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Resident Screening Trends for 2011

Georgina Bockel, Sales Consultant at RentGrow, Inc.

2010 has been another challenging
year for many as the economy con-
tinues to rebound, but optimism pre-
vails as we enter 2011 and anticipate
significant improvements industry-
wide. We all look forward to the fresh
start that a new year provides - re-
inventing the existing, transforming
the negative to positive, and work-
ing together as an industry to pros-
per. As we sets goals, plan budgets,
and strategize for the year to come,

keep in mind these resident screen-
ing tips and trends for planning your
successful 2011.

Applicant Credit Trends

It is wise to understand the credit
profiles of your applicant pool in or-
der to best customize your screening
criteria and accept all qualified ap-
plicants. Recently, two notable credit
trends have emerged related to rent-
al applicants with foreclosures and
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bankruptcies, as well as applicants
with thin or no credit history.

1. More rental applicants
with “older” foreclosures
and bankruptcies.

When the housing bubble burst in
2008 and our nation fell into its cur-
rent recession, there was a significant
group of people who were immedi-
ately affected — the first to get laid
off, lose their incomes, and see their
strong credit histories deteriorate. As
time has passed, many of these peo-
ple are now beginning to re-emerge
into the rental market with their
credit delinquencies resolved. As an
example, RentGrow has seen a 17.3%
increase of applicants with foreclo-
sures over 2 years old, from Q3 2009
to Q3 2010.

It is important to establish appro-
priate screening criteria with your
screening provider to take advantage
of this unique group of potentially
qualified rental applicants.

2. Nearly 1/3 of rental appli-
cants have thin or no credit.
Over 32% of applicants processed
through RentGrow has thin or no
credit history. RentGrow has seen
this group of rental applicants grow
consistently each year. Make sure you

are adequately gauging and manag-
ing the opportunity associated with
the large number of applicants in this
category, as they can often present
significant risk.

Work with your resident screen-
ing provider to understand how
these applicants are performing at
your properties, and whether you
need to make any screening criteria
adjustments, such as modifying de-
posit levels or conditional acceptance
policies.

Online Leasing Continues to
Grow

Online leasing is a growing tech-
nology in the multifamily industry
that is proving an effective tool for
capturing new leases and generating
renewals. According to Multifam-
ily Executive’s article titled “Online
Marketing and Leasing to Dominate
2011 Multifamily Tech Spend,” Chi-
cago-based AMLI Residential reports
success using online leasing technol-
ogy, stating that 67% of their leasing
in 2010 was conducted online (MFE,
11/15/10).

When your online leasing goes
from, let's say, 4% to 30% of your
lead generation, are you and your
staff going to be ready?
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Low Income Housing Institute (LIHI),
is looking for a Senior Property Manager/
Special Projects Manager with Supportive
Housing experience. Required - 4 yrs
property management exper of a building
with more than 62 units; exper landlord,

tenant & Fair Housing laws; exper with Low-
Income Housing Tax Credits financing &
Section 8 requirements. Experience working
with low income and/or homeless individuals
is desired.

Entries and Breezeways

Sidewalks and Concrete

Property Manager/Special Projects
Manager

Mail cover letter and resume to: HR, 2407
1st Ave, #200 Seattle WA 98121, fax (206)
443-9851, email hr@lihi.org.

See full job description at www.lihi.org.
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6th Annual . continued from front page

this a memorable and affordable
event. The cost is $69 for Members,
$85 for Non-Members with discounts
available for bulk registrations.
There is no better deal in town for
this level and breadth of courses and
resources offered for the multi fami-
ly industry.

Whether you network in our new
Cyber Café, cheer for your favorite
Maintenance Mania race car as it
zooms down the track or wander
through the 100 booths and exhibi-

tors of personable suppliers, you
will not be disappointed with the
experience, products and knowledge
you will gain on April 21st. For addi-
tional information or to register on
line, please visit our website at www.
wmfha.org. Thank you for your sup-
port and we look forward to seeing
you at the 2011 Educational
Conference and Exposition.
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NMHC’s 2009 Apartment Tech-
nology Conference and Exposition
concluded that the business model is
changing for property management
companies as more operating func-
tions are automated and more leas-
ing is performed online. As a result,
property management companies
may need fewer—and possibly dif-
ferent— people staffing their proper-
ties (NMHGC, 11/23/09). If you invest
in online leasing technology, make
sure your personnel align well with
your online leasing initiative.

Adapt Screening Criteria to
Trends

As always, market conditions, ap-
plicant traffic patterns and technol-
ogy are going to evolve over time. It

is important to stay up to date with
resident screening trends so that you
appropriately adapt your screening
criteria for optimal results.

Contact your resident screening
provider to discuss these trends and
to better understand how your busi-
ness is impacted.

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.
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Let's Clear the Air -

Breathe Easy with CIG’s
Smoke-Free 10% Premium
Credit for Apartment Owners

Capital Insurance Group (CIG) is lighting up the industry
with smoke-free policy incentives for apartment property
owners and condominium associations. If you maintain a
smoke-free environment in your buildings, you now qualify
for a 10% premium credit. Going smoke-free lowers rehab
costs; turnover time is faster due to less preparation and
repainting; there’s less wear ‘n’tear on ventilation systems;
lower fire risk, and you save on your insurance premium.
Now that the air is cleared, call your CIG Insurance

Advisor today.

Why is CIG the Western
Regional Leader in Apartment
Property Insurance?

o Business Income Coverage enhancement to
Actual Loss Sustained basis provided with our
Plus form at no additional charge

e Optional 18 to 24-month coverage for business
income continuity

e Multiple options for building ordinance coverage
e Convenient consolidated multi-policy billing
® 24/7 FastTrack Processing™ Claims Service

o Rated “A” Excellent by A.M. Best and selected for
Ward'’s Top 50

e And more...

To learn how to save more, connect with a CIG
Insurance Advisor:

Seattle

Propel Insurance
206-676-4200
Lic. # 5688

Seattle

Alliance Insurance, Inc
206-362-3500

Lic. # 129449

. CIG DELIVERS MORE.
0 , Continuously.”

Capital Insurance Group (CIG) has been serving the West for more than a century. Since 1898. CIG is rated
“A" Excellent by A.M. Best, the independent financial monitor of insurance carriers. Ward Group, the
industry standard bearer in insurance company benchmarking and best practices, placed CIG among the
top 50 Property-Casualty Carriers out of over 3,000 insurers nationwide. CIG Commercial coverage is
currently available in Arizona, California, Nevada, Oregon, and Washington. Types of policies may vary
from state to state.

More Safety. More Security. More Savings.™

www.ClGinsurance.com
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