Rental
Connection
FROM THE PresideNT
Happy New Year! I hope that everyone is well and

planning for the new adventures of 2021!

The Rental Owners Inc. newsletter and monthly meetings aim to keep you informed with current information,
safety measures and provisions for our business operations as landlords.
If you are reading this newsletter, ROI would like to thank
you for your continued membership and support of our
group! 2020 proposed a few challenges on our meetings,
but as always, we rose to the occasion with the implementation of virtual meetings in addition to adhering
to the guidelines of Gov. Kelly’s gatherings restrictions.
For our January meeting, we will continue to use a virtual meeting in addition to in person meetings. We will
change from RingCentral to Zoom Meetings.

You are welcomed to attend in person or
to “Zoom” in with us!
This month we will conduct an “Ask -A- Landlord” forum.
We will be able to interact with each other virtually and
in person to ask each other questions regarding land
lording topics.
Last year we were ALL taken by surprise by Covid-19. This
year, what if we exchange information on how we adapted to our new way of “landlording” and conducting our
business operations. What new systems have you put in
place? What about all of these Kansas earthquakes? Let’s
support each other by sharing!
We may have a guest from the City of Wichita in attendance, however this has not been confirmed.
Please come out and be a part of our forum or join us
on a Zoom Virtual meeting Jan 14th 2021 at the Civitan
Center 901 N Porter Ave, Wichita, KS 67203 at 7pm to
participate in this important event.
Share this link with other landlords that you know. If you
enjoy what we do, chances are that another landlord will
too!
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In Person & VIRTUAL MEETING
Thursday, JAN 14th

Doors open 6:30pm - MeEting 7:00pm
Program: Ask-A-Landlord
At the in-person meeting MASKS are required. We will
provide masks at the meeting and we will offer hand
sanitizer. YOU WILL NOT BE PERMITTED TO ATTEND THE
IN-PERSON MEETING WITHOUT A MASK.
It is respectfully important that we login and interact
with our guest speakers. Incorporating technology into
our meeting has been a challenge, but we are ROI landlords and members! We can do this!
_______________________________________________
Join Zoom Meeting
Topic: Judy Rokiski’s Zoom Meeting
Time: Jan 14, 2021 07:00 PM Central Time
You will have to download the Zoom App to use
this program on your computer or phone! https://
us02web.zoom.us/j/8324078590?pwd=djRJVUFLSzB
SekJ6SlFWN0xoU0R1UT09
Meeting ID: 832 407 8590
Passcode: 962810
Using a Phone?
1. Call this number 1 -312- 626 -6799
2. Listen for prompts.
3. Enter the Meeting ID: 832 407 8590
4. Enter Passcode: 962810
Using a Computer/Tablet?
1. Use this link… https://us02web.zoom.us/j/8324078
590?pwd=djRJVUFLSzBSekJ6SlFWN0xoU0R1UT09
2. Listen for prompts
3. Download the Zoom App (if prompted to)
4. Enter the Meeting ID: 832 407 8590
5. Enter Passcode: 962810

This publication is designed to provide informative material of interest to its readers. It is distributed with the understanding that it does not constitute legal,
accounting or other professional advice. Although the published material is intended to be accurate, neither we nor any other party will assume liability for loss or
damage as a result of reliance on this material. Appropriate legal or accounting advice or other expert assistance should be sought from a competent professional.

MEMORANDUM

It appears that at least through January, Congress
will fund landlords with rent while making it
difficult to evict nonpaying tenants. With so many
changes, extensions, we have found confusion
exist not only for landlords but for tenants as well.

We wanted to update all clients concerning the
eviction status.

Congress has also budgeted $325 Billion for Small
Business and it appears those loans, once again, will
be forgivable. Small Businesses may contact their
banks to begin that process of obtaining Payroll
Protection Funds for 2021. The Covid Relief Bill is
5600 pages long! Stimulus checks are coming as
well as more money to local governments so watch
for more grants.

DATE:
TO:
FROM:
SUBJECT:

12/21/2020
ALL LANDLORDS
KURT HOLMES
EVICTION STATUS UPDATE

Congress has just extended the CDC Moratorium to
January 31, 2021. This appears to be a compromise
with those who wanted a longer extension.
In addition, Congress has budgeted $25 Billion in
rental assistance to Landlords. The mechanics of
how that will be disbursed is unknown at this time
but assume it will be similar to programs like KEPP
– Kansas Eviction Prevention Program - which has
been made available to Landlords in Kansas but
expires 12/31/2020.
We will provide additional information once we
learn more on how and when those funds will be
made available to Landlords.
As most of you are aware, our Governor has
extended her moratorium on evictions until
01/26/2021. All of those provisions remain in force.
Despite all of this, evictions have moved forward.
A few have utilized the CDC Order, the Governor’s
Order, or simply shown up at the Courthouse and
were denied access due to contact with Covid-19
or symptoms.
We are currently doing Web Trials on those few
that have taken advantage of delaying Trials
by repeatedly getting denied access to Court by
saying they have been exposed.

Collections continue unrestricted and we
encourage you to get those to us. We wish all of
you a Merry Christmas and a Happier New Year!

understanding Rental Property
Business Plans

https://www.avail.co/education/articles/everything-youneed-to-know-about-rental-property-business-plans
By Micky Deming | Last updated February 18, 2020
As a landlord, your rental property business plan is a great step
in getting clear on your investment and the overall purpose
of you property. Creating a rental property business plan is a
clarifying exercise, even if you create something that nobody
ever sees besides yourself. The act of deliberately making
choices about who you are as a landlord, where you are going,
and what you want will help you move forward, rather than drift
along. We have laid out a process for developing a business plan
as a landlord, but to be clear, this is not a formal business plan.
This is a comprehensive exercise to give you the tools and clarity
to know where you are going with your business. Whether
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you’ve been a landlord for 20 years, or are just buying your first
property, this guide will help you align your actions with your
goals. Let’s get started.
Step 1: Your Vision as a Landlord
Why even create a business plan at all? Can’t you just buy a
property and start filling it with tenants? What’s wrong with
that? Certainly there is nothing preventing you from moving
forward as a rental property owner without a plan in place.
In fact, we want to be clear this planning process is not a
replacement for action. Action is Greater than Planning .Your
plan is not something to spend weeks and months on trying to
make everything perfect.
“A good plan violently executed now is better than a perfect plan
executed next week.” George S. Patton
Ultimately, to succeed as a landlord, you will have to be decisive
and assertive. You can’t wait around over analyzing, or you’ll
certainly fail. The plan you lay out is certain to not come true.
So why even create the plan? Why Create a Business Plan? The
reason for a plan is to align yourself with why you are even doing
this. If you are going to become a landlord, you will meet conflict,
resistance, frustration and a lot of hard work. Before diving into
all that head first, you want to have a vision of where you want
to go. Creating a plan allows you some space to be honest with
yourself about what you want to happen, so then you can map
out exactly how to achieve your goals. For example, you can use
a rental property to pay for your kids’ college. Is that your goal?
Is there something else? Seeing a vision of what you are striving
for will keep you motivated and moving forward when things
aren’t going so well.
Begin With the End in Mind. In Stephen Covey’s Seven Habits
of Highly Effective People, one of the habits is to Begin with
the End in Mind. The point is pretty simple. When you start
something, have in your mind where the whole thing is going.
You have to think not just about today, but ultimately where
are you going. So, for you – what is the end? What is your goal?

Where do you want to be in 3, 5, 10 years? Creating this vivid
vision in your mind of where things are going allows you to
have a clear purpose. Do you plan on adding more and more
properties? Do you just want a few solid, reliable properties
filled with tenants? What tools will help you get there? Whether
you’re looking to buy more properties or only keep your 1-2
units, make sure you have a solid management plan in place.
A service like ours at Avail can help you with either business
strategy. We can help you manage your existing units, or grow
with you as you expand and buy more properties to manage
on our site. Learn more about how we can help. There is a big
difference between maintaining your properties and growing
the business, so it’s better to think about it ahead of time. Write
Down Your Goal and Vision. Take some time to think through
where you want to be and write it down. The act of writing it
down serves a few purposes. It forces you to be crystal clear.
When you write it, you have to be specific and defined in what
you are writing. Being vague with a goal doesn’t help at all.
When you write down your vision and goals, you now have
something you can continually refer back to. This is not etched
in stone. Life changes, and priorities change. The idea is that
before you start making moves, you know WHY you are doing
what you are doing. You can review every 6 months or year to
make sure this is still what you want, but most likely, you’ll be
progressively building the business you want. We recommend
setting a calendar event or reminder on your phone so you have
a regular reminder to review your goals and check-in with how
you’re doing. Those are great moments to adjust your methods
if you’re off-course.
Your Filter for Decision-Making. When you’ve written down your
goal and vision, you now have a filter for decision-making. Every
decision has tradeoffs. You may run into an opportunity where
you can make more money, but it’s going to take up more time.
Or you may have an opportunity to make money in the shortterm that carries big risk for the long-term. All of these decisions
have to be made, and you need a filter to make these decisions.
If you rely on instinct or reacting as opportunities come, you
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may end up somewhere you had no intention of being. The
goals and vision give you a decision-making filter, where you
can always ask, “Does this get me closer to my goal or not?”
Dealing with Setbacks and Frustrations. No matter how great
you are, or how perfect your plan is, you are guaranteed to run
into challenges and setbacks. Things will break and people
will let you down. It’s a reality of our world. But how will you
respond? Sometimes you can feel like giving up. You can think –
“This is not worth it. Why do I even need to own this property?”
Having your goals and vision in front of you can allow you to
deal with the setbacks in stride. Will there be frustration? Of
course. But you are keeping your eyes focused on the longterm game, not just what’s right in front of you. If you have a
compelling vision for your future and what you want, you’ll be
able to push through the short-term issues because you know
it’ll be worthwhile. Guiding Principles. When developing your
vision and goals, it’s important to not only consider money and
where you personally will end up, but also how you’re going to
develop the identity and legacy you want your rental business
to leave. What are the guiding principles and core values of
your business? By intentionally laying out your values, you can
make sure the decisions you make line up with your values. Also
– you can communicate those out to your tenants and show
you are not just doing this aimlessly, but have a true personal
investment in your property. What to Do Now.
The first step is to take some time and write out answers to these
questions. Why do you own rental property? What outcome do
you ultimately want from being a landlord? What are your core
values as a landlord? What to Do Next. Once you lay-out your
long-term goals, then ask the question – what do I need to do
in the next 6 months to get closer to where I want to be? The
answer may sometimes be eliminating certain activity that’s
not getting you closer to your goals. You won’t achieve all of
your goals at once. That’s why it’s important to lay out the longterm vision, then get to taking action day-by-day to bring it to
reality. And again, we recommend revisiting your vision every
6 months to see if you’re on track and whether anything has
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changed with your overall goals.
Step 2: Your Rental Property Financial Plan
When you create your vision for why you own rental property,
that vision should translate down into numbers. You want
passive income. You want an additional income stream. You
want to put money away for some future purpose. Whatever you
are trying to do, you need to be aware of the financial game you
are playing and maximize your effort. Without a proper model
in place, you can work very hard for very little return. Building
a Budget. To create our plan, we need to build a budget, but
to build a budget we really need to work backward. Begin be
defining a goal for personal income from the property for a
year. How much money are you hoping to have put away in a
year? To start with a number, we can work backwards, and start
to create the perfect budget for creating what we want. If we
find in budgeting that the numbers don’t make sense, then you
can make an adjustment and find a different path to the goal.
Profit First. Mike Michalowicz wrote a bestselling book called,
Profit First. In the book, he introduces the concept of Profit First
where he explains that most businesses and households don’t
take an intentional approach to budgeting. What we typically
do is generate a certain amount of income, then spend on
a number of expenses. Then, we subtract the difference and
what’s left over is profit. His suggestion is to change the model
and build in profit right from the start. When you get paid, you
set aside money for you. Then you have to plan to make sure
you have enough money to cover expenses. The problem with
the traditional approach is we spend whatever is there and
we rarely have much left over for what we want. Your Rental
Property Financial Plan. Many landlords jump right in and buy
a property, fill the property, and then see what money is left
over. The problem with that strategy is the expenses of owning
a rental property can be surprisingly high. If you don’t plan for
it and don’t get your pricing right, you could end up making
very little money because you are seeing the money go right
back out the door each month. In this guide, we want to walk
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through some of the items you can expect each month so we
can start to build our budget. The good thing about planning
a rental property budget is there are not a lot of variables
involved. Fixed expenses. Property Costs. Utilities. Maintenance.
Insurance.
Fixed expenses are self-explanatory. They are regular expenses
you know will be coming and you know how much they are.
These are easy to budget for. Take some time in a spreadsheet
and map out the recurring monthly or annual expenses for your
rental property.
This is a baseline total you know is coming and has to be
covered.
• Variable Expenses • Repairs
• Property Tax
• Capital Expenditures/Improvements
Variable expenses are more challenging to budget for, but are
crucial. In a rental property, repairs are always lurking around
the corner with potential big expenses tied to them.
You aren’t going to be able to predict this, but you should
budget for some level of expenses for repairs.
Then when it happens you aren’t caught off guard, and you
have some cash set aside for handling the issue.
Income
• How many units do you have?
• How much do you charge for rent for each unit?
Once you have your expected budget for expenses, you can
plan on how much money you want to bring in.
This is where you can determine your rent price and a strategy
for making sure your properties are kept full.
Of course, it’s not a perfect world, and we have to account for
vacancy. So when planning the income side of the budget it’s
best to expect some level of vacancy so you’re not hurting when
space is empty. This allows for a nice bonus if everything is full.
Building a Business Model
Now that we’ve gone deep and looked at some of the details
of your rental property investment, we can zoom back out and
think again about the overall game plan.
What’s your overall goal? Where do you want this to go?
Now that you have numbers budgeted, you can map out what
it will take to get there. Do you have a certain annual dollar
amount you want to spin off? Play with the numbers. What
would it take? You would need to have a certain number of
tenants at a set price. Great. Now you have a target to focus on
and can take action.
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Too many real estate investors ignore the numbers. They take
action, which is good, but then let the results fall where they
may. This is an approach that can lead to a lot of headache and
wasted time.
The last thing you want is for a years to pass by and realize you’ve
spent all this time and effort and only make a minimal dent in
your actual goals. Build the budget. Build the game plan. Start
taking the steps toward your goals.
How Big?
Once you have a business model nailed down and budgeted,
you can start to evaluate actual numbers versus projections. As
you cycle through a year, you should get closer and closer to
your projections and even more confident in hitting your goals.
You may even find you have a great working model and feel
it’s not daunting to purchase more properties and keep the
momentum going.
This is a natural step as a Real Estate Investor: when something
works, you’ll want more and you can expand and repeat.
That’s a great plan, but the only word of warning to consider
here is to make sure it fits with your goals and vision. Bigger is
not always better. More money is not always better.
If you have a goal and a property that is helping you meet that
goal, you may be fine to just continue monitoring and taking
care of that property. But if you have a big goal and big vision,
then it makes sense to get a model nailed down and continue
to expand. Just make sure your decisions are aligned with your
values and goals.
Step 3: Your Rental Property Marketing Plan
The best planning in the world won’t get you anywhere if
you have a bunch of empty space and are short on income.
So the final step in creating a rental property business plan is
a marketing plan that makes sure units are full with the right
people, who pay on time.
Defining the Goal
As we covered in the financial plan, everything starts with a
numbers goal. If you’ve done proper research into pricing, you’ll
have a set rent price to start with. You also have a set number of
units to fill. That gives us a clear goal. We need this many tenants
at this rent price.
The Marketing Formula
In order to keep our units filled, we need to get our message in
front of a lot of potential tenants. And to maximize efficiency
we need to get the word out to the right people who would be
great tenants. The simple formula to think about marketing is to
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create 1. A compelling message 2. For the right audience, 3. And
get In front of that audience
Crafting the Right Message
In marketing there can be a tendency to jump right into the
promotion. You just want everybody to know about your
property and think if you spread it to as many people as possible
then the problem will be solved.
The issue with that strategy is there are many landlords out
there who are also competing for the attention of potential
tenants and if your message is generic, you’ll never stand out.
In promoting your rental listing, it’s helpful to break it into
component parts. The first element is the listing title. This is
where you have one sentence to capture attention and get a
potential tenant to read on.
You want to find the balance between creative and professional.
You can’t be bland, or the words will blend in and get ignored.
But you can’t be over the top, or you’ll come across as sleazy and
unprofessional.
As you move beyond the title, keep these themes in mind in
your writing. Be clear, direct and simple. Don’t use confusing
or passive language. Use proper punctuation and never use all
caps.
Your clear writing may not completely set you apart, but will
transfer confidence to a potential tenant because they will see
you as a reliable professional.
Have a Plan for Photos
More and more, individuals want to do their homework
before engaging with a potential landlord. This means when
researching apartments, renters want to have a good idea of
what they are getting into before they take a serious look.
So quality photos are crucial for your marketing success as a
property owner. No matter how great the property is, a low
quality poorly positioned photo will make the property look
unattractive.
Make sure you get photos of every room. The more photos
the better. Potential tenants want something to see, and more
photos make you seem proud of and confident in your property.
Remember lighting. Make sure the room looks warm, inviting
and bright. Poor lighting can ruin any photo.
And finally, get the entire room in the photos. Don’t stand in
the middle of the room. Stand in the corner and capture the
entire space. This will make it look spacious and will allow the
individual researching to imagine themselves in the unit.
Maximize Distribution
The greatest photos and writing will get you nowhere if nobody
finds them. The next step is to get your listing in front of the
right tenants.
Marketing is simple: right message in front of the right people.
So our goal now is to take our crafted message and spread the
word. The best way to do this is to create an online rental listing
and post it to all relevant sites where renters are searching.
The biggest names people look for rental units are Zillow, Trulia,
Hotpads, Apartments.com and about 10 others.
At Avail, we’ve simplified this whole process so that you can
post it one time with us and we’ll distribute it to all of the key
sites where renters are looking.

In this process, you’ll be on your way to finding great tenants
because you have the right message in the right place.
In addition, it will be helpful to use social media to bring
additional attention to your properties.
Efficient Screening
When you have a potential tenant who contacts you, there are
two very important things to consider.
First, it’s very important to have a solid screening process so that
you don’t get a bad tenant. A bad tenant who is irresponsible
with payments, doesn’t take care of the property, or could
eventually require eviction, which is very costly for your rental
investment.
Every interaction you have in your rental property business
makes a difference, because the way you present yourself
can stick in the mind of individuals who could eventually be
tenants or provide referrals.
Inviting Referrals
The best marketing is when you have thrilled tenants who tell
their friends. These new tenants will know exactly what they
are getting themselves into and trust you right from the start.
It’s a good idea to start from the beginning and think through
how to encourage referrals as much as possible.
The best way to start is to make sure they tenants you have
receive a great experience. That means first of all, getting great
tenants with your screening process. Once they are in your
property, make every interaction smooth and professional.
Then, as you build that trust with your tenants you can let them
know you have other properties and if they know anyone,
you’d love to hear from them.
Your marketing plan, like everything else starts with a vision of
what you want. When you know that, you can take proactive
steps to get there. With good messaging, the right distribution
and a great tenant experience you can have a steady stream of
leads and can keep your properties full.
Technology to Enhance your Tenant Experience
An excellent way to encourage referrals is to use technology to
enhance the experience for your clients.
At Avail, we’ve streamlined finding, screening, leasing, collecting
payments, and tracking maintenance requests. This is not only
a huge timesaver for landlords, but creates a professional,
organized feel for your tenants. This professionalism is exactly
what they want to see and makes them feel at home. When you
plan to create that experience you can facilitate more referrals
to keep your units full with the right tenants.
Where to Go from Here
You’ve planned and created the rental property investment
you want. Now, it’s time to take action and execute. There is no
reason you can’t take the steps to get exactly where you want,
especially if you manage your rentals with the help of powerful
tools like Avail.
How Avail Can Help
Avail is an online tool designed specifically for landlords with
less than 10 units. We’ll help you advertise vacant units, request
rental applications and credit reports, sign leases, and collect
rent — all online. Today, 70,000 landlords use Avail because
it’s the only end-to-end platform that helps you scale from
beginner to professional with tools, support, and education.
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New Membership or
Change of address/phone/EMAIL

r YES!

I WANT TO TAKE AN ACTIVE PART IN RENTAL OWNERS, INC.

(PLEASE PRINT)

Name Last_______________ First______________ Spouse_ _________
Address _______________________City/St/Zip____________________
Phone: Home________________ Office ________________ Ext_ _____
E-Mail_______________________________ Member Since: ____/_____

r Enclose $75 for 2020 — REGULAR Renewal / New Membership
r Enclose $125 for 2020 — ASSOCIATE Renewal / New Membership

(Includes advertising in Newsletter)
I WOULD LIKE TO SERVE on the following Committee(s):
r Program
r Membership
r Government Relations
r Publicity
r Legal Forms
r Hospitality r Web Page
r I WOULD LIKE TO BE CONSIDERED for the next open ROI BOARD position.
Send This Form To: ROI, PO Box 1614, Wichita KS 67201

