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Representing the Interests of the Rental Housing Industry in Southeastern Wisconsin

AASEW is excited to announce
Our 2019 Election Results!

Recently Elected Board Members

We are excited to be adding Mike Cottrell to the
AASEW board this year. Mike is a VP and Senior
Commercial Lender at The Equitable Bank. He
has already jumped in and is working with our
Vendor Committee welcoming new vendor
members, making connections and opportunities
between our vendors and our members and more.
Be sure and say “Hi” to Mike at the next meeting!
We are also delighted to have Dawn Anastasi,
Brian Bartsch, Ron Hegwood, Bob Maas and
Tristan Pettit continue to serve on the board along
with those elected last year: Cynthia Dixon,
Melissa Gaglione, Ken Larsen and Cary Manske.

Dawn Anastasi

Brian Bartsch

The AASEW has a great board who care about
the landlord environment in Southeast Wisconsin
and the state as a whole. If you have ideas or
concerns you would like to share with board,
please take a moment at any of our meetings to
chat or contact them directly.
Mike Cottrell

Ron Hegwood

AASEW Treasurer

Tim Ballering

Bob Maas

Tristan Pettit

Tim Ballering

Bob Maas

Tristan Pettit

AASEW Mission Statement:
“The Apartment Association of Southeastern Wisconsin is your primary resource for education, mutual support
and legislative advocacy for the successful ownership and management of rental property.”
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The past several years the AASEW has experienced
great success at a state level with regards to positive
changes in landlord tenant law.
These
accomplishments have helped to level the playing field
for all Wisconsin Landlords, big and small. In 2018 we
have continued to see more positive changes, not only
on a state level but on a local level as well.
By reaching out locally to both government, community
groups and non-profit agencies, we have started to
pivot our direction and improve our working
relationships and how we as landlords are perceived.
We are beginning to share a better understanding of
each other’s needs and develop a better appreciation
both in and from the broader community.
As we move forward, the AASEW will continue to build
on these relationships. We need to convince the local
community that we can be an important strategic
partner in making Milwaukee and Southeastern
Wisconsin a better place to live.
By educating
landlords, tenants, and community groups we can find
common ground and deliver better housing.
In today’s environment, it’s no longer practical to think
you can fly under the radar. It’s clear the path chosen
by city and community organizations can be more
effective. However, we are part of that equation and
therefore must evaluate our own role in this
communication gap. As investors we cannot continue
to live in a bubble and still expect a positive outcome.
The most important investment we can make is not
only the educations of ourselves, but also in the people
in the communities we work in. AASEW will continue
to expand its education opportunities and take an even
more active role in defining who we are in the
community.
Ron Hegwood
AASEW President
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Jill F: “I don't really feel any need for a level of
indirection. As a landlord (and also as an
employer and as a parent), I have never had a
problem saying ‘No, that's not going to work for
me’, ‘I have to think about it’, or ‘here are some
options’.”

Landlords:
What Do You Call Yourselves?
By Dawn Anastasi
AASEW Board Member
What’s in a name? Sometimes, it means a
change in the way people treat you! What do
you call yourself when people ask? Are you a
“landlord” (or “landlady”)? Are you a “property
owner”? Are you a “real estate investor”?
Do you change your title when dealing with
different people? When you go to a real estate
conference or networking event, are you a “real
estate investor”, but when you work with
tenants, are you a “landlord”?
I’ve noticed that when applicants come to a
rental that I’m showing, many times I’ll get
asked, “Are you the owner?” They want to know
where the buck stops -- who’s making the
decision on whether or not they get that rental.
However, not everyone shows their own units,
so when the owner comes by, what do they call
themselves?
Here are some opinions on the subject by
landlords:
Derrick W: “I'm always the maintenance man
sent by the management company. Which is
really the truth. Folks are usually happy to see
me because I'm fixing something that broke.
This keeps me from a lot of drama of being the
bad rich guy, their buddy or having to make
split second decisions that may upset people.”
Jerry W: “Originally I was in a company with
others and it was nice to be able to say I need
to check with the other owners before I can get
back with you. I personally bought 2 SFRs and
every tenant in those knew I was the owner. I
actually prefer being thought of as a part owner,
but in the end it only made a difference in
probably 1 or 2 situations.”

Craig S: “I like to speak the truth and while it
may be easier and less confrontational to call
myself just the Property Manager if a problem
arises, I feel it will be not the truth. I also want
the tenant in most cases to know I am the
decision maker whether it is for a problem/issue
or not. I want the tenant to know that I mean
business when I tell them something (like a rule,
violation, etc). I don't mind telling a tenant how it
is and being confrontational if I need to be. I like
things done right and not playing the blame
game.”
What do you call yourselves to tenants, applicants,
and other landlords? Send your opinion to
Membership@AASEW.org and we may print your
response in our next newsletter!
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ADVANCED LANDLORD BOOT CAMP
SATURDAY, MARCH 30, 2019
Those of you that have attended Tristan Pettit’s
prior Landlord Tenant Boot Camp know what a
valuable resource it is. (For those who have
not attended, the next one is Saturday,
February 9th, 2019 details a http://
www.landlordbootcamp2019.com) But there is
only so much information that will fit into an 8-9
hour day. For those that have asked for a more
in depth learning experience, here is your
opportunity to deep dive into a few hot topic
issues. It will be a three and a half hour
seminar focused on only a few subjects with an
open question and answer format. The session
will also include the latest Landlord Boot Camp
manual.

Topics that are being considered:
• Pets, service animals, and pets pretending
to be service animals. - What you need to
know.
• Criminal Screening - The rules changed in
2016. What you can and cannot do today.
• Your tenant died. - What do you do with
the stuff they left behind and their deposit?
• Occupancy limits – just how many people
can live in my rental property legally?
• Automatic lease renewals.- When you can
require a tenant to provide a notice to
vacate and when you cannot.

Please note that in order to attend the
Advanced Landlord Boot Camp you must have
completed the regular Landlord Boot Camp
within the past three years.

REGISTRATION IS NOW
OPEN!
Sign up at www.aasew.org
Cost is $250 per person
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This month we are not shining a spotlight on a specific program, but rather encourage you to find a program
you have a passion for.
The Holidays are often looked at as a time of giving, a time of sharing with others. If you Google “why giving
is good“ you will find many articles talking about how giving makes you feel good, encourages others around
you to give, teaches your kids (old and young) about giving, and of course it ultimately does good for the
recipient of your donation. But did you know giving is good for the community? Giving to charities improves
the services available to those in need around us, provides opportunities to for others to work, and more.
Find a charity that has meaning for you and support them all year, not just at the holidays. Better than
money, give your time to be a mentor, prepare meals in a soup kitchen, help stock the shelves of a local food
pantry, adopt a highway, care for animals in a shelter, hold newborn babies at a local hospital. These are
little things that make a big difference. Give yourself a gift this holiday by giving to someone or something
else. Your community will feel the love...and so will you.
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13 Proactive Ways to Increase Rent & Add Value
to Your Rental Property

by Andrew Syrios | BiggerPockets.com

I’m a big fan of buy and hold and the BRRRR
method. That being said, if you’re going to go down
this path, you will want to know how to increase the
rent and the return from your rentals. Doing
so encompasses all factors of property management.
Leasing faster and to higher quality tenants will
increase your return. Renting for a higher price and
increasing the rent upon renewal will as well. And so
will preventing maintenance problems before they
come up, as well as increasing tenant retention. But
how do we achieve all of these ends?
1. Improve the Appearance of the Front of
the Property
It’s often noted that people make up their minds
about you in seven seconds. In other words, you
don’t have long to make a first impression. Neither
does your rental. As I noted in my last article, simple
aesthetic improvements such as window shutters,
painting the front door, mowing the lawn, hedging any
bushes or trees, replacing the mailbox or address
numbers and the like can be hugely important. Here’s
an example from that article of the same house with
and without those aesthetic improvements:

All we did was mow the lawn, cut back the lowhanging branches on the tree in front, add a window
box beneath the windows, paint the front door red,

and add some bark mulch in the flower bed. A
total expense of maybe $400. But that can make
an incredible difference in both getting a property
rented quickly and getting top dollar for it.
2. Quality Advertising
I’ve heard it said occasionally that “all we need to
do to rent a house is put a sign in the yard.” I think
this is the wrong approach. As my brother—who is
our property manager—put it:
“If all you have is a sign in the yard, then you
won’t have as much interest as if it was online
everywhere. Fewer prospects means less
demand, and when the supply stays the same, the
only consequence is a lower price.”
That’s Economics 101 for you.
Put simply, renting a property with only a sign
probably means you are under-renting it.
Furthermore, you want to take high quality
pictures. If you can afford to invest in a top-end
camera, it will pay for itself and much more. Just
compare these two photos of this rather awkward
house we own. One was taken from my old
cellphone and the other from a high end camera.
Which do you think is more likely to get that
person scrolling Craigslist to call you?

(Continued on page 9)
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Also, make sure to take pictures at about a 30
degree angle. Head on pictures make properties
look very small, as the following examples show:
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There are three great methods for selling during a
showing:

1.Building Rapport
2.Using Anchors
3.Using Reciprocation
If you’re doing the showings (or have hired
someone to do them), you should using at least
the first two and maybe the third.
Building rapport just means that you are friendly
and open with them. Be genuinely interested in
them. Ask questions and just shoot the breeze
with them a bit. At the same time, don’t oversell or
be pushy. People want to rent from people they
like.
Anchoring occurs, according to Nobel Prizewinning psychologist Daniel Kahneman, “…when
people consider a particular value for an unknown
quantity before estimating that quantity.” (Thinking,
Fast and Slow, 119-120).

3. Make Sure the Unit is Well Lit and Smells
Good for Showings
It should go without saying that you should clean a
unit before showing it. But also, make sure the
lights are on and blinds are open so the unit is welllit when the prospect comes to look at. Dark rooms
look smaller and less welcoming.
Also, put some air fresheners in the unit to make
it smell pleasant. As the site Fifth Sense notes,
“The sense of smell is closely linked with memory,
probably more so than any of our other senses.” In
other words, if the property smells good, then when
the prospect goes home to debate which unit they
want of the many they’ve seen, yours will stick out
in their memory.
I even heard of one person who baked cookies
before prospects showed up. Now that’s an inviting
smell sure to get a signature on the bottom line!
4. Don’t Just Show… Sell
If you’re just opening the door and hoping the
prospect will like your unit (or if your property
manager is), you’re doing it wrong.

In other words, if you say that you think the house
is 1,200 square feet, you have anchored in the
prospect’s mind that the house is around 1,200
square feet. If you ask them to guess what they
think it is, they will likely guess between 1,100 and
1,300 (assuming your number is in the ballpark, of
course). If, on the other hand, you say you think
the same house is 900 square feet, they may
know that sounds too small but will probably guess
between 1,000 and 1,200 square feet. So their
answer will change solely because of your anchor.
But anchors can be qualitative, too. So when I was
showing houses, I would often say something like
“I love this house” or the “the kitchen in this house
is amazing” before opening the door.
Finally, in some cases, particularly in hot markets,
it might make sense to use the rule of
reciprocation. As Wikipedia describes it, “By virtue
of the rule of reciprocity, people are obligated to
repay
favors,
gifts,
invitations,
etc.”
Psychologically, this works by people wanting to
return a kindness (say renting from you) if you do
something nice for them.
This may feel manipulative, but you aren’t going to
convince someone to rent a turd from you if you
give them five bucks. If you are renting a good
property, what the Rule of Reciprocation does is
set you apart from you competition’s equally good
property. Putting such offers in your advertising
will also help elicit traffic to your properties.
(Continued on page 12)

AASEW BUSINESS MEMBER DIRECTORY
ATTORNEYS

CREDIT REPORTS

Attorney Tristan R. Pettit
Petrie & Pettit
250 E Wisconsin Ave #1000
Milwaukee, WI 53202
tpettit@petriepettit.com
t: (414) 276-2850
www.LandlordTenantLawBlog.com

Landlord Services
Kathy Haines
818 S Irwin Ave
Green Bay, WI 54301
infoserv99@yahoo.com
t: (920) 436-9855
www.wicreditreports.com

Attorney Mary Ann McCarthy
826 N Plankinton Suite 600
Milwaukee, WI 53203
marymccarthylaw@att.net
t: (414) 287-1177

EXTERMINATORS

Roney & Knupp LLC
230 W Wells St
Milwaukee, WI 53203
evan@roneyknupp.com
t: (414) 299-3875
APPLIANCES / APPLIANCE REPAIR
As New Appliances
5825 W National Ave
West Allis, WI 53214
t: (414) 465-9354
www.asnewresale.com

Michalak Pest Control
Tim Michalak
3510 W Abbott Ave
Greenfield, WI 53221
tim.a.michalak@icloud.com
t: (414) 916-8580
www.michalakpestcontrol.com
Nexus Pest Solutions
3900 W Brown Deer Rd PMB 281
Brown Deer, WI 53209
wwhite@nexuspestsolutions.com
t: (414) 355-3732
www.nexuspestsolutions.com
FINANCING

Waterstone Bank
21505 E Moreland Blvd
Waukesha, WI 53186
juliefaykrivitz@wsbonline.com
t: (414) 459-4568
www.wsbonline.com
FIRE DAMAGE, FLOOD & RESTORATION
Giertsen Company of Wisconsin
Lynn
W223 N798 Saratoga Dr
Waukesha, WI 53186
lynnr@giertsenco.com
t: (262) 717-1300
ServiceMaster Kwik Restore
2122 22nd Street
Kenosha, Wisconsin
KWatts@SMkwik.com
info@SMkwikrestore.com
t: (847)975-0183
www.servicemasterkwikrestore.com
Sid Grinker Restoration
Shari Engstrom
Emergency Service 24/7/365
Milwaukee, WI
t: (414) 264-7470

CABINETS AND COUNTER TOPS

The Equitable Bank
2290 N Mayfair Rd
Wauwatosa, WI 53226
mike.cottrell@equitablebank.net
t: (414) 777-4183
www.theequitablebank.com/business-banking
-team.aspx

Milwaukee Cabinetry
Alysa Robbins
1168 N 50th Place
Milwaukee, WI 53208
alysa@milwaukeecabinetry.com
t: (414) 771-1960 ext: 105

First Federal Bank Commercial Banking
Matthew Mancuso
1360 S Moorland Ave
Brookfield, WI 53005
t: (262) 788-9769
www.ffbwi.com

Milwaukee Marble and Granite
4535 W Mitchell St
Milwaukee, WI 53214
Andy@milwaukeemarble.com
t: (414) 645-1538
Jon@milwaukeemarble.com
t: (414) 431-2997

Gain 1031 Exchange Company, LLC
Patrick Harrigan, CES
200 S Executive Dr, Suite 101
Brookfield, WI 53005
Patrick.harrigan@gainexchangecompany.com FORMS / LEASES
t: (262) 402-8072
www.gain1031exchangecompany.com
WI Legal Blank
Steve Russell/Rick Russell
Insight Investment Advisers
749 N 37th St
Delaware Statutory Trusts
Milwaukee, WI 53208
(DST, for use in 1031 Exchange)
info@wilegalblank.com
Brandon Bruckman
t: (414) 344-5155
brandon@investwithinsight.com
www.wilegalblank.com
t: (414) 322-3237
HARDWARE
Tri City National Bank
10909 W. Greenfield Ave,
Home Depot
West Allis, WI 53214
Michael Dwyer
W.Walsh@tcnb.com
2% Cash Back On All Purchases
t: 414.476.4500
Michael_dwyer@homedepot.com
www.tcnb.com

Arras Appliance Repair Service
2273 N 73rd St
Wauwatosa, WI 53213
t: (414) 774-9050

CLEANING
The Very Best Cleaning Service
New Berlin, Wisconsin
t: (414) 526-5656
www.verybestcleaning.com
COLLECTIONS
Finance System of Green Bay Inc.
Jeff Shavlik
PO Box 1597
Green Bay, WI 53305
jeff@fsgbcollections.com
barb@fsgbcollections.com
t: (920) 431-7220
www.professionalcollectionagencies.com

FLOORING
Carpetland USA
Troy Allgood
1451 S 108th St
West Allis, WI 53214
troya@carpetlandwi.com
t: (414) 331-2851
Carpetland USA
W188 N9875 Maple Rd
Germantown, WI 53022
stevem@carpetlandwi.com
t: (414) 727-3000
www.carpetlandusaflooringcenter.com

Please note:
All Business Members listed in this directory are current business
members in good standing with the AASEW and are offered only as such.

AASEW BUSINESS MEMBER DIRECTORY
INSURANCE
P&C Insurance
Bob Dummer
405 N Calhoun Rd #203
Brookfield, WI 53005
bdummer@pc-insurance.net
t: (262) 784-0990
www.pc-insurance.net
JUNK REMOVAL
JDog Junk Removal—Menomonee Falls
Andrew Zell
12733 W Arden Place
Menomonee Falls, WI 53051
mfalls@jdog.com
t: (414) 828-5364
www.jdogmenomoneefalls.com
LAUNDRY EQUIPMENT & SALES
Wash Multi Family Laundry Solutions
t: 800-777-1484
www.washlaundry.com/stackup
MOVING SERVICES
Eagle Movers
929 W Bruce St
Milwaukee, WI 53204
jimbrittain@moves.net
t: (414) 383-1776
www.moves.net
Two Men and a Truck Milwaukee
435 S 116th St
West Allis, WI
info0179@twomen.com
t: (414) 257-2700
www.twomenmilwaukee.com
PAINT & PAINTING SUPPLIES
Sherwin Williams
10931 W Mitchell St
Milwaukee, WI
swrep6301@sherwin.com
t: (262) 549-9007
PAINTERS
Exclusive Painting LLC
Jose Pastrano Rangel
1118 S 24th Street
Milwaukee WI 53204
josexclusive@outlook.com
t: (414) 699-5049
www.exclusivepaintingllc.com
PROPERTY MANAGEMENT
Affordable Rentals
Tim Ballering
Wauwatosa, WI 53212
tim@apartmentsmilwaukee.com
t: (414) 643-5635

Bartsch Management LLC

Brian Bartsch
PO Box 26915
Milwaukee, WI 53226
info@bartschmanagement.com
t: (414) 763-7160
The Buckler Apartments
Tracy Reichert
401 W. Michigan St.
Milwaukee, WI 53203
t: 414-224-1011
www.Thebuckler.com
Forest Green Realty & Management
Sarah Auer
Greenfield, WI 53228
sauer@forestgreenrealty.com
t: (414) 425-3134
Horizon Management Services, INC
Becky Hildebrandt
5201 E Terrace Dr Suite 300
Madison, WI 53718
B.hildebrandt@horizondbm.com
t: (608) 354-0908
www.horizondbm.com
Meridian Group, INC
Amy Stein — Regional Manager/Broker
624 Lake Ave
Racine, WI 53403-1206
astein@zmeridian.com
t: (262) 632-9304
www.meridiangroupinc.net
MPI Property Management, LLC
6700 W Fairview Ave
Milwaukee, WI 53213
t: (414) 933-2700
www.mpiwi.com
Nimius LLC
Dennis Schramer
815 S 9th St
Milwaukee, WI 53204
dennis@nimiusllc.com
t: (844) 464-6487
www.nimiusllc.com
Performance Asset Management
Gino Passante
2658 S. Kinnickinnic Ave
Milwaukee, WI 53207
gino@pammke.com
t: (414) 622.1296
www.pammke.com
Porch Light Property Management
info@porchlightproperty.com
t: (414) 678-1088
Prospect Management Company
help@pmcwi.com
t: (414) 540-0004
www.pmcwi.com
REIS Property Management
662 S 94th Place
West Allis, WI 53214
matt@reispecialists.com
t: (414) 797-1819

REAL ESTATE BROKERAGE
Graig Goldman Group, RE/MAX Lakeside
Realty
1200 E Capitol Dr, Milwaukee WI 53211
ggoldman@remax.net
t: (414) 788-0449
ROOFING/MOLD REMEDIATION
Steamatic Restoration and Cleaning
Bo Drazovic
112 E Washington Street,
Milwaukee WI 53204
generaltradecorp@gmail.com
t: (414) 588-3300
www.steamatic.com
SEWER & DRAIN CLEANING
ABC Sewer & Drain
Bill Peretz/Tammy Hammond
4359 S Howell Ave #108
Milwaukee, WI 53207
bill@abcsewer.com
t: (414) 744-6060
TELEPHONE SOLUTIONS
Slingshot Concierge Group
Eric Forrestal
eric@livingconnected.com
t: (937) 581-9597
www.slingshotlife.com
TOWING & RECOVERY SERVICES
Always Towing & Recovery, Inc
3700 W Wells St
Milwaukee, WI 53208
melgaglione@icloud.com
t: (414) 933-7666
www.alwaystowingandrecovery.com
WATER HEATERS
Reliable Water Services
2400 S 102nd St, Suite 103
Milwaukee, WI 53227
info@reliablewater247.com
t: (800) 356-1444
www.reliablewater247.com
WINDOWS & DOORS
Lisbon Storm—Screen and Door
5006 W Lisbon Ave
Milwaukee, WI 53210
t: (414) 445-8899
www.lisbonstorm.com
Milwaukee Windows
Ihsan Atta
PO Box 638
Milwaukee, WI 53201
t: (414) 375-2020
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13 Proactive Ways to Increase Rent and Add Value
(Continued from page 9)

So, for example, in Eugene, Oregon, there is an
oversupply of student housing, which we have a
lot of. So we started offering a free pizza coupon
to a popular college pizza shop just for viewing
one of our properties. One year, we even offered
concert tickets to local events being put on by an
EDM productions company a friend of mine was
partners in. There are lots of possibilities like this.
Let your mind go wild.
5. Don’t Start Your Price Too Low… Usually

The basic principal with apartment rents is that if
you have low occupancy, you can’t raise your
rent. But if your occupancy is around 90 to 95
percent, then it’s time to increase the rents.
With houses, though, it’s much harder to know
what to rent a place for since there’s only one of it.
Yes, you can comp it out on Craigslist, Zillow or
RentRange or you can ask the neighbors, but you
can’t be perfect.
My recommendation is to approach renting a
house from the perspective that you can fix a
property priced too high, but it’s hard to fix one
priced too low. If you under-rent a property, you’re
stuck with it. But if you set the price too high, you’ll
know quickly it’s too expensive because you
aren’t getting any calls. Then you can quickly
adjust the price downward. So start near the top
of the range you think it can rent for.
Of course, you don’t want to go crazy with this.
Every day a unit sits on the market means rent
that is lost forever. And if you have a lot of
vacancy or it’s in the middle of the winter and few
people are looking for a rental, you should
certainly be more aggressive. But in most cases,
it’s better to start at the high range than the low.
6. Screen, Screen, Screen—and Then Screen
Some More
A high rent is useless if you’re settling for bad
tenants. Take these two scenarios with the same
house. One tenant rents it for $600/month and
stays there all year. The other rents for $700, but
you have to evict the tenant and lose two months
of rent plus the costs above the deposit to turn
over the unit and the cost of the eviction. Here’s
how it turns out:

With any sort of loan on that property, it would
almost certainly have been upside down with
Tenant 2.
Remember, it’s better to have a property sit vacant
than to rent to a bad tenant. More than once, we’ve
had a tenant do over $10,000 in damage. That kind
of thing will ruin your cash flow for quite some time.
Make sure to check for evictions, their criminal
record and credit, and get landlord and
employment references. We don’t accept evictions
nor do we accept felonies unless they are very old.
The tenants should also make more than three
times the monthly rent in income.
Finally, I would recommend turning over your
employment and landlord references to AAA or
another such company. There’s an incentive to
hear what you want to hear if you check yourself,
and that can bias your evaluation when talking to
landlords and employers. Then you push through
marginal prospects you probably should have
declined. Third party companies couldn’t care less,
so you don’t get a blurry image when
getting landlord and employment references.
7. Always Raise Rent Upon Lease Renewal
As I once heard Dave Lindahl put it, “Tenants
expect you to raise their rent each year, so don’t
disappoint them.” These increases will at least
keep your rent the same in inflation-adjusted terms
and will often improve your bottom line.
Remember, assuming you are cash flowing, every
additional dollar you can get in rent is pure profit.
That being said, it’s also important to let
tenants know it’s coming. We inform them their will
almost certainly be a rent increase each year when
we sign the original lease. As Lindahl puts it in his
book:

(Continued on page 13)
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13 Proactive Ways to Increase Rent and Add Value
(Continued from page 12)

“You should also raise your rents every year, even
if the market has not gone up. Train your tenants
to expect some annual rent increase. Perhaps it’s
only $15 to $20. This is called a nuisance
increase. It’s certainly not enough for a tenant to
move out, but it sure does help your
numbers” (Multi-Family Millions: How Anyone Can
Reposition Apartments for Big Profits, 108).
8. Charge More for Month-to-Month Rentals
We don’t rent month-to-month to begin with, but
we will allow tenants to switch over to a month-tomonth arrangement once they have completed a
year lease.
But we’re not going to do it for free.
BiggerPockets’ own Brandon Turner explains a
great way to do this:
“When raising the rent, try this trick often used by
marketers: Don’t tell them what the new rental
price is going to be, but give them three price
options to choose from. Think about it. Almost
every big business offers three price tiers…
By offering three choices, individuals tend to
compare the choices given, rather than comparing
the price to other businesses. A coffee at
Starbucks may be ridiculously priced, but by giving
the customer options—the “Tall” for $3.25, the
“Grande” for $3.75, or the “Venti” for $4.25—
people rarely even consider the $0.99 cup of
coffee they can get at the local diner across the
street” (The Book on Managing Rental Properties,
176-177).
Thus, Brandon gives tenants an option of month-to
-month, a six-month lease, and a year lease. The
shorter the lease, the higher the price.
9. Allow for Pets and Charge Pet Rent

While I wouldn’t recommend renting to people with
dogs in apartments (maybe I’d allow one cat), with
houses, I absolutely recommend it. Opening up
your property to people with pets increases the
number of prospects—and therefore demand and
therefore price.
The reason is that many people want to rent
houses in large part because they have pets. And
Americans love, love, love their pets. It’s the one
thing (other than that murder is bad) that
Republicans and Democrats seem to be able to
agree upon these days. One survey found that 62
percent of Americans have a pet, and of those
who do, 95 percent considered their pets to be
“members of the family.”
Pets do some damage, though. Luckily, you can
cover for that with a nonrefundable pet deposit (we
charge $250) and pet rent (we charge $25 a pet
per month). We usually set a limit of three pets
and do not allow dangerous breeds of dogs.
We probably make more from pet rent than we
lose in damages, but even if these charges are
completely offset by more maintenance, you have
dramatically increased the pool of potential
renters, and with more demand comes a higher
price.
10. Maintenance and Preventative Maintenance
Some of the best ways to increase returns is to
lower expenses. Preventive maintenance can do
just that. You should not rely on tenants to replace
furnace filters, clean off A/C compressors, or clean
the gutters. But these small repairs can save you
thousands of dollars in HVAC and foundation
repairs.
Furthermore, some tenants won’t tell you about
leaks for some unknown reason. If leaks festers
for too long, they can cause major dry rot and
water damage.
Regular inspections can find and address these
issues. It’s preferable to do them semi-annually,
but even once a year is better than nothing.

Remember what my brother said: “Fewer
prospects means less demand, and when the
supply stays the same, the only consequence is a
lower price.”

Furthermore, good maintenance is the key to
tenant retention. After a a tenant signs a lease,
their only contact with you is paying rent and
maintenance. Neither is pleasant. And if they’re
late a month, there’s another unpleasant contact
with property management.
(Continued on page 14)
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But if you provide good maintenance, this will go a
long way in keeping you in good favor with your
tenants and increasing the odds of renewal. And
turnover is often a landlord’s biggest expense, so
anything you can do to mitigate it is a good thing
for the bottom line.
11. Maintain Contact With Tenants in Other
Ways
In a similar vein, if you can find a way to positively
maintain contact with your tenants, this will also
help with renewals. It could be something as
simple as a monthly newsletter or a social media
presence.
You could also combine this with your marketing
strategy. In addition to offering a pizza coupon to
each group that viewed a unit, our Oregon
management company also offered pizza coupons
each month for those who rented from us. Yes,
this costs money, but it not only works as a good
marketing ploy. It also means that each month,
while those students sent rent in, they got
something back. That makes you look more
positive in their eyes.
My brother asks for a prospect’s favorite
restaurant on the rental applications. Then, if
there’s a bad maintenance issue or one we
handled poorly, he send them a gift card to that
restaurant. It’s more personal (and thus more
effective) than a rent discount—and it’s cheaper,
too.
Or you could put every tenant who paid on time
each month of the year into a raffle and give away
a TV or something like that. There are all sorts of
ways to maintain a positive line of communication
with your tenants, and doing so will help
substantially with tenant retention.

12. Charge for Amenities/Perks
Are there any other amenities you can charge for?
My brother implemented a program where tenants
can pay for us to mow their lawn each week during
the summer months. Not many took us up on it,
but it’s another stream of income that was easy to
implement.
Jeffrey Taylor will charge more for amenities, such
as adding a storm door or ceiling fan. While he
doesn’t make money from this, he does improve
his property for free. What other such opportunities
are out there?
13. Increase
Program

Renewals

With

a

Resident

Jeffrey Taylor (i.e. Mr. Landlord) is the master of
this idea. Here’s how he describes his “3-Star
Resident Program”:
“When residents move in to one of my properties, I
welcome them into my 3-Star Resident program. It
doesn’t cost them anything and they get perks by
being a part of it. Their ‘anniversary’ becomes a
time of celebration. Every year, I give them a
choice of property upgrades (costing between $25
and $75 each) for paying rent on time” (The
Landlord’s Survival Guide: How to Successfully
Manage Rental Property as a New or Part-Time
Real Estate Investor, 164).
This bonus goes back to the rule of reciprocity
mentioned above. It also can act as that gentle
shove in the direction of “yes” when someone is
sitting on the fence and needs a tiebreaker to
decide on whether to renew or not.
And Taylor goes further:
“…in the third year, I announce a new program: the
VIP program. Starting the fourth year, I return $100
of their deposit” (165).

These are by no means the only things you can
put into such a program, but they’re a very good
start.
Conclusion
You should approach the management side of
your buy and hold business as not just “what you
have to do to own properties,” but instead as a
profit making business in and of itself. The more
you can raise rents, lower costs, and increase
retention, the better your bottom line will be. Good
management can save bad investments, and bad
management can kill good ones. Be proactive in
increasing your rental returns.
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Advertising rates
for the Owner Magazine
Ad Size

#of runs Total Cost

Business card

6
12

$200
$250

Quarter Page

1
6
12

$50
$275
$500

Half Page

1
6
12

$80
$325
$550

Full Page

1
6
12

$150
$600
$1000

Notes:
•

•

•

•

•

Ads are black and gray scale in print unless
other arrangements are made. Ads will all
appear in color if color ads are provided in the
electronic copy of the newsletter.
If an ad is changed during a run, blocks may
still be purchased, however, there will be a
$25 charge for each new/changed ad
Additional costs may be incurred if your Ad
needs to be designed or modified. Please
contact Kathy with any questions or changes.
(Kathy@aasew.org) (414) 276-7378
Ad space for more than one run must be
purchased in blocks of 6 or 12 consecutive
runs, and must be paid in full to receive block
prices.
Please furnish ads as jpegs for best results.
Please send ads to Kathy@aasew.org

AASEW
CLASSIFIEDS
AASEW members are invited to fill
out a quarter sheet form to advertise properties
or tools they either would like to sell or they
would like to buy at our general membership
meetings. Members will also be able to post job
openings. We are in hopes this will continue to
improve our members’ experience. Forms are
available at the meeting registration table as well
as online. You are welcome to fill it out and bring
it with you to the meeting.
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Would you like to submit an article for publication
in the AASEW monthly newsletter?
Here are the current submission guidelines:
•
•
•

•
•
•

•
•

Deadline for all submissions is the first of each
month.
The newsletter will be delivered electronically
to the membership on the 10th of the month.
Limited print copies of the newsletter will be
available at the General Membership Meeting
following its publication.
We are happy to accept one article per author
per newsletter.
Please keep article to approximately 500
words in length.
Any edits made to an article (generally for
length) will be approved by the contributor
before it is published.
All articles must be properly attributed
The Editorial Staff reserves the right to select
articles that serve the membership, are timely
and appropriate.
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PO Box 174
Butler, Wisconsin 53007
(414)276-7378
http://www.aasew.org

Looking forward…
Membership Meeting—Monday, January 21, 2019
We will welcome Andi Mallman-Elliott from Community Advocates
More details to come.
Landlord Boot Camp—Saturday, February 9, 2019
Registration is now open for this great learning opportunity!
Membership Meeting—Monday, February 18, 2019
We will welcome Attorney Nancy Wilson from Axley Brynelson, LLP.
She will be talking LLC formation and more! Watch for more details!
Membership Meeting—Monday, March 18, 2019
Topics Night: Watch for details about some great informative topics.
Advanced Landlord Boot Camp—Saturday, March 30, 2019
Registration is now open for this extended learning opportunity.

In this issue…
2019 Election Results
AASEW Board Members
President’s Corner
Landlords: What do you call yourselves.
NEW: Advanced Landlord Boot Camp
AASEW Community Spotlight: Giving
13 Proactive Ways to Increase Rent & Add Value to Your Rental Property
AASEW Business Member Directory
Advertising Information
Article Submission Guidelines
Landlord Boot Camp Information
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