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Sleep Tight and Don’t Let the
Bed Bugs Bite!
By Nancy Ahlswede

Federal statutes or regulations regarding a
landlord’s responsibility to remove bed bugs.

Having said that, I did come across several
publications in which governmental agencies
and individuals have addressed solving the
problem and, invariably, they do look to the
landlord primarily to rid the units of the bed
bugs much like a landlord is expected to deal
with roaches and other vermin or rodents.

The best bet is for management companies
to treat the problem seriously and have the
units fumigated. 

The best practice I have come across (from
a litigation standpoint) is to contact an ex-
termination company with literature for the
tenant on proper preparation of the unit.
Hand out the literature along with the
Notice of Inspection and come back on the
date listed. If the tenants refuse entry, have
the exterminator note it and then make
another attempt. If the tenants refuse again,
issue a three-day notice to cure. 

The manager of the units should accompany
the exterminator and ask the exterminator
whether the unit is properly prepared. Most
tenants will not properly prepare their units
for the most effective treatment and, so, the
manager should take pictures for the file.
Furthermore, when issuing the three-day
notice, specifically state the deficient
preparation and refusal to comply as the
basis for a possible eviction.

(You can reach Mike or Steve at www.
DuringerLaw.com)

If you want more information on this topic,
consider attending the Bed Bug Symposium
on Friday, September 10, at the Anaheim
Convention Center. Register on the website
www.npmapestworld.org.

Hardly a week goes by when we don’t get
a question or two in the office about
bed bugs.

“The tenant says there are bed bugs in the
unit. What do I do?”

“How can I get rid of bed bugs?”

“Do I have to pay to rid the apartment of bed
bugs?”

“What do I do if the bed bugs spread to
another unit?”

These are all excellent questions but most
do not have cut and dried answers because
only the State of Maine has actually enacted
legislation. Arizona, Ohio, New Jersey and
Alabama have each studied the issue of bed
bugs in rental units, with New Jersey taking
the lead.

The only city in California that has estab-
lished health code ordinances governing
bed bug liability and cures is San Francisco. 

For landlords to protect themselves, they
should incorporate a bed bug clause in ren-
tal agreements, lease addendums or house
rules. This document should explain what
will happen if there is an infestation. The
tenant should be asked to fully cooperate
with the fumigator and his recommenda-
tions “up to and including disposal of in-
fected furniture.” Finally, this document
should require the tenant to notify the
landlord within a reasonable time (e.g.,
three days) of any bed bug infestation.

As always, the landlord should tell the ten-
ants that failure to comply with these
requirements will be grounds for eviction or
will enable the landlord to charge the tenant
for fumigation.

We have asked several attorneys what they
see as the implications of bed bugs in the
landlord tenant relationship and we
received a very straightforward answer
from Michael Brennan of the Duringer Law
Group PLC:

I looked all over and am unable to locate any
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continued on page 51

“deferred rent” is then amortized over the
remaining term and is repaid in the future.
Ensure that any agreement to defer rent is
placed in writing and signed by all parties.

Q: Most of my rental properties are
residential multi family, but I have one
small retail strip center in Los Angeles that
I own as well. I’ve never had a problem
with my commercial tenants, but I have one
who hasn’t paid rent this month. Can I use
the same three-day notice to pay rent or
quit that I use for my residential
properties?

A: Commercial and residential landlord tenant
laws differ in many ways. One major difference
between the two is the ability to accept partial
rent payments after service of a notice to pay
rent or quit for a commercial property, and
not for a residential property. Provided the
necessary language is included in the
commercial notice, you may accept a partial
payment without waiving your notice, and
may proceed with an unlawful detainer action
without having to re-serve a new notice. For
that reason, all commercial notices to pay rent
or quit should contain language stating that in
the event a partial payment is made, it will not
act as a waiver of your right to commence an
unlawful detainer action. If you have served a
notice that does not contain the proper
language, and your tenant tenders a partial
payment, you may immediately provide the
tenant with a letter acknowledging the partial

Q: I own a small apartment building in a
“rough” area. Seems like a day doesn’t go
by without some sort of violent crime in the
neighborhood. I have a vacancy now and I
don’t know if I have to tell them about all
the stuff going on. If I did, no one would
rent; what do I do?

A: In many areas throughout Southern
California, crime is a fact of life. When asked
by the prospective resident about crime in the
area, refer them to the local police department
for statistics. Be careful not to portray your
building as a “security” building or advertise it
in any way that may create a false sense of
security or safety. If your property provides an
increased risk of harm, or has had a recent
rash of criminal conduct, you may have a duty
to disclose this fact to the prospective
resident, even if not asked.

Q: Seems like it’s getting tougher to manage
my commercial buildings. Delinquencies
are up and so are vacancies. One of my
larger tenants in my industrial complex
just came to me and said they may have to
close down. I really don’t want to lose
them, they’ve been a good tenant for years,
and are good at what they do. What can I
do to salvage them?

A: Increasing delinquencies and vacancies are
on the horizon for many commercial property
owners in the coming months. In markets
where it may be tough to find a replacement
tenant, many owners are electing to offer rent
deferments to tenants. Rather than waiving
rent due or entering into permanent rent
reductions, many commercial property
owners will offer their existing tenants an
opportunity to temporarily pay a reduced sum
as rent for a certain period of time. The

By Stephen C. Duringer
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I Don’t Need Lead-Based Paint Training
By Steve Masek

association. Although demand for lead-
based paint inspections is higher than ever,
and growing, few of the many thousands of
buildings those members own and manage
have been inspected. Does anyone believe
that training or inspections will become
less expensive as growing demand meets
limited supply?

As an owner or manager, you may never
pick up a tool, but you do want to be able
to understand what your employees and
contractors are doing, be able to analyze
bids, and be able to evaluate their
performance. Attending the 8-hour Reno-
vator training class is one of the best ways
to enhance your understanding of the tasks
and time required to comply with the
regulations. Of course, if you are working
on your own buildings, or directly super-
vising work crews, attendance is a must. If
you examine the long list of tasks a
Renovator must perform, and the times
when a Renovator must be present at a job
site, it is clear that every on-site work crew
supervisor should be trained.

Your apartment association has arranged
to provide the eight-hour training classes.
The small number of training providers are
very busy, so the apartment association
classes are the best opportunity for you,

W
hy waste my money and a day of my
time sitting in the 8-hour Renovator
training class? I’ll just hire con-

tractors and let them take care of
everything, or I’ll send one of my
employees, and that will cover us. While
they worry about it, I’ll be at the beach or
pursuing my hobby (restoring 1920s to
1950s vacuum tube radios, in my case).
Yep, owning rental property is easy—why
worry? You just hire contractors or
employees and turn them loose.

Oops, what is that—my contractors now
want to charge how much for that job? Oh
wait, I’ve got a regulator on the phone
asking to review our renovation and repair
records for the past three years! Egad, the
secretary just told me the health depart-
ment is here to talk about a lead-poisoned
child in Unit 3. Now I really wish I was at the
beach.

The new EPA Renovation, Repair, and
Painting regulation is one of the most
significant events of the past 50 years in
the rental housing and contracting indus-
tries. Why wouldn’t you want to under-
stand what it is all about? Why wouldn’t
you want to save money and manage,
rather than react and guess?

Why wouldn’t you want to know where
there is or is not, lead-based paint on your
buildings? Why wouldn’t you want to have
a leg-up on your clueless competitors?

Your apartment association has thousands
of members, and the contractors who work
for those members have many thousands
of employees, yet only a few hundred
people have attended the Renovator train-
ing classes offered through your apartment

“The new EPA

Renovation,

Repair, and

Painting

regulation is
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continued on page 50

By Jerry L’Ecuyer and 
Frank Alvarez

“You could

do this work

yourself, but

we would

recommend

you hire a

bee expert 

to remove

the bees...”

Dear Maintenance Men:

I have a bee problem at my apartment
building. My tenants are complaining.
Because bees seem to be
in short supply, I don’t
want to kill the bees.
How can I get rid of my
bee problem without
exterminating them? In
other words, I want
them to have a new
home, just not mine. What steps should
I take to remove the bees and remain
bee friendly?

Lesley 

Dear Lesley:

We commend you on your wish not to kill
the bees. Bees are very important to the
world around us; we just don’t want to
live with the hive too close. We would
recommend calling a local bee society or
club. Often they will come out to the
property, remove the bees, and relocate
them without exterminating the hive. If
the bees have built a hive outside the wall
of your building, it is a very straight-
forward removal problem. However, often
times the bees will build their hive inside
a structure’s wall or in an attic space.
Now, this is a bit more complicated.
Relocating the bees is only part of the
problem. The other issue is removing the
honey-laden hive. If the honey is left in
place, it will rot, possibly damage the
structure, smell and generally make a
mess and attract other pests such as
mice, rats or other insects. Removing the
honey is a must. If the honey is in between
the walls, you will need to open the wall to
extract the hive and all the honey. You
could do this work yourself, but we would
recommend you hire a bee expert to
remove the bees and hive and a
contractor to open and close the walls.

Dear Maintenance Men:

I have a seam in a vinyl floor that is
starting to open up and curl. The rest
of the floor is in good condition and I
don’t want to replace the flooring.
What can I do to repair the seam?

Ken 

Dear Ken:

Vinyl seams are often found at transition
points in a room, such as a doorway or
between rooms. Of course, on a room that
is larger than 12 feet, a seam may be found
at any point in the room. If the seam is in
good condition and only starting to curl,
use a putty knife to gently open the seam
and carefully clean out the seam using an
old paintbrush and a vacuum to remove
any debris. Any grit left
behind can telegraph
up through the vinyl
and cause additional
damage to the flooring.
Apply painters tape
along each edge of the
seam to protect it during the repair
process. Using multipurpose vinyl
adhesive, inject the seam with the glue.
After applying the adhesive, use a block of
wood to press the seam together and run
a damp rag over the seam to remove any
excess glue. Lay wax paper over the seam
followed by a 2x4 or scrap sheet of
plywood and put weights along the top of
the seam. A couple of cinder blocks or
five-gallon buckets of water or paint work
great. Leave the weights in place over
night. After eight to ten hours, remove the
weights, clean up the joint and apply a
seam sealant to finish the job.

If the damaged seam is in a doorway, an
easy and permanent repair can be done
with a metal transition strip to cover the
seam. Cut the metal strip to length, nail or
screw the strip in place. We would still
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One Call Does It All

Manager’s Wish List AJCS12DC

Monday Tenant moves out

Remove old appliances

Tuesday New appliances delivered &

installed on time, on budget

Paint & clean

Wednesday New tenant signs lease

Thursday Relax

Friday New tenant moves in

Saturday Relax RVM1435

ORANGE COUNTY

INLAND EMPIRE (909) 433-3990 • 2273 La Crosse Ave., #105 • Colton, CA 92324 • Fax: (909) 433-3991 • (888) 266-7993

EL CAJON (619) 579-7711 • 680 Bradley Avenue • El Cajon, CA 92020 • Fax: (619) 579-1745 • (800) 957-3776

SAN DIEGO (800) 840-0961 • 3341 Hancock Street • San Diego, CA 92110 • Fax: (619) 297-9944 

KIVA  KITCHEN  &  BATH
(949) 221-0600  •  17138 Von Karman Ave., Irvine, CA 92614  •  Fax: (949) 660-8050
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How You Can Qualify as a 
Real Estate Professional
By David S. Silkman

cannot offset that loss against his or her
medical income. Again, the loss is not lost.
It gets carried over to future years or until D
either sells his or her interest in the
partnership or the partnership sells the
property. Which at that time, the loss that D
accumulated over the years becomes
available and D can offset it against his or
her other types of income.

2. Active Participation

A real estate activity is considered active
when you do make management decisions
for it. Let’s take our example above. If D
decided to purchase a 20-unit apartment
building and D actively was involved with
the management decisions of the property,
then D would be considered as being
actively involved in that property. Active
involvement does not mean you cannot
have a management company that manages
the property. All it means is that at the end
of the day, all major decisions of the
property, such as accepting a tenant,
authorizing repairs, remodeling etc. are ulti-
mately made by you.

When you are actively involved in a real
estate activity, then you are allowed to
write off a maximum of $25,000 of the loss
from all of your real estate activities against
your non-passive incomes. However, your
modified adjusted gross income needs to be
less than $100,000 to receive the $25,000

I
am often asked by my clients that are not
“real estate professionals” how they can
write off their real estate losses against

their regular business incomes.

Under current federal tax laws, generally a
real estate activity is considered a “passive
activity”. Passive activity losses can only be
deducted against passive activity income. 

For example, D, a doctor has a full-time
medical practice that generates income. D’s
income from his or her medical practice is
considered non-passive. But, D owns a
rental property that generates a loss which
is considered passive. Therefore, D cannot
offset the loss from the rental property
against the income from his or her medical
practice. D will not lose the rental loss
either. The rental loss will carry forward
indefinitely until D has passive income to
offset against it or when the property is
sold.

Furthermore, there are three levels of
participation/involvement you can have in
regards to a real estate activity:

1. Passive Participation, 

2. Active Participation or

3. Real Estate Professional.

1. Passive Participation

A real estate activity is considered passive
when you have no involvement with its
management or operations. For example, D,
a doctor, decides to invest in a real estate
partnership. D has no involvement in the
partnership or the management of the
property. D just made an investment as
though he or she would have in IBM. In this
example, D’s investment in the partnership
investment is considered a passive activity.
Thus, if the partnership generates a loss, D

“A real estate

activity is

considered

passive 

when you

have no

involvement
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management

or

operations.”
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continued on page 49

maximum loss deduction. If your modified
adjusted gross income is more than $100,000 but
less than $150,000, then a portion of $25,000 is
deducted. If your modified adjusted gross income
is over $150,000, none of the $25,000 loss is
deductible. Again, you don’t lose the loss; it gets
carried over to future years.

In our example above, if D’s modified gross income
was $99,000 and the property generated a $30,000
loss, he or she would be able to offset $25,000 of
the rental losses against his or her medical
practice income. But, if D’s modified gross income
was $125,000, then $12,500 of the rental loss would
be tax deductible. And if D’s modified gross
income was over $150,000, none of the $30,000
rental losses would be deductible.

3. Real Estate Professional

If you qualify as a “real estate professional,” then
your rental real estate interests are not
automatically treated as passive activities. As a
result, if you materially participate in the rental
real estate activity, the activity will not be treated
as passive, and you will be entitled to deduct
losses from that activity against non-passive
income.

How do you qualify as a real estate professional?
In order to qualify as a real estate professional, you
must satisfy all three requirements below: 

1. Either you or your spouse must materially
participate in a real estate business. Material
participation in an activity means involvement in
the operations of the activity on a regular,
continuous, and substantial basis. 

2. More than 50% of the personal services you
perform in all businesses during the year must be
performed in real estate businesses in which you
materially participate. 

3. Your personal services in material participation
real property businesses during the year must
amount to more than 750 hours. For this purpose,
you can't count any work you perform in your
capacity as an investor. 

What is considered a real estate business? Any real
property development, redevelopment, construc-
tion, reconstruction, acquisition, conversion,
rental, operation, management, leasing, brokerage
or agency (real estate agents) is considered a real
estate business. 

For married couples filing a joint return, the
spouses’ activities can be combined to determine

whether they materially participate in their real
estate business activities. But, one spouse must
separately satisfy the more than 50% of personal
services and the more than 750 hours require-
ments.

In determining whether you qualify as a real estate
professional, each of your rental real estate
interests is treated as a separate activity—that is,
as a separate business—unless you make an
election to treat all those interests as a single
activity. Because of this rule, if you have multiple
rental properties and you don't make the election,
you must establish material participation for each
property separately, and must satisfy the more-
than-50% test and the 750-hours test for each
property separately in order to qualify as a real
estate professional with respect to that property—
and qualifying for one property wouldn't mean you
qualify for any other property. Thus, if you don't
make the election, qualifying as a real estate
professional for all your properties becomes more
difficult (and may become impossible) as the
number of properties increases. But if you do
make the election, you only have to establish
material participation, and satisfy the more-than-
50% test and the 750-hours test, for the combined
properties as a whole. 

And, generally speaking, the election is irre-
vocable. This means that you can't make the
election in order to qualify as a real estate
professional, and then revoke it with respect to a
particular property later, when, for example, that
property produces income, and you'd like to use
that income to absorb losses from another non-
real-estate-related passive activity. Making the
election will also disqualify you from utilizing the
$25,000 active participation rule mentioned above,
because that rule applies only with respect to
losses from rental real estate activities that are
passive, and the election will—presumably—work
to make your rental real estate properties non-
passive. The election must be made in a timely and
proper fashion.

You don't have to work full-time in real estate to
qualify as a real estate professional. Even if you
have another occupation, you can qualify if you
materially participate in a real estate business, and
spend more than 50% of your time, and more than
750 hours, on that business. (But remember, in this
case, if you have multiple properties, it may be
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California Commercial Property 
Split Tax Roll Proposals
By Ron Kingston

Association (CTA) submitted not one, but
two ballot initiatives to the State Attorney
General’s office for titling and summary. 

The first initiative would:

• Require commercial property owners to
pay 1.55% to the full cash value (versus
1% under current law).

• Double the homeowner property tax
exemption from $7,000 to $14,000.

• Double the renter’s tax credit.

• Exempt the first $1 million of personal
property tax to “protect small business.”

• Subvene new property taxes directly to
public schools.

The second initiative would:

• Mandate immediate reassessment of all
non-exempt and non-residential property
(commercial property). All commercial
property would be assessed to “fair
market value.” 

• Exempt property that is zoned for
agricultural production.

• Exempt the first $1 million of personal
property tax to “protect small business.” 

• Double the homeowner property tax
exemption.

• Double the renter’s tax credit.

The Challenge

Unquestionably, commercial property
owners are under increasing attack to pay a
substantially higher property tax. Legis-
lators, powerful labor unions, and many
academics are at the helm of these
proposals.

California State Legislative Proposals

AB 2492 (Ammiano) is a bill that would
mandate commercial property tax re-
assessment when 100% of the ownership
interest in a corporation, limited liability
company (LLC), partnership, or other legal
entity holding the property is sold or
transferred in either single or multiple
transactions. The California State Board of
Equalization claims that tax collections will
increase by “hundreds of millions of dollars
per year” should the Ammiano measure
become law. 

That measure is pending on the floor of the
Assembly and will not be able to move due
to the rules of the Legislature. However, this
does NOT rule out the right of the author to
“gut” another bill pending in the Senate and
“amend” it by incorporating the split roll
measure in order to address that issue this
year. This has been a regular practice in the
California Legislature.

Ammiano and many Democratic members
of the California Legislature are actively
supporting a split roll property tax because
this would ultimately line the pockets of
government with billions of dollars in new
revenue. 

California State Ballot Initiatives

A prominent law firm that has consistently
represented the financially well-heeled and
politically motivated California Teachers
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LA CARPETS, FLOOR & PAINTING
(formerly Ricardo’s Painting)

Carpet Cleaning, Maintenance & Supplies

OPEN MON-FRI 8 AM TO 6 PM • SAT 8 AM - 6 PM  • SE HABLA ESPANOL

LL A CA CARPARPEETT

Cell 562-244-8612 • Fax 562-861-9746
Bonded & Insured • Credit Cards, Checks Accepted

– FINANCING AVAILABLE – 

3-ROOM

LEVEL-LOOP

$380.00

Stain Proof • Great Value

VINYL SPECIALS!Bath from $99. 50KITCHEN from $149.50

3-ROOM 

MULTI-COLORED

$440.00

Long Wear • Easy Care

3 ROOM SOFT SAXONY
Adds Warmth & Comfort$480 00

562861.4804

Floor & Painting
Completely Installed!

Carpet & Installation Includes 40 Sq. yards Of
Carpet. Doors, Metals Included.

No Carpet Padding Included.

LOW, 

LOW PRICES

ON VINYL 

TOUGH-GUARD

RIP RESISTANT

Free EstimatesFree Estimates
All Work GuaranteedAll Work Guaranteed

—  C L E A N I N G  &  R U G  S H A M P O O  —
ROOM SIZE CLEANING & SHAMPOO CLEANING ONLY SHAMPOO ONLY

SINGLE $80 $60 $70
1 BED - 1 BATH $90 $60 $70
2 BED - 1 BATH $100 $70 $80
2 BED - 2 BATH $120 $80 $80
3 BED - 2 BATH $140 $90 $90

—  A PA R T M E N T  I N T E R I O R  PA I N T I N G  —
ROOM SIZE WALLS CEILINGS CLOSETS

SINGLE $115 $60 $15
1 BED - 1 BATH $135 $70 $20
2 BED - 1 BATH $155 $80 $25
2 BED - 2 BATH $180 $80 $25
3 BED - 2 BATH $195 $90 $30
EXTRAS: Plastering, 2 Coats, Custom Color, Shutter Door, Old or Large Apartment, Occupied or Furnished Apartments. Priming Walls.

(Prices are based on Navajo/Swiss Coffee)

KITCHEN CABINETS
OUTSIDE PAINT $35
INSIDE PAINT $35
OUTSIDE VARNISH $60
STUDIO OR LOFT $50
WOOD WINDOWS (each) $10

REFRIGERATOR $10
LOUVER WINDOWS(set) $10
BLINDS(set) $10-Sml/ $15-Lrg

STUDIO APT. $20
EXTRAS: EXTREMELY DIRTY APT.,TRASH
OUT, OCCUPIED OR FURNISHED APT.

$10
for each
closet

Visit Our Showroom at 8742 Imperial Highway, Downey, California 90242
In Business Since 1989 • Quality Work is our Business • Apartments are our Specialty
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• Dedicate all raised funds to the state general
fund. Counties would be reimbursed for new
administrative costs associated with the new
split roll initiative.

• Luckily, the CTA decided to abandon a costly
state initiative drive to qualify one of the ballot
measures and then to advocate for the measure
once the Secretary of State certified it for the
year. Now that the skeleton has been designed,
the union will have less work to do when it is
ready to take the measure and run with it in the
not too distant future.

Financial Impact

The increase in property tax won't just affect
tenants' bottom lines when the time comes to write
the check for each installment (for net leases)– it
will also negatively affect property value by
decreasing the amount of rent tenants are willing to
pay on triple net leases and net operating income
on gross leases.

In today's commercial real estate market, due to
increased vacancies, anemic tenant demand, falling
rents and increasing economic concessions,
tenants signing new or renewing existing leases
("active tenants") are not allowing increased costs
operating in their real estate to be pushed to their
side of the bargaining table.

Most importantly, if a split roll property tax
becomes reality, active tenants will not be willing to
increase their gross rent to cover this increased
cost to the landlord. For example, we have
analyzed the direct financial impact of the FIRST
SPLIT ROLL INITIATIVE that would increase
commercial property taxes to 1.55%.

While we have analyzed the impact of that initiative
in Los Angeles, San Francisco and San Jose, we
focus our attention in this article to the Los Angeles
commercial market. 

The Los Angeles average net operating income
(NOI) for industrial and flex properties is
approximately $6.71 per square foot per year for
properties sold in the first quarter of 2010
(according to Real Capital Analytics). The tenant
currently pays an additional $.87 per square foot
per year in property taxes. If approved by the
voters, the split roll tax would change this amount

to $1.33: an increase of $.464 per square foot per
year. Given the state of the market, as tenants'
leases roll, this increase in property tax will get
indirectly shifted to the landlord, as active tenants
will be unwilling to pay more in gross rent. This will
be translated into a direct drop in property value,
as the decreased NOI gets capitalized at a similar
rate (7.80% as of the 1Q2010).

Property values could drop by approximately
$5.94 per square foot (from $86 to $80 per square
foot) for industrial and flex buildings in the Los
Angeles area, or approximately 6.9% of their total
value. Accordingly, the retail sector would see
similar declines. As active tenants renew or sign
new leases, property values would drop more than
$15.04 per square foot (from $212 to $197 – a
decline of 7.1%. The office market would be
exposed as well—with active tenants driving
down property values more than $13.44 per
square foot (from $222 to $209—a decline of
6.1%). See Chart below.

These estimations make it abundantly clear that if
tenant demand persists anemic, and negotiating
leverage remains on their side of the table,
property values will decline substantially, ranging
from 5% to over 8%.

Academic Community Advocates for Split Roll

The unions are not the only ones interested in
splitting the property tax roll. Academics are now
coming out of the woodwork. Professors such as
Steven M. Sheffrin, University of California at Davis
are advocating for a split roll property tax.

California Commercial Property Split ... continued from page 18

continued on page 39
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Eight Ways to Improve the Performance of
Your Referral Strategy
By Tami Siewruk

Action: We’ve heard from communities who
say they’ve received the best referral results
by posting and distributing quarterly remin-
ders to their residents, local employers, re-
location companies, locators, and human re-
source departments; and sending bi-annual
cards or postcards to previous residents. It
doesn’t have to take more than an hour or
so per month, but make certain that your
plan includes emails, phone calls and hand-
written notes. There’s no substitute for the
personal touch.

2. Be a Resource. The most successful com-
munities implement this ideal across the
board, whether they’re serving someone
who just called in a phone inquiry, or a long-
time resident. It’s also one of the most im-
pressive ways to set your community apart
from the crowd. Know all about your neigh-
borhood so that you’re armed and ready to
provide the absolute best, on-the-spot ser-
vice, information, and advice. Toni Blake
calls this the “Village” approach, because
your community borders aren’t the end-all
and be-all of the lifestyle that you offer. That
park around the corner, fabulous café down
the block, and the farmer’s market that’s
within walking distance are all part of what
makes your community special enough to
refer others to!

Action: You don’t necessarily need a com-
munity concierge to serve as your one-stop
information source. Providing information is
a job that can be shared among your team,
or it can even be the passive function of an
“information directory” that sits on the cof-
fee table in your leasing center. Just re-
search, gather, and keep as much informa-
tion handy as you can—menus, brochures,
flyers, coupons, business cards, price lists,
maps, schedules, phone books, you name

Are your communities hearing from
friends, coworkers and family of former
residents? You should be, but it takes a

powerful referral strategy to make that
happen.

Imagine this likely scenario: John Doe leased
an apartment, and two years later, he pur-
chased a home. Two months later, his bro-
ther called to find out about an apartment,
and signed a lease. Not long after, a co-
worker called to find out about a two-bed-
room apartment, and signed a lease. That co-
worker has a family, and friends, and other
co-workers, and so the chain continues.

The moral of this story is that the best new
business comes from old business, but re-
ferrals don’t happen all by themselves.
They’re the result of a great referral strategy
that’s founded on building great relation-
ships with your residents.

Is your focus on devoting the best possible
service to your residents? Are you making
meaningful contact with them, and actively
managing that relationship to make sure
that it stays strong and positive? 

We’ve heard from thousands of successful
communities who continually receive refer-
rals because they understand that to
receive the best possible benefit of bringing
a new resident into your community—i.e.,
leasing an apartment, retaining that resi-
dent, and encouraging them to help you find
even more great residents just like them—
you have to not only lease an apartment.
You have to build a strong and positive
relationship. Here are a few relationship-
building tips to help you fine-tune your
referral strategy!

1. Develop a plan. In order to make your
relationships yield the most (and best)
referrals, you’re going to need a plan. A
referral promotion is a great way to remind
your residents, and even previous residents,
that you’re looking for others like them. This
includes regular reminders to not only your
residents, but also to previous residents. 

“...best new

business

comes from

old business,

but referrals

don’t happen

all by

themselves.”

continued on page 24
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it—for whomever might ask. Share this information
with your residents as actively as you can, because
the more they know about and use the resources
around them, the happier they’ll be as a resident of
your community, and the more likely they’ll be to
invite others in! Don’t be afraid to ask the other
businesses in your “village” to help you spoil your
residents with coupons or gifts—every new resi-
dent in your community is a new customer for
them!

3. Exceed Expectations. Speaking of ways to set
yourself apart from the crowd, let’s talk about how
to not just make a resident happy, but blow their
mind entirely. Providing great service is fundamen-
tal to your success, but honestly, residents expect
great service. When you exceed their expectations
by providing superior service or outstanding atten-
tion to detail, it makes an impact on their relation-
ship with you that’s tough to beat. 

Action: It’s surprisingly easy to do. Just imagine the
appropriate response in any situation, then go one
better. Don’t just say thanks— once in a while, send
flowers. Don’t just file the finished paperwork—call
personally to follow-up. Don’t just smile—give
them a compliment and call them by name. Resi-
dents are most inspired to tell others about you
when your resident-retention efforts (especially
where service is concerned) exceed their expecta-
tions in at least one of the following ways: by provi-
ding service in ways that are faster, more conven-
ient, and possibly fun, or with some added-value
benefit your competition doesn't offer. You're cer-
tain to stand out from any competition when you
are the first community to provide some of these
points of difference. Competitors who institute
your "extras" will be copycats, playing catch-up to
you. Once you have accomplished this, you can in-
spire residents to refer their friends and colleagues
to your community. By doing so, they can gain
"bragging rights" for showing others what a won-
derful community they live in… YOURS!

4. Keep it up. Your relationship with residents
doesn't end with the signing of a lease. It’s just
beginning. Make sure they know that you’re in it for
the long haul. You and your team are there for
them, whether they have a maintenance issue or
just need to know which dry cleaner can get a red
wine stain out of a silk blouse. 

Action: Start big on day one. Don’t underestimate
the impact of pizza or sandwiches and cold sodas
on moving day. Put toilet paper in all of the
bathrooms and paper towels in the kitchen. Leave
a bag of ice in the freezer or turn the icemaker on
and leave a card that lets them know that it’s fresh

ice. One of our favorite tips is to place a sign in
front of the closest parking space for 48-hours that
reads “This space is reserved for the next 48 hours
for your new neighbor”. Make sure that the things
that you do are supporting the relationship build-
ing process. Take a close look at your move-in gifts,
and if they’re not making move-in easier, or en-
riching the experience of living in your community,
make some changes now. Now, here’s the tough
part. Don’t wait until their next big event to make
that same kind of a great impression, like when
they have their first maintenance emergency or
worse yet, when renewal time rolls around. KEEP IN
TOUCH! Call within 48 hours after they have moved
into their new home and ask for feedback. Send a
note after they have lived in the community for two
weeks; contact them again with a note or by phone
in three months, and then call or write again three
months later. Each note, card, or reason for calling
should convey the message loud and clear that
they’re appreciated, and that you care enough to
make sure they’re happy living in your community.

5. Create a sense of community. Mailings and
phone calls can make a positive impact on a
resident, but nothing like the overall experience of
being a part of your community. The best thing
about building a sense of “neighborhood” among
your residents is that you don’t only have to rely on
the things that are included within the confines of
your community. You have, as a rich resource, the
resources, character, and offerings of your sur-
rounding area. Build ties between your community
and the surrounding area in order to build and
strengthen your presence within your marketplace.
This not only makes your residents feel like real
neighbors instead of co-inhabitants; but it makes
your residents, surrounding neighbors, and local
business establishments more aware of your
presence—and more likely to refer others!

Action: Get out there and meet, greet and get to
know the businesses in your area. Remember, more
residents for you means more customers for them.
Even your competitors might be willing to work out
a referral arrangement, provided it’s a mutually
beneficial one. Meet the people who make their
homes in your neighborhood! Host holiday parties
and seasonal events that are open not only to resi-
dents, but to the surrounding community. Work at
least one charity event into your schedule that
benefits a local organization. Plan resident appreci-
ation events that capitalize on your community
involvement (i.e. a plant sale that includes a “Patio
of the Quarter” contest). Is it worth the time and

Eight Ways to Improve the Performance ... continued from page 22

continued on page 26
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Eight Ways to Improve the Performance ... continued from page 24

dollar investment? You bet! Building great
relationships doesn’t cost. It pays… in referrals
and more!

6. No matter what it is, do it right—preferably the
first time. There is an old adage that we have heard
time and time again “you never get a second
chance to make a first impression”. No matter what
your residents need or expect, do it right. Here’s
the rule: give your residents great reasons to refer,
and never give them a reason not to! Why are
people more likely to tell others about a bad
experience than a good one? Because bad experi-
ences make BIG impressions. When your actions
and your efforts to prove to residents that you care
about them and their home make equally BIG
impressions, you can bet they’ll tell their friends,
relatives and associates. 

Action: From the very start of the relationship
building process, listen carefully. Get the correct
pronunciation of their name. Understand their
wants, needs, and concerns. Make the move-in
easier. Keep in touch. Fix it when it’s broken. 

7. Come right out and ask. There are two schools
of thought when it comes to asking for referrals.
Many people feel that it’s a good policy to never
overtly ask for a referral, because it makes a

resident or previous resident feel used, and nobody
wants to be used. The other school of thought feels
that happy residents should be happy to
contribute to your success; and that it gives them a
sense of ownership to know that they have an
influence over who might become their neighbor in
the future. We hold with the second school of
thought. Happy residents will be more than happy
to volunteer a referral, if asked… but like all things
worth doing, there’s a right way to go about it. 

Action: Make it without question that your reason
for keeping in touch with your residents is because
you genuinely care about them. You want them to
be satisfied not only because it’s in your best
interest for them to stay, but truly because you
want them to have a home that they’ll always be
happy with. Do that first, and do it well; and while
you’re at it, once in a while, put out a referral door
hanger; mention in every newsletter that referrals
are always welcome; offer a reward if the local law
allows. Make your request for referrals something
that you do in addition to relationship building; not
in place of it.

8. For heaven’s sake—don’t forget to say thanks!
A resident who is willing to refer others to your
community is an invaluable resource, so treat them
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that way! Showing appreciation is not
only the appropriate thing to do
when somebody helps you close a
several-thousand-dollar sale, but it’s
the key to continuing to receive refer-
rals. Even if you pay a referral fee,
send a personal thank you note. Even
if they don't lease the apartment you
need to call to say thanks and let
them know how the meeting with
their friend, family member, or asso-
ciate went. Make a big, appreciative
fuss about the wonderful thing your
resident has done. Send flowers, buy
a gift certificate for lunch, or give
tickets to a show or athletic event;
and if you find yourself asking whe-
ther the added expense of a thank
you gift is really necessary, stop to
consider the lifetime value of a happy
resident, not to mention one who
continues to refer others! The trend
is to reward your residents with a
memorable event that they want to
tell even more people about. An
example of this would be to give
them tickets to a "backstage" event.
This gives your resident bragging
rights about your community.

Here’s one great example of a pro-
gram that you can use to improve
the performance of your referral
strategy!

Tami Siewruk, Chief Imagination
Officer of Multifamilypro and President
of Siewruk Development Corporation,
is one of the apartment industry’s
foremost authorities on all aspects of
property management. She writes not
only from more than 30 years of
experience, but also as the owner and
developer of award winning properties
in three states. Production of Multi-
familypro’s acclaimed Annual Multi-
family Housing Brainstorming Ses-
sions™, one of the industry’s largest
national events, keeps Tami uniquely
and continually connected to the
challenges faced by tens of thousands
of Multifamily Professionals from coast
to coast, and with her particular
passions—connecting Multifamily Pro-
fessionals with each other, and tapping
into the trends that are shaping our
future and driving the way we do
business today. To connect with Tami
online visit www.Multifamilypro.com!
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By Todd Brisco

“The Board 

is the

governing

body that 

sets the

financial 

and strategic

direction 

of the

Association.”

One of the main articles in this month’s
Apartment Journal is about bed bugs—
a very unappealing subject that may

reach pandemic proportions around the
world. Because these “critters” are blood
suckers who “hitchhike,” they congregate
in urban and suburban neighborhoods
where people live in close conditions.
A new survey conducted by the National
Pest Management Association and the Uni-
versity of Kentucky shows that 95 percent
of the survey respondents indicated that
their company encountered a bed bug
infestation in the last year.
With the National Apartment Association
acknowledging that bed bugs are attacking
homes, apartments, hotels, condos, offi-
ces, dorms and hospitals, they launched a
Bed Bug Resource Center (www.naahq.
org/governmentaffairs/issues/bedbugs)
which is a comprehensive online reposi-
tory of bed bug articles, surveys and
brochures available to you, our members.
Additionally, a bed bug symposium will be
held in Anaheim during September for you
to get the most recent updates. Earlier this
year, NAA’s Executive Officer Doug Culkin
lead the charge for insecticides that would
repel the resurgence of bed bugs. In a letter
to the EPA, NAA went on record joining the
Ohio Department of Agriculture’s request
for the approval of Propoxur to control bed
bugs.  EPA is still studying the matter.
NAA is also on the cutting edge about fed-
eral legislative activities. We have partici-
pated in several letter-writing campaigns
on carried interest, the future of Freddie
Mac and Fannie Mae, foreclosures and the
use of credit checks on employees and
tenants. Our affiliation this year with NAA
has provided an additional avenue of
support for you as you build your rental
housing business.
We have also been able to offer the “Blue
Moon Lease,” a rental agreement designed
for firms doing business in multiple states
and providing company uniformity for
training purposes, yet allowing for the
peculiarities of individual state laws.

Our CAMT class, sponsored by NAA, is
coming to a close. Offered in our AACSC
Education Center, 14 students participated
in maintenance classes to improve their
property skills. Taught by NAA’s Pablo Paz,
the classes were professional, thorough
and hands-on.

The Bed Bug Resource Center, federal
legislative activity, leases, and specialized
education are benefits of AACSC joining
NAA. Our goal is to continue to bring you
the most comprehensive benefits, enabl-
ing you to efficiently and effectively oper-
ate your rental property.

2011 will bring NAA education conferences
and student housing opportunities. Be a
part of our dynamic NAA team. Please
contact me if you would like to serve as an
NAA committee member and send me
your resume, c/o the Apartment Associa-
tion, California Southern Cities.

I would also like to hear from you if your
interests are local and you would enjoy
serving on the AACSC Board of Directors.
The Board is the governing body that sets
the financial and strategic direction of the
Association. Monthly board meetings are
held at 8 a.m. on the 3rd Thursday of the
month at the Association.  Board members
are required to support AACSC events and
to participate on one committee: PAC, Bud-
get and Finance, State Government Affairs,
Local Government Affairs or Education.

The Board members will be presented at
the Annual Meeting on Thursday, October
28, 2010.

We need the help of people—like you—
with an interest in this business. By work-
ing together, we can improve the rental
housing environment. By co-opting our
skills we can defeat bed bugs and other
environmental hazards. By talking toge-
ther, we can learn more about solutions to
our challenges.

Call Nancy Ahlswede, our Executive Offi-
cer, for an application form for the Board
of Directors.

If not now, when?

Be A Part of the Team
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800••900••3440
714•898•7933   Fax 714•898•5944

15635 Commerce Lane • Huntington Beach, CA 92649
We Look Forward to Serving Your Window Covering Needs

• License
#651739

• Insured

Serving
So. Cal.

Since 1967

Stock Vertical Sizes
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60" 31.75 33.25 34.50 36.75 39.25 43.00 48.25 50.50 53.00 57.50 62.75 67.75

66" 32.25 33.75 35.00 37.50 40.00 44.00 49.50 51.75 54.25 59.00 64.50 69.75

84" 34.00 36.00 37.25 40.25 43.00 47.50 53.50 56.50 59.25 64.50 70.50 76.50

Valance 11.50 11.50 11.75 12.25 12.50 13.75 15.00 15.50 15.75 16.75 18.25 19.00 

BBlliinnddss,,  IInncc..
Bridges

Manufacturers of Quality Window Coverings

CALL 800-881-8834 or 310-527-6770
www.centralroof.com

Lic.# 684960
555 West 182nd St. Gardena, CA. 90248

• ENERGY EFFICIENT COATING SYSTEMS
• SHINGLES, MODIFIED, B.U.R., ROCK & MORE

• MAINTENANCE & REPAIR
• UP TO 10 YEAR LABOR WARRANTY ON ALL RE-ROOFING

• UP TO 20 YEAR NDL WARRANTIES
• COMPLIMENTARY ESTIMATES

• CERTIFIED APPLICATORS
• $2 MILLION LIABILITY INS AND WORKERS’ COMP.

CENTRAL ROOFINGCENTRAL ROOFING
APARTMENTS LARGE AND SMALL…
CENTRAL ROOFING DOES IT ALL!!

RE-ROOFING • MAINTENANCE • REPAIR
OVER A DECADE OF UNCOMPARABLE QUALITY, PERFORMANCE & SERVICE

Mention this Ad for a Discount!!
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By Nancy Ahlswede

While state elected officials are wor-
rying about balancing California’s
budget, a bigger brouhaha is brew-

ing on the local scene that should capture
our focused interest.

The elected officials in the city of Bell have
misapplied the public trust with stories of
inflated salaries, retirement and other
compensation. At press time, community
members are seeking some type of recall.

But Bell does not stand alone. This month
recall paperwork has been filed against
two Hawaiian Gardens councilmembers
and one councilmember in Compton.

This summer, the City of Maywood an-
nounced that it will begin a process of lay-
ing off city employees, beginning by con-
tracting police services with the Sheriff’s
Department. To save money, the city pro-
posed sharing services with the City of Bell.

August first saw the receipt of letters to
owners and tenants in Inglewood saying
that at the end of the month, the Section 8
voucher program would end. Another
letter came out from the Housing Manager
Kathryn Epps indicating that this would
not affect all Section 8 tenancies, just some
because the city spent more money than
they received.

Each of these situations may not strike you
as a disaster but, when all are combined, it
makes my blood run cold.

How fiscally sound are our cities? Last
year the state depleted redevelopment
funds from many cities. Coupled with the
effects of the economy and the huge
retirement payouts slated by employee
contracts, will we see more cities follow
the “bankruptcy” direction of Vallejo?

When we see that the City of Long Beach
has declared a fiscal emergency with a defi-
cit of $18.3 million and the City of Los Ange-
les tops $350 million, we should be con-

cerned, because the inevitable response for
all of these problems will be hikes in fees,
fines and major new ordinances.
As this house of cards begins to tumble,
bear in mind that the cities will want to bal-
ance their budgets on your back. Any info
you receive about new fees in any of your
cities, please contact me. We have a service
territory of 54 cities plus the County, and I
need you to partner with AACSC to protect
your properties. If we wait until fee
proposals are on the council agendas, it
may be too late to turn fees around. 
We pride ourselves on having good rela-
tionships with all of our elected officials,
but we need to know what the “civic think”
is on recouping funds for each of the city
coffers. That’s where you come in. Please
keep me posted at (562) 426-8341 or email
nahlswede@apt-assoc.com.
The property you save may be your own!

* * *
Cash for Appliances Rebate

Are you thinking of replacing an old
refrigerator or other appliance? If so, be
sure to check out California’s Cash for
Appliance rebate program to see if you
would be eligible for a rebate. More than
$16 million dollars is still available in the
rebate fund. But don’t delay because the
money is going quick since the California
Energy Commission expanded the list of
qualifying appliances the end of July.
Since April 22, the state has been
processing rebates of $200 for qualifying
refrigerators, $100 for clothes washers and
up to $50 for room air conditioners. The
program was expanded to include rebates
of $50 for freezers, $100 for dishwashers,
$300 to $750 for water heaters and $500 to
$1,000 for heating, ventilating and air-
conditioning systems.
For more details, visit cash4appliances.org
or call (888) 390-4034.

“ As this

house of

cards begins

to tumble,

bear in mind

that the

cities will

want to

balance their

budgets on

your back.”

The Property You Save May Be Your Own!

AptJ-AUG10  9/1/10  9:57 AM  Page 30



August 2010 / Apartment Journal / Page 31

President Todd Brisco
Vice President of Administration Elaine Hutchison

Vice President of State Governmental Affairs Carol Chen & Kari Negri
Vice President of Local Governmental Affairs Marial Sanders

Secretary Brad Ward
Treasurer Kurt Wood

Parliamentarian Paul Menezes
Immediate Past President Malcolm Bennett

Management Service Council Lucille Aresco-Crowley
Product Service Council Bill Moseley

Education Co-Chairs Brandon Grey & Burt Sirota
IPPAC Chair Evelyn Arnold

Board Members

OCAJ President Clive Graham
OCAJ Vice President Leonardo Wilborn

OCAJ Secretary Steve Bogoyevac
OCAJ Treasurer Kirk Davey

2010 BOARD OF DIRECTORS

We wish to thank our volunteer Board of Directors
for their time and dedication to the Apartment

Association, California Southern Cities.

Ed Arnold
Lorrie Baldwin
Christine Baran
Becky Blair
Mike Brassard
Sharon Coughlin
Terry Geiling

Kyle Kazan
Janet Lee
Bob Luskin
John McGoff
Isidro Menezes
Allen Wood

AACSC STAFF

Editor and Publisher Nancy Ahlswede

Design & Layout Nova Graphic Services

Manager of Sales Tom Heller

Advertising Phyllis Jaffe
Association Staff Nancy Ahlswede, 

Executive Vice President
Larry Ahlswede Diane Jenkins
Oliver John Baptiste Terri Shea
Denise Blair Luci West
Diane Dagestino

Legislative Advocate California Political Consulting Group
(Sacramento) Ron Kingston

Serving the Long Beach Area Since 1972 –
Keeping It Flowing for You!

Fast, Friendly Service!

(562) 599-0106
(562) 425-2373

Plumbing & Heating Repairs
Drain Cleaning

Piping • Installations

3099 E. Pacific Coast Hwy., Signal Hill, CA 90755
Licensed & Bonded Contractor • State License No. 277178

Visit us at:  www.petes-plumbing.com

Web site: www.landlordlegal.com

310

$57500

INCLUDING COSTS
UNCONTESTED

AptJ-AUG10  9/1/10  9:57 AM  Page 31



Two factors distinguish a great company from
other companies of their kind. One is attention to
detail. For more than 22 years Belmont Brokerage

& Management, Inc. has distinguished itself in Long
Beach by attending to the details of managing and
brokering residential income property. The second
factor—almost old-fashioned today—is a desire to
make a difference in clients’ lives. Belmont Brokerage
& Management, Inc., incorporated in 1982, continues
to do that successfully. 

W. Kurt Wood, Belmont president, who holds
undergraduate and graduate degrees in finance
from the University of Southern California and Long
Beach State University respectively, founded
Belmont Brokerage & Management, Inc., bringing an
in-depth knowledge of real estate, finance, ac-
counting and taxation to the business. With his
financial background in corporate, small business
and real estate matters, Wood has provided the
guiding influence for Belmont’s corporate philoso-
phy since the company was founded. Wood was
eventually joined by Michael Martinez, whose more
than 19 years of property management experience,
along with extensive training in maintenance,
collections, accounting, legal/civil codes, staff
supervisions and property habitability enforce-
ment statutes, complements Wood’s strengths.
Together, these seemingly unstoppable guys have
created a full-service real estate brokerage and
management company.

Wood, a Certified Public Accountant, Certified Prop-
erty Manager with the Institute of Real Estate Man-
agement and a Realtor® with the Pacific West
Association of Realtors, holds Belmont to a higher
standard, subject to both institutions’ codes of
ethics, by continually asking, “Is this in our client’s
best interest?” Belmont’s clients have certain ex-
pectations about their investment goals and
dreams of having a small business, and Belmont has
created a system that can take a client’s concept

and respond with various approaches
to making an investment dream

become a reality.

With more than 1,600 apart-
ments under management in the
Long Beach area, and with
annual sales in apartment

buildings in the millions of dollars,
Belmont’s clients have peace of

mind that their properties are well cared for and
that each transaction will be handled in a
professional and efficient manner. 

While Belmont has worked with many government
agencies and corporate clients, an individual owner
or small partnership often provides Belmont with
the greatest sense of satisfaction in doing business.
Small investors have often committed a substantial
net worth in order to create a dream of using real
estate to ensure their financial independence, a
higher standard of living and future retirement. 

Belmont’s attention to the details, including risk
management, personnel training, property inspec-
tion reviews, account management, and personal in-
volvement all work together to help clients become
more profitable and realize greater success rates. As
property management has evolved from doing busi-
ness with a simple handshake to an eight-page
contract, a knowledgeable company such as Bel-
mont Brokerage, is invaluable to property owners. 

In addition to residential and commercial proper-
ties, the company has managed a variety of facili-
ties such as medical buildings, boat docks, hotels,
restaurants, and bank buildings. With a staff of well-
trained, motivated and energetic employees, Bel-
mont Brokerage looks forward to serving the Long
Beach area for many more years.

The company philosophy dictates that the manage-
ment company be located near the properties it
manages. Belmont Brokerage & Management, Inc.
only manages properties in Long Beach. This
parochial view allows them to concentrate their
talents and expertise in their selected area.

In order to maximize their owner’s income, they
have developed a comprehensive marketing strat-
egy for rental of their vacant units. Through this
plan, they have been able to consistently keep their
vacancy factors under that experienced by others
in the Long Beach area. Their city-wide vacancy
factor currently runs 1.8% to 3%. They have re-
duced or eliminated entirely the advertising cost
for owners, and have increased each property’s
operating cash flow.

Belmont Brokerage & Management, Inc. is a
member of the Pacific West Association of Realtors,
Inc., AACSC, the Institute of Real Estate
Management, Inc., and the California Society of
Certified Public Accountants.

Belmont Brokerage & Management, Inc.
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For nearly six decades, Web Service Company has
earned a solid reputation as the most trusted
name in laundry service. With their advanced

technology, unsurpassed responsiveness, and
break-through innovations, Web continues to trans-
form the laundry business as the largest West-coast
provider of laundry services.

Top-of-the-line Products

Web offers the best commercial-grade machines
from manufacturers like Maytag and Whirlpool
upgraded with special features to ensure optimum
performance that can stand up to the heavy
demands of common-area laundry rooms. With their
new or Web certified used machines, front and top-
load washers and heavy capacity dryers, you can
always count on Web to provide exceptional
products and services. And now with WebVantage,
you can select the product and service level that’s
best for your property.

Your Needs are Top Priority

Web understands that laundry is a necessary—and
sometimes tedious—part of life. That’s why Web
works hard to make doing laundry easier. Every
aspect of their business is oriented to making sure
residents’ laundry needs are fully satisfied.

With their top-notch machines, responsive service
and complete range of technology-based amenities,
they strive to create a positive laundry room
experience. To further enhance your laundry time,
they also offer laundry tips, stain removal tips, and
accept refund requests online.

A New Spin on Laundry Services

With WebVantage, you decide what level of laundry
service you need for your property.  You can pick
and choose features based on:
• Revenue-sharing options
• Brand preference
• Choice of new or used model machines
• Reporting frequency

With three basic levels to choose from—Vantage,
Vantage Plus or Vantage Premier—you can also
select specific services to custom tailor your own
unique package.

Where Laundry Meets Technology

Web Service Company applies the best technology
available to its laundry room operations. Whether

delivering faster response to service calls with their
new @Road GPS systems, providing detailed reve-
nue information using accountability systems,
offering the advantages of coinless, cashless elec-
tronic laundry room card systems, or giving resi-
dents the convenience of on-line laundry monitors
so they can call and check on machine availability,
Web is always on the cutting edge of laundry room
technology.
Our Service is Up and Running
Web delivers on their service commitment with a
quick response to service calls and fast repairs that
are done right the first time. Most importantly, they
do it all with a minimal amount of down time. With
@Road Technology, skilled service technicians re-
spond to service calls faster than ever. Web’s satel-
lite-guided GPS tool trucks are ready to go with all
the necessary parts to repair equipment on the spot.
To keep laundry rooms looking their best, they
survey their locations on a routine basis and replace
equipment whenever needed.
Energy Star
Strict new laundry laws, recently passed in Cali-
fornia, impose greater energy requirements for
washers in common-area laundry rooms. Headquar-
tered in a leading “Green State”, Web keeps a watch-
ful eye on emerging California legislation as a leading
indicator for the rest of the nation. They continue to
work in conjunction with manufacturers like Maytag
and Whirlpool to ensure that all of their new insta-
llations meet or exceed both the new Energy Star
requirements and current state regulations.
Web is proud to be an Energy Star Partner in addi-
tion to working with local agencies offering rebates
or incentives. Keeping abreast of the latest legis-
lation and environmental data is part of their job.
You can count on Web to make sure you have the
best in energy-saving equipment
Web Service Company, Inc. operates as a laundry
service provider in California, Hawaii, and Nevada.
The company offers commercial-
grade machines and serves multi-
housing locations, including
apartment properties, condos,
college and university residence
halls, and military bases.
Founded in 1947, Web is head-
quartered in Redondo Beach.

Web Laundry Service Company
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A BETTER PROPERTY MANAGEMENT CO. INC., Rebecca Moffett
6621 E. Pacific Coast Hwy., Suite 255, Long Beach, CA 90803-4241
(562) 498-0159, FAX (562) 494-4201

ACTION MANAGEMENT, Sandra Feliciano
790 Redondo Ave., Long Beach, CA 90804
(562) 433-0934, FAX (562) 987-2023
www.actionmanagementLB.com

AMERICAN CAPITAL REALTY GROUP INC., Richard Long
12631 E. Imperial Hwy., Suite F-200, Santa Fe Springs, CA 90670
(562) 868-8081, FAX (562) 868-3639

ANDY STREET OWNERS ASSOCIATION, Ian Gee
3615 San Anseline Ave., Long Beach, CA 90808
(562) 421-1758

APPLEBY REAL ESTATE, Sokhom Yan
119 Linden Ave., Long Beach, CA 90802-4927
(562) 432-3322, FAX (562) 590-9510

ASENSIO PROPERTY MANAGEMENT, INC., Edgard A. Asensio
2071 Torrance Blvd., Torrance, CA 90501
(310) 618-0808, FAX (310) 618-0505

B & C PROPERTIES, Joe Brain
P.O. Box 1177, Wilmington, CA 90748
(310) 834-4411, FAX (310) 835-1577

BAYCO FINANCIAL CORP., Grace Silva
24050 Madison St., Suite 101, Torrance, CA 90505
(310) 378-8181, FAX (310) 378-9948

BEACH FRONT PROPERTY MANAGEMENT, INC., Kyle Kazan
3711 Long Beach Blvd., Suite 814, Long Beach, CA 90807
(562) 981-7777, FAX (562) 988-1385

BELMONT BROKERAGE & MANAGEMENT, INC., W. Kurt Wood, CPA, CPM®

647 E. 4th St., Long Beach, CA 90802
(562) 437-3581, FAX (562) 436-8591
www.belmontbrokerage.com

BERRO MANAGEMENT CO., Rich Tracy
1641 E. 4th St., Long Beach, CA 90802
(562) 432-3444, FAX (562) 495-1959
www.berroproperty.com

BROCKMAN PROPERTIES, INC., Charles R. Brockman
3720 E. Anaheim St., Suite 201, Long Beach, CA 90804
(562) 597-0676, FAX (562) 597-8443

CAL PROPERTY MANAGEMENT, Gary E. Bacher
P.O. Box 1013, Los Alamitos, CA 90720
(562) 431-6355, FAX (562) 493-4310

CENTENNIAL PROPERTIES, Curt Newnes
3116 E. 4th St., Long Beach, CA 90814
(562) 438-7125, FAX (562) 438-1238

COMMUNITY HOUSING MGMT SVCS., Joy DeVoe
4698 E. Pacific Coast Hwy., Suite B, Long Beach, CA 90804
(562) 597-6200, FAX (562) 597-9572

CRYSTAL PROPERTY MANAGEMENT, INC., Sandra Brunsman
2370 W. Carson St., Suite 205, Torrance, CA 90501
(310) 533-1322, FAX (310) 533-8331

DM PROPERTIES, Don McMillin
4105 E. Broadway, Long Beach, CA 90803
(562) 433-1688, FAX (562) 434-6600

DANA MANAGEMENT COMPANY, Randy Bergum
P.O. Box 4078, Fullerton, CA 92834
(714) 879-4090, FAX (714) 879-8544

DE MIRANDA MANAGEMENT, Mike Tramontin
1251 W. Redondo Beach Blvd., Fl. 1, Gardena, CA 90247
(310) 532-6369, (800) 672-2242, FAX (310) 644-6368

DOWNEY DAWN, Corrina Alcocer
12634 Glenshire Rd., Downey, CA 90242
(562) 861-0717, FAX (562) 861-0717

EAGLE INVESTMENTS, Antonia T. Ramos
11015 Paramount Blvd., Downey, CA 90244
(323) 862-2800, FAX (562) 862-2822

EPIC LAND SOLUTIONS, INC., Karen Starr
2601 Airport Dr., Ste., 115, Torrance, CA 90505
(310) 626-4848, FAX (310) 891-3348

ERNST & HAAS MANAGEMENT COMPANY, David Haas
4000 Long Beach Blvd., Suite 105, Long Beach, CA 90807
(562) 989-9835, FAX (562) 989-9166

ESSEX PROPERTY TRUST, Brandon Grey
17461 Derian Ave., Ste., 110, Irvine, CA 92614
(949) 225-7926

EXLNT PROPERTY MANAGEMENT CO., Gordon Stefenhagen
11652 E. Rosecrans Ave., Norwalk, CA 90650
(562) 868-0986, FAX (562) 868-4943

FARMERS & MERCHANTS BANK, Sopheap Soth
302 Pine Ave., 2nd Floor, Long Beach, CA 90802-2326
(562) 437-0011, FAX (562) 590-8530

G J PROPERTY SERVICES, INC.- AMO, Keith Schauwecker
5150 E. Pacific Coast Hwy., Suite 605, Long Beach, CA 90804
(562) 370-1120, Fax (562) 370-1164
www.gjpropertyservices.com

HANES INVESTMENT REALTY, INC., Dan Sparks
4500 E. Thousand Oaks Blvd., Suite 103, Westlake Village, CA 91362
(805) 374-2350, FAX (805) 374-2354

HOAG PROPERTY MANAGEMENT, Kathy Nelson-Potts or Kenneth Potts
10551 Paramount Ave., Downey, CA 90241
(562) 869-1556, FAX (562) 862-1723

HPK PROPERTY MANAGEMENT, John McGoff
10148 Artesia Place, Bellflower, CA 90706
(562) 867-1792, FAX (562) 867-4969

JAMISON MANAGEMENT CO., Christie Slatcher
129 W. Torrance Blvd., Suite 100, Redondo Beach, CA 90277
(310) 798-9154, FAX (310) 798-9164

JENKINS PROPERTY MGMT., Ed Jenkins
800 Manhattan Blvd., Suite 100, Manhattan Beach, CA 90266
14511 S. Hawthorne, Lawndale, CA 90260
(310) 219-3840 ext. 306, FAX (310) 978-8935
www.jenkinsbeachrentals.com  •  www.jenkinspropertymanagement.com
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GRACE KADOYA
326 S. State Street, Los Angeles, CA 90033-3825
(323) 262-3274 • (323) 791-5188, FAX (323) 262-3274

LEGACY PARTNERS RESIDENTIAL, J. Scott Morrison, CPM®

5141 California Ave., Suite 100, Irvine, CA 92617-3060
(949) 930-7777, FAX (949) 509-9166

LYON APARTMENT COMPANIES, Michele Naoam-Smith
4901 Birch St., Newport Beach, CA 92660-8100
(949) 838-1210, FAX (949) 838-1229
www.lyonapartments.com

MABRY MANAGEMENT CO., Milton Mabry, Jr.
23717 S. Hawthorne Blvd., 3rd Floor, Torrance, CA 90505
(310) 373-9382, FAX (310) 791-0576 

MAIN STREET MANAGEMENT, Grace O’Brien
14482 Beach Blvd., Westminster, CA 92683
(714) 891-8900

MERRIWOOD MANAGEMENT CO., Allen Wood, CPM®

11090 Artesia Blvd., Suite G, Cerritos, CA 90703-2545
(562) 860-1108, FAX (562) 860-1126, www.merriwoodmgmt.com

ORACLE PROPERTY & ASSET MANAGEMENT, Judith Gallardo
8043 2nd St., Downey, CA 90241
(562) 904-8999, FAX (562) 904-8902

PABST, KINNEY & ASSOCIATES, George Pabst
248 Redondo Ave., Long Beach, CA 90803
(562) 439-2147, FAX (562) 439-8339, www.pabstkinney.com

PACIFIC WEST MANAGEMENT, Bob Marsella
13435 Prairie Ave., Suite D, Hawthorne, CA 90250
(310) 978-4455, FAX (310) 978-0360

PAMA MANAGEMENT, Daljit Kler
4900 Santa Anita Ave., Suite 2C, El Monte, CA 91731
(626) 575-0062, FAX (626) 575-7817 or FAX (626) 575-3084

PARAGON EQUITIES, Elaine Hutchison
4543 E. Anaheim St., Long Beach, CA 90804
(562) 494-4455, FAX (562) 494-0047

PHOENIX PROPERTY MANAGEMENT, Bob Geraghty
375 Redondo Ave., Suite A, Long Beach, CA 90814
(562) 856-7476, FAX (562) 856-7478

POWLEY PROPERTIES, Derinda Powley
23219 Arlington Ave., Torrance, CA 90501
(310) 257-0888, FAX (310) 257-0886

PRIME MANAGEMENT GROUP, INC., Danny Flores
P.O. Box 971, Whittier, CA 90608
(562) 908-1415, FAX (562) 693-1570

PROP MAX, INC., Linda Espinoza
1536 W. 25th St., Ste. J, San Pedro, CA 90732
(310) 833-2499, FAX (310) 833-2346

PYRAMID PROPERTIES, Oliver Conner
11619 Long Beach Blvd., Lynwood, CA 90262
(310) 637-0422, FAX (310) 637-0016

R.E.M.S. INC., Kelly A. Geonetta
15900 Hawthorne Blvd., Suite 204, Lawndale, CA 90260-2649
(310) 793-9500, FAX (310) 793-9501

REALTY SELECT PROPERTY MANAGEMENT, Irma Ochoa
P.O. Box 668, Artesia, CA 90702
(562) 262-2522, FAX (562) 262-2105

RENE REALTY, Tony Broughton
4105 E. Broadway, Ste. 104, Long Beach, CA 90803
(562) 434-0908, FAX (562) 987-0896

R. K. PROPERTIES, Sally Pendleton
3737 East Broadway, Long Beach, CA 90803
(562) 240-1000, FAX (562) 439-0283

RPM, INC., Anita Estes
1509 N. Sepulveda Blvd., Manhattan Beach, CA 90266
(310) 545-2962, FAX (310) 546-3196

RPS, Daniel L. Wayne
P.O. Box 18119, Long Beach, CA 90807
(562) 989-9902, FAX (562) 989-9912

RTI PROPERTIES, Robert Abbasi
1515 West 190th St. #455, Gardena, CA 90248
(310) 217-1265

R. W. SELBY & CO., INC., Richard Selby
11661 San Vicente Blvd., Suite 510, Los Angeles, CA 90049
(310) 820-5151, FAX (310) 826-7921

SAFEGUARD EQUITIES, INC., Larry Sheppard
14316 Bellflower Blvd., Bellflower, CA 90706
(562) 920-7851, FAX (562) 920-9131

SKY PROPERTIES, INC., Kari Negri
6711 Forest Lawn Drive, Suite 107, Los Angeles, CA 90068-1038
(323) 882-6606, FAX (323) 883-0983

SPURR & ASSOCIATES, INC., B. Ramer Spurr
3662 Katella Ave., Suite 211, Los Alamitos, CA 90720
(562) 397-4956, FAX (562) 308-1460
www.spurrmanagement.com

TRI–DELTA MANAGEMENT, LP, Nadene Franco
7444 East Florence Ave., #C, Downey, CA 90240
(562) 927-4404, FAX (562) 927-7612

TURNER PROPERTY MANAGEMENT, Norma Turner
P.O. Box 5283, Whittier, CA 90607
(562) 789-9757, (562) 696-7776, FAX (562) 693-2519

WESTERN REALTORS & PROPERTY MGMT. SERVICES, Marial Sanders
6320 Atlantic Ave., Bell, CA 90201
(323) 562-4200, FAX (323) 562-4040

WESTERN SENIORS HOUSING, Kim Pollack
17748 Skypark Circle, Suite 225, Irvine, CA 92614
(949) 748-8201, FAX (949) 748-8220
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ACCOUNTING

Loftus & Davey, CPAs
2501 Cherry Ave., Suite 130, Signal Hill, CA 90755
(562)426-6565,(714)827-0613, FAX(562)426-8367,Jim Loftus/Kirk Davey

ADVERTISING

Apartment Finder
3190 Airport Loop, Suite J-2, Costa Mesa, CA 92626
(714) 545-3040, FAX (714) 545-3044, Burt Sirota

Gazette Newspapers (Grunion)
5225 E. Second St., Long Beach, CA 90803
(562) 433-2000, FAX (562) 434-8826, Bob Jones, Sr.

Long Beach Business Journal
2599 E. 28th St., Suite 212, Signal Hill, CA 90755
(562) 988-1222, FAX (562) 988-1239, George Economides

Move
30700 Russell Ranch Road, Westlake Village, CA 91362
(800) 978-7368, FAX (480) 556-4795, Mark Lacey

mynewplace.com
343 Sansome Street, Ste. 700, San Francisco CA 94104
(415) 348-2015, FAX (415) 398-5066, Kirstin Williams

PromoGator.com
13771 Newhope Street, Garden Grove, CA 92843-3721
(714) 650-7805, (714) 982-6364, FAX (714) 638-4621, Ben Hernandez

APPLIANCE REPAIR, SERVICE, INSTALLATION

American Appliances
4764 Dogwood Ave., Seal Beach, CA 90740
(562) 430-8290, Jeff Hoffman

Industrial Laundry Repair
24656 Eshelman Avenue, Lomita, CA 90717
(310) 798-1856, FAX (310) 534-0796, John Mayer

APPLIANCE SALES

Appliance Warehouse of America, Inc.
3201 West Royal Lane, Suite 100, Irving, TX 75063
(510) 691-9875, FAX (510) 429-7310, Moroni Mayora

Standards of Excellence
16001 Gothard St., Huntington Beach, CA 92647
(714) 848-2006, FAX (714) 848-2416

KIVA Kitchen & Bath
17138 Von Karman Ave., Irvine, CA 92614
(949) 221-0600, FAX (949) 660-8018, Sherri Galusha

RSSA Home Improvement Center
122 W. Broadway, Anaheim, CA 92805
(714) 774-3290, FAX (714) 774-6825, Ray Allahbakhshi

Ward’s Appliance
125 W. Victoria St., Long Beach, CA 90805-2162
(310) 635-6300, (888) 852-8122, FAX (310) 635-6200, Brad Ward

ATTORNEYS AT LAW

Dennis P. Block & Associates
Long Beach Office
(562) 434-5000, FAX (323) 938-6069, Dennis P. Block

Law Offices of Todd A. Brisco
1900 N. State College Blvd., Suite 505, Anaheim, CA 92806
(714) 634-2814, FAX (714) 634-0662, Todd Brisco

Law Offices of Sam Chandra, APC
174 W. Foothill Blvd., Suite 504, Monrovia, CA 91016
(626) 305-0555, FAX (626) 305-0556, www.CA-Evictions.com

Law Offices of Thomas B. Cummings, PLC
1900 S. State College Blvd., Suite 505, Anaheim, CA 92806-6160
(714) 634-1777, FAX (714) 634-2177, Kristen K. Guithues
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The Duringer Law Group
P.O. Box 2489, Lake Arrowhead, CA 92352
(800) 829-6994, FAX (909) 336-1189
160 S. Old Springs Road, Suite 135, Anaheim, CA 92808
(714) 279-1100, FAX (714) 279-1109, Stephen C. Duringer

Fisher and Phillips, LLP
2050 Main St., Suite 1000, Irvine, CA 92614-8240
(949) 798-2165, FAX (949) 851-0152, Christine Baran

Kavesh, Minor & Otis, Inc.
990 West 190th St., Ste. 500, Torrance, CA 90502
(310) 324-9403, (800) 756-5596, FAX (310) 324-0517, Philip J. Kavesh

Kimball, Tirey & St. John
350 South Figueroa, Suite 498, Los Angeles, CA 90071
(800) 577-4587, FAX (800) 921-5131, Deborah Biggs

Menke Law Firm, APC
5000 E. Spring St., Suite 405, Long Beach, CA 90815
(562) 496-4300, FAX (562) 496-4500, Bruce Menke

Trutanich & Associates
1840 S. Gaffey Street, San Pedro, CA 90731
(310) 833-4631, FAX (310) 833-1468, Dominick Trutanich

Law Offices of Alfred Visco
1405 Crenshaw Blvd., Torrance, CA 90501
(310) 543-2688, FAX (310) 618-0110, Alfred Visco

Law Offices of John H. Waller
4401 Atlantic Ave., Ste. 200, Long Beach, CA 90807
(562) 621-1020, FAX (562) 621-1459, John H. Waller, Esq.

COIN–OPERATED LAUNDRY EQUIPMENT
All Valley Washer Service

15008 Delano St., Van Nuys, CA 91411
(818) 787-1100, (800) 247-1100, FAX (818) 989-7378, Steve Wyard

CM Washer Service, Inc.
13221 Arctic Circle, Santa Fe Springs, CA 90670
(562) 802-1709, FAX (562) 404-2697, Phil Montgomery

Coinmach
1617 S. California Ave., Monrovia, CA 91016
(800) 954-9000 ext. 54325, FAX (626) 303-8619, John Powers

National Service Company
845 N. Commerce Street, Orange, CA 92867
(800) 473-8812, FAX (714) 633-9392, Mary Ann Dillard

Web Service Company Inc.
100 N. Sepulveda Blvd., 12th Floor, El Segundo, CA 90245
(562) 426-6191, (800) 421-6897, FAX (562) 424-2740, Clydette Roberts

CONSULTING SERVICES
Masek Consulting Services

23478 Sandtone Street, Mission Viejo, CA 92692
(949) 581-8503, FAX (949) 581-8423, Stephen Masek

DECKING/STAIRS/MAGNESITE  REPAIR
Desert Brand Products

3000 E. Birch St., Suite 108, Brea, CA 92821
(714) 579-3333, FAX (714) 579-3399, John Padilla, Jr.

DECORATING
Hoffman Interiors, Inc.

430 Leroy Drive, Corona, CA 92881
(951) 549-9900, FAX (951) 549-9922, Ken Hoffman

ELECTRICAL
Electro Systems Electric, Inc.

16932 Gothard, Unti I, Huntington Beach, CA 92647
(714) 848-5646, (800) 571-8080, FAX (714) 848-8727, Matt

ENERGY SOLUTIONS
Alpha Energy Solutions, Inc.

18618 Ferris Place, Rancho Dominguez, CA 90220
(310) 635-5511, FAX (310) 635-5512 John Sparling
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ENTRY SYSTEMS
DoorKing, Inc.

120 S. Glasgow Ave., Inglewood, CA 90301
(800) 826-7493, FAX (310) 645-7431, James Palfreyman

ENVIRONMENTAL/MOLD, WATER DAMAGE

Aeroscopic Environmental, Inc.
1833 Dana St., Glendale, CA 91201
(800) 950-2376, FAX (818) 543-3986, Jose Bejar

Coastline Environmental Solutions, Inc.
2480 Brayton Ave., Signal Hill, CA 90755
(562) 981-2636, (800) 847-3867, FAX (562) 981-2545, Vincent J. Attardo

National Econ Corporation
1899 S. Santa Cruz St., Anaheim, CA 92805
(714) 758-7686, FAX (714) 978-6323, Mark Ervin

Servpro of Cerritos/Hawaiian Gardens
11432 South St., Suite 306, Cerritos, CA 90703
(562) 916-7646, (888) 916-1414, FAX (562) 916-7608, Ryan Ramirez

Servpro of S.E. Long Beach/Belmont Shore
P.O. Box 41596, Long Beach, CA 90853
(562) 491-5339, FAX (562) 491-5501, Gabriel Mendez

FINANCIAL ADVISORS

Sagemark Consulting/Lincoln Financial Advisor
18400 Von Karman Ave., Suite 500, Irvine, CA 92612-0506
(949) 474-6820, FAX (949) 756-2624, Bob Sunshine

FINANCIAL/LENDING

Bank of America Home Loans
2315 N. Bellflower Blvd., Long Beach, CA 90815
(562) 453-5202, (562) 494-5505, FAX (866) 905-6679, Steve Shaw

Chase Commercial Lending
12051 Ventura Blvd., Studio City, CA 91604
(818) 755-4112, FAX (818) 755-4105, Anna MacLean

Chase Commercial Team Lending
17875 Von Karman Ave., Bldg. A-2nd Floor, Irvine, CA 92614
(949) 833-4074, FAX (949) 833-4093, Scott Schweer

Malaga Bank
2514 Via Tejon, Palos Verdes Estates, CA 90274
(310) 375-9000, FAX (310) 373-3615, Stephanie Rausch

Tweed Financial
2060 Huntington Dr., Suite 1, San Marino, CA 91108
(626) 588-1520, FAX (626) 588-1527, Jim Lund

FIRE PROTECTION

Bob Peters Fire Protection (Pendent Group)
2642 E. Spring St., Long Beach, CA 90806
(562) 424-8486, FAX (562) 989-4747, Laurie Vandebrake

FLOOR COVERING SALES

Contract Carpet Corporation
850 Enterprise Way, Fullerton, CA 92831
(714) 630-2670, FAX (310) 471-3430, Alan Akana

Curtis Allan Floor Covering
3035 Palisades Dr., Corona, CA 92880
(951) 278-1200, (800) 910-0113, FAX (951) 278-2435, Stan Deshay

Jim’s Floor Covering
23202 Mariposa Ave., Torrance, CA 90502
(310) 539-0700, FAX (310) 539-5841, Dan Cochrane

HANDYMAN

Can Do It Repairs
1634 Dixon St., Redondo Beach, CA 90278
(310) 798-8124, FAX (310) 798-8124, Richard Mitchell

INSURANCE

Bichlmeier Insurance Services, Inc.
730 S. Pacific Coast Highway, Suite 201, Redondo Beach, CA 90277
(310) 376-8852 • (310) 840-0150 Pager, FAX (310) 379-9272, 
Terry Bichlmeier

Buying For A Purpose
24000 Alicia Parkway, #17-443, Mission Viejo, CA 92691
(877) 404-2008, FAX (877) 404-2008, David Jeranko

Huggins-Dreckman Insurance Agency
12535 Seal Beach Blvd., Seal Beach, CA 90740
(562) 594-6541, (800) 400-3224, FAX (562) 594-0376, Stan Dreckman

Patriot Risk & Insurance Services
8105 Irvine Center Dr., Ste. 400, Irvine, CA 92618
(949) 486-7924, FAX (949) 486-7964, Jamison Luther

MAINTENANCE

Buffalo Maintenance
202 E. Broadway, Anaheim, CA 92805-3903
(714) 956-8371, FAX (714) 491-0864, Frank Alvarez

MARKETING

CallSource
5351 Amigo Ave., Tarzana, CA 91356
(866) 413-2448, Brian Golbad

PAINTING DEALERS

Dunn-Edwards Corporation
15300 Hawthorne Blvd., Lawndale, CA 90260
(800) 537-4098 ext. 7564, FAX (310) 219-0156, Stephanie Sanders

Sherwin-Williams Paint Co.
1000 E. Willow St., Signal Hill, CA 90755
(951) 323-6580, Kao Lee

PAINTING & MAINTENANCE

E N L Service Co.
14797 Carmenita Rd., Norwalk, CA 90650
(562) 408-2500, FAX (562) 483-6007, Steve Sung

PEST CONTROL/EXTERMINATORS/TERMITES

Master Pest Termite Control
741 E. Ball Rd., Suite 204, Anaheim, CA 92805
(714) 808-8350, (800) 983-7648, FAX (714) 808-8353, Peter Eastman

Western Exterminator
305 N. Crescent Way, Anaheim, CA 92801
(800) 698-2440, FAX (714) 533-1199, Mike Britt

PLUMBING, DRAIN CLEANING, REPIPING

Albano’s Plumbing
20014 State Rd., Cerritos, CA 90703 
(562) 924-2565, (562) 423-9262, FAX (562) 924-5637, Angelo Albano

Cal–Coast Repiping, Inc.
1371 Titan Way, Brea, CA 92821
(800) 649-7511, FAX (714) 578-5089, Victoria Morillo

Delta Mechanical
6052 E. Baseline Road, Ste. 155, Mesa, Arizona 85206-4805
(866) 898-0008, (480) 898-0007, FAX (480) 898-0005, Stephanie Carlson

Discount Drain & Plumbing
13461 Pumice Street, Norwalk, CA 90650
(562) 929-2996, FAX (562) 483-0572, Dave Samarin

L.A. Hydro–Jet & Rooter Service, Inc.
10639 Wixom St., Sun Valley, CA 91352
(800) 750-4426, FAX (818) 768-4324, Lorrie Baldwin
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Original Products, Co., LLC
10102 Empyrean Way, Ste. 201, Los Angeles, CA 90067
(818) 389-3996, Jason Fallon

POOL PLASTERING

Alan Smith Pool Plastering, Inc.
227 W. Carleton Ave., Orange, CA 92867
(714) 628-9494, FAX (714) 628-9656, Stephen Scherer

PROPERTY MANAGEMENT SOFTWARE

AppFolio, Inc.
55 Castilian Drive, Goleta, CA 93117
(805)617-2160, (805)450-1688, FAX (805)968-0684, Chris Casillas

Certified Accounting Software
440 S. Brea Blvd., Suite B, Brea, CA 92821
(714)529-1040, (800)300-3401, FAX (714)990-2808, Kenneth Blake, CPA

PROPERTY MANAGEMENT SERVICES

G4 Construction Services
451 W. Lambert Rd., Suite 205, Brea, CA 92821
(714) 529-1080, FAX (714) 529-1081

J&SJ Contractors, Inc.
187 W. Orangethorpe Ave., Suite J, Placentia, CA 92870
(800) 966-5115, FAX (714) 223-0510, Susan Jhun

REAL ESTATE BROKERAGE

Marcus & Millichap
One World Trade Center, Suite 2100, Long Beach, CA 90831
(562) 257-1200, FAX (562) 257-1210, John F. Rodiles

REAL ESTATE CONSULTING

Market-THINK, LLC
4540 Campus Dr., Suite 100, Newport Beach, CA 92660-1815
(949) 725-0600, FAX (949) 725-0546, Susan A. Sirota

RESTORATION/EMERGENCY SERVICES

Andersen Group International
P.O. Box 80306, Bakersfield, CA 93380
(661) 392-7072, FAX (661) 391-0593, Marcus Hackler

ROOFING CONTRACTORS

Central Roofing
555 W. 182nd St., Gardena, CA 90248
(310) 527-6770, FAX (310) 527-6777, Pamela Peery

Royal Roofing Company
6320 Clara Street, Bell Gardens, CA 90201
(562) 928-1200, FAX (562) 228-1288, Steve Pinkus

SCREENS

The Screen Machine
5318 E. 2nd St., Suite 633, Long Beach, CA 90803
(562) 498-1393, FAX (562) 683-0430, Joe Palmer

TELECOMMUNICATIONS

Cbeyond
879 West 190th St., Suite 1200, Gardena, CA 90248
(310) 878-6395, FAX (310) 878-6995, Brett Evans

Verizon Enhanced Communities
2535 W. Hillcrest Dr., Newbury Park, CA 91320
(877) 483-1483, FAX (805) 435-8181, Robert W. Luce

TOWING SERVICE

Expertow, Inc.
8341 Monroe Avenue, Stanton, CA 90680
(714) 224-1360, FAX (714) 224-1454, James Kruger

UTILITY BILLING/SUBMETERING

California Utility Billing Service
P.O. Box 19767, Irvine, CA 92623-9767
(949) 862-6288, FAX (949) 862-6336, Bill Moseley

ista North America
9555 Chesapeake Dr., Suite 100, San Diego, CA 92123
(858) 737-2721, FAX (858) 244-2341, Bill Nevils

WINDOWS

McCormack Roofing & Window Company
1260 N. Hancock, Anaheim, CA 92807
(714) 777-4040, (949) 347-1400, Chris Maxey

WINDOW COVERINGS

Bridges Blinds Inc.
15635 Commerce Lane, Huntington Beach, CA 92649
(714) 898-7933 or (800) 900-3440, FAX (714) 898-5944, John Bridges

Apartment Association, California Southern Cities
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Jenkins Property Management ~ Full Service Property Management
Specializing in Apartments–Houses–Condos • Serving the South Bay for Over 30 Years

Thorough Tenant Screening • Prompt Collections of Rents • Personalized On-Site Inspections • 3 Day Turn Around on Vacant Units 
Promptly Handle Evictions/Collections • Professional Resident Manager Training • Full Maintenance Staff • 24 Hour Emergency Services

Full Charge Bookkeeping Services • Monthly Financial Statements • Free Consultation and Evaluation • One Time Leasing Available

JENKINS PROPERTY MANAGEMENT

14511 S. Hawthorne Blvd.
Lawndale, CA 90260

310-219-3840
Jenkinspropertymanagement.com

JENKINS BEACH RENTALS

800 Manhattan Beach Blvd. # 100
Manhattan Beach, CA 90266

310-372-2477
Jenkinsbeachrentals.com

South Bay 
Specialists

TWO LOCATIONS:

Free
Listings

Competitive Rates 
Outstanding References

Excellent Results
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Each DIAL ONE Company Is Independently Owned & Operated.

 Contractor's license: B1-506485

(562) 426-3837
(800) 894-2284

Bath Masters
Bath Remodeling

✸Seamless BATHMASTER tub walls
✸New Tubs, Shower Pans,

Faucets & Doors.
✸ Fast turnarounds with full service

 ✸ Rotted floors, damaged walls,
complete remodels

WE DO IT ALL!
Plus the

 best guarantee in
the Industry!

Since 1979: your
 FULL SERVICE
Bath Upgrade
Specialists!

   

Complete
Shower Wall Service

CALL  TODAY

FOR  YOUR  FREE

CONSULTAT ION !

Appliance Service and Repair
Kitchen  •  Laundry  •  Heating

Serving the Los Angeles and Orange County areas.
Featuring quality service, repair, maintenance and sales
of residential appliances and coin-operated laundries.

24 HOUR

TELEPHONE SERVICE

7 DAYS A WEEK

Call Jeff

JEFF M. HOFFMAN

For Appliance Sales and Installation
(including free disposal of old appliances with purchase)

CALL

CALIFORNIA WHOLESALER
562-430-8290

800-374-5540
CA HVAC Lic # 929431
Insured and Bonded

In business since 1989
A proud member of AACSC since 1993

“Helping home and business owners to keep their appliances in top shape.
We treat our customers as a partner and their appliances like a patient.”

Email:  appliancedoctor.jeff@gmail.com

Academics’ support lends weight and intellectual
credence to the split roll tax initiative which can
be said to be supported by all educators in the
state.

California Governor Considers Split Roll

Finally, the Governor’s Commission on the 21st
Century came extremely close to adopting a
resolution last year that would have advocated for
the current property tax and revenue structure to
include a split roll property tax.

Summary

If there is anything that we have learned from the
events over the past 18 months, it is that there will
be a state ballot initiative and a serious push by
state Democratic legislators to totally revise the
amount of property tax revenue commercial
property owners will pay to government.

Let’s face it: 

• Government coffers are near empty.

• Government is looking to increase revenues
instead of cutting government programs.

• Teachers and public labor unions will be at the
forefront of advocating a split roll initiative.
Progressives, tax groups, and many more are
expected to join this most certain battle that the
California electorate has not faced since the
passage of Proposition 13 in 1978.

So, what does the commercial real estate sector
have to lose? BILLIONS OF DOLLARS.

The California Political Consulting Group provides
lobbying, legal and consulting services for business
and trade associations.

Ronald M. Kingston is an accomplished lobbyist in
California. He has successfully written numerous
legislative measures relating to housing, building,
real estate finance, real estate disclosure,
environmental hazards and new construction
standards. He has a long and accomplished track
record representing landlords, REALTORS®, the
finance industry, judicial council, homeowner
associations and many other interest groups and
businesses. Ron is the President of CPCG and can be
reached at: Ron@CALPCG.com or 916.447.7229

Copyright © 2010 | All Rights Reserved

California Commercial
Property Split ... continued from page 20
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What You Need To Know About How to
Prepare For (and Win!) Your Small Claims
Court Case (Part 2)

By Kimball, Tirey & St. John LLP

need to provide the necessary evidence to
defend yourself. (Of course, if you have filed
a Defendant’s Claim, your burden of proof
on the claim is the same as the plaintiff’s in
the Plaintiff’s Claim . . . by a preponderance
of the evidence.)

Does this mean you can sit back in court
and relax? Of course not! As the defendant,
it is your job to make the court aware of the
facts, circumstances and/or witnesses who
can help you show the judge that what
happened was not your fault or was the
fault of the other person you named in your
Defendant’s Claim.

GENERAL COURT GUIDELINES FOR
PLAINTIFFS AND DEFENDANTS

Here are some general rules to follow when
you appear in court. Though some of them
may seem obvious, you would be surprised
at the number of people who appear in
Small Claims Court who ignore them. 

1. Do not stipulate to a judge pro tem. You
want the normally sitting judge or com-
missioner to hear your case. While there
are many fine judge pro tems, generally the
sitting judge or commissioner will be more
familiar with landlord-tenant issues than a
judge pro tem will be. If you do stipulate to
a judge pro tem, for example, you take the
chance that a personal injury attorney will
decide the outcome of your real property
dispute. By not stipulating, your case will

HOW TO PREPARE IF YOU ARE THE
DEFENDANT 

Try to settle the dispute. If you have been
sued, you can contact the Plaintiff and try
to settle the dispute with the Plaintiff before
the hearing. If you are able to reach an
agreement, make sure the Plaintiff files a
“Request for Dismissal” with the court to
take the hearing off the court’s calendar.

Filing a counterclaim. If you aren’t able to
resolve the disagreement, STOP AND
THINK. Is there a claim you have against the
plaintiff or any other third party that is in
any way connected with the facts and
circumstances in this lawsuit?

If there is, you may file a counter claim
against the plaintiff. You will be limited to a
counter claim of $7,500 or less ($4,000
against a guarantor who charges for its
services or $2,500 for guarantors who do
not charge a fee). You will file a Defendant’s
Claim (Form SC-120) against the plaintiff
and any other person who is involved. You
must serve your Defendant’s Claim five
days before the trial date, unless you were
served with the Plaintiff’s Claim ten days or
less before the trial date. If you were given
ten days or less notice, you must serve the
Defendant’s Claim at least 1 day before the
trial date. If you fail to file and serve your
Defendant’s Claim on the plaintiff or any
other person, you may lose your legal right
to sue again on the same subject.

Follow all of the steps under the section
above regarding “Preparing Your Case.” It is
also as necessary for you to have a written
chronology of events, documents, wit-
nesses and witness’ statements as it is for
the plaintiff, especially if you have filed a
Defendant’s Claim against the plaintiff or
any other person. The only difference is
that the defendant does not have the same
“burden of proof” as the plaintiff. You just

“Give 

yourself 

every

opportunity 

to make 

a good

impression...”
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continued on next page

be postponed until the next available time that the
regular judge or commissioner will be available to
hear your case.

2. Be prompt. If the case is set for 8:30 a.m., make
sure you’re there by 8:25 a.m. Many cases have
been taken “off calendar” or canceled because a
plaintiff failed to show up in time. And many
defendants who were late or failed to show up
have had a default judgment entered against them.

3. Wear nice clothing. This doesn’t mean you have
to wear a tuxedo or a suit with a tie (although a
suit is always preferable). It does mean you should
wear clean, pressed slacks and shirt (if you’re
male) and the same if you’re female (or a skirt, suit
or dress). 

Why? We all make judgments about other people
based upon what they’re wearing (whether we
want to admit it or not). You are in court to win
your case. Give yourself every opportunity to
make a good impression, including wearing nice
clothing. 

4. Don’t call your opponent a “liar” in court. This
is not the “people’s court”! Even if you know the
opposite party is lying, let the evidence you
present before the judge prove it. Remember, you
are being judged on everything you do, say and
present before the judge. When you call someone
else names, it reflects badly upon you. And it might
arouse feelings of “protection” in the judge for the
other party. It’s not worth it!

5. Don’t argue with the judge. You may not like
what the judge asks you, or when the judge cuts
you off in mid-sentence (it happens). But don’t
argue with the judge. The last thing you want to do
is make the judge angry with you.

Remember: Not everything that you think is
important to your case is important to your case.
That’s the judge’s call. Let the judge make it, and
be courteous and polite when you answer his/her
questions.

6. If you don’t understand the judge’s questions,
tell him or her. Sometimes judges will ask
questions of parties so that s/he will have a better
idea of what’s going on. And sometimes judges use
“legalese.” If you don’t understand the question
that is asked of you, say, “I’m sorry, your Honor,
but I don’t understand your question. Could you
please rephrase your question?”

7. Always refer to the judge as “Your Honor.”
Why? It shows respect. And if you show that you
respect the judge, that same respect should be
returned to you.

8. Be prepared. Remember that Small Claims
Court cases move very, very quickly. Sometimes it
seems as though you don’t have much chance to
tell your side of the story. That’s why it is so
important to have lined up your witnesses,
testimony, witness statements, documents and
facts. 

You may want to consult an attorney about your
case before you go to Small Claims court. While he
or she cannot represent you in the hearing, an
attorney may be able to point out certain things
that you were not aware of. There is no substitute
for good legal advice.

In all cases, one party wins and the other party
loses. Unfortunately, there’s no way anyone can
guarantee that you’ll win any given case. But one
thing is certain, if you are well-prepared, well-
dressed, courteous and prompt, you will have
done everything within your power to enable you
to win.

WHEN A PROPERTY MANAGER REPRESENTS AN
OWNER IN COURT

Under certain circumstances, a rental real
property owner may appear and participate in a
small claims action through his or her property
agent:

a) The property agent must manage the owner’s
rental property; 

b) The owner must have hired the property agent
principally to manage the rental property and not
principally to represent the owner in small claims
court;

c) The claim must relate to the rental property;
and

d) The property agent must submit a declaration
at the small claims court hearing. 

IF YOU LOSE . . .

If you are the plaintiff in a Small Claims case, you
only get one shot at winning. You cannot appeal on
the Plaintiff’s Claim. And if you lose, you don’t get
your money!

But if the defendant has filed a Defendant’s Claim
against you in the same case and you lose on the
Defendant’s Claim, a plaintiff may appeal the
judgment on the Defendant’s Claim only. 

If you are the defendant and you lose, you may file
an appeal with the Small Claims Court. You must
file your Notice of Filing Notice of Appeal (Form
SC-140) in Small Claims Court within thirty (30)

August 2010 / Apartment Journal / Page 41

AptJ-AUG10  9/1/10  9:58 AM  Page 41



Page 42 / Apartment Journal / August 2010

WHY APPLEBY PROPERTY MANAGEMENT?

JUST A PHONE CALL
AWAY - CALL NOW!
(562) 432-3322 X 21

SERVING THE GREATER
LONG BEACH AREA
FOR MORE THAN
25 YEARS!

- QUICK VACANCY TURNAROUND
- QUALITY VENDOR LIST
- PROMPT REPAIRS
- EVERY TENANT IS SCREENED
- MEMBER OF THE APARTMENT ASSOCIATION
- CAM CERTIFIED PROPERTY MANAGER
- NO MORE HEADACHES!

APPLEBY USES STATE OF THE ART
YARDI PROPERTY MANAGEMENT
SYSTEM WHICH CONSIST OF:

- CASH FLOW STATEMENT
- INCOME STATEMENT
- EXPENSE REGISTER
- INCOME REGISTER
+ 100’S OF CUSTOMIZED REPORTS

SPECIAL OFFER:

REDUCED REAL ESTATE
COMMISSIONS TO ALL
MANAGEMENT CLIENTS

   
 

“You have tried the rest,
now use the best!”

What You Need To Know About ... continued from previous page

days from the date on the court’s Notice of Entry
of Judgment (Form SC-130). Make sure you don’t
miss the time frame or your appeal will be denied.

Appeals are heard in Superior Court. You have the
right to legal counsel in an appeal, so you may hire
us to represent you at the hearing.

Bear in mind that certain Superior Court judges
will order monetary sanctions against parties
found to have filed a frivolous appeal. 

FOR FURTHER INFORMATION ABOUT SMALL
CLAIMS COURT

1. Contact the court where you will be filing the
Plaintiff’s Claim. While the courts cannot give legal
advice, court clerks can answer certain questions,
and many courts distribute information about
small claims actions.

2. Contact your local Small Claims Advisors Office. 

3. Go to the California Courts Self Help Center on
the Internet at: www.courtinfo.ca.gov/selfhelp/
smallclaims 

4. Send for the publication: Using the Small Claims

Court—A Handbook for Plaintiffs and Defendants,
an educational book published by the California
Department of Consumer Affairs. Single copies
are free when you send a self-addressed, 7 x 10
stamped envelope to:

Using the Small Claims Court
P.O. Box 310
Sacramento, CA 95802

FOR MORE ASSISTANCE:

Case preparation. Consult with an attorney.
Kimball, Tirey & St. John’s Collection Department
can prepare, file and serve the Plaintiff’s Claim. If
you would like information regarding this service,
please call (800) 577-4587. 

Kimball, Tirey & St. John LLP specializes in
landlord/tenant, collections, business and real
estate law, with offices throughout California. This
article is informational only. Check with your
attorney before acting. If you have any questions
regarding this article, please call 800-577-45587.

Kimball, Tirey & St. John LLP © 1998 – 2010
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Pool & Spa Safety Act
Scuba Retrofitting Available

Get compliant now
It’s the law!

Pool Contracting
Pool Plastering

& Full Pool Services

Pool Contracting
Pool Plastering

& Full Pool Services

To get the whole story visit our website

www.services4pools.com

800.864.0420800.864.0420
Family owned since 1973

California License # B-C53-712677

REPAIR DECKS, STAIRWAYS, 
BALCONIES, PATIOS, COURTYARDS, 

MAGNESITE & FIBERGLASS 
POOL DECKS  –  100% WATERPROOF

Guaranteed WorkFree Estimates

DECKING & STAIRS

LICENSED • INSURED • BONDED • QUALITY WORK

800-685-1724
ABC Decking – 25 Years Experience

Repair Rotten Wood
Repair Metal Posts & Railings

Pre-cast Steps & Metal Stairways

EVICTIONS
(Residential and Commercial)

$15000
Uncontested*
Plus Costs**

* Please call for rates on contested
matters

** Costs include all filing, service, clerk,
sheriff and court-related expenses.

C. TIMOTHY LASHLEE
Attorney at Law

2750 Bellflower Blvd., Ste. 204
Long Beach, CA 90815

(562) 938-7393

Serving Southern L.A. County and
Orange County for over 25 years.

BATHTUBS
SINKS

SHOWERS
Porcelain & Fiberglass
Repairs & Refinishing

One-piece Wall Surround
Counter Tops Refinished

For guaranteed repairs, call
BATH CRAFTERS
(949) 552-7831

Lic. #568241 Allen Bezuidenhout, Bonded

562-668-9107

Call (310) 784-0227
or (310) 808-3912

Sprinkler Installation & Repair • Tree Trimming
General Clean-up & Hauling • Insecticide Spraying

Fences - Wood, Block & Chainlink
Free Estimates • Fully Insured

SUPPORT
OUR

ADVERTISERS
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Limited Liability Company (“LLC”)
Mistakes to Avoid!
By Philip Kavesh

other “silent” owners from managing,
demanding distributions and forcing a
liquidation. This can help reduce family
conflict and keep one disagreeable or cash
hungry family member (or his or her spouse
or creditors) from compelling the others to
sell the LLC property.

Mistake #7: Failure to Register a Foreign
LLC to Do Business in California. In the first
part of this article (see last month’s issue of
The Apartment Journal), we talked about how
an LLC in another, more debtor-friendly state
like Nevada, may own your California real
estate and provide greater asset protection.
However, in order to secure that protection
for California property, the LLC must be
properly registered to do business in
California. This is a detail that the “cheapie”
LLC incorporators often fail to handle for
you properly.

Mistake #8: Not Observing Proper
Formalities in Running the LLC. For
example, if there are multiple owners (such
as your children owning 10% of an LLC), then
when LLC distributions are made, they must
be done on a prorata basis (with the children
getting ten cents on the dollar). If you’re
concerned about controlling that ten cents
too, you can setup an irrevocable trust to
hold the LLC interests for the children and
receive the cash distributions from the LLC.

Part II

I
n previous articles, we have discussed the
use of certain business entities—like the
Limited Liability Company (“LLC”)—to

hold your rental property and not only
provide you with enhanced asset protection
against lawsuits, but also help you reduce
your family’s potential estate taxes. Un-
fortunately, I often see people who have
setup these entities (and tried to save a few
dollars by using a bargain-priced document
preparation service or internet website), but
failed to take certain other simple steps to
help insure they will actually receive the
intended asset protection and estate tax
benefits.

Here are what I consider to be the rest of the
“Top 10” mistakes people make when setting
up an LLC—any one of which can effectively
destroy its intended benefits. Hopefully, you
(or a qualified attorney working on your
behalf) will make sure you avoid (or
cleanup) these mistakes!

Mistake #6: No Operating Agreement. Much
of the time, the document that establishes
the LLC does not deal with the important
details of who will succeed to the man-
agement of the LLC and its assets and what
rights the other non-managing owners
(family members to whom gifts of LLC
interests have been made or who will inherit
them) will have to change or replace the
manager. An important side benefit of an LLC
is the ability to control the succession of
management when you’re disabled or pass
away. You can place in charge only the one
or two persons who are most capable and
willing to properly manage the real estate or
other business of the LLC, while keeping the

“The LLC’s

Operating

Agreement

may also

specify

someone 

other than the

Trustee of your

Living Trust to

actually run

the business 

of the LLC if

you’re ill or

disabled.”
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Personal expenses should not be paid directly out
of the LLC; they should be paid personally after LLC
distributions are made. In many cases, a separate
income tax return must also be filed for the LLC,
although it’s typically a simple, inexpensive “flow-
through” return and no additional income taxes are
generally due. The failure to observe these
formalities may make it easier for creditors to
“pierce the corporate veil”.

Mistake #9: Not Coordinating the LLC with the
Rest of Your Estate Plan. For example, your estate
plan may provide for your assets to go equally to
your three children (or other beneficiaries). All
three can receive equal percentage ownership
interests and, therefore, the same rights to receive
any LLC distributions. However, you may want to
specify that the managing interest in the LLC pass to
only one child, so that the right person can be in
charge of the real estate business. The LLC’s
Operating Agreement may also specify someone
other than the Trustee of your Living Trust to
actually run the business of the LLC if you’re ill or
disabled.

Mistake #10: Not Considering Estate Tax Liquidity
Planning. Although proper use of an LLC can help
reduce eventual estate taxes, there still may be
significant estate taxes due at the time of your
death, particularly if you have a large estate (over
$4 million single or $8 million married). These
estate taxes are due in cash nine months after death
and could force the liquidation of assets held by
your LLC, regardless of market conditions. Liquidity
planning, which could include life insurance, should
be done concurrently with or soon after you
establish the LLC, as should other gift and estate tax
planning, such as possible sale of a portion of some
of the LLC interests to an irrevocable trust for the
benefit of your family. 

That’s the last of my “Top 10” LLC mistakes (there
are plenty of others, but there just isn’t enough
room here!). Remember, this article is intended only
as a quick summary and contains general
information, not legal advice. You should seek the
assistance of a qualified attorney when dealing with
these various important LLC matters.

Attorney Philip J. Kavesh is the principal of the Law
Firm of Kavesh, Minor and Otis and is a California
State Bar Certified Specialist in Estate Planning,
including LLCs, with over 30 years of experience. He
can be reached at phil.kavesh@kaveshlaw.com or 
1-800-756-5596.
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Law Offices of

John F. Oakes
A Professional Corporation

Advising 
Business and 

Property Owners 
for 

Twenty-nine Years
100 Oceangate, Suite 680

Long Beach, CA 90802-4312
(562) 436-8422

Fax: (562) 495-6233

jfoakesesq@verizon.net

AptJ-AUG10  9/1/10  9:58 AM  Page 46



August 2010 / Apartment Journal / Page 47

Advertisers Index
Appliances: Sales & Service

American Appliances . . . . . . . . . . . . . . . . . . . . . . . 39

Feder’s Distributors . . . . . . . . . . . . . . . . . . . . . . . . . 3

KIVA Kitchen & Bath . . . . . . . . . . . . . . . . . . . . . . . 15

RSSA . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 55

Ward’s . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 57

West Coast Chief Repair . . . . . . . . . . . . . . . . . . . . 51

Asphalt Paving

City Service Paving . . . . . . . . . . . . . . . . . . . . . . . . 43

C & C Paving Co. . . . . . . . . . . . . . . . . . . . . . . . . . . 47

Attorneys

Dennis P. Block & Assoc . . . . . . . Inside Front Cover

Duringer Law Group . . . . . . . . . . . . . . . . . . . . . . . . 5

Kavesh, Minor & Otis . . . . . . . . . . . . . . . . . . . . . . 45

Landlord Legal Services . . . . . . . . . . . . . . . . . . . . 31

C. Timothy Lashlee . . . . . . . . . . . . . . . . . . . . . . . . 43

John F. Oakes . . . . . . . . . . . . . . . . . . . . . . . . . . . . 46

Alfred Visco . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 26

Bath & Shower Remodeling

Bath Crafters . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 43

Dial One Bath Masters . . . . . . . . . . . . . . . . . . . . . . 39

Tub-So-Nu . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 47

Carpets & Floor Coverings

Jim’s Floor Covering . . . . . . . . . . . . . . . . . . . . . . . 58

LA Carpet and Floor. . . . . . . . . . . . . . . . . . . . . . . . 19

Cleaning Supplies

Namco Products . . . . . . . . . . . . . . . . . . . . . . . . . . . 9

Decking/Waterproofing/Stairs /

Magnesite Repair

ABC Decking . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 43

Alex Decking . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 47

Rash Yambo . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 51

Western Magnesite . . . . . . . . . . . . . . . . . . . . . . . . 42

Electrical Repair & Installation

European Electrical Contractor . . . . . . . . . . . . . . . 43

Reece Electric . . . . . . . . . . . . . . . . . . . . . . . . . . . . 47

Insurance

Huggins/Dreckman . . . . . . . . . . . . . . . . . . . . . . . . 56

Investments/Loans

Alliant Capital LLC . . . . . . . . . . . . . . . . . . . . . . . . . 21

Bank of America . . . . . . . . . . . . . . . . . . . . . . . . . . 43

Chase. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 27

Tweed Financial Services. . . . . . . . Inside Back Cover

Laundry Equipment

CM Washer Service . . . . . . . . . . . . . . . . . . . . . . . . 46

Landscaping

Three Generations . . . . . . . . . . . . . . . . . . . . . . . . . 43

Lawn Maintenance/Service

Mighty Mow . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 51

Mold/Water Damage Restoration/Inspection

Coastline Environmental Solutions, Inc. . . . . . . . . 53

Painting/Maintenance

Buffalo Maintenance . . . . . . . . . . . . . . . . . . . . . . . 56

E N L Service Co.. . . . . . . . . . . . . . . . . . . . . . . . . . 23

Sondance Painting. . . . . . . . . . . . . . . . . . . . . . . . . 53

Plumbing

A-1 Copper Repipe . . . . . . . . . . . . . . . . . . . . . . . . 56

Albano’s Plumbing. . . . . . . . . . . . . . . . . . Back Cover

Cal Coast Repiping . . . . . . . . . . . . . . . . . . . . . . . . 51

Coast Plumbing . . . . . . . . . . . . . . . . . . . . . . . . . . . . 7

Discount Drain & Plumbing. . . . . . . . . . . . . . . . . . 53

Pete’s Plumbing. . . . . . . . . . . . . . . . . . . . . . . . . . . 31

World of Water Heaters . . . . . . . . . . . . . . . . . . . . . 31

Pool Service

Services 4 Pools . . . . . . . . . . . . . . . . . . . . . . . . . . 43

Property Management

Appleby Property Management . . . . . . . . . . . . . . . 42

Jenkins Property Management . . . . . . . . . . . . . . . 38

Merriwood Management . . . . . . . . . . . . . . . . . . . . 46

Roofing

Central Roofing . . . . . . . . . . . . . . . . . . . . . . . . . . . 29

Royal Roofing Co. . . . . . . . . . . . . . . . . . . . . . . . . . 49

Utilities

So. California Gas Company . . . . . . . . . . . . . . . . . 11

Window Coverings

Bridges Blinds, Inc. . . . . . . . . . . . . . . . . . . . . . . . . 29

Magnolia Blinds. . . . . . . . . . . . . . . . . . . . . . . . . . . 43

DECKING 
& STAIRS

Magnesite System • Fiberglass System
Acri-deck System

Quality Work – Low Rates
NEW AND REPAIR

DECKS - STAIRWAYS - BALCONIES
Pre-Cast Stairs - Waterproofing

Metal Stairs - Rails - Wood Repair
ALEX DECKING

& STAIRS

800-215-1834
Up to 10 Years GuaranteedFree

Estimates

BATHTUBS REGLAZED
★ QUALITY WORK ★

Evening & Weekend Appts. Available

Reg.
$20900

Exp. July 2010
One coupon per tub

TUB-SO-NU

Save $40
Now Only
$169

COMPLETE JOB
Porcelain & Fiberglass
Formica Counter Tops

Ceramic Tile
5 YEAR WARRANTY

SINKS • SHOWERS • TUBS

(310) 834-9008
(714) 562-0108

Classifieds. . . . . . . . . . . . . . .48

AptJ-AUG10  9/1/10  9:58 AM  Page 47



Page 48 / Apartment Journal / August 2010

TO ADVERTISE, CALL TOM OR PHYLLIS AT (562) 426-8341

ELECTRICIANS
Father & Son Electricians.
Family owned & operated since
1989 – Lic #612858. Specializing
in multi-unit buildings. 562.843
.2860, 562.843.2837 www.father
sonelectric.com

FLOORING
Carpet – Dri Dek – Laminate VCT
Wood. Free estimate – Free gift.
Carpet 4U, 9303 Alondra Blvd.,
Bellflower, 562.866.2195

INSURANCE
Does Your Insurance Agent
Have Your Back? Call Huggins/
Dreckman Insurance 562.594
.6541 x21. Karen can protect your
apartments and save you time
and money.

SCREENS
Window/Door Screens. The ren-
tal industry’s professional mobile
screen service. “We Come To
You”. The Screen Machine,
562.572.2908  Joe

LOCKSMITH
Agape Lock Co. Eviction, lock, re-
key, open cars, apartments,
condos. Special prices for
management companies. Call
877.DKEYMAN (353.9626), cell
562.277.5253 or email: dkeyman
inusa@yahoo.com   

WASHER/DRYER SERVICE
A history of dependable service,
tenant satisfaction and customer
profitability. Call us today for a
free analysis at 800.225.6145, 
Ext. 16. Coin Meter Washer
Service. Inc.

COMMERCIAL LENDING
Work with Chase Commercial
Term Lending – the Nation’s #1
multifamily lender to refinance or
purchase a 5+ unit apartment
bldg. Great rates, low cost, no
appraisal fees, fast answers. Call
Scott Schweer at 949-833-4074.

CLEANING SERVICE
Cleaning apartments, residential,
carpet and window cleaning.
Water damage, hardwood floors,
strip and wax floors, painting.
Free Estimate.. Brothers Jani-
torial Service. 562.235.2601

RESIDENT SCREENING

Call the Apartment Association,
California Southern Cities for the
most thorough credit checks at
the best prices. (562) 426-8341.
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profitability. Call us today for a
free analysis at 800.225.6145, 
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Term Lending – the Nation’s #1
multifamily lender to refinance or
purchase a 5+ unit apartment
bldg. Great rates, low cost, no
appraisal fees, fast answers. Call
Scott Schweer at 949.833.4074.

CLEANING SERVICE
Cleaning apartments, residential,
carpet and window cleaning.
Water damage, hardwood floors,
strip and wax floors, painting.
Free Estimate. Brothers Janitorial
Service. 562.235.2601

INSURANCE
Up to 45% OFF Apartment Build-
ing Insurance. 800.979.7283.
Since 1985 (Lic #OG00686) as
seen in Forbes. SAVE-ON Insur-
ance Services.

COMMERCIAL LENDING
Work with Chase Commercial
Term Lending – the Nation’s #1
multifamily lender to refinance or
purchase a 5+ unit apartment
bldg. Great rates, low cost, no
appraisal fees, fast answers. Call
Scott Schweer at 949-833-4074.

CLEANING SERVICE
Cleaning apartments, residential,
carpet and window cleaning.
Water damage, hardwood floors,
strip and wax floors, painting.
Free Estimate.. Brothers Jani-
torial Service. 562.235.2601

RESIDENT SCREENING

Call the Apartment Association,
California Southern Cities for the
most thorough credit checks at
the best prices. (562) 426-8341.

TOWING SERVICE
Budget Towing & Impound
Service. We remove vehicles off
your property within minutes at
no cost to you! Free towaway
signs, 866.543.2869

WINDOW COVERINGS
3 DAY BLINDS Window Cover-
ing Specialists. Call 562.879.2598
for a FREE estimate. Nancy
.littleton@3day.com, www.3day
.com

RESIDENT SCREENING

Call the Apartment Association,
California Southern Cities for the
most thorough credit checks at
the best prices. 562.426.8341.
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difficult or impossible to qualify unless you make
the “single interest” election mentioned above.) 

These tests are applied annually. This means that
you may qualify as a real estate professional in
some years but not in other years. As a result, the
same real estate activity may generate passive
losses in some years and non-passive losses in
other years. 

Let us look at an example. Assume taxpayer D, a
doctor, is married and they own several rental
properties. D’s medical practice is very lucrative
and every year it generates a net income. D does
not qualify as a real estate professional because he
or she cannot satisfy its three requirements.
Furthermore, their modified adjusted gross
income is over $150,000 thus they are not allowed
to write-off the first $25,000 of their rental loss
either under the active participation rule. There-
fore, they are not able to offset any of the rental
losses against their medical practice income.
However, if D’s spouse can satisfy the real estate
professional requirements, then they will be able

How You Can Qualify ... continued from page 17

to offset their rental losses against the income from the
medical practice!

The extent of an individual's material participation in
an activity may be established by any reasonable
means and the IRS has established seven tests for it
and as long as one is met, then material participation
exists. But the most reliable means of showing material
participation consists of contemporaneously kept
appointment books, calendars, daily time reports,
logs, or similar documents that provide a detailed
account of what the taxpayer or spouse did with
respect to an activity, when he or she did it, and how
much time it took. Failure to substantiate material par-
ticipation is one of the most common ways of losing
the right to treat rental real estate activities as non-
passive. Therefore, it is crucial that detailed and con-
temporaneous documents are kept at all times!
David S. Silkman is a CPA, has a Masters in Taxation
(MST) and is licensed real estate broker. He specializes
in real estate tax laws and accounting. If you have any
questions, please do not hesitate to call him at
310.479.7020 x301, email him at david@saacpa.com or
visit his website at www.saacpa.com
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recommend sealing the repair before applying the
metal strip to keep water from working its way
under the flooring.

Dear Maintenance Men:

My units all have dishwashers. I am starting to
get complaints from the residents
that the dishwashers do not clean
the dishes as well as they did when
new. What is the problem and what
can I do about it?

Bill 

Dear Bill:

1. Check that the dishwasher’s filter or grates are not
clogged. The filters are commonly found under the
rotating spray arms at the bottom of the dishwasher.
The filters normally snap in and out of place.
Remove them gently and watch for broken glass.

2. Check the operation of the water inlet solenoid
valve. It should open and close crisply.

3. Related to the inlet valve is the water level
sensor. The sensor looks like a small upside down
cup or float, normally located at the front corner of
the tub. Calcium buildup can sometimes cause the
water level sensor float to malfunction, causing too
little water to be allowed into the dishwasher.
Cleaning the float area with vinegar should help. 

4. The temperature of the water going into the
dishwasher should be at least 140 degrees. 

5. Hard water is most likely the biggest hindrance
to having clean-looking dishes. The dishes may
actually be clean, but look dingy or milky. Hard
water will cause calcium and mineral deposits to
adhere to all wet areas of the dishwasher and over
time the dishes themselves. The rotating spray
arms may fill with mineral buildup and clog. To
remove the hard water deposits, run the
dishwasher empty on its longest setting—usually
the pots and pans setting. Add a few cups of
vinegar to the water without soap or dishes. Run
the dishwasher with clear water through a short
cycle to flush the vinegar before using again. 

6. Installation of a soft water system will greatly
improve the performance of any dishwasher, as will
using name brand dishwashing soap. 

Dear Readers: We need more maintenance ques-
tions! Please send us a note by E-mail:
maintenance@JLE1.com, telephone: 714 778-0480,
or fax: 714 491-0864. Thank you!

Jerry L'Ecuyer can be reached at 714-778-0480 or
Jerry@ContactJLE.com. Frank Alvarez can be reached at
714-956-8371 or Frankie@ContactBuffalo.com. Please
visit our web sites: www.ContactJLE.com and
www.BuffaloMaintenance.com

Dear Maintenance Men ... continued from page 14
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We Sell
New & Used
Appliances

AIR CONDITIONING,
HEATING & APPLIANCES

A Name You Can Trust for Over 24 Years
Serving all of Southern California

WORKERS COMP AND INSURED
License # C27-646991

(562) 682-8760
(800) 304-2146

Free Estimates  •  Reasonable Rates

Call Donn Oswald

Landscape Services:
• Artificial Turf
• Sprinkler Systems
• Plants & Flowers
• Cement & Brickwork
• New Sod Lawns

Maintenance Services:
• Weekly Service
• Trash Removal
• Clean-ups
• Tree Trimming
• Fertilizing Programs

We keep our appointments.

payment, but also stating that the partial payment will
not act as a waiver of your right to proceed with an
unlawful detainer action.  Other than that, review the
cure periods stated in the default portion of your lease.
Typically, the cure period for non-payment of rent or
other monetary sums due is three days. Failure to
provide proof of insurance is typically three days as
well. Most commercial leases will allow ten or 30 days
to cure a non-monetary breach. Ensure that the forms
that you intend to use are consistent with the terms
you have negotiated in your lease agreement, as the
terms of your lease will control.

The foregoing has been presented in a general nature to
address general legal issues.  Specific inquiries regarding
a particular situation should be addressed to your
attorney. The Duringer Law Group, PLC is one of the
largest and most experienced landlord tenant law firms,
specializing in evictions and in the collection of debt,
representing landlords throughout Southern California.
The firm may be reached at 714.279.1100 or
800.829.6994 or 877.387.4643. Visit our website at
www.DuringerLaw.com for copies of “Eviction and Debt
Collection, a Landlord’s Guide,” and “Asset Preservation
Strategies.”

Legal Corner ... continued from page 10

AptJ-AUG10  9/1/10  9:58 AM  Page 51



your employees, and your vendors/contractors to
obtain training sooner. Remember, all work done
on pre-1978 buildings must now be done
according to the new regulations, and there could
be heavy fines for violations discovered during
future audits. Sign-up now.

The training class discusses the requirement that
all paint in pre-1978 residential buildings be
assumed to be lead-based, unless a lead survey by
a California Department of Public Health certified
Inspector & Risk Assessor shows otherwise. All of
us can use good news, and testing of buildings
constructed from the late 1950s to 1978 often
shows there is little or no lead-based paint (please
see chart below).

The regulators are not standing still. They have
already amended the new regulations. Besides
taking the class, it is important to keep up with
the regulations. The changes effective July 6, 2010

require additional disclosures of records to
tenants. EPA is proposing that a consultant check
and test all work, rather than allowing Renovators
to use wipes and a color chart to check their
work. They are also proposing that the regulation
be applied to public and commercial buildings.
While they have delayed the certification and
training deadlines until later this year, they still
require that the lead-safe work practices taught in
the Renovator training classes offered through
your apartment association be used.

Stephen Masek is president of Masek Consulting Services,
Inc. and has two decades of experience helping people
stay out of trouble and save money. Please visit his
company’s web site www.masekconsulting.net for contact
information.

Masek Consulting Services, Inc. © 2010 all rights re-
served, although clients, prospective clients and rental
industry publications may reproduce the article, com-
plete with attribution to Masek Consulting Services, Inc.

I Don’t Need Lead-Based Paint Training ... continued from page 12
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GET EDUCATED!

Renovate, Repair and Paint (EPA lead class)

Saturday, September 25 Intro to RRP 10:00 a.m. to 11:30 a.m.
Wednesday, September 29 English 7:30 a.m. to 5 p.m.
Saturday, October 16 English 7:30 a.m. to 5 p.m.
Wednesday, October 20 English 7:30 a.m. to 5 p.m.

Certified Maintenance Classes

September 2 Appliances 2 8:30 a.m. to 5 p.m.

CHPP 1 Fast Track (Property Management 101)
Beginning October 5, this comprehensive property management class

will be held Tuesdays and Thursdays (6 – 10 p.m.) through November 2.

Fair Housing and Sexual Harassment Prevention
Scheduled by request for property management companies.

Details? Call AACSC (562) 426-8341

Appliance Replacement SPECIALISTS!
As Easy As Ordering Pizza!

125 W. Victoria Street, Long Beach, CA
Telephone (310) 635-6300 • Toll Free (888) 852-8122

FREE Delivery NEXT DAY Delivery

FREE Hook-up 30-DAY Billing

Built-in Appliance Specialist Since 1941
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