
There are a lot of choices out 
there. Here are six tips from 
Marketing Consultant Sheryl 

Erenberg, who specializes in rental 
communities:

1 How attractive is the exterior of the 
building?

 We call this “curb appeal” in the industry. 
Are the grounds kept? Are the hedges 
trimmed? Is the grass cut and are the 
flower beds planted? Is the building sign 
visible and up to date?  If the property 
looks neglected, the chances are good that 
tenants will be too!
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2     Finding the person who does rentals

 It shouldn’t be an obstacle course or an episode of CSI to get from 
the parking lot to the person who rents apartments.  We call this 
“The Golden Path” to the product.  The “path” should be clean, well-
lit and have plenty of signs along the way. Ideally, a sign above the 
enterphone panel should tell you who to call.

3First impressions are important

  Are you made to feel welcome when you arrive? How hard is the 
person representing the building trying to assist you? Encourage you 
to rent? If they are distracted or unpleasant would you want to live 
there?  Trust your instincts.

4Watch and listen to how the staff interact with one another

 Do they appear to be working as a team? Listen to the radio chatter 
if you have the chance. Is the conversation between employees 
pleasant? Professional? A lot can be learned about the landlord by 
who they choose to represent them and how they train/motivate 
their employees. 

5Yes, you can predict the future!

 If, while they are with you, the staff come in contact with an existing 
tenant, listen carefully to their tone of voice, their willingness to 
assist that customer and watch their body language. Do they know 
tenants by name when they meet them in the building?

 How effectively do they handle complaints? This could be you next 
month or next year!

6The lobby test

 After your visit, sit in the lobby and do an informal survey by asking 
passing/waiting tenants how long they’ve lived at the property and 
whether they would recommend it.  A good sample for your survey 
is five to seven people.


