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LAKESHORE APARTMENT ASSOCATION NEWSLETTER 

 

The Lakeshore Apartment Association 
publishes this newsletter for its 
members.  Information included was 
obtained from sources deemed to be 
reliable and accurate.  No warranty or 
representation is made as to the 

accuracy thereof and is subject to correction.  Members are invited 
to submit articles and ideas for publication.  Items are to be 
submitted by the 30th of each month prior to publication.   

Place your rental Ads on our website as a free service with your 
membership: 

   www.SheboyganAreaRentals.com 
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PRESIDENT’S MESSAGE  

What a great banquet and the time was enjoyed by all!  This was 
the highest attended since I’ve been a member.  This shows all of 
us that the organization is growing.  Thanks to all the efforts 
from so many people including David Humbracht leading us in 
prayer, Tony Weyker moderating, Larry Strassburg and Diamond 
Vogel for bring door prizes.   

We have so many great speakers lined up this next year you will 
want to keep the 3rd Thursday of each month blocked off to 
attend and bring guests.    

October we will have detective Tamera Remington of the 
Sheboygan Police department speaking to us on human sex 
trafficking in our area. For the month of November we will have 
the leading lobbyist in Wisconsin Joe Murry telling us about the 
progress we have made over the last several years on landlord 
rights.  The first time in over 40 years we are finally seeing a 
balance between landlord and tenant rights.  Bring landlords 
from outside of our group as everyone needs to hear these 
speakers. 

I look forward to seeing you soon. 

Receive a door prize for each guest you bring to our monthly 
meetings. 

Your calls, texts and/or e-mails are always welcome. 
920-452-7051 
RUFREE1@CHARTER.NET 

Respectfully yours,  

Jim Longo  
 
 
 
 
 

BOARD MEMBERS: 

 
President  
Jim Longo 920-452-7051  
 
Vice President  
Tony Weyker 920-331-0088  
 
Secretary  
Larry Strassburg 920-627-8002  
 
Treasurer  
Tim Herr 920-980-8886  
 
Board Members  
Gary Sixel 920-565-3071  
Matthew Schemrich 920-207-6473   
Steven Halle 920-918-5783  
Robert Schmitt 920-331-0831  
Chad Jones 920-627-3615 
Doug Emerson 920-627-3684 
 
Newsletter Editor  
Doug Emerson 920-627-3684 
 
Order Forms  
Gary Sixel 920-565-3071  
 
Past President 
Roger Beaumont 920-207-4321 
 
General Meeting Date:  
October 18th – General Meeting – 
Lakeshore Lanes – 7pm 
 
Board Meeting Date:  
October 25th, Klemme’s Wagon 
Wheel at 6:30pm 
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LAKESHORE APARTMENT ASSOCIATION IMPORTANT DATES 

                         

 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

OCTOBER 18TH GUEST SPEAKER  

7PM DETECTIVE TAMERA REMINGTON 

 

Monthly Meetings start October 18th 

Mark your Third Thursdays for LAA! 

7pm at the Lakeshore Lanes Basement 

Invite a Real Estate Investor friend! 

NOVEMBER 15TH GUEST SPEAKER 

7PM LOBBYIST JOE MURRY 

 

DECEMBER 20TH SPECIAL EVENT 

7PM ROUND TABLE DISCUSSION – GET YOUR 

QUESTIONS ANSWERED! 
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SHEBOYGAN IN THE NEWS! 
The following is an excerpt from the Sheboygan Press… An AARP study names Sheboygan the Second 

most Livable! 

AARP names Sheboygan second most 

livable city of its size in the U.S. 

From Staff Reports, USA TODAY NETWORK-Wisconsin Published 2:26 p.m. CT Aug. 10, 2018 

According to a new study, Sheboygan is the 

second most livable city of its size in the United 

States. 

The AARP Livability Index ranks cities for livability 

based on housing, neighborhood, transportation, 

environment, health, engagement and opportunity. 

The index is divided into three main categories 

according to population, and Sheboygan is No. 2 on the national list for small communities with 

populations of 25,000 to 99,000. 

“We always knew Sheboygan was something special and we invite others to join us,” said 

Sheboygan County Economic Development Corporation Chairman of the Board Gary Dulmes. 

“Sheboygan County as a whole is made up of many communities that offer wonderful living 

conditions starting with our caring people.” 

The index lists transportation as one of the biggest areas of achievement thanks to local biking 

trails and walkable neighborhoods as well as an ADA-compliant transportation system. 

Sheboygan also got high marks for civic engagement for its voting record: 71.8 percent voted, 

compared with the national median of 55.6 percent. 

Opportunity is another area where Sheboygan scored well for equal opportunity: equal 

opportunity related to income equality; economic opportunity (jobs per worker); educational 

opportunity (high school graduation rate); and multi-generational communities (age diversity). 

ACUITY, in Sheboygan, has been named the second-best firm in the nation to work for, 

according to Fortune’s Top 100. In addition, there are more than 3,000 job openings within 

Sheboygan County. 

The livability index can be found at livabilityindex.aarp.org/search#Sheboygan+WI+USA. 
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CHECK OUT THIS ONLINE RESOURCE! 
Find information on average rents and incomes in most counties in the country, including Sheboygan 

County! 

Go to:  http://nlihc.org/oor/wisconsin  

 

If you scroll down the page a little bit, you can select Sheboygan County in “Select Jurisdiction”: 

 

http://nlihc.org/oor/wisconsin
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11 WAYS TO BOOST TENANT RETENTION FOR HIGHER ROI  
 

by Brian Davis | BiggerPockets.com 
 

 

 

 

 

Want higher ROI on your rental properties? Easy—slash your turnovers to the bare 
minimum. 

Turnovers mean vacancies, during which you’re not bringing in rents, yet still paying the 
mortgage. It’s not just the mortgage, either. You’ll probably need to repaint, you might need 
to replace the carpets, and you’ll need to clean the unit thoroughly. 

Then there’s the marketing—advertising the vacant unit, showing it, holding open houses, 
collecting and processing rental applications, running tenant screening reports on all 
applicants, plus calling employers and prior landlords. 

And if you pay a leasing agent or property manager, they may well charge you a month’s rent 
for their labor as well. 

The bottom line is that turnovers will devastate your bottom line. So how can you minimize 
your turnovers and keep your properties occupied at (nearly) all times? 

The trick is to retain your good renters for the long haul. You want them “snug as a bug in a 
rug” as my mother used to say. You want them so comfortable in your property that the idea 
of moving is a headache they would only consider under the most pressing need. 

Here are 11 ways to boost your tenant retention rate, to keep those rents flowing and the 
work at a minimum. 

11 Ways to Boost Tenant Retention for Higher ROI 

1. Know your market. 

You could have the best relationship in the world with your renters, but if your property is 
outdated or overpriced compared to the available property down the street, your renters will 
move. 

https://www.biggerpockets.com/renewsblog/author/briandavis-6/
https://www.biggerpockets.com/
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Keep your finger on the pulse of your neighborhood and market. Know what your 
competition is charging and why. Most importantly, know how their properties and 
amenities compare to yours. 

The trick is to step into the shoes of a renter living in this neighborhood. What appeals to 
them? What are their expectations? 

Every quarter, go walk through a vacant 
rental unit offered in the neighborhood. 
Put yourself in the shoes of a prospective 
renter, and channel your inner method 
actor. What amenities jump out as 
appealing? How modern is the feel inside 
the property? What’s your impression of 
what it’d be like to live there? 

If possible, attend open houses and talk to 
the prospective renters. Ask them their 
thoughts about the property. Ask them 
what they think about certain amenities. 

You can (and should!) also conduct exit 
interviews with all of your own outgoing 
tenants. Why are they moving? What 
would they have liked to see from you or 
the property manager? What might have 
induced them to stay? 

 

2. Learn your tenants’ dream 
improvements list. 

Don’t stop at interviewing outgoing 
tenants or prospects at neighboring 
properties. Your best resource for 
understanding what your renters want is, 
well, your own renters! 

When you conduct your semi-annual 
inspections with your renters (which 
you’re doing, right?), ask them, “What are 
your dream property updates if you could 
wave a magic wand?” 

Compile a list of in-demand property 
updates. Some might be outlandish, but 
others will be affordable updates that will 
raise the property’s desirability for years 
to come. 

Keep updating this list, and every once in a 
while, choose the update with the best 
return on investment. 

When you inform your renters, tell them 
you listened to them, and because you 
value them as renters, you’re going to 
make XYZ improvement. They’ll feel 
valued, and they’ll (of course) want to stick 
around and enjoy this new property 
update. 

3. Start a “friends to 
neighbors” program. 

Have a multifamily building or own 
multiple single-family properties in the 
same neighborhood? Here’s a win-win 
strategy for everyone involved. 

Everyone loves the idea of their friends or 
family members moving close by and 
becoming neighbors. And the close ties of 
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having your friends as neighbors is 
difficult to give up. 

Announce to your renters that if they refer 
a friend or family member, you’ll give their 
friend a $300 voucher to help cover their 
moving expenses. That’s important. 
though—your incentive has to go to the 
friend, not to your renter. People can tell 
when their friends are acting in self-
interest when referring something to 
them. 

Win #1: You fill your vacancies faster, as 
your renters become marketing agents on 
your behalf. 

Win #2: Your renters form deeper ties to 
your property because their close friends 
are now their close neighbors, too. They 
will be much, much less likely to move 
away. 

4. Screen applicants like 
your incomes depends on it 
(because it does). 

There’s a lot to be said about the finer 
points of tenant screening, which can fill 
entire articles and ebooks. But tenant 
screening is one of the most important 
activities that landlords and property 
managers undertake, and it has a direct 
impact on your turnovers. 

Bad tenants end up needing to be 
evicted—or at the very least, non-renewed. 
In other words, signing a lease with bad 
tenants is just setting yourself up for quick, 
expensive turnover. 

And it doesn’t stop at tenants who will fail 
to pay the rent or even those who pay but 

damage your property. Also, screen out 
“house hoppers”—renters who hop 
around frequently from one home to the 
next. If you want to minimize turnovers, 
lease to renters who are stable and have a 
history of living in one home for long 
stretches (three or more years, ideally 
longer). 

5. Keep quick-reference files 
on all renters. 

Do you remember all your renters’ 
children’s names? Do you remember all 
their hobbies or what’s going on at their 
jobs? 

Of course not. So keep a quick, short-‘n-
simple digital file on your computer for 
each set of renters. A few notes will cut it; 
just note whatever was going on in their 
lives the last time you spoke. 

You should be able to pull up these files in 
the time it takes to dial a renter. You can 
then spend 60 seconds warming up the 
conversation by demonstrating how much 
you remember about the renter and their 
family. 

“Hi, Mrs. Blake. How are you doing? I 
remember the last time we talked, Timmy 
was about to start a new school. How’s that 
going for him?” 

“Hi, Mr. Smith. How are you doing? The last 
time we talked you were training for a 
triathlon. How did it go?” 

Your renters will be surprised that you 
remember these little details about their 
lives. It sets the stage for a much friendlier 
conversation, and they’ll be left with the 
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impression that you think of them as 
human beings, not cash machines. 

 
 

6. Consistently raise rents—
and offer strategic relief. 

There are plenty of reasons to raise your 
rents every year, even if only marginally. 
Higher revenue, of course. And you don’t 
want rents to get too far below market 
levels and then jar your renters with one 
big rent hike. 

Then there’s setting expectations for your 
tenants: Rents go up every year. It’s a fact 
of life, like rainy days or inflation. Your 
tenants should come to simply expect 
incremental rent hikes every year, while 
also knowing that you won’t gouge them 
with a massive jump. 

In setting these expectations, you also set 
the stage for a better option. Every time a 
lease comes up for renewal, offer your 
renter three options for renewal: 

▪ Option A: Continue on a month-to-
month lease, with an incremental but 
real rent hike. 

▪ Option B: Renew for another year’s 
term, with a smaller rent hike. 

▪ Option C: Renew for a two-year 
term, and lock in that smaller rent 
hike for a second year. 

If they know that rents will increase for 
them next year, then it becomes a real 
incentive to lock in a good rent rate for the 
next two years. 

Set expectations! 

7. Call when sending 
important notices. 

Have a lease renewal coming up? Is the 
rent late and you’re filing for eviction? Call 
them! 

Yes, by law, you often have to send certain 
notices in writing. But that doesn’t mean 
you should leave it there. 

Speaking with your renters on the phone 
before they receive a cold, hard written 
notice will establish a dialogue, rather than 
an edict from above. You want to have a 
relationship with your renters, albeit a 
professional one. 

This gives you a chance to explain the lease 
renewal options and varying rent hikes. It 
also gives you a chance to learn exactly 
why a tenant missed their rent payment. It 
shouldn’t affect whether you file for 
eviction or not—you should always file 
eviction like clockwork; this is a 
business—but it does give you context. 

Your renters will appreciate the human 
connection of a conversation, rather than 
just receiving certified letters in the mail 
or a notice taped to their front door. 
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8. Call before entering the 
property. 

The same concept applies to entering the 
unit. Yes, you have to give written notice, 
but a phone call is an appreciated human 
gesture. 

Even if it’s an emergency and you aren’t 
legally required to give written notice, you 
should still call. 

It demonstrates a respect for the renters’ 
privacy. Sure, to you, the property is an 
asset. It’s your business and your property. 
But to the renter, it’s their home, where 
they cook dinner for their kids, relax after 
a long day of work, shower and sleep. It’s 
their refuge from the world. 

The phone call need only take 60 seconds, 
but it’s an important gesture, and your 
renters will appreciate it. 

9. Prioritize responsiveness. 

When there’s a repair problem in your 
property, it’s urgent. 

It’s urgent for you because the longer a 
problem festers, the more damage it 
creates. 

It’s urgent for your renters because any 
problem in their home is inherently 
urgent. 

When your renters report a problem, jump 
on it immediately. Keep a rolodex of 
contractors of every skill set and every 
price point, so you can call a repair pro as 
soon as you get off the phone with your 
renter. If there’s a delay for some reason, explain 

it clearly to your renter, and stay in 
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communication with them every few days 
even if there’s nothing to report. It sends 
the message that it’s a priority for you, and 
you’re on top of it. 

10. Send holiday cards to 
your (good) tenants. 

When December comes around, send 
holiday cards to any renters you want to 
keep. If you’ve screened your tenants well, 
that should be almost all of them. 

Holiday cards are more meaningful if 
they’re faith-specific, so if you know what 
holiday your renter celebrates, send a card 
for that specific holiday. 

Address the card to each family member 
by name, including each of the children. It’s 
more personal: “Bill, Amy, Peter & Sally 
Jones” rather than “The Joneses.” 

The cards and envelopes should be 
handwritten. They don’t have to be long—
a couple warmhearted sentences will 
suffice. If you don’t have the time yourself, 
have an employee or virtual assistant write 
and send them. 

If you want, you can include small (e.g. 
$25) gift cards to universal retailers like 
Best Buy or Amazon. It might even be tax-
deductible! But no pressure. 

Sensing a theme? The best property 
management combines human 
relationships with business best practices. 

 

 

 

11. Prune your money tree. 

Prune away the dead branches. Toss out 
the rotten apples. Use your plant metaphor 
of choice but get rid of your bad tenants. 

Bad tenants are expensive. From property 
damage to eviction filings to pushing your 
good renters to move away, you can’t 
afford to keep bad tenants. 

No matter how well you’ve done with any 
of the above tips, good renters won’t stick 
around if their neighbors are loud, deal 
drugs, or are just plain rude, disruptive 
jerks. 

Every month look at which renters’ leases 
are coming up for renewal soon. Send non-
renewal notices to any renters you have 
doubts about. If you have to ask yourself 
whether they’re worth keeping, you 
already have your answer: non-renew 
them and get better renters in there. 

Landlords constantly look for excuses and 
justifications to keep bad renters because 
they don’t want the hassle of a turnover. 
But do yourself a favor and get rid of bad 
tenants now, before they cause more 
damage to your property and cause more 
of your good renters to move away. 

The formula is extremely simple: Keep 
your good renters, get rid of your bad 
renters, and you’ll find your costs down 
and your management much lower-
maintenance. 
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ABOUT AUTHOR 

BRIAN DAVIS  

Brian is a landlord and long-time personal finance and real estate expert, who provides free 

rental resources such as a rental property calculator and free rental forms through 

SparkRental.com.  

Join Brian for a free live masterclass in October to plan your Real Estate FIRE Escape: What It 

Takes to Retire in 5 Years with Rentals. And bring your questions, it will be very interactive! 

 

 

https://www.biggerpockets.com/renewsblog/author/briandavis-6/
https://sparkrental.com/rental-property-roi-calculator/
https://sparkrental.com/masterclass-bp/
https://sparkrental.com/masterclass-bp/
https://www.biggerpockets.com/users/SparkRental
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THE 3 DUMBEST MISTAKES BUY & HOLD REAL ESTATE INVESTORS MAKE  
by Sterling White | BiggerPockets.com 

 

There is no doubt that even the professional long-term 

real estate investors are prone to the occasional slip up, 

so don’t feel down if you make some mistakes. After all, 

it is all a part of the learning process. However, do keep 

in mind that it is definitely an error if you consistently 

repeat these mistakes and fail to learn from them.  

It may just very well be that you haven’t actually made any 

mistakes so far (which you should), but nevertheless, in 

order to give you that extra heads up, here are a few of the stupidest slips you could possibly make as 

a buy and hold investor. 

 

Overpaying 
There is definitely a lot of emphasis whizzing around 

the world of real estate investing on always having to 

get the best deals if you are a flipper or a 

wholesaler—and fair enough. In order to be a 

successful flipper or wholesaler, you will definitely 

need to be able to get great deals to earn that quick 

profit. 

 

However, even if you are a long-term investor, this definitely does not mean that you should pay 

more than you should — after all, having a sky-high mortgage equates to a payment that is far too 

high, resulting in some serious danger surrounding your cash flow. Hence, as a buy and hold investor, 

definitely do take the time to learn the best ways to buy low and snag the top deals. By simply trying 

to imitate the clever tactics of a flipper or wholesaler, you might just find yourself creating some 

great immediate equity on your investment! 

 

Over-Appreciating Appreciation 
One of the biggest mistakes that investors make is purchasing rental properties with very minimal 

(or even negative) cash flow simply based on their unsubstantiated hopes that these properties will 

appreciate in value. This, however, is an extremely risky move, as the market can fluctuate rather 

quickly, and it is impossible to always accurately predict. So it is strongly encouraged that you never 

purchase a property with your only profit potential being appreciation. 

 

Pro Tip: In fact, sometimes the best thing to do is to purchase a property below market value or 

improve a property to add value. In addition to this, it is a good idea to purchase a property that 

https://www.biggerpockets.com/renewsblog/author/sterlingwhite/
https://www.biggerpockets.com/
https://www.biggerpockets.com/renewsblog/2014/01/07/flipping-houses/
https://www.biggerpockets.com/renewsblog/2015/01/31/ultimate-beginners-guide-real-estate-wholesaling-2/
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already has a positive cash flow, as this will allow you to bring in income as soon as you rent out the 

house. So, since you are investing for cash flow, don’t worry about home values; if the home value 

goes down, it doesn’t really matter because you are making money from the cash flow and not the 

selling of the property. Remember, real estate investing is a long-term play. 

 

Not Treating Landlording as a Business 
This might come as a surprise to many, but landlording is 

actually a business. In order to keep your assets performing, 

it is best to maintain property upkeep, tenant relations, and 

finances. So while the majority think that landlording is an 

easy-going game of handshake agreements, emotion-based 

choices and loose regulations, remember that if you want to 

make it in the long run, you have got to be assertive! 

 

ABOUT AUTHOR 

STERLING WHITE  

Sterling White is an investor and business owner on a mission to make the world a better place 

through principled and efficient real estate investment. 

Even before co-founding Holdfolio, Sterling and his partner Jacob Blackett had been involved 

with the purchasing and selling of over 100 SFRs. Today, Holdfolio is a prominent platform for 

investing in income producing multifamily apartments. The firm has been featured in national publications such as 

US News and was ranked as one of the best real estate crowdfunding sites in 2018 by Fit Small Business. 

The success of Holdfolio’s technology gave birth to SyndicationPro, a fast growing all in one software solution 

empowering investors to efficiently and easily raise capital online. 

 

 

  

https://www.biggerpockets.com/renewsblog/author/sterlingwhite/
https://www.holdfolio.com/
https://www.syndicationpro.co/
https://www.biggerpockets.com/users/SterlingW
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