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R
un W

ith the Leaders!

Energy A
lliances, Inc.

Energy A
lliances, Inc.

Fortune ® Magazine has recognized the Integrys family of companies among the 
“Most Admired Energy Companies in America” in 2010, 2009, 2007, and 2006.

Integrys Energy Services, Inc.

150-year H
istory in the E

nergy B
usiness

Integrys Energy Group’s corporate history dates all the way back to 1855 
and includes a company that was among the original Dow 30 industrials.

A
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Locally O
w

ned S
ince 1985

W
e have been managing energy costs for clients in southern Ohio for over 25 years, 

and we can help manage your costs too!  W
e can guide you in making the best 

decisions for your community, business or organization.

Your Partners in 
C

om
m

unity A
ggregation 

C
om

m
ercial &

 Industrial 
E

nergy S
upply

energyalliances.com
integrysenergy.com
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DAVE LOCKARD OF CB RICHARD ELLIS TO PRESENT STATE 
OF THE INDUSTRY AT FEBRUARY GMM

JEFF MARCH OF BRG APARTMENTS 
INSTALLED AS 2011 PRESIDENT

Back by popular demand, Dave 
Lockard of CB Richard Ellis will 
present his Annual State of The Industry 
Report at the Greater Cincinnati 
Northern Kentucky Apartment 
Association’s February General 
Membership Meeting scheduled for 
Tuesday, February 15, 2011. This is 
the most popular meeting of the year, 
with a crowd of over 300 in attendance 
last year, answering all your questions 
regarding trends in the local apartment 
industry. 

Dave Lockard is a team leader of the 6-person Indianapolis-
Cincinnati Multi-Housing Group within CB Richard Ellis. Dave and 
his team specialize in the sale of apartment properties in Southern 
Ohio, Indiana and Kentucky. Dave has worked in the apartment 
industry for the past 20 years and is a Past President of the Greater 
Cincinnati Northern Kentucky Apartment Association. Dave and his 

combined team have closed more than $2.0 billion in apartment 
sales. Dave is a part of the CB Richard Ellis Major Account 
Group (MAG) and is an expert on Capital Markets. His topics 
to be covered include:

•        Review of Economic Indicators
•        Capital Markets Outlook
•        Development Pipeline Highlights
•        Investment Market Recap
•        Rent & Occupancies Trends
•        Forecast for 2011  
The February General Membership Meeting will be held on 

Tuesday, February 15, 2011 at the SYNDICATE, 18 East Fifth 
Street in Newport, Kentucky. Networking begins at 5:30 pm and 
the cost is $35 per person. We will also be accepting full table 
of 10 reservations for $300. Due to the number of anticipated 
reservations, any sign-ups made after Friday, February 11 at noon 
will be assessed a $7 late registration fee. Call the offi ce today at 
859.581.5990 to make your reservation or watch your upcoming 
mail for the sign up form. 

Serving the Apartment Industry of Greater Cincinnati & Northern Kentucky

On January 11, 2011, NAA Chairman of the Board 
Mike Gorman installed Jeff March of BRG Apart-
ments as the 2011 GCNKAA President. As incoming 
president, Jeff discussed his goals for the upcoming 
year, expressed his excitement about working with the 
leadership and staff of the GCNKAA and thanked his 
staff at BRG Apartments for their efforts in allowing 
him to take on this role.

Also installed on the Executive Committee were 
Maria Stanton of Miller Valentine Group as Vice Presi-
dent, Becky Alejandrino of Fath Properties as Treasurer, 
Cindy Mincks of Epic Rental Properties as Secretary 
and Brian Fullenkamp of Legacy Management as Im-
mediate Past President. Over 250 people were in attendance for the Offi cers’ Instal-
lation Dinner as Mr. Gorman also installed our Board of Directors, Ohio Apartment 
Association Trustees, Associate Council and the Outreach Board.

Congratulations to Brian Hendy of Wallick Hendy Properties on being this year’s 
recipient of the President’s Award. His years of dedicated service and involvement in 
the GCNKAA made him an easy choice for this award. See page 11 of this newsletter 
for photo highlights of the evening.

The Associate Council and Education 
Department have both been working diligently 
in preparing for the annual trade show on 
Thursday, March 10 at Receptions Banquet 
Facility in Fairfi eld, Ohio. Seminars will begin 
at 11 am with the exhibit hall opening from 5 
pm to 8 pm. Seminar pricing ranges from $44 to 
$69 per person for the package deal. Watch for 
more information on the fair housing, marketing 
and maintenance seminars and speakers. 

 Admission to the trade show is $5 per 
person or take advantage of our all-inclusive 
package deals. Soft drinks and food is free. 
Free beer is available from 5:30 pm to 7:30 pm 
ONLY. We are currently seeking sponsorships 
for these items. Call the offi ce to fi nd out how  
you can participate.

And fi nally, be sure to stay until 7:30 for 
the grand prize drawings totaling $1000.



More Advertising Value
for Your Bottom Line

We Bring
It All Together

Under One Roof

Integrated Online, Print and Mobile 
Solutions Put You at Renters’ Fingertips 

Anytime, Anywhere.

Call the Apartment Guide today for more information...  

(513) 621-7300
 Apartment Guide, ApartmentGuide.com and Rentals.com are trademarks and/or registered trademarks of PRIMEDIA Inc. iPhone is a trademark of Apple Inc. 

Other company and product names may be trademarks of their respective owners. © PRIMEDIA Inc. 2009. All rights reserved. 7/10/09
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of his passing.
Outside the apartment industry, Jerry 

was a volunteer fi reman for over 20 years 
including serving as a Lieutenant in the 
Ludlow Fire Department.

Jerry had previously been married to 
Marita Molique and they had three sons 
together: Scott, Dan and Mark. Marita 
passed away from cancer and Jerry later 
married Karen Molique.

Jerry's most outstanding quality 
was his passion and dedication for the 
apartment industry and education. His 
energy was endless. Traveling with his 
wife Karen and time spent with his dog 
Bentley were two of the most important 
things to him. His passion for his family 
and doing things for them as well as his 
love for the game of golf should serve as 

an example on how to live a good life. 
The legacy he left to the apartment industry and those around 

him will not soon be forgotten. Jerry will be missed by all who 
knew him. 

On January 1, 2011, the apartment 
industry lost a leader with the sudden 
passing of Jerry Molique. 

Mr. Molique was active in the 
formation of the Greater Cincinnati 
Northern Kentucky Apartment 
Association, serving as president in 
1983 and 1992, and was also vital in  
forming the Kentucky State Apartment 
Association. On a national level, he 
served as the president of the National 
Apartment  Association in 1998. His 
true love in the industry, however, was 
in education and he served as the NAA 
Education Committee Chairperson and 
has been an instructor of the designation 
programs across the country.

His career in the apartment industry 
included working for Chelsea Moore for 
20 years, Greystar Management, Partner Communications, Mills 
Properties in St. Louis and Fairfi eld Properties in Texas. Early in his 
career, he formed and managed Molique Management for 6 years. 
Finally, he was employed with North Street Properties at the time 

Offices in Indianapolis, Columbus, 
Cincinnati and Lansing

• Fire, Wind and Water Restoration
• Roofing
• Siding and Window Replacement
• Exterior Paint
• Interior Renovation
• Miscellaneous Repair
• 24-Hour Emergency Service

Multi-talented in 
multi-family.

1.888.884.HOLT (4658)
www.holtconstruction.com

Hey don’t worry.
    They just hired

Holt.

Our House This heading contains membership, staff, 
committee information and events.

In Memoriam: Jerry Molique
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Waiting too long will cost you more in the 
future because the sealcoat does not 
adhere as well to the exposed round 
edged rock and will wear faster 
in drive lanes and turnarounds. 
This process is extremely cost 
effective and can add 3-5 years to 
your investment if done in a proper 
time frame, creating an appealing new 
look for your customers and setting you 
apart from your competition.

Pinnacle Paving is a full service blacktop 
paving and concrete company, specializing 
in installation and maintenance. 
Please contact Chip Blome for a free 
consultation at chip@pinnaclepaving.
com or 513.276.0794.

If you would like to be in the Associate Spotlight, submit 
a half page article about your company to michele@gcnkaa.org. 
Spotlights will be published in the order they are received and only 
when space permits in the monthly newsletter. Publisher reserves 
the right to edit content or to decline submission due to improper 
content. Member must be in good standing to be considered for 
inclusion.

GCNKAA Mission
To be a united voice
working toward the
be erment of multi

family housing
525 West Fifth Street, Suite 105

Covington, KY 41011
859.581.5990     859.581.5993   gcnkaa.org

Bonded, Insured 
and BWC

Classic Cleaning
and Painting

Complete Facility Maintenance

Family owned & operated
Established 1994

GCNKAA Members
(513) 304-7399

Protecting any investment is necessary to being successful 
and profi table in your long term planning goals. One investment 
that constantly gets abused and is often neglected is right under 
your feet. Your parking lot says a lot to your potential customers. 
At Pinnacle Paving we spend our hot summer days restoring your 
investment and increasing your curb appeal. Many times we are 
asked to “dress up” something that is well beyond repair.
      How do you protect your investment and get the most for your 
money? Asphalt is a combination of rock, sand and liquid asphalt 
cement. Over time UV exposure causes your pavement to oxidize. 
As this oxidation process takes place, the resins and oils in the 
liquid cement are baked out of the blacktop causing the pavement 
to become dry and brittle. You will notice your asphalt lightening 
in color as a result. As this progresses the fi ne sand dislodges from 
the rock, exposing the aggregate and displaying a pitted surface. At 
this point water will penetrate below the surface, leading to larger 
problem areas if left untreated. Add the freeze/thaw over one winter 
and your new investment is already compromised.
     When do you protect your investment? Oxidation begins as soon 
as your new paving is installed. You have just spent a substantial 
amount of money creating an inviting environment for your tenants, 
the last thing you are thinking is spending even more. Cracks will 
happen, it is critical to crackseal and then sealcoat the new asphalt 
within the fi rst 2 years of exposure to protect against oxidation. 
Sealcoating locks in the fi ne sand before exposing the aggregate. 

THE ASSOCIATE SPOTLIGHT
Pinnacle Paving

n the 

you 

vice blacktop 
izing 
e. 
e 
.
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Barefoot Hardwood Flooring
Daryl Robinson
15602 Hillcrest Road
Mt. Orab, OH 45154
(513) 623-3008
vertcvr@hotmail.com

Bed Bug Fumigation Specialists
Ned Willis
1915 13th Avenue N.
St. Petersburg, FL 33713
(877) 966-4824
ned@bedbugfumigators.com

K.L. New Construction
Kenton New
416 W. Benson Street
Cincinnati, OH 45215
(513) 761-6200
info@klnew.com 

RISCO, Inc.
Richard Michelson
3113 Wynbrooke Circle
Louisville, KY 40241
(502) 299-2631
richard@getrisco.com

Teasdale Fenton Carpet Cleaning
     & Restoration
Jim Olmstead
10235 A Spartan Drive
Cincinnati, OH 45215
(513) 797-0900
jim@teasdalefenton.com

Tecta America Zero Company
Jeremy Dicken
6225 Wiehe Road
Cincinnati, OH 45237
(513) 977-4333
jdicken@tectaamerica.com

ASSOCIATE

JANUARY 2011 NEW MEMBERS

America First Properties
Sheri Stambaug
1004 Farnam Street  Suite 400
Omaha, NE 68102
(402) 932-1668
sstambaugh@afpmanagement.com

BP Ventures
Brian Schuermann
PO Box 9104
Cincinnati, OH 45209
(513) 470-1221
brian.schuermann@kimball.com

Tuscany Bay Apartments
Edward Wilson
100 River Road
Lawrenceburg, IN 47205
(812) 539-2818
tuscany@picerneri.com

PRIMARY

25 YEARS
Shelter Concepts

20 YEARS
Epic Rental Properties

5 YEARS
Arch Apartments

1 YEAR:
SR Davis Lawn & Landscaping

Summit Management
Pro Maintenance Group
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DOG JANITOR
Complete Dog Waste Removal

Custom Schedules Available
Serving Apartment Communities 

and Multi-family Units

Toll Free: 1.866.783.4907
        513.520.3291

We scoop 
the poop

The Apartment Industry’s

Flooring Experts in Greater

Cincinnati and Northern Kentucky

9097 Union Centre Boulevard  513.346.4300  Fax 513.346.4308

J P   F L O O R I N G Design Center
www.jpflooring.com

2011 OFFICERS’ INSTALLATION DINNER
3rd Row, L to R: Ohio Apartment Association Trustees are installed; 
The Apartment Association Outreach Board; the Associate Council; the 
Executive Committee.
4th Row, L to R: The Board of Directors; Jeff March gives Brian 
Hendy the 2011 Presidents Award.
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The Experts in Counter Top, Cabinet, 
Appliance, and Porcelain 

Resurfacing.

ROYAL
FINISH Inc.

• Quality
• Dependability
• Courteous & Friendly Service
• Fume Abatement Programs
• Uniformed Technicians
• Price Competitiveness
• Warrantied Work
• Environmentally Friendly Service
• Fully Insured Status
• Workers’ Comp Insurance
• Trade Show Exhibitor
• Active Member of Apartment Associations

Serving you since 1990.

1-888-737-1010
Or visit www.royal  nish.com

Now accepting all major credit cards

Your Leading Resurfacing and Rehab Specialists

Known For: Serving
Cincinnati
Columbus 
Cleveland

Dayton 
Indianapolis

Dallas
Houston
Denver

TRADE SHOW SEEKING SPONSORSHIPS FOR FOOD, BEVERAGES AND 
LUNCH

All year long your employees work very hard to help your 
bottom line. And don’t forget about those vendors who are at your 
service whenever needed. To show your appreciation of all their 
hard work, have you considered being a food or beverage sponsor at 
the 2011 Trade Show on March 10 at Receptions Banquet Facility 
in Fairfi eld, Ohio? 

The Annual Trade Show hosted over 1800 multi-family housing 
industry professionals last year, and if the trend continues, we are 
expecting to surpass that number yet again. This is a wonderful 
opportunity for all members, no matter if you have one representative 
or 100 employees, to get involved through several food and beverage 
sponsorship opportunities.

All sponsors will be listed on various signage throughout the 
facility including the big banner in the hospitality room, as well 
as be mentioned the night of the trade show over the loud speaker 
and listed in the monthly newsletter. All food and soft drinks are 
free for the entire evening and beer is complimentary from 5:30 
pm to 7:30 pm. This is what makes our trade show one of the best 
in the country and it is only possible through the generosity of our 
members. The following items are available through calling Michele 
at the Apartment Association:

• Beer at $300
• Soft Drinks at $200  
• Seminar Buffet Lunch at $ 300 
• Food Sponsors at $100
If you are interested in becoming a sponsor, please contact 

Michele at the Apartment Association offi ces (859.581.5990).  We 
will send an invoice upon receipt.  If you have any questions, please 
feel free to call me at the offi ce.

And fi nally, be sure to join us at the trade show on March 10 at 
Receptions Banquet Facility in Fairfi eld, Ohio from 5 pm to 8 pm. 

NON-EXHIBITING VENDORS AT GCNKAA TRADE SHOW
While the GCNKAA welcomes non-exhibiting vendors who 

have paid an admission fee to our 2011 Trade Show, the GCNKAA 
Associate Council have deliberated on the following topics, and 
the GCNKAA Board of Directors and Associate Council have 
developed a new policy.

Non-exhibiting vendor companies may not solicit business via 
printed material, fl yers or handouts in the GCNKAA trade show.  
Also, non-exhibiting vendor companies may not conduct meetings 
and/or presentations within the trade show facility and surrounding 
premises owned by said facility during the trade show hours.

Exhibiting vendors, GCNKAA members and staff who witness 
such activity are asked to gather printed materials and/or event 
invitations and provide them to GCNKAA staff, showing that a 
direct violation of this policy is about to, or has taken place.

Any violation of this policy will result in an invoice and charge 
equal to the fee for one 6’x 8’ booth being submitted for payment 
by the offending organization. Also, the offending individual or 
company shall be banned from any future GCNKAA activities until 
said invoice is paid in full.
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ROOFING BUDGET ASSISTANCE – ROOF MAINTENANCE

REPAIRS  –  ROOFING & GUTTER REPLACEMENT

 11099 Deerfield Road, Blue Ash, Ohio

513-791-7400

Serving Greater Cincinnati Since 1900

Trend Setting This heading contains information on 
Management & Leasing.

RESIDENT SCREENING TRENDS FOR 2011
By Mike Lapsley, General Manager and Vice President, RentGrow Inc.

2010 has been another challenging year for many as the economy 
continues to rebound, but optimism prevails as we enter 2011 and 
anticipate signifi cant improvements industry-wide.  We all look 
forward to the fresh start that a new year provides – reinventing 
the existing, transforming the negative to positive, and working 
together as an industry to prosper.   As we sets goals, plan budgets, 
and strategize for the year to come, keep in mind these resident 
screening tips and trends for planning your successful 2011.

APPLICANT CREDIT TRENDS
It is wise to understand the credit profi les of your applicant 

pool in order to best customize your screening criteria and accept 
all qualifi ed applicants.  Recently, two notable credit trends 
have emerged related to rental applicants with foreclosures and 
bankruptcies, as well as applicants with thin or no credit history.  

1. More rental applicants with “older” foreclosures and 
bankruptcies. When the housing bubble burst in 2008 and 
our nation fell into its current recession, there was a signifi cant 
group of people who were immediately affected — the fi rst 
to get laid off, lose their incomes, and see their strong credit 
histories deteriorate.  As time has passed, many of these people 
are now beginning to re-emerge into the rental market with their 

credit delinquencies resolved.  As an example, RentGrow has 
seen a 17.3% increase of applicants with foreclosures over 2 
years old, from Q3 2009 to Q3 2010.

It is important to establish appropriate screening criteria with 
your screening provider to take advantage of this unique group 
of potentially qualifi ed rental applicants.

2. Nearly 1/3 of rental applicants have thin or no credit. Over 
32% of applicants processed through RentGrow has thin or 
no credit history.  RentGrow has seen this group of rental 
applicants grow consistently each year.  Make sure you are 
adequately gauging and managing the opportunity associated 
with the large number of applicants in this category, as they 
can often present signifi cant risk. 

Work with your resident screening provider to understand how 
these applicants are performing at your properties, and whether you 
need to make any screening criteria adjustments, such as modifying 
deposit levels or conditional acceptance policies.

ONLINE LEASING CONTINUES TO GROW
Online leasing is a growing technology in the multifamily 
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industry that is proving an effective tool for capturing new leases 
and generating renewals.  According to Multifamily Executive’s 
article titled “Online Marketing and Leasing to Dominate 2011 
Multifamily Tech Spend,” Chicago-based AMLI Residential reports 
success using online leasing technology, stating that 67% of their 
leasing in 2010 was conducted online (MFE, 11/15/10).

When your online leasing goes from, let’s say, 4% to 30% of 
your lead generation, are you and your staff going to be ready? 

NMHC’s 2009 Apartment Technology Conference and 
Exposition concluded that the business model is changing for 
property management companies as more operating functions are 
automated and more leasing is performed online.   As a result, 
property management companies may need fewer—and possibly 
different—people staffi ng their properties (NMHC, 11/23/09). If 
you invest in online leasing technology, make sure your personnel 
align well with your online leasing initiative.  

ADAPT SCREENING CRITERIA TO TRENDS
As always, market conditions, applicant traffi c patterns and 

technology are going to evolve over time.  It is important to stay 
up to date with resident screening trends so that you appropriately 
adapt your screening criteria for optimal results. 

Contact your resident screening provider to discuss these trends 
and to better understand how your business is impacted. 

Mike Lapsley is General Manager and Vice President of 
RentGrow, Inc., the resident screening experts (www.rentgrow.
com). He can be reached at lapsley@rentgrow.com.
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CHASING DESTINY: SEE HOW THE NEXT GENERATION OF 
APARTMENT RENTERS WILL INFLUENCE MULTIFAMILY DEMAND
By Mark Obrinsky

Is demographics really destiny? Absolutely…in the apartment 
industry at least. It’s no secret that demographic trends are a key 
factor in shaping rental dynamics. And these days, the demographic 
group with the biggest impact on the apartment industry is the echo 
boomers – loosely speaking, the children of baby boomers. The 
leading edge of this generation has begun its foray into the housing 
market and these fl ip-fl op wearing technophiles will continue to 
increase demand for apartment residences for years to come. Indeed, 
echo boomers – and the generation that follows - will drive rental 
demand in the next decade.

Defi ning generations requires identifying different birth waves 
and also understanding the social, political and economic infl exion 
points that differentiate the experiences of these successive groups. 
In part, it is subjective. For present purposes, we use the generation 
names and birth years adopted by the Urban Land Institute. The 
following are 2005 fi gures.

For the apartment industry, it is the baby boomers and the echo 
boomers – the two largest groups – that are most important.

MEET THE PARENTS
Since they began entering the housing market in the 1960s, 

the baby boomers have made up a large share of the residents of 
apartment communities. Their fi rst impact was due in part to their 
sheer size – they are the largest generation in US history. Rental 
production ramped up to meet the increase in demand, though the 

quality of the new construction often left something to be desired. In 
fact, the fi rms and individuals that composed the apartment industry 
then bore such little resemblance to today’s large, professionally 
managed companies that many properties could hardly be thought 
of as “communities” at all.

The boomers were followed by the “baby bust” generation. 
Known as Generation X (or Gen X), their initial impact on the 
housing market was their lack of numbers – at least when compared 
to the boomers. In the apartment market, this was partially muted 
by the fact that many boomers delayed buying their fi rst home for 
economic reasons. The rapid appreciation of single-family home 
prices in the late 1970s, coupled with record-high mortgage rates, 
made the cost of homeownership quite steep. Meanwhile, the deep 
recession of the early 1980s ensure that incomes couldn’t keep pace. 
So the boomers continued to have an outsized impact in the rental 
market, leaving Gen Xers lost in the shuffl e to a certain degree.

The last Gen Xer turned 18 in 1994. By then, the credit crunch 
was over; real estate investors seeking tax benefi ts had fi ed; and 
a new apartment industry was emerging. Having worked off the 
inventory overhang – a product of the overbuilding of the 1980s 
– construction fi rms began to recover. This time, with no boom, 
development fell in line with the long-term need.

At this time, the industry began realizing that, in addition to 
traditional entry-level housing, there was a growing market for 
upscale apartment residences – and not just in major metropolitans 
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such as New York, Chicago and San Francisco. Who was moving 
into these luxury units? Baby boomers, who, as a result, continued 
to drive apartment demand.

THE YOUNG ONES
Fast forward to 2005. While the demographic trends remain 

clear, much of the discussion about the echo boomers focuses on 
the impact they will have on future housing demand. The reality 
is that they are already the most important generation for the 
apartment industry.

Consider the following. Of the almost 115 million households 
in the United States, here are the shares for recent generations: baby 
boomers (38 percent); Gen X (22 percent); echo boomers (12 percent). 
But the picture is quite different to their share of the makeup of US 
apartment residents. They are: baby boomers (26 percent); Gen X 
(25 percent); and echo boomers (29 percent).

Some may fi nd that last fi gure surprising. To be sure, the baby 
boomers remain infl uential. They still comprise a sizable share of all 
apartment residents. In addition, boomers (especially empty nesters) 
are an important target market for luxury apartment developers. 
But their signifi cance for the apartment industry is likely to subside 
over the next decade, while the echo boomers will become even 
more important.

Projecting population trends in the next decade is relatively 
straight forward: the number of 30-year-olds a decade from now 
is roughly equal to the number of 20-year-olds today. Add in the 
net number of new immigrants, subtract the number likely to die 
and you’ve got yourself a forecast.

For apartment demand, however, we want to know the number 
of households, not individuals. This is trickier since it means gauging 
various social trends such as marriage, divorce and how long young 
adults live with their parents. Rather than reinventing the wheel – and 
perhaps mucking it up – I simply use projections by the experts at 
Harvard University’s Joint Center for Housing Studies.

BY THE NUMBERS
Yes, we still need to determine how many households are 

likely to live in apartments. This is really a two-step process. First, 

estimate the owner/renter share for 
each group. Second, estimate the 
share of renters who will be 
in apartments as opposed 
to single-family rentals, 
condos or homes.

To begin, let’s assume 
that these relationships don’t 
change. That is, we’ll assume 
that the homeownership rate for 
each age group will be the same in 2015 
as it was in 2005, and that share of renters in apartments is also the 
same 10 years from now.

What does all this tell us? First, the total number of apartment 
renters will rise by upwards of 1.8 million – from 15.9 million in 
2005 to 17.7 million in 2015. Second, the number of echo boomer 
apartment residents jumps dramatically: from roughly 4.6 million in 
2005 to almost 8 million in 2015. Correspondingly, the echo boomer 
share of apartment residents would rise to 45 percent. Finally, the 
number – and share – of apartment renters declines among all older 
generations, including Gen X and the baby boomers. Note that 
despite this, baby boomers will still make up a sizeable 21 percent 
of apartment residents.

These are interesting projections to be sure, but they also depend 
on several assumptions. So how reasonable are they? Actually 
they may be conservative. After all, 2005 marked a high point in 
homeownership rates when compared with the previous decade. 
Homeownership has already retreated somewhat since then, which 
can only change the tides in favor of apartments.

Most importantly, the conventional wisdom that buying a 
house is a no-lose proposition has been punctured. Home price 
appreciation is expected to underperform for the next few years, 
and today’s younger households are unlikely to feel any urgency 
to become homeowners. This could mean that the increase in the 
number of renters will last awhile. Now that’s destiny at work.

Mark Obrinsky is vice president of research and chief economist 
for the National Multi Housing Council.
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A 501(c)(3)
Charitable Organization

The Apartment Association 
Outreach, Inc.
LETTER FROM THE PRESIDENT
By Marc Cameron

Each year, the Apartment 
Association Outreach awards college 
scholarships to local high school 
students who show great potential but 
struggle with the fi nancial demands 
of continuing their education.

This year, at the Officers' 
Installation Dinner, three more 
recipients were awarded.

CARMANTE FRANKLIN
Carmante is 18 years old and is a 

senior in high school. He is attending 
the virtual high school because he could not gain admission to 
a Kentucky or Ohio public high school that would allow him to 
fi nish his studies in a reasonable time frame. This has required a 
tremendous amount of self-initiative and discipline on his part. He 
generally does his course work alone at a computer, thus lacking 
the support and encouragement teachers and fellow students. He 
has also overcome a number of other challenges including regular 
bullying, a mugging and robbery. He has been slandered by his 
young female friends and family members. His brother suffers from 
mental illness and has been institutionalized periodically over the last 
year, thus forcing Carmante to stay at home and support his mother 

both fi nancially and emotionally. He 
plans to graduate in June, hopes to 
pass the Ohio Achievement test and 
attend the University of Cincinnati 
and break the cycle of poverty that 
his family has been a victim of.

DAVID ROCKER
David has been attending 

Cincinnati State for a little over a 
year and is pursuing a double major 
in Real Estate and Management 
of Technology.  Before attending 

Cincinnati State, he served 4 years in the United States Air Force 
and 3 years in the Army. While stationed in Iraq, he took the 
initiative to order self-study materials so he could begin studying 
to earn his real estate sales license and passed the state exam on 
his fi rst attempt after returning home. He is currently working two 
jobs while attending college: part of his week is spent at Coldwell 
Banker and the other is spent at Lowe's. David's plan is to gain 
real estate experience through working and seeking advice from 
mentors to become a real estate investor. His career goal is to one 
day own a portfolio of both residential and commercial properties. 
He is also about to become a father for the fi rst time. 

JAEMI MANN
Jaemi is 19 and was living at home until his family began 

struggling to keep the house and food on the table. He decided to 
move in with his father, however, after deciding he didn't want to 
burden him either, ended up living on the streets. After fi nding 
temporary housing through the Free Store, Jaemi now has a small 
apartment in Over The Rhine, but he has been using his school 
expense money to pay his rent. He recently took the initiative to 
earn his GED and began coursework in the Culinary Arts Program 
at Cincinnati State this past November.

Congratulations to all the recipients of the scholarships and we 
hope for the best for your future!
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