
You fail to train your property manager to enforce 
the rules. 
Simple things like empty beer cans, cigarette butts, papers 
strewn and dirty common areas are overlooked. This may 
get ignored if you and/or the manager think you have more 
pressing matters to attend to. If every resident contributes 
to one piece of trash laying around, what kind of a property 
would you have? Things like noise complaints, pet waste 
and parking can all be areas that need rule enforcement. 
Sadly, it does not take long for a few messy tenants to 
create an unwanted environment at your property.

You don’t respond in a timely manner or avoid 
conversations about your property.   
Communication isn’t just something your wife made up to 
hassle you. It’s a key part of business and real estate. If you 
find yourself not answering the phone for tenants or your 
property manager, you HAVE A PROBLEM. Problems and 
conflicts don’t just go away if you ignore them. They get 
worse. Bad news doesn’t get better with time. Effective 
owners do their best to make informed decisions in a  
timely manner.  

Don’t immediately give legal notice on late rent. 
It’s expensive and takes time to file, right? The tenant will 
probably pay anyway, right? What’s wrong with giving this 
very nice tenant a little slack? WRONG! WRONG! WRONG! 
You are “training” the tenant that you are not serious about 
collections. Not only that, but if you think your “whatever” 
attitude on collections won’t spread throughout your 
property, think again. It will spread like the flu, thus training 
more tenants that you are soft on collections.

You don’t charge for late rent, NSF checks, or any 
other extra charges. 
In your leases, you should outline late fees, NSF check fees, 
pet fees, breaking the lease fees etc. 100% collection on all 
rent charges and fees is the way to make the most of your 
investment. Have you “trained” yourself to not collect all 
payables? Always being consistent on fees and collections 
with also protect you from discrimination complaints for 
“special treatment”.

Vacant units available for rent are not ready- 
to-show. 
(Repairs done, cleaned and painted, etc) ready to move 
in condition. Unit turnovers need to be done in a timely 
manner. Not being able to show prospective tenants a unit 
can be frustrating. Showing them a dirty unit in need of 
repairs is even worse! One tough lesson we’ve learned as 
owners is that prospects have housing options. Income loss 
to vacancy can add up across units. Having a structured 
turnover process is VITAL!

You’ve stopped looking for ways to increase income 
or reduce expenses.  
Maybe you haven’t investigated RUBS for your water bill.  
Maybe you haven’t reevaluated your contracts for lawn care, 
snow removal and trash. Especially in Iowa, one severe 
winter storm can cost you thousands. Why not see if you 
can negotiate a better deal. Do you have laundry machines?  
Do you have extra storage space? Would some specific 
renovations allow you to increase rent? If you aren’t looking 
to maximize your net operating income, are you effectively 
running your real estate investment?

The number one, top of the hit parade is that you 
do not have an annual rent increase!  
Even if it’s only $5-10 per year. In today’s economy some 
owners might be foregoing a rent increase to be sensitive 
to their resident’s financial difficulty. That’s not necessarily 
a bad idea. Tenant turnover can be expensive and keeping 
a quality tenant long term is a huge gain. A better idea 
might be to maintain a smaller increase. There are a couple 
of reasons for doing this. First, it gives you a chance to 
communicate your concern about how your tenants are 
faring in this economy.  Secondly, it enforces the expectation 
of an annual rent increase. If you decide not to have a rent 
increase, you will most likely see your NOI dropping with  
the ever-increasing expenses of taxes, insurance and  
labor costs.
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WHAT IS YOUR MULTIFAMILY PROPERTY WORTH?
 

I am always happy to do a FREE, NO OBLIGATION, Real Estate Review for your 
multifamily property. You ought to know today’s market value of your real estate 

investments.
 

If this is something you would like, simply give me a call at 319-378-6786, email me 
at joannestevens@iowarealty.com, or visit www.apartmentbrokersofiowa.com

 
Joanne Stevens is a specialist in listing and selling multifamily housing communities 

throughout the U.S. With her 20 plus years of experience in developing, zoning, 
owning, retailing, managing, turning around and brokering multifamily communities, 

she can maximize your sale price.

NAI Iowa Realty Commercial is 
proud to be part of the  

Home Services of America  
family of companies.
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Save The Date
OPTECH 2025   
Multifamily industry’s premier conference on 
innovation, operations, and transformation.
November 17-19th, 2025 | MGM Grand Hotel and Casino 
3799 S. Las Vegas Blvd. Las Vegas, NV 89109 

2026 NMHC Apartment Strategies Conference 
An entire day of trends, statistics, and powerful insight 
into what lies ahead for our industry.
January 27th, 2026 | Aria Resort and Casino
3730 S. Las Vegas Blvd. Las Vegas, NV 89158

Useful Websites
Renttango.com 
AI-driven tenant screening and verification.

365connect.com 
Can facilitate the signing of tenant documents, collect 
payments related to the leasing process, and more.


