
ith an ever-changing appli-
cant pool, you must make 

strategic adjustments to your screen-
ing criteria to ensure that you are 
renting to as many qualified appli-
cants as possible. As 2010's rental 
season begins to take off, it's a good 
time for management companies to 
review their current acceptance crite-

ria. First, you want to ensure that 
your screening criteria and corporate 
goals for 2010 are aligned, and that 
the former doesn't interfere with the 
latter. Next, you want to evaluate 
your existing screening criteria in the 
context of your current and future 
applicant pool.
 

Rental application volume has 
increased by 4% through the first 
few months of 2010, when compared 
with the same time period in 2009; at 
the same time, the number of reject-
ed applicants has increased by 1% 
(based on a study of RentGrow cli-
ents). Looking forward, properties 
will begin to see more and more 
applications as the "busy season" 
arrives, while also seeing the credit 
worthiness of their applicant pool 
continue to decline as those most 
impacted by the economic downturn 
begin to return to the rental market. 
Properly evaluating the risk of this 
growing population of "borderline" 
applicants will dictate a property's 
level of success in 2010 and beyond.

Based on current rental conditions 
and real-life success stories of our 
clients, RentGrow recommends three 
key screening process adjustments to 
consider for 2010:

1. Reduce the Time Period of 
Evaluation

It is valuable to review the time 
period evaluated for credit and crim-
inal history in your screening criteria 

and adjusting if appropriate. 
Companies could successfully 
increase their acceptance rates by 
reducing the time period evaluated 
for credit and criminal history. One 
12,000 unit property management 
company in the Midwest reduced the 
number of years that credit data was 
scored from 2 years to 1, increasing 
the number of accepted applicants 
by over 5%, while at the same time 
maintaining a low delinquency rate. 
Another company decided to over-
look misdemeanor criminal offenses 
over 5 years old, yielding them an 
additional 1% in acceptances.

2. Examine Security Deposit 
Amounts

It’s best to examine your security 
deposits levels periodically to deter-
mine whether or not yours are inline 
with local competition. In today's 
economy, qualified applicants can be 
won over with a more attractive 
deposit, such as surety bonds or 
monthly rental supplement pro-
grams.
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The Floor Store
FOR ALL YOUR FLOORING NEEDS

Make purchases easy & save $$ with
carpet package discounts. 

Call today to schedule a FREE
Estimate or on-site measurment!

PACKAGES STARTING AT:

OR CCB# 134958 WA CCB #FLOORS1011W6

Stop by our store located just west of 82nd Ave

5628 SE Woodstock Blvd., Portland, OR 97206

• Carpet
• 6 # Pad
• Installation
• Tear & Haul  
   (old carpet)

$13.99 Installed

We do countertops, pre-finished  
hardwoods, Tile & Stone

Residential & 
Commerical(503) 408-6488

LET US HELP YOU WITH
YOUR OTHER FLOORING 
PROJECTS

• Instock Laminate Flooring
• Instock Vinyl
• Instock Konecto Flooring
• Instock Linoleum



3. Better Understand Your 
Cancellations 

As application fees have fallen, 
and in some cases disappeared 
entirely, cancellation rates have 
increased significantly. Historically, 
10-15% of applicants who applied 
and were accepted would cancel 
prior to move in. In recent years, this 
number has doubled to an average 
near 30%. For every 100 accepted 

applicants that your company is able 
to attract, nearly 30 of them are 
choosing to take residence elsewhere. 
By monitoring and studying this 
applicant group, you can better 
understand why this is happening 
and ultimately reduce your number 
of cancellations. 

Although no one can control over 
our current economy, property man-
agers can make the proper adjust-

ments to lessen the blow. By honing 
in on maximizing each property's 
applicant pool, property managers 
can keep vacancy issues at bay dur-
ing this tough economic time. It is 
wise to discuss possible strategic cri-
teria adjustments with your resident 
screening provider to maximize the 
true potential of your applicant pool; 
they can help to qualify the best of 
the bunch and fill your vacancies 

with qualified renters.

Georgina Bockel is the local sales con-
sultant of RentGrow, Inc., the resident 
screening experts (www.rentgrow.com). 
She can be reached at bockelg@rentgrow.
com or call (800)736-8476 ext. 207.

 

HUD Adds Important Civil Rights ...continued from front page

Maximizing Your Applicant Pool ...continued from page 4

Commercial and Residential
Visit us at www.corderopaintinginc.com  

or call us at 503-848-7788

Cordero Painting is a full-service family owned 
painting contractor in business since 1995.  

We proudly serve the Portland/Seattle area.  
We are commited to quality workmanship for  

a fair price with a full guarantee.

Our Services:

Interior & Exterior Painting
Accent Walls

Pressure Washing
Gutter Cleaning

Countertop Resurfacing
Tub and Surround Resurfacing

Drywall repairs

resents a nearly complete reversal from 
a year ago, when 43 percent said it was 
lower. 

The Equity Financing Index 
increased further from 66 to a record 
71, indicating that equity financing is 
more available. Nearly half indicated 
that equity financing was more avail-
able; another record. Only three per-
cent thought equity financing was less 
available. This is the sixth consecutive 
quarter this index has improved. 

The Debt Financing Index also 
increased, from 49 to 58, meaning bor-
rowing conditions have improved. 
Eighteen percent said conditions for 
multifamily borrowing were better 
this quarter; nearly 80 percent indicat-
ed that borrowing conditions were 

unchanged. Only two percent said 
conditions were worse.

 Full results are posted at www.
nmhc.org/goto/QuarterlySurvey.

Based in Washington, DC, NMHC is a 
national association representing the inter-
ests of the larger and most prominent 
apartment firms in the U.S. NMHC’s 
members are the principal officers of firms 
engaged in all aspects of the apartment 
industry, including owners, developers, 
managers and financiers. One-third of 
Americans rent their housing, and over 14 
percent live in a rental apartment. For 
more information, contact NMHC at 
202/974-2300, e-mail the Council at info@
nmhc.org, or visit NMHC’s web site at 
www.nmhc.org.
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bia prohibit discrimination based on 
gender identity.

HUD's General Section will not 
consider an applicant's submission if 
they fail to meet minimum thresholds 
which will now include being able to 
demonstrate that they have not been 
charged with a systemic violation 
of state or local law proscribing dis-
crimination in housing based on sex-
ual orientation or gender identity.

Last October, HUD Secretary 
Shaun Donovan announced a series 
of measures to ensure that the agen-
cy's core housing programs are open 
to all, regardless of sexual orienta-
tion or gender identity. In addition 
to the notice published today, HUD 
intends to propose new regulations 
that will clarify that the term "fam-
ily" as used to describe eligible ben-

eficiaries of HUD's programs include 
otherwise eligible LGBT individuals 
and couples. The Department's in-
tent to propose new regulations will 
clarify family status to ensure its core 
housing programs are available to all 
families, regardless of their sexual 
orientation or gender identity.

The Federal Housing Administra-
tion (FHA) will also instruct its lend-
ing community that FHA-insured 
mortgage loans must be based on 
the credit-worthiness of borrowers 
and not on unrelated factors or char-
acteristics such as sexual orientation 
or gender identity. Finally, HUD will 
commission the first-ever nation-
al study of discrimination against 
members of the LGBT community in 
the rental and sale of housing. The 
Department is currently seeking on-

line public comment from interested 
parties in how it might design this 
new study.

In addition, HUD will provide en-
hanced customer services for mem-
bers of the public who bring fair 
housing complaints to the Depart-
ment's attention on the basis of LGBT 
status. Specifically, in places where 
state or local laws already prohibit 
LGBT-related housing discrimina-
tion, intake staff in HUD's Office of 
Fair Housing & Equal Opportunity 
will ensure these complaints are di-
rected to the appropriate state and lo-
cal anti-discrimination offices. HUD 
intake staff also will be trained to 
identify any allegations over which 
HUD has existing authority under 
the Fair Housing Act, such as HIV/
AIDS-related discrimination, that 

may be considered grounds for en-
forcement action based on the law's 
current protections (i.e., against dis-
ability discrimination).

HUD's mission is to create strong, 
sustainable, inclusive communities and 
quality affordable homes for all. HUD is 
working to strengthen the housing mar-
ket to bolster the economy and protect 
consumers; meet the need for quality af-
fordable rental homes: utilize housing as 
a platform for improving quality of life; 
build inclusive and sustainable com-
munities free from discrimination; and 
transform the way HUD does business. 
More information about HUD and its 
programs is available on the Internet at 
www.hud.gov and espanol.hud.gov.




