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Water anager's build relationships one resident at a time
v
5 Burea“ When it comes to residential real  ship building makes it easier to both  dle income class to upper-income  and that involves direct, one-to-one rectly with residents through resi-
pa estate marketing today, the catch  attract and retain residents. On-go-  class residents who may require an  interaction dent referral programs.™
phrase is “individualized, individu-  ing relationships with residents en-  apartmentonly ona short-term lease,” I'his one-to-one communication One example of a more personal-
"ome Page alized, individualized.” Many of to-  couragesthemtobe more loyaltothe  she explained. “There'salotofcom- s especially important at renewal ized form of marketing which Caro
5 day’s Accredited Residential Man- organization as a whole municating that has to go on between time. Daniels said this is a good time implemented recently was a referral
I A'allah'e ager's (ARM) are finding that any While the residential management  them and us.” to determine what her residents and  program which she promoted in the
g targeted marketing program they  community has always counted on James Britcher, ARM, director of  are not happy with and to try and fix ~ form of a door knocker
W Information about the city develop for their residential proper- tenant profile information to develop support services for the Baltimore- problems Residents who successfully re-
" of Portland bureau of Water ties must be based on the fundamen- marketing programs, it has become based Wallace Campbell & Co., “Sometimes I'll find out that get- ferred another resident to the proper-
s works is now available to tals of collaboration and communi- increasingly important to focus on  AMO, agreed that on-going commu-  ting the renewal will come down to ty received $200
Internet users at http:/ cation individual customers in addition to  nication with. the resident is impor-  giving them a new item or transfer- Caro who is responsible for the
P www.water.ci.portland.or.us. I'o earn the Institute of Real Man- targeted segments or audiences tant ring them to a different apartment marketing of her property, said she
y “Visitors to our site can agement’s(IREM’s) Accredited Res- Lori Daniels, ARM, rental man- “Marketing is always in flux,” he within the property,” she said has had to alter marketing approach
! expect to find a great deal of idential Manager recognition award, ager with the Hunters Ridge devel- acknowledged. “If it stagnates, so do Some resident managers are find- because of changing demographics
o general information, initial- individuals must first fulfill strictre-  opment in Gahanna, OH, noted that resident applications.” Ing, too, that implementing a market- She noted that the population of her
"" } ly,” noted Bureau adminis- quirements inthe areas of experience  direct contact with residents on an Britcheradded that marketing tac- ing approach that is based in individ- local area is now 86 percent Hispan-
iy trator, Michael Rosenberger. and education, and must abide by a individual basis has been essentialto  tics need to be targeted and individ- ualized, one-on-one contact is not ic, and the aerospace industry, once
I “We have started with the formal Code of Ethics the leasing program of her property ualized to the property and customer just a personal preference but a ne-  the primary employer in the area, has
"'._. . basics and will add incremen- In today’s competitive residential “We get a lot resident referrals  Hesaid that marketing methods with-  cessity asaway ofdealing with chang- all but disappeared with the result
y'eivit tally from there.” market, building relationships with through our current residents,” she in his company for its 14,000 resi- es occurring in the marketplace that the market can no longer with-
The site carries informa- customers on an individualized basis ~ said. “That’s real important.” dential units range from word of I'heresa Caro, ARM, resident stand higher rents
tion on water sources, water has become critical to the survival of Daniels, who works with a mar- mouth, to television promotions and manager of the 282-unit, Anaheim- “Not everybody likes the same
. ;".' system, water quality, con- property management businesses keting director in developing pro- newspaper ads based Chaparrai Apartments, ac- thing,” Caro explained. “Now, we
;% servation, customer service I'he real estate business has always grams for her property, said she has Solving problems and eliminating knowledged that changing demo- have a situation where multiple fam-
..‘,‘ and links to related sites. been one based onrelationship build- learned that because today's tenant  obstacles fora customerare essential ~ graphics in her area has required a ilies are living together in the same
‘ A “What’s New?” section ing, butresidential managersare find-  profile is changing, an individual- marketing techniques fortoday s res- more individualized approach to apartment with some members work-
will note upcoming meetings ing that they must spend more of  ized rather than mass marketing ap- idential management industry. To- marketing ing two and three jobs just to make
and agendas as well as alert- their time communicating and col- proach is essential day’s ARM specialists understand “I'm finding that | have to be a lot the rent. We've had to make our
ing the visitor to recent addi- laborating with current and potential “Our residents can be categorized that to address an individual resi-  more creative,” she said. “In addi- marketing efforts more individual-
tions to the web pages. customers accordingtoseveral different income dent’s requirements, they first have tionto advertising in newspapers and ized than we did five years ago in
Success at this kind of relation-  classes, ranging from a lower-mid to learn what those requirements are For Rent guides. we also work di- order to adapt to these changes.” i

Housing Our Families and Union Labor Retirement
Association receive $7 million grant

Housing Our Families and Union
Labor Retirement Association were
pleasedto learn from Congressperson
Earl Blumenhauer that they received
the largest federal housing grant ever
made in the City of Portland: a $7
million grant from the U.S. Depart-
ment of Housing and Urban Devel-
opment (HUD).

The grant will cover the cost of
construction and operating subsidy
for a 74 unit low income elderly
project to be located on NE. Martin
Luther King Jr., Blvd. and Dekum.
The project is named the Alberta
Simmons Plaza, after the outgoing
Chair of Housing Our Families.

This project is a partnership be-
tween Housing Our Families, a non-
profit community development cor-
poration working to create afford-
able rental housing in N/NE Port-
land, and Union Labor Retirement
Association, a non-profit that spe-
cializes in affordable elderly hous-
ing and who currently operates the
Union Manors projects. Also in-
volved in this project is the Housing
Development Center, which will pro-
vide technical assistance on the con-
struction and financing of the project,
and the Oregon HUD office.

Housing Our Families chose to
name the project after Alberta
Simmons because of her long stand-
ing desire for the organization to
build affordable senior housing in

Thousands of homeless people in
the metropolitan Portland area will
benefit from many of the more than
110,000 wool blankets the U.S. De-
partment of Defense has donated to
World Vision, an international relief
and development agency.

In Portland 5,000 blankets, val-
ued at $34,500 , will be distributed
to: The Salvation Army in Portland
(2,500 blankets), Union Gospel Mis-
sion (800 blankets); and Portland
Rescue Mission (900 blankets).
LoveINC, a network of churches in
Salem, will receive 800 blankets to
distribute to the homeless.

Blankets are most needed during
the winter and early spring months,
especially during the coldest weeks
when centers are opened to accom-
modate the increased demands for
emergency shelter for the homeless.

While World Vision frequently
receives donations of such items as
clothing, pharmaceuticals and medi-
cal supplies, gifts of large quantities
of blankets are rare. “Last year’s
distribution of blankets helped over
65,000 men, women and children”,
said Bob Seiple, President of World
Vision. “We are pleased to be select-
ed again this year to distribute blan-
kets.” said Seiple.

the NE community. “She was really
the inspiration behind this project.”
Says Gretchen Dursch, Executive
Director of Housing Our Families.
“We also wanted to honor her work
in the community and dedication to
Housing Our Families.”

Alberta Simmons, retiring Chair

of Housing Our Families, has long
wanted affordable senior housing in
N/NE because “Seniors have given
so much to the community. We need
a place to call our own. A safe place
We deserve that.”

I'he project will serve elderly earn-
ing less than 50% of median income

in the Portland area. For a single
person this is less than $15,550 a
year income; for two person house-
hold it $17,750. HUD will provide a
seven year operating subsidy for the
project. As a result, tenant’s rents
will be set at no more than 1/3 of their
income.

he Oregon Housing and Com-
munity Services Department
(OHCSD)announced the availabil-
ity of the “Oregon First-Time
Homebuyer Program.” This pilot
program assists very low income
persons in rural Oregon to pur-
chase their first home

Funding for this program is lim-
ited to $360,000, and is jointly pro-
vided by OHCSD and a grant from
the Federal Home Loan Bank in
Seattle

Eligible applicants must be pur-
chasing a home in an area with a
population of 35,000 or less and
must not have an annual gross
household income in excess of

Funds available for rural homehbuyers

Clackamas, Columbia, Multnomah.
Washington or Yahmill)

Funds are limited to a maximum
0f$6,000 per recipient and are award-
ed in the form of a grant with a
recapture provision should the
homebuyer sell or transfer the prop-
erty. Grant funds may be used to
cover down payments, closing costs
and /or minor repairs.

“OHCSD is pleased to able to
offer a financial assistance program
specifically targeted to the rurai ar-
eas of the state,” said Baruti L
Artharee, OHCSD Director, Accord-
ing to Dee Taylor, Singie-Family
Program Manager, “We are excited
about being able to market this pro-
gram in rural Oregon and especially

appreciative of the efforts of our
participating lenders.”Taylor add-
ed that, "OHCSD’s gratitude ex-
tends to the Federal Home Loan
Bank of Seattle for partnering with
us inmaking this program areality.”

OHCSD is the state housing fi-
nance agency, providing financial
and program support to create and
preserve opportunities for quality,
affordable housing for low income
Oregonians. The Department also
administers federal and state anti-
poverty community service pro-
grams.

For additional information on
homeownership programs available
through the State of Oregon, con-
tact Dee Taylor at (503) 986-2041.

Free sand and bags are available
to flood victims in the greater Port-
land area at HomeBase home im-
provement warehouses, HomeBase
President Allan Sherman an-
nounced Wednesday

This emergency sand bag project
is a community service sponsored
by HomeBase, in cooperation with
Sakrete of Pacific Northwest Inc.,
which is donating the sand. In addi-
tion, HomeBase is donating the bags
to the assistance effort.

HomeBase locations participat-
ing in the program are: 1260

Free sand bags for
flood victims

Lancaster Drive, S.E., in Salem;
1950 N.E. 122 Ave. in Portland,
11055 Southwest Canyon Road in
Beaverton; 9300 S.E. 82nd St. in
Clackamas; and 11505 N.E. Fourth
Plain Road in Vancouver.
Committed to meeting the needs
of the local community, HomeBase
currently operates 84 locations in
10 states. With headquarters in
Irvine, HomeBase is one of the
Western region’s leading chains of
home improvement warehouses.
I'he company isadivision of Natick,
Mass.-based Waban Inc.
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rental
washer

With option to buy.
This Coupon Good For

$ 10 Off

DELIVERY AND
INSTALLATION FEE

Co.

1657 S. E. TACOMA ST.

Oten 7 days a week!!!
BIG CITY PRODUCE

5128 NORTH ALBINA STREET
(AT SUMNER)
460-3830

ORGANIC PRODUCE AVAILABLE HERE
WE ACCEPT FOOD STAMPS
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MONEY CONCEPTS GREGORY J. KIJEK

INTERNATIONAL FINANCIALPLANNING NETWORK
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MONEY CONCEPTS FINANCIAL PLANNING CENTRE
4370 N.E. HALSEY STREET, PORTLAND, OREGON 97213 |
TELEPHONE: (503) 287-1165 FAX: (503) 287-1168 i

All Securities through Money Concepts Capital Corp. Member NASD/SfPC |

1208 U.S. Highway One, North Palm Beach, Florida 33408 Tel: (407) 627-0700 |
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FQUAL HO SING

LENDER

IT’S THE
DIFFERENCE
BETWEEN
WANTING
A HOME AND
OWNING
A HOME.

Washington Mutual specializes in making the dream
of home ownership a reality. We offer a wide range of
financing options, including a 97% loan that requires
only 3% down. So before you give up hope, give us a call.

u!w Washington Mutual

The friend of the family™

Maury Sails, (503) 231-4501

FDIC Insured
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