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One Goal. One Focus.
Suite Collections Canada Inc. is devoted entirely to the collections of residential debt. Our primary 
goal is to focus on delinquent debt resulting from a residential tenancy.

cases out of court.  With extensive legal and collections expertise, our team of professionals provides  
reliable, ‘peace-of-mind’ service.

act on your behalf, please contact;

Surana Baptiste, Manager, Legal & Collections

Cell: 647.208.1536
Surana.Baptiste@suitecollections.com
www.suitecollections.com

We Know The Law.

Negotiated Debt Settlement



Whether it’s a seal, shaft or tiny spring, it’s working to keep 
your residents’ everyday laundry dependably clean.

Daily dependability depends on, well, everything. That’s why every single component 
of our MHN30 high-effi ciency front-load washer is engineered to deliver the lasting 
quality that’s made Maytag a household name. Your residents get a machine that 
stays up and running. And with programmable options to increase revenue, plus 
signifi cant energy savings built right in, you’ll fi nd plenty in the picture to be happy 
about, too. Visit mclaundry.com for digital brochures, or for more information, visit our 
website at maytagcommerciallaundry.com or call 800-662-3587.
® /™ ©2014 Maytag. All rights reserved.

Rates as low 
as 3.99%*

* 3.99% fi xed fi nancing rate. Terms 
up to 60 months. Subject to credit 
approval and individual’s credit profi le. 
Contact your distributor for details.
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Editor’s Note

On November 12, 2014, the entire world tuned in, awestruck, as the 
ESA’s Rosetta mission made history, landing the Philae probe on a 
comet after ten years of diligent preparation. Astrophysicists hope 
that the mission will unlock knowledge about the origins of the 
solar system and help explain our existence on Earth. Interested 
citizens can actually see real-time images of the comet’s dramatic 
terrain up close by following the ESA’s Twitter feed.

It’s truly amazing what human beings can accomplish when 
they collectively put their minds to it. The apartment industry isn’t 
exactly akin to space exploration, but technology and its vast array 
of tools have certainly played a role in getting it to where it is today. 

In this issue of Canadian Apartment Magazine, we focus on 
the changing nature of business as a result of new technology. 
From the rapid speed of communications to improvements in 
construction and security, technology is moving fast and jumping 
onboard the fast train is the only way to go.  

Akelius is a company that has wholeheartedly embraced the 
future. In three years’ time, the Swedish company has effectively 
entered the Canadian market and made itself a force to be 
reckoned with. Find out what’s at the heart of the Akelius success 
beginning on page 20.

Tenant portals, native advertising, credit payment options, 
and cleaner greener solutions are all part of the changing face of 
property management. As Jessica Green puts it in her article on 
page 36, “Making a small investment now can pay dividends in the 
long run.”

Enjoy the issue!

Sincerely,
Erin Ruddy
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Quoteworthy

– page 16

“As a business leader, to succeed, it’s important to think of change 
management as an ongoing, not occasional, activity”

-Scott Steinberg, Best-selling author
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Shelly Lee, Klaus Pelzer,  
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One mobile platform for end-to-end  
property marketing, online leasing, and  
resident services featuring social media  

and reputation management tools

RENTCafé TM

Attract prospects with online leasing and property marketing sites, retain residents with online payments and 

maintenance requests, and serve both via the built-in social media and reputation management toolkit. Fully 

integrated with Yardi Voyager® for real-time information access and mobility for prospects, residents, and leasing 

consultants. To learn more, call 888.569.2734 or visit Yardi.com/RENTCafe.

RENTCafé TM

Discover Your Marketing Genius
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MORE ATTRACTIVE FOR RESIDENTS. MORE RELIABLE FOR YOU.

Upgrading your laundry equipment with all new Huebsch® washers and dryers transforms your apartment building’s community 

laundry room from a simple convenience into an a� ractive amenity. Residents will enjoy user-friendly Quantum Controls, which 

off er many convenient cycles and payment options. They’ll love innovative features like WashAlert with Service Alert that allows 

them to access cycle status and machine availability online and receive email or text notifi cations when their wash or dry is 

complete. And while they’re enjoying the convenience of a Huebsch laundry room, you can bank on minimal operating 

costs, reduced downtime through features like automatic service notifi cation, and the support network of knowledgeable 

Laundry Service Providers. Create an amenity for residents and reduce utility costs — visit route.huebsch.com/SaveMoney.
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This month’s Online Exclusives at

All the Buzz
How current mega-trends and 
technology will drive change in 
the offi ce over the next few years.

Expert Advice
Derek Lobo, chief 
executive offi cer 
and broker of Record 
at Rock Advisors Inc., highlights 
the growing trend towards 
family-friendly apartments in 
downtown cores.

GTA apartment 
market upbeat in 
fi rst half
Marcus & Millichap released its 
bi-annual Market Report 
highlighting steady job growth 
and strong apartment demand 
in 2014. With the arrival of 60,000 
new residents this year, the GTA is 
expected to add 51,000 jobs to the 
economy—growth that will keep 
vacancy rates below two per cent 
and potential residents in line for 
more purpose-built apartments.

FEATURE

The strategy 
behind Kitchener’s 
revitalization
About 15 years ago, the streets of 
downtown Kitchener, Ont. were 
full of abandoned factories and 
empty parking lots. Then a group 
of forward-thinking planners set 
out to revitalize the city, using a 
unique economic redevelopment 
strategy unlike any other.

FEATURE

Edmonton’s ‘world-
class’ sustainable 
agenda
Once the fi rst licensed airfi eld 
in Canada, workers at the 
Blatchford development site 
in Edmonton, Alberta are now 
prepping the ground for what 
is hoped to be the province’s 
most sustainable community.

FEATURE

CONNECT WITH US ON:

From the Green Bin
Inventive ways to 
cultivate green tenants 
and encourage 
sustainable building 
practices.

Housing Market: 
CMHC
Canada’s housing authority 
cautions about risk of 
overbuilding in Montreal and 
Toronto
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NORTHERN AIR
ENVIRONMENTAL TECHNOLOGIES INC.
Northern Air congratulates             Canada Ltd. 
on its outstanding growth and success!

In business under the same ownership since 1968, our 
continued success and growth is based on the commitment 
to always look after your best interest, at all times.

We provide Engineering, Installation, Service and 
Maintenance for the following Mechanical Systems:

• Maintenance Service Agreements for Heating & 
Air Conditioning

• Heating (all types of equipment)

• Air Conditioning and Ventilation Systems

• Exhaust systems and Make up Air Systems

• Boilers: Steam, Hot water and Process

• Cooling Towers & Condensers - Installation & Service

• Chiller installation and service

We back all our quality services with:

• 24 hour, 7 days a week emergency service

• Qualifi ed team of Licensed Technicians backed by 
our highly competent support staff.

• Personal and direct contact with technically 
knowledgeable staff

• Computerized record system, to access detailed 
information and statistics of your equipment

• Energy Management/Building Automation 
Controls

• In-house engineering abilities

• Energy Conservation strategy identifi cation 
and opportunity analysis

• Continuous Training of staff focused on 
Health, Safety and the Environment

For more information on how we might support your HVAC/R needs please contact:

Dennis Boyce
Business Development/Customer Care Manager

Offi ce: 905.458.9988 | Cell: 416.891.9400

www.northernair.ca

Proud member of

NorthernAir_CAM_December_2014.indd   1 14-11-26   1:48 PM



Peter joined First National in 1988 and during his 26-year tenure, he has 
originated more than $4 billion in mortgages. Specializing in CMHC insured 
multi-family and conventional mortgage financing, Peter ensures that even the 
most complex deals become simple for his clients. They come to him as the 
financing expert, knowing that he can remove the complexity so they can focus 
solely on their investments. 

Lender as Partner 
Peter Cook highlights why relationship trumps risk

What can you tell us about the deal? 

PC: When you look at the simple facts of the deal, it would 
have been considered high risk by most lenders because of 
the building’s 50 percent vacancy rate. But based on our deep 
relationship with this client and our “obstacles as opportunities” 
perspective, we knew we could help the client secure the funds 
and make it a quick, straightforward deal.

What was the client trying to achieve?

PC: The client has a long and successful history of managing 
rougher types of properties and challenging tenants. The 
company was looking to build its portfolio in a specific geography, 
so it bought a building that was 50 per cent vacant, with the goal 
of renovating it and improving its value.

How did you approach this deal?

PC: I was excited by it of course. We’re much more than a lender 
for this client. We’re a partner in the business. We rarely talk about 
deals, but more about opportunities to grow and extend influence. 
As a result of the trust, faith and belief inherent in the relationship, 
we didn’t see the risk, we saw the opportunity to blaze a new trail 
and do whatever was required to get the deal done right.

What was the solution?

PC: First National provided a loan that was 85 percent of the 
acquisition price and the financing necessary to enable the 
renovation. Once the renovation was complete and the building 
was full, we secured a CMHC loan. The entire deal was done in 
six to eight months.

What was your formula for success?

PC: First, we never questioned the viability of the deal. We knew 
that we had the specialists who are resourceful enough to use 
our broad product portfolio, in-house expertise and investor 
network to develop an inventive solution. Second, the client has a 
reputable legacy in real estate. We’ve relied on the combination of 
our ingenuity and nimbleness and the client’s clout to do similar 

Brian Kimmel
Peter Cook
Darryl Bellwood

Commercial Financing

$3.2 B
commercial 

2013
loans in

Do you know why? Because we focus on more than 

just the deal.

 

We invest time up front to ask the right questions, visit your 

property and know your portfolio and growth plans. We apply 

ingenuity when developing fi nancing solutions with you, relying on our 

broad product lineup, expertise, network and spirit to take smart risks. 

Most importantly, we execute. Quickly. Simply. Responsively. Every time.

Recent Financings:

$24.6 million
216 units, multi-res 
Toronto, ON

acquisition with ability to 
convert to CMHC insured loan

CMHC insured loan for 
equity take out

$20.3 million
297 units, multi-res
Toronto, ON

$82.0 million
1214 units, multi-res 
Toronto, ON

CMHC insured loan to 

$5.0 million
51 units, multi-res
Toronto, ON

Conventional CMBS loan for 
equity take out

$34.9 million
169 units, multi-res 
Barrie, ON

CMHC Insured with a 
conventional 2nd to maximze 
funds

CMHC insured loan with 
maximum LTV and premium 
energy rebate 

$6.3 million
88 units, multi-res
Surrey, BC

Ontario Mortgage Brokerage License No. 10514

VANCOUVER 
604.681.5300 
800.567.8711

CALGARY 
403.509.0900  
888.923.9194

TORONTO
416.593.1100 
800.465.0039

MONTREAL
514.499.8900 
888.499.1733

HALIFAX  
902.452.0776
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Peter Cook, 
Assistant VP, 
Commercial 
Financing

Ontario Mortgage Brokerage License No. 10514

To learn more about how you can partner with Peter on your 

commercial real estate opportunities, please contact him directly at 

Peter.Cook@firstnational.ca, call at 416.593.2913 or connect  

on LinkedIn. 

firstnational.ca

types of deals in the past, with great success. So the question 
was never a matter of if, but how.

How does this deal reflect First National’s 
approach to real estate lending?

PC: We pride ourselves on getting deals done right, which means 
quickly, simply and seamlessly. When you have a relationship, 
knowledge of your client’s business, a high level of communication 
and understanding of how to collaborate, it accelerates the 
process. What other lenders may see as obstacles, we see as 
opportunities to help our clients grow their businesses.

FirstNational_CAM_December_2014.indd   All Pages 14-11-27   9:36 AM
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The apartment sector contributed $226 million with 
a total of 37 multi-residential properties in excess 
of $1 million trading during the quarter. On a dollar 
volume basis, this represented an decrease of 25 
percent compared to the second quarter, and a 
decline of 41 percent compared to the same period 
a year ago. On a year-to-date basis, the apartment 
sector declined overall by approximately 47 percent 
in terms of dollar volume.

The largest deal of the quarter was Starlight’s 
acquisition of the Bonaventure Apartments in 
Toronto for $45 million. It was part of a larger 
portfolio that closed in the second quarter. The 
chart below displays the top five transactions of 
the quarter in terms of total price.

Transactions

By Richard Vilner 

RealNet Canada Inc. announced results for the GTA commercial real estate investment market for the third quarter 
of 2014. A total of 480 transactions over $1 million were recorded, totalling $3.1 billion for the Greater Toronto Area. 
Overall activity was up 19 percent and 23 percent respectively when compared to the previous quarter and the 
same period a year ago. The third quarter also exceeded the ten year quarterly dollar volume average by 12 percent.

Third Quarter 2014 
GTA Multi Residential  
Market Summary

12  www.canadianapartmentmagazine.ca

Transaction Date Transaction Name Municipality Price Size (Units) Price/Unit
17-July-14 Bonaventure Apartments Toronto $45,000,000 200 $225,000
09-Sep-14 3455 Glen Erin Drive Mississauga $32,000,000 163 $196,319
11-Sep-14 580 The East Mall Etobicoke $18,300,000 122 $150,000
12-Sep-14 2100 Camilla Road Mississauga $14,360,000 103 $139,417
15-Jul-14 2663 Lakeshore West Etobicoke $14,000,000 112 $125,000

The above chart summarizes, on a quarterly basis, the total dollar volume and the 
total number of apartment transactions greater than $1 million in the GTA region. 
Q3-2014 declined to $226 million, with a total of 37 transactions above $1 million.

Q3-2014 Quarterly Breakdown

Apartments Top Transactions Q3-2014 



New & Notable Transaction:  1A Birchlea Avenue 
Located south of Lake Shore Boulevard West and west 
of Kipling Avenue, 1A Birchlea Avenue is improved 
with a two-storey apartment building containing a 
total of 20 units.  

The building was purchased for a total consideration 
of $1,880,000, representing a price per unit of $94,000. 
The asking price for this property was $1,995,000.
Date of Sale: October 3, 2014
Sale Price: $1,880,000
Capitalization Rate: 4.8%
Total # of Units: 20
Price per Unit: $94,000
Brokers: RE/MAX Professionals & Homelife Superstars 

Our discussions with industry professionals familiar 
with this transaction indicated that the property was 
on the market for approximately four months. The 
asking price for the property was $1,995,000.

The Vendor had acquired the property in June, 2005 
for a total consideration of $1,225,000, representing a 
price per unit of $61,250. 

For the month of October, there were a total of 
sixteen apartment transactions that sold for over 
$1,000,000 in the Greater Toronto Area. The total 
dollar volume for these transactions amounted to 
$131,511,500. The average price per unit was $156,539, 
and the average capitalization rate was 5.13%. 

This article was written by Richard Vilner, Research Manager at RealNet Canada Inc. Contact Richard at: rvilner@realnet.ca. RealNet 
Canada Inc. is the leading real estate information services company in Canada, powering the decisions of firms involved in approximately 
75% of the market activity. www.realnet.ca

This chart summarizes third quarter apartment transactions greater than 
$1 million in the GTA region geographically and by dollar volume (the larger 
the transaction in dollar volume, the larger the size of the circumference).

Q3-2014 Transactions Bubble Chart

November 2014  13

Yields continued to compress across the commercial real estate 
market throughout the Greater Toronto Area, and the apartment 
sector reached a record low average yield of 5.10 percent year-to-
date. This represents a decline of four basis points from its record 
low in 2013. In addition, the average price per unit valuation 
year-to-date averaged $190,810/unit, which compares to the 2013 
average of $168,030 for the GTA region.



Window Glazing in Relation to Resident 
Discomfort: a Case Study 

Since window glazing is known to contribute to 
this problem, the question is: could it also be used 
as a solution? 

A research study recently carried out in 
an occupied building in Ottawa, owned by 
Centretown Citizens Ottawa Corporation, sought 
to determine the answer. Funding for the study 
was provided by Canada Mortgage and Housing 
Corporation (CMHC) and by Natural Resources 
Canada (NRCan). 

Three identical units; three different glazes
The study took three southeast-facing one-
bedroom apartments and outfitted them with 
equipment to monitor indoor air temperature 
and relative humidity, as well as solar radiation 
at the exterior of the building. Of the three units, 

one ‘Control’ apartment was left with the existing, 
uncoated glazing; a second unit was refitted with 
high solar gain (HSG) low-e glazing; and a third unit 
was refitted with low solar gain (LSG) low-e glazing. 

For one year, from September 2010 through 
September 2011, monthly visits were made to 
download data, review apartment space heating 
and cooling operation, and survey the residents 
of the test units on their perceptions of thermal 
comfort. At the end of the monitoring period, data 
and observations in the HSG and LSG apartments 
were compared to the Control apartment to 
determine what effects, if any, HSG and LSG low-e 
glazing had on resident thermal comfort.

Conclusions and Implications 
Decreased solar radiation received through 

Managing Solar Heat Gain 

In older multi-unit residential buildings, residents often report discomfort arising from solar 
heat gain through windows. Apartment buildings typically lack features to control solar 
gain, such as exterior shades and shutters, and space heating systems often don’t have the 
flexibility to adapt. For relief, residents may open exterior windows and doors, wasting both 
solar heat gain and space heating energy. 

CMHC

14  www.canadianapartmentmagazine.ca

By Paula Gasparro



HSG and LSG low-e glazing corresponds to 
increased usage of space heating (higher 
thermostat settings and for longer time) 
indicating that solar radiation can contribute 
to heating of the space. However, higher 
levels of solar radiation can cause discomfort, 
such as experienced in the Control and HSG 
apartments in the fall and spring. 

Factors contributing to reduction of solar 
heat gain include transmission, reflection and 
absorption characteristics of glass, HSG and 
LSG low-e coatings applied to glazing and 
duration of sun exposure modified by building 
shape and orientation. 

In apartments with sunny exposures, in 
order to improve resident thermal comfort in 
the spring and fall, the use of LSG low-e glazing 
can be beneficial. However, it is advisable to 
consider including heat-loss reducing features 
such as triple glazing, argon gas fill and warm-
edge spacers in sealed, insulating glass units 
to offset increased space heating usage. In this 
study, such features would have improved the 
thermal performance of the glazing and thus 
might have addressed discomfort experienced 
by the resident of the HSG apartment. 

In buildings where entire windows and 
doors are to be replaced, thermally-efficient 
frame materials and fewer intermediate frame 
members would further help reduce heat loss. 
When designing new buildings, the extent of 
glazing could be reduced which would also 
help reduce solar gain in the fall and spring and 
thus, solar radiation related thermal discomfort. 
Solar radiation received in the apartments is 
lowest in the summer, generally less than half 
of winter values. 

Nevertheless, residents reported discomfort 
in the summer, especially in the Control and 
LSG apartments. Direct solar radiation likely 
contributes to discomfort, but in the context 
of MURBs, little benefit appears to have been 
provided by LSG low-e glazing to improve 
summer thermal comfort. Other measures may 
be more effective such as dynamic glass in the 
outboard pane to further reduce SHGC and/or 
outdoor shading devices. The efficacy of such 
approaches have been studied and reported 
by others, although usually in the context of 
houses, instead of MURBs.

Nevertheless, residents reported discomfort 
in the summer, especially in the Control and 
LSG apartments. Direct solar radiation likely 
contributes to discomfort, but in the context 
of MURBs, little benefit appears to have been 
provided by LSG low-e glazing to improve 

summer thermal comfort. Other measures 
may be more effective such as dynamic 
glass in the outboard pane to further 
reduce SHGC and/or outdoor shading 
devices. The efficacy of such approaches 
have been studied and reported by others, 
although usually in the context of houses, 
instead of MURBs.
The complete study can be found at: 
cmhc.ca/mult-unit.

CMHC

To take advantage of CMHC’s Mortgage Loan 
Insurance or to learn more about CMHC 
resources, contact Paula Gasparro, Manager, 
Business Development, Multi-Unit Mortgage 
Insurance at 416-250-2731, via e-mail at 
pgasparr@cmhc.ca  or log on to www. cmhc.
ca/mult-unit. 

Untitled-1   1 14-07-17   9:38 AM

November 2014  15



16  www.canadianapartmentmagazine.ca

Feature

How to Stay Ahead  
of the High-tech Curve 

By Scott Steinberg

Among the most frequently-cited topics in the business 
world today is strategic innovation. Business leaders often 
wonder how to deal with change management since the 
world is constantly in flux and everything is changing 
at a brisk pace—including markets, best practices and 
customer expectations. 

Creating a More Flexible, Agile, and Responsive Enterprise

For more on strategic 
innovation, visit



The challenge: It often seems that as 
soon as we wrap our heads around one 
new idea as an enterprise, it changes shape, 
or something completely new comes down 
the creek and we’re left reeling. So how 
can we as modern professionals possibly 
stay ahead of the curve in a world, and 
commercial marketplace, that moves this 
quickly? The answers may be simpler than 
you think.

Ironically, most any business—whether 
a property management company or a 
software developer—can see where trends 
are headed long before they come down 
the pike, as new technologies, tools and 
events impact the marketplace. Rather 
than simply spotting and reacting to what 
comes next, the trick is to prepare yourself 
to surf the tidal waves of change coming 
your way. 

Start by implementing processes, 
platforms and people-centric solutions that 
allow you to stay abreast of rising trends 
and topics, then proactively develop, 
implement and test new methodologies, 
products and services to address these 
emerging areas of concern. From there, 
observe the responses prompted by these 
solutions and react, iterating accordingly as 
you go. That makes it a bit easier to adapt. 
Ultimately, it pays to be proactive: It’s wiser 
to stock a fire extinguisher on-hand before 
the roof catches flame than find yourself 
having to sprint for one while the house is 
burning down around you.

Don’t fear change; embrace it
While such observations may sound 
trite, the challenge is that successfully 
addressing and adapting to strategic 
innovation requires implementing a culture 
of participation—not necessarily the type 
of culture built into most Industrial Age 
organizations. But it’s key to remember 
that executives, managers and front line 
employees alike seldom have trouble 
spotting emerging innovations. More often, 
troubles surround their ability to successfully 
communicate these opportunities and 
challenges to upper management, and 
obtain the organizational buy-in needed 
to quickly and concisely respond to these 
potential hazards. As a business leader, 
to succeed, it’s important to think of 

Feature
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the sale of your 
apartment property?
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change management as an ongoing, 
not occasional, activity that should be 
ingrained in any enterprise from day one. 
Organization-wide, you need to open 
yourself up to the possibility of change 
instead of steeling yourself against it, and 
both flatten lines of communication and 
optimize leadership, decision-making 
and action-based hierarchy to allow for 

flexible and powerful responses to rising 
areas of concern.

Many leaders harbor an inherent fear of 
or resistance to change, partially because 
we’re afraid that the move we make 
might not be the right one. However, if 
we want to succeed, it’s vital to note that 
freezing up is not an option—if the path 
is constantly shifting in front of us, doing 
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so is tantamount to hitting cruise control while steering headlong 
off the road. Strategic innovation requires that you constantly 
be trying, failing and learning from mistakes—market-leading 
products, services and organizations are seldom born fully 
matured. All develop over time, as further experience, information 
and insight is gained, allowing them to make better and more 
informed choices.

The key here: Decision-makers need to make decisions, even 
if they don’t have perfect information. Even the most successful 
organizations and managers in the world are never 100 percent 
sure how outcomes will play out; and sometimes, they’re even 
aware that first attempts may well be disastrous. As Prussian 
military theorist Carl von Clausewitz famously stated, “No good 
plan survives first contact with the enemy.” In other words, the 
second that you hit the battlefield, every variable can change. 
So to succeed, you need to be prepared to meet those potential 
changes, and respond in kind. 

To this extent, you need to experiment, prototype, gain hands-on 
learning and—whether speaking from an organizational or personal 
level—constantly be striving to acquire the experience, skills, contacts, 
insights and connections that will help diversify and strengthen your 
outlook as a result of each successive attempt. So long as you’re doing 
so strategically and in measured, cost-effective fashion with an eye 
towards eventual success, short-term failure can actually pave the way 
to success. In the same way that early prototype versions of high-tech 
products lead to polished end products, so too can nascent leadership 
strategies and approaches eventually grow into powerful ways of 
addressing developing topics and trends.

From a broad level, it pays to encourage employees to speak 
up and contribute, open channels of communication, and create 
incubators within any given organization. Make sure that leaders 
at all levels can communicate with one another and share ideas. 
Keep up with emerging trends, and once you have a better 
idea of what’s coming down the pike, you can prototype with 
new strategies, new products, and new processes designed to 
piggyback on or steer safely clear of them. And ultimately, keep 
your organization’s end goals in mind – you can lose individual 
battles, but still win the war. Don’t be afraid of failures, as long 
as they’re measured, strategic, and cost-effective – after all, said 
failures are the best way to learn. 

Certainly, when managing change, it pays to have back-
up plans. But you’ve also got to keep experimenting with new 
approaches, and leave yourself enough headroom to maneuver 
as new feedback and information is gained. You don’t need an 
industry prophet, fortune teller or high-powered management 
consultant to realize the secret… Constant motion and flexibility 
are how you stay ahead of the curve.

Award-winning professional speaker Scott Steinberg is a 
bestselling expert on leadership and innovation, and the 
author of Make Change Work for You: 10 Ways to Future-
Proof Yourself, Fearlessly Innovate, and Succeed Despite 
Uncertainty. Among today’s leading providers of keynote 
speeches, workshops and seminars for Fortune 500 firms, his 
website is www.AKeynoteSpeaker.com. 
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Energy Managers: Leading the Way for Energy
Many businesses believe that an effective sustainability 
strategy is a necessity—and managing electricity 
consumption is a key component of that strategy. Reducing 
their energy consumption is considered very important to 
68% of surveyed businesses in Ontario.

 
and sustainability goals include increased productivity with 
lower operating costs, enhanced brand value, proactive risk  
mitigation against future energy costs, as well as increased 
employee satisfaction, improved working conditions and 
competitive differentiation.

Only 17% of the companies surveyed indicate they have a 
fully implemented energy plan. For many companies, the 

and operations is that they simply do not have the time or 
technical expertise to establish the business case. Many 
businesses that have successfully implemented energy 
conservation and sustainability strategies have hired  
in-house Energy Managers to lead the way. 

What is an Energy Manager?
Energy Managers help companies take control of energy  
use through monitoring performance, leading awareness 
programs and identifying cost-effective options to save 
energy. By leading inspections, surveys, and analyses of 

Managers also play a key role in building a culture of 
conservation within an organization to promote energy 

initiatives

great expense. The saveONenergy program, funded by the 
Ontario Power Authority and delivered by local electric 
utilities, funds up to 80% of the annual salary—up to a 

Subject to additional terms and conditions found at 
saveonenergy.ca. Subject to change without notice.  
OM

contact your local electric utility

saveonenergy@powerauthority.on.ca

saveonenergy.ca/business

@saveonenergyOnt

youtube.com/ontpowerauthority

maximum of $100,000 per year—for a full-time Embedded 
Energy Manager. Smaller organizations interested in energy 

Energy Manager—a position that is fully funded.

How the Energy Manager program has 
helped Canadian businesses

Currently, there are over 70 Embedded Energy Managers and 
Roving Energy Managers funded by the saveONenergy program. 
They have assisted Ontario businesses in saving more than  
18.5 MW of electricity, or roughly $16 million in energy  
costs per year. 

Contact your local electric utility to discuss opportunities 
for an energy manager in your business. 

         68% of businesses in Ontario 
consider reducing their energy 
usage to be very important.

Bleed

Trim

Live

Subject to additional terms and conditions found at saveonenergy.ca. Subject to change without notice.
OM

 ygrene tuc ot noisiced reH  
 DEL htiw %07 yb stsoc  

 .aedi taerg a saw gnithgil 
And a great start.
LED lighting, you’ll want to look into making other areas of 

your facility like HVAC, building automation and pump 

thousands of organizations across Ontario who are already 

enjoying the energy savings that our programs deliver.

Take a look at their stories and our incentives at  
saveonenergy.ca/canadian-apartment
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From tired to modern, 
Akelius transforms  
relic rental units into 
stunning new suites 

Cover Story
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By Erin Ruddy 

Akelius may be a relative newcomer to the Canadian property management industry, but it sure 
has gained fast-paced recognition. In just three years the Swedish company has launched itself 
firmly into the Toronto market-place, making an impression as a leader in innovation. 

RAISING  
THE BAR 
RAISING 
THE BAR 
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With 29 buildings spread throughout the 
Toronto area and the recent addition of 
one in Montreal, the goal-oriented team is 
decisively buying up old multi-residential 
properties and overhauling them from 
the ground up. “Our buildings are all of 
a similar vintage and badly in need of 
improvement,” explains Jordan Milewicz, 
president of Akelius Canada. “Typically 
after we buy a building, we renovate 
the units as they become vacant. All our 
units are being updated to accommodate 
the needs of today’s modern, energy-
conscious renter. From plumbing and 
electrical to tiles and fixtures, virtually 
everything is replaced. Our intention is 
to standardize all our buildings within the 
first three years of purchase.” 

And by ‘standardize’ he means 
upgrading old fixtures and features with 
high-end replacements any homeowner 
would covet—soft-close drawers, quartz 
countertops, engineered hardwood floors, 
walk-in closets and in-suite laundry . The new 
suites are equipped to please existing and 
prospective tenants with a stylish, modern 
living space—and it’s not just interior 
finishes that are undergoing a makeover. “We 
pride ourselves on leveraging technology to 
allow us to continue to grow at the current 
rate,” says Kimiya Khosravani, project leader, 
apartment renovations.  “We are doing 
everything we can to increase operating 
efficiency.” This means everything from 
reducing the building envelope air leakage, 
improving boiler efficiency, installing 
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We are doing everything we can to 
increase operating efficiency.”  

- Kimiya Khosravani“

Cover Story



All newly renovated 
bathrooms feature modern 
fixtures, low flow toilets 
and high-end finishes.

(Left) 81 and 83 Isabella Street
(Right) 150 Fermanagh Avenue

energy efficient lighting and improving 
communication systems. 

“We now have one centralized intercom 
system that’s more user-friendly,” explains 
Tanya Fine, regional manager leasing and 
property manager. “The new system will 
allow any updates to be done quickly, so 
when a tenant moves in or out, that person’s 
information is reflected right away. It’s a 
better and a more secure system.”   

The company has also switched to a new 
software, which has taken paperwork out of 
the equation. On many levels, this investment 
has helped to optimize administrative 
tasks, while streamlining the processes that 
traditionally take up a lot of time. “From an 
accounting point of view,” says Shelly Lee, vice 

president of finance, “our tenants are now able 
to pay their rents electronically rather than by 
cheque. That’s something we are really proud 
of and really promoting. It’s a real benefit and 
more people are adopting it.”  

Putting emphasis on technology and 
modernizing systems is not a movement 
isolated to Akelius’s Toronto office.  “Akelius 
is very interested in investing in technology 
across the board, adding new, advanced 
features that better the buildings,” says 
Lee. “We have invested a lot of money in 
new technology.  It’s a priority. Everyone 
has access to an iPad and information is put 
online quickly. In Sweden, if they want to 
be able to extract information from our 
system, now they can easily do that.”

Akelius is very 
interested in investing 
in technology across 
the board, adding new, 
advanced features that 
better the buildings.” 

- Shelly Lee

“

Cover Story
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Origins of Akelius
Akelius is Sweden’s largest multi-residential landlord, formed 
in Stockholm in 1994. Today the company owns and manages 
45,000 apartments globally—all multi-residential, privately 
held and organized through the Akelius Foundation.  Focusing 
on low-risk markets and strong growing economies is 
something they’ve been doing since 2006, when the company 
first expanded into Germany, then on to the UK and France.

Akelius arrived in Canada in 2011. In three short years, the staff has 
rapidly grown to 55 fulltime employees and 30 outside contractors. 
Head office is a sleek and stylish work space tucked in the basement 
of Akelius’ flagship building on Niagara Street in the vibrant Queen 
West neighbourhood. It’s from this central location that the day-to-day 
challenges are addressed and future initiatives are hatched. Currently, 
one of the big new undertakings (other than the ongoing renovations) 
is the rollout of the new tenant portals.  



Congratulations 
Akelius on your 

continued success

1.877.755.5302 
info@coinamatic.com 
www.coinamatic.com

Tenant portals are the latest in property management must-haves—
online information hubs that provide an effective, harmonized method of 
communicating with residents, while being a safe and secure place to login to 
accounts. “Giving residents access to real-time information is a big step forward 
for us,” says Fine.  “These portals contain updates about what’s happening in 
each building, and they also allow residents to keep track of their rent payments. 
Some of the older property management companies are still quite antiquated 
where if a tenant wants a copy of a statement he or she would have to go into 
the office and request it.” 

Fine adds that the convenience and speed of tenant portals will help take some 
of the sting out of annoying maintenance repairs.  “Instead of coming home to 
an unexpected notice posted on the door, residents will now get updates sent 
to their mobile phones.”  

Photo 1 
Klaus Pelzer, Regional Manager Montreal
Shelly Lee, VP of Finance
Ben Scott, Acquisitions Manager

Photo 2
Rob Jager, Head of Construction Canada
Jordan Milewicz, President
Kimiya Khosravani, Project Leader Apartment Renovations
Tanya Fine, Regional Manager Leasing and Property Manager
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Better buildings, better living
Building upgrades aside, Akelius is heavily focused on improving 
service standards, going to great lengths to align its property 
management style to match its new apartment suite standards. 
“The first point of contact for our tenants, whenever someone 
has a concern, is the property management team. They really 
are the face of the company,” says Fine.  “So for me, when I’m 

looking to hire people to incorporate into my team, there are 
a few different things I look at. Do they have the right skill set 
to do the job? How well will they interact with the tenants?  
Will they be empathetic to any situation that arises? Those are 
important considerations.” 

Fine also points out that technology has helped streamline 
the service side of business; another benefit of going digital. 
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“Our work order modules now allow us to track any problem or concern that arises—
not just leaky faucets and repair requests, but concerns about rent payment or about 
the lease. We are able to track what tenants are contacting us about most frequently. 
We can identify where deficiencies are so we can affect change faster.” 

If faster and better are signs of success, Akelius is well on track to becoming a 
dominate force in the industry. And one with sophisticated tastes to boot. 

Akelius Fast Facts 
• Canada is a subsidiary of Akelius 

Residential Property AB and has 
operated in Canada since 2011

• The portfolio includes 2,350 
apartment units nationally

• Properties are managed by 55 
employees working from offices 
in Toronto and Montreal
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From the exterior, 2400 Bathurst Street is not unlike the other buildings that line the stretch of road running north 
of Eglinton and south of Lawrence. All are mid-rise residential complexes born of the 50s and 60s—nicely kept 
with red and brown bricks catering to a wide range of occupants. At the moment, the only distinguishing mark that 
separates it from the others is the bold new Akelius sign standing proudly by the building’s front entrance. 

Purchased in May, 2014, the property had recently been rezoned to allow for a new condominium development. But when the 
owner chose not proceed with the project 2400 Bathurst was promptly sold to Akelius to remain a rental property.

“So far we’ve replaced the plumbing and electrical, the elevator, and installed a ventilation system,” explains 
Ben Scott, Akelius acquisitions manager.  “The few tenants we had were moved into hotels so we could complete 
the work required in their units with minimal disruption. All of the corridors and the lobby are currently being 
renovated, and the old laundry room is being converted into a gym.  The balconies and the roof will be replaced 
next year.”

When complete this December, the upgraded five-storey building will offer 31 fully renovated suites fetching 
rents ranging from $1,600 for a one bedroom, to 3450 for a three bedroom. 

The Revitalization of 2400 Bathurst 

Sigma Fire & Security congratulates 
               Akelius on their continued success

220 Royal Crest Court, Unit #14
Markham, ON, L3R 9Y2
Tel: 905-305-8096
Fax: 905-305-8424

We are proud to serve                     through:
Fire and life safety inspections
Fire alarm system installation & service
Access control systems
Door entry systems
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Portfolio

By Derek Lobo

What are the Real Wants and Needs 
of this Influential Generation?

Understanding Millennials

In order to attract today’s tech-savvy tenants, apartment buildings must be 
updated to reflect the current standards of the world we live in. So what 
are the passions and preferences, especially of the young group known as 
Millennials? Here are some key insights all property managers should know:



Portfolio

• Millennials are primarily 19 to 36 years of 
age, born of “Baby Boomer” parents

• Mobile technology is their platform of 
choice

• Millennials want to be in control and able 
to solve their own problems without 
employing outside sources for help

• They want exceptional online experiences, 
seamlessly integrating technology into 
their lifestyles, at work and at home

• They have an estimated purchasing power 
of nearly $2 trillion in U.S. dollars

• At 75 million, this generation represents a 
huge and rapidly-growing demographic in 
the U.S.

• The average household income is $60,000

A recent article from the Washington 
Post notes that developers, architects and 
designers have to seriously rethink the way 
they create living spaces for these 19- to 
36-year-olds. Because their priorities break 
with tradition, millennials can be quite content 
in apartments and condos, which have been 
shrinking in size over the last several years. 
In their modest surroundings, young people 
want to ensure that their physical space—
which could be no more than a few hundred 
square feet—complements their digital 
preferences. 

Online culture rules for millennials. In 
their apartments or condo units, interactive 
technologies drive their work and leisure 
interests. They’ll use smart phones, websites 
and mobile apps to manage their personal 
environment. They can already rig their 
phones to control lighting, open window 
blinds or unlock doors.

And, as early adapters of technology, they’ll 
shop for the latest devices to protect their 
properties—from detecting intruders to 
getting alerts on hazards, such as fire, smoke 
and water leaks—right on their phones. No 
matter where they are, whether it’s in their 
own city or elsewhere in the world, they’ll 
receive special alerts about impending 
dangers to their possessions. 

Smart thermostats from Honeywell and 
Google’s Nest can control or automate 
temperatures from anywhere, using a 
smart phone. In the kitchen, millennials can 
already tweet and access Google from smart 
refrigerators and even control slow cookers, 
which can be monitored from a remote 
location. In future, this young generation may 
even require e-car charging stations at their 
buildings or close to where they live.

Favouring “green choices” 
For those young apartment renters or 
condo owners who want the best of the 
urban lifestyle, local amenities play a big 
role. Obviously, the millennials want to be 
close to shops, theatres, restaurants, cafes, 
yoga studios and other places where they 
can collaborate. It’s even better, if these 
attractions are within walking distance or a 
short ride by public transit.  

It might be too early to say if that 19- 
to 36-year-old demographic is more 
environmentally-conscious than Generation X 
or baby boomers. But in their own apartments 
and condos, they will favour green choices 

in the products they buy and in the way 
they live. It’s telling that of the 75 percent of 
American adults who reported buying green 
products or services, 27 percent—the largest 
chunk—were the millennials.

In an online article in the Marketing Pilgrim, 
writer Cynthia Boris notes that millennials 
are one of the most highly-educated 
demographic groups in understanding the 
importance of ecological and environmental 
conditions. In their living spaces, they will 
certainly favour LED lighting and a range of 
smart devices—from controlling temperature 
to closing window blinds—that they can 
control in the home or from a remote location.

Bottom line for developers and property 
managers: If you offer a “green” living style in 
architectural design, fixtures, lighting, built-
in smart devices or leisure amenities, the 
millennial generation is ready and willing to 
buy in.

It’s been said the millennials are driven by 
their passion for the digital life, by sharing and 
collaborating with others, by self-discovery 
and by achieving happiness on their own 
terms. The real challenge here is how the 
industry—developers, building owners, 
and property managers—can respond 
successfully to these lofty ideals.

Linnea Chamberlain, Vice President of 
The Chamberlain Companies – Managers, 
Architects, Constructors was recently 
interviewed during “The ROCK Report” 
Podcast by Jim Dimanis, COO of ROCK 
Advisors and had this to say about the 
millennial generation: “The passion of the 
millennial generation is happiness, sharing, 
flexibility and self-discovery. I think those 
apartments that take design through from all 
points and perspectives and understand the 
insight and language that these millennials 
speak will have great buildings.”

Listen and subscribe to the “The ROCK 
Report” on iTunes: https://itunes.apple.com/
ca/podcast/the-rock-report
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owners and corporations of residential 
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1. Landlords should inform residents that 
keeping the heat set to a minimum of 10 
degrees Celsius will help provide enough 
heat to keep the water inside the pipes 
from freezing. This will minimize the 
chances of flooding, and help keep their 
possessions from being damaged.

2. All downspouts should be drained 10 feet 
away from the building.

3. All outside faucets should be shut off and 
have their water hoses removed. Once the 
inside valve is off, it is a good idea to open 
the valve outside to let any water run out.

4. Sump pumps should be tested to ensure 
they are working properly in case of a 
pipe burst.

5. Gutters should be cleaned to prevent 
icicles and dams.

6. A licensed contractor should service 
heating, hot water, and hydronic in-
floor heating systems. The contractor 
will clean the system and make sure it 
is running efficiently.

7. Lawn irrigation systems should be drained.
8. If a landlord has emptied the water heater 

prior to the freezing, they should refill it 
before turning the power back on.

9. If a landlord suspects that pipes will be 
freezing, they should let the water run for 
one minute to remove potential freezing 
water, and replenish pipes with new water.

10. Landlords should note that pipes are 
often located in cabinets. When the 
temperatures drop, it is a good idea to 
keep these cabinet doors open so that the 
heat from the rest of the apartment can 
keep the pipes warm.

Lastly, landlords should ensure that they 
have the corresponding insurance coverage 
for the building, and also advise tenants to 
have the proper insurance coverage for 
their contents.

10 Tips to Prevent  
Frozen and Burst Pipes

Weather watching is a pastime many Canadians engage in, particularly in the cold, unpredictable 
winter months when a sudden deep freeze could cause drastic damage to a property. A dreaded (and 
common) occurrence is frozen and burst pipes.

Landlords and Property Managers can Take 
Effective Steps to Prevent Property Damage 

While it is the responsibility of the landlord 
to provide tenants with working plumbing 
on premises that are properly insulated, it is 
the tenant’s obligation to use and maintain 
that dwelling in a reasonable and responsible 
manner, and this means taking all necessary 
precautions to avoid clogging the pipes, or 
when possible, allowing them to freeze.

Obviously, weather can be very tricky to 
predict, and tenants—especially those who 
pay their own utilities—might be skeptical 
about keeping the heat turned up or letting 
the faucet drip when they are heading out 
of town. But, as the landlord, it pays greatly 
to circulate a few winter rules so that, with 
the help of residents, a preventable frozen or 
burst pipe won’t happen.

No matter what size the building, keeping 
tenants informed of severe weather and 
reminding them to be prepared in case of 
an extreme cold alert is a good place for 
landlords to start.

Kevin Wong, technical director of the 
Canadian Institute of Plumbing & Heating (CIPH) 
shares a few more tips, especially for the smaller 
landlord, to help prevent the kinds of winter 
catastrophes that can result from the cold:

By Erin Ruddy
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By Jessica Green

Only a few years ago, it seemed like tablets were being used exclusively for personal entertainment 
purposes, like playing games, watching movies or surfing around on the internet. Today, these devices 
are so commonplace that even the world of property management is making increasing use of them. 

Putting Tablets (and Other Gadgets) to Work in the Workplace 

Managing in the Digital World

Management



Putting Tablets (and Other Gadgets) to Work in the Workplace 

According to Marketing Tech Blog, a popular website that highlights 
the latest news, best practices, products and services for online 
marketing, tablet sales increased by 68 percent in 2012 alone. By 
adding a few new gadgets to your operations, making the move to get 
your record-keeping onto your electronic devices, and upping your 
social media game,  you’ll be taking essential steps toward making 
your building more relevant. 

Instant access
Research firm Gartner projects that almost 321 million tablets 
will be shipped in 2015 compared to 261.7 million traditional 
PCs. By the end of this year, more than 208 million tablets will 
be in the hands of consumers worldwide. If these statistics make 
one thing very clear, it’s that the tablet revolution is here. So why 
not incorporate them into your property management arsenal? 

Imagine this: a prospective resident comes to your property 
on a whim with the hopes of viewing an apartment for rent. 
Unless you have an empty suite, accommodating these last-
minute requests is rarely possible. By having a tablet on hand, 
you can show photographs, 3D layouts and balcony views with 
the click of a button. “Using a tablet in this manner helps the 
client to imagine themselves in the apartment, even if they can’t 
physically see it,” says Sarah Stewart, Director of Marketing & 
Leasing for Greenwin Inc. “It’s the perfect way to accommodate 
‘pop-in’ visits without having to disappoint people by turning 
them away.”

Coding your building
If you’re looking to take your property in a more efficient, 
environmentally conscious direction, the addition of QR codes is one 
way to go. Though not that new, these “Quick Response” bar codes 
can be used to identify all serviceable items in your building, such 
as water heaters, washing machines, boilers and more. Rather than 
having to sift through piles of paperwork to discover when the item 
was last maintained, QR codes allow property managers to scan the 
code with their phone and pull up detailed records of service. If a 
maintenance appointment is required, one click of a button will set up 
the day and time with the service provider. 

“Tagging items in this way means you can keep track of big jobs 
with ease, all while paying close attention to your carbon footprint,” 
says Chaim Rivlin, President and CEO of RentSeeker Inc., an online 
apartment marketing firm that can custom-create codes for property 
managers. “Even more importantly, in an emergency like a water 
heater breakdown, you don’t have to fumble with paperwork in your 
office to find out more information about who the service provider is 
and when the last routine maintenance was completed.”

Beyond content
Of course, we don’t have to tell you how important it is that you are 
on Twitter and Facebook—two of the world’s most popular social 
media platforms. Creating content is one thing, but many property 
managers don’t realize that they have other tools at their disposal to 
reach a larger audience than ever before. Online advertisements, and 
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particularly native advertising, are paving the 
way for companies to expand their fan bases. 

Native advertising places your ad in the 
same format as other “regular” posts on 
Twitter and Facebook, encouraging users 
to read them as thought they were regular 
content. Think of it as undercover marketing. 
According to Dedicated Media, these paid 
placements really do work, with 53 per cent 
of people engaging with native ads over the 
traditional online banner ad. Additionally, 
according to INC in 2013, 70 per cent of people 
indicated that seeing a product through their 
content feed on Facebook or Twitter made 
them want to learn more about it. 

A clean break 
Oftentimes, the smallest and easiest of 
upgrades can make the biggest difference. 
Case in point: the installation of coin-free 
washing machines and dryers that allow 
residents to use a laundry card that can be 
loaded either online or by credit card is one of 
the most requested upgrades. 

“Property managers were telling us that 
renters wanted more options when it came 
to doing their laundry. So we introduced 
Sparkle,” says Ray Helwig, COO of Sparkle 
Solutions Corp., a Toronto-based company 
that specializes in providing on-premise 
laundry services to property owners and 
managers. “In an era of credit cards and 
smartphones, it’s not uncommon for people 
to leave home without cash. In a building 
with Sparkle, if a resident needs to do a load 
of laundry, rather than heading to the bank, 
they can load their card however they want. 
Managers receive so much positive feedback 
on this one simple service that it’s become 
one of the first things leasing agents point out 
to prospective residents.”

Keeping up with technology, no matter 
how small the changes you introduce, will 
give you an edge in the competitive rental 
marketplace. Take your time and really find 
out what would make the most sense for 
you and your residents, both current and 
prospective alike. Making a small investment 
now can pay dividends in the long run. 

Jessica Green is the founder of Cursive, a 
Toronto-based communications consulting 
firm that specializes in brand messaging 
with an emphasis on digital media strategy. 
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By Andy Schwartze

Technology. The word itself conjures hope and intrigue as much as it does amusement and fear—
particularly in those who qualify as the ‘older generation.’ There is a constant emphasis on change in 
this world, and along with it, the implied warning that failure to adapt will result in a loss of business 
from which no return is possible.

In Business, Technology will Never Replace 
the Need for Face-to-face Interaction

Insurance

Much that 
has Changed 
Remains the 
Same 

I love to remind, especially young people, that 
technology may have changed part of our 
lives, but certainly not all of it. Much that has 
changed remains the same. 

Hardly anyone uses cold, hard cash 
anymore—debit and credit are far more 
convenient. Yet the receipt we get is still 
exactly the same; it just rolls out of a smaller 
“cash register” that fits in the palm of our 
hands, while the store employee continues 
to have an actual register, containing cash, 
readily available. 

Automobiles are cheap in comparison to 
the ones sold 50 years ago. The mid 50s entry 
level automobile could be purchased for about 
$1,600—no sales tax, of course. An analog 
speedometer was the sole piece of onboard 
technology. When the gas ran out, the driver 
had to reach down and twist a handle to 
wring the last 25 miles out of the spare tank. 
The incredible quality comparison between 
an entry level car of that era, with a 2014 
automobile and its many amenities, shows us 
how today’s cars far outshine those original 

For more  
insurance tips, visit
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Andy Schwartze, BSc., MBA, CIP, 
is an insurance broker specializing 
in property management and real 
estate. He is a former President of the 
Insurance Institute, has taught in the 
community college system and provides 
continuing education to other brokers. 
He can be reached at andy@takecover.
ca. For any comments, you can go to  
www.takecover.ca and post them on their 
new blog. 

Insurance

models. A present-day entry level vehicle 
can be had for about $15,000 brand new. 
That means the past 60 years has seen 
car costs arguably increase by only 10 
times. That cost growth, compared to 
the devaluation of currency (or inflation, 
as it were) shows us that cars have 
become cheaper. The same can be said 
for other products as well. 

Now take a look at housing. Back in the 
same distant past, a starter home could 
be had for about the cost of a current 
entry level automobile ($15,000). Today’s 
entry level home is a $300,000 shoebox 
by comparison, measured in hundreds 
of square feet—not thousands. The 
implication here is that, though the 
industry has made exceptional use of 
technology there continues to be a need 
for a great deal of human input.  Stuff 
happens without technology and that is 
certain to continue.

No one goes anywhere without a cell 
phone today; young people’s noses 
are always affixed to one. But from a 
distance, these devices are nothing 
more than six basic items rolled in to 
one. A telephone resides in the same 
small box with a camera, typewriter, 
TV, rolodex, calculator and watch. This 
is nothing acutely new; it is simply the 
bringing together of activities and 
functions that once were used with 
separate devices. The convenience of 
this coordinated technology, in one 
device, does two things. It allows us to 
become confused by having access to 
too much information and it gives us 
mobility that enables us to combine 
work and leisure without the customer 
knowing that we’re out playing golf.

But in reality, there is no argument to 
be made—yet—that these wonderful 
inventions have changed basic human 
behaviour. We remain social creatures 
and we continue to interact with one 
another. We have only added some 
new ways of doing so. In business, and 
in particular in the service sectors, 
the necessity for face-to-face contact 
remains important. E-mails are never 
going to replace real conversations 

when it comes to negotiating important 
things, where body language is telling of 
one’s motives. In conversation, we look at 
one another so that we can put the words 
into context and judge their reliability. A text 
cannot do that. 

In the world of insurance the growing 
use of technology is as difficult a path 
to navigate as it is in any industry where 
promissory notes are backed by big balance 
sheets that need to be protected from the 
dishonest. Someone will always have to 
make a personal judgment as to the decency 
and reliability of the individual customer. 
One need only go as far as the credit card 
industry to see the dark side of technology-
use in services. Easy to get, they charge an 
interest rate that is high enough to enable 
the bank to cover any losses inflicted upon it 
by the unscrupulous. The bag guys win and 
the good guys lose…

We will probably see only marginal 
changes in how insurance products are 
delivered to the public in the near future. 
Human judgment will remain an important 
component in the transaction and insurance 
companies will continue to rely on the 
intermediary community to walk the fine 
line of keeping customer and supplier 
from taking advantage of one another. 
Certainly, modern communications and 
documentation systems will continue to 
advance, but the core transaction will 
probably still require people negotiating 
with people, something that has limited 
possibilities in current technologies. 
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Simple Ways to  
Boost Your Brand

According to an infographic from WebDam, over 65 percent of audiences are visual learners— 
meaning they absorb information better visually than by text. Visual data is processed 60,000 
times faster by the brain than by text data. Knowing this, and using it to your advantage, will 
help you grow and connect with potential clients like never before. It simply means developing 
a strategy for your brand and implementing it everywhere through consistent brand messaging. 

Tips for Making the Most of your Message 

Marketing
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By Chaim Rivlin
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RentSeeker.ca is Canada’s Leading Online Apartment Finder and 
Real Estate Marketing Company, offering Landlords a full suite of 
marketing services.

Visualize it
Branding starts with one main tenet: people 
must be able to quickly and easily identify your 
company. Efforts to achieve this can range 
from the design and colour scheme of your 
logo, to the type of wording you use on social 
media and outdoor signage. 

There is an entire psychology behind colour 
and branding, including how certain colours are meant to convey 
messages about a company in a subconscious way. For example, 
according to HubSpot, having green in your logo indicates that 
your company is in tune with nature and makes people feel calm 
and relaxed. Having blue in your logo associates your company with 
depth and stability, and makes people feel comforted. 

Once your colour palette and logo are locked down, that 
combination needs to be an integral part of your branding efforts. 
Remember that a logo and its colours are just the starting point. Now 
it needs to be rolled out into a larger brand identity. 

Website boosting
If a complete overhaul of your website isn’t in 
the cards, simply updating the landing page 
will make a big difference for your branding 
efforts. A banner with your logo and chosen 
colours should be prominently displayed, as 
should a selection of photos. 

According to WebDam, posting a video on 
your landing page will increase conversions by up to 86 percent—
meaning users will click through to watch the video and spend more 
time engaging with content on your page. Another option is to add 
testimonials to your landing page, which are known to have an 89 
percent effectiveness rate for generating new leads. Finally, consider 
adding a blog feature to your website. Even if only updated once 
a month, company websites that offer blogs generate 67 percent 
more leads than those that don’t. Blogging offers a great vehicle for 
addressing the types of things that are important to your company, 
whether it’s a dedication to concern about the environment or your 
corporate charitable endeavours.

“We like to ensure we are blogging at least once every two weeks, 
sometimes more if we can,” says Trish Macpherson, VP Sales and 
Marketing at CAP REIT. “It’s given us the opportunity to show who 

we are, and that is a company who cares about the comfort of our 
tenants while helping them to live their best life. We write about 
money saving tips, do-it-yourself decor and anything else that would 
be interesting to the type of tenants we look to retain and attract.”

Community-building
Ultimately, the goal of branding your property, particularly if you 
have a number of properties across the province or country, is to 
develop brand loyalty. A tenant who has had to move to another 
city will find comfort and familiarity in a property that is owned by 
the same company they were with previously. Creating a lasting 
impression on your tenants will stay with them wherever they go. 
Recognizing the sense of community they felt when they lived in 
your other property will encourage them to seek you out in their 
new city or province. “You want a client to see your logo in another 
city and immediately feel a connection,” says Jessica Green, founder 
of Cursive, a Toronto-based communications consulting firm. “You’ll 
make them feel like they are already home. Not many brands get to 
have such a privilege.”

Interestingly, a brand is not necessarily always what you make it. 
As with any branding efforts, your customers will help to define it. 
Allow it to grow and evolve naturally over time. By giving tenants 
the opportunity to interact with you, particularly on social media, 
they’ll help you to define what your brand really is. Listen to them 
and don’t be afraid to incorporate how they feel into your branding 
(and marketing) efforts. Doing so will build the community that will 
carry your brand well into the future. 

Marketing
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these days, technology is advancing at a 
very rapid rate. For things that were good 
10 years ago, there are now even better 
solutions. For example, we’ve started to 
replace what was considered energy-
efficient lighting with LED lighting.”

The experts generally agree on a few 
obvious sources for future savings.

“Lighting is still the number one thing. It 
is the lowest hanging fruit. There is still a lot 
more to do with controls,” maintains Bala 
Gnanam, Director of Sustainability & Building 
Technologies with the Building Owners and 
Managers Association (BOMA) of Greater 
Toronto. “The other area with greatest 
potential is HVAC. Pumps and motors are 
usually oversized and the system as a whole 
lends itself to operational improvements and 
optimization. For example, there are hydronic 
balancing (adjustments to warm and chilled 
water flows to ensure even temperatures 
throughout the building) opportunities.”

LED potential
Lighting, which has already been responsible 
for significant savings in the switchover from 
incandescent to increasingly more efficient 
iterations of fluorescent, is now poised for 
the transition to a new dominant technology. 
The price of LED lighting has fallen rapidly, 
particularly in the last two years, in tandem 
with improvements in performance.

Notably, the Ontario Power Authority 
introduced new incentives as of October 
1, 2014 for LED troffers for commercial 
interior applications ranging from $38 to 
$59 per troffer, and moved a selection of 
indoor and outdoor LED products into the 
prescriptive category of its saveONenergy 
incentives for commercial retrofit projects. 
This means qualifying participants receive a 
straightforward rebate based on a set amount 
for each LED installation.

“The incentives now make the costs virtually 
comparable to compact fluorescents. The 

Evolving Energy-Saving 
Opportunities 

A decade into the Ontario government’s effort to inspire a culture of conservation, energy 
management specialists still see plenty of opportunity for low-cost or no-cost savings that can 
be attained through relatively simple initiatives—whether that be replacing and upgrading 
energy-consuming products or altering the behaviour of the people who use them. 

Technology Nurtures New Varieties of Low-Hanging Fruit

The continued abundance of what’s  
frequently called “low-hanging fruit” is as 
much attributable to progress as to inaction. 
Blatant waste is still easy enough to find, but  
technological advancements are also steadily 
lowering the cost of once pricey measures.

“That’s the interesting aspect of the free 
market that companies keep bringing out new 
technologies that fit the category of no-cost/
low-cost,” says Bob Bach, Senior Associate 
with Energy Profiles Ltd., and Vice Chair of 
the Conservation Advisory Committee to the 
Ontario Building Code. “I don’t see a slowing 
down of the availability of good products 
that will deliver savings at what is, at first, a 
premium, but is eventually going to end up as 
a competitive price.”

Adam Krehm’s multi-residential rental 
properties illustrate that theory.

“In our portfolio, I think we ate all that fruit 
some time ago,” quips the Principal with 
O’Shanter Development Company Ltd. “But 
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LEDs’ longer lamp life may in fact bring the cost 
somewhat lower than fluorescents,” Bach says.

“It has supplanted all other light sources—
halogen, compact fluorescent, T5 fluorescent, 
HPS, metal halide—in York Region’s 
construction standards,” affirms Michael 
Lithgow, Manager of Corporate Energy 
Services and Municipal Energy Conservation 
Officer for York Region. “Linear T8 fluorescents 
are the only remaining old technology and 
even T8s will be gone very soon.”

Still greater savings are anticipated 
approximately 50,000 lamp-hours into the 
future when this generation of technology 
reaches the end of its life cycle. While 
fluorescent lighting has now come close to 
what the experts believe is its peak efficiency, 
LEDs are forecast to continue improving.

“When you come to replace them, the 
replacement will be significantly more 
efficient,” Bach says. 

Falling price point
Bach identifies other products and 
technologies now demonstrating high 
performance at falling if not yet affordable 

prices, including: high-efficiency motors; 
condensing boilers; high-efficiency 
chillers; low-temperature heat pumps; and 
electrochromic glass.

Although few of those items can be 
defined as low-cost (and none as no-cost), 
he points to the narrowing price increment 
between superior and more conventional 
versions of the same goods and equipment. 
For example, electrochromic glass has been 
used in the new Humber River Hospital project 
in Toronto, where it had to make financial 
sense in the rigorous budgeting of the private-
public partnership (P3) development model.

“That’s what surprised, but pleased me,” 
Bach says. “It was still [being developed] in 
the lab seven or eight years ago and now it’s 
available on the market with more than one 
supplier. It’s not necessarily low-cost, but if you 
have to replace windows, generally the price 
increment is manageable.”

Changing perspectives on acceptable 
paybacks for energy-saving measures can also 
shape definitions of low-cost. For example, 
Krehm weighs his investments in the context 
of the current multi-residential market.

“Because of the low-interest environment, 
we are willing to look at a wider range of 
energy conservation measures because we 
have the capital to do it and the cap rates are 
so much lower,” he explains. “If the value of 
apartment buildings has gone up to the point 
where it is more difficult to rationalize buying 
them, if I can run what I have very efficiently, 
the return is greater.”

Investing in building controls, which now 
enable his staff to adjust various key building 
systems from their laptop computers, is one 
such example.

“Where it gets interesting is smaller 
buildings. The rule of thumb was that in 
buildings less than 100 suites it didn’t make 
economic sense to do it, but we’re doing 
60-suite buildings now,” he reports. “Long-
term, I think it’s worth doing.”

Operational vigilance
Nevertheless, controls must be knowledgeably 
deployed to deliver on their true promise.

“There tends to be a high degree drift 
over time as settings are tweaked to address 
localized issues by different people with 
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different levels of skill,” Lithgow says. 
“Frequently, there are issues with initial 
design, installation and/or setup that can be 
coupled with inadequate documentation 
and training. And there traditionally was 
a lack of open networking that made 
diagnostics difficult.”

Happily, solutions are not capital-
intensive. “Low-cost training and 
recommissioning activities combined, as 
appropriate, with new open technology 
and better requirements documents should 
yield improved results,” he suggests.

This is also in sync with the operational 
vigilance that various energy and 
environmental management frameworks 
like LEED, BOMA BESt and ISO now 
reinforce.

“Continuous maintenance is surging to 
the fore, and I would define that as low-
cost/no-cost,” Bach concurs. “You can 
think of it as maintenance for performance. 
Maintenance in the traditional definition is 
done to keep the device operating, but the 
emphasis here is on keeping the system at 
its designed performance.”

Barbara Carss is the editor of Canadian Property Management. This article was 
reprinted from Canadian Property Management, November 2014.

Targeting occupant behaviour
Meanwhile, bulk-metered suites, both 
residential and commercial, offer a veritable 
bumper crop of low-hanging fruit. 

“To get tenant buy-in for electric energy 
conservation, there is no better way than to 
get the tenants to pay for their own electricity 
use,” Krehm advises. “Typically, there is a 20% 
reduction once that occurs.”

The BOMA BESt Energy and Environment 
Report 2014 likewise illustrates untapped 
potential in the office sector, with sub-
meters found in less than one-third of 
the buildings certified as Level 2, 3 or 4 in 
2013. Sub-meters were the least common 
initiative among the various energy 
management measures the BOMA BESt 
program tallies.

Beyond sub-metering, occupant/tenant 
behaviour is a key factor in realizing or, 
more accurately, not sabotaging the 

performance that technology promises. Yet, 
while programs to promote conservation 
and sustainability in the workplace 
don’t make much of a dent in the capital 
budget, they can be labour-intensive – 
perhaps representing something of an 
administrative equivalent to continuous 
maintenance.

“Maintaining effective occupant 
engagement over an extended period is 
definitely very challenging. Most employees 
are just normal people who have many other 
responsibilities and can’t spend a lot of time 
figuring out how to shave a few watts here 
or there,” Lithgow acknowledges. “This is 
where recent advances in low-cost, non-
proprietary energy meters and dashboards 
can prove valuable in providing near real-
time feedback and compelling graphical 
presentation.”
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Smart Ideas

Alfred, at your service
Catering to busy professionals, Alfred is a new on-site service the offers building residents dry cleaning, 

shoe shining and shoe repair using on-site lockers secured by four-digit key codes. Customers deposit their 

belongings into the locker, use the app or phone number to place their order—and within 48 hours, items are 

returned to owners, clean, shined and looking like brand new.  Currently this service is being marketed to Toronto 

condominiums but it is only a matter of time before Alfred arrives in apartment buildings too. Find out more at:  

www.alfredservice.com

A “JumpLift” on construction 
KONE JumpLift is an advanced, self-climbing elevator that operates during construction in a building’s 

permanent hoistway.  Using a mobile machine room that moves upward as the construction 

progresses, the system can improve safety and efficiency on job sites and can enable buildings to be 

completed months ahead of traditional construction timelines. Great Gulf and KONE are collaborating 

on the project, which will deliver high-end retail and residential units in Toronto’s Bloor-Yorkville area, 

and is expected to be completed in 2016.  “KONE technology and innovative design techniques are 

changing the way buildings are built across the globe,” said Larry Wash, CEO of KONE Americas. 

Find out more at: www.kone.us

Electricity generating windows
SolarWindow is the first of its kind see-though glass coating that also generates clean electricity 

by making use of natural sunlight and fluorescent and LED lighting. Created by the U.S.-based New 

Energy Technologies Inc., the product is making strides toward becoming market-ready for general 

commercial use in the foreseeable future. Of its many advantages, the makers boast a power 

production of over 50-times greater than conventional PV solar modules when modeled for installation 

on tall towers. It also offers greenhouse gas benefits of over 10-times greater Carbon Dioxide (CO2) offsets versus 

conventional PV solar modules.  Find out more at: www.newenergytechnologiesinc.com

On the Cusp

New products and services coming soon,  
to an apartment building near you...

EFFICIENT PEOPLE AND GOODS FLOW DURING CONSTRUCTION

KONE JumpLift
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KONE provides innovative and eco-effi cient 

solutions for elevators, escalators and 

automatic building doors. We support our 

customers every step of the way; from 

design, manufacturing and installation to 

maintenance and modernization. KONE is 

a global leader in helping our customers 

manage the smooth fl ow of people and 

goods throughout their buildings.

Our commitment to customers is present in 

all KONE solutions. This makes us a reliable 

partner throughout the life-cycle of the 

building. We challenge the conventional 

wisdom of the industry. We are fast, fl exible, 

and we have a well-deserved reputation as a 

technology leader, with such innovations as 

KONE MonoSpace®, KONE MaxiSpace™ and 

KONE InnoTrack™. You can experience these 

innovations in architectural landmarks such 

as the Trump Tower in Chicago, the 30 St 

Mary Axe building in London, the Schiphol 

Airport in Amsterdam and the Beijing 

National Grand Theatre in China. 

KONE employs approximately 34,000 

dedicated experts to serve you globally 

and locally in over 50 countries.

KONE Corporation

www.kone.com

This publication is for general informational purposes only and we reserve the right at any time to alter the product design and specifi cations. No statement contained in this publication shall 
be construed as a warranty or condition, express or implied, as to any product, its fi tness for any particular purpose, merchantability, quality or shall be interpreted as a term or condition of 
any purchase agreement for the products or services contained in this publication. Minor differences between printed and actual colors may exist. KONE®, Dedicated to People Flow™, KONE 
MonoSpace®, KONE MiniSpace™, KONE EcoDisc®, KONE Alta™, KONE MaxiSpace™, KONE InnoTrack™, KONE EcoMaster™, KONE MovingMedia™,are trademarks or registered trademarks of KONE 
Corporation. Copyright © 2010 KONE Corporation.

Matt Young, CEO
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Increase NOI with a new revenue stream. Get more from energy management 

and utility billing built into Yardi Voyager.® Yardi Energy Solutions reduces costs 

and promotes conservation with automated daily meter reads, direct resident 

billing, vacant unit management, paperless processing of utility payables — and 

analytics for budgeting and benchmarking. To learn more, call 888.569.2734 
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