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August 11th - CANCELLED IROMA Picnic
Kristin Armstrong Municipal Park Shelter
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By Jeremy Shorts, Esq.

Q: My tenant owes rent, but has
gone silent. I’m at a standstill
because they are not responding to
me at all. What do I need to do?

A: Hiring an attorney is often the last
resort. We always recommend trying
to work with your tenants first to see
if you can work out the problems on
your own. But when a tenant is
ignoring you and not responding or
performing, that limits your
opportunities to try to fix the
problems.
When a tenant goes silent, we
(Continued on page 9)

IAA Announces 2020 Economic
Forecast Speakers
Each year, the Idaho
Apartment Association
organizes an extremely
valuable Economic
Forecasting Conference for
members. This year’s
conference will be no
exception to the tradition. On
September 9th, 2020 IAA has
arranged insightful speakers to
present the most up to date
economic data at the Riverside
Hotel in Boise. The speakers
include Christine Cooper,

1116 Vista Ave #187
Boise, ID 83705
info@iaahq.com

Ask an Attorney:

Economist at CoStar, Wesley
Jost, Senior Vice President of
Zions Bank, and Moe Therrien,
Commercial real estate appraiser
with 37 years’ experience and
commercial real estate broker
for 27 years.
2020’s conference will discuss, in
depth, the recent conditions of
the rental housing market
statewide in Idaho. There will be
discussion of what financial
markers to watch for when
predicting the next recession
(Continued on page 5)

Thank you to our Associate Members
By Len Galus
Regional Manager
Greystar
2020 Idaho
Apartment
Association Board
Chair

One of the most important parts
of the association is the fact that
we can create opportunities for
members to network with each
other. I love attending meetings
and seeing property owners,
managers, maintenance
technicians and others sharing
stories, resources and
information with each other. I
believe that doing that is a key to
being successful in our industry.
The unsung heroes who make
that possible are our Associate (or

Announcing New Benefits for
Members

Vendor) Members. Companies big
and small who not only pay dues
just like our “regular” members,
but who spend hundreds (and in
some cases thousands) of dollars
to sponsor events, projects and
publications. They donate time
and money to work on legislative
activity and events that help you
more than it helps them. They
also provide volunteers to help
staff IAA committees, work at
events and teach classes.
The Associate Members are not
only part of the IAA to get
customers, they are truly invested
in the success of our industry.
They understand that ultimately
your success is their success. That
is true whether they are
accountants, attorneys, plumbers,
landscapers, product suppliers, or
marketing companies.

List Properties



Accept Applications



Screen Applicants



Collect Rent Online

Second, if you know a company,
service provider or product that
you regularly use and enjoy – let
the IAA know about them so
that we can reach out to them!
We are always looking to add
reputable service providers and
suppliers to the ranks of the
Associate Members which we
already have.
- Len Galus

Have you had a
chance to check
out our screening
partners?



So, in recognition of the hard
work put in by all of our
associate members, I would like
to ask you to do two things.
First, please think of them first
when you are in need of help,
since helping them to grow and
succeed will also help the
association and the industry as a
whole to prosper.

Free to create an account and IAA
members receive discounted services.
Follow the link at IAAHQ.COM to receive
the IAA Member pricing, or contact
TJ@rentler.com with questions.
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Comprehensive Application screening
services.
 Full Credit Report with FICO
 Tenant Scorecard
 Database Criminal Search
 Sex Offender Search
 SSN Verification
 OFAC
 Eviction Search
 Residential Verification
 Employment Verification
IDAHO APT ASSOC MEMBER PRICING
Multiple package options available.
Online access to documents, and
option to use Quick Lease Pro.
Use the link on the IAAHQ.COM to
receive member benefits. Call 1-855910-8443 with questions.

Prevent Curb Appeal Creep!
By Mary Gwyn, CPM
Apartment Dynamics
After working in a community for a
while, some of the obvious negative
things become like “white noise,” and
we no longer see them. And little things
can slowly get old or dirty or unkempt,
but since it happens gradually, we may
not notice it. I call it Curb Appeal Creep!
To prevent it, pretend you’ve NEVER
been to your community and look at it as
if YOU were the prospect seeing it for
the very first time! Take a fresh look at
your communities. Use this Curb Appeal
Checklist and get things PERFECT!




Drive past your community from
both directions. Is there any
impediment to seeing the
community? Trees/overgrown
shrubs in the way of your sign? Can
prospects see the entrance prior to
reaching it?
Sign/Entrance – BIG FLOWERS –
make sure you have BRIGHT, BIG,
BOLD flowers, different from your
competitors, and that all is clean,
weed free, mulched/needled, and a
WOW!



Sign/Entrance – is the sign clean,
freshly painted, washed (if moldy),
and beautiful?



Are sign lights timed correctly,
pointed accurately, and working?





post directional signs or paint a
yellow brick road if you have to, but
make it EASY to find!


Is there clearly marked guest
parking at the leasing center?



Is the leasing center welcoming?
Not overgrown, weedy, messy?



Are there flowers at the leasing
center? Big and BOLD? If there is
no space to plant them, make sure
you have fresh, BIG pots full of
beautiful, colorful splashes!



At the entrance sweep, dust, wipe
away cob webs, make it clean, clean,
clean!



Check your door mat for cleanliness
and good condition. If it’s dirty,
clean it, and if it’s old and faded,
replace it.



Do you have an information box
outside your door, packed full of
good marketing collateral? If not,
get one and keep it full!



Is there a way for prospects/
residents to communicate with you?
Say, a secured mailbox or mail-slot
that is attractive and well-marked. If
not, change to one! And if you
reasonably can, have paper and pen
where residents can communicate
with you.



Is there grass where grass goes? If
not, get your landscaper to spray
weed N feed, and scratch the soil
and reseed that area! Make the
entrance PERFECT!
Do you have fresh flags? If not, put
up new ones, clean the old ones,
and change up the colors
frequently!



Appropriate banner and/or bandit
signs (not too many and not too
few)? Keep it simple, classy and
attractive up front!



Fresh Balloons DAILY (if legal…) It’s
fun to color coordinate them with
your flags too!



Is your office hard to find? If so,

The FRONT DOOR! This is a really
important aspect of the prospect’s
impression! Always make sure the
door is freshly painted, clean, glass
is clean (windex is your friend), and
the door knob, lock and hardware
are ADA compliant, but most of all,
fresh and new looking…and make
sure when they touch it there’s
nothing sticky or scratchy (eww!).
We always say, “Where the hand
goes the eye goes!” So if the
hardware has the finish peeling off
or is dated looking or mismatched,
change it for fresh and new.



Clean the entry metal thresholds
(Windex!) or paint them fresh
frequently!



Are office hours posted? Is the sign
still fresh and new looking, or does it
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need cleaning, repainting or
replacing?


Is there a clear clock or sign that
indicates you’ve left the office AND
when you’ll be back? “Back in 30
minutes,” doesn’t help your
prospect or resident since they
don’t know if you left a minute ago
or 29 minutes ago. Consider a wipe
erase board with a friendly note and
the time you’ll return.

Have each member of the team do their
individual inspection with this handy
checklist and compare notes. Don’t let
“Curb Appeal Creep” cause you to make
a bad first impression!

Welcome to our
newest
supplier members!
Perx Pest Control
Pest Control
(208) 939-0777
wayne.bazzle@certuspest.com
www.perxpest.com

ADT Multifamily
Technology
714-858-1344
cnmartin@adt.com
adt.com/smart-communities

SentryWest
Insurance Services
Insurance
801-272-8468
paul.borup@sentrywest.com
www.sentrywest.com

Avoiding Self-Inflicted Damage
By Paul Smith
Executive Director
Idaho Apartment
Association

In my interactions
with IAA members
and landlords
across Idaho, most
recognize what a wonderful state we
live in when it comes to property
rights and landlord tenant law. They
recognize that Idaho is a great state
to be a landlord. We have a quick
eviction process. We are a collection
friendly state. The fees we pay for
rental properties are relatively low
and the regulation, in most cases, is
fair and reasonable. And yet, we are
a state where there are fair laws for
renters too. Of course, there is
always room to improve, but we are
already way ahead of most of the
country when it comes to protecting
Landlord rights.
From time to time I landlords call
who are very frustrated. They rail on
how terrible our laws are – how
tenant-friendly our laws are and how
landlords have no rights. They say
they have been a landlord for years
and the laws, judges, police, or
<insert your preferred villain here>
are all working against landlords.
In one meeting, a gentleman kept
reiterating how awful our laws are
and how tenants can get away with
just about anything. As we discussed
it, I expressed my opinion that if
tenants are getting away with
anything, it is probably because the
landlord is letting them! The landlord
either does not understand the law
or, if they do, they hesitate to jump
through the minimal hoops it takes to
address issues. It became clear as we
continued through the meeting that

most problems landlords cause are
“self-inflicted” and can be avoided.
The problems we have are quickly
dealt with if we know how to
proceed. I wanted this month to talk
about five common “self-inflicted”
damages and how we can avoid them.

Problem 1: Renting to someone
we shouldn’t.
There are several renters in Idaho
with more than seven evictions on
their record, yet they have no
problem finding landlords to rent to
them that they then stiff and become
a pain for. The solution is background
checks and having professional rental
criteria to limit risk.

Problem 2: Tenants continually
paying late.
The solution is to not let tenants pay
late. Either we train our tenants or
they train us. It is a self-inflicted
wound to have a chronic late payer.
They do this because you let them get
away with it. STOP IT. Require on-time
payment, late fees when they pay
late, and evict immediately if they
don’t pay. Evictions take an average
of 25 days and about $500, if done
right. It is that easy.

Problem 3: Tenants violating
your rules.
They move in extra people,
unauthorized pets, they smoke where
it’s prohibited, etc. Solution – Get to
know the “Three Day Comply or
Vacate” notice and serve it the
minute tenants violate the first rule.
Either we train them or they train us.

Problem 4: Outrageous
damages caused by tenant.
The solution is quarterly inspections.
Look for damage. Fix it now and bill
the tenant. If we make them fix the
first damage they do, they are likely
to be more careful later on. Either we
4

train them or they train us.

Problem 5: Tenants leave
while owing lots of money.
The solution is higher deposits,
enforce your rules, make people
pay rent as they go, regular
inspections, etc. The things we
all know we are supposed to do,
but let slide all too easily.
Almost all of our problems as
landlords are self-inflicted.
Reduce them by applying basic
principles of management such
as good screening, enforce your
rents and rules, deal quickly and
professionally (by serving
notices) with problems, and do
regular inspections.
- Paul Smith, Executive Director

.
MEMBERS USING
MEMBERS
If you are using good
companies that have not
signed up with IAA yet,
please encourage them to
do so!
You can email contact
information to
info@iaahq.com and we
will personally reach out
to your supplier or
vendor contact.

(Continued from page 1 - Conference Speakers

era. Suggestions on how to
calculate and budget for rent
growth in your portfolio.
The conference will be held on
September 9, 2020 from 9:00
AM to Noon. Registration and
breakfast will begin at 8:30 AM.
All registrations include
breakfast.

You can register to attend or be
a sponsor for the conference at:
www.IAAHQ.com/events.

$200 Sponsorship
Opportunities
Available
Includes: 2 Tickets,
60 seconds to speak,
Logo on Marketing

Admission is $49 for members,
and $75 for non-members.
We look forward to seeing
everyone there!

Incredible Opportunity to Hear From:
Christine Cooper,
Ph.D.
Regional Economist at
CoStar Group

Wesley Jost
Senior Vice
President and
Manager of Zion’s
Bank Idaho
Commercial Real
Estate Group.

September 9th, 2020
9:00 AM - 11:30 AM

Moe Therrien
Commercial real estate
appraiser with 37 years’
experience and commercial
real estate broker for 27
years.
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Riverside Hotel | 2900 Chinden Blvd Boise, ID

Register : www.iaahq.com/events

2020 Awards Season is
Coming Soon!
Recognize and reward your team members
who work diligently to serve our industry especially this year in these unique times and
stressful circumstances! We’ve all been
serving our industry and navigating
uncharted waters in 2020 so let’s make sure we
really celebrate our successes! We will being
collecting nominations as early as the end of
August so start preparing your list of nominees!
www.iaahq.com/awards

2020 Fair Housing Conference Education Schedule
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2020 Fair Housing Education
Conference & Trade Show
9:30 AM Session | Speed to
the Lead - The Art of Closing
on the First Visit

Classes with
KATE GOOD
Kate Good is a nationally
recognized expert in leasing,
marketing and management.
Kate’s creative energy and
insights are sure to make for an
unforgettable experience as
she recounts her experiences,
including crisis management
during Houston’s Hurricane
Harvey. She will share the most
current tools, trends and
strategy for success.

$50 Admission &
Lunch with
KEYNOTE
Special discount
just for you. Save
$10 by using
Promo Code:
2020IAANEWS
Register at
www.iaahq.com/tradeshow

People are too busy to simply tour an
apartment. They are contacting you
because they want to lease an
apartment. So why do we treat them
like they are “just looking”? Don’t be
fooled by the vocabulary your customer
uses. Just looking means I have not
found what I am going to rent. This
program will teach every marketing
professional and leasing consultant the
art and science of closing on the first
visit.

10:45 AM Session| Perfect
10 Leasing
Everyone wants to ace their shopping
reports and our best leasers often do.
So that means that everyone should
have the accelerated skills to get a
perfect score. In this program, Kate
shares her secrets for better leasing.
Soon she can make this happen for
your team. This is THE LEASING
FORMULA of the future.

October 28,
2020
Riverside Hotel

2900 Chinden Blvd Boise
8:00 AM
Registration & Trade
Show Floor Opens
9:00 AM
Opening Session
9:30 AM
Education Session 1
10:45 AM
Education Session 2

12:00 PM

HUD ESA GUIDANCE
ATTORNEY PANEL
1:30 PM
Education Session 3
2:45 PM

1:30 PM Session | 50 Ways
to Market, Connect and
Create a Customer
We are wired for connection. We are
designed to want relationships with
people and to need people. Yet if we’re
honest the biggest cause of stress,
anger and frustration in our lives are
often caused by people! So, the very
thing we need, want and desire is the
very thing that drives us crazy! In this
session you’ll discover how to
effectively deal with the difficult people
in your life in ways that build
connection and trust, and without
making any situation even worse.
7

Closing Ceremonies & Prize
Giveaways
3:15 PM
Education Session 4

Other Classes Include:
Boise City App Law
Enforci
Evaluating Investments
Maintenance Courses
Social Media Marketing

IROMA President’s Message:
The Obstacle in Our Path
By Tom Eubanks
2020 IROMA
President

about getting the stone out of
the way.

A peasant came along carrying a
load of vegetables. Upon
In ancient
approaching the boulder, the
times, a King
peasant laid down his burden
had a boulder placed on a
and tried to push the stone out
roadway. He then hid himself
of the road. After much
and watched to see if anyone
pushing and straining, he finally
would move the boulder out of succeeded.
the way. Some of the King’s
After the peasant went back to
wealthiest merchants and
pick up his vegetables, he
courtiers came by and simply
noticed a purse lying in the road
walked around it. Many people
where the boulder had been.
loudly blamed the King for not
The purse contained many gold
keeping the roads clear, but
coins and a note from the King
none of them did anything
explaining that the gold was for
the person who removed the

boulder from the roadway.
MORAL OF THE STORY: Every
obstacle we come across in life
gives us an opportunity to
improve our circumstances,
and whilst the lazy complain,
the others are creating
opportunities through their kind
hearts, generosity, hard work
and willingness to get things
done.

Compiled by Dan Weston
Originated from www.wealthygorilla.com

2020 IAA Calendar
August 27th, 2020

September 9th, 2020

Business to Business Exchange |
Reverse Tradeshow
9 AM - 1 PM | Virtual Event
Economic Forecasting Conference
9 AM to 11:30 AM | Riverside Hotel, Boise

2020 IROMA Calendar
IROMA PICNIC CANCELLED - see next
page for details
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2020 IROMA ANNUAL PICNIC
IROMA PICNIC – CANCELLED
Much to our dismay, we have cancelled our upcoming
IROMA Annual Picnic scheduled for August 11, 2020.

We look forward to resuming our tradition in the
summer of 2021.
In the meantime, keep safe, wear a mask, wash your
hands often, maintain a safe distance.

(Continued from page 1 - Ask an Attorney)

recommend that you serve the
tenant with the eviction notices
applicable to the problems you’re
dealing with. In the current
situation, that would be a “Three
Day Pay or Quit” that gives the
tenant three calendar days to
either pay the balance owed or
vacate the property.

forward with an eviction.
You never know when a problem
tenant will turn into an eviction.
Contact an attorney for advice if
you feel out of depth or unsure of
what the next step is.

-Jeremy Shorts, Esq.
Eviction Law

Even if you want to try to avoid
filing an eviction, you should still
serve an eviction notice.
That gives the tenant the three
days required under Idaho law to
come to the table to work things
out. If they don’t respond, then
you’ve cleared the path to move
9

Directory of Preferred Suppliers and Vendors
“Members doing business with Members”
Apartment Listing
American Falls
Housing Authority

afhousing@hotmail.co
m

Apartment Locators
Home Finding
Service
James Asroui
208-939-6106

Disaster Kleenup
Serving Treasure
Valley
208-941-6697

Apartments.com
Michele Davis
509-688-5233
mdavis@costar.com

Flooring
Cost Less Carpet
Bryan Wippel
208-378-0279

hudsonservices2019@g
mail.com

emeraldlawnandpest@
gmail.com
\

Green Services Inc.
208-794-6448

jamin@mygreenservice
s.com
www.mygreenservices.c
brett@shancohvac.com om

ShanCo HVAC
Brett Shannon
208-906-6928

Apartment List
602-743-3262

Emerald Lawns
208-570-2717

scott@boisefitnessequi
joe.blackwood@iddk.co pment.com
m
www.iddk.com
H.V.A.C. Services

Hudson Cleaning Co.
Cherish Tharpe
info@apartmentconnec 208-392-5514
tor.com

www.apartments.com

johnb@cuttingedgeland forcement.net
scape.com

Fitness Equipment
Boise Fitness
Equipment
Scott Wilde
208-884-0885

U.S. Lawns
Boise Area
ServPro of Boise
208-463-4317
208-375-0300
Twin Falls Area
btewell@servproboise.c costlesscarpet@gmail.c 208-934-6255
om

om

Surface Restoration
720-416-7151

Great Floors
208-884-1975

Laundry Services
CSC Service Works
tanya@surfacerestorati b.embree@greatfloors. Kye Bunnell
385-215-4500
on.net
com
kbunnell@cscw.com
Starlit
Cleaning
Sherwin Willams
Housing Idaho.com
Catherine Glass
Floorcovering
Hainsworth Laundry
208-331-4743
208-859-6705
208-362-9773
Company
lesliep@ihfa.org
www.IdahoHousing.co catherineglass561@gm sw8622@sherwin.com Melissa White
ail.com
800-529-0955
m
Insurance
System Kleen &
melissa@hainsworthlau
Rent Path
Renters Legal
Restoration, Inc.
ndry.com
208-841-5652
Liability
Traviswilson@rentpath. Kent Mortensen
Julie Larson
Maintenance Supply
208-371-8878
com
801-783-3565
www.apartmentguide.com systemkleen@gmail.co
julie@rllinsurance.com HD Supply Facilities
m
Dan J. Stewart
Rentler
Strategic Risk
208-514-9920
Sandy, UT 84070
Collections
Alternatives
daniel.stewart@hdsupp
tj@rentler.com
Bre Cohen
Genesis Credit
ly.com
www.rentler.com
208-424-2249
www.hdsupplysolutions
Management
Attorney
info@strategicriskaltern .com
844-662-9001
atives.com
Law Offices of Kirk A. bill@genesiscred.com
Mortgage Finance
Cullimore
Western Reporting
CBRE
Construction
&
www.cullimorelaw.com
Brent Rasmussen
Shawndy Behne
Repairs
kirkjr@cullimore.net
801-308-0005
505-837-4997
brent.rasmussen@west Shawndy.behne@cbre.c
Neal Colborn, PLLC
A Grade Quality
ernreporting.com
om
James Colborn
Painting
www.westernreporting.co
208-343-5931
agradequalitypainting@gmail.c m
Paint
gln@idahorealestatela om
w.com
agradequalitypainting.c Internet, TV &
A Grade Quality
om
Phones
Painting
Cleaning and
208-919-2679
Restoration
Century
Link
Communications
agradequalitypainting@
208-412-0010
gmail.com
Bio-One Boise
Key Texting
Ebin.Barnett@centuryli
Travis Nichols
Craig Holmes
Sherwin Williams
nk.com
510-708-7485
208-505-8731
www.centurylink.com/ 208-362-9773
jboyt@apartmentlist.co
m
www.apartmentlist.co
m

Pest Control
Custom Bed Bug
Hans Madsen
208-957-5511

info@custombedbugs.c
om

Pestcom Pest
Management
Steven Wilson
208-639-1776

www.biooneidahofalls.com

CTR Cleanup & Total
Restoration
208-377-1877

Financing
Washington Federal
Bank
Bryan Churchill
208-338-7380

charlotte@ctr-nw.com

www.ctr.nw.com

lee@abysstowing.com
www.abysstowing.com

satellite.com

SenaWave
Cyndi Woosley
720-275-2636

Deep Six Parking and
Security
Allen Sparhawk
208-514-9603
Kase
Nathan Nuno
208-941-5191

Ian@senawave.com

Landscaping
bryan.churchill@wafd.c Cutting Edge
om
Landscape
208-378-4588
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nathan@kaseparkingen
forcement.net

Reputation Mgmt
Curbvue
530-556-4900

michelle@curbvue.com

Resident Portal
Services
swilson@pestcom.com Henri Home
Sprague Pest Control Dan Vanderheide
480-270-8383
Richard Voss
dan@henrihome.com
208-338-8990
rvoss@spraguepest.co
m

Property
Management
Evans Property
Rene Evans
208-251-8697

revans@gatecityrealestate.co
m

https://henrihome.com

Satellite Services
Superior Satellite
208-426-9800

supersatidaho@gmail.c
om
www.superiorsatellite.com

Scent Marketing
Square One Property Aire-Master of Idaho
Edward Zigmond
Management, LLC
208-466-0700
208-488-4276

crossfieldmeridian@gm magicvalley@airemaste
r.com
ail.com

Edward Anderson
Broker
509-994-2257
efa517@gmail.com

Commercial
Northwest Property
Management
208-344-0288

www.airemaster.com
Aire-Master of the
Gem State
Patty Thies
208-250-9221
gemstate@airemaster.c
om

www.airemaster.com

maryanne@commercial Tenant /Pet
nw.com

Property
Management
Software
Henri Home
Dan Vanderheide
480-270-8383
dan@henrihome.com
https://
henrihome.com
Entrata
David Davies
info@bio-oneboise.com craig@thatkey.com
mdu
sw8622@sherwin.com 4205 Chapel Ridge
www.keytexting.com
Bio-One Idaho Falls
Superior Satellite
Parking Enforcement Rd.
Justin Turley
Idaho, UT 84043
208-426-9800
Abyss Towing
Mitch Whited
208-881-2321
801-877-1841
supersatidaho@gmail.c Lee Bellemare
208-342-5880
info@bioom
ddavies@entrata.com
allelectricidaho@yahoo. www.superior208-288-0471
oneidahofalls.com
https://entrata.com
com

Kase
Nathan Nuno
208-941-5191

Security
Deep Six Parking and
Security
Allen Sparhawk
208-514-9603
Signal 88 Security
208-340-5446

nathan@kaseparkingen dcrowell@signal88.com

Screening
Western Reporting
Brent Rasmussen
801-308-0005

brent.rasmussen@west
ernreporting.com
www.westernreporting.co
m

Rentler
Sandy, UT 84070
tj@rentler.com
www.rentler.com

Utility Billing
MultiFamily Utility
Co
404-487-6066

nweaver@multifamilyut
ility.com

Wholesale
Costco
208-321-8745

w761mkt03@costco.co
m

