
Selling a tenant-occupied multifamily building in upstate New York’s Capital Region is no walk in the park. From
my 11 years as a real estate agent specialising in small multifamily listings, I've learned that tenant cooperation
during showings can make or break a successful sale. Yet, the question keeps popping up: should landlords offer
tenants something to ease the showing process?

This post dives deep into practical approaches for landlord–tenant relations during the sales process, covering key
legal nuances around Good Cause Eviction and municipal opt-ins, common misunderstandings around
exemptions, the nitty-gritty of rent cap math tied to CPI, and recent shifts in the buyer pool that influence how
attractive your listing is.

We'll rely on resources like the McDonald Real Estate Company and important insights from the New York State
Association of REALTORS® (NYSAR) to guide you through making informed decisions — no fluff, just straight talk.

Understanding the Tenant’s Perspective: Why Cooperation Matters
Showing tenant-occupied buildings is tricky. Tenants have every right to quiet enjoyment of their home, and
scheduling property tours can disrupt their daily lives. From noisy showings that interrupt work-from-home days
to privacy concerns, tenants are understandably wary.

That said, tenant cooperation is crucial for marketing the property effectively and attracting prospects. The goal
isn’t to strong-arm tenants but to foster a spirit of collaboration.

The Real Cost of Uncooperative Tenants

Fewer Showings: Limited access leads to lower buyer interest and fewer bids.

Reduced Sale Price: Buyers pay a premium for buildings with smooth lease transitions and accessible units.

Potential Legal Risks: Forced or poorly scheduled showings risk violating tenant rights, leading to costly
disputes.

Offering incentives to tenants can reduce friction while keeping everything above board.



Good Cause Eviction and Municipal Opt-Ins: Legal Realities Shaping
Tenant Cooperation
One of the biggest misconceptions I see is how landlords misread eviction rules and exemptions, especially around
“Good Cause” eviction laws and municipal rent regulation opt-ins.

What is Good Cause Eviction?

Under recent New York tenant protection laws, Good Cause eviction requires landlords to have valid reasons—
beyond lease expiration— to terminate a tenancy. These reasons vary but generally include non-payment, lease
violations, or intent to use the unit personally.

Many landlords believe that selling the property itself is a valid Good Cause. It is not—unless the new owner plans
to occupy the unit personally, which is one of the exemptions.

Municipal Rent Regulation Opt-Ins

New York State’s Tenant Protection Act sets a broad framework, but municipalities like Albany and others have
“opted in” with stricter rent caps and eviction controls. It’s essential to check the local jurisdiction’s status to avoid
bad assumptions that can derail deals.

The NYSAR website offers helpful resources to track which cities have opted in and what their specific rules are.

Common Misreading of Exemptions

Landlords often assume exemptions like “owner-occupied” or “condo conversion” allow them to evict tenants
freely during a sale process. The truth is subtle:

Owner-Occupant Exemption: The new owner must intend to live in the unit themselves. Simply buying as
an investor or flipping disqualifies this.

Condo/Co-op Conversion Exemption: Requires compliance with lengthy procedural steps and tenant
notification periods.

Misreading these can lead to tenant pushback, litigation, or sale collapse.

Incentivising Tenant Cooperation: What Works and What Doesn’t?
With the legal framework laid out, let’s get practical. What tenant cooperation incentives make sense, and which
are more likely to backfire?

Types of Tenant Cooperation Incentives

1. Monetary Compensation: Offering a token payment for allowing extra showings or easier access.

2. Gift Cards or Vouchers: Coffee shops, local eateries, or grocery stores.

3. Flexible Scheduling: Allow tenants to pick showing windows that least disrupt their lives.

4. Moving Assistance or Relocation Fees: In cases where eviction or buyouts are legally viable.

5. Lease Termination Incentives: If mutually agreed to vacate early.

Pros and Cons Table for Incentives



Incentive Type Pros Cons Monetary Compensation Simple, direct motivator; easy to document. May be seen as a
bribe; could establish expectations for future requests. Gift Cards/Vouchers Non-cash, less formal; often
appreciated. May not suit all tenants; perceived as trivial. Flexible Scheduling Respects tenant autonomy, builds
goodwill. May limit buyer access; slows marketing process. Moving Assistance/Relocation Fees Helpful if tenant
agrees to vacate; expediates sale. Not always legally feasible; costs add up. Lease Termination Incentives Can result
in vacant units, simplifying sale. Requires tenant agreement; legal risks if abused.

CPI-Based Rent Caps: Why Sanity-Checking the Math Matters
Any discussion on tenant cooperation and rent regulation is incomplete without understanding rent caps,
especially those tied to the Consumer Price Index (CPI).

I’m always skeptical when I see landlords post on Facebook about “rent hikes” based on vague formulas. I
immediately grab a calculator to sanity-check.

How Rent Caps Work

In rent-regulated municipalities, annual rent increases are often capped at a percentage calculated from the CPI
plus a fixed amount (usually a few percentage points). For example, if the CPI rise is 3%, an allowed increase might
be 3% + 1.5% = 4.5% that year.

For small multifamily owners, this means rents can't be jacked up arbitrarily to justify telling tenants “we need to
sell by increasing rent.”

Why This Matters to Selling Tenant-Occupied Properties

Buyers look carefully at rent rolls; suspect inflated rents scare them off.

Lenders require compliance with rent caps to approve financing.

Trying to skirt regulations can cause tenant objections or legal challenges, delaying sales.

Buyer Pool Shifts: What It Means for Tenant Cooperation Incentives



The Capital Region market is evolving. I’ve personally seen the buyer pool for tenant-occupied buildings shift
recently, and this influences sales strategies.

Exit of Owner-Occupants and Flippers

Where owner-occupants and quick-flip investors once dominated the purchase market, rising interest rates,
tighter financing, and rent https://realtytimes.com/new-headlines/good-cause-eviction-changed-what-a-tenant-
occupied-listing-is-worth regulation uncertainty mean these groups are stepping back.

Now, more buyers are traditional investors focused on steady cash flow with longer holding periods and careful
tenant management.

How This Shift Affects Tenant Cooperation Strategies

1. Less Pressure on Immediate Vacancy: Buyers are more accepting of existing leases and may see tenant
cooperation as valuable goodwill.

2. Importance of Clean Rent Rolls: Prospective buyers scrutinize tenant records closely—hence, approaching
incentives transparently maintains records.

3. Long-Term Relationship Building: Tenants who cooperate can ease lease renewals with incoming owners.

Avoiding Conflict: Top Tips for Smooth Showings
Based on my experience and countless attorney calls, here are concrete steps landlords can take that avoid conflict
while making their listings shine:

1. Communicate Early and Often: Inform tenants as soon as a listing is planned. Transparency builds trust.

2. Set Clear Expectations: Outline how often and when showings will occur—ideally with tenant input.

3. Document Everything: Keep logs of communications and any incentives offered, to avoid future disputes.

4. Use Written Consent Forms for Showings: When possible, have tenants sign acknowledgments of showing
schedules.

5. Respect Privacy and Property: Encourage respectful conduct during showings and educate agents visiting
the property.

6. Consider Professional Management Help: Experienced property managers often handle tenant relations
more smoothly.

Conclusion: Is Offering Tenants Something the Right Choice?
Tenants are not obstacles; they are living stakeholders with legitimate rights and concerns. Offering tenant
cooperation incentives during the sale is not just a nicety—it’s a strategic tool that can smooth marketing, increase
sale prices, and reduce legal risks.

That said, incentives should be carefully tailored to your building’s legal context and tenant demographics, backed
by a thorough understanding of rent caps and eviction protections.

Before rushing into offers or rent hikes, sanity-check the rules, get clear on local regulations (like the municipal
opt-in status), and communicate honestly. A collaborative approach leads to better outcomes for sellers, buyers,
and tenants alike.

Curious to learn more? Check out McDonald Real Estate Company’s listings and resources, and don’t miss the
updates from NYSAR for authoritative guidance on regulations impacting sales in New York State.
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Need advice tailored to your multifamily listing? Drop your questions in the comments or reach out — I keep a
running list of ‘deal killers’ and am happy to help.


