If you're a real estate agent or landlord dealing with tenant-occupied multifamily property sales in New York State,
you already know the challenge: How do you showcase a property with tenants living in every unit — without
spooking potential buyers? Tenant cooperation can be a make-or-break factor in these sales, especially in today's
evolving regulatory landscape where rent caps, Good Cause Eviction rules, and buyer expectations heavily

influence deal flow.

From 11 years in upstate New York real estate, with a focus on small multifamily listings, I've compiled key insights,
backed by tools like the McDonald Real Estate Company resources and NYSAR (New York State Association of
Realtors) guidelines. This post dives into how to manage tenant cooperation and showing notices, unpack

common landlord misconceptions, and navigate the tricky buyer pool dynamics.

Understanding the Tenant-Occupied Reality: Rent Caps and Good
Cause Eviction

One of the biggest hurdles in showing tenant-occupied properties is the regulatory environment. It's critical to
ensure you understand the latest housing laws that affect tenant rights — because buyers don't just want a roof

over their heads; they want a clear picture of occupancy risks.

Good Cause Eviction and Municipal Opt-In

Good Cause Eviction laws have gained momentum, especially in New York City and select upstate municipalities
that have "opted in." Under Good Cause rules, landlords can't evict tenants without a legally valid reason (“good

cause”), curtailing eviction options for non-payment or lease compliance issues.

Many owners misread exemptions, assuming their property is free from these rules. Before you start showing,

confirm the building’s status:

® |sit located in a municipality that has opted into Good Cause Eviction laws?

e |f yes, does the property qualify for any exemptions (e.g., owner-occupied duplexes, certain small landlords)?

For instance, some small multifamily properties (typically owner-occupied two to four units) have exemptions, but
tenant-occupied buildings with multiple non-owner-occupied units generally don't. This nuances the attractiveness

for buyers interested in future income control.

Rent Caps and CPI-Based Ceilings

A key “deal killer” I've noted is buyers walking when they realize their potential income is limited by rent increases
subject to annual caps tied to the Consumer Price Index (CPIl). These caps mean that even if rents are below

market, landlords can only increase rents by a small percentage annually.

You'll want to sanity-check any rent cap claims, especially if you hear “Oh, rents can be raised 20% next year” from
owners or social media posts. Use basic math and verify with updated CPI figures. NYSAR and McDonald Real
Estate Company offer calculators and guides to help confirm allowable rent hikes so you don't misrepresent

income potential.

Showing Tenant-Occupied Buildings: Tenant Cooperation is Key

Buying tenant-occupied properties is a different animal from showing vacant homes. Unlike empty properties with

staged rooms and smooth tours, these showings can be messy or “awkward” when tenants are home. But there's



a smart way to handle it without risking tenant alienation — or scaring off buyers.

Showing Notice Best Practices
First and foremost, always comply with New York's tenant right to notice:

* Minimum advance notice: Generally, 24 hours is standard—and in some municipalities, 48 hours or more

may be required.
* Written notice: Give tenants clear written showing notices stating date, time, and purpose.

* Reasonable hours: Schedule showings during reasonable daylight hours unless tenants agree otherwise.

The NYSAR website has excellent example forms and notices compliant with housing laws, so educate your sellers

and tenants on expectations early.

How to Foster Tenant Cooperation

Tenant cooperation is gold. Here's what works best:

1. Build relationships: Encourage sellers to communicate respectfully and actually listen to tenant concerns

about showings.
2. Offer incentives: Small goodwill gestures like gift cards for accommodating multiple showings go a long way.

3. Schedule efficiently: Cluster viewing times to limit tenant disruptions to a few slots per week rather than

random days.

4. Inform buyers upfront: Prepare buyers for “real-life” showings — units may be lived-in, not spotless like
single-family homes.
5. Respect privacy: Limit showings inside occupied units unless buyers have strong rental investing experience

or sign confidentiality agreements.

Buyers appreciate transparency and a smooth showing process. And, happy tenants tend to keep units tidy

enough to present well!

Handling Awkward Showings

Awkward moments are almost inevitable in tenant-occupied showings. Here's how to manage them:

® Prepare buyers for the noise, clutter, or pets they might encounter. Set expectations realistically.
® Ensure your sellers brief tenants to tidy common areas and be presentable during showings while respecting
their space.

e Stay professional and empathetic if tenants express frustration or refuse access; consider alternative

approaches like virtual tours or photos.

Remember: Pushing too hard risks creating adversarial tenants who may sabotage deals by withholding access or

sabotage rental records.

The Buyer Pool Shift: What Tenant-Occupied Means Today

The modern buyer landscape for tenant-occupied properties is evolving. A decade ago, many small multifamily
buyers were owner-occupants wanting to live in one unit and rent out the others. Today, that pool has shrunk

because Good Cause Eviction laws and rent caps decrease flexibility.
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Similarly, some flippers and investors have upstate ny landlord rules exited the market, unwilling to operate under

strict rental regulations or deal with the hassle of tenant-occupied showings.
So what types of buyers are left? Consider these groups:

* Long-term buy-and-hold investors seeking steady, modest income who understand rent regulation and

tenant relations.
* Experienced small portfolio landlords comfortable juggling tenant cooperation and compliance.
* Developers interested in pre-renovation acquisitions in municipalities with favorable zoning or opt-out

mechanisms.

To engage these buyers:

1. Present thorough rent rolls, income statements, and tenant histories upfront.

2. Sanity-check the rent cap math and highlight any recent or upcoming CPI-based rent increases.

3. Explain municipal opt-in status clearly and how it may impact future vacancies or rent resets.
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4. Offer virtual or video tours when possible to reduce awkward in-person disruptions.

Deal Killers to Avoid: Missing Deposit Records and Mispriced
Comparables

In my experience, tenant-occupied sales often blow up over avoidable issues:

* Missing security deposit records or incomplete tenant files. Buyers want proof landlords have collected

and stored deposits properly per law.

* Pricing properties based solely on nearby single-family home sales. Tenant-occupied multifamily
buildings should be priced with multifamily comps — or risk alienating investors familiar with true income

potential.

¢ Hand-wavy “market is soft” claims without solid rent roll or occupancy data to back it up. Always

come armed with facts.

Keeping a checklist of these “deal killers” helps you avoid last-minute surprises and sets up your sale for smooth

negotiations.

Summary: Show Tenant-Occupied Properties with Confidence

Showing tenant-occupied multifamily properties in New York doesn’t have to scare buyers off — as long as you

arm yourself and your sellers with knowledge, respect tenant rights, and manage expectations.

® Know local Good Cause Eviction laws and municipal opt-in status.

® Double-check rent caps and CPI-based rent increase math.

* Follow showing notice best practices outlined by NYSAR.

* Build tenant cooperation with respectful communication and scheduling.
® Prepare buyers for awkward but realistic showings.

* Price properties using accurate multifamily comps and transparent income data.

If you keep these practical tips in mind, you'll create a smoother experience for sellers, tenants, and buyers —

turning a tricky process into a deal-ready opportunity.
For additional resources, | always recommend visiting:

* McDonald Real Estate Company — Multifamily market insights and rental math tools

® NYSAR - Official realtor resources for forms, showing notices, and tenant law updates

Want to talk tenant-occupied sales or sanity-check a deal? Reach out anytime — I'm always tracking down the

latest market shifts and can help you avoid the pitfalls no one else talks about.



