


This is our 31st webinar!
12 – Apartment Developer University - PAID   

8 – Apartment Leasing University - PAID

2 – Affordable Housing - PAID

8 – Apartment Thought Leadership - FREE



Apartments have divorced 
themselves from normal 

economic cycles



Asset Classes During a Recession

• Self storage
• Industrial
• Apartments 
• Student Housing (unknown)
• Office (medium to long term risk)
• Retail (short, medium and long-term risk)
• Hotels/hospitality (severe short term risk)

Lowest Risk

Highest Risk
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Agenda

• Rents
• Things nobody’s talking about
• Cap rates and transactions
• Apartment construction



Apartments During a Recession

• Luxury goods are the first to go.

• A Class offers the high quality units and charge 
the highest rents.

• Older buildings with lower rents will experience 
lower turnover
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The Resident Mindset

• Economic uncertainty and dwindling consumer spending 

• Residents consider 
• Doubling up
• Moving back home
• Foreign students are not showing up





What’s Happening with Vacancies 
& Rents?

• Vacancies: Still very low but have doubled

• Rents at the “top” end of the market are lower



i. CERB morphing into Universal Income
ii. Escalation of security
iii. Common areas – waivers
iv. Elevators and view premiums – is it the opposite now?
v. Enforcing the mask bylaw
vi. Small retail struggling

Things Nobody’s Talking About



Contact



Use code :  
LOYALTY20% 

to get 20% off for anyone 
in your company!



What’s happening with Cap Rates?

• Cap Rates before and after the COVID shutdown 
(philosophically)

• They’re likely going to be the same
• Centre ice properties might go down
• C-Quality in C-locations might go up



What’s Happening with Transactions?

• Looking at resident profile (like retail buyers look 
at covenant)

• Due diligence takes longer

• Financing takes longer



Transaction Volume Down
New Apartment Building Sales (2000+)

March to August 2019; 2020

SVN Rock Advisors with Real Capital Analytics
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There's a recession, but it shouldn’t hit the 
apartment industry that bad

BLIP!

1 YEAR



PREPARING 
FOR THE 
WORST!

1. Change how 
you TRAIN and 

compensate your 
staff

2. Dissect your 
rent roll

3. Understand 
your resident 

profile

4. Boost your 
resident referral 

program

5. (Where 
possible….) 

Convert 
challenging units



1. CHANGE HOW YOU TRAIN AND 
COMPENSATE YOUR STAFF



Apartment Leasing University: Course Outline

Session 4 :

The Perfect Tour

Session 3 : 

The Resident 
Experience

Session 2 :

Telephone & Internet 
Lead Techniques

Session 1 :

Profitable 
Preparations





Apartment Leasing University: Course Outline

Session 7 :

Marketing

Session 6 :

Overcoming Objections
Session 5 :

Capturing Commitment



Compensation 1: 
Big Lease Up

(New Apartment 
Construction or 
Significant Vacancies)

Competitive base

Per-lease bonus

Team bonus (when applicable)

Incentive for raising rents

Incentive for slow moving apartments

Flash bonuses



Compensation 2: 
Stabilized Building

Pay a graduated full house bonus

Conditions of bonus:
• IF, all the paperwork is done
• IF, there’s back to back rentals
• IF, graduated full house rent collection is 

met



2. DISSECT YOUR RENT ROLL

FULL market survey:

What are your 
competitors achieving?

Floor Plan Audit

Which units are 
MOST/LEAST attractive to 

renters right now?

Price your units 
based on:

Your market position
Popularity of unit type



• It’s not blanket statements, it’s building specific and 
floor plan specific

• Everyone is saying 1 Bed + Den is a hot selling 
apartment

2. DISSECT YOUR RENT ROLL CONTINUED…



•Market survey

• Floor plan audit

•Premiums

•Dynamic pricing

Rent Setting



3. UNDERSTAND YOUR 
RESIDENT PROFILE

• You can’t market until you know your 
resident profile.

• You need to understand who your 
target market is even in an existing 
building.
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WHO’S YOUR CURRENT 
RENTER?

• Dissect your rent roll

• Standard rental applications provide:
• Age
• Household status
• Income
• Occupation

• Create a current renter profile for your 
building



WHO’S YOUR FUTURE RENTER?



WHERE ARE 
YOUR FUTURE 
RENTERS?



4. BOOST YOUR RESIDENT REFERRAL 
PROGRAM



5. (Where possible….) CONVERT 
CHALLENGING UNITS

Added sliding glass 
door and walls to 
convert from bachelor 
to small 1B
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Revenue Versus Occupancy

SUMMARY



Developer Interest in New Apartment Construction

Apartment 
Developer 
University

Developer 
Interest 

COVID

2019 2020

Apartment 
Developer 
University 
Fall 2020



It’s the Perfect Storm 
to Build Apartments

• Strong renter demand
• Strong investor demand
• Historically low interest rates
• Maybe land prices and 

construction costs will go down



SAVE THE DATE!



Course 
Program

Starting October 
13th

• 1. The Future Apartment Developer: The Blueprint for Building Rental 
Apartments and Inter-Generational Wealth

• 2. How to Acquire and Entitle Land for Apartment Development: A field guide 
to finding the right land, at the right price, at the right time.

• 3. How to Build The Right Apartment Building In The Right Location For The 
Right Resident: The feasibility study determines the apartments you’re going to 
build

• 4. Merchant Building Apartments, Structuring Joint Ventures, and Timing of 
Disposition

• 5. Finding Money to Build Apartments: Building A Detailed Financial Feasibility 
Model and Stress Testing It

• 6. Architects Panel: Designing a Building to Keep or Sell

• 7. Writing and Executing a Marketing Plan: When to Start, What to Do, and 
How Much Will it Cost?

• 8. Writing And Executing the Leasing Plan: Hiring, Training, Managing, And 
Compensating Your Leasing Staff



Contact


