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Supreme Court Ends CDC Eviction Moratorium
Dear Rental Housing
Professionals,
It has happened as we hoped –
the CDC eviction moratorium has
ended. The Supreme Court ruled
that the CDC did not have the
ability to institute such an order
and ended it at the end of August.
While most end of term and lease
compliance violation evictions
have been preceding as normal
and will continue to do so,
evictions for non-payment of rent
should now return to normal.
Property managers and owners

should proceed in service
pay or vacate notices in a
timely manner and
processing them as they
were prior to the
pandemic.
The CARES act is still in
effect, so if you have a
CARES covered property
you will still need to
serve the 30 day CARES notice at
the expiration of the 3 days on the
pay or vacate notice.
If you have renters that are behind
on rent and have not served them

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

By Idaho Apartment Association

a Pay or Vacate Notice, there are a
few things you want to make sure
to confirm:
1) You have not requested rental
assistance that is pending for
the delinquent rental period –
or your renter has not been
approved for assistance and the
funds are being processed for
the delinquency period. If you
have, you should not file an
eviction as rental assistance will
be paid to you directly.
2) Confirm if the rental is covered
under the CARES ACT or not.
(Continued on page 4)

Chair’s Message : Preparing for the Future
By Lynnette Horton
Regional Manager
CBW Properties
2021 Idaho
Apartment
Association Board
Chair

In every industry there is the
temptation to make one of two
mistakes: either assume that things
are always going to be the way
they are right now, or to focus so
much on the work that you have in
front of you that you have no time
left over to consider what might be
coming.
Of course predicting the future is
not easy, but landlords should be
conscious of what is going on
around them and understand how
the market is shifting if they want
to adapt and grow their business.

now. Our market is one of the
fastest growing in the nation. How
can you best adapt to the changing
nature of our rental market? By
anticipating the changes before
they happen. As an individual
landlord these changes can be
dramatic, but they can be hard to
measure and predict. Membership
in the IAA and access to the best
information and data will help you
achieve your goals and be prepared
for whatever comes your way.
People frequently call and ask the
staff at the Association to help
them figure out if what they are
charging for rent is too high or too
low.

Unfortunately, we cannot really
provide anything more than
general principles and some tools
to help understand how to best

Things are changing in Idaho right
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evaluate your situation in the
market. By far the best tool that
we provide is our annual
Economic Forecast, which
features speakers and specialists
acquainted with the national and
local rental markets who will
provide predictions about what
the year ahead may bring.

I encourage you to attend the IAA
Economic Forecasting Conference
on September 8th.
Call 208-423-8173 or email
info@iaahq.com for more
information.

Knowing Your Competitors and How to Stay on Top
By Jared Barton

In any market, whether it be up or
down, you need to understand your
market in order to be successful.
Market Surveys can be an incredibly
useful tool for understanding your
placement in the market. As with any
information, there are helpful and
unhelpful was to use it. Below are
some do’s and don’ts for market
surveys:

•

•

•

Do’s
•

•

•

Do use your market survey to
gauge your pricing in comparison
to others. IE, if you have an
identical build next door, same
amenities, same floorplans, etc.
and they are charging $100 more
a month, that is a good indicator
you have something going wrong.
This could be marketing, staffing,
curb appeal, etc.
Do use your market survey to
gauge your occupancy. If
everyone else if 98% with
comparable pricing, you’re doing
it right. If everyone else is 98%
and you’re 92%, something is
wrong. Reference marketing,
curb appeal, staffing,
amenities, etc.
Do use your market survey
to discuss what your comps
are doing successfully. If they
are seeing great leads from
Apartments.com, they
should share that
information. The more
successful your sub-market

•

•

is, the more successful you can be.
Do use your market survey to
assess what concessions are being
used in the market.
Do make sure your market surveys
breaks down your cost per square
foot.
Do use your market survey to
identify trends in the sub-market.
IE, does no one have any vacant 1
bedrooms? Are you the only one
in the market with 1 bedrooms
available? Is this an opportunity to
drive pricing, or is this indicative
of leasing issues?
Do use your market survey to
identify amenities that residents
are in demand for.
Do use your market survey to
educate your leasing staff and
residents about what the market
is doing. Don’t be afraid to show a
renewing resident your comp’s
pricing so they understand the
value of staying put.

Don’ts

3

•

•

Don’t use your market
survey solely to dictate your
pricing. Your market survey
should be a good gauge to
indicate if you are trending
behind the market, but don’t
let your market survey stifle
rent growth. Market surveys
are NOT a substitute for
effective price/exposure
management.
Don’t use your market
survey to undercut your
comps. Keep in mind, a high
tide raises all boats. If you
are undercutting your
comp’s pricing by $40,
you’re not capturing more
traffic, you’re deflating your
asset’s value. If your subject
demographic is willing to pay
$40 more at a true comp,
they are willing to spend it at
your property too.
Undercutting rents isn’t
sneaky, it’s wasteful.
Remember that the more a
submarket pushes their
rents, the more all
properties in that market
see growth.
• Don’t limit your
marketing/concessions
to what you see in the
market. More aggressive
concession use, or
different marketing
sources may be fruitful.
(Continued on page 6)

(Continued from page 1—Supreme Court)

3) The 3 (or 30) day Notice you are
using is the most current –
previously modified forms with
CDC language are no longer
necessary.
We have made it through nearly a
year of confusion and some
changes to practice caused by the
CDC Moratorium but in Idaho, we
should consider ourselves very
fortunate. Property owners and
managers in other states around
the country face state-specific
moratoriums and are still in effect
– through the end of the year in
some cases.
Our rental assistance program
allows landlords to apply for
tenants and many requests are
being processed in days and funds
are paid out quickly to landlords
for up to 3 months at a time. Many
other states do not allow landlords
to apply or their systems are so
inefficient they have only
disbursed a fraction of federal
rental assistance funds that Idaho

has. New York State, for instance
are arguing for their state
moratorium to be extended until
years end so the government has
time to distribute their rental
assistance funds.
It has been a rough 18 months for
the rental housing industry but we
should be proud of ourselves for
how we’ve been able to help our
renters and keep our businesses on
track by accessing the programs
and assistance available to us and
our renters.

Welcome to our newest
supplier members!
Ferguson Facilities Supply
Flooring
(888) 334-0004
Mike.Murphy@ferguson.com
ferguson.com

Full House Junk Removal
LLC
Cleaning & Junk Removal

(208) 994-2429
fullhousejunkremoval@gmail.com
www.fullhousejunkremoval.com

Awards Season is Coming Soon!
Recognize and reward your team
members who work so hard to serve our
industry! We will begin collecting
nominations as early as July!

Start preparing your list of nominees!
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.
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.

IROMA President’s Message: MOVING IN NEW RESIDENTS
By Tom Eubanks
2021 IROMA
President

Once acceptable applicants are
found, contact them to verify that
they still desire the property and that
it is also their first choice. If so, setup
a time to meet to sign the rental
contract. Let them know that you will
block out a couple of hours in order
to make sure that they have plenty of
time to have all their questions
answered before signing the
contract. Residents appreciate this
approach since most rental
experiences more closely resemble
the process of renting a car or signing
a software licensing agreement,
where contracts are executed with
little or no understanding of what the
contract actually says.
Make them aware that your
company's policy is to continue
showing the property and collecting
applications until a contract is signed
and all move-in funds received. This
will motivate them to meet with you
right away. Understand that this
meeting is really the final step in your
screening process.
So, spend the time well. Share
expectations about what you expect
from your residents and what they
can expect from you. Use stories to
teach and make your points stick. Let
residents know that rents must

increase annually in order to keep up
with inflation and rising costs. Tell
them you first analyze market rental
prices, but modify that rent by taking
into consideration the relationship
that exists between you and your
residents. If the applicants like what
they hear, then execute the contract.
If needs are incompatible, shake
hands and wish them well while
mutually agreeing that you can't do
business. The cheapest eviction you
will ever do is not to
put the wrong people
in your property in
the first place, so be
pleased that your
process allowed you
to "dodge a potential
bullet". Review other
existing or future
applications to find
others who meet your
minimum rental
criteria. Contact the
"best qualified" and follow the same
lease-up procedure to rent your
property.
This process should provide you with
happy residents who will have no
misconceptions about what you are
offering and the terms and
conditions under which you are
agreeing to rent to them. It increases
your odds in choosing residents who
don't feel entitled or have a victim
mentality.
Residents want to live in wellmaintained homes where things
work as intended. They want their
privacy and don't want to feel like
5

children who need to be monitored
on a regular basis. Meet these needs
and trust them to be good stewards
of your asset. When they need
support to solve a problem - act
quickly! Don't overpromise and
under perform in your landlord
responsibilities. Do the opposite by
under promising and over
performing in order to change
preconceived opinions they might
have about landlords and to gain

their trust. Become a coach instead
of a sheriff. Be firm when it comes to
lease compliance, but be fair and
give positive reinforcement
whenever you have the opportunity.
Treat your residents with respect
and empower them to make limited
decisions about maintaining your
house and yard so that it can
become "their home" and not just a
place to sleep at night. If you
implement these ideas, you'll find
your expenses and your rental
turnover will decrease dramatically.
David Tilney, Instructor at Mr. Landlord
Convention DavidTilney.com.

(Continued from page 3 - Knowing Your Competition)

•

DON’T PRICE FIX. Remember, it
is illegal to collaborate on
pricing to fix pricing within a
market. Pricing MUST come
from what the market deems
reasonable. Pricing MUST NOT
be fixed based on your
communications with other
properties. Organic growth
should be seen by everyone
through effective leasing and
effective referrals within your
market.

Once you understand the market
and where you fall within it, you
are better prepared to learn about
your competitors and where they
fit in. You and your staff should
shop your competitors. Complete
regular fee comps within your
market as part of the shops. This
should include:
•
•
•
•
•
•
•
•
•

Parking charges
Tax charges
Lease initiation fees
Late fees
Media packages
CAM fees
Service fees
Storage charges
Garage charges

Develop a relationship with your
competitors so you can understand
their strengths and weaknesses.
Your competition should feel
comfortable sharing leads with you
if they are unable to meet the
needs of the prospects.
We’re in the business of housing so
creating relationships can also
create a better service to all
customers. If your property doesn’t
meet a prospective tenants’ needs
in pricing, floorplan, or even
location, its possible that your
competitions may and you can still
help those customers find a home;
if the situation is reversed, your
competitors should be able to send
them to you for a home. It is
unnecessary to drive the lead out of
your market just because your
property doesn’t fit their needs.
Understanding the strengths your
property presents in comparison to
your competitors can be a huge
selling point also. What amenities
do you have that they don’t? What
location benefits can your property

Understanding what your comp are
charging SHOULD offer you better
insight into what you should be
charging. Use this information to
understand what the market will
tolerate and identify opportunities
for other income growth.
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offer? Meet regularly for coffee or
lunch to discuss their struggles and
yours. Effective problem solving
across teams can help satisfy
market demand.
Strong relationships with properties
in your market can speed up the
leasing process. Managers are more
likely to quickly complete rental
verifications for other managers
they get along well with. Solid
relationships can also identify
safety concerns, such as up-ticks in
car break-ins, graffiti, loitering, etc.
Staying on top does not necessarily
mean being the best and only in
your market and leaving your
competitors in the dust.
Remembering that we are all in this
to provide people with homes and
sharing information that helps us all
do that better, can keep those that
do so at the top of the market.
Working together, we can all offer
better communities in our market.
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2021 IAA Calendar
September 8th, 2021.

Economic Forecasting Conference - Riverside Hotel

October 27th, 2021

Fair Housing Conference & Tradeshow - Expo Idaho
Fair Grounds

2021 IROMA Calendar
September 14th, 2021……… Market Analysis & Trends
October 12th, 2021…………………. Legal Update
7:00 PM Idaho Pizza Company 5150 s Overland Road in Boise - (If you would like to
eat please arrive by 6:30 PM)

Member Education Center on www.iaahq.com
Grow Yourself Professionally by Earning a Credential!
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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

Flooring
Cost Less Carpet
Bryan Wippel
208-378-0279

Emerald Lawns
208-570-2717

emeraldlawnandpest@
gmail.com
\

costlesscarpet@gmail.c
om

Green Services Inc.
208-794-6448

PG Long Floor
Covering
ServPro of Boise
208-850-4502
Apartments.com
208-375-0300
Michele Davis
btewell@servproboise.c brian@pglongfloorco
vering.com
509-688-5233
om
www.pglongfloorcov
mdavis@costar.com
Surface Restoration ering.com
www.apartments.com
720-416-7151
Apartment List
tanya@surfacerestorati Sherwin Williams
602-743-3262
Floorcovering
jboyt@apartmentlist.co on.net
208-362-9773
m
sw8622@sherwin.com
www.apartmentlist.co
System Kleen &
m
Restoration, Inc.
Insurance
Kent Mortensen
Housing Idaho.com
Renters Legal
208-371-8878
208-331-4743
Liability
systemkleen@gmail.co Julie Larson
lesliep@ihfa.org
www.IdahoHousing.co m
801-783-3565
m
julie@rllinsurance.com
Collections
Rent Path
Genesis Credit
208-841-5652
Western Reporting
Traviswilson@rentpath. Management
Brent Rasmussen
com
844-662-9001
801-308-0005
Attorney
Law Offices of Kirk A.
Cullimore
www.cullimorelaw.com
kirkjr@cullimore.net

Neal Colborn, PLLC
James Colborn
208-343-5931

gln@idahorealestatela
w.com

Cleaning and
Restoration
Bio-One Boise
Travis Nichols
208-505-8731

info@bio-oneboise.com

Bio-One Idaho Falls
Justin Turley
208-881-2321
info@biooneidahofalls.com
www.biooneidahofalls.com

CTR Cleanup & Total
Restoration
208-377-1877
charlotte@ctr-nw.com

www.ctr.nw.com

revans@gatecityrealestate.co
m

magicvalley@airemaste
r.com

U.S. Lawns
Boise Area
208-463-4317
Twin Falls Area
208-934-6255

208-488-4276

Patty Thies

www.airemaster.com

Laundry Services

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

Hainsworth Laundry
Company
Melissa White
800-529-0955

crossfieldmeridian@gm 208-250-9221
gemstate@airemaster.c
ail.com
om

Commercial
Northwest Property
Management
208-344-0288

Tenant /Pet
Screening
Western Reporting
Brent Rasmussen
801-308-0005

brent.rasmussen@west
melissa@hainsworthlau maryanne@commercial ernreporting.com
nw.com
ndry.com
www.westernreporting.co

Property
Management
Software
Henri Home
daniel.stewart@hdsupp Dan Vanderheide
ly.com
480-270-8383
www.hdsupplysolutions dan@henrihome.com
.com
https://
henrihome.com
bill@genesiscred.com
brent.rasmussen@west Mortgage Finance
CBRE
ernreporting.com
Entrata
Construction &
www.westernreporting.co Shawndy Behne
David Davies
m
505-837-4997
Repairs
4205 Chapel Ridge
Shawndy.behne@cbre.c Rd.
A Grade Quality
Internet, TV &
om
Idaho, UT 84043
Painting
Phones
801-877-1841
agradequalitypainting@gmail.c
Paint
A+ Satellite
ddavies@entrata.com
om
A Grade Quality
https://entrata.com
agradequalitypainting.c 208-321-2534
om
caleb@apsboise.com Painting
Security
www.satdelight.com 208-919-2679
agradequalitypainting@
Communications
Signal 88 Security
gmail.com
Century Link
Key Texting
208-340-5446
208-412-0010
Sherwin
Williams
Craig Holmes
dcrowell@signal88.com
Ebin.Barnett@centuryli 208-362-9773
510-708-7485
nk.com
sw8622@sherwin.com
craig@thatkey.com
Reputation Mgmt
www.centurylink.com/
www.keytexting.com
Curbvue
mdu
530-556-4900
Superior
Satellite
Pest
Control
Mitch Whited
michelle@curbvue.com
208-426-9800
Custom Bed Bug
208-342-5880
allelectricidaho@yahoo. supersatidaho@gmail.c Hans Madsen
Resident Portal
om
com
208-957-5511
Services
www.superiorinfo@custombedbugs.c Henri Home
satellite.com
om
Financing
Dan Vanderheide
Washington Federal
Pestcom Pest
480-270-8383
SenaWave
Bank
Management
dan@henrihome.com
Cyndi
Woosley
Bryan Churchill
Steven Wilson
https://henrihome.com
720-275-2636
208-338-7380
208-639-1776
bryan.churchill@wafd.c Ian@senawave.com
swilson@pestcom.com Satellite Services
om
Landscaping
Sprague Pest Control Superior Satellite
Richard Voss
208-426-9800
Cutting Edge
supersatidaho@gmail.c
208-338-8990
Landscape
Fitness Equipment
rvoss@spraguepest.co om
208-378-4588
Boise Fitness
www.superiorjohnb@cuttingedgeland m
Equipment
satellite.com
scape.com
Scott Wilde
208-884-0885
scott@boisefitnessequi
pment.com

Scent Marketing
Aire-Master of Idaho
Edward Zigmond
208-466-0700

jamin@mygreenservice
www.airemaster.com
s.com
www.mygreenservices.c Square One Property Aire-Master of the
Gem State
om
Management, LLC

Great Floors

joe.blackwood@iddk.co 208-884-1975
b.embree@greatfloors.
m
com
www.iddk.com

info@apartmentconnec
tor.com

www.apartmentguide.com

Property
Management
Evans Property
Rene Evans
208-251-8697

Maintenance Supply
HD Supply Facilities
Dan J. Stewart
208-514-9920

9

m

Utility Billing
MultiFamily Utility
Co
404-487-6066

nweaver@multifamilyut
ility.com

Wholesale
Costco
208-321-8745

w761mkt03@costco.co
m

