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WISHCAMPER 

 

Dear Reader,  

 

Today we are a white-owned and for-profit company. Given that, we approach our strong 

desire to reduce inequality with humility, honestly, and the knowledge that most often 

it’s those we intend to lift up that contribute, teach, and lead us to being better 

people and a better company.  

 

This Equity Plan is our best idea, but we don’t pretend it’s the authority. Through 

continued collaboration we hope this living document will evolve to be both impactful in 

our desire to reduce inequality and demonstrative for others to use, but for today, we 

are willing to risk getting this wrong to have the opportunity to get it right.  

 

We welcome and encourage all feedback.  

 

Sincerely, 

 

Justin Metcalf, President 
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TEAM MEMBERS & KEY DATES 

COMMUNITY OUTREACH, SERVICES & MANAGEMENT TEAM 

Resident Services Provider TBD 

Specialized Services Provider Thrive Central Oregon  (“Thrive”) 

Property Management Services Guardian Real Estate Services 

Community Outreach Team & Cultural 

Consultants  

Ozzie Gonzalez, Thrive, & TBD 

Translation Services  TBD 

Lease-Up & Marketing Coordinator TBD – Anthony Veliz (IZO Public Relations & 

Marketing) 

 

CONSTRUCTION TEAM 

Developer’s Construction Representative CDK Enterprises (“CDK”) 

MWESB Consultant – Outreach & Mentorship 

Program 

Professional Business Development Group 

“PBDG”  

Architect Encompass Design Inc.  

General Contractor Headwaters Construction 

 

COMMUNITY OUTREACH & CONSTRUCTION COMPLETION DATES 

Closing September 2020 

Construction Begins October 2020 

Equity Plan Finalized & All Team Members Engaged December 2020 

Feedback & Orientation Outreach (Begins) January 2021 

Pre-Lease Outreach (Begins) July 2021 

First Building Complete, Move-Ins Begin December 2021 

End of Construction April 2022 

Full Occupancy October 2022 

Note: Date of “First Building Complete” drives timeline for outreach.  
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A COMMITMENT 

“Talent and Intelligence are Universal, Resources and Opportunities Are Not.” 
- Michael Tubbs, Mayor of Stockton, CA 

The creation and implementation of this Equity Plan is integral to 1) ensuring that the Hispanic priority 

population and other marginalized communities within Bend have equitable access to service-enriched 

housing at Stillwater Crossing Apartments (“Stillwater” or the “Project”), and 2) that the economic and 

mentorship opportunities associated with the Project’s development are accessible to Minority-owned, 

Women-owned, and Emerging Small Business (“MWESB”) subcontractors and professional service firms.  

The Equity Plan will not contradict the Project’s Tenant Selection Plan (HUD form filed with OHCS), 

Affirmative Fair Housing Marketing Plan (HUD form filed with OHCS), Resident Services Plan (filed with 

OHCS), and Fair Housing Laws.  

ACKNOWLEDGED & SUPPORTED BY:  

Role Company Name Signatures 

Developer 
Wishcamper 

Development Partners 

Justin Metcalf, 

President 
 

Contractor 
Headwaters 

Construction 

Stan Marshall, 

President 
 

Developer’s 

Construction 

Representative 

CDK Enterprises 
Dave Krawczyk, 

President 
 

MWESB Consultant 
Professional Business 

Development Group 

Kenechi Onyeagusi, 

Executive Director 
 

Architect Encompass Design Jenn Clary, President  

Property Manager 
Guardian Real Estate 

Services 

Hollie Forsman, 

Portfolio Manager 
 

Resident Services 

Provider 
   

Cultural Consultant P3 Ozzie Gonzalez   

Lease-Up & 

Marketing 

Coordinator 

   

Special Services 

Provider 

Thrive Central Oregon Sarah Kelley, 

Executive Director 
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 EXPANDING COMMUNITY BENEFIT BEYOND HOUSING  

All Wishcamper projects should strive to expand community benefit beyond housing. This benefit should 

reduce inequalities that exist within the larger community as it relates to opportunities in health, wealth, 

education, or other socioeconomic or life-enrichment categories.  

ROLES, RESPONSIBILITIES, & CHECKLIST 

Finish this section in conjunction with conversations with Outreach, Services, and Management Teams 
prior to implementation.   

MWESB PARTICIPATION & MENTORSHIP  

COMPANY COMMITMENT TO MWESB PARTICIPATION 

While no requirement exists for the Bend project, Wishcamper is committed to meeting a 20% 

minimum MWESB (Minority, Women, and Emerging Small Business) target and has set an aspirational 

goal of 30%, for both professional services and contracting. 

HOW THE CONSTRUCTION TEAM WILL ACHIEVE PARTICIPATION GOALS 

Relevant Updates or Changes to Plan 

• [8-15-20] Research into subsidized internet service is being included.   

• [7/22/20] Wishcamper is continuing to research ways with Lynne McConnell to provide 

low-cost (or no-cost) child and after-school care to low-income individuals in the 

immediate neighborhood (not limited to project).  

Relevant Updates or Changes to Plan 

•     

Relevant Updates or Changes to Plan 

• [1/12/20] PBDG has formalized their plan and enrolled interested sub-contractors into the  

9-month Mentorship Model and Training Curriculum. CDK is participating as an instructor.  

• [9/9/20] The project’s construction contract has been executed with 30.8% MWESB 

participation in contracting.  

• [7-5-19] The project will exceed 30% MWESB participation in professional services.  
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Wishcamper has a unique bid-procurement process that dovetails well with their MWESB sub-contractor 

outreach consultant’s scope of work and ensures that MWESB goals are achieved.  

• CDK (Wishcamper’s construction representative) will begin contacting sub-contractors in the design 

phase (50% plans) to 1) let them know of the pending opportunity, and 2) solicit and/or verify early 

cost estimates. 

• At 50% plans, Wishcamper will engage PBDG as the MWESB project consultant to oversee MWESB 

sub-contractor outreach and implement their mentorship program during construction.  

• At this time PBDG, Wishcamper, and CDK will have a kick-off meeting to discuss plans and roles for 

sub-contractor outreach. Following this meeting, CDK and PBDG will have weekly meetings until the 

outreach period is completed.  

• PBDG and CDK will engage in formal MWESB sub-contractor outreach at completion of 75% plans. 

When and where appropriate, bid packages will encourage and incentivize larger firms to utilize 

MWESB firms as second-tier subcontractors. 

• PBDG, CDK, and Wishcamper will interview general contractors for the project at-or-before 

completion of 75% plans (assuming they are not pre-identified). The general contractor will not bid 

for the project and is instead selected for their competency, reputation, and readiness to work 

collaboratively in Wishcamper’s unique process. 

• CDK, with continued sub-contractor outreach assistance from PBDG, will solicit qualified bids for 

100% of the project scope by the time 100% plans are complete, from both MWESB and non-MWESB 

sub-contractors. All bids will be turned over to the general contractor, who is free to solicit additional 

bids if they choose. 

• CDK and the general contractor will work collaboratively to ensure that 1) the best sub-contractors 

for the project are selected, 2) safeguard the project’s budget, and 3) ensure the MWESB goals are 

achieved. 

OUTREACH EFFORTS TO MWESB SUB-CONTRACTORS 

The following methodologies will be deployed to reach MWESB sub-contractors, convey the opportunity, 

and solicit their interest.  

• TRADE ASSOCIATIONS AND LOCAL OUTREACH. The Construction Team will present the project at 

trade association group meetings, including PBDG (Professional Business Development Group), 

LatinoBuilt, NAMC (National Association of Minority Contractors), and OAME (Oregon Association 

of Minority Entrepreneurs). Further, local business organizations such as the Chamber of 

Commerce will be contacted to ensure the local business community is informed.  

• CDK- DIRECT CONTACT. As part of their larger bid-procurement process, CDK will contact all 

applicable companies that are COBID-registered.  
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• PBDG - DIRECT CONTACT. PBDG will analyze work scopes to match opportunities to MWESB firm’s 

experience, thereby promoting and conveying the opportunity directly to the subcontracting 

community, which includes both members and non-members of their trade organization.   

• PRE-BID OUTREACH MEETINGS. PBDG will host outreach meetings, which CDK will attend, to 

provide interested sub-contractors the opportunity to learn more about the project, the bid 

deadline, and answer specific questions. See Appendix 1 for a representative email blast of a 

scheduled pre-bid outreach meeting.  

TECHNICAL ASSISTANCE TO MWESB SUB-CONTRACTORS  

As part of their bid-procurement process, CDK will prepare 1) complete material take-offs for the 

entire project scope, and 2) detailed labor sheets showing how many hours each scope will take 

to complete. This information will be provided to all interested sub-contractors and CDK will assist 

in their understanding of how they were compiled and answer any project-related or bid-preparation 

questions, with the goal of eliminating subjectivity from their bid to ensure they are competitive.  

MENTORSHIP PROGRAM 

During construction, PBDG will deploy their 9-month Mentorship Model and Training Curriculum. In 

this program, subs will receive hands-on 1-on-1 mentoring and knowledge on key areas of their 

business. More about this program can be found in Appendix 2.  

IDENTIFYING PRIORITY POPULATIONS  

Index Census Tract 21 County State 

White 91.6% 87.5% 76.0% 

All People of Color 8.4% 12.5% 24.0% 

    Black 0.0% 0.6% 1.8% 

    Native 0.8% 0.4% 0.9% 

    Asian 0.4% 1.2% 4.2% 

    Islander 0.0% 0.1% 0.4% 

    Other 0.0% 0.1% 0.2% 

    Two +  3.4% 2.3% 3.7% 

    Latino (Mexican, Cuban, Other Hispanic / Latino) 3.8% 7.9% 12.8% 

Relevant Updates or Changes to Plan 

• [5/15/20] As supported by the market research, Wishcamper has identified the Hispanic 

(or Laninx or Latino) population as the priority and/or target population. Community 

outreach efforts will not be limited to this population, but will prioritize them.  
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Owner Occupied Units 74.8% 65.7% 61.9% 

Median Household Income $75,000 $63,680 $59,393 

Source: censusreporter.org (US Census data) 

Compared to the city, Census Tract 21 is disproportionately White. The city of Bend is comprised of 14.4% 

people of color, with 63.6% identifying as Hispanic/Latino, 83% of whom are US Mexican. The Asian 

population makes up 13% of the people of color citywide and is diverse, with 19.7% identifying as 

Chinese, 14.9% as Korean, 13.9% as Indian, 13.4% as Filipino, 11.4% as Japanese, and 25.9% as other 

Asian. In the census tract of this project, the Asian population makes up just 5.1% of the people of color, 

and 100% of that population identifies as Indian. These disparities suggest that communities of color 

have had difficulties accessing this neighborhood, in particular the Mexican and non-Indian Asian 

communities of Bend. At 240-units and with a varied unit mix, Stillwater will provide for more people 

of color to move into and take advantage of this opportunity area within the city of Bend. 

COMMUNITY OUTREACH TO PRIORITY POPULATIONS 

The Community Outreach Team and Cultural Consultants for Stillwater, with assistance from the 

management and marketing teams, will deploy a sophisticated yet grass roots community outreach 

model to ensure that the housing opportunity reaches the local Hispanic community and will take 

into consideration communication, learning, and cultural barriers that often exist. See Appendix 3 for 

details on community outreach policies and procedures not covered in this section’s summary. 

FORMS OF COMMUNITY OUTREACH. Three primary methods will be utilized for outreach into Bend’s 

local Hispanic population: direct contact, traditional marketing, and hosted events. Direct contact 

relies on finding ways to personally reach individuals and organizations. Hosted events and traditional 

marketing tactics are useful outreach tools in reaching larger groups, provided a minimum level of 

trust and awareness have been established within the local Hispanic community.  

ENGAGING LOCALS & DIRECT CONTACT 

Relevant Updates or Changes to Plan 

• [11/29/20] Ozzie Gonzalez will join the Community Outreach Team and a formal plan will 

be developed ASAP, ideally with input from the Resident Services Provider (TBD, 

interviews ongoing) and Lease-UP & Marketing Coordinator (TBD, interviews ongoing).  

• [8/26/20] Thrive Central Oregon, the Specialized Services Provider, has been identified as 

an organization that can provide inroads into the local Hispanic community and efforts 

are in process to make contact, solicit project support, and secure recommendations for 

Local Cultural Consultants and advocates.   

• [5/20/20] $150,000 budgeted for retaining Local Cultural Consultants, promotional 

community outreach events, and other lease-up and marketing activities.   
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“Meeting the needs of a local community requires partnering with local individuals and 

organizations that are trusted and respected within the community”. 

We believe that for outreach to be effective it can’t rely solely on contacting advocacy and networking 

groups, posting flyers, and offering to host events - it must proactively reach into communities and 

seek to connect with individuals and families on their own terms and reflective of their own culture.   

THE CULTURAL CONSULTANT ROLE. Cultural Consultants are representative of the Hispanic culture 

and well respected within the broader Hispanic community. Among other outreach responsibilities, 

they are tasked with determining how to find local individuals that be engaged over the outreach 

process to directly contact individuals and families living in Bend’s Hispanic communities – raising 

awareness door-to-door with people representative of their community.   

Local individuals are engaged to raise awareness of the project, gather feedback, and provide support 

to individuals and families through the application process. They will be provided an IPAD linking 

directly to promotional and lease-up materials, hand-outs of all promotional materials, an email 

address and prepaid mobile phone for communication, a basic understanding of the project and its 

timeline, introductions to the owners of Wishcamper and the Outreach, Services, and Management 

Teams, and a clear understanding of what the expectations of the role are. These individuals will be 

compensated monthly for their efforts and report feedback and questions to the Cultural 

Consultant(s).  

 

•Cultural Consultants 
will find and engage 
local individuals 
interested in raising 
awarness of the 
housing opportunity in 
thier local community. 

"The Meeting"

•Once engaged, 
individuals will go 
through an on-
boarding process. 

"The Training"
•Individuals engaged will 

contact local 
organizations, peer 
groups, and individuals 
directly.

•Cultural Consultants will 
assist in organizing larger 
hosted events.

"The 
Outreach"
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THE OUTREACH PROCESS – 2 STEPS 

STEP 1: FEEDBACK & ORIENTATION OUTREACH. This phase of community outreach begins 6-months 

prior to beginning official lease-up outreach (12-months before move-ins). The goal with this 

outreach period is to 1) provide the Hispanic community with advance knowledge of the housing 

opportunity, 2) solicit feedback, ideas, and input regarding resident services programming and 

amenities, and 3) begin earning the trust of the Hispanic population and associated advocacy 

and/or cultural groups and/or networks. This period of outreach enables the Community Outreach 

Team and Cultural Consultant(s) to become oriented with each other and determine if their outreach 

process, protocols, and methods are effective, prior to the more critical outreach period during pre-

leasing.  

Figure 1: Feedback & Orientation Outreach Process.   

 

STEP 2: PRE-LEASING OUTREACH. This phase of community outreach begins 6-months prior to move-

ins and 3-months prior to broader leasing efforts to the Bend community. The goal with this outreach 

period is to: 1) ensure the entire Hispanic community in Bend is aware of the project, 2) that those 

who are interested in moving to the community join the wait list and understand what 

documentation is needed to file an application.   

Figure 2: Pre-Leasing Outreach Process.   
 

 

•Solicit project 
feedback, raise 
awarness of project, 
and begin to establish 
trust.

•An online "splash pad" 
is created to capture 
contact information of 
those interested in 
future residency.  

"The 
Introduction"

•Review effectiness of 
outreach. 

"The 
Evaluation"

• The outreach process 
is finalized prior to 
Lease-Up Outreach. 

•Developer 
incorperates feedback 
on resident services 
and amenities into 
project. 

"The 
Adoption"



12 
 
 

 

COMMUNITY OUTREACH PLATFORMS 

Platform Method 

Local Cultural Consultants  Direct Contact 

Thrive Central Oregon Direct Contact, Social Media 

Latino Community Association 

Social Media, Website, 

Hosted Live-Event, Leave 

Promo Materials 

El Latino De Hoy (Only Hispanic Weekly Newspaper in Oregon) Print & Online Marketing 

Social Media Management (Union Culture, Bend OR) Social Media 

KRDM Radio (Regional Mexican Radio, Redmond OR) Radio 

Volunteers in Medicine (Bend, OR) Leave Promo Materials 

Family University (Madras) Leave Promo Materials 

Plaza Comunitaria (Bend & Redmond) Leave Promo Materials 

 

PROPERTY MANAGEMENT, REPRESENTATION, TRAINING 

•Outreach ensures the 
Hispanic community is 
aware of the housing 
opportunity and that it's 
now forthcoming. 

•Outreach offers 
assistance to those 
interested in leasing a 
unit (understanding 
application requirments, 
joining wait-list). 

"The 
Notification"

•Management maintains 
central wait-list. 

•All wait-list applicants that 
are from the priority 
population are "greeted" by 
management. 

"The Greeting"

•A lottery will be used if 
demand exceeds supply.

• Management will follow 
up with sucessfull wait-list 
applicants and request a 
formal application.

"The 
Welcoming"

Relevant Updates or Changes to Plan 
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PROPERTY MANAGER 

Guardian Real Estate Services (“GRES”) has been identified to provide property management services. 

GRES has been providing property management services to the region for over 40 years and has 

extensive experience managing both market-rate and affordable projects. GRES manages over 120 

income-restricted projects and over 4,700 units throughout Oregon, Washington, and Arizona. With over 

400 employees, GRES has 26.5% of employees self-identifying as a member of an ethnic minority and 

56% of their workforce is female. Contributions of senior executives has played an important role in 

the development of a college preparatory education program that affords primarily minority and 

lower-income high school students’ access to high quality education and a conduit to post-secondary 

studies. GRES takes pride in the demographic of their employees and their residents.  

APPLICATION & SCREENING CRITERIA  

To successfully serve Hispanic and other marginalized and low-income populations, and address racial 

disparities in resident selection, key elements of the selection criteria will be tailored to ensure equitable 

access among applicants and compliance with fair housing laws. Wishcamper acknowledges the 

importance of having a clear and consistently applied policy to override standard screening criteria.   

APPLICATION REQUIREMENTS. Applicants need to submit the documentation shown in Appendix 4 to 

apply for a unit at Stillwater. All items are mandatory requirements as per Oregon Housing and HUD 

(GRES does not add more restrictive requirements on top of this).  

 

• [9-5-20] As we work with Guardian to determine how we can fulfill the pledge to have 

“equitable screening criteria that is tailored to the priority population” I am finding many 

roadblocks in the form of non-negotiable requirements by OHCS, Fair Housing Laws, and 

HUD. As a result, we are undertaking an in-depth study to determine what others have 

done, what the limits of what we can do are (in conjunction with our attorney), and how 

we can at a minimum infuse more equity into the process as it relates to different 

cultures, human conditions, and languages.      

• [9-1-20] Guardian’s demographic report has been reviewed and will be utilized. This 

report allows Wishcamper and the Outreach, Services, and Management Teams to 

determine the exact populations living in the Project and can be utilized to both assist in 

tailoring services to specific ethnicities as well as determining the effeteness of the 

Equity Plan. 

• [7/23/20] A low barrier to entry policy is nearly complete and is being vetted for 

legalities.  

• [3/15/20] Guardian Real Estate Services will provide property management services.   
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SCREENING CRITERIA. Screening is undertaken by an independent 3rd-party and all adults on an 

application are screened. Appendix 4 lists in detail what may result in a denial, though in general 

denial is limited to the applicant having more than a 50% housing burden, evictions over the past 4 -

years for drug-related behavior, and [insert ]. 

APPEALS PROCESS. The appeals process is a two-step process and summarized in Appendix 4. For all 

matters that are not straight forward, Guardian has a Fair Housing Office that can override a denial and 

institute their own judgement.  

MARKETING BEYOND LEASE-UP  

Community outreach to the priority and other marginalized populations can’t end once lease -up is 

complete. The following steps will be taken to ensure the cultural inroads established prior to 

stabilization are not lost.  

• The Community Outreach, Services, and Management Teams, in addition to Wishcamper, will meet 

once a year to evaluate if marketing to the priority population needs to be refreshed, augmented, or 

changed.  

• Management will collect demographic data on all applicants, approved or otherwise. The data set 

will be reviewed annually to help gauge whether the project is delivering equitable access to the 

Hispanic community and meeting the goals set forth in the final comprehensive Equity Plan.  

REPRESENTATION & TRAINING 

On-site management and staff need to understand the goals of, and importantly, need to be 

representative of, the community that they will serve. The on-site management and staff at Stillwater 

will receive diversity and inclusion training as an ongoing, developmental process to support training and 

professional development. Further, efforts will be taken to hire on-site staff that are racially and 

culturally representative of the resident community. 

RESIDENT SERVICES  

RESIDENT SERVICES PROVIDER 

Yet to be identified. 

Relevant Updates or Changes to Plan 

• [5/15/20] Thrive has been identified as the special services provider.  

• [3/15/20] A minimum of $648,000 will be escrowed to fund resident services, with a goal 

of $900,000.    
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The Resident Services Provider is yet to be identified.  

SPECIAL SERVICES PROVIDER 

Thrive Central Oregon’s (“Thrive”) mission is to connect individual needs to community resources. Based 

in Bend, Thrive provides resident services to many other affordable housing communities in the region 

and is very well respected. Thrive’s business model is to meet community members in public spaces to 

connect them with the assistance they are seeking. Each month, Thrive sees 300+ community members 

and connects them to 400+ resources and services, with 65% of the services revolving around secure 

housing, 15% basic needs, 12% legal / job / disability, and 8% health. Learn more at 

wwwthrivecentraloregon.org.  

While residents can contact Thrive staff at any time off-site, initially Thrive will be on-site 1-day a week 

and available to both residents and the public during their visits. If there is more demand the 

frequency of on-site visits will increase.   

EXAMPLES OF SERVICE PROVIDER NETWORKS IN BEND 

The following resources do not include organizations that provide services specifically for homeless or 

extremely low-income individuals and families (shelters, community food resources, etc.). 

 

RESIDENT SERVICES PROVIDED 

Resident services serve as a vital component to enhancing the lives of residents and all service programs 

and activities will be provided at no cost to residents. 

Health Care & Insurance Employment Resources Veterans 
• Pandemic Partners Help Line 

(Assistance for those impacted 

by COVID-19 in coordination 

with Thrive, local nonprofits, 

and community volunteers.) 

• OHP Health Insurance Referral 

• Volunteers in Medicine Clinic 

• The Community Clinic of Bend 

• Cascade Youth & Family 

• COIC – Youth Employment 

• Goodwill Industries 

• Health of Oregon Corps 

• Oregon Unemployment 

• Vocational Rehab (Inside 

Worksource) 

• Band of Brothers 

• Central Oregon Veterans 

Outreach 

• Deschutes County Vet Services 

• Veterans Administration 

Housing Assistance Child Care Education 
• Neighbor Impact 

• Latino Community Association 

• Thrive 

• Deschutes County Assistance 

Programs 

• NeighborImpact 

• Family Access Network 

• Boys & Girls Club 

• YMCA (low-income grants) 

• BendBroadband 

• Family Resource Center of 

Central Oregon 

• Head Start 

• Central Oregon Workforce 

Training Center 
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AMENITIES THAT REDUCE INEQUALITY  

Unique amenities to the project that are aimed at reducing inequality are as follows. 

 

  

Service Provider Status 

Connecting residents in need with service provider 

networks for healthcare, health insurance, 

prescription drugs, navigating insurance claims, legal 

services, credit counseling, domestic abuse, drug and 

alcohol abuse, depression, childcare, employment and 

job training and placement opportunities, eviction 

prevention, education, abuse, etc.  

Thrive, With 

Assistance 

from Resident 

Services 

Provider 

Service Will Be 

Provided 

TBD proprietary initiatives.  

Resident 

Services 

Provider 

Service Will Be 

Provided 

Overseeing on-site structured and spontaneous events 

and entertainment, community appreciation events, 

scheduling resident community room rental requests 

for parties, etc.  

Resident 

Services 

Provider 

Service Will Be 

Provided 

Offsite or Onsite Childcare and/or After School 

Partnership Program 
TBD  

High Desired, Working 

with Lynne McConnell  

@ City of Bend to 

Research Options 

Service Provider Status 

Property-Wide WIFI @ No Cost to Residents  TBD Being Researched 
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APPENDIX 1: EMAIL SOLICITATION FROM PBDG TO MWESB 

TRADE ASSOCIATION MEMBERS 
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APPENDIX 2: PBDG MENTORSHIP & TRAINING MODEL 

PBDG accomplishes its education and training mission through its Construction Business Training and 

Plan (TAP) center. Our mission is to improve business conditions for priority firms (clients or 

participants) by increasing preparation, competitiveness, and relationships. We accomplish our 

mission through education, training, culturally responsive networking opportunities and mentorship. 

Our relationship-centric and case management approach is designed to be flexible and responsive to 

client needs. The program provides wraparound technical assistance services to meet participants 

where they are and build a long term foundation for their business. Technical assistance services 

range anywhere from understanding basic costs, business operations and accounting processes, to 

hands on assistance with complex bidding, estimating systems and construction software training. 

The training center utilizes internal resources/expertise and leverages existing external resources 

available in the industry and community to meet participants needs. Eligible participants include 

MWESB contractors and professional service firms (consulting, general, architecture and engineering). 
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APPENDIX 3: OUTREACH POLICIES & PROCEDURES  

THIS SECTION IN PROCESS (A Jumble of Notes) 
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APPENDIX 4: SCREENING CRITERIA 

THIS SECTION IN PROCESS 

APPLICATION REQUIREMENTS. Applicants need to submit the following documentation to apply for a 

unit at Stillwater. All items are mandatory requirements as per Oregon Housing and HUD (GRES does 

not add more restrictive requirements on top of this).  

• Valid identification and social security number or alien registration card (often referred to as 

green card, or permanent resident card, or permanent visa).  

• Disclosure and explanation of any eviction and/or criminal history.  

• Income verification requires the following one-page verification documents to be executed 

(if applicable): deposits; real property owned; trust account; lump sum receipts; veteran’s 

administration benefits; unemployment benefits; child support; whole life / universal life 

insurance; real property sold on contract; disposed assets; trust account; student status and 

financial assistance; public assistance; periodic monetary assistance; asset  verification; social 

security benefits; self-employment income; annuity; pension; and retirement account.  

• Employment verification requires the following one-page documents to be executed: 

employment verification (including wage verification); and employment termination 

verification. 

 

SCREENING CRITERIA. All adults on applications are screened and the following information may 

result in a denial. Screening is undertaken by a independent 3 rd-party (Guardian uses Onsite).   

• Combined monthly income of less than 2-times the rent, resulting in a housing burden 

greater than 50%.  

• Combined income that results in the applicant being over-qualified, by example, exceeding 

60% of the median family income.  

• An eviction over the past 4-years for drug-related or criminal activity.  

• Convictions. A conviction, guilty plea, or no contest plea for any of the following crimes: drug-

related crime; person crime; sex offense; crime involving financial fraud, including identity theft 

and forgery; or any other crime if the conduct for which applicant was convicted is “of a nature 

that would adversely affect property of the landlord or a resident or the health, safety or right of 

peaceful enjoyment of the premises of residents, the landlord, or management.” Management 

will not consider a previous arrest that did not result in a Conviction or expunged records. 

• Drug Use. If applicant, or any proposed occupant, is currently engaged in illegal use of drugs or 

there is a reasonable cause to believe that a member’s illegal use or pattern of illegal use of a 

drug may cause an interference, or if there is reasonable cause of behavior, from abuse or pattern 

of abuse of alcohol may cause interference. 

 

APPEALS PROCESS. From Guardian: Onsite is our screening company within Onsite we have Screeners interface 

that reviews the initial screening to ensure we should be denying something.  Initial appeals are typically handled 

through this system as well as some are quick to explain/provide documentation.  If it isn’t straight forward or they 
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want to continue the appeal conversation it is handled by our Fair Housing Office at Guardian or sent to Leah Sykes 

office based on the denial reason, etc. 


