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Property owners face a tricky
situation when they want to sell a
property but still maintain rental
income. No one likes losing income,
but keeping a tenant in the property
while the property is for sale
requires careful consideration.

Review the Sales Market
It is important to evaluate the Real
Estate sales market first. Ask yourself
these important questions.
e Is it a buyer’s or seller’s
market?

* Additionally, what are the
interest rates and the availability
of financing for potential
buyers?

e Are properties selling where
your property is located?

¢ Is this a good property for
investors?

* Will your property attract
buyers in this current market?

In a “hot” seller’'s market, there are
fewer properties and more buyers.
Therefore, in a fast-paced seller’s
market, it may be better to vacate
the tenant, put the property in the
best possible condition, and sell as
quickly as possible. If the sales
market is reasonable, the best
alternative may still be to vacate the
property and put all efforts into
selling the unit. However, with the

current market, keeping a tenant in
the property under the right
conditions may be a way to put the
property up for sale and maintain a
more solvent financial situation,
particularly if keeping the tenant in
a property that is more likely to
attract investors.

Analyze the Current Tenancy
Before deciding to sell with the
tenant in the property, it is very
important to check the rental
agreement. If it is a lease soon to
expire or it is a month-to-month
agreement, then you will be able to
give notice to the tenant when you
sell. If it is still a long-term lease,
then you may want to reconsider
selling or investigate if it you can
sell it to another investor.

It may be that the tenant is a
prospect for buying your rental
property. If so, have a professional
determine if this is realistic, if they
truly have the purchasing power,
and that they complete this
evaluation in a timely manner. If
they cannot buy the residence,
move on to determining whether it
is worth keeping the tenant in the

property.

Since you have determined what the
selling market is like, you have to
consider if the property will
realistically sell with the current
residents.
* How does the property
currently look with the tenant in

the property?

* Will they keep the property in
a marketable condition?

* Will they be cooperative with
showing the property and
working with the listing agent?

* Will they cooperate with
necessary maintenance and

inspections?
Evaluate Your Financial Outlook
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Our Staff Serving You

Bus: 208) 377-8889

Marc Banner, MPM® Ext. 105 = mbanner@cableone.net
Owner/President
Krista Allcott Ext. 110 | rmakrista@cableone.net
Asst. Property Manager
Pam Traenkner Ext. 102 | rmapam@cableone.net
Property Manager
Joshua Mitchell Ext. 104 | rmajoshua@cableone.net
Property Manager
Conee Spano, M.Ed. Ext. 111  rmaconee@cableone.net
Property Manager

Conee specializes in Eagle, Star, and Middleton

Whitney Perry Ext. 101 | rmainfo@cableone.net
Administrative Asst.

Leland M. Banner Ext. 108 | Ibanner@cableone.net
Property Manager
Maintenance Supervisor

Office Hours

Monday - Friday 9:00 am - 5:00 pm
Weekends After Hours
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OUR SERVICES

THINKING OF BUYING OR SELLING?
If you are thinking of buying or selling in our area, we
can assist you. Just call, and we will have an agent
contact you to help you with your Real Estate needs.
There is no obligation and no pressure. Check out
property values today!

REFERRALS ARE REWARDING
Do you know someone who is looking for
management services in our area? Refer them to us
and we will “reward” you. We value your business and
would like to show our appreciation to you.

LOOKING FOR MANAGEMENT ELSEWHERE?
You, or someone you know, may need a property
manager in other states. Because of our proud
affiliation with NARPM, The National Association of
Residential Property Managers, we have contacts
throughout the country and may be able to assist you.

KEEP YOUR INSURANCE UPDATED
Many things can happen - flood, fire, extreme cold,
severe storms, and more! It is important to check your
insurance yearly so you have the best coverage
possible for your property and that it is current.
Review it now with your insurance agent before a

Sit down and realistically pencil out if you can afford to sell or if it is better to wait until the sales market improves. If
the situation warrants selling, then you must figure out how many months you can sustain the property with or without
rent. Add in any possible “financial incentives’ that you may have to offer the tenants for their cooperation. Then tie
that in with the current sales market and the current tenancy. There are two simple questions to answer.

* Can you afford to sell in the current market with the property vacant?

* Can you afford to sell in the current market with the current tenant occupying the property?

Selling with the Tenant

If you have determined that you want to sell with an occupied property, it is very important to have a clear
understanding with all parties involved and in writing - the tenant, the owner, the property manager, and the sales
team. There are too many cases of “he said, she said” that have taken place while trying to sell tenant-occupied
properties and the seller ends up in litigation with the tenant. Consult your property manager and sales agent on the
right way to proceed and their roles during the listing period. It often helps to offer incentives to the tenant, but be

sure to give them “after” the tenant cooperates.

Contact us so that we can help you find the right solutions. Selling with an occupied property may be a worthwhile




