects in the Tampa area, Echelon at the Reserve and
Echelon at Bay Isle Key.

Archstone Introduces Innovations
Archstone Communities worked with Talus Solutions of

Atlanta to develop Lease Rent Optimizer, a property manage-
ment software that establishes lease rates for maximum profits
by allowing managers to analyze and forecast market demand
and unit availability. It takes into account customer preferences,
market conditions, market conditions, competitive behavior,
and company-specific capacity and revenue goals. Archstone

and Talus estimate that annual revenue increases from using
this system will reach 4-6%, with an increase in revenue of $28
million if estimates are correct.

Archstone also formed a third-party entity to manage apart-
ment communities for institutional and private owners, called
Archstone Management Services, Inc. It will operate as a
separate company.

Homestore.com Buys move.com
Homestore.com, a network of Web sites relating to the rental

housing industry, has agreed to purchase move.com from
Cendant Corp. Move.com owns Rent Net, which will be inte-
grated with Homestore.com’s apartment and rental provider,
SpringStreet.com. This will expand the company’s efforts to
attract prospective residents shopping for apartments nation-
wide. More information can be found at the site,
www.homestore.com/apartments.

EIGHTH ANNUAL LEGISLATIVE CONFERENCE
April 3-4, 2001
Governors Inn

209 S. Adams Street
Tallahassee, FL 32301

Schedule of Events
Tuesday, April 3

3-5 pm Issues Briefing – Governors Inn
6-8 pm Reception with Legislators – The Governors Club

Wednesday, April 4

9 am-4 pm Legislative Office Visits

Governors Inn room reservations must be made no later than March 16.
$129 Single/Double Occupancy/Standard Room

$139 Single/Double Occupancy/Double Queen Room
$149 Single/Double Occupancy/Loft Suites

800-342-7717 or 850-681-6855
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A
Market
Report

Analysts at the Fed-
eral Deposit Insur-
ance Corporation
(FDIC) added Den-
ver, Fort Worth, Jack-
sonville, Sacramen-
to, and Seattle to a
list of metropolitan
areas at risk of over-
building, expanding
their list of cities at
risk to 13. Atlanta,

Charlotte, Dallas, Las Vegas, Orlando, Phoenix, Portland, OR,
and Salt Lake City remain on the list, FDIC analysts reported.
The expansion of the list, which covers five categories of com-
mercial properties, came despite tighter standards for inclu-
sion. Under the tighter standards, Nashville dropped off the “at
risk” list.

“Overbuilding is one of the yellow caution lights in the
economy and the banking industry that we are watching closely,
and it is a caution light that is flashing more brightly,” Donna
Tanoue, FDIC Chairman, said. “Rapidly growing construction
and development loan portfolios at banks and thrift institutions
in at-risk markets raise concerns.”

The expanded list was reported in the Regional Outlook for
the Third Quarter, 2000, a publication of the FDIC’s Division of
Insurance that flags economic and banking risks affecting in-
sured depository institutions. The report was formally pub-
lished on September 28.

“Recent data for some metropolitan areas show that on-
balance-sheet exposures of FDIC-insured institutions are by
some measures higher now than at the peak of the last commer-
cial real estate cycle during the late 1980s,” the report noted.
That was a result, the report adds, of insured depository insti-
tutions assuming the role of primary sources of capital for the
current commercial construction boom, particularly after other
lenders withdrew following turmoil in financial markets dur-
ing 1998. FDIC-insured institutions increased their total con-
struction and development lending by nearly 21% in 1998 and
slightly under 27% in 1999.

While FDIC analysts did not predict an imminent rise in
vacancies and losses in the at-risk markets, the report con-
cluded: “The banking industry and the FDIC learned during the
late 1980s that once commercial real estate (CRE) markets
become overbuilt, losses can mount quickly. During the 1980s
and early 1990s, losses on CRE loans were responsible for
hundreds of bank and thrift failures and billions of dollars in
insurance losses for the FDIC.”

FDIC analysts also looked at residential real estate markets.
Rising home prices and high levels of activity in the single-
family housing market in many large U.S. metropolitan areas
have been supported by excellent economic conditions and
generally low interest rates. However, as interest rates have
begun to rise, housing market activity has slowed.

Historically, residential real estate has been one of the best-
performing assets at insured institutions. Concerns have re-
cently arisen, however, that new, higher-risk lending lines, such
as subprime and high-LTV lending, could adversely affect the

future credit quality of residential real estate portfolios.
Source: Business Newswire

The apartment industry remains robust in major Florida
markets, however. In a study released September 13 by M/PF
Research, Inc. of Dallas, TX, net move-ins in the Tampa Bay
region climbed to more than 4200 units from April to June 2000.
This rise is because of increased home prices and interest rates,
which fueled a stronger housing demand in the apartment
sector. A plethora of vacant models also fueled demand, as
completions during the previous year exceeded 5700 units. The
occupancy rate in June reached 95.2%, up 0.6% over the year
before, and rent growth was 3.5%. The average monthly rent
was $676. In Hillsborough County, the market absorbed more
than 1800 units of new supply with a 95% occupancy rate.

In an interview with the Tampa Bay Business Journal (October
13-19, 2000), market analyst Michael Slater discussed the Bay
Area multifamily industry. He noted that during the last 36
months, this area has seen its most active growth in 15 years.
Most of that growth is in Hillsborough (which accounts for 70%
of all new multifamily development in the area) and Pinellas
counties. New Tampa, Tampa Palms, and Brandon are the most
active cities, while Slater sees southeast Hillsborough from
Brandon to Apollo Beach as “the next great opportunity for
rental development.”

“At present,” he said, “we do not observe an overbuilt envi-
ronment, but we do see signs of slowing down.” And given
today’s demographics, “luxury, amenity-intense rental prop-
erty has represented 80% of new multifamily construction
during the past 36 months.”

In the Orlando area, some submarkets are near saturation and
others are booming. According to recent data compiled by
eRealty Research LLC, although the area “has outperformed
expectations relative to employment growth and
absorption…this has been more than matched by the record
number of new units added to the market,” said Robert Von of
Realvest Appraisal Services.

The overall mid-year occupancy rate was 93.4%, down half a
percent from last year. In addition, the Orlando area experi-
enced record rates of apartment absorption in 1998 and 1999
(14,000 units, with another 17,500 units that “went vertical” and
12,000 more in the construction pipeline). Both new and older
apartments are now making concessions to attract and maintain
residents.

According to the eRealty Research report, market-rate occu-
pancy at mid-year was 92.8%, student-housing occupancy 97.2%,
and affordable-housing occupancy 96.1%. Submarkets consid-
ered saturated are North Seminole, south Orange County/
Hunter’s Creek, Maitland, Winter Park, and downtown Or-
lando, while areas considered near saturation are the
MetroWest/Lake Buena Vista area, central Orlando, Apopka,
Ocoee, and Winter Garden. The report concludes the continued
stability in the Orlando-area apartment market depends on
continued strong job growth, and economists predict a shortfall
in job growth—to about 25-30,000 new jobs per year.

Information taken from reports in the Tampa Bay and Or-
lando Business Journals.
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Apartment Moves
Jacksonville

The Vestcor Companies has closed on
land in Galveston County’s League City,
near Houston, where it will develop a
248-unit affordable-housing community
called Bay Colony Apts. Vestcor Man-
agement  will manage the property, which
is slated for completion next summer.

Vestcor has also bought and will con-
vert into apartments two historic build-
ings in the heart of Jacksonville’s com-
mercial district. The old American Heri-
tage Life Building and the Roosevelt Ho-
tel will be converted into a total of 226
luxury apartments. Vestcor plans to cre-
ate 127 units in the American Heritage
Building and will call it 11 E. Forsyth
Apts., with monthly rents ranging from
$700 to $925. The project will also include
a five-story parking garage and 3000 feet
of retail space on the building’s first floor.
Construction is scheduled to begin in Janu-
ary 2001. Vestcor estimates that the project
will cost $16.3 million, and is asking the
city for a $12 million, 20-year, low-inter-
est loan to help fund the project.

The old hotel will be transformed into
The Carlington Apts., a 99-unit commu-
nity with rents ranging from $675-$875.
The company will wait about a year be-
fore asking the city’s support on this
project, in order to determine the most
successful aspects of the 11 E. Forsyth
project.

JPI Multifamily, Inc. sold the 400-unit
garden-style Jefferson Landing Apts. to
Lane Realty Advisors for $12.45 million,
or $31,125 per unit. Jefferson Landing
was built in 1973 and is located near
downtown Jacksonville. Marc de Baptiste
and Byron Moger of Atlantic Realty Part-
ners in Boca Raton were the exclusive
listing agents for the seller.

Roger Kennedy Construction of
Altamonte Springs has begun building
the $8 million Madison Gardens Apts. in
Clay County.

A growing trend in the more affluent
areas of north Florida is conversions from
apartments to condos. In Ponte Vedra
Beach, for example, where the average
home price is $358,000, buyers can get
condominiums for $90-$200,000. Among
the former apartment properties being
converted are Marsh Cove, an 86-unit
community in Ponte Vedra Lakes, and

the 192-unit Ocean Links in Ponte Vedra
Beach. Marsh Cove has been under con-
version since March by Jacksonville-based
Southeastern Investment Associates.
Ocean Links and the 200-unit Courts at
Ponte Vedra are in the process of conver-
sion.

Orlando
Reed Contractors of Longwood has

completed the $14 million Phase II of
Golf Terrace Apts. in Winter Springs.

The Apartment Group of Orlando ne-
gotiated the sale of the 156-unit Regency
Apts. in Lakeland from Meadow Wood
Property Co. of Tampa to a Texas invest-
ment group for $5.2 million, or $ per unit.

Avalon Park, a “neotraditional,” mixed-
use community in east Orlando, will
launch a major construction program af-
ter the first of the year that will include a
100,000 sq. ft. town center, a new Lutheran
church, a community center, 70 rental
apartments, and 78 luxury townhomes.
Beat Kahli of Avalon Associates is the
developer. The apartments will go on the
second floor, above 28,000 sq. ft. of retail
shops and cafes.

L.J. Melody & Co., a CB Richard Ellis
company, has arranged $11.6 million in
fixed-rate financing for the 251-unit Ar-
bor Club of Ponte Vedra Apts., built in
1992. Nationwide Life Insurance provided
the financing.

Bay Area
Pinnacle Brokerage & Mgmt. bought

the 441-unit apartment community on
17.3 acres at 111 73rd Ave. N. in St. Peters-
burg from BGEM Co., and a 259-unit
community at 4515 26th Street W. in
Bradenton from Robert and Kathy
Risman. Both were built in the early 1970s,
and Colliers Arnold Commercial Real
Estate Services brokered both deals.

Gables Residential Trust closed Sep-
tember 5 on the purchase of property in
Westchase, in northwest Hillsborough
County, to build a three-acre village called
West Park. The development will include
45,000 sq. ft. of town center retail shops,
restaurants, and office buildings, 60 apart-
ment homes, and another 260 rental units.
The first 60 units will be ready by August
2001, and the final 260 units—both town

homes and standard apartments—will
be completed eight months later. Gables
indicated that the second phase of the 33-
acre town center will be completed next
year, and that the company plans to build
1020 apartment homes of between 830
and 1600 sq. ft. with rents ranging from
$800-$1275.

Basham Design Group of Jacksonville
has been chosen architect and landscape
designer for the 411-acre, master-planned
community of Rivercrest being devel-
oped by Terrabrook in southern
Hillsborough County. The project calls
for 919 single-family and 454 multifamily
homes.

Boulder Venture, a Milwaukee-based
developer with an office in Tampa, has
purchased a 17.3-acre site in Pinellas
County on the northeast corner of I-275
and 54th Ave. N. for $2 million. It was
formerly the site of the Hood Dairy. As
part of a decontamination effort, 85,000
sq. ft. of structures and eight acres of
asphalt were removed from the property,
and it took almost four years to get the
underground water—contaminated by
three leaking underground petroleum
tanks—into a condition acceptable to the
EPA. Boulder plans to break ground early
next year on a $15-$20 million multifam-
ily project, with 34 eight-unit buildings.

Southeast Florida
Atlantic Realty Partners closed on the

sale of two garden-style apartment com-
munities in Palm Beach County. SSR
Realty Advisors sold the 200-unit St.
Andrews at Palm Beach Lakes to MIG
Realty Advisors for $15.6 million, or
$78,000 per unit. St. Andrews was built in
1993 and has first-class amenities.

In addition, The RREEF Funds sold the
392-unit Harbour Town Apts. in Boca
Raton to Equity Residential Properties
Trust for $32.25 million, or $82,270 per
unit. Harbour Town was built in 1985.

Lend Lease Real Estate Investments
has acquired, on behalf of a public pen-
sion fund client, the 297-unit The Pre-
serve at Palm Springs Apts. in Pompano
Beach for $27 million, or $90,909 per unit.
It is a 95%-occupied independent and
assisted-living retirement property on 13.3
acres. Cordia Senior Living, a Lend Lease
subsidiary, will manage the property.
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FINANCE
Restructuring
Deals Rise 100%

HUD’s Office of Multifamily Housing
Assistance Restructuring (OMHAR) has
closed 256 Section 8 debt-restructuring or
mark-to-market transactions, more than
double the number reported on April 30.
The agency also has more than 1300 deals
in the pipeline, according to Director Ira
Peppercorn. Once all the transactions are
consummated, he estimates, FHA will
save $1.7 billion.

All but one of the transactions so far are
“light deals,” in which Section 8 housing
project owners accept a reduction in their
HUD subsidies without seeking a restruc-
turing of their FHA mortgages. In these
transactions, HUD sees “reduced rent
subsidies with no claims against HUD,”
according to Peppercorn. Since a decrease

in subsidies lowers the value of the
owner’s housing project, HUD had ex-
pected a substantial number of them to
seek to restructure their loans through a
tax-exempt second mortgage, but that
has not happened.
Source: Housing Affairs Newsletter

New Program
Targets Small
Apartment Properties

Fannie Mae has unveiled its new 5-50
Streamlined Mortgage Program for
smaller apartment properties. The pro-
gram intends to reduce the time and cost
involved in financing properties with 5-
50 units, and will be offered trough the
Fannie Mae Delegated Underwriting and
Servicing (DUS) lender network. Fannie
Mae plans to invest $18 billion in small

multifamily mortgages over the next de-
cade.

Benefits of the 5-50 Streamlined Mort-
gage include:

*Reduced transaction costs for third-
party reports (less than $4000)

*Out-of-pocket costs to the borrower
can be zero

*Streamlined underwriting require-
ments

*Simplified business practices
The program does contain an

affordability requirement: at least 51% of
the units must be occupied by persons
earning less than 100% of the area median
income. There is also a fairly strict yield
maintenance requirement or defeasance
if the loans are prepaid before the end of
the 10-year term.
Source: Apartment Finance Today, July/
August 2000

People
Earl Milbrath, an art teacher and hus-

band of former FAA President Jan
Milbrath, was named Teacher of the Year
at Lakemont Elementary School in Win-
ter Park.

The Benchmark Group, a real estate
development, investment, and manage-
ment company in Amherst, NY, hired
Donald C. Taylor as President of the
company’s newly created division,
Benchmark Apartment Management,
Inc. He will manage Benchmark’s con-
ventional multifamily properties, which
comprises 5000 units in 22 properties.
Taylor has more than 30 years of multi-
family property management experience

A
Market
Report

with Berkshire Property Mgmt., Krupp
Asset Mgmt., and Balcor Co. He has man-
aged in 90 of the top 100 markets in the
United States.

Web Service
Company Honored

Web Service Co. received the presti-
gious Maytag Multihousing Excellence
Award for the second time in the last four
years. The award is presented to the laun-
dry route operator that demonstrates ex-
cellent results in the multihousing mar-
ket by promoting Maytag and their own
strengths.

One Mower
Way to Get Even

Apartment dwellers have a new
weapon to use on noisy neighbors, with a
New Zealand man recording a compact
disc of 64 minutes of lawnmower noise.

“If your neighbors have a party Satur-

day night fairly late...what you do is you
get up at seven o’clock in the morning,
put the hour of lawnmowing sound on
and go out to a cafe,” Wellington noise
man and cafe owner Geoff Marsland told
Reuters. The astroturf- covered CD offers
listeners general lawnmower sounds
along with feature moments such as the
emptying of the catcher and stones hit-
ting the blades.

Five thousand of the CDs are on the
market, of which more than 4,000 have
been snapped up by local retailers,
Marsland said. The album is his second.
He previously sold around 4,200 copies
of an album of urban noise such as a car
alarm sounding off and a revving motor-
cycle.

That album—entitled Urban Assault—
also featured three minutes of a baby
crying, which Marsland described as the
ultimate contraceptive.
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Build an External Team
BY MR. PER, IZTEK

Early last year I helped a friend cel-
ebrate his birthday at his lake house
in Ocala.  Around midnight, Chris

and I went four wheeling in the forest on
ATV’s.  While I did ‘one last lap’ Chris
headed back to the house.  On this lap, my
speed exceeded my skill.  The four-
wheeler ran over my foot, slamming me
onto the gas tank.  Unable to stop, the
four-wheeler hit a tree.  This launched me
into the woods, headfirst without a hel-
met.  After a lovely twenty-foot flight, my
left arm hit a tree.  My body continued on
after using the tree to dislocate my elbow.
When I came to a stop, the four
wheeler was in a tree and I was on
the ground, with a dislocated el-
bow, blinded from having lost
my glasses and shoeless.

As I sat on the ground, holding
an arm that was no longer in work-
ing order, I hoped Chris was still
out there.  Walking back to the
house was not going to be any
fun, considering my eyesight it
might not have been possible.

I have always prided myself on
being independent.  Having lived
and worked independently for
years, I have always been able to
care for myself.  It was fun to be a
maverick until I needed help.  I
can tell you, the best sound I heard
that night was Chris coming back
to pick me up!

Five days later I was in Hous-
ton as a conference keynote
speaker.  When you are unable to
complete the simplest of task, such as
getting dressed, you depend on others!
This experience was a humbling reminder
that you are always dependent upon oth-
ers, regardless of how ‘independent’ you
are.  From the accident, I developed a
philosophy called ‘corporate indepen-
dence.’  While remaining an independent
business, how can I team up with other
companies so that we all gain from work-
ing together?  I have since built an ‘exter-
nal team’ of companies that have empow-

ered me to achieve success far greater
than I could have on my own.

Your company may enjoy working in-
dependently.  Taking pride in caring for
itself without the need for other compa-
nies to support it.  This is great until you
need someone to ‘give you a ride back to
the house.’  At some point, every com-
pany needs other companies to help it
achieve its goals.  At this time, your exter-
nal team supporting you is critical for
success.

When you join a Chamber, Association
or Visitor’s Bureau you join a group of

successful businesses that together com-
prises a wealth of knowledge, talent and
skills or creating a dynamic ‘external
team.’

Getting intimate with an Ocala pine
tree taught me an important lesson.  An
external team works best when it’s built
before you need it.  It’s like flood insur-
ance; you need to buy it before it starts
raining!

Rather than build a speaking company
using my name; e.g., ‘Per and Associates,’

I wanted to build a brand that captures
the essence of who I am and what I be-
lieve.  To achieve this, I realized I needed
a creative person who was ‘three times
my size’.  I found this in Vicki Brian.  Her
work, including iztek’s name and logo,
continues to greatly exceed what I could
achieve on my own.  Build your team
with people who are incredible in their
area of excellence and you will be more
likely to succeed.

Orlando, Florida grows as a destina-
tion every year because the area’s attrac-

tions continue to improve.  The
greater the number of success-
ful attractions in Orlando, the
more people will visit.
Everyone’s success is influenced
by the region’s success.  The
same holds true for your busi-
ness.  The health of your area’s
businesses impacts your success.
Build an external team that helps
everyone and your success will
increase.

Today’s external team-
building action steps;

Build your team today,
so it’s there when you need it.

Build your team with
people three times your size.

Build a team that every-
one wins by joining.

‘Per, I am doing OK right
now, why invest the energy to
build a team?’  Because the stron-
ger your external team, the
greater your confidence to

spread your wings and flex your muscle
to take advantage of opportunities as
tomorrow’s opportunities if they exceed
your team’s talent today.

And, most of all, you never know when
you might go four wheeling in Ocala!

Mr. Per is a speaker who has been called “an
ordinary guy with an extraordinary mes-
sage.”  He can be reached at  or 407-210-3666.

While remaining an

independent business, how

can I team up with other

companies so that we all

gain from working

together?
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Dressing Up Your Rentals for Maximum Profit
BY TRACEY HOPKINS, rentals.com

Residents move, no matter whether you manage four
units or 400. The moment the rental becomes available is
when you start the process to clean, paint, and generally

get it in tip-top shape to rent again quickly. This presents you
with one of your best opportunities to upgrade the rental and
obtain considerably higher income— whether it’s a renter’s
market or one favoring property owners. Upgrades not only
help the unit rent faster and for a higher price, you will likely
attract better residents.

Why you should consider upgrades
First and foremost, upgrades deliver top return. Consider

replacing the linoleum in the kitchen with faux hardwood
flooring from Pergo, or perhaps a less expensive off-brand. This
makes tired or plain kitchen floors look like genuine hard-
woods.  The updated look will help you recoup your costs
within a couple of months of the new occupancy. Your returns
will be even higher if you retain the residents beyond the initial
lease period.

Upgrades introduce variety in your rentals, which can be
helpful in softer markets. Use the improvements to really test
market rents and discover just how much money you are not
getting from less-than-inspired older units.

If you time your upgrades to occur at lease renewal, you will
often retain the residents and make it easier for them to swallow
that rent increase you’ve just passed along. That saves you lost
rental income and from having to advertise for new residents.
Overall though, upgrades will bring more renters to your
community. If the general public gets word that you offer
rentals that are a little different—with chances for the new
resident to choose some new finishes—you will soon be work-
ing from a very long waiting list.

Ideas for upgrades
These are tried and true upgrades. Simply put them to the test.

• Simulated hardwood flooring or hard ceramic tile flooring
• Berber carpet or carpet upgrade with thick pad
• Extend short, bathroom mirrors into wall-size mirrors. Add
beveled, stick-on mirror frames to those where the age is
showing around the edges
• Fresh wallpaper or retexture and paint
• Overall custom paint with darker walls and ceilings and
trimmed out with bright white crown molding/chair rails
• Custom paint by room; even better where resident may chose
paint as a closing incentive
• Window treatments: drapes, valences, plantation blinds, etc.
• Upgraded light fixtures, plumbing fixtures, cabinet and door
hardware
• Upgraded appliances

Renters are willing to pay more to get a comfortable answer to
the age-old question, “What will my friends think?”

This article was provided courtesy of Rentals.com, an online residen-
tial rental management firm.  Tracey Hopkins is a strategic marketing
consultant with Archon Residential Services in Irving, Texas, where
her duties include planning and promotion of newly developed multi-
family communities as well as property repositions.  She is also a
national rental housing consultant. You can reach Hopkins by e-mail
at hopkinstd@home.com.

New Urbanism Raises Insurance Concerns
The growing popularity of the design principle “New Urbanism,” whereby housing and retail and entertainment space are

located in close proximity, is transforming many American cities. Developers often build luxury apartments above chic retail shops
and restaurants in formerly deteriorated areas of the city, reinvigorating the old urban core and creating new sources of profit. But
this trend has implications for insurance.

Kenneth Robinson, CIC, a partner at Sehnert, Lumbra, Robinson & Associates, an insurance company in Orlando, said that new
urbanism creates different insurance risks for owner and tenant alike.

“Typically, combining residential and commercial activities in a single building generates a higher insurance rating for the
building,” he said. “The owner of an office building typically isn’t exposed to much risk from fire damage, but if you add a
restaurant, that exposure increases. Likewise, residential apartments increase exposure to risk.”

Business owners should be especially concerned when leasing upstairs residential space to employees, Robinson said. “If  you
have employees living on the site of a commercial operation, you have increased workers compensation risks. If the apartment
resident should suffer an accident in his apartment, a claim that he was investigating a prowler downstairs could bring Workers
Compensation into play. The lifestyle alternatives of new urbanism are intriguing, so long as the risks are covered for all parties.”

Sehnert, Lumbra, Robinson & Associates formed in 1998 with the merger of two agencies and plans a major expansion this year
to include a financial services division and branch offices. The company serves more than 1200 clients in health care, automotive,
construction, hospitality, manufacturing, transportation, and retail. Ken Robinson can be reached at 407-897-3445/800-987-3446.
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LEGALESE
Extended Low-Income Housing Commitments in Low-Income
Tax-Credit Projects: A Disaster Waiting to Happen
BY KRISTIN A. DEKUIPER, HOLLAND & KNIGHT

Failure to comply with the extended low-income housing
commitment requirements of the Internal Revenue Code
is a disaster waiting to happen in many low-income

housing tax credit projects.  An extended low-income housing
commitment is required by Section 42 (h)(6) of the Internal
Revenue Code (the “Code”) in order for a taxpayer to be able to
claim the low-income housing credit for any taxable year.

Compliance with the extended low-income housing commit-
ment requirements of Section 42 of the Code is critical to any
low-income housing tax credit project, because failure to com-
ply in any year results in absolute loss of the credit for that year.
Although most tax credit allocating agencies currently require
taxpayers to enter into an extended low-income housing com-
mitment at some stage in the development process, older projects
may not have complied.  Accordingly, this is an important due
diligence matter in secondary market transactions.  Moreover,
even projects that have a valid extended low-income housing
commitment on record may not comply with the equally impor-
tant lender subordination requirements of Section 42.

What is an Extended Low-income
Housing Commitment?

Section 42 (h)(6) of the Code describes in detail the character-
istics that a qualifying extended low-income housing commit-
ment must have.  In general, an extended low income housing
commitment is defined as an agreement between the building
owner and the housing credit agency which requires that the
“applicable fraction” (as defined in Section 42 (c)(1) of the
Code) for the building for each taxable year of the extended use
period (discussed below) will not be less than the “applicable
fraction” specified in such agreement.

• Section 42 (c)(1) of the Code defines the “applicable frac-
tion” as the percentage of low-income dwelling units in the
building, by number or by floor space.

The extended low-income housing commitment must re-
quire the project to maintain the applicable fraction referenced
in the agreement during the 15-year compliance period and also
for an additional period equal to the longer of (i) an additional
15 years or (ii) such further period as may be specified by the
housing credit agency.  Therefore, the low-income use restric-
tions applicable to any low-income housing tax credit project
will last for a minimum of 30 years (the “Extended Use Period).

How to Identify the Extended Low-
income Housing Commitment

The extended low-income housing commitment is often con-
fused with other documents, such as regulatory agreements or
other restrictive covenant agreements, that are used by tax
credit allocating agencies or lenders to impose various low-
income use restrictions.  In projects financed by tax-exempt
bonds, for example, there is always a recorded regulatory
agreement that ensures compliance with the tax-exempt bond
requirements.  Although the bond requirements are similar to
those imposed by Section 42 of the Code, the bond regulatory
agreement will not comply with Section 42 and, therefore is not
a substitute for the extended low-income housing commitment.

The document required by Section 42 is prepared by the
applicable low-income housing tax credit-allocating agency,
but is not always called an extended low income housing
commitment.  It may be called a declaration of restrictive
covenants, a land use restriction agreement, or some other
variation.  The only way to identify whether an agreement is
a qualifying extended low-income housing commitment is by
reviewing the agreement for compliance with the require-
ments set forth in Section 42 (h)(6) of the Code.

Characteristics of a Qualifying Extended Low-Income Housing
Commitment

Under Code Section 42(h)(6)(B) an extended low-income
housing commitment must:

1. Require that the applicable fraction for each year in the
Extended Use Period be not less than the applicable fraction
specified in the agreement.

2. Allow qualifying tenants (whether prospective, present
or former tenants) the right to enforce in any state court the
requirements of the agreement;

3. Prohibit the disposition to any person of any portion of
the building to which the agreement applies unless all of the
building  to which the agreement applies is disposed of to such
person;

4. Prohibit the refusal to lease to a Section 8 voucher or
certificate holder because of the status of the prospective tenant
as such a holder;

5. Be binding on all successors of the taxpayer; and;
6. Be recorded pursuant to state law as a restrictive cov-

enant applicable to the property.
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Early Termination of Extended Low-
Income Housing Commitment

Under Section 42(h)(6)(E) of the Code, the Extended Use
Period may terminate earlier than the expiration of its stated
term only in the following circumstances:

1. Foreclosure or instrument in lieu of foreclosure (unless
the transfer is part of an arrangement with the owner to termi-
nate the extended use); or

2. At the end of the tax credit compliance period, if the
taxpayer notifies the housing credit agency and the housing
credit agency is unable to present within one year after such
notice a qualified buyer who will continue to operate the project
as a qualified low-income project.

Even if the agreement is terminated through a qualifying
foreclosure or a permitted transfer as a result of following the
procedures with the housing credit agency, Section 42(h)(6)(E)(ii)
prohibits for three years following termination (1) the eviction
or termination of tenancy (other than for good cause) of a
existing tenant of any low-income unit, or (2) any increase in the
gross rent with respect to such unit not otherwise permitted
under Section 42 (the “Three Year Rule”).

Subordination Issues
Because an extended low-income housing commitment must

be binding on all successors of the taxpayer, it is important that
the project mortgage lenders be subordinate to the provisions of
the extended agreement.  If the extended low-income housing
commitment is recorded early in the project, prior to recording
of any mortgages, this result will occur automatically.   How-
ever, in situations where the agreement is recorded at a later
stage, such as upon placing in service or issuance of Form 8609,
it will be necessary to subordinate preexisting mortgages to the
extended low-income housing commitment.

Lenders may balk at the word “subordination.”  In these
instances, it is helpful to explain that, even if the extended low-
income housing commitment is superior to the mortgage lien,
foreclosure will wipe out all restrictions except for the Three-
Year Rule.

It may also be helpful to point out that if a valid extended low
income use commitment with the required superior position (so
that it is binding on all successors to the original taxpayer) is not
on record there is a risk that low-income housing tax credits will
be denied to the project, triggering the equity investor’s credit
adjusters and affecting the project’s financial viability.

Privity of Contract Issues
There is some question under state law whether an agreement

having the characteristics of an extended low-income housing
commitment can be enforced by persons who are not parties to
the agreement, such as tenants or future owners.  In addition,
some states impose restrictions on the period for which re-
corded covenants running with the land are enforceable.  In
order to address these concerns, some states have enacted
legislation that specifically provides that recorded low-income
housing restrictions will not be unenforceable due to lack of
privity of estate or contract or any restrictions of state law on the
time period for which such restrictions may be imposed.

Timing Issues Related to the Extended
Low-Income Housing Commitment

Some states enter into the extended low income housing
commitment early in the tax credit project, in which case the
agreement will be available before closing and can be reviewed
for compliance.  However, many states do not execute the
extended low income housing commitment until a later stage in
the project.

Because the agreement is critical to tax credit availability,
incases where the agreement will be recorded in the future, the
partnership agreement should contain a covenant to enter into
and record such an agreement no later than the end of the first
taxable year in which a tax credit is to be claimed.  The for of
the agreement used by the applicable state housing agency
should be reviewed as part of closing due diligence to make sure
that when it is entered into it will comply with the requirements
of Code Section 42 (h)(6).  Finally, all mortgage loan documents
recorded prior to the recording of the extended low-income
housing commitment should contain corded extended low-
income housing commitment.

LEGALESE
continued from page 11
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FAA PRODUCT/SERVICE COUNCIL
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
   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
Alexander and Edwards Publishing,
Inc.
ANDRE SHASHATY
220 Sansome St. 11th Floor
San Francisco, CA 94104
415-546-7255
FAX: 415-249-1595
andre@housingfinance.com
www.housingfinance.com

Apartment Marketplace/Orlando
Sentinel
DEBBIE PELL
633 N. Orange Ave.
Orlando, FL 32801
407-420-5242
FAX: 407-418-5919
ghanus@orlandosentinel.com

Apartments.com
SHARON PATENAUDE
175 W. Jackson St. 8th FL
Chicago, IL 60604
312-601-6104
FAX: 312-601-6443
spatenavde@homescape.com
www. apartments.com

For Rent Magazine
SHARI LUSK
3343 W. Commercial Blvd. #101
Ft. Lauderdale, FL 33309
954-730-9700
FAX: 954-730-3387
slusk@unitedad.com
www.aptsforrent.com

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

For Rent Magazine
JULIE MILLS
4607 Park Breeze Court
Orlando, FL 32808
407-297-0832
FAX: 407-297-0833
jmills@unitedad.com
www.aptsforrent.com

For Rent Magazine
JUDY CORNYN
8142 Woodland Center Blvd.
Tampa, FL 33614
FAX: 813-882-3799
jcornyn@unitedad.com

For Rent Magazine
CINDY RICH
8142 Woodland Center Blvd.
Tampa, FL 33614
813-822-3799
FAX: 813-882-3799
crich@unitedad.com
www.aptsforrent.com

For Rent Magazine
CHERI STEIGMEYER
8142 Woodland Center Blvd.
Tampa, FL 33614
813-888-6297
FAX: 813-882-3799
csteigmeyer@unitedad.com
www.aptsforrent.com

Greater Jacksonville Apt. Guide
DARLA KEE, ACCT. EXECUTIVE
P.O. Box 56256
Jacksonville, FL 32259
904-733-2584
FAX: 904-737-1437

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

HPC Publications
JAMES MOON
2875 N.E. 191st Street, Ste. PH#3
Aventura, FL 33180
305-933-2787
FAX: 305-933-8643

HPC Publications
SHARON PROVO, REGIONAL
DIRECTOR
5355 Town Center Rd. #401
Boca Raton, FL   33486
561-347-6500
FAX: 561-416-9674
www.apartmentguide.com

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

HPC Publications
LAURA RANDOLPH, ACCOUNT
EXECUTIVE
853 Vanderbilt Beach Rd. #320
Naples, FL 34108
941-596-1800
FAX: 941-596-1799

HPC Publications
JAN MILBRATH, CAM
20 N. Orange Ave. #1200
Orlando, FL 32801
407-420-4671
FAX: 407-420-4676
milbraths2@aol.com
www.apartmentguide.com

HPC Publications
MELINDA COFFEY
975 Eyester Boulevard Ste. 2-2
Rockledge, FL 32955
321-631-3811
FAX: 321-632-1073
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HPC Publications
MELISSA PARRY
3505 Frontage Rd. #100
Tampa, FL 33607
813-289-3404
FAX: 813-289-4979/813-289-1074

REALPAGE
NATALIE TEFFT, SALES & MKTG.
MANAGER
2395 Midway Rd.
Carrollton, TX 75006
214-250-7309

Resources & Services Guide
CAROL S. MOULTON
821 6th St. South
Safety Harbor, FL 34695
727-726-9475
FAX: 727-726-5635

Southwest Apartment Guide
DANA EVEN
8142 Woodland Center Blvd.
Tampa, FL 33614
813-886-0095
FAX: 813-882-3799
www.aptsforrent.com

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

APPLIANCES
ARD Distributors, Inc.
GINA LUCAS-KUEFFNER
P.O. Box 320464
Cocoa Beach, FL 32931
FAX: 407-783-9698

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

ARD Distributors, Inc.
BRIAN MAIR
1600 N.W. 159th St.
Miami, FL 33169
FAX: 305-621-2901

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

Sears Contract & Builder Sales
PHYLLIS LORENZO-HEGELE,
ACCOUNT MANAGER
14721 S.W. 160th St.
Miami, FL 33187
305-969-9843
FAX: 305-233-8065

Sears Contract & Builder Sales
BOB WILLIS, ACCOUNT MANAGER
3825 Forsyth Rd.
Winter Park, FL 32792
800-359-2000 X-1204
FAX: 407-804-9716

Sears Contract & Builder Sales
DONNA REITER, ACCOUNT
MANAGER
2022 St. George Ave.
Winter Park, FL 32789
407-740-7491
FAX: 407-740-6728
DonnaatSears@aol.com

Sears Contract & Builder Sales
TOM McCONKEY
3825 Forsyth Rd.
Winter Park, FL 32792
FAX: 407-804-9716

Sears Contract & Builder Sales
BOB SAINSBURY
3825 Forsyth Rd.
Winter Park, FL 32792
FAX: 407-804-9716

AQUASCAPING
American Ecosystems, Inc.
KEVIN YOUNGBERG
P.O. Box 40517
St. Petersburg, FL 33743
727-525-6700
FAX: 727-525-6605
amereco@mindspring.com

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

CALL ANSWERING/ TRACKING
Call Source
J. KEITH SWINEY
1021 Rosetree Lane
Tarpon Springs, FL 34689
800-225-7147
FAX: 727-943-9889
kswiney@callsource.com
www.callsource.com

CARPET/ FLOORING
Home Carpet Industries, Inc.
ROGER ROLLINS
2730 Dug Gap Rd., SW
Dalton, GA 30722-3385
FAX: 706-277-3385
sales@homecarpet.com
www.homecarpet.com

House of Floors Inc.
JOHN MACIEWICZ
1345 Bennett Dr.
Longwood, FL 32750
407-830-6999
FAX: 407-830-8657

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

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

House of Floors of Tampa, Inc.
MIKE BRODSKY
7735 Anderson Road
Tampa, FL 33634
813-249-7600
FAX: 813-886-8845

COLLECTIONS/ SCREENING
Applicant Screening and Processing
JIM BALASCHAK
3592 Aloma Ave #11
Winter Park, FL 32792
407-702-0974
FAX: 407-702-0981
Jimb@asapscreening.com
www.asapscreening.com
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Capstone Credit Services, Inc.
DOUG CULLARD, PRESIDENT
P.O. Box 1267
Lutz, FL 33548
813-949-0631
FAX: 813-948-3679
cap1@roadrunner.rr.com

NCC Business Services
JOHN GRAY, NATIONAL SALES
DIR.
3733 University Blvd. W. # 300
Jacksonville, FL 32217
john.gray@nee-business.com
www.nccbusiness.com

COMPUTERIZED KEY CONTROL
Key Track, Inc.
RYAN DETTMER
3075 Breckinridge Blvd., #440
Duluth, GA 30096
770-564-0850
FAX: 770-564-5967
sales@keytrack.com
www.keytrack.com

Key Track, Inc.
CARLOS PENTON
3075 Breckinridge Blvd., #440
Duluth, GA 30096
770-564-0850
FAX: 770-564-5967
sales@keytrack.com
www.keytrack.com

Key Track, Inc.
FRED BARRA
3075 Breckinridge Blvd., #440
Duluth, GA 30096
770-564-0850
FAX: 770-564-5967
sales@keytrack.com
www.keytrack.com

CONSTRUCTION
The Richards Group
RICHARD HAINES
667 Harold Ave.
Winter Park, FL 32789
407-628-2558
FAX: 407-628-8965

EMPLOYEE LEASING
Paychex Business Solutions
ANDREA MAHONEY
10105 Ninth Street North
St. Petersburg, FL 33716
727-579-7246X-2801
FAX: 727-579-1401
amahoney@paychex.com

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

FITNESS EQUIPMENT
Athletic Training Systems, Inc.
MARIANN BRADLEY
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

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

GATED ACCESS CONTROL
Allied Fence U.S.A. Corp
RON VARVEL
P.O. Box 561607
Orlando, FL 32856
407-896-6636
FAX: 407-896-4203/800-422-4936
ea80mc@aol.com
www.alliedfence.org

American Access Controls, Inc.
CHERYL KEELEY
21249 Lakes Thomas Rd.
Land O’ Lakes, FL 34639
813-996-1601
FAX: 813-996-4095
AACI@gte.net

Galaxy Gate Systems
FRED SCANLAN
10214 Hickory Flat Hwy.
Woodstock, GA 30188
770-343-8586
FAX: 770-569-0717

TEM Systems, Inc.
GARY THOMAS
630 NW 113 Street
Miami, FL 33168
FAX: 305-751-2752
sales@temsystems.com
www.temsystems.com

GENERAL CONTRACTORS
Coastal Reconstruction, Inc.
SCOTT McCURDY
1850 Lee Rd., #122
Winter Park, FL 32789
407-644-1800
FAX: 407-644-8404
smcc1800@aol.com

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

KMI Contracting, Inc.
JENNIFER LAVIDETTE
1505 General Arts Rd.
Conyers, GA 30012
770-388-9007
FAX: 770-388-0256

Perfection Plus Contracting, Inc.
JAMES M. BIFANO
2642 Floral Ave, #2
Apopka, FL 32703
407-445-4848
FAX: 407-445-4838

INTERIOR RESTORATION
Wall to Wall Services International,
Inc.
DeANDRE L. CARTER
9420 Lazy Ln., #A-12
Tampa, FL 33614
813-935-7743
FAX: 813-930-8211
walltowall.deamdre@bte.net
walltowallservices.com

INTERNET PURCHASING SERVICE
Handy Source
LARRY KRATZ
6620 Cortez Rd. W.
Bradenton, FL 34209
941-795-4760
FAX: 941-795-1716
bmilhoan@handysource.com
www.handysource.com

INTERNET RENTAL SERVICES
CAIS
ALI REGLI
5404 NE 21 Terrace
Ft. Lauderdale, FL 33308
954-771-9117
a.regli@cais.com
www.cais.com
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Partner Communications and Services
DEBORAH CROQUART,
210 North Tucker Blvd. #300
St. Louis, MO 63101
314-621-4300
FAX: 314-241-7279
www.partnercs.com

Rentals.com
BRIAN DOHERTY, DIRECTOR OF
SALES, EASTERN REGION
67 Dunwoody Springs Drive
Atlanta, GA 30328
770-595-5819
FAX: 770-696-6909
briand@rentals.com
www.rentals.com

Rentals.com
TERRY FEINBERG, V.P.,
ASSOCIATION & INDUSTRY
SUPPORT
3000 Bridge Parkway., #103
Redwood City, CA 94065
800-922-1990X-2660
FAX: 650-622-2601
terryf@rentals.com
www.rentals.com

SpringStreet.com
TERRY CARPENTER
1259 Marina Point, #307
Casselberry, FL 32707
407-362-8177
FAX: 401-679-5550
terry.carpenter@springstreet.com
www.homestore.com

Springstreet.com
RHONDA LEMIRE, REGIONAL
ACCOUNT MANAGER
4725 N. Scottsdale Rd. #300
Scottsdale, AZ 85251
480-941-2800X-160
FAX: 425-969-4385

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

LAUNDRY
Coin-O-Matic, Inc.
DAVE WALLACE
Sales Manager
3950 NW 31st Ave.
Miami, FL 33142
305-635-4141
FAX: 305-635-1118
coinop313@aol.com
Coin-o-matic.com

Coin-O-Matic, Inc.
RALPH SALAS, ACCOUNT
EXECUTIVE
3950 N.W. 31st Ave.
Miami, FL 33142
305-635-4141
FAX: 305-635-1118
coinmiami@aol.com
Coin-o-matic.com

Coinmach Corp.
ROBIN BERMAN ROBINS
3466 N. Miami Ave.
Miami, FL 33127
FAX: 305-573-6613
robrobfl@aol.com
www.coinmach.com

Coinmach Corp.
KRYS BANKER, REGIONAL VICE
PRESIDENT
4208 Daubert St.
Orlando, FL 32803
407-895-1700X-210
FAX: 407-895-3010

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

Web Service Co., Inc.
GERRY McCALLUM
5553 Ravenswood Rd #111
Ft. Lauderdale, FL 33312
954-981-5119
FAX: 954-981-6477

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

MARKETING
GTE/LinkIn
ROSE M. CLARK
201 N. Franklin St., MC FLTC0035
Tampa, FL 33602
813-276-1038
FAX: 813-209-9317
roseclark@sales.devsvcs@fltpa
www.gte.com/linkin

MORTGAGE BANKERS
Collateral Mtg., Ltd.
RANDY. KILGORE, VICE
PRESDIENT
225 S. Westmonte Dr. #2080
Altamonte Springs, FL 32714
407-772-0750
FAX: 407-772-0749

GMAC Commercial Mortgage
EDWARD BUSANSKY
3820 Northdale Blvd. #200 B
Tampa, FL 33624
813-264-5754
FAX: 813-968-6698

Key Commercial Mortgage
BRAD COX, REGIONAL MGR.
365 Northridge Rd. #230
Atlanta, GA 30350
770-481-0503
FAX: 770-354-1244

Key Commercial Mortgage
DARRELL BUFFENBARGER, PROP.
SPVR.
4300 W. Cypress St. #200
Tampa, FL 33607
813-354-0222
FAX: 813-354-1244

PAINTING/ EXTERIOR CLEANING
Beckner Painting Southeast, Inc.
DAN BOYLE
9420 Lazy Ln.
Tampa, FL 33614
813-933-9213
FAX: 813-933-9313
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Besner Painting, Inc.
ANITA TUCKER
702 Savage Ct.
Longwood, FL 32750
407-831-8352
FAX: 407-831-1299

Color Wheel Paints & Coating’s
TIM HARTMAN
2814 Silver Star Rd.
Orlando, FL 32808
407-293-6810X-143
FAX: 407-578-7575

East Coast Painters, Inc.
TOM TRIMBLE
7914 NW 64th St.
Miami, FL 33166
800-318-8291
305-592-3298
FAX: 305-599-3083
east_coast_paint@msn.com

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

PEST CONTROL
APC Pest Mgmt.
E. JAY WELLS, OWNER
P.O. Box 965094
Marietta, GA 30066
FAX: 770-516-0010
apcpur@aol.com

Archer Exterminators, Inc..
DEBRA B. FOLKES
8609 Forest City Rd.
Orlando, FL 32810
407-521-7373
FAX: 407-521-7454

POOL FURNITURE
Jake Brothers, Inc.
BRENDA BABAUTA
1633 S. Kirkman Rd.
Orlando, FL 32811
407-522-8740
FAX: 407-522-1938

PUBLIC ADJUSTERS
Adjusters International
PASQUALE CUCCARO
2803 West Busch Blvd.
Tampa, FL 33618
FAX: 813-935-5480

RENTAL FURNITURE
Cort Furniture Rental
GEORGE BERTRAND
1920 Semoran Blvd.
Winter Park, FL 32792
FAX: 407-678-3614

General Furniture Leasing
PETE REGULES
4515 Metric Dr. #2
Winter Park, FL 32792
407-681-3045
FAX: 407-681-3462
pregules@cort.com

ROOF/ EXTERIOR CLEANING
Mallard Systems
JOHN LEAVITT
265 Hunt Park Cove
Longwood, FL 32750
407-831-3825
FAX: 407-831-3116
johnl.@mallardsystems.com

TELECOMMUNICATIONS
OnePoint Communications
REBECCA MILLS
5000 McGinnis Ferry Rd.
Alpharetta, GA 30005
770-667-5905
FAX: 770-663-7898
nancy.wright@onepointcom.com
www.onepointcom.com

Premiere Technologies
RONNI MENDELSOHN
105 E Robinson Street, #550
Orlando, FL 32801
877-756-2295
FAX: 877-756-2295
ronnimendelsohn@premvoice.com

UTILITIES
Florida Power Corp.
ALAN SWISHER
925 Sunshine Ln. #1080
Altamonte Springs, FL 32714
407-646-8535
FAX: 407-646-8304

Viterra Energy Services Corp.
CRAIG McLANDLESS
4403 Vineland Rd. #203
Orlando, FL 32811
407-648-9800
FAX: 407-648-9600

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

American Water & Energy Savers
MICHAEL SLOUP
4431 North Dixie Highway
Boca Raton, FL 33431
561-361-4014
FAX: 561-361-4201
sloupy@americanwater.com
www.americanwater.com

WATER METERING
Aquameter, Member of Viterra Energy
LEE HELT
11266 W. Hillsborough #288
Tampa, FL 33635
888-742-2782
FAX: 813-818-9069
Leehelt@aquameter.com
www.aquameter.com

CBSI - Conservation Billing Svcs., Inc.
VICTORIA GASQUE
5452 W. Crenshaw #4
Tampa, FL 33634
800-884-4885
FAX: 813-889-7881

Minol-MTR, L.P.
CAROLYN LITTLE
12770 Coit Rd. #919
Dallas, TX 75251
972-386-6611
FAX: 972-386-7711

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


