MEB CLIENT UPDATE
February 27, 2008
With the challenges we’re facing in the market, we thought it would be a good idea to send our client update with more frequency.  Here’s the latest on what we’re seeing in the market (and how we are facing the challenges):

Arizona Outlook:

The three major factors currently affecting the market are:

1) Oversupply of single family homes now being offered at reduced rental rates.  Homes are being rented in Tucson and Phoenix at rates that compete with apartments.

2) Loss of jobs in the construction and mortgage industry have caused a significant portion of renters to move.

3) Reduced immigration and Arizona’s new employer sanction law are reducing demand for apartments by undocumented workers.

Most owner/managers are projecting income to be flat for 2008.  We feel that marketing and resident retention efforts are the keys to dealing with this market.  All sub-markets are very price sensitive and change on a daily basis.
Phoenix Area:

Most of you are by now aware that the Phoenix market is tougher than anyone predicted even a year ago.  We estimate that most of the B or C product in larger buildings is physically occupied at around 85%.  We realize that some of the reporting services are showing higher than that, but in communicating with our competitors we really think that occupancy is overstated by most of the services.  Concessions are prevalent.  The A product is faring better as long as there isn’t competition with new or reversion product in the submarket. 

There is a wider variance by submarket than usual with areas affected more by new or reversion product or by immigration changes being most hard hit.

Tucson Area:

Tucson continues to fare better than Phoenix.  We’re confident that physical occupancy in larger multi-family product is around 88% in Tucson.  Like Phoenix, traffic is down significantly from last year.  
Flagstaff:
Flagstaff has suffered a bit from the economic downturn, but is still healthy.  Our properties there are performing very well and are occupied in the high 90s.

Sierra Vista:

This market is affected more by troop deployments than anything else.  Our property there is performing well and is in the mid-90s.
Texas:  Texas is really coming back.  Our properties there are doing well and are occupied in the mid-90s.

Colorado:  The weather is chilly in Durango, but the market is doing fine.

WHAT WE’RE DOING TO MEET THE CHALLENGE
1) First, we want to make sure we’re doing the Basics such as focusing on:

Curb appeal

Sharp market-readies

Leasing techniques 

Resident retention

Completing work orders efficiently and timely

Close monitoring of submarkets, continual updating of market surveys
We have increased the frequency of our property shops, audits, and inspections by DMs.  Mark Schilling has implemented a program where our DMs are doing regular weekend inspections to make sure we are maintaining standards on the weekends.  

2) We have increased both administrative assistance and executive level assistance for our District Managers in Phoenix and Tucson.  
3) We continue to be very pleased with the success of our Leasing Connection (call center) that allows us to:


Maximize our clients advertising dollars by not missing leasing calls


Monitor the effectiveness of our advertising providers (See Call Center 

    snapshot included with this e-mail)


Identify pricing problems very early (we know that if the property gets visits 
    scheduled by the call center, but doesn’t rent, something is amiss)

4) Increase the number of leads to our properties through the corporate marketing effort of our new Marketing Director.  Please check out Rhonda’s update attached.  
5) We’re implementing a marketing effort called the MEB Connections Campaign to make sure we’re taking advantage of our various connections to rent as many apartments as we can.  The Campaign emphasizes the importance of our residents feeling a “sense of community” on all our properties (a recent survey by JD Powers proved that renters will pay more if they feel a sense of community at their property).  Our effort at MEB will be for our residents to “Love Where They Live”.   We will be conducting a special training for this program at our upcoming Manager Retreat.  We hope you will all support having your managers attend this two day session (to cut costs this year, we’re having the Retreat in Bisbee).  

Our new website is almost ready to roll-out.  If will offer great new tools for leasing apartments and will be focused on future and current residents.

We’ve recently purchased three “MEB Love Bugs” (VW beetles) that  will be used to help promote the Connections Campaign and will be available for property events (check out the photo attached).  For example, we have scheduled their appearance at an upcoming housing fair and for the Ostrich Parade in Chandler (sounds crazy, but it’s a big deal in Chandler).  We think this unique marketing effort will bring additional marketing calls to the call center and help us rent apartments.
6) We’ve rolled out the new scanners out on several properties and are very pleased with the time this is saving our managers (no trips to the bank).  If you use Chase Bank, your property will be getting a free scanner from Chase soon if it’s not there already.

We’ll continue to do everything we can to maximize your bottom line during these market challenges.  If you have ideas, we’re always open to suggestions.  Some of our best marketing ideas come from our clients.  

Also, please check out the market information link on our website.  There are some interesting articles in the news clips section on the immigration situation and how it’s affecting apartments:

http://www.mebmgmt.com/market_information.htm
Thanks for your continued confidence in MEB.  We appreciate the opportunity to work with you.

Melanie, Jodi & Libby

