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LETTER FROM THE OWNER:  

Each day brings new challenges. Recently the state extended no eviction 
regulations (read the entire scope in this newsletter). 
 
The influx of out of  people relocating to central Oregon contin-
ues.  People are looking at Central Oregon as an attractive option 
to  escape more metropolitan areas. Many of these folks are planning to 
purchase  homes as more inventory becomes available. These will not be 
long term tenants, although most are willing to sign one year leas-
es.  Today there is less than a thirty day supply of inventory on the mar-
ket for sale, and sale prices are continuing to rise during  to this spike in 
demand. Whether this will last long term is the question. As a result 
rental rates are stable but still affected by the unemployment rate in the 
area ranging upwards of 20%.   
  
With the spike in COVID cases in Oregon, I expect further state mandat-
ed shut down’s of restaurants and tourist related industry.  This may 
continue to spike the unemployment rate.  Many of these workers have 
been the beneficiaries of the additional funds paid out above unemploy-
ment payments.  This is scheduled to end July 25.  Many of the tenants 
have used this money  to pay their rent. Currently, our collected rents 
are still running in the 90 percent range, but, I expect this to decline in 
the coming months as the virus expands and  we experience more job 
loss.  I expect we will experience a decline in overall rents collected in 
August and September. 
  
The stability of the rental market continues to be choppy, as the 
state  continues to send a message to tenants you do not need to pay 
rent.!    And we assure tenants you need   In the upper end market we 
are seeing much more stability as many of these tenants are not subject 
to job losses and 25% of the overall market is employed as remote work-
ers, working at home, typically from out of the area employers. 

 

These are truly challenging times for property own-
ers and property managers. Communication is im-
portant and I encourage you to reach out to us with 
any concerns or questions. In closing, I invite you to 
call our offices if you have any questions or would like a 
market update.
 
Sincerely,  
Lawnae Hunter, Owner 
PLUS Property Management, LLC 
 

http://www.plusmanagement./net
http://www.plusmanagement./net
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We are in full swing here at PLUS and we are happy to announce we are 
accepting new owners in all of our locations! Click here to get in touch! 

  

VIRTUAL APARTMENT SHOWINGS WILL PLAY VITAL ROLE 
IN LEASING PROCESS EVEN AFTER PANDEMIC ENDS 

(CLICK TO TITLE READ MORE) 

APPFOLIO OWNER’S CORNER: 

IN CASE YOU MISSED IT LAST MONTH: 
THERE IS AN APP YOU CAN DOWN-

LOAD TO REVIEW YOUR  
ACCOUNT INFORMATION.  

LINKS ARE BELOW: 

As in-person apartment viewings return, 

industry sources say the technologies used 

during the shelter-in-place period will 

stick around even after the coronavirus 

pandemic ends. 

The use of virtual apartment showings and 

paperless leasing spiked during the pan-

demic, says Stacy Holden, industry princi-

pal and director at AppFolio, a property 

management software company. 

Around 64 percent of 1,000 property own-

ers surveyed by the company believe virtu-

al showings are here to stay. Holden says 

these results indicate property manage-

ment and leasing teams are seeing sub-

stantial value in virtual showings, even 

beyond the pandemic era. Around 71 per-

cent of property management companies 

have increased their priority of virtual 

showings, while 43 percent have increased 

the priority of paperless leasing, according 

to the survey.  

“There will always be a subset of people 

who will prefer to go the virtual tour route. 

That will not go away,” says Holden. 

“Additionally, online leasing with e-sign 

options, no matter if a prospect does an in

-person or virtual tour, will always win the 

day over paper documents. It is funda-

mentally a more streamlined way of ap-

proaching leasing, and it makes all the 

difference for everyone involved.”  

 

APPFOLOIO  
OWNER MESSAGE:  
 
Two-factor authentica-
tion is an extra layer of 
protection and an in-
dustry standard for 
data protection, which 
greatly improves the 
security of confidential 
information. This addi-
tional step helps us 
verify that the person 
signing in is authorized 
to do so. 
 

On the Settings Page, 
the owner can enter 
their mobile phone 
number to be texted a 
verification code to log 
into their portal.  This 
adds an extra layer of 
security.  

 

This was featured in last month’s newsletter as 

well. We think it’s so important, we are telling you 

again! You can view your owner statements, tenant 

statements and information pertaining to your ac-

count. Go ahead and download now and let us 

know if you need any help.  

Thank you, Your PLUS Team 

http://www.plusmanagement./net
http://www.plusmanagement./net
http://www.plusmanagement./net
http://www.investoregon.com/
https://www.nreionline.com/multifamily/virtual-apartment-showings-will-play-vital-role-leasing-process-even-after-pandemic-ends
https://www.nreionline.com/multifamily/virtual-apartment-showings-will-play-vital-role-leasing-process-even-after-pandemic-ends
http://www.investoregon.com/
https://apps.apple.com/us/app/online-portal-by-appfolio/id1376350358
https://play.google.com/store/apps/details?id=com.appfolio.resident_portal
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MORATORIUM 2.0: IT CONTINUES  
WITH SEVERAL DIFFERENCES 

On April 1st, the Governor issued Executive Order 20-13, enacting a 
moratorium on all “no-cause” and “landlord-cause” evictions and 
evictions for non-payment of rent. Executive Order 20-13 is set to 
expire at the end of June. On Friday, June 26th, the Oregon Legisla-
ture passed HB 4213, which extends the eviction moratorium on 
both residential and commercial evictions through September 30th, 
2020. In addition, HB 4213: 

 
Creates a six-month repayment grace period after the moratorium 
ends for tenants to repay their back rent accrued during the morato-
rium. During the repayment period, tenants may not be evicted for 
failure to repay their back rent, but they must keep paying their on-
going monthly rent during the grace period or face eviction. 

Allows the landlord to provide notice about the six-month grace pe-
riod and the balance owed, notifying tenants that an eviction may 
not be filed before 9/30/2020, and requiring tenants to notify the 
landlord within 14 days that they intend to utilize the grace period to 
delay repayment of back rent. If a tenant fails to give the proper no-
tice, the landlord is entitled to recover damages equal to 50% of one 
month’s rent after the grace period. Landlords may also offer volun-
tary alternate repayment plans. 

Allows no-cause evictions when a property is sold to a buyer who in-
tends to occupy the property as their primary residence. 

 

READ MORE HERE: https://oregonrentalhousing.com/news/9070510  

 

4 Simple Ways 

to  Invest in  

Real Estate 

 
Buying and owning 
real estate is an invest-
ment strategy that can 
be both satisfying and 
lucrative.   Unlike stock 
and bond investors, 
prospective real estate 
owners can 
use leverage to buy a 
property by paying a 
portion of the total cost 
up front, then paying 
off the balance, 
plus interest, over 
time.  While a tradi-
tional mortgage genera
lly requires a 20% to 
25% down payment, in 
some cases a 5% down 
payment is all it takes 
to purchase an entire 
property. This ability to 
control the asset the 
moment papers are 
signed emboldens both 
real estate flippers and 
landlords, who can, in 
turn, take out second 
mortgages on their 
homes in order to 
make down payments 
on additional proper-
ties.  
 
READ MORE: 
https://
www.investopedia.com
/investing/simple-
ways-invest-real-
estate/  

http://www.plusmanagement./net
https://oregonrentalhousing.com/news/9070510
https://www.investopedia.com/investing/simple-ways-invest-real-estate/
https://www.investopedia.com/investing/simple-ways-invest-real-estate/
https://www.investopedia.com/investing/simple-ways-invest-real-estate/
https://www.investopedia.com/investing/simple-ways-invest-real-estate/
https://www.investopedia.com/investing/simple-ways-invest-real-estate/
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PLUS is a full-service 
company blending the 
latest in technology 
and old fashion service. 
We understand you 
have choices in proper-
ty management compa-
nies and strive to pro-
vide excellent service. 
Each owner has differ-
ent needs and our staff 
is carefully trained to 
listen to your needs, 
and in return, serve 
you well. 
We have implemented 
a state-of-the-art soft-
ware system that al-
lows both owners and 
tenants to view their 
PLUS Property Man-
agement account, with 
password control ac-
cess, 24 hours a day, 7 
days a week. We re-
ceive rental payments 
electronically through 
automatic bank trans-
fers, credit/debit card 
payments, and money 
orders. Tenants are af-
forded the ability to 
pay at any time and 
from anywhere, result-
ing in fewer late fees 
and owners receiving 
their funds in a timely 
manner. 
. 

HOW TO EFFECTIVELY ASSESS PROPERTY  

VALUE FOR INVESTMENT 

Real estate investment re-
tains the twin traditional 
appeals of stability and an 
almost guaranteed return, 
but there have been a lot of 
innovations in recent times 
that have made it even more 
worthwhile. The ability to 
access and analyze data 
more comprehensively 
makes it easier to make in-
formed decisions and invest 
in a diverse range 
of vehicles. Whichever in-
vestment method you 
choose, however, 
one constant is that you’ll 
need to value prop-
erties as you work to 
decide where to put 
your money. Here 
are the best ways 
you can do that effi-
ciently and accurate-
ly. 

THE SALES COMPARISON 

APPROACH: 

This is the most common 

approach adopted by real 

estate investors, and it es-

sentially means compar-

ing the sales prices of simi-

lar properties in order to 

determine what a reasona-

ble price is for the one 

you’re considering. As usual 

though, there are nuances 

aplenty. First, the similarity 

must extend beyond the 

type of property to the 

neighborhood in which it is 

located, its age, interior and 

exterior features, size, fit-

tings and a plethora of other 

considerations.   

It’s also important to note 

that looking at sales prices 

is a common mistake to 

avoid. Asking prices and 

value are not the same 

thing. You’ll need to go be-

yond looking at brochures 

and actually conduct re-

search into public records to 

find what amounts have 

been agreed for those prop-

erties.  

 

READ MORE HERE:  

https://

www.entrepreneur.com/

article/345474  

http://www.plusmanagement./net
https://www.entrepreneur.com/article/345474
https://www.entrepreneur.com/article/345474
https://www.entrepreneur.com/article/345474
https://www.entrepreneur.com/article/345474
https://www.entrepreneur.com/article/345474
http://www.investoregon.com/
http://www.investoregon.com/
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The lasting effect of a decades-old housing policy 

BY:  CHRISTIN J HUNTER, BROKER  
 

Fifty-two years ago, President Johnson signed the Civil Rights Act of 

1968. The Act prohibited the discrimination on the sale, rental and fi-

nancing of housing based on race, color, sex or national origin. Title VIII 

of this Act is known as the Federal Fair Housing Act, later amended in 

1988 to include the prohibition of discrimination based on disability and 

familial status. One of the practices that this Act banned was redlining.  

Redlining, as it applies to real estate, is the discriminatory practice by 
which a lender or bank refuses to lend—or places loan limits—within cer-
tain geographic areas. Redlining was once a federal government practice. 
In the 1930s, federal surveyors would analyze neighborhoods in hundreds 
of cities across the United States, and "color code" them based on per-
ceived desirability and the creditworthiness of inhabitants. Green-lined 
areas were considered to be the "best." Blue was "desirable," yet not the 
best neighborhood. Yellow, "definitely declining" and red "hazardous." 

Redlined neighborhoods were predominately comprised of minority pop-
ulations; specifically, Blacks, Jews and other immigrant populations. 
Lenders and banks would then utilize these neighborhood surveys to 
deem credit worthiness and property values. Redlined areas and the pop-
ulations that resided in the government-designated sectors were deemed 
to be "high credit risks," if credit worthy at all, in large part because of 
racial and ethnic demographics. Being a minority living in a "hazardous" 
neighborhood made it nearly impossible to get a mortgage to purchase a 
home in any area, let alone in a relined neighborhood prior to the Fair 
Housing Act of 1968. 

This 1930s-era policy essentially prevented Black and other American 
minorities from home ownership. What's more, this practice had a long-
lasting legacy and effect on real estate values, and exacerbated the 
wealth/homeownership gaps between white Americans and minority 
American populations and available amenities, school systems, etc. within 
the formerly redlined areas around the country. 

To Read Full Article: https://www.bendsource.com/bend/redlining-the-
us-heritage-of-inequality-in-homeownership/Content?oid=12715754  

 

 

REDLINING: THE U.S. HERITAGE OF INE-
QUALITY IN HOMEOWNERSHIP  

  

Christin J Hunter, Broker 

Windermere Real Estate 

Bend, OR  
ChristinHunter@Windermere.com 

“All in for you” 

Is it Time to Sell Your  

Vacation Home?  

GIVE ME A CALL:  

Direct: 541.306.0479 

The travel industry is one of 

the major sectors that’s been 

hit extremely hard by the 

COVID-19 pandemic. Today, 

it’s hard to know how long it 

will take for summer travel-

ers to be back in action and 

for the industry to fully re-

cover. Homeowners who 

rent their secondary proper-

ties on their own or through 

programs like Airbnb, which 

has over 660,000 listings in 

the U.S. alone, have been 

impacted in this challenging 

time. Some of these home-

owners are considering sell-

ing their vacation homes, 

and understandably so.  

https://tinyurl.com/

http://www.plusmanagement./net
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/author/christin-j-hunter-broker
https://www.bendsource.com/bend/redlining-the-us-heritage-of-inequality-in-homeownership/Content?oid=12715754
https://www.bendsource.com/bend/redlining-the-us-heritage-of-inequality-in-homeownership/Content?oid=12715754
https://www.bendsource.com/bend/redlining-the-us-heritage-of-inequality-in-homeownership/Content?oid=12715754
https://www.bendsource.com/bend/redlining-the-us-heritage-of-inequality-in-homeownership/Content?oid=12715754
http://christinhunter.withwre.com/
http://christinhunter.withwre.com/
mailto:ChristinHunter@Windermere.com?subject=Reaching%20out%20from%20PLUS%20newsletter
https://muchneeded.com/airbnb-statistics/
https://tinyurl.com/y897nejg
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FOLLOW US ON SOCIAL MEDIA 

PLUS has upped our Social Media game! 

As we move through this pandemic, the 

public has turned to social media and the 

internet more than ever before! We are 

using our LinkedIn, Facebook, and Insta-

gram pages to highlight your properties 

and their wonderful qualities. Social dis-

tancing doesn’t exist online and we’ve 

turned social media into a main gateway 

to human connection, interaction, and 

communication.  Our results on our Face-

book Marketing avenue have been very 

consistent and traffic has been heavy! 

The COVID Pandemic has not slowed ten-

ants down from moving! We anticipate a 

busy and productive summer on your be-

half. We would love to ask you to follow 

our Social Media channels and see what 

we’re doing to ensure your investment is 

protected! Thank you!  

http://www.plusmanagement./net
http://www.investoregon.com/
https://www.instagram.com/pluspropertymanagement
https://www.facebook.com/PLUSPropertyManagement/
https://www.linkedin.com/company/plus-property-management-or/

