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CTAA MEMBERSHIP AUTOMATICALLY GIVES YOU NAA 
MEMBERSHIP —AT NO EXTRA CHARGE
CTAA is the local affiliate of the National Apartment Association (NAA). As a 
federation of nearly 170 affiliates, NAA encompasses over 85,000 members 
representing more than 9.2 million apartment homes globally. 

EDUCATIONAL PROGRAMS
Not only does the CTAA regularly offer training opportunities throughout 
Connecticut for all types of property professionals, but we have also teamed 
with the NAAEI and VISTO to offer a wide array of online-based courses 
that you and your team can take from the comfort of your desk or home. 

EMPLOYMENT LISTINGS
The CTAA website offers a great place for job posting and job searching within 
the industry. Our job posting service is available exclusively to our members! 

LEGISLATIVE VOICE
CTAA employs a highly-skilled lobbying team that monitors proposed 
legislation that affects the multifamily housing industry and keeps the CTAA 
membership informed. 

CT APARTMENT FOCUS MAGAZINE
CTAA’s magazine keeps members updated with important industry issues and 
CTAA events. 

MEMBERSHIP DIRECTORY
This member’s only section of the website provides you with a listing of 
property management companies, communities and industry suppliers that are 
CTAA members. Complete contact information is included. 

NAA BENEFITS INCLUDE
· NAA Government Affairs – Protecting the industry through local,

state and national advocacy initiatives and grassroots mobilization
· NAA Click & Lease Program – Customized to protect you locally
· NAA Education Institute – Skill development that maximizes NOI
· Meetings & Expositions – Network, get educated & learn about the

new products and services all that increase your NOI
· Industry Resources – National award-winning monthly magazine,

newsletters and website, and knowledge-sharing through social
media

· The NAA Open Door Program – An exclusive NAA member
benefit and not an endorsed product program. Participants in the
program are reputable businesses that offer valuable services and
competitive prices to our members

· The NAA Resource Center – Quickly find the suppliers,
products, and services in the apartment housing industry with
the Resource Center.

“Our company’s membership in CTAA has provided so many 
valuable dividends over the years. Utilization of the NAA lease 
as facilitated through local CTAA chapter membership not only 
lessens administrative burden for our on-site teams that has a 
direct impact on operating costs but also provides us peace of 
mind that the lease meets all legal requirements and will be 
updated as changes may occur. The opportunity to use this 
affiliation to network for vendor services helps us meet our 
firm’s competitive bid requirements and find vendor partners 
who provide quality services at the best possible prices. We 
have also developed relationships with other member industry 
professionals over the years and some of those relationships 
have turned into future team members for our organization. “

-Lori J Ricci, Senior Vice President, WinnResidential
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Hello CTAA Members and Supporters

I hope this note finds you all doing well and 
looking forward to the upcoming Holiday 
season, and dare I say, the end of 2020.

Advocacy efforts continue to be our main 
focus at the local, state and national levels. A 
landlord survey was sent to all members and 
posted to the website. Although it is long and 
detailed, please take the time to complete it. 
The CTAA website is continually updated 
with information and action alerts, and com-
munications to the membership have increased 
substantially to keep you all in the loop. I 
encourage you all to take a look at all that is 
posted. Thank you to all who have reached out 
to their local legislators and federal represen-
tatives. We will continue the communication, 
advocacy, education, and we hope you will too.

Our October Pop Up Happy Hour at Water’s 
Edge in Westbrook was well received, as was 
our Living Room Learning session at the 
beginning of November. Thanks to all who 
attended and served as our subject matter 
experts for a great discussion.

Be on the lookout for our December Best of 
the Holidays Company Contest, and save the 
date for our Nutmeg Awards, scheduled for 
January 2021.

While our events and education format con-
tinue to be virtual, please know that CTAA 
is planning for the day when we can all come 
back together safely and responsibly to net-
work, gather and share time.

As always, my email (and virtual door) is 
always open. Take care of yourselves and your 
communities, and I look forward to seeing you!

Thank you for your continued support. 

Jessica Olander 
Executive Director

Our October Pop Up Happy Hour at Water’s 

Edge in Westbrook was well received, as was 

our Living Room Learning session at the 

beginning of November. Thanks to all who 

attended and served as our subject matter 

experts for a great discussion.
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Mandating Renters Insurance
By Susan Morgan, The newsLINK Group

O ne of the most important 
business decisions you 
will make in the property 

management business is the rent 
you charge. It consists of two parts: 
determining whether people can afford 
the rent and also whether they think it is 
a fair trade for what you are giving them.

Some property management companies 
are reluctant to mandate renters insur-
ance for just that reason. They don’t 
want to increase the total cost of leasing. 
Setting the total cost too high, after all, 
can lower demand if people then decide 
to buy a place to live instead of renting 
it. If too many people choose to buy 
instead of rent, pricing strength weakens 
right along with occupancy and revenue. 

Do the facts support this argument? 
Consider the following:

• During the last 10 years, renting an 
apartment has definitely become a 
lifestyle choice, one that has been 
made by the 19 million people in 
the U.S. who currently live in one. 
Experts expect the market to grow 
by an additional 4 million new 
rental households during the next 
10 years. 

• ORC International conducted an 
Insurance Information Institution 
poll. According to the poll, 95% 
of homeowners have homeowners 
insurance, but only 40% of renters 
have renters insurance. 

An increased number of renters results 
in increased revenue for the property 
management business, but it also means 
increased risk. Why is it that home-
owners are opting for insurance to 
mitigate that risk and renters are not? 
Common fallacies include:

• A belief that property insurance 
policies cover household contents. 
Property insurance actually covers 
only the buildings and infrastruc-
ture, not a person’s possessions. 

• Thinking that personal belong-
ings are not worth much and are 
therefore not worth insuring. 
USAA estimates that the average 
renter owns possessions worth 
$20,000. Allstate puts the aver-
age higher, at $30,000. 

• The belief that rental insurance 
is too expensive. It is certainly 
true that health insurance and car 
insurance are both expensive, but 
renters insurance is surprisingly 
affordable. According to a state-by-
state comparison performed by  
Insure.com, the median annual 
cost of car insurance is slightly more 
than $1,300. That puts monthly 
premiums at slightly more than 
$108 per month. Renters insurance, 
on the other hand, is approximately 
$12 a month or $144 a year, as-
suming someone buys a policy for 
$30,000 of property coverage and 
$100,000 of liability coverage. 

RealPage, Inc., a company that was 
founded in 1998 and that provides 
property management software solu-
tions for markets within the rental 
housing industries, decided to research 



5ISSUE 5 2020

this issue. Richard Hughes, who is the 
head of Data Science and Senior vice 
president of Strategic Revenue Systems, 
wrote a white paper for RealPage, Inc. 
in which he summarized the results of a 
study about the impact of renters insur-
ance on revenue generation.

The study involved benchmarking 
multiple management companies that 
implemented mandatory renters insur-
ance in 2008. Those conducting the 
study benchmarked the companies’ cu-
mulative indexed revenue performance 
against their markets, submarkets and 
ZIP codes. What they found was that 
mandatory renters insurance did not 
impede performance. Communities 
that mandated rental insurance beat the 
market index and the ZIP code index 
but not the submarket index. However, 
the difference between the communi-
ties and the indexes was not significant 
regardless of the result. 

If renters insurance is cheap enough that 
it doesn’t impact whether someone will 
continue to rent from you, what does 
that mean in terms of implementing a 
mandated insurance program? 

Most renters are probably interested in 
bundling their coverage and their other 

insurance coverage to get a better rate. 
Doing so presents two problems: 

• How does the renter know bun-
dled coverage is adequate? When 
insurance products are bundled, 
the chance of someone needing to 
file a claim is bigger with multiple 
policies than it would be with a 
single policy, which means policies 
are subject to cancellations and 
premium hikes. 

• How do you know whether 
someone is maintaining renters 
insurance? Insurance companies 
are perfectly capable of dropping 
someone’s coverage and have no 
requirement to notify the proper-
ty management company of that 
change in status. 

If you are going to mandate renters 
insurance, it is probably better to have 
renters do so with a separate policy. 
Be sure to select a company that will 
tell you when a policy lapses, is about 
to expire or has been cancelled. It 
is also possible for providers to send 
renters automated email reminders 
when they move in and when they 
are not covered anymore.

What should renters insurance cover? 

• Theft coverage is different from 
burglary coverage. If someone 
is robbed, it’s necessary to prove 
forced entry or some other kind of 
break-in before burglary coverage 
will kick on. For theft coverage, a 
renter just has to file a police report 
about the theft and then provide the 
insurance company with a copy of 
the report. As a result, renters will 
do better with theft coverage than 
burglary coverage. 

• Coverage should be for more than 
just an apartment. It should also 
cover anything in a car, garage or 
storage unit, as well as for losses that 
occur while traveling. 

• Since a renter might have multi-
ple roommates and the occasional 
guest, rental insurance should cover 
these people as well. 

• Immediate qualification and same-
day coverage are also important. If a 
renter has to wait for a background 
or credit check, that is a period of 
vulnerability. Same-day coverage 
is important because renters should 

Encourage renters to find out what the insurance policy promises in the 

event of apartment damage during an emergency. The additional living 

expenses (ALE) part of an insurance policy should provide a renter with 

money to pay for temporary lodging or utility costs if an apartment is 

damaged enough that the renter has to live somewhere else for a while until 

repairs have been made and the apartment is habitable again. 

Continued on page 6
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know that they are covered the very day 
they move in. That’s a day that involves 
carrying a lot of boxes and furniture, 
which means it is also a bad day not to 
be protected in the event of an accident. 

• Payment options and deductible lev-
els matter. Common deductibles are 
$250, $500 and $1,000. Insurance plans 
should also allow convenient payment 
structures for renters to make payments 
once a year, once every six months, once 
every three months or monthly. 

• Encourage renters to find out what 
the insurance policy promises in the 
event of apartment damage during 
an emergency. The additional living 
expenses (ALE) part of an insurance 
policy should provide a renter with 
money to pay for temporary lodging or 
utility costs if an apartment is dam-
aged enough that the renter has to live 
somewhere else for a while until repairs 
have been made and the apartment is 
habitable again. 

• Does the renter have a pet? Pet damage 
endorsements are a good idea, but it’s 
better for the renter not to have a breed 
restriction on the policy. These endorse-
ments cover damage that wouldn’t be 
covered adequately by a pet deposit. If 
a dog destroys the baseboard or ruins 
carpeting by urinating on it, pet dam-
age endorsements can pay for the repair 
work and new carpet. 

• Policies often have other optional en-
dorsements. For example, maybe cover-
age for $50,000 is more appropriate than 
coverage for $20,000. A renter might 
also be interested in having liability cov-
erage for issues such as toilets, showers, 
and bathtubs that overflow and cause 
water damage. 

Renters insurance certainly benefits rental 
property management, but it can also save 
renters money in the event of an emergen-
cy. Fires, burglaries and natural disasters 

are a part of life. By mandating 
renters insurance, you protect every-
one involved at very little cost to the 
person renting from you. 

If renters understand the benefits, 
they are likely to appreciate the fact 
that you are making sure they are 

covered when it comes to any-
thing expensive and unpredictable. 
Insured losses caused by natural 
disasters cost $25.5 billion in 2019. 
With that kind of money at stake, it 
makes all kinds of sense for renters 
insurance to be mandatory. 

Renters insurance certainly benefits rental 

property management, but it can also save 

renters money in the event of an emergency. 

Fires, burglaries and natural disasters are a  

part of life. 

Continued from page 5
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Migration Trends Accelerated 
by the COVID-19 Pandemic

Yardi Matrix breaks down the latest on 
fundamentals and what’s ahead for multifamily.
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One of the industry’s biggest changes has 

been the acceleration of migration trends out 

of the major international gateway cities.

E ven though the COVID-19 pandemic 
has created its share of challenges for 
the multifamily industry, it’s still a 

good place to be in real estate, according to Jeff 
Adler, vice president at Yardi Matrix.

“Given the magnitude of the shock that has 
occurred, the multifamily sector is holding 
up pretty well, but there are some significant 
and meaningful cracks,” he says. “People who 
are staying are paying by and large. Despite 
the evictions moratoria, it has been pretty 
decent in the professionally managed sector 
of the industry. But we’re just at the begin-
ning of the process. We ... have a lot more 
grinding to do.

One of the industry’s biggest changes has 
been the acceleration of migration trends out 
of the major international gateway cities.

“There were already people moving out of the 
urban core, and this has been accelerated,” 
says Adler. “The urban living value propo-
sition amid the COVID-19 pandemic has 
taken a big hit.”

Since the pandemic, Adler is seeing migra-
tion trends that show people moving from 
the gateway markets to secondary tech hub 
markets, gateway markets to smaller cities 
within the same metros, and urban cores to 
the suburbs. There already had been a set of 
issues for the demand moving out of gateway 
cities that accelerated with shutdowns: af-
fordability, demographic and family forma-
tion trends to move to the suburbs, political 
risk pressures and congestion. During Yardi 
Matrix’s recent multifamily outlook webi-
nar, Adler broke down some of the industry 
trends and what’s ahead. Larger unit sizes 
have had a resurgence. Many people with 
the ability to work from home have relocat-
ed from high-priced markets to affordable 
cities or suburbs, giving them more space 
for a similar price point. Metros with higher 
average rents have generally seen negative 
growth, while rent growth in less expensive 
metros has been positive or flat.

Continued on page 12
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According to Yardi Matrix, multifamily 
absorption took a big hit in the first half of 
the year — 60% less than the same period 
in 2019 and the lowest first-half number 
since 2011. However, demand picked back 
up in July, August and September.

Adler says when he looks at where that 
absorption has occurred, he starts to see 
some patterns.

“Secondary markets, outside of the top 
six or seven international gateway cities, 
are where the bulk of the absorption has 
occurred, mostly in the Southeast and 
Southwest and a little in the West,” he says, 
adding that some Midwestern cities, like 
Columbus, Ohio, Kansas City, Missouri 
and Indianapolis Indiana also are doing well 
for the first time in a long time.

The gateway markets, specifically Manhat-
tan, Los Angeles, and the Bay Area, also 
saw the largest increase in the percentage of 
properties offering concessions. However, 
tech hub markets have the highest overall 
percentage of properties that offer conces-
sions. Class A and B properties also are 
offering significantly more concessions than 
Class C, and smaller units, such as studios 
and one-bedrooms, saw the largest increase 
in concessions since January.

While population and employment growth 
had been decelerating in some of the 
gateway markets before COVID-19, the 
pandemic hit these markets hard on rent 
growth and occupancy. For example, Adler 
says Manhattan multifamily units were 
96% occupied in March and down to less 
than 84% at the end of September. Oth-
er downtown areas, such as Boston and 
Washington, D.C., took hits. It’s the same 
on new lease transactions, down 18% in 
Manhattan and 15% in downtown Seattle.

“You will get to a point where there is 
stabilization that people are moving back 
in,” he says. “We are beginning to see that 
in Manhattan, but these gateway markets 

have taken a whack. The gateway 
markets will recover, but they have a 
long road ahead.”

Adler says he expects rent and occu-
pancy to rebound. “We do see a sig-
nificant hit this year, but we see 2021 
coming back. It will follow along with 
the trends we already are seeing.”

On the supply side, a slight decline is 
expected. “Usually in a downturn, new 
supply craters,” says Adler. “It’s not 
happening. We have seen a little bit of 
a dip, but the developers see through 
this. We expect to see a little decline, 
but not that much going forward.”

Multifamily deliveries are expected 
to be significantly higher in 2021 
and 2022 than Yardi’s third-quarter 
forecast — 318,000 units completed 

in 2021 and 337,000 in 2022 as the 
result of a strong national construction 
pipeline. For 2020, 285,000 units are 
expected to be delivered.

According to Yardi Matrix, the urban 
cores are expected to experience a 
decline in deliveries over the previous 
six years, while new developments 
retreat to the suburbs.

“You’re likely to see continued pres-
sure for the next two to three years 
in urban environments, even after 
the pandemic has unwound. That is 
a bit of a cautionary tale, but it also 
could present potential opportunities 
if you can set up your capital to ride 
through this problem over the next 
two to three years.” 

Source: Multifamily Executive

Continued from page 11
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Tell us a little about yourself! 

I was born and raised in Glastonbury, 
Connecticut, and after marriage to my 
wife, Allegra, we settled down in He-
bron, where we’ve been since 2000. We 
have three daughters, ages 12, 16 and 
19. I attended UConn, where I studied 
Communications. I’ve owned several 
businesses and served as an officer with 
the Glastonbury Police Department 
from 2001-2005. I earned my helicopter 
pilot’s license in 2007 and enjoy getting 
to fly when time allows. I don’t like to 
sit still.

What company are you with, and what 
do you do at your company? 

I am the founder and CEO of American 
Integrity Restoration overseeing busi-
ness development, client relationships, 
company vision, and core values.

How long has your company been in 
business? 

I founded the company in 2005. I 
intended to keep it local, but as client 
demand grew, I decided to expand the 
organization to meet the need. In 2015, 
my partner, Greg, joined the business. 
Since then, we’ve gone to great lengths 
to ensure that we’re delivering a quality 
and consistent service and always put-
ting our clients’ needs first.

What services does your company 
provide and who is the clientele? 

We service southern New England and 
primarily Connecticut. Our clients are 
a broad mix of housing (multifamily 
and housing authorities), health care, 
commercial space and residential. Our 
best clients are those who take pride in 
their property, who take care of their 
residents, and who put an emphasis on 
a trusted relationship with their service 
providers rather than on price alone.

What benefits will clients experience 
by working with your company? 

Our clients benefit from our adherence 
to our core values in our hiring, train-
ing, work quality and service delivery. 
Our hiring process is rigorous and we 
hold ourselves to high standards. Cli-
ents receive the benefit of well trained, 
compassionate employees who take 
pride in their work.

What is unique about your company? 

Whether it’s an employee, vendor or cli-
ent, we live by our five core values: Integ-
rity, Communication, Care, Commitment 
to Results and Attention to Detail. Ad-
ditionally, our core purpose is “Compas-
sion Matters.” It’s not just about getting 
the job done. It’s about supporting our 
employees and our clients. Also, our staff 
is encouraged to get involved in industry 
organizations. Many of our employees sit 
on industry boards and committees. We 
support our industry partners through 
volunteering, financial contributions, and 
advocacy in the legislative arena.

What steps should be taken for parties 
who are interested in establishing a 
relationship with your company? 

Most CTAA industry professionals 
know of AIR because of our active 
participation in the organization. For 
those who don’t know much about us, 
I’d first urge them to contact another 
management/owner member who is 
already working with us, and ask them to 
describe the experience of working with 
AIR and even ask for an endorsement. 
Interested parties could also contact a 
member of our team for an appointment.

Now for the world’s most cliché 
question; if you were on an island and 
could only bring three things, what 
would you bring? 

Not knowing exactly where this island 
is, if it’s inhabited or not, or how long 
I’d be there, I’d choose to go minimal-
istic. I’d bring a fishing rod, sunscreen 
and Fig Newtons, as those seem to go 
well with fishing!  

Vendor Spotlight
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THE CTAA WANTS TO KNOW . . .

HAVE YOU BEEN
RECENTLY HIRED,

PROMOTED, OR RECEIVED
AN INDUSTRY

DESIGNATION?!
LET US KNOW TODAY!

EMAIL  YOUR  UPDATES  TO

MMILLER@TRIORPOPERTIES .COM  AND  GET

FEATURED  IN  THE  NEXT  EDITION  OF  THE  

CT

APARTMENT  FOCUS .
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Savol Pools, serving the swimming 
pool service needs of the apartment 

industry for over 40 years.

91 Prestige Park Circle
East Hartford, CT

860-282-0878
www.SavolPools.com

CT SP1 Lic 288171 • CT HIC Reg 584241

• Pump Room Repairs
• Leak Detection
• Safety Covers
• Tile / Coping
• Painting
• Openings / Closings

One Stop Source for All Your Swimming Pool Needs 
• Pool Chemicals Delivered 

to Your Door
• Offering Certified Pool / Spa 

OperatorR Courses
• Leasing / Financing Options 

Available

East Meadow Condominiums, an 82-unit complex in 
Manchester, was able to replace their roofs and upgrade 
their boilers while unlocking $26,000 in annual free cash 
flow after debt service.

Visit www.ctgreenbank.com/ctaa for information or email  multifamily@ctgreenbank.com

The Connecticut Green Bank offers 
financing that drives a holistic energy 
and water-savings approach to your 
multifamily property. Solutions include:

• Standardized and custom pre-
development technical assistance

• No money-down, unsecured 
financing options (efficiency & solar)

• Potential to finance additional capital 
improvements

• Enhanced property cash flow from 
energy savings

• Health and safety improvement 
financing

Unlock Savings with Green Energy & Efficiency Upgrades



CTAA Property Spotlight — 
Huntington Woods 
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H untington Woods is a 280 mixed-income apartment 
community nestled in 20 acres in the heart of Bristol, 
Connecticut. This year, the community celebrates 30 

years and proudly offers one, two and three-bedroom garden-
style apartment homes. The community was developed in 
1990 and was purchased by Winn Residential in 2012, in 
conjunction with the financing of low-income housing tax 
credits (LIHTC) along with HOME funding through 
Housing of Urban Development (HUD). 

Huntington Woods offers 96 one-bedroom, 144 two-bed-
room and 40 three-bedroom apartments within 17 residential 
buildings. Of these apartment homes, 200 are offered to 
households with incomes at or below 60% of the area median 
income (AMI). A total of 28 of the apartments on-site are 
designed to accommodate households in need of accessibility 
options for mobility, hearing and vision impairments. The 
single-entry apartments each feature a private patio or balco-
ny, central air, dishwashers and washer dryer hook-ups. On 
location, residents can enjoy the use of the 24-hour fitness and 
laundry facilities, seasonal swimming and barbecue area and 
year-round basketball court and playground.

The commitment to excellence through property development 
and residential management has created a community where 
individuals and families are proud to call it home. In addi-
tion to the on-site amenities, the strong team at Huntington 
Woods is the true key to its success with its residents. The 
entire staff at Huntington Woods prides itself on providing 
superior service through the attentive setup and maintenance 
of residents’ homes, offering same-day maintenance service Continued on page 18
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and on-call emergency assistance. The team continues to improve 
the communication amongst residents, during the pandemic, by 
utilizing the Resident Community portal and daily virtual check-
ins with residents, to develop a sense of community at a time 
when isolation was at the forefront. Along with portal commu-
nication, the team created virtual scavenger hunts for residents, 
sending care packages and small treats to all residents’ doors in 
lieu of a holiday event.

Beyond individual and collective achievement, the team created 
contactless application processes and virtual/touchless touring 
options, bringing the average occupancy from 93% to 98% during 
the current national pandemic. Huntington Woods was selected 
by the mayor’s office and school system to participate in a food 
drive to deliver food to all school-aged children.

The Huntington Woods team takes pride in being the premier 
residential community of the greater Bristol area. The residents 
enjoy a beautiful country setting along with the convenience of 
being close to shopping, restaurants and major highways, includ-
ing I-84, Route 72 and Route 6. Huntington Woods continues 
year after year to provide an excellent home and outstanding 
service to residents. 

Continued from page 17
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Congratulations to Fenn Woode Apartments! 
2020 NAA Best Places to Work Award Winner
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