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As a result, now is an ideal time to re-
examine current contracts – even 
if the expiration dates are a few years 
away, especially since technology 
evolves more quickly than the legal or 
regulatory environment.  Remember, if 
you can’t locate a copy of an agreement, 
it doesn’t mean it doesn’t exist.  Be 
sure to confirm all vendor payments 
are being received on-time and in the 
amounts anticipated.  

Maximizing your Return
Once you’ve analyzed your portfolio’s 
existing contracts, take the time to 
determine your objectives before 
beginning contract negotiations.  Also, 
learn as much as possible about the key 
issues involved in telecommunications 
service agreements, such as: 

• Understand what new technology 
is being offered today that may 
provide the capability for new services 
tomorrow.

• Determine if there are other strong 
providers to consider and ensure 
quality services for residents.

• Compare the multiple vendors, 
offer structures and business terms.  
When projecting revenue use realistic 
customer penetration levels, in order to 
make an apple to apples comparison.

• Ensure there is a window to cancel 
and renegotiate in the future.  Automatic 
renewal clauses of more than one year 
are not in your best interest.

• Preserve your rights to each 
communitys infrastructure, you have 
the option of allowing the operator 
exclusive or nonexclusive use of the 
wiring.  Yes compensation may be 
affected.  

• The compensations is also relative 
to the exclusive or nonexclusive 
marketing of the provider’s services.

In today’s world a multifamily owner 
should not accept that a service 
provider is doing them a favor by just 
serving your property! It is the owner’s 
capital dollars that created a market 
more lucrative for a service provider, 
over single family units. 

Who will oversee the programs once the 
contracts are negotiated?  It is important 
that these programs are monitored at 
all levels to derive maximum benefits 
including implementation, revenue 
collections, changes in technology and 
expiration dates / cancelation terms.   

Shari Smith of Choice Property 
Resources, Inc., an Ohio based full-
service consulting firm specializing in 
telecommunications contract analysis, 
negotiations and implementation.  

A proud member of NOAA’s 
Group Purchasing Program.

About Choice:
Owners and managers representing 
260,000 units on over 2,400 
apartments and condominiums have 
successfully engaged Choice as their 
agent, and they’ve enjoyed participating 
in the $24M of vendor paid door fees 
and/or revenue share since 1999.  

Choice does all the work, allowing you 
to focus on your core business.  We are 
compensated based on performance – 
limiting your risk!

If you would like to talk more about this 
- I can be reached at shari@choiceprop.
com or 614-568-7303. 

Best of luck to you!

maximize Your Benefits of Cable tv, Internet 
and phone Contracts
Telecommunications continues to change!  From analog to digital; both cable and 
telephone companies competing for television, high-speed Internet and voice services; 
private cable operators are also pitching a triple play of services; FCC regulations banning 
exclusive service agreements; from wired to wireless; growing bandwidth expectancies, 
new technology being offered just to name a few. 
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