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Contextualizing Structural Racism within a CoC –
July 8th, 2022 @ 10:00am

Practical Methods for Including Persons with Lived Experience in CoC Leadership –
August 12th, 2022 @ 10:00am

Strategies to Prevent and End Youth Homelessness –
September 9th, 2022 @10:00am 



Nicholas Cassaro
Emergency Housing Voucher Coordinator 
CARES of NY, Inc.

Canyon Ryan
Executive Director
United Tenants of Albany
NY 503

WELCOME
PANEL PARTICIPANTS
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Paige Rodriquez
Housing Case Manager, ESG-CV
Urban Mission
NY 522 

Anthony Mohen 
Staff Attorney
Legal Aid Society Northeastern New York



Tips for Effective Landlord Engagement

Presented by Nick Cassaro of CARES of NY, Inc. 

PARTNERS IN PROGRESS
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LANDLORD CONCERNS

6/10/2022 4

Source: National Alliance to End Homelessness

Presenter
Presentation Notes
As tenant advocates, we often forget to remember that the best way to partner with landlords is to show them how working with our tenants is a win/win proposition for them. Before we can determine how to effectively recruit and engage landlords, let’s take a moment to review what landlords what. 

Landlords want the rent to be paid on time and reliably. 
Landlords want tenants who will not cause property damage or invite people to live in the unit off-lease. 
Landlords want tenants who will get along with other tenants, avoid disputes with the law, and respect the “quiet enjoyment” of others on the property. 
Landlords want to avoid eviction costs and units sitting vacant.





LANDLORD RECRUITMENT
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TIPS FOR WORKING WITH LANDLORDS
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Establish a landlord 
advisory group.

Attend meetings of 
your local landlord 

organization.

Target "medium-
sized" landlords. Divide and conquer.

Encourage landlords 
to screen tenants 
(consistent with 

Fair Housing Law)

Think like a 
salesperson. Be honest. Be strategic about 

your placements. Remain neutral. Practice patience.

Presenter
Presentation Notes
What are some ways to recruit landlords? HUD recommends these ten methods: Establish a landlord advisory group, attend meetings of your local landlord organization, target “medium-sized landlords”, divide and conquer, encourage landlords to screen tenants consistent with Fair Housing Law, think like a salesperson, be honest, be strategic, remain neutral, and practice patience.

Establish a landlord advisory group in your community. Not only will this be an excellent way to get to know some of the landlords in your community, but it will also be a way for you to introduce them to your program. Use the group to discuss landlords' fears about accepting your clients, and what it would take to get them to change their minds. Ask them for suggestions concerning the best way to recruit landlords. As they become more familiar with your organization, they may also be willing to help promote your program, introduce you to other landlords, and/or serve as references.

Attend meetings of your local landlord organization or rental housing association. Contact your local organization and ask if you can attend a meeting and make a short presentation on your program. Be sure to bring some brochures or other marketing materials to leave behind. You may also want to bring one of your former clients (i.e., one of your "success stories") so that he or she can explain the impact that the program has had on his/her life.

Targeting "medium-sized" landlords may offer the greatest chance at success. Landlords with few units (1-4 units) may be more risk adverse than landlords with more units, particularly if they live in the building themselves. Additionally, they will not have as much difficulty addressing turnover and quickly filling vacancies because they only have a few units. In contrast, large property management firms have so many units that they can more easily absorb the cost of vacancies. Large property management firms also typically have strict screening policies, and the individuals that work in the rental office have less autonomy to make decisions on a case-by-base basis. This does not mean, of course, that you should not work with landlords of small buildings or large property management firms, especially if they express an interest in working with your program. However, recruiting landlords and building relationships takes time and energy, and some housing search agencies have found that the biggest return on the investment comes from independent landlords of medium-sized buildings. 

Divide and conquer. If you are located in a large city and have more than one housing advocate on staff, consider assigning staff to specific neighborhoods or regions. This will allow staff to focus their efforts and get to know specific neighborhoods (and landlords within those neighborhoods). Dividing responsibilities based on geography may also create a greater sense of collaboration and teamwork among advocates, since they must rely on one another for information and leads. Additionally, landlords may prefer having one main contact as opposed to getting repeated calls from different staff within the same organization.
�Landlords may have the assumption that it is the CoC’s responsibility to screen tenants. Inform the landlord that it is their responsibility to screen tenants consistent with local, state, and federal law, and that tenants using subsidies are to be screened no differently than private-market tenants.

Your job, as a housing advocate, is to "sell" your program and your clients to landlords. Emphasize the benefits landlords receive from partnering with you. If landlords are concerned about the risks involved with renting to your clients, remind them that they take a risk with any tenant, but that your program mediates those risks. Explain what services are connected to the participant and that staff will be available if any problems do arise. Finally, appeal to the human/emotional side of landlords. Explain that although your clients have had some problems in their past, they are working hard to improve their circumstances. Landlords may be able to relate to your clients more easily than you realize. Remember, most people know someone - whether it be a relative, friend, or coworker - who has struggled with alcohol or drugs, mental illness, a sudden health crisis, an unexpected layoff, or domestic abuse. These are the same issues with which your clients struggle. Remind landlords that they have the opportunity to improve the quality of life for others.
�Be honest. Be as clear and upfront as possible with landlords regarding whom you are housing, but emphasize that your clients are working hard to change their lives and that your program supports their growth and development. Never hide the facts - if the landlord finds out, you may irreparably damage your organization's reputation. Additionally, encourage your clients to think about why they had the problems they did and what they are doing differently to prevent the problems from happening again. Some landlords have said that they are more willing to give someone a second chance if the person takes responsibility for his or her actions and can demonstrate that he or she has changed.
�Be strategic about placements. Clients will have a range of individuals with a spectrum of needs and situations. Consider placing your higher-risk clients with landlords with fewer units. One problem situation can be enough to deter a landlord from working with your program again, and you do not want to damage relationships with your largest customers (i.e., landlords with the most units).
�Remain neutral. Remember that landlords are your customers, too. If a problem arises between your client and his/her landlord, it is important that you remain neutral and work to resolve the problem efficiently and effectively. If landlords view you as a tenant advocate (as opposed to an intermediary), they may be less willing to work with you. On the other hand, it's okay to have expectations of landlords. Your clients have the right to expect services equal to those provided to other residents (e.g., routine maintenance, prompt repairs, courteous service), and it's important to ensure landlords follow through on their responsibilities.
�Practice patience. Relationships take time to build. Continue to nurture relationships regardless of whether a landlord initially expresses interest or not. It's possible that a landlord will "come around" over time, after they get to know your organization and your housing advocates on a personal basis. In addition, word gets around, so developing successful relationships with some landlords may actually help you expand your network and build relationships with other landlords. Consider using participating landlords as references. And remember, housing markets naturally fluctuate, and landlords may change their mind if they have units sitting vacant for very long. 
�Source: https://www.hudexchange.info/resources/housingsearchtool/?housingsearchtoolaction=public:main.tips-for-working-with-landlords




ADVERTISE LANDLORD BENEFITS
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Eliminate advertising costs. 

“Smart” renters. 

Damage/security deposits.  

Clients have access to time-limited subsidies. 

Guaranteed rent payments. 

Clients are attached to needed services. 

Problem prevention through regular home visits.  

Neutral party to mediate problems

Satisfaction from helping others.  

Presenter
Presentation Notes
Now that we’ve reviewed ways to meet landlords and educate them about our programs, how do we demonstrate the ways our programs benefit their business? HUD suggests advertising the following benefits of our programs to landlords:

Eliminate advertising costs.  Working with our program gives landlords access to a pool of ready-to-rent tenants.  Landlords may call us up when they have a vacant unit, and we can immediately match them up with a client that is looking for housing.
 
“Smart” renters.  Our clients have attended training on such topics as personal budgeting, understanding rental agreements, housekeeping and general apartment maintenance, being a good neighbor, etc. 
 
Damage/security deposits.  Our organization aims to help individuals get back up on their feet.  We have found that many low-income clients can afford the monthly rent, but have difficulty saving enough money for their security deposit.  As a result, we help clients put together this one-time payment.  
 
Clients have access to time-limited subsidies.  Again, our organization aims to help individuals get back up on their feet.  As a result, eligible clients receive a subsidy to help them cover the first three months of their rent.  This allows clients some time to stabilize and build an emergency fund for the future.
 
Guaranteed rent payments.  Our clients have a stable source of income.  However, should one of our clients run into a problem, we have a pool of funds set aside to help get clients through those rough spots.  We will also co-sign leases in some situations to virtually eliminate any risk to landlords.
 
Clients are attached to needed services.  Some of our clients have special needs, but we work with our clients on an ongoing basis to make sure they have the support they need to succeed.  We work with clients to correct past mistakes and prevent future problems, and through our network of partners, clients have access to an array of supportive services.
 
Problem prevention through regular home visits.  Our case managers conduct regular home visits to ensure that clients are stabilized in their new environments, that their jobs are going well, and that they are getting the support they need.  Regular follow up with clients allows us to identify and address problems early before they become irreparable. 
 
Neutral party to mediate problems.  Despite the best efforts, problems are sometimes inevitable.  However, when problems arise, it can be reassuring to know that there is someone to call.  We care as much about our relationship with our landlords as we do our clients. 
 
Satisfaction from helping others.  Everyone deserves a safe and affordable place to live.  Some people make mistakes, but everyone deserves a second chance.  By helping house our clients, landlords are playing an integral role not only in helping individuals take charge of their lives, but also in making the community a better place to live.

Source: https://www.hudexchange.info/resources/housingsearchtool/?housingsearchtoolaction=public:main.landlord-outreach-and-recruitment-resources





LANDLORD INFORMATION TEMPLATE
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Presenter
Presentation Notes
HUD Exchange has a landlord information template where landlords can provide information about their vacant units, such as location, price, bedroom size, utilities, amenities, and landlord contact information. The example from the HUD exchange is shown here.

A more modern alternative to this may be creating an interactive internet tool – for example, Microsoft Forms. That way, all landlords can enter this information electronically, and all organizations within the CoC can be given access to view the results as soon as the landlord fills out the online form and presses the “submit” button.

Other options include https://nyhousingsearch.gov/ and affordablehousing.com. A CoC could agree to direct landlords to post their listings on one of these websites so there is a centralized place where both tenants and caseworkers then have access to the listings. 

Source: https://www.hudexchange.info/sites/onecpd/assets/File/housingsearch/Landlord%20Information%20Template_v2_Aug06.doc



LANDLORD INFORMATION TEMPLATE
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Presenter
Presentation Notes
In order for a centralized database of available units to work, it’s important to share this information across the CoC, and for the caseworkers in your CoC to buy into the concept of sharing vacant unit info across the CoC. If a caseworker finds that they’re always the one sharing information about vacant units, and nobody shares info with them, chances are they will stop sharing. Landlord recruitment is most successful when multiple organizations are contributing. This ensures a larger pool of tenants for the landlords and encourages caseworkers to keep contributing units to the system instead of setting them aside only for the families they’re working with.



 This is a map of Buffalo. Most voucher 
holders are concentrated in high poverty 
neighborhoods.

 One potential trap to avoid if always using 
the same landlords over and over is that it 
perpetuates a concentration of poverty. 
Consider devoting some time and effort to 
recruiting landlords in neighborhoods not 
usually considered by clients using 
vouchers. 

OPPORTUNITY AREAS
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Presenter
Presentation Notes
This is a map of Buffalo. Most voucher holders are concentrated in high poverty neighborhoods.
One potential trap to avoid if always using the same landlords over and over is that it perpetuates a concentration of poverty. Consider devoting some time and effort to recruiting landlords in neighborhoods not usually considered by clients using vouchers. 

Source: https://www.prrac.org/pdf/where_families_use_vouchers_2019.pdf



LANDLORD ENGAGEMENT & RETENTION
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LANDLORD OUTREACH
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Landlord Events

Social Media

Create Marketing Materials

Networking

Develop Personal Relationships

Use the Faith Community

Community Collaborations

Other

Presenter
Presentation Notes
These are some creative ways to engage your landlords:

Landlord Events – Plan a landlord event where you can educate landlords about your programs and invite them to share their information about available units.
Post a Flyer on Social Media
Create Marketing Materials such as brochures, flyers, newsletters, or an informative video on YouTube featuring current landlords
Networking
Use existing landlord relationships to network with/identify new ones
Talk/Attend Realtor’s Association meetings and Landlord Events
Direct mail to current and prior landlords
Leverage Board relationships (integrate RRH into reports to the board)
Rotary clubs
Ask former clients to refer, (become leasing agents)
Develop Personal Relationships
Face to face meetings/lunches, etc.
Get funders/significant donors to make connections/market program
Use the Faith Community
Use volunteers to build relationships
Blurb/Ads in church bulletins
5 minute mission moments
Community Collaborations
RRH Advisory committee
PHA offer tenant education/certification
Chamber of Commerce
Shared landlord lists within internal programs and partner organizations
Other
Landlord round table
Look for postings at military bases
Probate lawyers
Outreach through cold calls, visits to apartments, property management

Source: https://endhomelessness.org/resource/landlord-outreach-strategies/
Source #2: https://www.belmonthousingwny.org/wp-content/uploads/2020/11/HOME-8.5x11-Flyer-Rental-Improvement-PV2-002-1-pdf.jpg�



FLYERS
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Presenter
Presentation Notes
Flyers can be included in email blasts, posted on websites, or hung in places such as coffee shops and community centers. The flyer should include basic information about landlord incentives, as well as contact information for the appropriate staff person. This is an example of a flyer from the New York City Housing Authority, which aimed to recruit new landlords into their Section 8 program to increase affordable housing stock in NYC. 

Source: https://files.hudexchange.info/resources/documents/COVID-19-Homeless-System-Response-Leveraging-ESG-CV-Landlord-Financial-Incentives-to-Expedite-Engagement.pdf

Source #2: https://www1.nyc.gov/assets/nycha/images/content/pages/sec8banner-1.png



OWNER NEWSLETTER
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Presenter
Presentation Notes
Use an owner newsletter to keep your landlords engaged and informed. Use this to announce new local, state and federal laws and regulation affecting affordable housing programs, as well as local initiatives, revised procedures and forms, contact information for your CoC and agencies, and resources for landlords.

The above example is the owner HAP Happenings newsletter from the Department of Housing Preservation and Development, a PHA in NYC. 

Source: https://files.hudexchange.info/resources/documents/COVID-19-Homeless-System-Response-Leveraging-ESG-CV-Landlord-Financial-Incentives-to-Expedite-Engagement.pdf

Source #2: https://www1.nyc.gov/assets/nycha/images/content/pages/sec8banner-1.png



 Online Payment Remittances 

 Online Inspections Results

 Dedicated Staff

• NYSHCR has an owner portal to Track in-
progress moves, review inspections 
appointments, get inspection results, view 
payment statements, etc.

RESOURCES FOR LANDLORDS
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Presenter
Presentation Notes
If landlords have multiple tenants, or receive multiple months’ rent in a single check, it can be difficult for them to determine which accounts to credit their payments to. Considering making online payment remittances available. 

Landlords wait for inspections results to know if a unit can be approved. If inspections are conducted using a cell phone or tablet by the inspector, results can be made available online to landlord and tenant other same day.

Consider a dedicated staff person to address landlord concerns so landlords aren’t dealing with multiple different caseworkers. 

Consider developing a portal so landlords can self-serve.



Landlord Engagement:
Sustained Relations & Partnerships

By Canyon Ryan, 
Executive Director of United Tenants of Albany



Brief Overview

● United Tenants of Albany

● Landlord-Tenant Mediation

● Tenant Advocacy

● Negotiating Rental Arrears

● Sustaining Relationships



United Tenants of Albany

UTA is a non-profit tenant advocacy community-based organization

● Payment of rental arrears utilizing a variety of grants
● Tenant & Court advocacy
● Landlord-Tenant Mediation
● ‘Know Your Rights’: Tenants & Landlords
● Tenants Associations Development
● Policy Advocacy
● Statewide & Regional Networking
● Hotline Services
● Budget Counseling
● Resource Referral



Landlord-Tenant Mediation

1. Tenant or Landlord calls the hotline requesting assistance 
2. UTA calls the second party to verify claims of the first
3. Investigate the issue
4. Propose solution

Example: Jane’s landlord is refusing to make repairs because Jane has not paid rent for 2 months. Jane is 
withholding rent due to Landlord’s ambivalence to making repairs. Landlord is threatening to evict Jane for non-
payment as a result.

Solution 1: UTA investigates Jane’s complaint (sometimes, UTA refers Tenant to Code Enforcement). UTA 
researches whether or not the unit has a valid ROP. If unit does not have an ROP, UTA calls Landlord and informs 
them that they cannot pursue eviction for non-payment without an ROP. Advocates repairs are made or they will not 
receive payment.

Solution 2: Jane’s apartment has issues but is up to Code and has a valid ROP. UTA explains to Jane that she can 
withhold rent but will likely be taken to court and have to demonstrate that she has the rent money in an escrow 
account AND that the repairs are severe enough to warrant the withheld rent. Advises Landlord of their rights to 
pursue eviction for non-payment. 



Tenant Advocacy

● UTA hires a Tenant Advocate to field all calls related Code/Landlord complaints
● When Code violations are the primary concern, we often refer the tenant to Code Enforcement to schedule 

an inspection. Tenants often fear doing so will result in retaliation from the landlord, which is illegal but 
often happens. We still encourage tenants to call and give them the Tenant Advocate’s number to call 
when encountering expected retaliation. 

● When the landlord is the issue (harassment, inactivity, absence, etc.), the Advocate speaks directly with 
the landlord and explains the Tenant’s rights, each party’s responsibilities and expectations, and 
resolutions to the conflict. 



Negotiating Rental Arrears

Often, tenants will dispute the alleged arrears reported by the landlord. In these 
instances, we request from the tenant or landlord a copy of the balance. Tenants are 
always advised to keep their rent receipts to avoid these situations. 

Ways of negotiating arrears reductions:

● During COVID we educated landlords about the inability to charge late fees if 
arrears can be tied to the pandemic directly

● We have also reviewed balances and compared them to tenant’s receipts and 
bank accounts to demonstrate payments

● We have requested rent reductions in instances that tenant’s habitability 
standards are poor; when there is no valid ROP; when the tenant is facing 
difficulties; when UTA promises to pay a specific portion if in turn the landlord 
will forgive the remainder; etc. 



Sustaining Relations

Landlords are rarely friendly to UTA

● We approach deserving landlords with respect and understanding
● We work with the landlord to remedy the situation in instances that the tenant is in the wrong
● We educate landlords on their rights & responsibilities
● We make referrals to good landlords when tenants are in need of fair housing
● We have landlords whose tenants are consistently in arrears and work with them to avoid evictions
● Housing counselors must development professional relationships with all landlords their tenants owe arrears



Contact Information

United Tenants of Albany Hotline: 518-436-8997 x 3

Canyon Ryan, Executive Director: 518-436-8997 x 104

Shatiqua Pannell-Hyndman, Deputy Director: 518-436-8997 x 106



ABOUT THE 
PRESENTER

As a Housing Case Manager for the 

Watertown Urban Mission’s ESG-CV 

programs, I interact with landlords on a 

daily basis.

Programs I have worked in:

-Coordinated Entry, CE Lead

-Emergency Housing Vouchers

-DSS Grant Department for 

Homelessness Prevention

-Emergency Solution Grants (ESG)
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LANDLORD ENGAGEMENT AND 
BUILDING RELATIONSHIPS

-WUM currently has a 

list of  40+ individual LL 

who we continue to have 

a rapport with

M A I N TA I N I N G  
L A N D LO R D  L I S T

C O M P L E T I N G  
I N S P E C T I O N S

-WUM staff  complete inspections of  

each dwelling regardless of  when it has 

been previously inspected as a best 

practice, which insures that WUM staff  

have seen the property and sign off  that 

it was a safe, stable dwelling

A S S I S T I N G  W I T H  
E R A P /  L R A P
A P P L I C AT I O N S

-The CARE Center has 

assisted in over 300 

LRAP and ERAP 

applications, which has 

built strong relationships 

with landlords

E S G R E N TA L 
A S S I S TA N C E

-Emergency Solutions 

Grant funding assists 

with security deposits 

and first months’ rent 

for qualified individuals 

and families

-Guarantees first 

payments to the landlord
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H T T P S : / / N O R T H C O U N T R Y H O M E L E S S . O R G / L A N D L O R D S /

JEFFERSON COUNTY 
LANDLORD LIST



RENT PRICING

M A K I N G  L A N D LO R D S  A W A R E  O F  A F F O R DA B L E  
R E N T P R I C E S

• Navigating affordability without negotiating

• Single individuals using DSS assistance are 
qualified for up to $675/mo everything 

included 
• Single individuals using HUD assistance are 

qualified for up to $850/mo everything 
included

27

• Barriers of  the housing market

• Lack of  affordability for the vulnerable 
populations

• Apartments not up to PNHC Housing 
Habitability Standards



Lawful Source of Income 
Non-Discrimination Act of 

2019
NYSHRL § 296 (2-a) and NYSHRL § 296 (5)

Effective April 12, 2019

Anthony Mohen, Senior Attorney
Legal Aid Society of NENY



What does it do?

• Adds “ lawful source of income” as a protected class to the NYS Human Rights Law 
prohibiting housing discrimination

• Prevents all real estate professionals or housing providers from discriminating against a 
person based on their income source when seeking housing accommodations

• Equates source of income discrimination to that of race, creed, color, disability, national 
origin, sexual orientation, gender identity or expression, military status, age, sex, marital 
status, and familial status discrimination



Cities/Counties with 
Existing SOI Protections

• Buffalo, NY
• Hamburg, NY

• Nassau County
• New York City
• Suffolk County

• Syracuse, NY
• Westchester County
• West Seneca, NY



Who  benefits?

• Non-wage earning New Yorkers in receipt of 
lawful sources of income are now protected 
from housing discrimination based on that 
lawful source of income

• For example, New Yorkers who are in receipt 
of:

• child support or alimony
• foster care subsidies
• social security income/benefits
• any form of federal, state, or local public 

assistance or housing assistance (such as 
Section 8 vouchers)

are now protected under this amendment to 
the NYS Human Rights Law



Who may not discriminate?

Any owners, lessees, sub-lessees, assignees, or any other 
person who has the right to sell, rent, or lease a housing 
accommodation, or any agent or employee thereof.

It applies to all real estate professionals and housing 
providers, including, but not limited to:

Owners
Landlords
Real estate agents/brokers
Housing boards or associations
Tenants seeking to sublet
Any employee or agent of the above



Limitations:

• These provisions do not apply to:
• the rentals of two-family home rental units, when one unit is occupied by the owner
• the rental of all rooms in a housing accommodation to individuals of the same sex 
• the rentals of rooms in a housing accommodation, if the owner also occupies the 

housing accommodation
• certain senior housing



Practices That 
Are Now 
Illegal:

• Refusing to rent/lease/sell public or private housing based on 
income source, or stating that it is not available for inspection, 
sale, rental, or lease when in fact it is available

• Making any written or oral inquiry regarding income source 
with the intent to discriminate

• Can still ask about income, but cannot discriminate 

• Landlords/sellers/real estate professionals/etc. are no longer 
allowed to advertise or provide applications for housing 
accommodations (public or private) using any form of language 
that is intended to limit or discriminate against certain 
applicants/tenants 

• For example: “No Section 8”

• Real estate professionals are no longer allowed to deny or 
provide different terms/conditions/privileges based on income 
source

• For example: different housing accommodations 
depending on the source of income



I’ve been discriminated against due to my 
income source. HELP!

File a complaint with 
the Division of Human 
Rights (DHR complaint)

File suit in state 
supreme court

File suit in federal 
court (certain cases)

Utilize housing court 
(sometimes)



Remedies

• Economic damages

• Punitive damages
• Willful or wanton negligence or recklessness
• Conscious disregard of the rights of others or conduct so 

reckless as to amount to such disregard
• Chauca v. Abraham, 30 N.Y.3d 325 (2017)

• Compensatory damages
• Emotional distress/harm
• “[a] compensatory award for emotional distress in a 

discrimination action may be based on testimonial 
evidence alone and is not preconditioned on whether 
[the plaintiff] underwent treatment, psychiatric or 
otherwise.” 

• Makinen v. City of New York, 167 F. Supp. 3d 472 
(SDNY 2016) (citing Lopes v. Caffe Centrale LLC, 548 
F.Supp.2d 47, 55 [S.D.N.Y.2008])

• Attorneys Fees

• Injunctive relief
• Temporary restraining orders

https://www.leagle.com/cite/548%20F.Supp.2d%2047


Contact Information

Anthony Mohen
amohen@lasnny.org

(518) 533-5935
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Questions? 
Comments?
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