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WATERTON HAS A NEW LOOK 
where we are going; a premier owner and operator of
quality residential communities across the country. 

You will also notice a tagline after the logo that says,
“Professional, Responsive and Caring”. Our focus as
a company should be to make the words Waterton
Residential synonymous with quality, service and 
satisfaction. We are interested in creating brand
recognition with consumers and the change in name
and logo is one of the first steps. 

Waterton Associates is the parent company 
of Waterton Residential. Ultimately, Waterton
Associates will act purely as a financial partner in a
family of self-sustaining entities. Recently, we formed
Waterton Commercial. This entity controls our 
rapidly growing commercial portfolio, which includes
industrial properties, hotels and other non-multifam-
ily assets. Our new Waterton Tactical Real Estate
Fund I acquisitions will be part of the Waterton
Commercial portfolio. 

I encourage everyone to take a look at our new web-
site, www.watertonresidential.com. You will notice
several new and exciting changes at Waterton. First,
we are no longer Waterton Property Management.
The company is now called Waterton Residential.
You will also notice a new logo which appears in this
newsletter. The name and the logo are important
changes that reflect where we are going as a company.
We have been in business nearly 12 years, and it is
important for all companies to continually evolve as
they continue to grow. Waterton is currently going
through important evolutionary changes. The name
Waterton Residential suggests what we are and 

By David Schwartz 
Managing Member, 
Waterton Associates, L.L.C.

A VIEW FROM
THE TOP

WATERTON RESIDENTIAL
MISSION STATEMENT

• Waterton Residential is committed to deliver-
ing the highest caliber of living by consistently
providing exceptional service to our Residents.
We strive to continually explore new ways to
make the living experience at our communities
the best it can be.

• In order to compete in today’s market it is
essential to have the skills and knowledge to
perform a job well; therefore, educating, 
training and motivating our employees is one 
of our biggest investments. 

• Teamwork is a guiding focus of Waterton
Residential. We believe that supporting each
other is critical to the success of a property. Our
people are dedicated to the Waterton mission,
which is to continually exceed the expectations
of our valued Residents.

Professional, Responsive and Caring

Many people want to know what the growth plans are for
Waterton Residential and whether or not we expect to contin-
ue to sell or buy properties. The answer is we will sell and buy
properties as we have always done. My prediction is that we
will be a net buyer which means we will grow. Based on our
availability of capital in Waterton Residential Property Fund 9,
we have the ability to acquire approximately $750 million in
properties. At an average price of $80,000 per unit we can buy
about 9,000 units. My estimate on probable dispositions is
about 3,000 units; so net growth of 6,000 units puts us over
20,000 units under management. 

What does all this mean for our employees and residents? It
means better. It allows Waterton Residential to use its branding
ability to provide consistency in marketing, training and 
quality control. Also, you will see our new mission statement 
on the website.

Let’s strive to live up to our mission statement. I look 
forward to a very exciting future with all of you at the
Waterton family of companies. 

Here is the new home page of watertonresidential.com
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Balmoral Village
Peachtree City, Georgia

After two summers of baseball outings, the Chicagoland team kicked off 
the summer with an urban picnic at the University of Illinois athletic grounds. 

Over 220 Waterton staff and their families attended. Kids and adults enjoyed plenty 
of water games, sand volleyball, trivia contests, softball, hoola-hooping and burgers.

My past ramblings have hopefully been uplifting
and light hearted. Unfortunately, this article is
meant to bring a dose of reality to all of us. We
work in an industry that is disliked by the insur-
ance companies because of the risks associated
with the ownership and operation of apartment
communities. From slip and falls to fires and
hurricanes, our industry represents a significant
portion of the losses ultimately covered by 
insurance. That is why it is incumbent upon
each of us to do all that we can to keep our 
properties safe and secure for all our residents, 
vendors and employees. 

Regardless of your role in our organization, when
you are at a Waterton property, you should keep
your eyes open and identify to the manager or
maintenance supervisor any hazards that exist.

Waterton is also taking other actions to 
control our losses. Our insurance brokers,
Lockton Companies and Schwartz Benefit
Services, are performing site inspections to help
educate our staff on loss control from a casualty
and workers compensation standpoint. We are
also updating our loss control manuals and will
be discussing loss control at the maintenance
supervisor meeting in Dallas.

We live in a society that is litigious by
nature. We need to do everything in our
power to avoid giving people a reason to
pursue claims against Waterton. If you seek
greater understanding about loss control,
feel free to reach out to me.

WATERTON CELEBRATES SUMMER IN THE CITY 

“

”

…when you are at a

Waterton property, 

you should keep

your eyes open and

identify any hazards

Controlling Losses
AND STAYING PROFITABLE IN A LITIGIOUS SOCIETY



The Lakes at the
Fountain Square
Kristine Retlick
Kevin McKanna

The Laurels of 
Willow Hill 
Alllyson Smith 
Luis Alvarado 
Raymond Hawkins 

The Resort At
Pembroke Pines
Kerrie Griffin 
Maria Inwood 
Anayansi Wells 
Rogelio Carrodeguas 
Karenne Fontanez 

The Retreat at 
Wells Branch 
Robin Hooks 
Jose Guerra 
Richard Wood 

Water's Edge 
Vicky Perez 
Kirk Lambert 

Waterton Corporate
Ruth Bauer 
Philip Lukowski 
Kimberly Smith
Brad McNabb
Shevonne Meeks
Daniel Phelps
Richard Silverstein
Raven Smith
Field Stern
Robert Tipton

W E LCOM E N EW 2006 E M PLOYE E S

Waterton conducts a resident telesurvey program 
every spring, and we would like to congratulate 
our superior award winners: 

In July, our hardworking accounting and systems
teams, who rarely break away from their desks,
enjoyed a much deserved lunch cruise aboard the
Odyssey on Lake Michigan. 

SATISFACTION GUARANTEED

Camino Real  4 .5
Hidden Creek 4.36
Waters Edge 4.31

Beachwood Townhomes 4.22

STRATEGIES FOR RAISING RENTS TO
CONCESSION-SAVVY RESIDENTS

I recently attended Jackie Ramstedt’s seminar with
our Western Managers and Regionals. Her topic
was the same as this article. For the first time in
many years, our industry has the ability to increase
rents. There are many creative long-term strategies
to increase rent and retain residents. 

The first step is to offer specific reasons. Secondly,
we need to recognize that today’s 20-plus adults are
just as educated as their parents. This group grew

up with discounts, specials and concessions. They
think it is ridiculous to pay full price for anything,
and they are now entering the rental market. The
big question is how do we implement strategies that
appeal to value-consciousness while increasing
rental rates. 

Many managers and leasing agents use the term
rental value with prospects and current residents.
They use it in brochures, ads and on the internet.
There are many strategies to increase rents 
while using the value approach. The on-site 

staff would focus on the unique floor plans, 
business center, club house fitness center, pools and
garden-like grounds. 

Another strategy is to increase the notice period on
renewals from 30 to 60 or 90 day periods. This will
give the staff time to work with residents on the
benefits of renewing. The 90 day notice also gives
the team more time to market the notices. One of
my favorite strategies in justifying rent increases is
the personal letter to the resident. This letter should
have a capital program update as well increased
expenses. 

Today, more than any other time, all expense cate-
gories have seen a huge increase. When you prepare
your letter, start with insurance and real estate taxes
and go through many of your main expense 
categories. The good news in almost all of our 
markets is that concessions have been greatly
reduced or are gone. Rent increases in most of our
communities have been very significant for the first
half of the year.

Director of Operations
Waterton Residential

From the desk of 

Frank Romano

If you have seen a lot of FISH around the office and wonder what all the hype is, just ask the Managers! Sylvia Harris,
our Marketing and Training Director, introduced the FISH! philosophy at all of our Regional Managers Meetings. During
her session they learned about four simple principles that can have a powerful effect on their quality of life at work.
FISH! It will be coming your way soon!

PLAYPLAY

CHOOSE�YOURATTITUDE

CHOOSE�YOURATTITUDE

MAKE THEIR DAY!MAKE THEIR DAY!
BE THEREBE THERE

CONGRATULATIONS TO THE WINNERS OF THE WATERTON

RESIDENTIAL LEASING PROFESSIONAL AWARD

Waterton presents this quarterly award to the leasing professional 

who scores highest on their shopping report. This report evaluates 

phone, greeting, demonstration and closing techniques. 

Each winner received $200 and an honorary plaque. 

First Quarter 2006 Winner — Jessica Gessel 

Presidio at South Mountain 

Phoenix, Arizona

Originally from Virginia Beach, VA, Jessica says the key 
to her success is “I really enjoy what I do and I love inter-
acting with people and helping them find their new apart-
ment homes. I believe in my community and the 
people I work with.” 

Second Quarter 2006 Winner — Kendra Jalbert 

The Retreat at Wells Branch

Austin, Texas

According to Manager, Toshua Williams, “Kendra is one 
of The Retreat at Wells Branch’s most valued employees, 
with an incredible closing ratio and a diligent, enthusiastic
approach to her work. She willingly does what it takes 
to accomplish her job effectively. She is well liked and 
appreciated by co-workers, residents and the rest of the
Waterton team. We feel honored to have her on board.” 

Aston Woods 
Andrea Simmington 
Russell Hughes 
Eddie Quebral 

Balmoral Village 
Amy Lowe 
Jessica Rooks 
Mavis Troupe 
Leroy Bowman Jr. 
Louis Joseph III 
James Lanier 

Beachwood
Townhomes
Lynn Splane 
Kelly Warner 
Renee Zarkin 

Camino Real 
Pedro De La Cruz
Ilma Rosado 
Ron Zabornie 
Rony Figueroa 
Morena Montecinos 

Cortland Village 
Lee Ann Brewer-Golder 
Desiree Harry 
Peggy Kinzer 
Lisa Lehwalder 
Christopher Duncan
Paul Hays 

Crystal Cove 
Holli Simmons 
Jesse Lamb 

Deer Chase 
Onel Echevarria 
Juan Montero 

Hidden Creek 
Philana Diaz 
Logan Synatzske  

Jasmine at 
Orlando East 
Matthew Pearce 
Michael Santana 
Scott Struck 

Kendall Creek 
Joel Jones 
Ronald Lemons 

Monterey Lake
William Berger
Edward Ruch 

Owings Manor 
Michelle Harper 
John Krauss 
Michael Reese 
Diondrae Riley
Olga Hall 
Tyrone G. Holston 
Mark Kenton Jr.

Pheasant Ridge 
Carlos Heredia 
Walter Velasquez
Castaneda 

Pinnacle Ridge
Brittany Benson 
Angela Ann Butler 
Kevin Garofalo 
Nicole Lee 
Gina Lippa 
Benjamin Avent 
John Hinson 
Carlos Sanchez 
William Roberson
Nenita Laurio 

Preserve at 
Cress Creek 
David Mores 
Daniell Nino 
Brittney Tanzer 
Teodoro Garcia Jr. 

Presidio at 
South Mountain 
Matthew Browder 
Kristi Hrabchak 
Cherise Nelson 

Reserve at Clearwater
Kathryn Bonnette 
Carol Joy 
Deborah Landry 
Ramon Hernandez 
Kevin Scanlan 

Resort at 
Lake Fredrica 
Scarlette Brito
Jennifer Weaver 
Kimberly Sorensen 
Jimmy Rodriguez

River Heights
Danny James 

River North 
Jason Arnold 
Dolores Cancel 
Angelique Del Campo 
Lynn Hudson 
Dwayne Blackwell 
Marco Lima 
Keith Marshall 
Stanley Mikowski 
Jose Nava 
John Phillips Jr 
Eliseo Reynoso 
William Rodriguez Jr 
Artie Su 
Bennie Walker 
Craig Williams 

Riverwood 
Derrico Clark

Summerwinds
Nancy Ekanem

Sunset Winds 
Erin Yeager

Tantra Lakes
Vanessa Bowie 
Tracy Travis 
Manuel Anaya 
Micaela Anaya 
Michael Harper 
Michael Perkins 

Something Fishy going on at 

the Summer Managers Meetings

“
”

…we need to recognize that

today’s 20-plus adults are just 

as educated as their parents.
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