— -
@
- % ﬁn&

CONSIN CHAPIREE

commumty

ASSOCIATIG@NS INSTITUTE

, Issue 3 - Fall 2020
-Wi. org | 414-788-0640 x1

* CAI-Wisconsin Chapter | 187 SOLD

mmun [‘/ -
LEADER™

Ne)ﬂ/s for the New American Ne/ghbo ' 1

'j; In this issue v
‘ Condo Seller’s Beware ‘V
—— Winter Is Coming J

Budget Season
And Much More...




, C.P.A.

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

Annual Accounting Services
Audits
Reviews
Compilations
Tax Returns

Monthly Accounting Services

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

735 N.Water Street, Suite 175
Milwaukee, Wl 53202
855.301.2400

canteycpa.com
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since 1990
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6214 STATE HWY 42
Ecc Harsor, W1 54209
T: 902-868-3935

www.BayPropertyServices.com

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, contact Attorney Adam
Bazelon at abazelon@vonbriesen.com.
Adam S. Bazelon

von

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

vonbriesen.com

Milwaukee * Madison * Neenah * Waukesha *+ Green Bay
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2020 Board of Directors

President

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

Mequon, WI 53092

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

Immediate Past 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

Secretary

Sara Moker, CMCA, AMS, PCAM
Elite Properties, Inc.

3415 N 127th St., Suite 300
Brookfield, WI 53005

Phone: (262) 373-1777
sclark@eliteprop.org
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Dan Miske, CCAL

Husch Blackwell, LLP

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

Phone: (414) 978-5418
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Ogden & Company
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Director
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Erica Joyce
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7105 W Mequon Road
Mequon, WI 53092
Phone: (262) 643-4674
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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

Dwight Morgan

Beerline River Homes
1963 N Riverwalk Way
Milwaukee, WI 53202
dwight morgan@msn.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
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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, CMCA, AMS, PCAM (Chair)
Sally Balson

Terry Handel, CMCA, AMS, PCAM
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Dan Miske, CCAL

Theodore Salgado, RS
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Tina Kissinger
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Billie Jo Fatheree (Vice Chair)
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Special Events:

Richard Spaulding (Chair)
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The change from summer to fall
was switched on cue after Labor
Day.

Before we let summer go, I would
like to thank our amazing Golf
Committee for putting on a quality
successful event despite the COVID
challenges. Its success wouldn’t
have been possible without our
members and business partners!
Thank you all!

As the weather cools off, budget
season for Community Associations heats up! I can hear collective,
“UGH,” from my fellow managers as I write this. Budgets are one
of the most important tasks a manager has in providing quality
service to their clients and it is tool used by the Community, the
Board, and manager all year long.

If you do not have a reserve study, this is a great time for Boards
and managers to have a conversation to budgeting for one. We have
some great business partners here in Wisconsin that specialize in
reserve studies. Having quality reserve companies here locally
makes the studies more affordable because there are no travel
costs for the engineers.

On a chapter level we are looking for ways to still provide value
to our members during the pandemic. This may mean more virtual
interaction among the members. This is not a bad thing! It is
different and as people-person I struggle with not having the in-
person connection but is for the health and safety of all us. I
encourage all you to continue to use the many tools available
to conduct business in a remote world. We have learned things
through the pandemic that will carry on even when we have
hopefully moved past the guidelines and restrictions. If we all
embrace those changes and accept them, we will all be a stronger,
healthier community for it.

Education is one of the many benefits of CAI. Our Local chapter
tries to have two CAI national courses annually here in WI for
managers. [ strongly recommend all managers to take at least one
course a year to stay fresh and up-to-date on our ever-changing
business. I encourage the owners of our local management
companies to support and encourage their managers to participate.
The more we all know, the better we can service our clients. All of
this builds the professionalism of our industry.

Stay Healthy.
Sincerely,

Todd Sarauer; cMca, AMS, PCAM
CAI-WI President

CAI-WI Annual Conference & Tradeshow
Friday, March 12th 10:30am-4:30pm

Brookfield Conference CenTer
325 S. Moorland Rd.
Brookfield, WI 53005

THISYEARWILL INCLUDE:

Vendor Tradeshow :

Raffle Prizes
EDUCATIONAL SESSIONS INCLUDE:

Disruptive Unit Owners

Contractors & Liens
Fiduciary Duties

Short term Leases & Airbnb oﬁi’

Legal Panel WISCONSIN CHAPTER
Communlty
ASSOCIATIONS INSTITUTE
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GONDO SELLER'S BEWARE

WISCONSIN’S WB-14 RESIDENTIAL CONDOMINIUM OFFER TO PURCHASE FORM IS
A TRAP FOR THE UNINFORMED

By Daniel J. Miske, CCAL

Wisconsin real estate brokers just
revised form WB-14. This form is the
required standard form to be used by real
estate brokers on behalf of their clients
(normally the Seller of a Condo) as of
September 1, 2020. Lines 158-160 are
a trap for Sellers. WB-14 should NOT
be signed in its standard form by Sellers.
Ideally, you or your broker will cross out
lines 158-160 or you will counter the offer
with those lines either deleted or altered.

The above recommendation requires a
little explanation. Real estate brokers
are most commonly employed by and
owe duties to the Seller in real estate
transactions. In fact, it is almost always
the Seller that pays the broker. Therefore,
you would think that the new form would
protect their client, the Seller. It DOES
NOT. While the new form makes the
brokers job easier, it transfers risk to the
Seller for something that the Seller likely
has little if any control over. Here are the
details:

Lines 149-166 of WB-14 begins
“Contingency for Additional
Condominium Information”.  If that

section is checked, which it likely always
will be, it requires the Seller to deliver to
Buyer at Seller’s expense, within 10 days
of acceptance, if they exist, the following:

1. Line 152 — Association financial
statements “for the 2 two years.”

2. Line 153 — Minutes of “the last 3 Unit
owners’ meetings.”

3. Line 154 — Minutes of “Condominium
board meetings during the 12 months
prior to acceptance of this Offer.”

4. Line 155 - “Information about
contemplated or pending Condominium
special assessments.”

5. Line 156 -- The
“certificate of insurance.”
6. Line 157 — “The balance of reserve
accounts controlled by the Association.”
7. Line 158 & 159 — “Any Common
Element inspection reports ... held by the
Association.”

8. Line 160 — “Information regarding
any pending litigation involving the
Association.”

Association’s

At first blush this seems so reasonable: I

can hear your broker saying: “the Buyer
just wants to know what risks he is buying
into and exactly what areas of concern
exist.” What the Broker should be saying
is that lines 158-160 are putting YOU,
the Seller, at risk for suit if you don’t
provide every inspection report ever of
the Association and perfectly explain the
current status of any “pending litigation
involving the Association.” As a 30
year practicing litigation attorney, who
understands condominiums and the law
relative to condominiums very well, I
don’t think that 1 could ever perfectly
explain pending litigation, since by its
very nature the two or more sides in the
suit see things very differently. Similarly,
can you really guarantee that as a Seller
you have provided EVERY inspection
report in the Association’s records?

In truth, this revised form WB-14 will be
fertile ground for attorneys looking to file
suit on behalf of disgruntled Buyers and
against Sellers for misrepresentation or
fraud. Very few Sellers of a condominium
will be able to accurately provide all
inspection reports or accurately provide
information regarding any pending
lawsuit. Assume the easiest of all cases,
one pending foreclosure lawsuit for unpaid
assessments, other than the information
on CCAP (the Court website) where will
you be getting this “information?” There
are legal restrictions on the Association
and its attorney that prevent either of
them from disclosing certain details
relative to the suit. Specifically, the Fair
Debt Collection Practices Act (“FDCPA”)
and/or the Wisconsin Consumer Act will
prohibit the Association or its attorney
from disclosing the debtor or the amount
of the debt. The fact that you can get a
some of that information off of CCAP does
not mean you have accurate information.

Before I leave this rant though ask
yourself what you would do if you were
the Seller. For example, what exactly is
an “inspection report?” It is not defined.
Does it include every the property
manager’s notes each time she or he walks
the property? What about bids where the
contractor inspected the property? What
if that contract has not yet been awarded
-- does disclosing the bid inspection also

disclose the bid amount? If there is a
lawsuit pending at the Association level,
what “information” is the Association
required to disclose? Attorney client
information? Information prohibited
from disclosure by the FDCPA or Wis.
Consumer Act? What if the information
is not 100% accurate, because you don’t
know all of the facts relating to the suit?
Who do you think will get sued? That’s
right, the Seller. What will your broker,
to whom you paid thousands dollars to at
closing, say? I would imagine something
like: “We just relayed the information
the Association provided, and we had no
duty or way of knowing if the Seller’s
information was accurate.”  But, of
course, they will skip the part that they
created the form that created the duty for
the Seller. They will also forget that they
likely recommended that the Seller sign
this WB-14 Offer form on the basis that it
is “the standard form.”

RECOMMENDATION - based on
the statements above, here is what I
recommend:

1. If you are the Seller, Strike lines 158-
160 on the form before you sign it;

2. If you are the Broker, do your clients a
favor and strike these lines ahead of time;
3. If you are the Buyer, these lines benefit
you, but I believe that they put the Seller
at an unreasonable and unfair risk and I
am not sure ending up in a lawsuit benefits
you either; and

4. If you are the Association, contact your
attorney so that when you are asked for
this information, which you will be based
on the disclosures you must provide under
Sections 703.20 and 703.33 Wis. Stat., you
can provide a standard response to these
two questions that limits the exposure of
your Association to liability and does not
disclose confidential information. If done
properly, you likely only need to pay the
attorney once for this standard response
that protects the Association and will
likely help protect the Seller who didn’t
know or understand what he or she was
agreeing to.

Husch Blackwell LLP

Madison and Milwaukee
daniel.miske@huschblackwell.com.
414-978-5311
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HUSCHBLACKWELL

We Understand
Association Law.

More than 650 Wisconsin associations trust Husch Blackwell’s
Condominium & HOA team to handle their legal needs. Our

comprehensive Condominium Legal Document Review® .
will help your association board make better management 7 !
decisions. With this package, our team will: =,

e Review your legal documents

¢ Recommend improvements to your documents and %
processes

e Include up to 48 12-minute telephone conversations and /
one hour of attorney time at one Board or Unit Owner //
meeting per year

Contact us and let our Condominium Legal Document _ 5
Review® process make running your association easiet. ; ;/

Stay current on the latest association law and trends on
our blog: associationalert.biz.

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 | Utah | Washington, DC | Wisconsin

The choice of a lawyer is an important decision and should not be based solely upon advertisements.
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ARE YOU READY?

WINTER IS COMING! IS YOUR ASSOCIATION READY?

By Carissa Pezewski, CMCA, AMS

There were 700 days in March, 600
days in April, 500 days in May, and just
like that, June, July, and August slipped
away. Summer came and went before
there was time to complete projects,
update landscaping, or just enjoy a
reprieve from the winter weather.
Fall is here and that means getting
the winterization tasks and schedule
ready for the associations. This may
also include sending out reminders to
unit owners on how to prepare their
property for the Wisconsin winter
before they head for warmer weather.
Taking the time to get prepared now
will save the stress, headache, and
panic wondering if a heater is on, how
low the forecasted temperatures may
get, if a pipe might freeze, and all the
other fun the winter season brings.

Snow removal is one of the most
important contracts for an association in
Wisconsin. The snow is unpredictable
and each year the decision of per push
or seasonal contract can be stressful for
boards and managers. Review the snow
contracts in place for each property and
program the contact for each vendor
into your phone so it is available if
there is an issue with removal and/
or salting. Set the expectations for
communication with each snow
vendor before the season starts. If the
association provides additional salt

buckets for homeowners, have them
placed prior to November 1. Winter is
inevitable in Wisconsin; but it seems as
if no one is ever prepared for the first
snowfall, especially if it happens as
early as Halloween.

Associations should review heaters
in riser rooms, entry ways, common
hallways, basements, and utility
rooms and turn on if necessary. If the
association has baseboard heaters,
make sure they are turned on by
November 1, if not sooner. If they
are not working, get them replaced
ASAP; that little baseboard heater can
make a world of difference if it is by
a fire sprinkler line. If the building
has common furnaces, schedule an
HVAC vendor to check them all now,
before the cold weather hits, and
eliminate high rates for emergency
repairs. Create a schedule for yearly
battery replacement in each common
thermostat and quarterly furnace filter
changes.

Most lawn irrigation systems should
be winterized. There are some lawn
irrigation vendors that will send out
a postcard as a reminder to schedule
the winterization. Do not sit and wait
for a postcard to arrive. Be proactive
and contact the association’s vendor in
advance and get on the schedule.

The water spigots can be an item that
is easily forgotten but can cause a lot
of damage if not properly winterized.
Each association can be different
as to who is responsible for the
winterization. If it is the association,
this should be on the calendar and
access arranged into units where the
shutoff is located. If a homeowner
is responsible, send out the notice to
them early and then send reminders.
Unit owners may not understand that
the water line to the spigot can freeze,
break, and potentially cause water
damage if not properly winterized.

Attic inspections to check insulation
is important for associations that have
plumbing pipes or wet sprinkler lines
in the attic. This should be scheduled

and completed prior to the cold
weather setting in. The importance of
attic insulation may not cross the mind
of someone who has never experienced
a broken sprinkler line in the attic
because the insulation moved. The
insulation should be checked annually
to ensure the lines are properly covered
as recommended by the association’s
fire sprinkler vendor.

Ifan association has residents that leave
for extended periods of time during the
winter months, it may be in the best
interest of the association to send out
reminder checklists of tasks that a unit
owner should do before they leave for
the season. One of the most important is
ensuring there is an emergency contact
that has a key if the unit is not on a
master key system or the management
company does not have a key. A
simple list to provide may include:
turning off the unit’s water, checking
the furnace filter and changing with
a new one, switching the thermostat
to heat, setting the heat no lower
than the association-recommended
temperature, changing the batteries in
the thermostat, and if there is a storm
door, leaving that unlocked unless it
is keyed to the unit door. This is just a
small list of items that can help prevent
issues over the winter. Unit owners
should be encouraged to have their unit
checked frequently during their time
away, especially during those bitter
cold stretches of winter.

Winter is coming, there is no doubt
about that. Even if the Farmer’s
Almanac says it will be a mild winter, it
is important to get prepared, organized,
and ready to take on winter 2020-21!

Carissa Pezewski, CMCA, MPC Property
Management: Carissa is a Senior
Community Association Manager with
MPC Property Management in Burlington,
Wisconsin. Ms. Pezewski manages her own
portfolio of condominium and homeowner
associations additionally works with the
transition of new accounts. Carissa may
be reached at carissa@mpcpm.com
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INSURANGE & WINTER

PROPERTY DEDUCTIBLES & YOUR ASSOCIATION

By Erica Joyce, AAI AIS Mid-State Insurance

The heavy rainfall, high winds and
other intense storms can devastate any
Association. And, because these storms
have the potential to cause tens of billions
of dollars in damage, insurance providers
have started to implement Deductible
changes. Some of these changes include
per building deductibles or percentage
deductibles. It’s important to know the
details of these deductibles and how they
work so your Association is prepared in the
event of a loss.

What is a Deductible?

A deductible is the amount the Association
could be responsible for in the event of an
insured loss. In the event of an insured
loss, the deductible is subtracted from the
amount of the claim payment. Deductibles
put accountability on Associations and
share the responsibility of insured losses
with the Insurance Company.

Trends we are seeing now include higher
deductibles on larger building values. This
can sometimes help reduce the premiums
for the insurance policy.

A deductible is implemented through
policy language which is regulated at the
State level.

How Deductibles Work

Deductibles are typically applied to
Property Damage. In the event an
Association has an insured loss worth
$100,000 with a $10,000 deductible, the
Association would receive a payment of
$90,000.

If the Association has a percentage
deductible, in the event of an insured
loss of $100,000, the insurance company
would pay minus a percentage of the total
building value.

If the total building value was $600,000
and the deductible was 1%, the claim
payment would be $94,000.

Per building deductibles come into play
typically with Wind/Hail losses. But
could be a standard for some Insurance
Companies. In the event there was a
hail storm insured loss with a $5,000
per building deductible. Each damaged

AVOID COMMON WINTER SLIP-UPS

Winter months’ present additional
hazards that are typically not factors for
Associations during warmer weather —
specifically, slip and fall concerns. With
snow and ice covered conditions, you run
the risk of taking major falls, which can
lead to serious injuries.

Prevention

Education is essential in preventing winter
weather-related injuries. Consider the
following to prevent slip and fall injuries
during the winter months:

* Wear the proper footwear that provides
traction on snow and ice. Footwear should
be made of anti-slip material; avoid plastic
and leather-soled shoes or boots.

» Exercise caution when entering and
exiting vehicles, and use the vehicle for
balance and support.

* Try to walk only in designated areas that
are safe for foot traffic. If you notice that
a walkway is covered in ice, walk on the
grass next to the sidewalk, which will have
more traction.

* Avoid inclines that are typically difficult
to walk up or down as they may be more
treacherous in winter conditions.

* Take small steps to maintain your center
of balance, walk slowly and never run.
When possible, walk with your hands free
to maintain your balance. And despite
the cold temperatures, avoid putting your
hands in your pockets. This will help you
better maintain your balance and allow you
to break a fall should you slip.

* Use handrails, walls or anything
stationary to assist in steadying your feet.

* Look ahead to the path in front of you to
avoid hazards.

» Test a potentially slippery area before
stepping on it by tapping your foot on the
surface first.

* Remove debris, water and ice from all
working walkways.

* Steer clear of roof edges, floor openings
and other drop-offs to avoid slipping
hazards.

 Sand or salt surfaces covered by ice or
snow to provide traction.

* Dry your shoes or boots on floor mats
when entering a building.

building’s claim payment would deduct
$5,000.

Deductible Changes in Today’s Market
A lot of factors are influencing the
Insurance ~ Companies  reason  for
change in the deductible market such as
underinsured property, increased cost of
building materials, and reinsurance rates
on the increase. Catastrophic losses have
been increasing for Insurance Companies
as well. To elevate the large losses,
Insurance Companies are changing how
they implement deductibles such as adding
percentage deductibles and per building
deductibles.

What it Means for You

Legally you should be notified within 60
days to your current policies expiration of
any policy changes which would include a
change in the Property Deductible. This
could also include a review of Property
limits. If your Association or Property
Manager receives one of these letters,
feel free to reach out to our agency with
any questions. As we receive these same
letters, we are actively using our markets to
provide other options for our Associations.

* Report trip and fall hazards immediately
to your Property Manager and/or Board
Members.

* Seek shelter immediately in the event of
severe weather conditions.

If You Begin to Slip...

* Twist your body and roll backward to
avoid falling forward and injuring your
face.

* Try to relax your body when you start to
feel your legs give way.

* If you are carrying a load, throw it off to
the side so it does not land on you when
you fall. This will also free your arms to
help break your fall.

Erica Joyce has been assisting Condo
Associations with their insurance needs for over
10 years. For more information on the Condo
Association insurance programs available,
please contact Erica direct.

Erica Joyce AAIL AIS

Commercial Account Executive -
Division Manager » Mid-State Insurance
ericaj@midstateis.com * 262-643-4674
www.midstateis.com
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Upcoming Educational
Seminars

CAl Essentials Board
Development Workshop
October 13th - Via Zoom

Stay up to date
at cai-wi.org

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: |

By RESERVE"
ADVISORS /

Long-term thinking. Everyday corhn'lf 1 J
L |
b i "!.rr (

For your reserve study proposal, contact Corinne Billingsley
at (844) 570-9886 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. FDI
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BUDGETS

BUDGET SEASON HAS ARRIVED

By Christy True, CMCA, AMS

This time of the year is when most
associations projects are starting to come
to an end and the Board of Directors and
Property Managers start to look at getting
ready for the next year, which means it is
budget time.

Preparing a budget can be a difficult and
challenging task for some board members.
Board members are volunteers and may
not have the experience and/or expertise
for preparing budgets and have hired a
property manager to assist them. The
property manager will help guide and
advise the board and help them prepare
the annual budget, however the board of
directors have a fiduciary responsibility
to the association to approve the annual
budget.

Preparing for a budget as a property
manager is a year-round task. Throughout
the year, you will notice items that come
up either in a property inspection, a board
meeting or a request from homeowners that
may not be in the current budget and the
board of directors would like to keep track
of these items for the next year’s budget —
kind of a “wish list”. I like to start a file for
these items and they could be small items,
like updating property signage to larger
projects of resurfacing the driveways.
The file should also include items that are
not done an annual basis, such as some
associations do dryer vent cleaning every
other year, some association have to have
fagade inspections done every 5 years,
which will add expenses for those years.

As a property manager, when I start to
prepare my associations budgets for the
upcoming year, I look at the following:

» The Associations governing documents,
to make sure that there are not restrictions

for any of the items
proposed or how the
funds are used.

e Current financial
status for any variances
in the current budget.

* Review the requested
items from the board
and unit owners.
 Look at current
contracts to see if they
have built in increases.
* Review proposals
received throughout the
year on items that the
Board did not approve
and wanted to wait.

* Review the Reserve Study for upcoming
expenses.

I usually start my budgets with the “fixed”
expenses, such as lawncare, snow removal,
electricity, gas, water/sewer, etc. and adjust
those according by reviewing the variances
and contracts. [ will then begin to look at all
the other maintenance/repair expenses that
were noted throughout the year. Lastly, I
will review the reserve study.

Once I have all of the expenses
entered into my budget
worksheet, I look at the income
side of the budget, to determine
if the income will need to be
adjusted. I will then review
the history of the association’s
income, its reserves and
savings. Upon reviewing all
the expenses and income, I will
then make a recommendation to
the board of directors and send
them my recommendations.
Sometimes I will provide 2 or 3
different budget scenarios, such
as including some of the extra
wants of the homeowners, so
they can see the difference in
what the fees may need to be
if all the “wish list” items were
included. This gives the board

After the board has had time to review
the budget, the property manager usually
schedules time to meet with the board to
discuss the proposed budget. During this
time, the board will review the expenses
and they may want to increase or decrease
some of the expenses. They may want to
put a project on hold or move forward with
a different project. I feel it is important
to have these meetings with the board,
because you as a property manager are
there to help the board and ultimately,
they have to make the decisions. Once
your association board has approved their
budget, you will then need to work with
the board monthly to try and keep on task
and follow the budget.

Christy Trueis Certified Manager of Communing
Association and Association Management
Specials with Hunt Management, Inc. She can
be reached at christy@huntmanagement.com

We Strive for Excellence Every Day!

Professional Property

Consultants

Full Service Property Management established to serve the

needs of Condominium and Homeowner Associations

P

Our Mission is to exceed Owner’s expectations

options and will help them look
at everything and help make
decisions for current budget and
any future budgets. Sometimes
this is not an easy task, as all
associations are different.

It is never easy as a property
manager to recommend an
increase in association fees
and/or special assessments.

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
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HOA Premium Reserve Solution

Put your funds to work with the leading community association bank:

e Choose from the Premium Sweep Account, Premium CD, Premium Ladders CD and Premium Money Market
« Enjoy the ease of dealing with one bank to serve all your HOA banking needs

o Get a competitive rate of return fo grow your reserve funds

o Access your funds when needed with the flexibility of investment options

With our HOA Premium Reserve Solution, you get the security of knowing your funds are protected by a surety bond.

Let’s get started. Visit cit.com/CABReserves

Thomas Engblom
312.209.2623 | thomas.engblom@cit.com

Premium reserve products are for new money only (money not currently held by CIT Bank, N.A. FK.A. Mutual of Omaha Bank). Funds in excess of FDIC insurance coverage

limits are covered by a third-party issued surety bond. Such excess funds are not subject to FDIC deposit insurance. The surety bond providing excess coverage over FDIC

insurance may be cancelled at any time upon 30 days’ written notice. Should a notice of cancellation be given, CIT will contact the client to discuss alternatives to provide Member
for the continued safety of funds. ©2020 CIT Group Inc. All rights reserved. CIT and the CIT logo are registered trademarks of CIT Group Inc. Deposit and loan products are FDIC
offered through CIT Bank, N.A,, the FDIC-insured national bank subsidiary of CIT Group Inc. MM#7570

The service you deserve
The people you trust

ELITE

PROPERTIES INC.

Condominium
Associations

HOA Management

Maintenance

Services ' T ' ; ” ' ,
Property Sales

262.373.f777 e eliteprop.org
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FIDUCGIARY KNOW-HOW

The mere mention of fiduciary
responsibility may scare some
homeowners away from board
service, but it shouldn’t. Managing
the association’s finances is one
of the board’s most important
duties, but it doesn’t have to be
complicated.

Fiduciary duty means protecting
assets, budgeting responsibly,
planning for the future, investing
wisely and observing laws and
regulations that affect association
resources. Fiduciary duty requires
the board to ensure that the
assessments you pay are used
properly to maintain the community
and cover insurance, contracted
services, utilities and other needed
materials and services. The board is
obligated to make ethical and legal
decisions that best serve the entire
association.

Board members fulfill their

fiduciary duty by:

 Establishing and adhering to a
budget. A good budget is developed
through an objective, step-by-step
process based on historical data and
careful research.

* Reviewing financial statements
regularly. The statements include
a balance sheet, budget comparison
report, income report, check registry
and more.

e Putting policies in place to
reduce the risks of fraudulent
activity. These include, for
example, requiring two signatures
on checks, not signing blank checks
and sendlng payment only when an
invoice is received.

e Hiring an accounting firm to
perform an annual audit. An
auditor will look for missing check
numbers, missing bank statements,
duphcate payments, payments to
unfamiliar vendors or suspicious
journal entries.

* Adopting an investment policy.
A good investment policy protects
principal, liquidity and yield.

* Conducting a reserve study and
updating it regularly. A reserve
study identifies the expected
remaining life of each major
component, estimates the cost
to replace it and the amount that
should be saved on a monthly or
annual basis.

pages and on your website.

‘Congratulations!

The CAl Wisconsin Chapter has been selected to receive the Best Net Growth (20%) award for a
medium chapter in the 2019 calendar year.

Although we can’t come together in Hollywood, FL this year, we want to celebrate your
accomplishments. We will be celebrating you on stage at the 2021 Annual Conference in Las Vegas.
In the meantime, we are putting together some items for you
to celebrate within your Chapter. More details will be coming
soon. You will be receiving your award in the mail in the next
month. We encourage you to use the digital badge attached
to this email in your email signature, on your social media

Thanks for participating in the Chapter Achievement and
Excellence Awards program and congratulations on all the
great programs offered by your chapter. We can’t wait to
celebrate you soon!
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e
HUNT

MANAGEMENT

INCORPORATED
SINCE 1982

Specializing in Community Association Management Since 1982

At Hunt Management our mission is to use our extensive professional
experience and expertise to manage the administrative, financial
and property maintenance affairs of our client associations in the
most effective and cost efficient manner possible, thereby maintaining

the Association’s physical property, preserving Iits assets and

increasing Unit market value.

WWW.cai-wi.org
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ANNUAL MEETING

ALL RESIDENTS WELCOME AT

ANNUAL MEETING Innovating community
The association’s annual meeting is the best opportunity association ba 1 k' 1 g

for you to learn about the year’s events and get caught up SO ‘ UU ons |S our b us | NeSss,

on everything happening in your community. Here are a

few typical agenda items and meeting activities you will 80 you can focus on growing yours.

not want to miss:

Alliance
Association WA Top 10 - Forbes Best Banks
,‘ Bank®

* Meet board and committee members and the manager.
* Learn about the association’s mission statement.

* Get an update on all current and future scheduled g Diane White, CMCA

Vice President

(312) 823-2181
dwhitel@allianceassociationbank.com

projects.
* Review the proposed budget and hear the association

treasurer explain how your assessments are being used and Joanne Haluska, CMCA, AMS

\ Senior Managing Director, Central Region
. (216) 314-9100
6 jhaluska@allianceassociationbank.com

reserves are being invested.

Be an active community resident and attend the annual

meeting. Introduce yourself to the board, the manager and Bank on Accountability® | allianceassociationbank.com

your neighbors and find a wealth of information about =
1 Alliance A iation Bank, a division of Western Alliance Bank, Member FDIC. Western

your Communlty! AIM:mz: rasns:sczpien sn F;rbes'SBOeS?BanekS:n Ameanccaehs?,ﬂve yeearsem arow, 2;156?2020

PROSPECT
MANAGEMENT

COMPANY

Professional property management for
condominium & homeowners associations

WWW.pMCwIi.com

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

AAMC B
ACCREDITED ASSOCIATION (zg?n] 1])1. ]: I_l ‘lvt}f

MANAGEMENT COMPANY
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GAI-WI NEW MEMBERS .. .. 25 200

Pat Drescher

Whitnall Edge IT Condominium
Homeowners Association

10320 W Whitnall Edge Cir Unit B
Franklin, WI 53132

(414) 915-8512
pcraigoverlook@aol.com

Adrienne Fears

Jade Gardens Owners Association
7869 N 60th St Unit F

Milwaukee, WI 53223

(414) 698-0024
mrsfears1@yahoo.com

Tom Harman

American Security & Investigations
18 Westglen Lane

Palm Coast, FL 32164

(386) 585-0965
tharman@americansecurityllc.com

Aaron Kapellusch

Perfection Property Restoration
333 Bishops Way Ste 154-D
Brookfield, WI 53005

(630) 497-1000
AaronKapellusch@callperfection.com

Ogden

Jami Nemeth

Madison Property Management, Inc.
1202 Regent St.

Madison, WI 53715

(608) 251-8777
jamin@madisonproperty.com

Alan Rudrud

Maple Wood Green Condominuim
Association

21 Maple Wood LN Unit 305
Madison, WI 53704

(608) 241-1139
abrudrud@ameritch.net

Kim Slotterback

Pilgrim Glen

N69 W15402 Macallan Court
Menomonee Falls, WI 53051
(262)257-9250
kslotter@gmail.com

Susan Whitcomb

Point Elkhart Condominium Association
221 Church Rd

Winnetka, WI 60093
sucrowew(@gmail.com

Welcome to

@
Nales
WISCONSIN CHAPTER

community

ASSOCIATIONS INSTITUTE

Talk to us about your

Real Estate without Boundary™

oy M | ===
ROFESSIONAL PRO = HIMNAMENT L

" FINANCIAL MANAGEMENT - MAINTENANCE SERVICES
Angela Snyder, Director of Operations, Condominium Division

angelas@ogdenre.com - 414.270.1381

We offer:!

m .

EQUAL HOUSING

community association needs.
We can help.

* Financing for building repairs and capital improvements.

* Competitive fixed rates with terms up to 15 years.

Plus, your deposits are eligible for multi-million dollar
FDIC insurance with ICS” and CDARS"?

Contact our Regional
Relationship Manager today!
Martin I. Klauber, Vice President
Cell: 847.322.3149

Toll free: 800.233.7164
MKlauber@popular.com

iy POPULAR.
W' ASSOCIATION BANKING

www.AssociationBankers.com

1. Subject to credit approval. 2. ICS” and CDARS® are registered
service marks of Promontory Interfinancial Network, LLC.
tenoer (© 2020 Popular Bank. Member FDIC.

/|

WWW.cai-wi.org
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GAI-WI 2020 ANNUAL GOLF OUTING

Aloha. Use your imagination and take a small break
from reality. “Sandy beaches, tropical music, and the
warm breezes of Hawaii.”

The 15th Annual CAI -WI golf outing required more
than a bit of imagination, but golfers were genuinely
excited to be outside in temperatures bordering on
frigid, where sand traps were more abundant than
sandy beaches and the tropical drinks might have
tasted a bit like Hawaiian Punch. After re-scheduling
due to COVID health concerns, the new date was
announced with a small reduction in attendance from
prior year’s attendance levels. The outing featured a
Hawaiian theme, favorite island foods, tasty tropical
drinks, and social distancing. Considering that
Wisconsin was in pandemic mode, the outing was a
great success.

We appreciate that the majority of golfers and vendors
were able to adjust their schedules and make the time
for a bit of fun. The Golf Committee thanks everyone
who attended. We hope those who attended had a safe
day, were able to network and meet new CAI contacts.
If you were lucky enough to have won a raffle prize, a
golf skill event or the $500.00 Grand prize it had to
have been a hugely successful FUN day.

A special thanks for making this day memorable
goes out to our many Individual Sponsorships and
the Event sponsor. The Committee really appreciates
that our business partners took the time and spent
the funds during this difficult time to support the
CAI-WI. The Fairways of Woodside in Sussex did a
great job to accommodate the ever changing health
requirements for a large group. The outdoor tent was
a last minute addition allowing golfers more space to
socialize safely.

With everyone’s continued support the Golf
Committee has already started planning for 2021. A
date of June 21, 2021 has been selected. Our future
golfing destination is still being determined. We
welcome any feedback as to this past year’s location.

See you next summer, with more FUN times to enjoy.
In Wisconsin, golfing with friendly CAI — Members,
sand traps, humid breezes, mosquitoes and cold beer
- requires no imagination.

Aloha. Thanks so much.

Eric Swanson
Golf Committee Chair

2O
HwﬂWﬂ”ﬂg £MM W'f%,
YA L

L?

We Thank Our Sponsors for
Their Gracious Support!

Event Sponsor: P AU L) AVI S’

RECOVER - RECONSTRUCT < RESTORE

Featured Hole Sponsors:

CertaPro Painters

SJS Roofing & Construction
PLM Paving

Forest Green Realty

Holton Brothers, Inc.
WeatherPro Exteriors

Wachtel Tree Service

Wintrust Community Advantage
Roofing Consultants Ltd.
Reserve Advisors, Inc.
Landscape Concepts

Centec Security System’s Inc.
Paul Davis Restoration and Remodel
Innovative Signs

CertainTeed

Bag Sponsor: Giertsen Company

Beer Keg Sponsors: Perfection Property Restoration
Beverage Cart Sponsors: Husch Blackwell &

Ogden & Company

Mimosa Bar Sponsor: WeatherPro Exteriors

Raffle Sponsor: Deck Rescue

Special Grand Prize Sponsor: Waste Management
Trophy Sponsor: Sid Grinker Co., Inc.

Putting Contest Sponsor: Weather Tight Corporation
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RCL

Engineering Group

Building Envelope Spacialists,
Forensic and Structural Engl

WeatherPro,
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ASSOGIATION FUNDAMENTALS

COMMUNITY ASSOCIATION FUNDAMENTALS

Community Associations Institute (CAl), a national membership organization that represents the best interests of
common-interest communities, developed 10 basic principles that answer three essential questions: What is the
basic function of a community association? What are the essential obligations and expectations of homeowners?
What are the core principles that should guide association leaders?

We’re confident you’ll recognize your community while reading these principles.
1. Associations ensure that the collective rights and interests of homeowners are respected and preserved.

2. Associations are the most local form of representative democracy, with leaders elected by their neighbors to
govern in the best interest of all residents.

3. Associations provide services and amenities to residents, protect property values and meet the established
expectations of homeowners.

4. Associations succeed when they cultivate a true sense of community, active homeowner involvement and a
culture of building consensus.

5. Association homeowners have the right to elect their community leaders and to use the democratic process to
determine the policies that will protect their investments.

6. Association homeowners choose where to live and accept a contractual responsibility to abide by established
policies and meet their financial obligations to the association.

7. Association leaders protect the community’s financial health by using established management practices and
sound business principles.

8. Association leaders have a legal and ethical obligation to adhere to the association’s governing documents and
abide by all applicable laws.

9. Association leaders seek an effective balance between the preferences of individual residents and the collective
rights of homeowners.

10. Association leaders and residents should be reasonable, flexible and open to the possibility—and benefits—of
compromise.

Fundamentals can be downloaded at www.caionline.org/governance/fundamentals.pdf. For more information
about Community Associations Institute, go to www.caionline.org.
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'yourwaytoa

Seal Coating Asphalt Resurfacing Infra-Red Patching
Crack Filling Pulverizing Curbing

Crack Routing Milling Concrete Work

Car Stops Petromat Color Concrete Stamping
Striping Stonework Culvert Pipe

Grading Excavation Drain Tile

Asphalt Paving  Asphalt Patching Snow Plowing

Call or Email PLM Paving for a free estimate
262-691-3964 or sales@plmpaving.com
www.plmpaving.com
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GLASSIFIED ADVERTISING

C.PA.

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

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

Attorneys

Husch Blackwell LL.C

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

Alliance Association Bank
Top 10 - Forbes Best Banks
Diane White, CMCA
312-823-2181
dwhitel @allianceassociationbank.com
allianceassociationbank.com

Banks/Financial

Popular Association Banking
Martin Klauber
Cell: 847-322-3149
Toll free: 800-233-7164
MKIlauber@popular.com
www.Association Bankers.com

PLM
PAVING & CONCRETE

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

CIT
One account. One statement.
One trusted bank.
Thomas Engblom, PhD, CMCA, AMS, PCAM
312-209-2623
thomas.engblom@cit.com

Community Advantage

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

Property Management

Bay Property Services

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

Property Management

Forest Green Realty & Management

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

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

Elite Properties

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

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

www.eliteprop.org

o 1,
community

ASSOCIATIONS INSTITUTE

Call to Advertise
414-778-0604 X1

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
Corinne Billingsley: 414-272-2002
corinne@reserveadvisors.com
www.reserveadvisors.com
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ASSOCIATIONS INSTITUTE

2020 Annual Sponsors

-~ PeLATNUMO
Eﬂ ERREN

PROPERTY Parking Lot Maintenance, Inc.
MANAGEMENT
/

COMMUNITY"
FOREST GREEN

—4&@—ADVANTAGE

Your Association Banking Partner

Ci'l! W/_\ ELIT B Realty & Management
PROSPECT

Von Briesen

MANAGEMENT :
nnnnnnnnn & Roper, s.c.| Attorneys at Law ‘

COMPANY

Ogden

Rea! Estate without Boundary ™

Py 2SN\ RESERVE

PROPERTY ADVISORS

SERVICES

R i |
[ |

KAREN SKORIC, cpa.

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

Alliance
Professional Property

As iati
POPULAR@ ‘ Ba:?(fla s Consultants

ASSOC I AT] ON BAN KI N G A division of Western Alliance Bank. Member FDIC.
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""’59
Communlty

ASSOCIATIONS INSTITUTE

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

PROFESSIONAL COMMUNITY ASSOCIATION MANAGEMENT

&5\ VN, Lk s
Management Packages [if Forest Green Advantag_
Financial Management l4 Knowledgeable Managers

Our managers are members of CAI and IREM providing
you with current industry specific information

Full Service Management r | 24/7 Emergency Service

Our After-Hours Answering Service will direct owners to

Board Assisted Management

an on-call manager for assistance.

Online Website Included

Your community website with a document library, event

calendar, owner ledger, maintenance requests are all in- =
cluded in our management packages.

No additional office fees

All fees are included in the management fee, association .«
pays for actual postage and color copies if requested.

Conveniently Located: 8575 W. Forest Home Ave, #140, Greenfield, WI 53228

FOREST GREEN Call Us: 414.425.3134

Email Us: kcapps@forestgreenrealty.com
Realty & Management

Visit us online: www forestgreenrealty.com



