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THE COMNDO ACCOUNTING FIRM
MARK CANTEY & ASSOCIATES, P.C.

Annual Accounting Services
Audits
Reviews
Compilations
Tax Returns

Monthly Accounting Services
Paveyourwaytoa

Smooth Spring

Asphalt Resurfacing  Infra-Red Patching

Serving over 900 associations annually
and over 40,000 units daily

Crack Filling Pulverizing Curbing
Crack Routing Milling Concrete Work
Car Stops stroma Color Concrete Stamping
Striping Stonework Culvert Pipe
Grading xcavation Drain Tile
Asphalt Paving  Asphalt Patching Snow Plowing
735 ?ulﬂi'.l‘éfﬁfﬁu"f‘si"ﬂi"s : Call or Email PLM Paving for a fre.e estimate
855.301.2400 262-691-3964 or sales@plmpaving.com
canteycpa.com www.plmpaving.com

PROPERTY
| SERVICES

Locally owned & Operated
since 1990

e oFEs VTSP ST

: . 6214 StaTE HWy 42
" FINANCIAL MANAGEMENT - MAINTENANCE SERVICES Pee Rlvaon, Wl s/zo

Angela Snyder, Director of Operations, Condominium Division T: 902-868-3935

angelas@ogdenre.com - 414.270.1381 - ogdenre.com

www.BayPropertyServices.com
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Leadership Directory

2019 Board of Directors

President

Lisa Komppa, AMS, CPM®, PCAM
Professional Property Consultants, LLC
PO Box 923

Menomonee Falls, WI 53052

Phone: (262) 257-9250
lisa@ppc-wi.com

President Elect

Todd Sarauer, AMS, CMCA, PCAM
Hunt Management Incorporated, AAMC
10520 N. Bacehr Road, Suite Q

Mequon, WI 53092

Phone: (262) 238-1480
todd@huntmanagement.com

Secretary

Sara Moker, AMS, CMCA
Elite Properties, Inc.

3415 N 127th St., Suite 300
Brookfield, WI 53005
Phone: (262) 373-1777
sclark@eliteprop.org

Treasurer

Dan Miske, CCAL

Husch Blackwell, LLP

555 E. Wells Street, Ste. 1900
Milwaukee, WI 53202

Phone: (414) 978-5418
Daniel.Miske@huschblackwell.com

Director

Jesse Bozman

Bret Actenhagen’s Seasonal Services
W336 S8510 Hwy E

Mukwonago, WI 53149

Phone: (262) 975-0268
jesse.bozman(@seasonalservices.com

2019 CAI-WI Committees

Education & Programs:

Sandra Chapman (Chair)

Chad Emrath, AMS, CMCA, CPO
Emily Foy

Charles Fiergola

Kallie Lane

Edward Lange-Novak, AMS, CMCA
Ryan Maloney

Matt Martin

Carissa Pezewski

Christy True, CMCA

Conference & Tradeshow:
Shari Engstrom (Chair)
Lydia Chartre, CCAL
Samantha Hoppe

Nicole Mahsem

Julie Metzger, AMS, CMCA
Lynn Rabeor

Angela Snyder, CMCA

Golf Outing:

Eric Swanson (Chair)
Mike Baker
Christopher DeWall
Brian Henry

Monica Mack
Christy True, CMCA

Director

Chad Emrath, CMCA, AMS, CPO
Ogden & Company

1665 N. Water St.

Milwaukee, WI 53202

(414) 270-4173
chad@ogdenre.com

Director

Erica Joyce

Mid State Insurance
7105 W Mequon Road
Mequon, WI 53092
Phone: (262) 643-4674
ericaj@midstateis.com

Director

Michael Leach, CMCA, PCAM
Prospect Management Company
224 N. 76th St.

Milwaukee, WI 53213

Phone: (414) 540-0004
mleach@pmcwi.com

Director

Dan Merritt

Glen of Brookfield Home Owners Association
15340 Huff Way

Brookfield, WI 53005

Phone: (262) 309-5665
dmerritt33us@yahoo.com

Director

Ryan Maloney

Robertson Ryan & Associates
20975 Swenson Drive, Suite 175
Waukesha, WI 53186

Phone: (414) 221-0346
rmaloney@robertsonryan.com

Director

Matt Martin

Reserve Advisors, Inc.

735 N. Water Street, Suite 175
Milwaukee, WI 53202

Phone: (414) 272-2002
mmartin@reserveadvisors.com

Local Contact/Staff

Chris Ruditys

Wisconsin Association Management
11801 W. Silver Spring Dr., Ste. 200
Milwaukee, WI 53225

Phone: (414)778-0640 Ext. 1
info@cai-wi.org

Tina Conley, Assistant Account Executive
Wisconsin Association Management
11801 W. Silver Spring Dr., Ste. 200
Milwaukee, WI 53225

Phone: (414)755-3353

tina@wamllc.net

Leslie Wright, Director of Communications
Wisconsin Association Management

11801 W. Silver Spring Dr., Ste. 200
Milwaukee, WI 53225

Phone: (414)755-3355

leslie@wamllc.net

Legislative Action:

William Huettner, AMS, CMCA, PCAM (Chair)
Sally Balson

Terry Handel, AMS, CMCA, PCAM

Edward Lange-Novak, AMS, CMCA

Dan Miske, CCAL

Theodore Salgado, RS

Magazine & Membership Directory:
Julie Metzger, AMS, CMCA (Chair)
Tina Kissinger

Carissa Pezewski

Karen Skoric

Communication & Outreach:

Michael Leach, CMCA, PCAM (Chair)
Billie Jo Fatheree (Vice Chair)

David Adams

Jesse Bozman

Mark Cyganiak

Special Events:

Richard Spaulding (Chair)

Shari Engstrom

Becky Hartwig

Julie Peterson, ARM®, AMS, CMCA
Mark Schultz, CMCA

Follow us on
Facebook
Community
Associations
Institute -
Wisconsin Chapter
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« Due to rain the CAI-WI Golf
CMF:A Outing was rescheduled to Monday,
September 16th. Although the day
started with clouds and a touch of fog
it ended warm and sunny —all in all, a
') | great day for golf! I want to thank all
of the sponsors, attendees, WAM staff
and most of all Eric Swanson and the
y rest of the Golf Outing Committee
members for making this event as
seamless and fun as it was. Next
year the outing will be held at a new
venue, the Fairways of Woodside.

jal

I would like to congratulate Michael Leach on earning his PCAM
designation. Michael and I both traveled to Florida this past spring
for the final step toward earning the PCAM designation - the 2-day
PCAM Case Study. The PCAM Case Study is a comprehensive
examination of an actual community association, combining
classroom discussion with an extensive on-site inspection. After
waiting for 8 weeks Michael and I were both very exited to find out
that we passed the exam and have earned our PCAM designations.
I will admit that this final step was not easy, however, it was well
worth it. I want to recognize the six PCAM’s in Wisconsin:

Professional

FOREST GREEN Association

Realty & Management  MaNagement

Financial Management

Full Management

Personalized Packages Available
24/7 Service Division

414.425.3134

8575 W. Forest Home Avenue Ste 140,

Greenfield, WI 53228

keapps@forestgreenrealty.com / www.forestgreenrealty.com

Jeffrey Hunt Michael Leach
Terry Handel Amber Otto
Lisa Komppa Todd Sarauer

I encourage all property managers to take advantage of the
educational offerings that are available to you. We are fortunate
to be offering the following course locally: M-202: Association
Communications on Friday, October 25, 2019 at the CAI-WI
Chapter Office. More information can be found on the CAI-WI
website or in this magazine. This course is one of the prerequisite
courses required to successfully complete the case study.

Between wrapping up exterior projects and preparing your budgets
I hope you find some time to enjoy autumn in Wisconsin.

[,iAzo Korvtﬁ%
Lisa Komppa, PCAM, AMS, CPM®
CAI-WI President

We Strive for Excellence Every Day!

Professional Property
Consultants

Full Service Property Management established to serve the

needs of Condominium and Homeowner Associations

Our Mission is to exceed Owner’s expectations
by providing the highest level of customer
service, professionalism and industry
experience. We are known for our quality
service. Call PPC today and find out why we
are the best choice for your property
management needs

Call us at 262.257.9250 or
check us out at www.ppc-wi.com

WWW.Cai-wi.org
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BUDGET COASTER

HOW TO MAKE PREDICTABLE BUDGETS FOR AN UNPREDICTABLE WORLD

By Myles Philipp

For many in the industry, the chills
of last winter are still being felt. From
extra snow removal charges, salt
shortages, to frozen pipes, last winter
brought unpredictability and in many
cases budget deficits. It is important to
take some lessons from last winter as
we prepare for the future, even more
important this time of year as many
start preparing their 2020 budgets. The
first lesson is while we can’t predict
the future, we can do our best to gather
information from experts and make our
best guess on what the future might hold.
With that in mind, this upcoming winter
is being called a “polar coaster” by the
Farmers’ Almanac. While no one knows
how cold or snowy the upcoming winter
may be, we can prepare knowing that last
year’s winter may be a better predictor
of expenses then years prior and former
Association averages.

Another unknown that everyone must
contend with this budget season is
the question of how much to put away
into reserves. Associations who have
performed a reserve study should look
to it for guidance. The Association may
also need to consider their governing
documents, state, and/or federal statutes.
While completing the yearly budget, it is
also important when considering reserves
to have a five-year plan. It is important
to know what capital expenditures may

be coming up in the future so
that there aren’t unexpected
surprises. It is recommended
in addition to budgeting
reserve contributions as part
of the operating budget to
estimate reserve releases
each year as part of a
separate replacement reserve
budget. Associations should
adopt a consistent policy
for charging expenses to
operating or reserves so that
operating results of both
funds will be comparable
from year to year.

When preparing the budget, Associations
should not forget the unexpected costs.
This includes bad debt expense and
income tax expense. When considering
bad debt expense, Associations should
look to historical averages of how much
of the assessments each year aren’t
collected. It may also be a good time to
have the Association’s attorney review
the Association’s accounts receivable for
collectability. If it is found that the Board
cannot collect any of the receivable
balances, the Board of Directors should
consider writing off the balances at a
meeting and documenting that in the
minutes. When considering income tax
expense, if Associations routinely owe
tax each year, they should consider
having their accountant help estimate
their income tax expense for the next
year. Whenever an Association knows in
advance they are going to receive income
that they don’t normally receive each
year, they should have their accountant
review for any tax implications.

While we can try and expect the
unexpected, it is important during the
process to identify the fixed costs. These
would be the costs that are tied to yearly
contracts and costs the Association
knows historically it incurs each year.
Budget season is a good time to review
upcoming contracts to make sure the
Association knows when they should
be expecting to get bids on certain

contracts. It is always a good idea to
have a calendar of when contracts
expire to make sure the Association has
enough time to start the bidding process
and make a decision before the contract
expires or automatically renews. Starting
with the fixed costs when completing a
budget provides the Association with a
starting point, as these costs are already
known.

No matter how strong the Association’s
budget process, sometimes additional
funding is needed. The Association
should take this moment to determine if
additional funding is needed because of
unexpected costs or because of costs they
could plan for in the future. Whenever a
special assessment or loan is needed, it
should be considered during the budget
process. For special assessments, that
could mean budgeting for the income
when it is expected to be received, as
homeowners may be paying their special
assessment all at once or over time.
While a special assessment may be part
of the answer, if it will take a few years
to collect the Association may need
to consider additional financing if the
costs are more urgent. If the Association
requires a loan it is important to consider
the loan as part of the budget process.
The Association should consider
budgeting for the loan as part of the
operating budget. If the Association
plans on paying for the loan as part of
the replacement reserve budget, the
Association should have a reserve study
performed or have their current reserve
study updated to include loan principal
and interest payments each year. This
way the Association continues to fund
reserves for future capital expenditures
in addition to paying off the loan.

Every year, part of the budget process
should include staying current with new
laws and regulations, which may impact
the Associations operating or reserve
budget going forward. The Board should
review the Association’s governing
documents and Section 703.163 of the
Wisconsin  Condominium Ownership
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BUDGET COASTER CONT.

Act regarding Reserve Funds/Statutory Reserves. It is always
recommended the Association continue their education and
reach out to professionals within the industry to make sure
they are staying current with new law changes that may have
an impact.

While the budget process might seem like a roller coaster
each year, it is important to remember that the budget coaster
doesn’t have to be bumpy and full of loops. By adhering to the
above, the Association can make the budget coaster a smooth
ride. The budget can be one of the best management tools at
the Association’s disposal. It can help the Board throughout
the year monitor the Association’s performance and held
the Board in making crucial decisions. Rides are not always
smooth though, even with the best planning, but a good budget
can help make sure your Association is better prepared when
the unexpected happens.

Mpyles Philipp, CPA of Mark Cantey, CPA. Mark Cantey CPA
is the Midwests leader in Association accounting, trusted
by hundreds of Associations. They specialize in Association
accounting by providing year-end audit, tax services, and
monthly accounting services.

RESERVE STUDIES

Easy

To use.

Does

Pretty much everything.

It

Our remarkably simple
reserve study system.

Our advanced reserve studies help you achieve a
deeper engagement with your properties and a more
effective way to manage them. Both today and tomorrow.
And with total confidence:

RESERVE" _ji |
ADVISORS

Long-term thinking. Everyduyt I’

For your reserve study proposal, contact Monica Mack at
(800) 221-9882 or visit reserveadvisors.com.

WWW.cai-wi.org

LENDING TOOLS
FOR YOUR ASSOCIATION

LOAN PROGRAMS

Our loan programs are tailored to meet the needs of your association.
We work closely with board members and property managers to ensure
that an association can effectively fund and complete its projects.

AN EFFICIENT AND CLEAR APPROVAL PROCESS

Our responsive turnaround on loan requests guarantees a simple
and understandable process. Once we receive your loan application
package, we quickly and efficiently determine a payment structure that
best meets the association’s needs. Upon bank approval of the loan,
we draft a commitment letter for your organization, detailing the loan
terms and conditions.

Upon your acceptance of our commitment letter, loan documentation
is provided for the association’s review, signature, and approval. We're
happy to meet with board members at any time during the loan process
to discuss and clarify the terms of the program.

Call one of our trusted industry experts at 847-304-5940 or
email service@communityadvantage.com to learn more.

WINTRUST

COMMUNITY ADVANTAGE
YOUR ASSOCIATION BANKING PARTNER

850 W. North Shore Dr. | Hartland, W1 53029
201 S. Hough St. | Barrington, IL 60010 (Main Office)
communityadvantage.com

Wintrust Community Advantage is a division of Barrington Bank & Trust Company, MEMBER
N.A., a Wintrust Community Bank. FD LENDER
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TRAITS OF GOOD BOARD MEMBERS

Do you have what it takes to be a
good board member? Chances are
you do.

If you have a mix of some of the
following traits and skills, consider
running for a seat on the board.

Respect. If you can give others
respect and expect it in return, you
can help keep board discussions
civil, productive and on point. We’re
looking for people who can lead by
consensus, not by command.

Good listening. People want to
be heard. Can you listen to board
members and residents with sincere
interest? You may have a few ideas
of your own, but everyone benefits
by sharing and discussing.

Thick skin. Sometimes, residents—

even other board members—can be
mean and insulting. Are you good at

ELITE

PROPERTIES INC.

Condominium
Associations

HOA Management

Maintenance
Services

Property Sales

- revrme —— — : e w
[ P T i R e o

e T

turning a conversation around and
finding out what’s really bothering
people?

Egos aside. If you can give others
credit, the board will operate better
as a team.

Agenda aside. Members who come
to the board looking to help only
themselves are a problem. A board
is more productive when members
don’t have a personal punch list. Are
you able to look after the community,
not just your own interests? Are you
willing to compromise?

Skill. An association is a business.
So having board members with
accounting, organizational behavior
and teambuilding backgrounds can
help. Someone with a financial
background, for example, might
make for a good treasurer.

The ideal board comprises a mix
of management styles, professional
skills and temperaments. If you
know people with some of these
traits or relevant skills, ask them
if they’d be interested in joining
the board. Some people don’t think
about running for a seat unless
asked.

You don’t have to know everything
when you join, but you should
be familiar with the governing
documents and the responsibilities
of the job. Fellow board members
and managers can help you with the
transition and train you on board
responsibilities, current  work,
projects and hot issues.

Leaders can come from different
places and backgrounds. There’s no
one mode that fits all. Share your
knowledge and passion with the
community!

The service you deserve
The people you trust

+ 4
262.373.1777 * eliteptop.org
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PROPERTY
MANAGEMENT

Setting new standardls, exceeding expectations

i
i

It's who we are. It's our culture.

Client-focused management by an extraordinary staff. It's what
makes MPC Property Management the choice for Condominium

Association and HOA management.

Call 262-661-4284 to experience the difference. £
MEMBER OF h

Community

www.mpcpm.com 2019 Platinum Sponsor
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NEW FHA POLICIES AIM TO MAKE FHA-FINANING EASIER FOR
CONDOMINIUM PURCHASERS

By Charles Fiergola

On August 14, 2019, the U.S.
Department of Housing and Urban
Development (HUD), through
its Fair Housing Administration
(FHA), published new guidance
with ramifications for condominium
associations, current condominium
owners, and prospective condominium
sellers and purchasers.

The new guidance, effective October
15, 2019, establishes two important
policy changes: FHA-insured financing
for single condominium units and a
three-year FHA certification period for
condominiums projects.

The new guidance reintroduces a
single-unit approval process enabling
individual condominium units to be
eligible for FHA-insured financing,
even if the entire condominium
is not approved for FHA-insured
financing. Previously, a unit could
obtain FHA financing only if the entire
Association was pre-approved. The
new guidance is not, however, an
entirely new practice. Prior to 2008,
the FHA engaged in a practice known
as “spot approvals” where exceptions
were made to the then-existing policy
and loans were granted on individual
units without certification of the entire
condominium. Beginning in 2008, at
the height of the recession, the FHA
eliminated spot approvals, so while
the single unit approval process is new
insofar as it is a new stated policy, the

guidance is a return to
recession-era practices.

The stated goal of
the new policy is to
“promote affordable
and sustainable
homeownership,
% cspecially among

1 credit-worthy first-time
buyers.”

FHA loans, which
are not issued by, but
insured by the FHA,
are an attractive option
for buyers, especially first-time
homeowners.  FHA loans require
lower down payments, sometimes as
low as 3.5%, and lower credit scores
than conventional loans.

As stated, existing FHA guidance had
mandated that condominium units
were only eligible for FHA-insured
financing if the entire condominium
had been FHA-certified by HUD.
In evaluating a condominium for
FHA certification, HUD examines,
among other things, the association’s
governing documents, the amount of its
reserves, the number of delinquencies,
the number of owner-occupied units,
the total non-residential floor area, and
the association’s insurance coverage.

Once approved by HUD for FHA-
insured financing, that certification
was good for two years. The recent
guidance, however, extends the
certification period by an additional
year to three years total. Owners in
FHA-certified condominiums are able
to market their units to a potentially
larger pool of potential buyers, which
includes purchasers who have an
FHA-insured loan. Before this new
guidance, a seller in a condominium
that was not FHA-certified would not
have been able to sell to a purchaser
with an FHA-insured loan.

Single unit applicants are evaluated
using the same standard as whole
condominium  projects  discussed

above. Additionally, a single unit
cannot be located in a condominium
that is already  FHA-certified.
Finally, if the condominium has ten
or more units, no more than 10% of
the units may be FHA-insured. In
condominiums with less than ten units,
no more than two units may be FHA-
insured. The new guidance further
sets forth that the purchaser’s lender
is tasked with collecting the necessary
documentation needed to determine
eligibility.

How will the single unit approval
process affect your association?

If you own a unit in a condominium
that is already FHA certified, the
single unit approval process will not
affect your association; units in your
condominium are already eligible for
FHA-insured financing.

If, however, your condominium is
not FHA-certified, the new guidance
may, nevertheless, enable would-be-
purchasers to obtain FHA-insured
financing for individual units in your
condominium.

The new policy is aimed at making
condominiums more affordable for
moderate to low-income buyers and
may also aid millennials entering
the homeownership market. HUD
noted that 84% of its FHA-insured
condominium buyers were first-time
homeowners. That number may grow
as HUD stated, under the new guidance,
that it anticipates an additional 20,000-
60,000 units being eligible for FHA-
insured financing annually.

Still, the single-unit approval process is
not automatic and even approved units
will take time for HUD to evaluate
and process. That approval process
may cause an unnecessary delay
that may adversely affect sellers and
purchasers alike. Having your entire
condominium FHA-certified ensures
that all future sales (during the period of
condominium certification) are eligible
for FHA-insured financing without any
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NEW FHA
GUIDELINES CONT.

unnecessary delay in the sale process. Additionally, once
FHA-certified, a condominium may have up to 50% of
its units secured by FHA-insured financing, a significant
increase from the 10% allowed by the single unit approval
process.

According to HUD, of the more than 150,000 condominium
projects in the United States, only about 6.5% are FHA-
certified. Those numbers suggest a great opportunity for
associations to make units marketable to a larger group of
potential purchasers.

It remains to be seen what burden the single unit approval
process will place on association boards and property
managers. As noted, the purchaser’s lender is tasked
with collecting the necessary documents and information
to determine eligibility for single unit approval. Most of
the information needed to determine eligibility, however,
is obtainable only from the association or its property
manager, but HUD has declined to mandate a standard form
or procedure for obtaining that information.

If your association has any questions about the new single
unit approval process or about FHA certification for your
condominium, consult an experienced condominium
attorney.

Charles Fiergola is an attorney at von Briesen & Roper,
s.c., practicing in condominium and community association
law. Charles can be reached at (414) 287-1473 or email:
cfiergola@vonbriesen.com.

Gain an HOA banking team

that’s been around the block

With over 25 years of experience in the community association
industry, our team delivers the solutions and the support to meet your
unique needs. From accelerated payment processing to the latest in
fraud protection, we help simplify the overall management of your
associations’ banking on our easy-to-use 24/7 online platform.

Learn how we simplify banking and the financing of your projects at
HOAbankservices.com. 9 [ B

Ralph Ascoli
Regional Account Executive
603-210-5215

ralph.ascoli@unionbank.com A member of MUFG, a global financial group

Financing subject to credit and collateral approval. Other restrictions may apply. Terms and conditions subject to change.

©2018 MUFG UnionBank, N.A. Allrights reserved. Member FDIC. Union Bankis a registered trademark
LENDER and brand name of MUFG Union Bank, NA. unionbank.com

l’ UnionBank'

How will you fund your next
association project?

Get custom financing that’s perfect for your budget
and your association. No deposit relationship
required.

Let us find the financing that’s right for you.
Call me today!

Tom Engblom, CMCA, AMS, PCAM

VP, Regional Account Executive
312-209-2623

866-800-4656 ext.7561
tom.engblom@mutualofomahabank.com

MutualofOmahaBank €

mutualofomahabank.com Member FDIC
171258 Equal Housing Lender ££1

MANAGEMENT
INCORPORATED

SINCE 1982

Specializing in Community Association Management Since 1982

10520 N. Baehr Road, Suite Q
Mequon, WI 53092
Phone:(262)-238-1480
Fax:(262)-238-1485
888-305-1071
huntmanagement.com

Professional Community Association
Management & Maintenance

community

ARSSLATIONT MBI

J
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GAI-WI 2019 ANNUAL GOLF OUTING

The 14th Annual CAI- WI golf outing was almost
a wet, soppy, nasty, muddy, rain soaked mess as
originally planned. Almost. After re-scheduling, a
new date was announced with an amazing increase
in overall attendance with the majority of golfers
and vendors able to adjust their busy schedules. The
Golf Committee thanks you for your support. We
hope you had a great day, were able to network, met
some new friends and were able to win some great
raffle prizes.

Special thanks to our Event and Individual
Sponsorships for making this day possible and
very memorable. Please mention to them that you
appreciate their support of the CAI-WI.

The Hole sponsors were really creative this year
and provided entertaining games and challenges
to the golfers. The Rubber Ducky pitching wedge
challenge and the Speed Hole were a couple of the
favorites.

With everyone’s participation and support this was
a great event to end the summer with. Looking
forward to seeing you next year. It might seem way
too early, but the Golf Committee has already made
plans for 2020. A date of June 22, 2020 has been
selected, a new golf destination at the Fairways of
Woodside in Sussex, with a themed golf event and
lots of FUN things to enjoy for next year.

Thanks so much.
Eric Swanson
Golf Outing Chair

We Thank Our Sponsors for
Their Gracious Support!

Event Sponsor:

PAUDAVIS

RECOVER = RECOMNSTRUCT » RESTORE

Featured Hole Sponsors:

River #1 Reserve Advisors, Inc.

River #2 Sebert Landscape

River #3 Holton Brothers, Inc.

River #4 Forest Green Realty & Management
River #5 Roofing Consultants, Ltd.

River #6 Wintrust Community Advantage
River #7 CertaPro Painters

River #8 Hoppe Tree Service, LLC

River #9 Mid State Insurance

Highland #1  Husch Blackwell, LLP

Highland #2  Kelmann Restoration

Highland #3  Enders Asphalt

Highland #4  Wachtel Tree Service

Highland #5  WeatherPro Exteriors

Highland #6  Elite Properties, Inc.

Highland #7  CertaPro Painters Commercial Waukesha
Highland #8  Hard Surface Solutions

Highland #9  Landscape Concepts Management

Bag Sponsor: Blando Door Company, LLC

Banquet Buffet Sponsors: The Mudjackers, LLC

Beer Keg Sponsors: Ogden & Company and PLM Paving
Beverage Cart Sponsors: Deck Rescue, LLC & Guetzke &
Associates

Bloody Mary Bar Sponsor: Giersten Company
Entertainment Sponsors: CertainTeed & Villani Landshapers
Special Grand Prize Sponsor: Waste Management

Trophy Sponsor: Sid Grinker Co., Inc.

Putting Contest Sponsor: Weather Tight Corporation
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ARGHITEGTURAL DESIGN COMMITTEE

WHY MUST THE ASSOCIATION APPROVE MY FENCE?

Spring is here and it often signals
the time for unit owners to perform
improvements — some nhecessary,
some elective.  Although the
Association may sometime seem
like a Big Brother when you want
to build a shed or put up a fence,
the design review program is
actually a benefit - not a burden.
Quite often an Association’s
condominium documents may
require an Architectural Design
Review Committee. It works in
an advisory capacity to the Board
of Directors. A homeowner’s

improvement design may come
before the committee for review
to see if it meets the Association’s

specifications/guidelines  before
being passed onto the board
for approval. The Association’s
design standards are often based
on harmony with the overall
community, consideration for
neighbors, and  high-quality
construction practices. The design
review program exists to maintain,
protect, and enhance the value
of your property, and it strives
for a balance between individual
rights and the good of the entire
community.

While association members have
the biggest stake inproperty values,
others are also very interested

in seeing the community well-
maintained and looking its best.
Builders’ reputations and lenders’
financial support are closely
connected to the community’s
structural and aesthetic value.
Also, public officials have an
interest in  maintaining and
enhancing the community since
tax revenues depend on property
values.

Good practice for the Association
is to try and notify new members of
its design review requirements as
soon after they move in as possible.
Unit owners will want to be sure
to consult the Design Review
Guidelines in their documents,
if a he/she is considering any
type of exterior or interior

-

The guidelines

design change.
should contain everything you
need to know about the approval

process, design requirements,
and the association’s basic design
philosophy. The guidelines may
also list the changes that don’t
need to be approved.

The design review committee
should make every effort to
process applications fairly,
reasonably, and quickly. Same can
be said for how the Association
handles alleged violations of
the guidelines. Be an involved
member of your community,
join your Architectural Design
Committee or any of the valuable
committees in your Association!

Gel one of a kind coverage [or all your Association risks!

At CISA Insurance, we've spent over 40 years providing
specialized Association Insurance. Selecting an insurance
program is one of the most important decisions an
Association makes. Let our dedicated insurance agents
help you get superior coverages at competitive pricing!

?‘Q‘a?&a any _'}'&?Jﬁ?f{c

Guaranteed Replacement Cost {no limit) on:

Building Coverage
Broad Form Water
Ordinance & Law

“A” rated carriers
All policy types
Exclusive program
Superior coverage
Competitive Premiums!

(BB8) 2T8-T195 or (84

- 7 —
(Casbact u;ﬁm a .
870-7000
WWW.Clsainsurance. . com
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HUSCHBLACKWELL

Milwaukee’s 2020
short-term rental market
is far from conventional.

The DNC will bring opportunities to
Milwaukee. We can help you sort through
the particular issues surrounding DNC
short-term rentals.

Give us a call and check out our blog:
associationalert.biz.

i’
Daniel J. Miske, Partner, CCAL
daniel.miske @huschblackwell.com
414.978.5311

Lydia J. Chartre, Partner, CCAL
lydia.chartre @huschblackwell.com
414.978.5418 | 608.234.6082

huschblackwell.com

Arizona | California | Colorado | lllinois | Missouri | Nebraska | Tennessee | Texas | Washington, DC | Wisconsin

The choice of a lawyer is an important decision and should not be based solely upon advertisements.
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As of 9.30.2019

Kenlee Brill

Tuckaway Shores Condominium
8334 S. Tuckaway Shores Dr * Franklin,
WI 53132

(414) 617-1333

ts.kenlee@gmail.com

Grace Burns

Tuckaway Shores Condominium
50 Castilian Dr  Goleta, CA 93117
(805) 617-2167
grace.burns@appfolio.com

John Cross

Summit Beach Condominium Owners
Association

100 Summit Beach Dr Apt A

Algoma, WI 54201

(224) 422-3371
rosehulman72@gmail.com

Brooke Finnegan
Ogden & Company, Inc.
1665 N Water St
Milwaukee, WI 53202
(414) 276-5285
brookef(@ogdenre.com

Diane Gorny

Snug Harbor Homeowners Association
1857 Duck Creek Dr

Friendship, WI 53934

(847) 847-8430

dmgorny@gmail.com

Ken Karpinski

Chateau II Condominiums of Oak
Creek

8534 S Bedford Way

Oak Creek, WI 53154

(262) 373-1777

Phil Lamb

Alloy Home

18835 N Thompson Peak Pkwy Ste 300
Scottsdale, AZ 85255

(480) 352-1206
phil.lamb@smartrent.com

M-202

Fri, Dec. 6-7, 2019
CAI-WI Chapter Offices

11801 W. Silver Spring Drive
Suite 200

Milwaukee, Wisconsin 53225
For More Details visit cai-wi.org

CAl member: $459 | Nonmember: $559

Larry Midtbo

Summit Beach Condominium Owners
Association

718 Washington St

Edgerton, WI 53534

(608) 774-3411
larrymidtbo@gmail.com

Keith Pequeno

CIT

155 Commerce Way
Portsmouth, NH 03801
(603) 433-9401
keith.pequeno@cit.com

Joanne Peterson

Silver Ridge Condominium Association
291 Oconomowoc Pkwy

Oconomowoc, WI 53066

(262) 510-1448

Harry Pommier

Summit Beach Condominium Owners
Association

1195 Hanover Dr ¢ Batavia, IL 60510
(630) 935-5145
hbpommier@gmail.com

KC Ross

CondoCerts

8455 Lenexa Dr
Overland Park, KS 66214
(913) 725-1330
kross@uhlig.com

Steven Silberman

PBG Finacial Services, Ltd.

666 Dundee Road, Suite 401
Northbrook, IL 60062 (847) 770-6562
ssilberman@pbgltd.com

Beth Spear
Washington Highlands
Condominiums Inc.
1661 Wisconsin St
Sturtevant, WI 53177
(262) 676-2620
bethaspear@gmail.com

COURSE DESCRIPTION

Sue Spuhler

Silver Ridge Condominium Association
203 Oconomowoc Pkwy

Oconomowoc, WI 53066

(262) 510-1448

Robin Storey, CMCA

CINC Capital, LLC

10 Wildbird Ln

Hilton Head Island, SC 29926
(770) 365-3331
robin@cinccapital.com

Felicia Summerlin
WelcomeLink

8455 Lenexa Dr
Overland Park, KS 66214
(913) 725-3114
fsummerlin@uhlig.com

Dick Taddey
WelcomeLink

1372 Moonlight Lane
Fond Du Lac, WI 54937
(920) 602-0011
4taddeydb@charter.net

Linda Terry

Chateau II Condominiums of Oak
Creek

2651 W Honadel Blvd

Oak Creek, WI 53154

(262) 373-1777
Iterry0601@gmail.com

Steve Traudt

The American Deposit Management Co.
W220N3451 Springdale Rd

Pewaukee, WI 53072

(414) 296-5084
steve.traudt@americandeposits.com

Paul Vanderbloemen

Summit Beach Condominium Owners
Association

4331 Severson Dr

Madison, WI 53718

(608) 235-1321
pvanderbloemen@hotmail.com

Learn key communication techniques to improve resident and board relations. This
course offers communication strategies that will benefit both new and experienced
managers and provide the skills to better understand owners and volunteers. You'll
learn the basics of good customer service and gain the tools to effectively handle
complaints, write newsletters and reports and manage public relations. Topics include:

Practicing effective communication skills

Providing good customer service

Identifying and responding to owner needs

Managing public relations

Writing informative newsletters

¢ Addressing complaints and diffusing anger
* Preparing annual meeting notices, management reports and rule violation letters
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Plunkett's

MULTI-HOUSING SOLUTIONS

Plunkett’s Multi-Housing Program is a multi-level strategy with
recurring inspection, treatment, and pest prevention services.

« Budget Control / Long-Term Savings
« Top-to-Bottom Building Treatment

« Quarterly Unit-by-Unit Inspections

« Move-In and Move-Out Inspections

« Resident Education and Staff Training

Online Customer Portal
Individual Unit History « Multi-Location Tracking

e i
Account Management - Interactive Pest Trending w

S 00

YEARS STRONG 877.571.7100
Condominium & Townhome Experts www.plunketts.net
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GOMMUNITY ASSOCIATIONS

THREE REALITIES YOU CAN'T ESCAPE

All community associations have three things in common.

Membership is mandatory. Buying a home in a community association automatically makes you an association
member—by law.

Governing documents are binding. Association governing documents can be compared to contracts. They specify the
owners’ obligations (following the rules, paying assessments) and the association’s obligations (maintaining common
areas, preserving home values).

You could lose your home if you fail to pay assessments. Associations have a legal right to place a lien on your property
if you don’t pay assessments.

But, take heart! Associations also have three realities they can’t escape. Associations have an obligation to provide
three broad categories of service to residents.

« Community services. For example, these can include maintaining a community website, orienting new owners or
organizing social activities.

» Governance services. For example, establishing and maintaining design review standards, enforcing rules and
recruiting new volunteer leaders.

* Business services. For example, competitively bidding maintenance work, investing reserve funds responsibly,
developing long-range plans and collecting assessments.

By delivering these services fairly and effectively, community associations not only protect and enhance the value of
individual homes, but they provide owners an opportunity to participate in decisions affecting their community and
quality of life. And those are realities most homeowners can live with.

* TREE CARE

Landscape
Management

Serving All Major Metropolitan Areas in:
Illinois . Indiana . lowa . Michigan . Minnesota . Wisconsin

866-655-3800
Visit us online at www.landscapeconcepts.com
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YOUR
COMMUNITY ASSOCIATION'S
COLLECTION & FINANCE

LEGAL SOLUTION

As every condominium and homeowner association needs effective policies and processes for collecting
delinquent assessments, the Community Association Law Section at von Briesen & Roper, s.c. has the
experience and knowledge to be your Collection & Finance Legal Solution. We assist association clients
with the preparation of a comprehensive written collection policy, guidance on adherence to the policy and
counseling clients on procedures for taking collections actions. Our creative approach has positioned us to be

your community association solution. Think of us as your hardest working neighbor.

To learn more about how we can assist

you with Collection & Finance issues, VOI]‘

contact Attorney Adam Bazelon at von Briesen & Roper, s.c. | Attorneys at Law

. vonbriesen.com
AdamS.Bazelon abazelon@vonbriesen.com.

Milwaukee * Madison * Waukesha * Oshkosh * Green Bay * Appleton * Neenah * Manitowoc

WWW.cai-wi.org Fall 2019 Page 17



Association members who pay
their assessments late or not at all
come up with some very interesting
excuses. Here’s half a dozen of the
most common, and why it’s smart
not to use them.

Excuse #1:
paid for.”

“I didn’t get what I

“My building hasn’t been painted
in five years! I’'m not paying
another cent until some basic
maintenance gets done.”

“The power was out for three days
during the storm. I’'m withholding
a pro-rated amount from my
assessment check.”

You have a right to require the
association to perform its duties,
and various legal channels exist
to accomplish this. Withholding
assessments is not one of
them. Your obligation to pay
assessments has nothing to do with
the association’s obligations to
provide maintenance and service.
If you withhold your check or pay
a reduced amount, you’ll become
delinquent, and that leads to late
fees, and actually makes your
situation worse.

Excuse #2: “You didn’t bill me.”
“I didn’t get an invoice.”

“You didn’t tell me [ was behind in
my payments.”

Many  association  governing
documents neither require the
association to send invoices

nor provide advance notice
of payments due or past due.
However, associations are required
to send the approved budget to
each owner annually. When the
association approves and sends the
budget each year to its members, it
contains notice of the amount you
must pay annually. If you’re ever
unsure about the amount or the
due dates, be sure to contact the
property manager

Excuse #3: “You can’t do that!”

“These people have no right to
make me pay for neighborhood
upkeep.”

“If they think I’'m paying those
outrageous late fees and interest,
they’re crazy.”

Actually, the association not only
has the authority, it has a duty to
all owners to collect assessments.
This authority is established in
the governing documents and the
state’s common interest ownership
statutes. When you moved into a
community association, you agreed
to abide by those documents—and
that includes paying assessments.

Excuse #4: “I never use the
recreational facilities.”

“I don’t play golf, and it’s an
expensive game. I shouldn’t have
to pay to maintain the course.”

“I’ve never been in the fitness
center, and I don’t plan to ever
use it. Why can’t you pro-rate my
assessments accordingly?”’

Admittedly, recreational facilities
are expensive to operate and—
for some associations—represent
a good chunk of the budget.
Nevertheless, most declarations
specify that even if you don’t use
the association’s amenities you’re
still obligated to pay for their
upkeep.

Many residents moved
into a community specifically
for the recreational amenities;
they’re willing to pay for them
because they take full advantage
of the opportunities they provide.
Even if you’re not using some
of the amenities, they make the
community more desirable and
the homes in the community more
valuable. If you’re not using the
facilities, perhaps you should
consider whether your community
is the best fit for you and your
needs.

Excuse #5: “I paid in full.”

Sometimes the association receives
a check that says “paid in full” in
the memo section—but it isn’t. Or
the check will arrive with a letter or
note, stating the check is “payment
in full,” or it covers all charges
through a certain date. Nice try.
If you still have an outstanding
balance, your check may not be
cashed. It may be returned to you.
This will put you further behind in
your payments and you may incur
more late fees.

Excuse #6:
high.”

“The fees are too

Assessments reflect the actual
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EXCUSES, EXCUSES CONT.

cost of maintaining all common
elements in the community. If
you owned your home outside
the association, you would have
to pay individually for all the
same expenses your assessments

cover—trash
removal, water,
landscaping,
and so on. In
fact, you’re
actually
spending less
on assessments
because  the
association has
bulk buying power, and you’re
getting more because the common
areas provide amenities that you
likely could not afford on your
own.

Legitimate Reasons, not Excuses

When association members lose
their jobs or become injured or ill,
the association board understands
that arrangements need to be
worked out for paying assessments.
If you have a legitimate reason
for falling behind and you need
to work out a payment plan, you
will want to contact the property
manager. The board considers
each situation individually, and
will often try to accommodate
special circumstances.

Annual GALA

Friday, Nov. 1, 2019
Milwaukee Public Market

6:30PM -

6:30PM ARRIVAL - 7:00PM DINNER

10:00PM

DON'T MISS THIS

a T
¥ T

8:00PM ENTERTAINMENT
GUESTS WELCOME
FESTIVE CASUAL ATTIRE

WWW.cai-wi.org

EVENT OF THE
YEAR!
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GLASSIFIED ADVERTISING

C.PA.

THE COMDO ACCOUNTING FIRM
MARK CANTEY 8 ASSOCIATES, P.C.

735 N. Water Street, Suite 175
Milwaukee, WI 53202
855-301-9400
canteycpa.com

Attorneys

Husch Blackwell LLC

555 E. Wells Street, Suite 1900
Milwaukee, WI 53202
414-978-5311
daniel.miske@huschblackwell.com
www.huschblackwell.com

von Briesen

von Briesen & Roper, s.c.| Attorneys at Law

vonbriesen.com

Banks/Financial

Community Advantage

110 W. Palantine Road, Suite 2
Palatine, IL 60067
847-842-4678
service@communityadvantage.com
www.communityadvantage.com

Mutual of Omaha Bank
Let us find the financing that’s
right for you.
Tom Engblom, CMCA, AMS, PCAM
312-209-2623
tom.engblom@mutualofomahabank.com

Union Bank HOA Services
Banking & Lending Solutions
Ralph Ascoli
603-210-5215
ralph.ascolo@unionbank.com

Call to Advertise
414-778-0604 X1

CISA Insurance

2170 Point Blvd., Suite 600
Elgin, IL 60123-7886
847-870-7000
jeilert@cisainsurance.com
www.cisainsurance.com

Property Management

Forest Green Realty & Management

8575 W Forest Home Avenue
Greenfield, WI 53228
414-425-3134
kecapps@forestgreenrealty.com
www.forestgreenrealty.com

Landscape Services

Landscape Concepts Management

9900 N. Granville Road
Mequon, WI 53092
866-655-3800

www.landscapeconcepts.com

Paving

PLM
PAVING & CONCRETE

W225N3178 Duplainville Road
Pewaukee, WI 53072
800-776-7164

Pest Control

Plunkett’s Pest Control

40 NE 52nd Way
Fridley, MN 55421
800-424-6117
jriopel@plunketts.net
www.plunketts.net

Property Management

Bay Property Services

6214 State Hwy 42
Egg Harbor, WI 53209
920-868-3935
www.baypropertyservices.com
SERVING ALL OF DOOR COUNTY

Hunt Management
10520 N. Baehr Road, Suite Q
Mequon, WI 53092-6710
262-238-1480
jhunt@huntmanagement.com
www.huntmanagement.com

MPC Property Management
Setting New Standards,
Exceeding New Expectations
262-661-4284
WWW.mpcpm.com

Ogden & Company, Inc.
Management, Sales, Maintenance and More!
Angela Snyder
Director of Client Relations
angelas@ogdenre.com * 414.270.1381
1665 N. Water Street, Milwaukee, WI 53202

Elite Properties

3415 N 127th St. #300
Brookfield, WI 53005
262-373-1777

www.eliteprop.org

Professional Property
Consultants
We Strive For Excellence Everyday!
262-257-9250
WWW.ppc-wi.com

Prospect Management Company
Professional Management for Condominium
and Homeowner s Associations
Milwaukee Area: 414-540-0004
Madison Area: 608-709-1325

www.pmcwi.com © help@pmcwi.com
224 N. 76th Street, Milwaukee, WI 53213

Reserve Studies

Reserve Advisors
735 N. Water Street, Suite 175
Milwaukee, WI 53202
Monica Mack: 800-221-9882
monica@reserveadvisors.com
www.reserveadvisors.com
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ASSOCIATIONS INSTITUTE

11801 W. Silver Spring Dr.
Suite 200
Milwaukee, WI 53225

PROSPECT

MANAGEMENT

COMPANY

Professional property management for
condominium & homeowners associations

WWW.pMCWI.COmM

Milwaukee/Kenosha Area: 414-540-0004
Madison Area: 608-709-1325
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