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The Case of the Broken Furnace
BY JUDY FENG, CENTRE FOR PUBLIC LEGAL EDUCATION

It’s the middle of winter and it’s 
freezing outside. John’s furnace 
stops working so he calls his 
landlord, Jane, to fix it right away. 
Jane doesn’t call him back. John 
tries reaching out to Jane multiple 
times during the week – however, 
he does not receive a response 
from her. John decides to take 

matters in his own hands and hires a furnace repair man 
to fix it for $3,000. When John finally gets a hold of Jane 
several weeks after the repair, he asks her to pay for the 
repairs or else he will withhold rent payments. 

What should Jane have done in this situation? Well 
first of all, when Jane was informed of the problem with 
the heat, she should have responded right away. Under 
Alberta’s Minimum Housing and Health Standards, the 
landlord is responsible for having a properly operating 
furnace and the temperature of a unit must be able to 
reach 22 degrees Celsius. In the winter, when it is really 
cold, the furnace must be able to keep up at a temperature 
of at least 16 degrees Celsius.

Does Jane have to pay for John’s furnace repair bill? 
In this type of situation, it is more than likely that John has 
the right to reimbursement for the repairs since it is Jane’s 

responsibility to have a properly operating furnace. Jane 
could ask John for receipts for the repair. She can then 
consider paying him for the repairs or reduce monthly rent 
to make up for the repairs. Any agreement on payment for 
repairs should be in writing and signed by both Jane and 
John. 

If Jane were to refuse to pay John for the cost of repairs, 
John could make an application to get the money back in 
Provincial Court or through the Residential Tenancy Dispute 
Resolution Service (RTDRS). The judge or tenancy dispute 
officer who hears the matter will decide if John should be 
reimbursed based on all of the evidence brought before 
them.

Can John withhold rent in this type of situation? Can 
Jane evict John for not paying rent in this situation? John 
cannot withhold rental payments. Even if repairs have not 
been completed by the landlord, a tenant must continue to 
pay all the rent on time and in full. If a tenant stops paying 
rent, he or she is at risk of being evicted for non-payment 
of rent. That means that John must continue to pay all rent 
owing or else risk being evicted by Jane with a 14-day no-
tice. He can, however, start an action to recover the repair 
expenses as a separate matter.  
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Thursday, February 16thThursday, February 16th  General Meeting & Seminar 

Chateau Louis Conference Centre 

Thursday, March 16thThursday, March 16th  Workshop:1 Day Landlord Boot Camp 

Chateau Louis Conference Centre 

Friday, March 24Friday, March 24  T.E.A.M. Exchange Lunch 

Location TBA 

Thursday, April 20thThursday, April 20th  General Meeting & Seminar 

Chateau Louis Conference Centre 

Thursday, May 18thThursday, May 18th  Workshop AM: RTDRS & Collections 

Chateau Louis Conference Centre 

Thursday, May 25thThursday, May 25th  General Meeting  

Chateau Louis Conference Centre 

Thursday, June 15thThursday, June 15th  Golf Tournament  

Sandpiper Golf & Country Club 

Thursday, September 21stThursday, September 21st  General Meeting & Seminar 

Chateau Louis Conference Centre 

Friday, October 20thFriday, October 20th  T.E.A.M. Exchange Lunch 

Location TBA 

Thursday, October 26thThursday, October 26th  Workshop: 1 Day Landlord Boot Camp 

Chateau Louis Conference Centre 

Friday, November 24thFriday, November 24th  Annual General Meeting  

& Christmas Mixer 

Chateau Louis Conference Centre 

#208 10544-106 St. | Edmonton AB | T5H 2X6   | Phone: 780-413-9773 | executive@albertalandlord.org 

2017 Event Listings2017 Event Listings2017 Event Listings   
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President’s 
Message
BY SANDY PON,  ARLA PRESIDENT 2016

Member, whose tragic fate became the legacy for 
victims’ rights. These are the moments which define 
ARLA. 

Our association is very proud of being a non-profit 
organization representing Landlords in Alberta and its 
Preferred Service Suppliers. ARLA has high standards 
in consumer education, governance and fiscal 
accountability. This year the Board had streamlined the 
office operation and costs of doing business. Having 
fewer meetings for 2016, allowed us higher quality 
for professional seminars, feature speakers and lively 
luncheons with outstanding sold-out attendances. We 
do have to thank our Executive Director, Lynn Biggs 
and Event & Membership Development Coordinator, 
Brittany Scott, for their dedication and efforts in 
keeping the Alberta Residential Landlord Association 
(ARLA) in excellent shape and its members well 
informed.

To all our members, I wish you the very best  
going forward in 2017.

Thank you all for allowing me to serve as your 
President in 2016 for the Alberta Residential Landlord 
Association. 

2016 has flown by fast. It has been an unforgettable 
year in the province of Alberta. As we experienced the 
effect a of struggling economy, landlord members have 
found innovative ways to adjust to the marketplace 
to provide exceptional levels of customer service and 
quality of housing to the tenant community. 

We had the great opportunity to collaborate with 
Capital Region Housing Corporation and Yardi to create 
the first ever Centralized Housing Registry called “Rent 
Café” to assist displaced evacuees from Fort McMurray 
find short term accommodations. 

Having the support and expertise of our members, 
we were also able to minimize several controversial 
Private Member’s Bills and new legislations through 
successful governmental engagements. 

With the passing of our long term member Mr. Dougald 
Miller, an exemplary landlord and former Board 

Lastly, what happens if John had called Health Link 
about the broken furnace rather than repairing 
it? If a tenant thinks that the landlord is not meeting 
health or safety standards and the landlord ignores the 
problem, the tenant could contact Health Link at 811 
to speak with a health inspector. A health inspector can 
investigate the situation and has the power to order 
the landlord to deal with the matter in some way. The 
law prevents a landlord from evicting a tenant for mak-
ing a complaint. 

That means that if John had called Health Link, Jane 
cannot evict him. Jane must comply with any order 
issued by a health inspector to fix the furnace. If she 

ignores the order, John can either apply to Provin-
cial Court or the RTDRS to end the tenancy, or serve 
Jane with a 14-day notice that he is going to end the 
tenancy.

For more information on landlord  
and tenant issues, go to our website:  
http://www.landlordandtenant.org/ 

Judy Feng, BCom, JD, is a staff lawyer at the Centre for Public Legal 

Education Alberta. She can be reached at info@cplea.ca. This article is 

for general information purposes only and is not meant as legal advice. 

If you require legal advice, please consult a lawyer.

Continued From Cover
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Membership Renewal 2017

December 31st marks the end of another wonderful 

year working on your behalf.

We are truly grateful for your loyalty to our  

organization and for your wonderful support  

throughout the year.

It is our pledge to continue working  

hard on your behalf and that  

of the multi-family residential  

rental industry.

We look forward to  

seeing you in 2017!

Please renew online at:  

www.albertalandlord.org  

or call ARLA at 780-413-9773
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Editor’s 
Message
BY RAPHAEL YAU,  CHAIR RENTAL GAZETTE

of Brent crude costs $55, up from $37 twelve months 
ago. Donald Trump is President Elect of the United 
States, the Liberal federal government has announced 
their plan to phase out coal by 2030 (in alignment 
with the Alberta NDP) and provincial carbon levies 
are set to take effect January 1, 2017. These factors 
may very well stall the fragile economic recovery 
currently limping forward. Positively, Ottawa has 
signed off on Kinder Morgan’s Trans Mountain pipeline 
and Enbridge’s Line 3 which are expected to pump a 
million more barrels of oil daily from Alberta to global 
markets, but it could be some time before either is fully 
operational. The Dakota pipeline construction has been 
halted due to the protest of the Standing Rock Sioux 
Tribe, meanwhile President-elect Trump has suggested 
approving Keystone-XL will be one of his first orders 
of business. There are many mixed signals influencing 
our resource heavy economy.

Edmonton’s rate of inflation edged downward from 
1.5% (October 2015) to 0.67% (October 2016), and 

currently remains well below the national average of 
1.5%. Vacancy rates have risen to 7.1% in Edmonton, 
and while that is lower than the Provincial average 
of 8.1%, it is up from the same time last year when 
vacancy was 4.2%. With vacancy rates increasing, 
rents for accommodation in the Edmonton area have 
decreased by 2.1% to an average rent of $1,113 
compared to $1,137 last year. 

Edmonton employment seems to have stabilized 
over the past quarter following a year of significant 
job losses. Employment losses were largely full-time 
positions in professional services and the financial 
sector. Construction, manufacturing and energy 
sectors are less shaky and are firming up. Edmonton 
unemployment decreased from October’s rate of 6.9% 
to 6.8% in November 2016. Calgary, in comparison, 
records 10.3% unemployment. The net job loss for 
the province was 12,800 jobs. A sharp reduction in 
full-time employment overwhelmed a small increase in 
part-time jobs. Alberta’s unemployment increased from 
8.5% to 9.0% between October and November, which 
is the highest rate since April 2010.

We expect pricing on multi-family properties to 
stabilize this winter with capitalization rates hovering 
around 6.00-6.50%. With the higher vacancy and 
lower rents, this may still translate to slightly lower 
pricing on certain assets, although location and quality 
will still yield a premium. Financing continues to be 
desirable and interest rates remain favourably low.

Source: CMHC, the City of Edmonton

Market Update
We enjoyed a prolonged mild autumn, but winter has 
certainly arrived and the weather outside is frightful. 
Landlords had hopefully prepared their buildings 
in time for the cold season. We must remember to 
take measures to ensure that boilers, furnaces, and 
hot water tanks are readied for Edmonton’s frosty 
challenges. The joy of the holiday season depends on 
some planning and preparation to ensure the warmth 
is shared.

As of November 2016, year-to-date Edmonton 
multifamily starts (which include semi-detached, row 
house and apartment-style developments) reached 
5,398. This is down 50.5% from the 10,903 at this 
time last year. It is expected that new construction 
continue to slow thereby ensuring manageable 
inventory levels and positive absorption. Though the 
price of oil remains a concern a recent and slight 
uptick is a glimmer of hope. Current to this update, 
the Canadian dollar is above 76 cents US and a barrel 
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LANDLORD & TENANT ISSUES

CORPORATE & COMMERCIAL TRANSACTIONS

CIVIL LITIGATION

PROJECT FINANCE

CONSTRUCTION ISSUES: TENDERS, BONDS, BUILDERS

Phone: 780.425.9510
Toll Free: 1.800.661.7673
Email: mail@rmrf.com www.rmrf.com

E. (Sonny) Mirth, Q.C. 
Partner
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German 
Cockroach
BLATTELLA GERmANICA 
(L INNAEUS)

BY PESTWORLD.ORG

The German cockroach is the most common species of the cockroach. German cockroaches can 
breed at a rate of up to six generations per year. The German cockroach can fit through an opening as 
small as 3/8 inch in width.

Habits - German cockroaches will feed on almost anything, including soap, glue and toothpaste. Ger-
man cockroaches are good hitchhikers and often find their way into new structures via grocery bags, 
cardboard boxes, drink cartons and secondhand appliances.

Habitat - German cockroaches prefer to live in warm, humid places close to food and moisture sourc-
es. They are frequently found in residential and commercial kitchen environments, and bathrooms. 

Threats - In addition to being a nuisance, the German cockroach has been implicated in outbreaks of 
illness and allergic reactions in many people. Cockroaches have been reported to spread at least 33 
kinds of bacteria, six kinds of parasitic worms and at least seven other kinds of human pathogens. 
They can pick up germs on the spines of their legs and bodies as they crawl through decaying matter 
or sewage and then carry these into food or onto food surfaces. Medical studies have shown that 
German cockroach allergens cause allergic reactions and can exacerbate asthma attacks, especially 
in children. This makes German cockroach control incredibly vital.

German Cockroach Prevention - Wondering how to get rid of German cockroaches? The best advice 
for German cockroach control is to practice good sanitation. To prevent German cockroaches from 
infesting the space, vacuum often, keep a spotless kitchen, seal all entrances around utility pipes and 
ventilate crawl spaces to prevent moisture buildup. 

If there is evidence of a cockroach infestation, contact a licensed pest professional to inspect and treat 
the German cockroach problem.

Pest Stats - Color: Light brown to tan, with two dark, almost parallel stripes located on their backs, 
just behind their heads.

Legs: 6 / Shape: Oval / Size: ½”-5/8” long / Antennae: Yes / Region: Found throughout the world
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Your Ads Matter: Surefire Ways 
to Keep Your Rental Fully Occupied
BY SHAmON KURESHI

The marketing scene is changing; posting an Apart-
ment for Rent ad in the newspaper classifieds simply 
will not cut it in today’s high tech, internet savvy world. 
Shamon Kureshi shares some well thought out, cutting 
edge marketing lessons from the front lines to help 
attract the most responsible, qualified, and reputable 
tenants to your rental property, and fast!

What is Rental Marketing?

In a most basic form, marketing is any method a ven-
dor engages to persuade a customer to buy a product 
or service. This can include radio advertising for a 
massive sale, sending direct mail to past customers 
telling of a new offer, or creating a website to provide 
details on a new service or product offered for sale. 
Marketing could also include the generation of person-
al referrals, in person selling, and discussing a product 
or service transaction with a potential customer.

Most of us do not picture Landlords working from a 
designer studio office in the most trendy part of town 
or attending the most famous celebrity studded parties 
the way a marketing executive may be known to, but 
Landlords market themselves and their business every 
time a vacancy comes up. In order to effectively maxi-
mize cash flow at a rental property and increase ROI, a 
well thought out, effective, and efficient marketing plan 
is an absolute must.

Landlords who spend considerable time, effort, and 
money renovating a rental property from the ground 
up, or who carefully and meticulously clean a unit to 
create a tidy and inviting first impression but do not 
place a strong enough effort on marketing the property 
to the right tenants, sell themselves short on potential 
profits.

In this article, we’ll discuss some effective, modern, 
and usually free methods of marketing your property 
effectively in order to maximize occupancy rates, ten-
ant satisfaction, and profitability.

The Paradox of Rental Marketing

Conventional marketing requires a marketer to be 
mindful of every step of the process of selling. This 
can start with creating an advertisement and end with 
closing the sale through a personal, physical interac-
tion. This process can include graphic design, audio 
marketing, print marketing, personal selling, closing 
the deal, managing objections, etc. A used car dealer-
ship or furniture shop has the task of attracting the 
attention of the prospective customer, providing some 
compelling reason for them to attend the marketplace, 
and then converting the prospective buyer into an 

actual buyer who leaves the interaction possessing 
something that they did not possess previously.

Rental marketing conversely is a much simpler task 
because the process ends upon the prospect arriving 
to view the property. A landlord does not need to 
sell a suitable property to a prospective renter, if the 
Landlord’s property is well taken care of and priced 
consistently with market conditions; then the prospec-
tive tenant will assume the role of marketer and try to 
convince the Landlord of the merits of their applica-
tion. As a landlord, the work of marketing becomes 
significantly easier once the tenant arrives to view a 
property because, at that time, the tenant starts to sell 
themselves and their strengths to the landlord and the 
landlord acts like a customer who chooses whether or 
not to select the tenant.

From the marketing perspective, this is great news 
because the work of the landlord becomes easier 
by cutting his or her workload in half. The landlord’s 
primary objective during 
the marketing process is 
to attract the attention of 
the renter, not persuate 
them to buy. Contrast this 
with any retail business 
where attracting attention 
is only half of the battle 
and Landlords every-
where shall breath a sigh 
of relief.

How is the Industry 
Changing?

Landlords who have 
spent any significant 
amount of money on ad-
vertising their properties 
in out-dated mediums 
like newspapers or 
community newslet-
ters realize that times 
have evolved and these 
methods are no longer 
effective. Ten years 
ago, a three line printed 
classified advertisement 
for an accurately priced 
one bedroom apartment 
would generate dozens 
upon dozens of useful 
and credible inquir-
ies form perspective 

renters. Today, Landlords are likely to find a question-
able response to such ads at best, and no response 
whatsoever to the ads at worst.

The reality of our modern world is that rental market-
ing efforts require a significant web presence, period. 
While numerous other methods are still available to 
market your rental property offline, Landlords who 
choose to ignore web based marketing for their 
vacant units are bypassing the single largest source 
of credible rental inquiries available anywhere. Web 
marketing is inexpensive when examining the ratio of 
cost to the size of the target audience. Landlords can 
reach a wide audience of prospective tenants for a 
fraction of traditional advertising costs. The nature of 
the web based advertising medium allows renters to 
research and to preview the product conveniently from 
anywhere. Therefore, Landlords have the advantage 
of appealing to consumers in a medium that can bring 

CONTINUED PG 11
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Edmonton. Guess who’s back?
4Rent.ca welcomes Carolyn Porteous’ return to the industry and 
into our publishing family. Get in touch with Carolyn and start renting!

See page 22

BRAND NEW RENTAL HOMES 
NORTHRIDGE VILLAGE

EDMONTON
FREE BI-WEEKLY

June 21–July 5, 2014 | Vol. 4, Issue 13

carolyn@mediaclassifi ed.ca | 780.984.4902 | 4Rent.ca
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results quickly and with a more targeted response.

Another significant development to the rental market-
ing scene in recent years is the introduction of the 
concept of negative marketing. Negative marketing 
refers to an increasingly common occurrence where 
a tenant or other group with a complaint, whether 
a legitimate complaint or not, seeks to discredit the 
Landlord through whatever means available. The World 
Wide Web’s ability to transfer ideas across the globe 
in a matter of seconds means that negative market-
ing can be extremely detrimental, and could have a 
huge impact on a business or landlord in a matter of 
seconds. A few quick tweets from a disgruntled renter 
and Landlords can have difficulty trying to find tenants 
for months afterwards. Websites like Yelp and search 
engines with customer reviews like Google Local 
are set up legitimately for members of the public to 
provide a common sense, fair review of a business 
or service based on their experiences. Unfortunately 
abuses of such services exist and can be extremely 
detrimental to Landlords. 

What are Some Tips for Rental Marketing?

• Post Online Listings. While this may seem elemen-
tary, numerous Landlords still do not use website 
marketing as a primary source of attracting tenants to 
a property. Web listings are inexpensive (or free), are 
environmentally friendly because they do not require 
printing or paper, provide ample or unlimited space to 
fully describe the property in question, usually allow for 
numerous pictures and can usually be picked up easily 
by the major search engines. Free listing sites (such 
as kijiji or craigslist) will usually benefit from a huge 
inventory of rental listings which creates increased 
website traffic and subsequently receive significantly 
more web hits than other forms of listing sites. The 
greatest number of inquiries will come from such sites. 
Targeted rental listing websites such as RentFaster.ca, 
Viewit.ca, or RentSpot.com are purpose built to provide 
marketing support to Landlords and tend to be more 
user friendly than some generic websites. Purpose 
built websites will get less traffic than the free sites, 
but Landlords will find the response to be much more 
serious from renters’ who are intent on finding prop-
erty quickly. Landlords will get the best response from 
online listing sites by ensuring numerous pictures are 
added to the listings, a clear and concise description 
of the property exists, all information is truthful and no 
exaggerations are evident, and a clear call to action 
instructs the prospective tenant on exactly what to do 
if they are interested. 

• Pictures. The old adage that a picture can speak a 
thousand words holds true more than even in Rental 
Marketing. Poor quality pictures taken in the spirit of 
the moment or scanned from an old pile of photo-
graphs will leave prospective renters with a sour taste 
in their mouth. Take dozens of pictures with a high 
quality camera using a variety of settings and angles. 
Make sure that there is a lot of light present, and if 

possible take your pictures on a day when the sun 
shines brightly. Once the pictures have been taken, 
narrow down the selection to the top ten or fifteen 
pictures and be sure not to have more than one picture 
of the same area of the property. Excellent web apps 
are available to help edit, crop, and balance out the 
pictures which will have a huge benefit to the overall 
appeal of the pictures and generate more inquiries 
from your perspective tenants. Look for apps like 
aperture or instagram to help edit and improve your 
property photos.

• Descriptions. A good description for a rental prop-
erty listing can make the difference between a tenant 
choosing to inquire or choosing to move on to the 
next property that has a clear and concise description 
of its main attributes and benefits. As a general rule, 
renters will respond better to a thorough description of 
the benefits of a property more so than to a matter-
of-fact description of the features of the property. A 
well-crafted description will mention that renters can 
“bathe in morning sunlight while having an inspiring 
and enlightening cup of herbal tea in their new urban 
oasis”, as opposed to a more basic description of the 
features of the home like, “Large window in kitchen.” 
Despite both descriptions being truthful explanations 
of the same home. Additionally, a clear and strong 
call to action is a must-have element of a well written 
description, be sure to let the tenants know exactly 
what it is that you want them to do.

• Videos. The runaway success of video sharing 
websites like YouTube and Vimeo has made online 
video sharing a significant and powerful new market-
ing method for Landlords. In addition to providing a 
great way to show a property to prospective renters 
without actually making a visit to the rental property, 
most videos are easily searchable and will show up on 
search results when a prospective renter  
searches the web adding an new 
element of traffic.

• Facebook. We already know 
that Facebook has one billion 
users, and that social media is 
hot so numerous prospective 
renters shall be found there. 
Facebook accounts are free, and 
posting details and or pictures 
of a vacant rental property pro-
vides enormous potential. With 
suitable promotion, compelling 
descriptions and clear pictures, 
a listing can go viral to reach 
thousands of people. Asking 
Facebook friends to assist in 
marketing efforts by sharing a 
landlord’s listing with somebody 
whom they may know to be 
looking for a rental property is a 
highly effective way to generate 
interest in a listing. 

COMPARISON OF LISTING

Below are two separate listings for the same property. 
Notice the difference in photo quality and descriptions. 
Listing #2 is likely to receive significantly more interest 
and response because the description is clear, concise, 
with great imagery and solid explanations of the ben-
efits renters will receive from living in the home. Notice 
the strong, time sensitive call to action as well.

Description # 1

2200 square foot house.

3 Bathrooms, 3 Bedrooms + Ensuite.

Large backyard.

Description # 2

This is a bright and spacious 2 story, 3 bedroom home 
located in the prestigious neighbourhood of Pleasant 
Hill. Imagine making family memories in this open 
concept home with great light throughout and a huge 
sunny backyard. Let the morning sunlight surround 
you as you enjoy your breakfast in this sprawling south 
facing breakfast sanctuary, relax after a long day at the 
mall in your private master spa, or work up an appetite 
before dinner with a soccer game with the kids in your 
huge backyard. The huge gourmet kitchen has a great 
layout for getting together with friends and family, and 
six appliances that will bring out the master chef in 
anybody.

This home will not last long, so call for your private 
viewing today!

Shamon Kuresh is President & CEO, Hope Street Real Estate 
Corp. and a Member of ARLA. For further information he can 
be reached at 1-403-462-6200. 

Continued From Page 8
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Feeling empty?
We’ll fi ll you up.

      APARTMENT RENTALS SIMPLIF IED –  NATIONWIDE

CAROLYN PORTEOUS  |  CAROLYN@MEDIACLASSIFIED.CA  |  780.984.4902

Find an Apartment to Rent

Keyword, ID Code
Search

View My Places

top full site

Select a City

Download our app from itunes

Report a 
Problem

©2014 Media Classifi ed Corporation

Login

FREE BI-WEEKLY
March 26–April 9, 2016 | Vol. 6, Issue 7EDMONTON

EDGEWATER ON JASPER
FAMILY FRIENDLY COMMUNITY

See pages 28 & 29

RIVERVALLEYRENTALS.CA8532 JASPER AVENUE

EDGEWATER ON JASPEREDGEWATER ON JASPER
FAMILY FRIENDLY COMMUNITY

8532 JASPER AVENUE

4rent.ca/4students

SPRING/SUMMER 2016
VOLUME I I  |  ISSUE I

rental properties near universities and colleges

ARLA_Newsletter 8x10.25_cporteous.indd   1 2016-04-18   4:02 PM
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The rate of interest to be paid on tenant security deposits by landlords, effective 
January 1, 2017, is 0%.  Landlords must pay interest to their tenants annually at 
the end of each tenancy year, unless both parties agree otherwise, in which case 
the interest must be compounded annually.

By an Order in Council passed on September 8, 2004, the Security Deposit Inter-
est Rate Regulation includes a permanent formula setting the yearly interest rate 
payable on security deposits.  The annual rate is 3% below the rate of interest that 
is in effect on November 1 of the previous year for cashable one-year guaranteed 
investment certificates held or offered by Alberta Treasury Branches Financial 
(ATB Financial).  ATB Financial’s rate for cashable one-year guaranteed investment 
certificates on November 1, 2016 was 0.35%.

Security Deposit Interest Rate Calculator

Landlords and tenants can use the security deposit interest calculator to determine 
the amount of interest that is owed based on the regulated interest rates.  The 
calculator can be found by visiting Service Alberta’s website at http://www.service-
alberta.gov.ab.ca/interest-chart.cfm

For more information, contact Service Alberta’s Consumer Contact Centre in  
Edmonton at (780) 427-4088 or toll free  
in Alberta at 1-877-427-4088.

Security Deposit Interest Rates 2017
RESIDENTIAL TENANCIES ACT /  mOBILE HOmE SITES TENANCIES ACT

1-844-856-9876



 T he  Re n t a l  G a ze t te      15a lb e r t a l a nd lo rd .o rg WINTER 2016/17



16   T he  Re n t a l  G a ze t te a lb e r t a l a nd lo rd .o rgWINTER 2016/17



 T he  Re n t a l  G a ze t te      17a lb e r t a l a nd lo rd .o rg WINTER 2016/17



 T he  Re n t a l  G a ze t te      18a lb e r t a l a nd lo rd .o rg WINTER 2016/17



 T he  Re n t a l  G a ze t te      19a lb e r t a l a nd lo rd .o rg WINTER 2016/17

New Fund Aims to Revolutionize 
Affordable Rental Housing in 
Canada  OCTOBER 2016

On September 30, Canada Mortgage and 
Housing Corporation (CMHC) announced the 
launch of the Affordable Rental Innovation 
Fund. The Fund, part of Budget 2016 and 
administered by CMHC, totals $200 million for 
new funding models and innovative building 
techniques to help create up to 4,000 new 
affordable rental units over 5 years to fill the 
gap for low to moderate income-households, 
seniors, new immigrants and young profes-
sionals.

“Our hope is that the Innovation Fund will 
help harness and support revolutionary ideas 
from the best and brightest of Canada’s busi-
ness and housing industries,” says Simon La-
houd, senior manager of the Innovation Fund. 
“With this funding, we can take a project from 
brainstorm to bricks and mortar to create 
sustainable housing solutions for thousands 
of Canadians.”

Funding is available to individuals and organi-
zations who want to build affordable rental 
housing in Canadian communities where 
there is a demonstrated need. Proposals 
could include models which were success-
ful in other markets around the globe, as 
well as models which have achieved desired 
outcomes but have not had broad-based 
take-up. 

Ensuring a viable supply of affordable rental 
housing through innovative design and financ-
ing models is critical to achieving broader 
social policy objectives related to poverty 
reduction and to supporting the middle class, 
especially as home ownership is becoming in-

creasingly less affordable for first-time buyers 
in certain markets.

The Fund supports this goal by offering hous-
ing providers with funding to mitigate the 
costs and risks of construction and opera-
tion of rental housing, as well as through the 
market-testing of new ideas which may be 
replicated in other communities.

Better housing outcomes can also be 
achieved if more innovative and collaborative 
approaches are pursued. There is a need to 
further encourage new partnerships, create 
a more attractive climate for private sector 
involvement and support the development of 
mixed-income rental models that have been 
found to be more economically viable over 
the long term. This ultimately contributes to 
stronger and healthier communities, which 
support better overall social outcomes for 
individuals and families.

While online applications will be reviewed on 
an ongoing basis and funding announcements 
made every quarter, the Fund will not use 
predetermined regional allocations. Rather, 
CMHC will give consideration to the geo-
graphical distribution of successful proposals 
so that investments can help explore a diverse 
range of models from different regions of the 
country. This will help test projects in different 

market conditions and identify ideas that can 
be replicated in other jurisdictions.

Best practices and lessons learned from 
unique models and approaches tested 
through the Fund will be identified and com-
municated broadly through tools, such as the 
Innovation Fund website, and may help inform 
future policy options within Canada’s National 
Housing Strategy, as well as regional and local 
housing policies and programs.

Over the medium to long-term, the Fund is 
expected to improve the range of housing 
options available to Canadians, stimulate a 
market alternative to the use of ongoing fed-
eral subsidies for affordable housing, improve 
affordability for households in need, support 
households to move from social housing to 
market units and support more vibrant and 
socially inclusive communities.

Innovation Fund Consultants are available to 
give you more information, guide you through 
the process and help take your idea from vi-
sion to reality. Contact a member of the Inno-
vation Fund team at innovationfund@cmhc.ca 
or visit our website at cmhc.ca/innovationfund 
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Building Smart & Pro�table Landlords One Suite at a Time!

Learn how the Residential Tenancies Act can work for you by:

• Saving time and money

• Protecting your investment

• Avoiding costly mistakes

For information on

pricing and group discounts,

please visit www.albertalandlord.org

or contact the office at 780-413-9773

$9900


