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Purpose 

 
The purpose of this booklet is to give provide you with a “front lines” 
perspective of the rental market.  This booklet is freely given for your 
planning purposes and to provide more impact and confidence to the 
direction you choose.  It also helps to elevate our initial dialogue to a level 
of greater productivity allowing for a more efficient and enjoyable 
experience. 
 

My disclosure 
 
If you have gotten to this page, you are getting serious about renting out 
your home. Obviously, I think I am your best option in finding a great tenant 
and you’d be wise to pick up the phone now, and call 949-922-1651, and tell 
me to take care of it all, and thus saving your precious minutes reading this 
entire manual.  You will save huge amounts of time that can be spent much 
more productively and profitably than dealing with your rental. 
 
You should hire me to develop & successfully execute a strategy to 
deliberately maximize the return of your rental property.  I will guide you in 
properly presenting your property, and market your property for rent.  I will 
help screen applicants to find the best person whose is the most likely to pay 
the rent on time & keep your home up.  In the meantime, beyond dealing 
with the hassle of the having to receive and deposit rent checks, you can do 
what you love to do!  Do what you are most productive at – your work, time 
with the kids, friends, you name it.   
 
My ultimate business objective is to make you so incredibly happy with 
the experience of my service and results that you cannot stop yourself 
from introducing me to the people you care about whom also need real 
estate help – even before we find your renter! 
 
I would, however, be honored if you kept reading this as I spent a lot of time 
on it and feel that it is an entertaining read.   
 
Since you are now reading this, there’s a good chance you may go all the 
way to the end.  At the end I am hoping that you will have a full perspective 
of the world of private property renting and be confident that what I wrote 
above as being your best option, still holds true.  My ultimate goal is that 
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this same confidence in my ability holds true 15 years from now after years 
of diligent and loyal service.  My goal is to build a large, mutually loyal 
trusting client base I can help forever. 
 
You have options… 
 
Before we go over the myriad of options, it is important to understand the 
components surrounding practically every real estate decision.  To help 
compare the various choices, I like to compare the real estate decision-
making process to the most famous product comparison test of all time: 
 
THE “REAL ESTATE” PEPSI CHALLENGE 
 
 

VVVVSSSS....    
 

 
Back in the late ‘70’s, the good folks at Pepsi went all over America doing 
simple taste tests between Pepsi & Coca Cola at shopping malls, amusement 
parks and other public areas.  After drinking from each cup labeled A or B, 
you’d know which beverage would be your ideal soft drink and from that 
point forward would drink forever – at least until Red Bull & Iced Latte’s 
showed up.   
 
This “comparison challenge” can effectively be employed to determine the 
purchasing direction of lots of different products – cars, clothes, food, but 
imagine putting the Pepsi Challenge within the context of a real estate 
decision: 
 
 Buy or Rent?  Sell or Lease? 
 Offer $500,000 or $510,000? 
 Chose me or another agent? 

Advertise your property at $2500 or $2400 
 Marry Mr. Smith, or wait for someone better? 
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To provide perspective on the dynamic of a given real estate choice, the 
Pepsi Challenge would have to be adjusted as follows: 
 
The Pepsi representative calls for you to spend a minute with him as you are 
heading into JC Penney, and asks you to sit down at his table.  There are no 
labeled cups A or B.  There only sits a can of Pepsi and a can of Coca Cola. 
 
The representative asks, “Which one do you want to drink for the next 5 – 
10 years? 
 
“Hmm…” you say. “Can I sample them?” 
 
“No.” the rep says cheerfully, “You must pick one to drink for the next 
several years, AND you will NEVER have a chance to drink the beverage 
you don’t pick.  Good Luck!” 
 
The most frustrating part of the “Real Estate Pepsi Challenge” is that you 
won’t be able to fully savor the flavor of each possible direction until long 
after the choice has been made, nor can you try more than one option at the 
same time.  
 
Instead, you can interview every person you can find, including those who 
share your values and interests, maybe even find a few “taste bud” experts.  
Your survey could be as extensive as your imagination could take you, but 
ultimately, you are required to pick the beverage you will be drinking for the 
next several years without ever tasting either beverage.   
 
In the context of the Pepsi Challenge, this is absurd, but this is the relation of 
the choices that await you in any and every real estate pursuit! 
 
Wouldn’t it be nice to be able to simultaneously rent and sell your house and 
see which one offers a better return?  Or, market your house yourself while 
also hiring someone else at the same time and then see who gets a better 
price?  Pick two sets of renters and see whom will pay and maintain the 
house better? 
 

Think of any decision you can make that will eliminate any other 
alternatives as soon as you make it.  It’s a fork in the road.  
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Wouldn’t be nice if you could pick both and later determine which 
is better and just go with that one? Like below: 
 

ChoiChoiChoiChoice ce ce ce 

AAAA    
ChoiChoiChoiChoice ce ce ce 

BBBB    

 
 

 
On to your first choice… 
 

rent or sell 
 
The decision to rent your unneeded property should ultimately be the result 
of a sound investment analysis.  Renting your home should offer the best 
financial performance of any available investment opportunity and must 
exclusively be in line with YOUR long-term objectives.  Your long-term 
objectives must take into account your three valuable resources: 
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Obviously, money is a huge factor to determine the direction of any 
investment.  This resource is typically the most popular, heavily weighted, 
and understood.  What is less commonly reported or analyzed is the impact 
an investment can have on your time and emotions, especially an investment 
in real estate.   
 
The following chapters will help to highlight the relationship between time, 
money, and emotions.   More importantly, it will help you to understand 
your valuation process of each of these resources and how you can quantify 
them in relationship to each other.  
  
  

 
 
How valuable is your time?  Looking at how much money you make at work 
is a quick starting point and pretty easy.  Determining the value of each hour 
Monday through Friday from 8-5 takes no more time than looking at your 
most recent pay stub.  However, what would one hour after 5pm or on a 
weekend afternoon or Sunday morning be worth to YOU.  For Orthodox 
Jews, an hour on the Sabbath is priceless and cannot be purchased.  An hour 
on Christmas day?  Any hour from 5 - 8pm is a high valued time for me, as I 
tend to be playing, feeding, bathing, and putting my kids to bed.   
 
Another way to value your time is to determine the opportunity costs of a 
given activity and weigh the value of one activity against the value of 
another.  Would you go to the beach on a Tuesday morning if you were able 
to make $50/hour at work?  Would you leave your family and fly all over the 
world alone working for a million dollars a year?   
 
Exploring the value of your own time is a critical component to investment 
direction and I strongly recommend exploring your own time values both in 



 8

relation to money and against other activities, as this will greatly improve 
the confidence you will have in the direction you take with your property. 
 
 

 
 
How much emotional equity do you have?  “Emotional what?  Aren’t you a 
real estate agent?  I already have a therapist!”     
 
For many financial planners, this is sort of synonymous with “risk 
tolerance”.  Could you stomach the stress of a risky stock or bond and losing 
all your money if the reward was substantial?  Beyond “investment risk” 
worry, stress can include dealing with things you prefer not too, like getting 
calls to fix a leaky toilet, etc.   
 
Emotional equity can also be quantified positively.  Emotions like joy, 
inspiration, happiness, excitement, and fun create emotional equity.  Think 
of the price, you gladly or perhaps not, paid to be at Disneyland, the 
unanimous “Happiest Place On Earth”.  For our family, the joy of 
Disneyland is worth the cost of an annual pass – when it’s not crowded!  I 
have met skiers, who will hike through the backcountry all day just for a few 
minutes of extreme skiing!   
 
 
The emotional cost for me to remodel a bathroom used to be terribly 
expensive.  I could handle the cost of labor & materials as well as the time I 
would have to be out of the house.  But, the anxiety and perceived hassle of 
dealing with different contractors and having to experience and then rectify 
any performance shortcomings would guzzle my emotional fuel tank.   
 
However, once I fine-tuned exactly what I wanted, understood the critical 
points of the process, and the respective contingency plans for any little 
“hiccups” my emotional fuel efficiency morphed from guzzler to hybrid! 
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Emotional Equity 

Joy 

Stress 

 
 
 
What brings you joy, happiness, fun, etc? 
 
How much money (or time) would you pay for joy or happiness or fun? 
 
How much would you expect to be paid to deal with for heavy stress?   
 
Medium Stress?  Some stress? 
 
Similar to your time valuation, the more time you spend exploring the value 
you place on your emotional well being, the more confidence you will have 
in your investment direction. 
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Financial performance can be measured by its associated cash flows.  When 
the cash is flowing (now or in the future), how much cash is flowing 
(positive or negative) and the overall aggregate of these are what comprise 
the performance of any given investment.  Though your time and emotions 
may be quantified to a dollar amount, we will leave them out of the 
following examples. 
 
Here are some common considerations in analyzing an investment: 
 
1. Current Cash Value - What would the proceeds of the sale of your home 

be if you were to sell today?  Price - Transactions costs = Cash Value. 
2. Appreciation - How quickly will the price of your home increase or 

decrease. 
3. Dividend / Cash flow - How much will you net at the end of each month 

or year after receiving rent and then paying mortgage, property tax, home 
owner association dues, and improvement costs. 

 
The next page offers two examples of two different 10-year performances 
for a given property. 
 
I have made the assumptions of appreciation and possible dividend or cash 
flow.  Cash value subtracts theoretical transaction costs & loan amounts.  
The annual return will be slightly different than what follows, as it requires 
more complex calculations with exponents, but it’s a close approximation. 
 
House #1.  
Assumptions: 5% appreciation, $1200 yearly cash flow. 
    Now   10 Years Later 
House Value:  $200,000  $325,778  
Cash Value:  $50,000  $178,974 
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Total Return: 
 ($178,974 - $50,000)/$50,000   = 258% 
Annual Return: 258% / 10 years = 26% 
 
House #2. 
Assumptions: 3% appreciation, -$2400 yearly cash flow. 
    Now    10 Years Later 
House Value:  $200,000   $268,783 
Cash Value:  $50,000   $90,000 
 
Total Return: 
 ($90,000 - $50,000)/$50,000    = 80% 
Annual Return: 65% / 10 years  = 8% 
 
House #1 represents the deal!  The positive cash flow provides the luxury of 
paying a dividend.  This money can be spent reducing your loan amount or 
towards other investments.  House #2 does not provide the same luxury and 
gives an example of the potential consequence of the “holding cost” of 
having a rental property.  Ultimately, as rental rates increase or upon the sale 
of the property this holding cost can be reduced over time or paid off at the 
time of sale.  Despite the positive return upon the sale of House #2, for many 
people, the high “carrying cost” or negative cash flow makes a rental 
investment property prohibitive. 
 
Obviously, these two examples represent simple changes in the dynamics in 
the real estate market and the eventual market performance can vary greatly, 
including price decreases, vacancy costs, and your specific tax situation.    
 
The most critical factor in getting a confident direction is determining and 
establishing your own constraints.  This includes firming up your current 
financial situation, determining your own values and objectives and your 
ideal financial destination. 
 
Once the decision to rent is made it is time to Maximize Your Profit - MYP!    
 
Prepare to maximize…   
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The Landlord 2.5 
 

 
 
1.    Rent paid on time EVERY month. 
2.    Proper Maintenance of Property. 
2.5   Nice renters. 
 
The Landlord 2.5 represents the exclusive landlord ambition, or at least it 
should.  And if you want to really fine tune it, you can leave off the “.5”.  
All things being equal, like timely rent payments & property maintenance, I 
am partial to nice people and can’t help it, so please bear with me.  Adding 
anything else on this list can get you into trouble with the government, 
human rights organizations, and may affect your community reputation, not 
to mention the ultimate return on your investment.  
 
Achieving the Landlord 2.5 will allow you the best opportunity to maximize 
your monthly/yearly dividend and allow for proper appreciation.  It will also 
save you lots of time and emotions.  Take a minute to imagine: 

The Landlord –2.5: 
 

 
 

Evicting destructive mean people. 
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Realizing the Landlord 2.5. 
 
Where do good paying, responsible tenants come from and how can you 
attract and keep them in your property forever? 
 

Property Condition, Marketing & Price 
 
Marketing, Property Condition, and Price are the three primary aspects of 
attracting a good tenant, and of the three, price is the only component 
beyond your control.  The market, and more specifically, the tenant will 
determine if the rent you are looking for is acceptable.  The better the 
marketing and condition of the home, the higher the price of the rent.   
Begin with Condition! 
 

P
ri

ce
 

Marketing & Condition 
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Unlike a typical homeowner, a typical tenant is looking to do zero 
improvements on a property.  When a tenant comes across something dirty 
that should be cleaned, or some small problem that could easily be fixed, 
they are not only concerned with how the problem will be remedied, but 
what OTHER problems are lurking nearby that are also unresolved.  
 
Soon, they begin to imagine future problems with the property and how 
quickly they will be fixed.  It goes something like this: 
 
“Listen to that leaky toilet!  If they haven’t fixed that, what else haven’t they 
fixed?  What’s going to happen when the fence falls down or the roof gets 
torn off by a giant flock of sea gulls? Is the landlord going to ignore that 
also?”  Left to his/her own devices, the tenant mind can create an 
extraordinary worst-case scenario with an equally worst-case landlord 
response.   
 
Prevent this problem by making the property look and function as good as 
possible. Don’t allow any small fixes to go unfixed.  Every surface of the 
property should be clean – inside, outside, vertical, horizontal.  Tenants are 
looking not only for peaceful and clean living, but also for a diligent 
landlord.  These should be well represented on their first visit. 
 
Once the property is in exceptional “move-in” condition, it is time to find 
your tenant.   
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mmmmaaaarrrrkekekeketttting.ing.ing.ing.........    

 
 

A thoroughly planned and executed marketing plan that highlights the full 
value of your property is the foundation for realizing the Landlord 2.5 and 
will allow you to fully maximize the return on your investment. 
 
Excellent Marketing will communicate the full experience of living in your 
home to the greatest amount of people.  It will produce the most qualified 
tenant who shows the greatest promise of fulfilling the Landlord 2.5. 
 
Anything less is a terrible disservice to the amount of work you have done to 
make the house look great. Less than excellent will limit the number of 
people that will know about your property and/or limit the full details about 
your property, and usually both.   
 
Mediocre marketing results in fewer tenants who can achieve the Landlord 
2.5 and less reliable rent. 
 
Marketing can be broken down into two segments: 
 

 
 

Message and Method of Delivery 
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Your message should be an enthusiastic and accurate story about the 
lifestyle that is awaiting a reliable tenant at your property.  It should also 
include the following: 

- Statistics –square footage, beds, baths, address, maps. 
- Pictures – color, clear and revealing. 
- Video – live walking tour of the property. 
- Live salesman – one who offers credibility and who can show the 

house in its best light. 
- Screening process – what documents you will use to pick a renter. 

 
Creating an informative and enthusiastic marketing message develops 
several benefits in terms of saving your transactional resources – time, 
money and emotions.   
 
Imagine receiving calls from interested prospective tenants who have 
already seen a video tour of your home, know exactly what the counter tops 
and bathrooms look like, and that your third bedroom doesn’t have a closet.  
Excellent marketing will allow you to be in a position that makes the 
property tour an exclamation point to all the videos, pictures and maps the 
tenants have already seen. 
 
Instead of wasting time with lots of visitors with varying degrees of interest, 
your visitors will be higher quality prospective tenants who will want to rent 
your property if it accurately reflects what has been highlighted in the 
marketing. 
 
Now imagine, reducing the “hassle cost” that comes with marketing a home 
occupied by your nice tenants who are about to move out.  Marketing an 
occupied property is rife with hassle, especially if the occupants are not the 
owners.  Creating a marketing plan with the least amount of inconvenience 
to your current tenants will keep them motivated to show the house, and help 
reduce your vacancy costs.   
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Delivery 
 
The delivery of your message is critical both in terms of speed, location, and 
quantity of information.   
 
You have a number of options that fall into one of the following categories: 
 

 
 
Print 
 
Newspapers and weekly advertisement books like Pennysaver used to be 
how landlords and tenants connected.  Though necessary, this forum was 
and still is expensive the landlord and uninformative for the renter.   
 
Internet 
 
Then, on a stormy night in October, a prominent politician invented the 
Internet and the landlord/tenant meeting place went from print to 
cyberspace.  Here, the property could be fully exposed, highlighted, and 
presented for very little money, and the renters gorged on the tremendous 
amount of information. 
 
The Internet offers websites like rent.com that advertise mainly large 
apartment complexes.  There are also MLS fed websites like Realtor.com 
that take listings from local realtor multiple listing boards and posts 
properties.  The third – the free one - is for everyone.  Craiglist.com has 
grown to be the most popular and has completely revolutionized the 
classified ad market by allowing people to sell their personal goods for free.   
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Real Estate Agent 
 
The third method used to deliver your message is the tenant’s agent, a 
professional real estate agent who is out helping their clients find a rental 
property.  They will show your property in addition to many others, prepare 
an application which can include running credit reports, bank statements, 
pay stubs and past letters of recommendation from past landlords. The 
agent’s works off a commission that is a percentage of the total rent of the 
lease.  This compensation is paid at the beginning of the lease.   
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Excellent Marketing 

Comprehensive and enthusiastic 
presentation of property. 

Many Prospective Tenants 

Mediocre Marketing 

Presentation of Property with limited 
information and interest. 

Few prospective tenants 

 
 

 
 



 20

Who to Hire? 
 

Before we discuss your “Help” options, it is important to explore the 3 key 
components to a good hire: 
 

1. Qualifications 
2. Interest level 
3. Availability 

 
Make sure that you keep these 3 factors in mind when exploring the different 
options that are available to you.  Take a minute to think about the 
implications of only getting only 2 out of 3:  Qualified & Interested, but not 
Available?  Interested & Available, but not Qualified?  1 out of 3 is even 
worse. 
 
Anything less than 3 for 3 is a disaster waiting to happen, and more 
specifically, it will be a waste of you precious resources – time, money, and 
emotional equity.   
 
The key consideration to determining who should help you is to look for the 
best value.  Make sure to identify the benefits associated with the cost of 
each option. 
 
Your Primary Options for Help 
 

1. You 
2. Realtor 
3. Property Manager 
 

You 
 
It doesn’t require vast levels of schooling or a tremendously high IQ 
(qualifications) to put together and then execute a successful marketing plan.  
It does require interest & your availability (time).  The landlord’s lack of 
interest & time leads them to call for professional help.   
 
Are you both available and interested in taking the time to post ads, take 
pictures, video, field questions about the property over the phone, show 
prospective tenants your property, write up a lease agreement, etc?   The 
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answer to this question may be obvious for you or it may become clearer 
after exploring the professional options. 
 
Cost: Not much $$$.  Lots of your time & attention.  
 
Professional Real Estate Agent 
 
The professional real estate agent, or Realtor comes in many shapes and 
sizes.  You will find that most agents are qualified, but may not have the 
interest level or be available to perform the tasks needed to showcase your 
investment property effectively. 
 
Agents have a broad range of “niches” they can focus on.  Some want to 
only represent sellers in a specific neighborhood.  Others only want to work 
with first time homebuyers.  Some focus on distress sales, others investors, 
and so on. 
 
***Alert: Greg Wakeham Commercial*** 
 
My niche is serving my loyal client base.  Because there are only 2 types of 
residential real estate transactions with potential to represent only 4 types of 
clients, I have chosen to develop a strong & loyal client base I can help in 
either lease or sales transactions.   
 
The ultimate benefit of my client-centered approach is that I can spend more 
time fulfilling client objectives.  I am able to spend less time on “marketing” 
myself to a specific neighborhood or buyer type or trying to fit people I meet 
into my chosen niche.  The immediate result is an enhanced focus, a broader 
market perspective – both geographically and in terms of transaction type, 
and greater fulfillment of client objectives.  The long-term results are great 
relationships!  Now back to the program… 
 
When hiring a real estate agent, expect the marketing program detailed 
previously, as well as assistance evaluating tenants, and drawing up the lease 
paper work.  After the lease & move-in paper work is done, the real estate 
agent’s work is completed.  Depending on the real estate agent and the 
company they work for, they may or may not perform property 
management: collecting rent, taking tenant’s calls, property maintenance, 
etc. 
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Cost: 6% of the rent from the term of the lease paid upon the successful 
completion of the lease agreement.  3% is paid to the agent who performs 
the marketing function detailed above.  The other 3% is paid to the Tenant 
Agent who represents your new tenant. 
 
Benefits: Great “self-managing” tenants.   
 
Property Manager 
 
The professional property manager will have a real estate license like the 
professional real estate agent.  Much like the professional real estate agent, 
they also come in various shapes & sizes & varying degrees of competence. 
 
The ideal property manager would perform all the marketing functions 
previously mentioned as well as handle all of the tenant interaction during 
the term of the lease – taking calls from tenants, receiving rent, and other 
property maintenance. 
 
Cost:  The property manager’s cost can by around 10% of the rent each 
month, which he will deduct along with any other expenses before sending 
on your rent money for the month. 
 
Benefits: You have little to no involvement. 
 
Overview of Options 
 
The proof of the profitability of your hire comes in the pudding – remember 
the real estate Pepsi Challenge.  You will contract with yourself, a real estate 
agent, or a property manager before you see the profitability of the final 
product.  Remember your resources when comparing your options and find 
the option that provides the best value. 
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Tenant Analysis! 
 
You cast out a huge net and have landed some real “Whoppers”.  Who is the 
most likely to fulfill your Landlord 2.5?  What can the tenant show you that 
will instill the strongest confidence of achieving the Landlord 2.5? 
 
I use the diagram below when counseling tenants on how to craft an 
exceptional application in a report I provide for free to them called: 
“How to Steal the Landlord’s Heart and Get the Rental Home You Will 

Love.”  This diagram is somewhat edited compared to what you will find in 
the report as it is structured toward the renter.  Let me know if you’d like a 
copy. 
 

1. RENT PAID 
ON TIME 

2. PROPERTY  
MAINTAINED 

Credit 
Report Paystub 

Bank 
Statement 

Letter of Recommendation 
From Past Landlord 

 
 
On the report for tenants, there are some additional “personal” items that 
they can send you, but as a landlord, you cannot legally ask for them. 
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Application Components 
 
Pay stub – A pay stub shows how much money a tenant makes and thus 
his/her capacity to pay rent. 
 
Bank Statement – Nothing like vast sums of money in a bank account to 
give you that warm and fuzzy feeling.  This also shows the tenant’s position 
to deal with a financial crisis if one comes up.  The self employed typically 
will not receive a pay stub – the bank statement will show their total 
reserves, but also the frequency of deposits from their business.   
 
Credit Report – A person’s credit report shows how well they have been 
able to fulfill their financial commitments.  A strong history of paying bills 
as agreed by the creditor isn’t a guarantee of future performance, but it is the 
best indicator!  I also extend the expectation that if a person is financially 
responsible and diligent with their finances, they are most likely diligent & 
responsible with keeping up their home. 
 
There are two indications of someone’s credit worthiness on a credit report 
to look for: 
 

FICO score.  This score ranges from 450 – 850.  A high FICO score is 
best! 
 
Creditor account information.  The credit report will list all of the 
tenants current and past creditors up to seven years or so, and it will 
report the timeliness of payments for each month’s billing cycle – car 
payment, real estate loans, revolving lines of credit (credit cards), as well 
as accounts that are late or unpaid.  Accounts in collections will be listed 
as will any tax liens and past bankruptcy. 

 
With the prevalence of distressed sales, tenants with low credit scores are 
common.  Going through a foreclosure or just missing a mortgage payment 
will take a 700 FICO down below 600.  Seeing a 535 FICO score is 
incredibly daunting at first glance, but after careful review of the account 
information, it is not uncommon to find that the tenant is one bad mortgage 
away from perfect credit, haven paid every other creditor as agreed. 
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Letter of Recommendation from a Past Landlord.   There is probably 
nothing more comforting than a letter from a past landlord reporting that the 
rent was always paid on time, the property was always in good shape, and 
that the Landlord would rent to the tenant again in the future.  Again, a 
positive letter from a past landlord is not a guarantee of future performance, 
but like the credit report, it is very difficult to find a better indicator. 

 
Cosigner / Guarantor.  If a tenant cannot show a clear ability to pay the 
rent on time and keep up the house, he may have a friend or family member 
who will guarantee the lease.  The prospective guarantor – very common 
with students – will need to submit their full application and all the 
supporting documentation listed above, as well. 
 
As long as you have noted somewhere in the marketing how you expect to 
screen tenants, asking for these items will not be an issue.  There are several 
benefits to explicitly detailing your screening method up front to the tenants: 
 

1. Tenant Self-Screen.  Tenants who cannot actually show that they 
have or are likely to pay on time and keep up the property will avoid 
calling. 

  
2. Avoid Secondary Request for Information.  Divulging your 

complete financial position to an otherwise complete stranger who 
will then be “judging” your ability to live up to lease obligations ranks 
right up there with a prostate exam or filling a cavity.  Though some 
are brave, it is always an uncomfortable experience.  Asking a tenant 
to provide more information about their financial position after a 
quick cursory review of only their written application and credit report 
can turn into a full root canal and leave them feeling defensive and 
offended. 

 
3. Spend Less Time Screening.  Calling landlords and employers for 

references takes tremendous time and can be met with resistance, as 
many people are reluctant to give out critical personal information.  
Getting a pay stub and letter of recommendation allows screening 
landlords to avoid these calls or at least allows them to have brief 
conversations confirming what the tenant provided.  

 
4. Quick Approval Turnaround.  Because good rentals come and go so 

quickly, many tenants will apply and get accepted to multiple 



 26

properties.  Getting as much of the documents listed above will allow 
you to offer quicker turnaround and dramatically reduce the chance of 
letting a “good fish” get away! 

 
Tenants and landlords alike have tendencies to evaluate a tenant’s probable 
ability to pay rent and keep up the property by looking only at someone’s 
FICO score, or only a crisp pay stub from a large corporation.  A tenant with 
750 credit score and $10,000 a month goes along way to warm a landlord’s 
heart, and would be first on my list.  However, making sure to evaluate a 
tenant’s complete application will allow you to benefit from tenants who, 
despite a few dents, can show strong indication to successfully live up to the 
requirements of the lease agreement. 
 
Pride in Rent Fulfillment. 
 
Like diligent landscaping or home improving property owners with strong 
pride of ownership, many renters also find tremendous pride in their home 
even if it is a rental.  Paying rent on time and fulfilling the other obligations 
of the lease agreement give tenants a strong sense of accomplishment. I 
point this out to indicate that despite some financial hardships or 
irresponsibility, most people make it a point to pay their rent on time even if 
they have had trouble paying other bills on time. 
 
0% or 100% 
 
Here’s one more thought to share before your heartstrings get pulled too 
much.  This is especially critical to think about if you only have one or two 
income properties. A typical apartment complex with over 100 units can 
absorb a few deadbeat tenants and still enjoy a high percentage of on time 
rent. Landlords with only a single income property are subject to a much 
greater diversification crisis.  For single income property landlords, your 
rent is either 0% or 100%. 
 
Carefully review each tenant application and make sure your confidence in 
their ability to pay the rent on time and keep up your property is strong.  
 
After you achieve tenant confidence, move quickly to the next step… 
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Mutually Commit, ASAP!   
 
Once you and your new tenant have picked each other, quickly focus on 
fine-tuning all the details of the contract, get the lease signed and get at 
minimum the security deposit for the property as soon as possible.  This 
allows everyone to rest easy and shows mutual commitment. You can get 
back to your life, and the tenant can focus his attention on dealing with the 
coming move. 
 
Ensuring that proper attention is paid up front to even seemingly minute 
details greatly helps to avoid future disputes later in the lease term, after the 
landlord/tenant honeymoon period is over. 
 
Look for a cashier’s check for the rent amount prior to handing over the 
keys.  Logistically, it is a lot easier to get all the move-in funds up front, but 
this can put strain on the tenant’s cash flow position, as they must wait until 
after they move out of their current property before they can get their deposit 
back. 
 
Move-in Inspection. Taking an inventory of the condition of the house at 
move-in and at move-out simultaneously protects everyone and clarifies 
what is to be expected at move out. 
 
Then be a good landlord… 
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Be a good landlord 
 
Now that you have secured the best tenant in the land, signed a mutually 
attractive lease agreement, and put the move in funds in your bank account, 
what do you do now?   
 

1. Go out of your way to leave them alone. 
2. Go to the mailbox once a month to get your rent money. 
3. Develop a strategy to respond to request for repairs immediately.  
4. Go out of your way to leave them alone. 

 
Landscaping Landlords and “Let’s Get Together” Lessors – landlords who 
insist on mowing the lawn themselves or hoping their new tenant will 
become the sister they never had - quickly create tension that can lead to a 
dysfunctional tenancy and undermine your Landlord 2.5.  These seemingly 
innocent gestures can easily slip right into tenant perceived snooping and 
spying. 
 
Worried landlords should take comfort in the strength of their marketing, the 
thorough consideration of the tenant, the strength of the lease agreement 
they have signed to remedy potential negative occurrences, and a small 
helping of faith in their tenant that anything that needs to be fixed upon 
move out will be fixed or paid for with the deposit. 
 
Lack of or flat out bad faith both creates and elevates lease problems more 
than anything else.  Tenants must have faith that the landlord will keep 
paying the mortgage and fix problems as landlords must have faith in the 
tenant’s ability to pay the rent on time every month and keep the property 
up. 
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Property Maintenance/Repair Options: 
 

1. You 
2. Property Manager  
3. Home Warranty 

 
Air conditioning units, water heaters, furnaces, garbage disposals, pipes, 
electrical, pool, sinks, toilets, showers, windows, screens, etc. can and will 
break while a tenant is living in the property.  In order to maintain your 
“Good Landlord” status, it is important to have a plan in place to fix these 
items.  You have lots of options as to the best way to remedy many of the 
repairs.  Keep in mind your investment resources: Time, money, and 
emotions.  
 
YOU. 
 
Here’s one scenario: 
 
After receiving the call from your tenant who is stumped and irritated that 
the garbage disposal isn’t working, you hang up the phone, tell your wife to 
cover your dinner, tell your son that you will be a little late to his little 
league game, and drive 10 minutes over to your property.  Your tenant had 
to run over to pick up his son from a friend’s house, so you wait another 10 
minutes in front of your tenant’s house.   
 
During the next 10 minutes, your tenant drives up, starts speculating why the 
garbage disposal isn’t working while she pulls up the garbage cans from the 
curb, and yells at her son for running next door in a futile attempt to play 
hide and seek, and finally get into the house.  You then walk through your 
messy property – laundry day – and see some crayon drawings on the living 
room wall to get to the kitchen sink filled with last night’s dishes and pots.  
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During the next five minutes, your tenant cleans up the dishes and offers you 
a drink of water while you wait – you are such a nice guy!  Finally, the sink 
is cleared.  You turn on the water.  You flip the garbage disposal switch.  
Nothing happens.  You fiddle with the child locks on the cabinet doors for 
30 seconds and finally give up.   
 
Your tenant is now in her bedroom upstairs changing her clothes.  You call 
up to her for instructions on how to get past the fortified child locks.  Five 
minutes and a few muffled mumbles later she comes back down and snaps 
open the cabinet door.  Cleaning bottles spill out on to the floor.  You 
generously move them aside and sustain a few soapy stains on your dress 
pants.  Finally, your garbage disposal that was installed two years ago is in 
sight.  You see the little red button – reset button - and push it.  You stand 
back up.  You flip the garbage disposal on and it works!   
 
Great job!  Thank you, Thank you!  You are such a good landlord!  After 5 
minutes of gratitude and other rental matters, you are back in your car and 
start the engine.  10 minutes later, you roll into the parking lot one inning 
late and a bit hungry from missing dinner.  Luckily there’s hot dog and 
cheesy nachos at the snack bar! 
 
Excellent work.  You responded and fixed a problem for your tenant in 
record time.   
 
Cost:  

- 55 minutes of your time. 
- 1 inning of your son’s baseball game 
- Home Cooked Dinner. 
- 2 Gallons of Gas. $6.20.  

 
YOU - hire a professional: 
  
After receiving the call from your tenant who is stumped and irritated that 
the garbage disposal isn’t working, you hang up the phone, tell your wife to 
cover your dinner, and head into the office to get the number of your favorite 
handyman.   
 
You leave a message.  You call your tenant back.  She is in the car with her 
son who is yelling and you can barely make out her conversation.  You 
manage to tell her that you left a message with your handyman about the 
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problem and will let her know when you get in touch with him.  She spends 
the next 5 minutes speculating why it is broken and telling her son to quit 
screaming.  The line beeps as your handyman is calling you back.   
 
You speak with your handyman for a few minutes with minimal details 
about the problem and find that he can be at the house tomorrow at 2pm.  
You say, Great! And click back over to your tenant.  Your son comes in and 
tells you that it is time to go to his little league game.  Your tenant is no 
longer on the phone as her connection was lost.  You leave a message that 
your trusted handyman will be there tomorrow at 2pm. 
 
Luckily, your son is already in the car and you head out to the little league 
game.  You drive over – in time for the game - and as you are about to sit 
down, your phone beeps.  Missed Call / Voicemail.  “Hi! It’s Your Tenant.  
No one will be home tomorrow at – The crowd goes wild!  A liner to left 
center for a stand up double – thanks again for your help.”  You replay the 
message and turn away from the game.   
 
The crowd goes wild!  Your son is at 3rd base.  A parent commented on your 
son’s fine hit!  Interruptions & distractions continue for another 10 minutes.  
You decide to call her back again – kid’s in the bath.  You leave a message 
with your handyman’s number and tell her to call her.  Missed call / 
Voicemail again in the 5th inning.  Your tenant couldn’t hear you from all the 
noise in the background.  Phone tag continues…  Finally, 2 days later, a few 
additional calls of concern from your tenant that your handy man isn’t 
getting back to her and the job is finally done!  Good job!  You are a great 
and responsive landlord! 
 
Cost:  

- 30 total minutes of calls 
- Full Attention to your son’s baseball game & his first inning triple 
- Home cooked Dinner. 
- $100 service call to push the red button.  

 
Hire a Property Manager. 
 
You have a delicious dinner with your family and head over to your son’s 
baseball game. The action starts off early, with a liner and then your son 
cracks a triple off the wall! Your son goes on to hit 3 for 4, with 2 RBI’s and 
they win 6-4.  You head home for the night and find that your property 
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manager has sent over your rent money less his fees and a garbage disposal 
repair call. 
Great night! 
 
 
Cost: 

- 10% of the rent/month every month. 
- $75 service call. 

 
Home Warranty 
 
You have a delicious dinner with your family and head over to your son’s 
baseball game. The action starts off early, with a liner and then your son 
cracks a triple off the wall! Your son goes on to hit 3 for 4, with 2 RBI’s and 
they win 6-4.   
 
You head home for the night. Opening your computer, you find that your 
tenant’s rent has been deposited in your bank account.  Then opening your 
email, you find a message from your tenant: 
 

Hi You!  The garbage disposal wasn’t working today, so I called 
the home warranty company.  Instead of having someone come 
out and me having to pay the $55 deductible that we agreed to as 
part of the lease, the nice lady, Jennifer, told me to look for a red 
button on the unit under the sink.  Once I found it, she told me to 
push it.  Now the garbage disposal works!  My son and I love 
living here.  He spent all afternoon at his friend’s house while I 
did laundry and cleaned up.  Hope your son’s game baseball game 
went well!   

 
Great night! 
 
Cost: 

- Yearly Cost for Home Warranty $300 - $400 / year 
 
*** BIAS ALERT – THIS IS MY FAVORITE OPTION! *** 

 
The home warranty is an insurance policy, costing around $250 - $500 per 
year with a $55 deductible for each repair towards breaks in the major 



 33

systems in your property – Air conditioner, pipes, appliances, water heater,  
and even washer & dryer.  
 
When something breaks or is not functioning properly, the tenant can call 
the home warranty customer service representative.  First, they will attempt 
to trouble shoot the problem over the phone. “Oh, the garbage disposal isn’t 
working.  Open the cabinet, look under the unit for a red button.  Push it.  
Does it work? Yes? Great.  Have a great day.  Or No?  We will have a 
contractor come out tomorrow.  Please prepare to pay him the deductible 
amount of $55+/-.  In most instances, they will cover the repair, but some 
restrictions and additional costs may be incurred. 
 
I encourage landlords to buy a home warranty and have the tenant pay the 
deductible for repairs.  This creates a partnership that allows for problems to 
get fixed quickly.  The tenant has more responsibility for the house and has 
the POWER and CONTROL to solve the problem.  Getting the tenant to 
pay the $55 deductible creates the motivation to attempt to fix the problem 
with the help of the customer service representative and avoid the $55 cost. 
 
There have been instances, when newly moved in tenants have experienced 
broken pipes or other problems that clearly didn’t fall under their 
responsibility.  In these instances, the tenant paid for the deductible and then 
received a discount on the next month’s rent.  The problem was quickly 
remedied saving any further potential damage and allowing the tenant to get 
back to enjoying their home.   
 
The landlord, who bought the home warranty, and maybe had to end up 
covering the deductible, never had to actually be bothered.  By empowering 
the tenant to solve the problem, the landlord enjoyed huge amounts of time 
and emotional energy that he could dedicate to another cause! 
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Thanks for taking the time to read this! 
 
My first hope is that your understanding of the process of finding great 
renters is now much deeper than it was when you began reading this report.  
 
My second hope is for your increased clarity in the different options that are 
available to you and their respective value to you.   
 
Please feel free to contact me further for questions.  
 
 
Best Regards,  
Greg Wakeham, Tarbell, Realtors. 


