
Selling tenant-occupied buildings in New York’s Capital Region is no walk in the park anymore — especially if
you’re intent on avoiding vacancy promises. As someone who’s spent over hud fair market rent a decade
navigating the ins and outs of multifamily sales, I’ve seen plenty of listings mess it up by overpromising vacancy.
That not only sets buyer expectations way off but also leads to deals blowing up mid-process.

Let’s cut through the noise and talk straight about how to sell it full, honestly, with messaging that truly appeals
to income buyers. I’ll also walk you through key legal realities — like Good Cause Eviction and rent caps — plus
how the buyer pool is shifting and what that means for your marketing strategy. And as always, I’ll point you
toward trusted resources like McDonald Real Estate Company and the New York State Association of Realtors
(NYSAR).

Why Avoiding Vacancy Promises Matters
First, a quick sanity check: promising a vacant unit will sell your building “faster” or “for more” is a sucker’s game —
and often legally risky. Here’s why:

Vacancy is a variable, not a guarantee. Tenant leases don’t end on your schedule. Evictions are complicated
and heavily regulated; you can’t promise a unit will be empty at closing.

Vacancy promises scare away genuine income buyers. Buyers focused on cash flow want to see rent rolls,
not dream scenarios without tenants.

Expectations misaligned with reality sink deals. Overpromising vacancy leads to appraisal issues and
financing headaches later.

Instead, good agents and sellers market tenant-occupied property by embracing the reality: sell it full and focus
on the income story.

Know Your Audience: Income Buyer Messaging
Income buyers buy rent checks, not empty shells. So your marketing and listing materials should:

Provide clear, accurate rent rolls
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Highlight historical rent growth and expense ratios

Address municipal rent regulations upfront

Explain tenant protections affecting turnover (and why that’s a stabiliser, not a blocker)

Discuss maintenance and capital improvements transparently

Hand out information that lets buyers run their own numbers — no gimmicks, no hype.

Good Cause Eviction: What Sellers Must Understand
One of the biggest deal-killers I keep a running list of is misunderstanding New York’s Good Cause Eviction
(GCE) statutes and their municipal opt-in status. It breaks down like this:

1. Statewide baseline: New York State passed GCE laws protecting tenants from eviction without “good cause.”

2. Municipal opt-in: Not every city or town implements GCE in the same way. For example, Albany and
Schenectady have (or are considering) opt-in rules that extend protections beyond the state baseline.

3. Owner occupancy and exemptions: Some exemptions exist (like owner-occupied dwellings with fewer
units), but sellers frequently misinterpret or overestimate these.

Sellers and agents need to vet their properties carefully for:

Which eviction rules actually apply

How those rules affect tenant turnover timelines

What eviction proofs or documentation buyers will want to see

Careless or vague language here can torpedo deals when attorneys start digging.

Resources:

Check out McDonald Real Estate Co.'s Good Cause Eviction guide for regional summaries and timing
expectations

Refer to NYSAR’s lawyer-reviewed articles for the latest on municipal opt-in statuses



Dissecting Exemptions: Why Owners Often Misread Them
Here’s a pet peeve: owners claiming their building is exempt from rent caps or GCE because... “It’s only a three-
family” or “I live there,” or “We just raised rents.”

Reality: exemptions come with fine print and conditions. For example:

Owner-occupied exemptions usually mean the owner must live in the building — and often in a specific unit
— not just be on the title

Buildings with four or more units typically don't qualify for owner-occupied exemptions

Exemptions for new construction or certain affordable housing programs don’t always apply in older NYC
metro suburbs

Without a lawyer-approved review or expert input, these “exemptions” can backfire hard, raising red flags for
buyers and their attorneys.

Crunching the Numbers: Rent Cap Math & CPI-Based Ceilings
Every small landlord selling tenant-occupied buildings should keep their calculator handy. Why? Because rent cap
math can be tricky and hand-wavy Facebook posts are often wrong.

Here’s how rent regulation works regionally in a nutshell:

Region Rent Cap Method Typical Annual Increase Limit Additional Notes New York City Rent Guidelines Board CPI-
based ceilings Varies (oft. 1-3% annually) Subject to adjustments for utility costs and other mandates Capital
Region Cities (Albany, Schenectady, Troy) Local ordinances + State limits Typically CPI + 1% or fixed caps New rules
evolving post-2019 legislation Upstate Towns/Villages Fewer caps, mostly market driven N/A Still impacted by
tenant protections for eviction and lease renewals

Always sanity-check rent caps against the Consumer Price Index data and local ordinances. This avoids
overestimating future income, a common rookie mistake that kills credibility.

The Buyer Pool Shift: What It Means for Your Marketing Strategy
Another significant market evolution is who’s buying tenant-occupied multifamily properties today. Historically,
owner-occupants and flippers were a dominant group. Now?

Owner-occupants and flippers are pulling back. Rising costs, tougher regulations, and more complex
tenant protections make quick flips less attractive.

Income-focused investors are dominating. They want long-term cash flow, which means buildings that
come full — tenants included.

Lenders want clean, stable income streams. A vacant building requires more hoops to jump through, so
consistent rent rolls smooth financing.

Implication: your listings should speak directly to investors, emphasising sustainable income, rent caps explained
clearly, and tenant stability — not vacant unit fantasies.

Practical Marketing Tips to Sell a Tenant-Occupied Building
1. Lead with accurate rent rolls. Provide current rents, lease expiration dates, and tenant payment histories if

possible.



2. Highlight regulated rent structures. Summarise rent caps and GCE realities plainly; buyers respect
transparency.

3. Outline recent capital improvements. Buyers want to know what’s fixed and what’s coming.

4. Use solid income metrics. Include net operating income (NOI), expense ratios, and operating statements.

5. Preempt deal-killers. Address deposit records, late payments, and any ongoing legal issues up front.

6. Link to reliable legal resources. Adding footnotes or links to NYSAR articles or regional guides gives buyers
confidence.

7. Price with the local rental market in mind. Don’t rely on single-family home comps — those don’t reflect
multifamily income realities.

Final Thoughts
Selling tenant-occupied properties in today’s regulated and buyer-savvy market means dropping the hype and
embracing facts. If you want to avoid vacancy promises and truly sell it full, focus on clarity, legal realities, and
solid income data.

Stay curious, keep your calculator handy, and leverage trusted industry resources like McDonald Real Estate
Company and NYSAR. That’s how you earn trust, close deals, and avoid the mess of broken expectations.


