
A
s a landlord, you take pre-
cautions every day to protect 
and maintain your properties. 
Whether you lease apartments 

to tenants or office space to business-
es, your primary objective should be 
transferring your risk of damage to 
the structure through property insur-
ance. Additionally, you should procure 
liability coverage for the exposure of an 
injury that occurs on your property, and 
even purchase additional liability limits 
through an excess or umbrella policy. 

But, once you’ve taken care of the obvi-
ous, your priority should be making sure 
your tenants have renters’ insurance. 
Here’s why: 

It lowers your exposure to lawsuits.
Depending on the cause of loss, ten-
ants are more inclined to bring a lawsuit 
against their landlord if they have no 
other means of replacing their damaged 
belongings. For example, if the cause of 
a fire is faulty wiring, a tenant without 
renters’ insurance to cover their per-
sonal property would likely bring a claim 
against the landlord, claiming the dam-
age was a result of a building defect or 
landlord negligence. Conversely, a ten-
ant with renters’ insurance would have 
coverage to replace their property.

It helps you transfer liability 
when the tenant is at fault.

Furthermore, basic renters’ insurance 
would include coverage for liability, 
which, for example, would protect a 
landlord for repairs following a fire 
caused by the tenant. Renters’ poli-
cies often contain liability coverage for 
personal injury lawsuits as well, which 
would prove advantageous to both land-
lords and tenants. Transferring this risk 
to the tenant eliminates the need for 
you, the landlord, to submit a claim to 
your carrier and absorb the deductible 
costs. 

It makes cleanup 
easier and more likely.

Imagine that a tenant moves out follow-
ing a fire they caused, leaving the land-
lord with a unit full of ruined belongings. 
In addition to covering tenant’s personal 
property, some renters’ insurance policies 
include the removal of damaged prop-

erty. The cleanup and disposal of these 
items, paid by the renters’ insurance 
policy, would allow landlords to quickly 
recover from the damage and expedite 
the rental of the unit. An uninsured ten-
ant might opt to leave the entire cleanup 
to the property owner and, while their 
security deposit might cover some of the 
expense, it likely wouldn’t account for 
all of it.

A thorough lease should contain a clause 
informing tenants that their belongings 
are not covered by their landlord’s insur-
ance policy and requiring them to obtain 
their own policy. In addition, property 
owners should ask to be named as an 
additional insured on the renter’s policy. 
This would protect the landlord in the 
event they are held liable for tenant 
negligence. Being named as an addi-
tional insured would also guarantee that 
a notice will be given to the landlord 
in the event the policy is cancelled for 
non-payment of premium. In this case, 
neglecting to carry renters’ insurance 
would be a violation of their lease terms 
and grounds for dismissal. 

As a landlord, you might assume that 
this requirement would scare off poten-
tial renters due to the expense to the 
tenant. In reality, the cost of renters’ 

insurance is very reasonable; a typical 
apartment dweller would likely pay $100 
– $200 annually, or just $8 – $16 per 
month. Most would agree this is equi-
table given the protection that renters’ 
insurance provides. 

When an accident occurs, the focus 
should be indemnifying all parties 
through the risk transfer of insurance. 
Landlords spend considerable time and 
expense making their properties com-
fortable and safe for their tenants. By 
requiring tenants to purchase renters’ 
insurance coverage, both tenant and 
landlords can reduce financial risk, avoid 
frustrating legal headaches, and benefit 
from the piece of mind that insurance 
provides. 

It’s your investment. Protect it. 

R
eal estate historically has been a 
driver of growth. So, it’s extremely 
encouraging to see that rebuilding 
and revitalization are on an uptick 

in central Ohio.

Why the real estate reemergence? Let’s 
start with demographics. According to 
the U.S. Census Bureau, by 2020 the U.S. 
population will include 68 million people 
between age 20 and 34. Because those 
are ages of people most likely to rent, mul-
tifamily construction continues to play a 
major role in our market. At Plante Moran, 
we’ve seen new multifamily construction 
increase steadily during the past two years. 

A recent Real Estate Trends report by the 
Urban Land Institute also points to mul-
tifamily new development as having the 
highest growth potential for central Ohio 
in 2014. The report, released in December 
2013, states “Rental housing is clearly in a 
growth phase, as it was last year. We are in 
a boom, with high demand for apartment 
living in various parts of the city.” 

In Plante Moran’s 2013-2014 Real Estate 
Outlook, our firm reported three factors 
shaping real estate in the recuperating 
economy. The first is called placemaking. 
This is a strategy used to bring people back 
to cities to both work and live. This is why 
we are seeing the multi-housing boom 
in areas such as downtown Columbus, 
Easton, New Albany and Dublin. 

The second factor involves collaborative 
office spaces as commercial real estate 
gains momentum. Building owners need 
to prepare for a new set of demands from 
prospective tenants. We are seeing a trend 
toward more open and collaborative office 
space where office designs include telecon-
ferencing, interactive whiteboards, instant 
messaging and exceptional connectivity, so 
employees and customers can easily join 
meetings. 

The final factor shaping the recuperating 
real estate market revolves around job 
growth. The old notion that real estate is 
all about location is outdated. It’s really 
all about jobs. Statistics collected by the 
National Center for Middle Market at the 
end of 2012 point to stronger employment 
growth among all industries, notably in 
the service, construction, health care and 
manufacturing industries. 

So how can you take advantage of these 
trends to turn your community develop-
ment dreams into reality? Our multidis-
ciplinary team at Plante Moran can help 

ensure your regulatory compliance as well 
as navigate the business and tax issues 
related to your project. 

With more than 80 years serving real estate 
clients and more than 250 real estate and 
construction specialists on staff, our CPAs, 
tax specialists and consultants can help you 
leverage tax credits, tax-exempt financ-
ing and other vehicles to revitalize and 
strengthen the economic environment and 
livability of your community. 

When you are using tax credits and incen-
tives for housing and community develop-
ment, you can depend on us for:

• Dynamic financial projection models 
that will ensure maximum value of                       
the tax incentives

• Sourcing & evaluation of tax credit inves-
tor proposals

• Business & tax planning for closing, con-
struction, operations, & investor exit

• Coordination with legal counsel & docu-
ment review

• Compliance with regulatory & reporting 
requirements

• Ongoing audit & tax compliance

Through the life of your project, you can 
depend on the diverse skills of our housing 
and community development professionals. 
They understand the regulatory compliance 
and reporting requirements that come with 
incentivized financing. They are also accus-

tomed to working with all segments of the 
construction and real estate industries and 
know the complex business and tax issues 
of these industries. 

Our transaction structure experience 
includes:

• Historic tax credits
• New markets tax credits
• Facade easement
• State tax credit assignments — certifi-

cate sales & tax-deferred structures
• Tax increment financing, including 

Section 118 structures

Whether you are a developer, investor, 
public housing authority, community devel-
opment entity, syndicator or lender, our 
experts can help you leverage the govern-
ment incentives available to strengthen 
your community and put ideas into action.

The competition for community develop-
ment funds is steep, but you can position 
your organization as a front-runner by part-
nering with an experienced advisor.

Robert Shenton is the managing partner of Plante 
Moran’s Central Ohio Region and works to ensure that 
his firm, along with the city of Columbus, continues to 
excel as one of the best places to live, work and play.

Why should you care if your tenants have renters’ insurance? 

Real Estate Regaining Role in Recuperating Economy

INDUSTRY INSIGHTS  |  M E S S A G E  F R O M  T H E  S P O N S O R

By: Dan Overmyer, CPIA
Partner

INDUSTRY INSIGHTS  |  M E S S A G E  F R O M  T H E  S P O N S O R25  |  Special advertising feature to Columbus Business First

By: Robert Shenton
Managing Partner | Central Ohio


