
Resident 
scReeningHow effective is Your Resident 

screening Provider? A 5-Minute 
Audit.
As a leasing manager or property owner, screening applicants 
is something you do every day to help build the best possible 
community. But when was the last time you evaluated your 
screening partner? Are you collecting all the available data 
you need to make informed leasing decisions? Is the process 
for obtaining the data user-friendly? Are you reaping the 
rewards from any industry improvements in data collection? 
Taking five minutes now to answer five key questions will help 
you know whether or not you’re getting the most out of your 
screening partnership.

1. How easy is your process? 
If your process isn’t easy, it isn’t working. When you train 
your people, does your process create headaches and 
hardships? Leasing offices are incredibly busy places and 
the last thing you need is a difficult or complex screening 
process to slow things down. And chances are if the 
process isn’t easy, mistakes can be made. 

2. Are you getting the most qualified applicants? 
It’s fairly straightforward to determine the best and 
worst applicants. But what about all those applicants 
in the middle? Are you simply making a judgment call 
that examines an attribute such as rent-to-income ratio 
or debt levels? A statistical modeling system can help 
you rank order the risk of every applicant and deliver a 
predictive, mathematical assessment of each applicant’s 
likelihood to satisfactorily fulfill a lease obligation. This 
effectively eliminates the “grey area.” Joseph A. Milan, PhD 
and risk management expert describes it as, “(statistical 
modeling) is very granular and offers the ability to make 
much more specific and tailored acceptance decisions. 
That’s a huge benefit in terms of being able to provide a 
better understanding of resident quality on a scale basis.”1  
The end result is the identification of more statistically 
acceptable applicants for you to approve within your risk 
threshold, many of whom would otherwise be rejected by a 
non-statistical screening model. 
 
Over time, the value of this process can be realized  
as reduced costs associated with resident-caused  
property damage, improving or maintaining community 
reputation and increasing net operating income.

3. What kind of value are you receiving? 
While cost savings is important, you should also consider 
the value a service provides over time. The lowest cost 
service today may seem like a great deal, but if the 
applicants you accept aren’t the quality you are targeting, 
how will your community be affected down the road? 
Your investment over time is an important consideration 
because factors such as resident damage, vacancies and 
community reputation can hit hard on your bottom line.  
 
 
 

1 “Resident Quality Relationship to Resident caused damage.” narrated by Joseph A. Milan, Phd., ARM, JA Milan and Associates, inc. February 20, 2014.   
       https://corelogicmeetings.webex.com/corelogicmeetings/ldr.php?Rcid=9d6437ff5e19c8560f4f5d8230dae67f
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4. Does your provider offer anything unique? 
When it comes to screening, you need the best possible breadth and quality of data to help you make informed 
decisions. Some providers have unique offerings that give you access to additional valuable information. For example, 
does your provider access subprime data that might offer credit history not found on a standard credit report? Are 
there any unique alert systems that your provider offers to help you access collection information from other landlords 
before it hits credit reports?

5. Is your provider forward-thinking? 
Instead of hoping to catch the bandwagon down the road, check to see if your provider is on top of emerging 
technology and evolving to meet emerging trends. For example, how is your provider working to meet the growing 
needs of online leasing? Have they talked to you about it? Do they talk about how important it is to build and manage 
your online reputation? While you don’t need to adopt every cutting-edge technology as it comes out, it is important to 
evolve with the times. 

So how did you and your provider stack up? If you answered “no” to one or more of these questions, it may be time to sit down 
and reevaluate your relationship. The success of your community relies on the quality of your applicant screening today. 
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