
Where will your community be in 20 years?  Here’s what to know 
 
There has been a surge in multifamily permits, with a 23.6% increase in July 2014 from the 
month before. That means within 18 to 24 months, there will be more supply. Will demand 
keep up? And if there is an oversupply of units in some regions, will your apartment 
business be able to compete? 
 

 

If you are in the business for the long haul, you have a full plate of menu options for maintaining and 
developing your property and market share. 
  
There are a number of strategic decisions you have to make to reduce your capital risk and ensure 
income flows. You need to ask yourself and your board some serious questions about longevity. Do 
you plan to be around in 10 or 20 years, and do you intend to have the same governance and 
operational structure? If so, you might not be thinking outside the box, and that could set your 
business up for some unwelcome surprises, including market stagnation, demographic pigeon-holing 
and liquidity pinches. Alternatively, you might be readying your business for needed innovations that 
keep your or put you on top of the market. 
  
The Houston Chronicle listed a handful of marketing strategies that help multiunit residential building 
owners evolve as technology and appetites change. These include use of the Internet, application of 
marketing psychology, distinguishing your property with a “wow factor,” and networking to develop 
client referrals and other business relationships. Each has its potential and each has its risk 
component, so aggressive marketing must be coupled with cyber risk management and avoidance of 
professional and communications liability claims. In other words, what you publish about your complex 
has to reflect reality and has to protect the privacy of current tenants. The last thing you want is to 
jeopardize your current business to develop future market share! 
  
One of the best ways to ensure your residential business’ longevity is to become an integral part of 
your community. That requires intense effort and tireless consistency, but the payoff can be 
enormous. Keep in mind, though, that opening up to the greater neighborhood through community 
use of your facilities, sponsorship of local schools or teams, or providing thought-leadership to local 
media outlets also opens you to liability claims. Know your insurance coverage and operate within its 
bounds so you have financial backing should an event go awry. This includes your social media and 
blog coverage, which typically would fall under your general liability policy—but make sure your 
specific practices are understood by your insurance adviser and insurer to be part of your operations. 
Remember, few surprises are good surprises. 
  
Depending on the age of your building, your renovation or expansion plans, and your equity, you 
might need to consider a capital injection from private investors or lenders, especially if you are going 
to pursue innovative changes. The private financing market can do wonders for capital availability, but 
it typically comes with a comprehensive set of stipulations on operations and management designed to 
drive investment returns. It is critical that the style and needs of the capital provider be aligned with 
your style and plans to avoid messy and sometimes expensive legal battles. Keep in mind that many 
equity investors want operators who retain substantial financial strength of their own and a local 
commitment to the property—no absentee landlord schemes. If you decide to pursue an investor-
linked capital arrangement rather than a bank loan, talk to your insurance advisor about appropriate 
coverage for these deals. They are expensive to pursue, and if they fall apart, there can be substantial 
losses, as well as legal fees. 
  
One of the main things lenders and investors will look at is your risk and credit history, so maintain a 
stellar record if you want the best partners and advantageous funding arrangements. Your excellence 
at operational management, maintenance of your property, personnel and business relationships, and 
financial governance will be determining factors in your multifamily residential business’s longevity. 
Exercise best practices in all aspects, and your options for strategic progress will remain wide open. 
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