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Everything Old

I n today’s fast paced, high-tech environment that consumes more of 
our time and challenges our expertise, demands better information and 
instantaneous results, and tolerates only the fastest and most reliable com-
munication tools available, once-mainstream opportunities now consid-

ered “old school” are often overlooked.
In an effort to keep up with the ever-changing needs and demands of 

Condo Media readers and CAI members, new and innovative programs and 
resources have been introduced, from a digital Condo Media magazine edi-
tion and chapter Facebook account, to website posts of industry articles and 
educational programs delivered in webinar format. However, while many have 
sought out these resources and take advantage of their ease of access, many 
more have remained fans of traditional resources including a Condo Media
publication that arrives via U.S. postal service and traditional classroom train-
ing that provides real-time answers and real-life interaction with other volun-
teer association leaders and industry professionals.

As with many things, a refl ection on where we are and where we’ve been 
will often lead to the realization best described in the song co-written by 
Peter Allen and Carole Bayer Sager in 1974 that “Everything Old is New 
Again.” And in looking to make “new” the “old” tried and true classroom 
programming, the chapter program advisory council is seeking new speakers 
and program content ideas to add to their offerings of fall programming. CAI 
members are encouraged not to forget this now often overlooked opportu-
nity to meet and share their expertise with community association volunteers, 
homeowners, and professional managers. If you are a CAI member and are 
interested in presenting an educational program, submissions including pro-
gram outline and length of presentation should be emailed to ccarini@caine.
org for consideration by the committee.  

Help us make old school new again this fall. 

Sincerely,

Claudette Carini
Chapter Executive Director
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Jared McNabb, CMCA, PCAM | President
McNabb, a community association manager with 
Crowninshield Management Corporation, has chaired the 
membership committee since 2005, was 2009 chapter 
president, and is currently serving on the CAI-NE board. 
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• Condo Media Magazine
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• The Niles Company, Inc., AMO
• Thayer & Associates Inc., AMO
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• American Properties Team, Inc.   
• Cozby & Company CPAs   
• Crowninshield Management Corp., AMO   
• First Niagara, HOA Lending   
• Greater Boston Properties Inc., AAMC   
• Mercantile Property Management Corp. 
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• Rockland Trust 
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Insurance Adjusters Inc.   
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• Bloom Cohen Hayes LLC   
• Goldman & Pease LLC   
• Kidd-Luukko Corporation   
• MPD Law, LLC   
• Prime Touch Services, Inc.   
• Schernecker Property Services Inc. (SPS)
•  Union Bank HOA Services

For more information about our chapter 
partners, visit www.caine.org.

 2013 CONDO MEDIA  EDITORIAL BOARD MEMBERS

Wesley K. Blair, III | Vice President
Blair is senior vice president of Brookline Bank, has chaired 
the CAI-NE communications committee, and is a past 
president of CAI-NE and Condo Media. He is a founding 
member of the chapter Condo Media board.

 James Connolly | Treasurer
Connolly, a manager with Thayer & Associates, Inc., was elected 
to a second three-year Condo Media board term commencing in 
2010. He has served as Condo Media treasurer since 2007 and 
has been involved with the chapter for more than 15 years.

 Ellen A. Shapiro, Esq. | Clerk
Shapiro is a partner in the fi rm Goodman, Shapiro & 
Lombardi LLC. She served two CAI-NE board terms, was 
CAI-NE chapter president in 2006, Condo Media president in 
2007, and was elected to a second Condo Media board 
term in 2009.

Richard Brooks, Esq. | Director
A partner in the fi rm Marcus, Errico, Emmer & Brooks PC, 
Brooks served as CAI-NE chapter president in 1998 and 2008 
and Condo Media president in 2009. He was elected to a third 
Condo Media board term in 2011.

Claudette Carini, CED | Director
Carini has held the position of CAI-NE chapter executive 
director for more than 18 years. In addition to overseeing 
magazine editorial and production, she brings story and 
magazine design ideas for board consideration.

 Jack Carr, P.E., RS, LEED-AP | Director
Jack Carr is senior vice president with Criterium-Engineers in 
Portland, Maine, and has been involved with CAI and Condo 
Media for more than a decade. A member of the Maine 
Regional Committee, he is serving his second term on the 
Condo Media board.

 Richard Churchill | Director
Churchill, president of The GroundsKeeper Inc., has served 
two terms on the CAI-NE board since 2001 and was elected 
to a third Condo Media board term in 2011.



• Customer Service from People Who Care

• Consistent Communication and Updates

• Personalized Management Solutions

• Strong Fiscal Accountability & Transparency

• Proactive Maintenance & Long Range Planning

• Community Websites & Online Management Services

• Building Trusted Relationships

Let over 30 years of team excellence go to work for you!

www.APTCondoTeam.com

781-932-9229info@APTCondoTeam.com

Transforming Condominiums into Communities
through...



The Foundation for Community 
Association Research (FCAR) 
unveiled a newly designed e-

newsletter this summer. The name 
of the newsletter was changed from 
Sources & Resources to Catalyst. 
While the Foundation is a source 
of information and a resource 
for those who live and work in 
common-interest communities, 
the new name Catalyst captures 
the Foundation’s essential mission: 
identifying challenges and gaps in 
industry knowledge that can be 
addressed with reliable and action-
able research.

More than ever before, the 
Foundation seeks to be the industry 
catalyst for needs-driven research 
that informs and enlightens all 
community association stakeholders 
— community association residents, 
homeowner volunteer leaders, com-
munity managers, service provid-
ers, legislators, regulators, and the 
media. Visit www.cairf.org to learn 
more about the Foundation and to 
download its many research projects 
and Best Practices Reports for free.

Catalyst will be emailed to all CAI 
members on a regular basis and will 
include detailed analysis of research 
and industry surveys and will pro-
vide links to other information and 
data-based perspectives you can’t 
get anywhere else. CM

MEMBERSHIP NEWS

Foundation for Community Association 
Research is Keeping Members Informed
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 The CAI-NE website — www.caine.org — 

provides invaluable resources and information for 

volunteer board members and industry 

professionals. Check out the following pages.

•  Program & Event Registration:
Managers’ Summer Social

•  Helpful Resources: 
Financial-Reserves Directory

•  Helpful Resources:
Legal Directory 

•  Q&A: 
Replacement Cost vs. Cash Value

• Feature Article: 
Looking for Answers: Changes, 
Challenges & Concerns

News from the Foundation for
Community Association Research

catalyst



CAI-NE Welcomes New/Renewing Members
Community Association Volunteer Leaders
• Beacon Park Condominium Trust,  

Kathleen Aherizk
• Beacon Park Condominium Trust, Arthur Couture
• Beacon Park Condominium Trust, Chuck Grey
• Beacon Park Condominium Trust,  

Barbara Thrasher
• Beacon Park Condominium Trust,  

Marilyn Travinski
• Botany Bay Condominium Trust, Alla Demihousky
• Botany Bay Condominium Trust,

Kathleen Giarusso
• Botany Bay Condominium Trust, Candy Murphy
• Botany Bay Condominium Trust,  

Lincoln A. Spaulding
• Botany Bay Condominium Trust,  

David Tiberii
• Creekside Condominium Trust, Jonathan Arata
• Creekside Condominium Trust,  

Dorothea Dunphy
• Creekside Condominium Trust, Diane Gore
• Devon Wood Condominium Trust,  

David Solomon
• Forest Park Condominium, Robert Breault
• Forest Park Condominium, Velinda Brown
• Forest Park Condominium, Debra Burak
• Forest Park Condominium, Sue Gillooly
• Forest Park Condominium, Stephen Pflug
• Harborside Inn Condominium Trust, Joseph Badot
• Harborside Inn Condominium Trust,  

Anne Corcoran
• Harborside Inn Condominium Trust, Richard Edry
• Mt. Edge Condo Association, Constance May
• North Farm Homeowners Association,  

Herman Ferreira
• North Farm Homeowners Association,

Foster Knight
• North Farm Homeowners Association,

Eileen Sanderson
• North Farm Homeowners Association,

Paul Twelves
• North Farm Homeowners Association,  

Dean Wood
• Orchard Hill At Charlestown Heights  

Condominium, Charles R. Levin
• Prospect Hill Estates, Fern Caron
• Prospect Hill Estates, Edmund King

• Pudding Brook Condominium Association,
Elaine Sebak

• Pudding Brook Condominium Association,  
Evelyn Thomas

• Rising Bear Lge/Heartstone Lodge COA,
Board Member

• Saugus River Condominium Trust, Jeffrey Barnes
• Sea Meadow Village Condominium Association,  

Lys Terkelsen
• Sea Mist Resort Condominium Trust,  

John Livingston
• Sea Mist Resort Condominium Trust,  

Harold McInnis
• The Ledges Condominium Trust,  

Roy Lindquist
• The Ledges Condominium Trust,  

Robert McIndoe
• The Ledges Condominium Trust, John Russell
• Weekapaug Bluffs Condominium Association,  

Karen E. Lemay
• Winnecunnet Shores Condominium Association,  

Diane Kolakowski
• Winnecunnet Shores Condominium Association,  

John Reale
• Winnecunnet Shores Condominium Association, 

Thomas Tullie
• Woodland Park Condominiums, Brian Differ
• Woodland Park Condominiums, Raymond Fournier
• Woodland Park Condominiums,  

Monique Kanadanian
• Sharon A. Cleary
• Tami Goldsmith

Community Association Managers
• Appletree Bay Property Management,  

Bradd Rubman
• Crowninshield Management Corporation, AMO,  

Lauren Darrah
• First Realty Management Corporation,  

Susan M. Renaud CMCA, AMS
• First Realty Management Corporation,  

David Abel, CMCA
• Hampshire Property Management Group,  

Richard Madowitz
• Harvest Properties, LLC,

Stephen Lewis, IV, CMCA, AMS

• Hodan Property Management,  
Victor Michael Tavares

• Janek Property Management,
Kathleen Novak, CMCA

• Kelly Property Management, Paula M. Conti, CMCA
• Mediate Management Company, Inc.,  

Patrick Thomas, Holland, CMCA, AMS
• Mercantile Property Management Corporation, 

Kathleen Roche, CMCA
• Premier Property Management,  

Kevin Carlos, CMCA, AMS
• Rickman Management, Christopher Buckley
• The Copley Group, Michael Phillips
• TPW Management,  

Paul William Carroccio, CMCA, AMS
• TPW Management, Don Jennings, CMCA, AMS
• TPW Management, Greg J. Taylor, CMCA, AMS
• Andrea N. Ammendola, CMCA, AMS
• Kevin Joseph Decker
• Randall James Decker
• Ruth M. Mayville

Business Partners
• ADR Solutions, Inc., Rosemary A. Macero, Esq.
• Alpha Weatherproofing Corporation,

James W. Saulnier
• BELFOR Property Restoration,

Gerry McGonagle
• Burns & Levinson, LLP, Alan Lipkind
• Champion Cleaning, Barry LaValle
• Michael J. Turner Enterprises, LLC, Michael Turner
• Middlesex Title Company, Inc.,

Patricia M. Wright, Esq.
• Prime Touch Services, Pamela Bowman, CMCA
• Risk Strategies Company, Bernard Gitlin
• Schernecker Property Services, Inc.,  

Fred Schernecker
• Village Green Landscape, Inc., Daniel Brown
• Webster Five Cents Savings Bank,

Jessica L. McGarry
• Windsor Federal Savings, Daniel J. Rys
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sCAI is committed to help-

ing homeowner volunteer 
leaders enrich their commu-
nities. With membership in 

CAI, you also get the benefits of the 
Center for Community Association 
Volunteers (CCAV). Through this 
specialized member group, volunteer 
leaders learn about innovations in 
other communities, can access time 
and money-saving tools and infor-
mation, and have a forum to share 
knowledge.

While joining CAI on your own is 
important, having your entire board 
connected to CAI is the best way to en-
sure you are making informed decisions 

— and an excellent way to help your 
board members achieve the results, 
respect, and recognition they deserve. 
In addition, volunteer leaders can take 
advantage of membership fee discounts 
when joining boards of two or more.

Here are some of the many resources 
and services you’ll receive as a CAI 
member:

• Board Member Tool Kit
• Rights and Responsibilities 

for Better Communities
• Community Association 

Governance Guidelines
• Model Code of Ethics for Community 

Association Board Members

• FREE Newsletter Articles for Homeowners
• Local Chapter Education  

and Networking Events
• Condo Media and Common Ground™ 

magazines in addition to other specialized 
newsletters

• Community Volunteer Leadership 
Development Program

• Advocacy Center
• Service Directory and Credentialed 

Professionals Directory
• Publication Discounts
• Member Discount Programs

Take advantage of your many CAI 
member benefits and you’ll discover 
the value of your dues investment. CM

Community Association Volunteer Leaders
Membership Pays More Than it Costs
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Calendar of CAI-NE Programs

Upcoming Events
August

8 Emerging Leaders Network (ELN)  
Managers’ Summer Social
• 4:00 p.m. - 7:00 p.m.
Hard Rock Cafe, Boston, Mass.

14 Board Authority and Responsibility
• 1:00 p.m. - 2:30 p.m., Webinar

22-23 M-205 Risk Management*
• Natick, Mass.

Mark Your Calendar

September

10 CAI-NE Board Meeting
• 8:00 a.m., Wellesley, Mass.

10 Condo Media Board Meeting
• 10:00 a.m., Wellesley, Mass.

10 Reserve Fund Management & Tax Considerations
• 1:00 p.m. - 2:30 p.m. , Webinar

12 Fiscally Fit
• 9:00 a.m. – 12:00 p.m., Warwick, R.I.

18 Attorneys’ Committee Meeting 
• 6:30 p.m., Location TBD

19 Managers’ Committee Meeting 
• 8:00 a.m. - 10:00 a.m., Natick, Mass.

19-20 M-206 Financial Management* 
• Manchester, N.H.

21 Maine Condo Forum & Expo 
• 9:00 a.m. - 2:30 p.m., South Portland, Maine

AUGUST 8
Emerging Leaders Network (ELN) 
Managers’ Summer Social
4:00 p.m. - 7:00 p.m.
Hard Rock Cafe, Boston, Mass.
Open to all CAI members and nonmembers, this ELN-hosted 
event provides an opportunity to meet and greet colleagues 
and friends in a fun and relaxing setting. The unique down-
town venue at the Hard Rock Cafe will provide a casual 
outdoor atmosphere with drinks and hors d’oeuvres as well 
as door prize drawings, giveaways, and more. Come find out 
what ELN is all about and how you can benefit from this pro-
fessional network of industry veterans and newcomers.

AUGUST 14
Board Authority and Responsibility
1:00 p.m. - 2:30 p.m.
Webinar
The role of the board, unit owners, and the manager should 
be clear and distinct. When responsibilities are not well 
defined or are misunderstood, chaos ensues and communica-
tion breaks down. Learn how boards, owners, and managers 
should interact and understand the authority and responsibil-
ity of association decision makers.
Approved for one point for CMCA continuing education.

AUGUST 22-23
M-205 Risk Management*
Natick, Mass.
Learn how to protect your community and respond to 
emergencies. This course shows you how to prepare for your 
community’s future by identifying insurance risks and address-
ing critical issues. Find out how to optimize your community’s 
risk-management program and gain strategies and resources 
for evaluating property coverage, reporting losses, and manag-
ing claims. 

SEPTEMBER 10
CAI-NE Board Meeting
8:00 a.m.
Wellesley, Mass.

SEPTEMBER 10
Condo Media Board Meeting
10:00 a.m.
Wellesley, Mass.

For more information
on CAI-NE meetings or upcoming events, visit www.caine.org, call  
(781) 237-9020, ext. 10, or send an e-mail to info@caine.org. 
Please note, programs and meetings are subject to change.
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SEPTEMBER 10
Reserve Fund Management & Tax Considerations
Webinar
1:00 p.m. - 2:30 p.m.
While there may be different schools of thought about 
reserve studies and how to fund reserves, financial man-
agement and tax considerations for reserve funds are more 
cut and dried but not always clear. Can the association 
borrow from reservers? Which expenses can be paid from 
reserve funds? Is a reserve fund required for FHA approv-
al? Are associations required to have a reserve fund? What 
is the board’s responsibility in managing and investing 
the reserve fund? Answers to these questions and other 
common misconceptions will keep the association on solid 
financial footing.
Approved for one point for CMCA continuing education.

SEPTEMBER 12
Fiscally Fit
9:00 a.m. - noon
Warwick, R.I.
One of the most important responsibilities of association 
boards is managing the association’s finances. As fiducia-
ries of the association, board members must protect assets, 
budget responsibly, and invest wisely. Speakers will address 
reserve studies and funding association reserves and of-
fer insight into effectively managing association budgets 
and addressing budget shortfalls. In addition, presenters 
will facilitate a discussion about investment options for 
community associations. This program for association 
managers and board members will provide insight into the 
most common obstacles that keep associations from being 
fiscally fit. 
Approved for three points for CMCA continuing education.

SEPTEMBER 18
Attorneys’ Committee Meeting
6:30 p.m.
Location TBD
An opportunity for CAI-NE member attorneys to share their 
comments and concerns about condominium case law and 
recent court decisions.
Open to CAI-NE member attorneys in good standing.

SEPTEMBER 19
Managers’ Committee Meeting
8:00 a.m. - 10:00 a.m.
Natick, Mass.
CAI-NE member managers discuss industry best practices, 
emerging trends, and professional management development. 
At this meeting a focus on technology and office and staff 
productivity will include a discussion surrounding software, 

communication tools, and innovative products available in the 
marketplace.
Open to CAI-NE member managers in good standing.
Approved for two points for CMCA continuing education.

SEPTEMBER 19-20
M-206 Financial Management*
Manchester, N.H.
Learn how to best manage your association’s money. This 
course gives you the tools to understand and apply principles 
of financial management to your community association. 
You’ll learn the entire budget process, from identifying line 
items to reconciling accounts to gaining board approval. In 
addition, find out how to analyze and report on association 
finances.

SEPTEMBER 21
Maine Condo Forum & Expo
9:00 a.m. - 2:30 p.m.
South Portland, Maine
This annual forum and expo provides the opportunity for 
those living in or managing Maine community associations 
to get essential and relevant information that will help them 
better manage their communities and address homeowner 
concerns. Industry professionals will present programs and 
discuss those issues that challenge board members and profes-
sional managers. Ask questions, get detailed explanations, and 
meet local industry suppliers and vendors.
Approved for five points for CMCA continuing education.

Mark Your Calendar!
COMING IN OCTOBER 2013 

OCTOBER 5
CAI-NE Annual Condo Conference & Expo
• 8:00 a.m. - 2:30 p.m., Marlborough, Mass.

*All PMDP programs are approved for continuing education 
for CMCA. AMS recertification requires at least one PMDP 
200 Series course every three years. To register for PMDP pro-
grams, go to www.caionline.org.
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20th Annual CAI New  
England Chapter  
Golf Tournament
O n June 6, CAI members, work colleagues, and friends were 

invited to The International Golf Club in Bolton, Mass., 
for a day of golf and networking. The weather was beauti-
ful and made for a great day for golfing. A dinner reception 

and awards ceremony concluded the day’s activities. The reception 
was host to a silent auction that raised $5,096 for Homes for Our 
Troops. A special thanks to our tournament sponsors and volunteers 
who made the day such a success. CM
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Golfers get ready to head out onto  
the green at the start of the day.

Golfers register for the day.
(L to R) Jeff Ewing, Paul Winnick,  
Brendon Kilcoyne and Jeffrey Winnick
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Golf Tournament Sponsors
Corporate Sponsor 
• Marcus, Errico, Emmer & Brooks, P.C.

Golf Towel Sponsor
• Brookline Bank

Mulligan Ball Sponsor 
• Newton Roofing Residential, Inc.

SuperTicket Sponsor 
• Goodman, Shapiro & Lombardi, LLC

Divot Tool Sponsor 
• The GroundsKeeper, Inc.

Insulated Lunch Bag Sponsor 
• Pro-Care, Inc.

Golf Tee Sponsor 
• CertaPro Painters by ProGroup Network

Most Honest Team Award Sponsor 
• First Realty Management Corp, AMO

Hole in One Sponsor
• CCA Engineers & Architects, LLC

Putting Contest Sponsor
• CertaPro Painters by ProGroup Network

Golf Course Tabletop Sponsors
• A.R.S. Restoration Specialists, Inc.
• Landmark Associates  
• Savings Institute Bank & Trust
• ServiceMaster by Gilmore
• T&K Asphalt Services, Inc.

Tournament Hole Sponsors
• Continental Clean Air & The Dryer Vent King
• Corolla Roofing Inc.
• E.S.I. Waterproofing & Masonry Restoration, Inc. 
• First Niagara, HOA Lending
• Kevin Davis Insurance Services 
• Landmark Associates  
• Marcus, Errico, Emmer & Brooks, P.C.
• Noblin & Associates, L.C.  
• North Shore Bank
• Perkins & Anctil, P.C.
• Risk Strategies Company, Inc.
• Riverside Tree & Landscape Company, Inc.
• Rodman Insurance Agency, Inc.
• Rosado & Sons, Inc. Landscape  

Construction Company
• Swerling Milton Winnick Public  

Insurance Adjusters, Inc.
• Thayer & Associates, Inc., AMO
• W.T. Phelan & Co. Insurance Agency, Inc.
• Windsor Federal Savings

Beverage Cart Sponsors
• Norel Service Co., Inc.
• ValleyCrest Landscape Maintenance

Golf Cart Sponsors
• Crowninshield Management Corp, AMO
• DoodyCalls
• H & K Insurance Agency, Inc.
• MPD Law, LLC
• R.L. Goldman Company, Inc. Asphalt Contractors
• Rogers & Gray Insurance Agency, Inc.
• Village Green Landscape & Lawn Care Services Inc.

Dinner Reception Table Sponsors
• A.J. Rose Carpets & Flooring
• Alpha Weatherproofing Corp.
• CertainTeed Roofing
• Greater Boston Properties Inc., AAMC
• Harvard Management Solutions, Inc.
• Leahy Landscaping, Inc.
• Puritan Flood Restoration

(L to R) Hugh Shaffer, Bob Corsetti, Tony Chiarelli, Dave Battaglia, Nick Boit,  
Chris Danielle

(L to R) Paul Delaney and Brian Shimkus

(L to R) Myra Poverman, John Shaffer, Mary Santiago and Nicollette Santiago



12 Condo Media • August 2013

C
A

I
 

N
e

w
s

(L-R) Pat Panzini, Susan Ebersole, 
Dave Abel, and Mike Gavin

(L to R) Stephanie Berlo, Chris Keating, 
Jill Petteys, Joe Marnikovic

(L to R) Jeffrey Lin,  Wayne Dow, Keith Allcock,  
Ed Allcock, and Stephen Marcus

(L to R) Kimberly Bielan, Jen Barnett, Lisa Sullivan and Lisa Allegro

(L to R) Maria Benway, Melissa 
Landry and Matt Gaines

David Abel drives his 
ball down the green.

(L to R) Jon Skonieki, 
Steve Lewis, Ryan Fla-
nagan, Doug Van Heest

(L to R) Scott Wolf and Peter Westhaver



Representing Over 4,000
Condominium Associations…
One Association at a Time

PARTNERS

Stephen Marcus

Richard Brooks

V. Douglas Errico

Janet Aronson

Thomas Moriarty

Edmund Allcock

Douglas Troyer

Patrick Brady

William DeBear

Mark Einhorn

www.meeb.com
law@meeb.com

When it comes to representing condominium 
associations, we do it all… 

 Lien Enforcement

Drafting and amending condominium documents

 Drafting and enforcing rules

 Dealing with developer transition issues

 Negotiating and reviewing contracts

 Handling association bank loans, land acquisition and 
disposition transactions

 Representing associations as plaintiffs and defendants 
in all manner of legal actions

45 Braintree Hill Office Park, Braintree, MA 02184

(781) 843-5000
Worcester, MA
(508) 791-2120

Rhode Island
(401) 351-2221

New Hampshire
(603) 891-2006
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Recently, the United States 
Congress has again begun 
taking a stronger look at hous-
ing reform on their legislative 

agenda. The U.S. House of Represen-
tatives has unanimously cleared legisla-
tion permitting the Federal Hous-
ing Administration (FHA) to make 
changes to the popular Home Eq-
uity Conversion Mortgage (HECM) 
program. More commonly known as 
reverse mortgages, HECM loans allow 
senior citizens to access equity in their 
homes.

H.R. 2167, the “Reverse Mortgage 
Stabilization Act of 2013,” was spear-
headed in the House of Representa-
tives by Reps. Denny Heck (D-WA) 
and Patrick Fitzgerald (R-PA). The 
unanimous vote in the House reflects 
broad concerns about FHA’s financial 
health. Community associations have 
a direct stake in reforms to FHA’s 
reverse mortgage program. While 
homeowners are not required to make 
payments under the terms of a reverse 
mortgage, homeowners do remain 
responsible for taxes, insurance, and 
association assessments. When these 
items become delinquent, FHA faces 
significant losses as municipalities, 
lenders, and associations seek to en-
force homeowner obligations.

FHA Financial  
Condition Worsened
According to an independent audit 
of FHA finances, losses on reverse 
mortgages have placed a severe strain 
on FHA’s financial condition. Auditors 
found that the main insurance fund 
backstopping FHA reverse mortgages 
has an economic value of negative 
$5.25 billion.

More recently, President Obama’s 
2014 budget proposal estimates FHA 

may require as much as $943 million 
in direct taxpayer assistance to bolster 
reserves against future losses. The 
FHA has never required direct taxpay-
er assistance to fund claim payments 
or to increase reserves in its 80-year 
history.

The FHA is already clamping down 
on its reverse mortgage offerings, 
suspending one program and limiting 
the maximum amount of equity home-
owners may withdraw in a second. If 
H.R. 2167 becomes law, FHA will 
be granted additional administrative 
authority to manage and reform its 
reverse mortgage program.

One key reform under consideration 
by FHA is a requirement that home-
owners demonstrate an ability to pay 
monthly housing obligations such as 
taxes, insurance, and association assess-
ments. In some cases, FHA may require 
that lenders establish the functional 
equivalent of escrow accounts to ensure 
homeowners have sufficient funds to 
pay these monthly housing obligations. 

Senate to Debate
H.R. 2167 will be forwarded to the 
U.S. Senate for debate and consider-
ation. The Senate Banking Committee 
scheduled a hearing on proposals to 
reform FHA’s reverse mortgage pro-
gram. CAI will continue to monitor 
congressional action to reform FHA’s 
reverse mortgage program and will 
provide member updates as the legisla-
tive process continues.

In an attempt to guide the House in 
its agenda, on June 18, CAI submitted 
a report to the U.S. House Financial 
Services Committee Subcommittee 
on Financial Institutions & Consumer 
Credit called, “Examining How the 
Dodd-Frank Act Hampers Home 
Ownership.” 

The Subcommittee’s hearing 
focused on the Consumer Finan-
cial Protection Bureau’s Qualified 
Mortgage (QM) rule, which imple-
ments key mortgage lending re-
forms required by the Dodd-Frank 
Act. The QM rule requires that 
mortgage originators reasonably 
verify borrowers have the ability to 
make payments under the terms of 
a mortgage loan before extending 
credit. The QM rule also mandates 
that terms and conditions of mort-
gage credit meet minimum consum-
er protection standards. 

CAI supports mortgage lend-
ing and securitization reforms that 
ensure access to credit on reasonable 
terms for Americans who choose 
to live in a community association. 
Alternatively, CAI strongly opposes 
any aspects of new mortgage lend-
ing and securitization policies that 
treat homeowners choosing to live in 
community associations differently. 
To read the complete comments, 
visit www.caionline.org. CM

House of Representatives 
Tackles Homeownership  
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Planning a Deck Project?
Maintaining your

condominium
property & keeping
it looking its best is

our business.

“Preserve Services replaced all the wood trim with PVC, replaced all the 
decks, and painted the exterior of our buildings. We found them to be 
an honest, trustworthy, and energetic vendor.”

    Nancy Elacqua, Trustee, Pegan Brook Condominium

Preserve Services covers all bases to keep your property in top shape — 
painting, roo�ng, siding, decks, and carpentry. After 20 years in this business

we understand your property management needs. We will always work
with you to provide solutions that will last and save you dollars. 

Our service is personal — you will have a direct line to the owner at all times.

For a complete evaluation and estimate
of your property call us today.

Decks | Painting | Roofing | Carpentry

1-800-346-6742
Your one-stop partner in property maintenance and capital projects.

www.preserveservices.com



Save the Date: Condo Conference  
& Expo, Saturday, October 5

The CAI-NE Annual Condo 
Conference & Expo brings 
together New England associa-
tion decision makers and the 

professionals serving the industry. 
Free for association board members, 
homeowners, and managers, this 
full-day event to be held at the Best 
Western Royal Plaza Hotel in Marl-
borough, Mass., will provide a variety 
of resources and timely information to 
help volunteer leaders and profession-
als build better communities.

Exhibit Hall and  
Professional Advice
Business partners from a wide variety 

of industries will participate in a sold-
out exhibit hall featuring more than 
100 vendors, service, and product 
providers. Answering questions and 
posing solutions to everyday problems 
and concern ranging from asphalt to 
windows and contracts to complaints, 
all the professional one-on-one advice 
and expert resources you need can be 
found in one place — in one day.

Educational Programs  
and Forums
Experienced industry speakers will 
present programs that will address 
the most pressing issues facing con-
dominium boards and association 

managers, while panel forums will 
provide a more interactive exchange 
and debate of specific audience 
questions. Associations are being 
challenged with new lending guide-
lines and requirements, maintaining 
accurate reserve studies and funding 
goals while addressing the realities 
of a slumping economy that include 
increased foreclosures, collection and 
budget shortfalls, and often neglect-
ed maintenance, so more than ever 
before they are looking for answers 
to complex questions. In addition to 
these current-day problems, the con-
ference will address the age-old chal-
lenges of common interest commu-
nities like rules enforcement, by-law 
amendments, and owner disputes. 
The ever popular panel discussions, 
presented by seasoned condominium 
attorneys, engineers, managers, 
CPAs, and others, will explain what 
associations and managers should do 
in everyday situations. CM

Register today at www.caine.org 
or contact the chapter office at (781) 
237-9020 x10 for more information 
and registration form. The Conference 
& Expo is open and free to registered 
attendees.
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Lunch provides the opportunity to meet other  
board members and industry professionals.



The CAI-NE nominating 
committee will open nomina-
tions in September for 2014 
seats on the chapter’s board 

of directors. The committee will be 
charged to present a slate of candi-
dates for election to serve three-year 
terms on the 11-member board 
beginning January 1, 2014. Board 
service provides members the op-
portunity to participate in strategic 
planning discussions, be involved 
in policy development, and take an 
active role in guiding the chapter in 
programming, communications, and 
other areas critical to the continued 
success of the chapter.

The strength and growth of the 
chapter depends on qualified and 
dedicated leadership. In addition, it 
is important that the interests of all 
member specialties be balanced and 
represented. New members bring new 
ideas that enhance and build upon 
existing local chapter services, with 
the ultimate goal of assisting in the 
effective operation and management 
of community associations throughout 
New England.

Board service is a rewarding 
experience but also involves a com-
mitment to participate. Meetings 
are held five times each year at the 
chapter office in Wellesley, Mass., 

and board members are expected to 
represent the chapter at events and 
help promote CAI to a greater audi-
ence. CAI members in good standing 
with the chapter and interested in 
taking a more active leadership role 
are encouraged to submit a nomina-
tion request to the committee for 
consideration. Submission of a re-
quest does not guarantee nomination 
for election.

If you would like to discuss potential 
nomination to the board or obtain 
a nomination form, contact Chapter 
Executive Director Claudette Carini 
at (781) 237-9020 x13 no later than 
September 1, 2013. CM
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Call for Nominations
2014 CAI-NE Chapter Board of Directors
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Building Envelope
Restoration Specialists

BEFORE AFTER

617-628-8888

Serving New England Building Owners Since 1981

www.weatherproofing.net

• Concrete Restoration
• Façade Inspection & Repair
• Masonry Restoration
• Sealant Removal &

Replacement
• Parking Garage Repair

& Traffic Coatings

• Specialty Coatings
• Waterproofing Systems
• Roofing: Flat, Slate, Copper,

Sheet Metal
• Roofing Maintenance
• Emergency Repairs
• Structural Repairs

Make a  
Difference

Legislative Action Committee 
Nominees Sought

More than ever before, 
legislatures throughout 
New England are mak-
ing decisions affecting 

the authority of condominium 
associations. As the advocate for 
condominiums in the CAI New 
England chapter states of Maine, 
Massachusetts, Rhode Island, 
and Vermont, CAI and the New 
England chapter are committed 
to encouraging the active partici-
pation of community association 
members and industry profession-
als in helping define community 
association law.

Legislative Action Committee 
(LAC) members ensure the voice 
of condominium associations 
is heard and heeded by legisla-
tures, agencies, and courts in 
local, state, and federal jurisdic-
tions. The chapter is seeking 
LAC nominees to serve two-year 
terms, which run from 2013-
2015, on the Maine, Massachu-
setts, Rhode Island, and Ver-
mont LACs. All delegates must 
be CAI-NE members in good 
standing. CM

For a LAC Delegate Nominee 
Information Form, contact Chap-
ter Executive Director Claudette 
Carini at (781) 237-9020 x13 or 
email ccarini@caine.org. Deadline 
for submitting the 2013-2015 LAC 
Nominee Information Form is 
August 31, 2013.



 Let’s 
Talk.tm

ASSOCIATION banking
Looking for depositing or loan services for your homeowners association, co-operative, townhome, or 

planned unit development? We know how to help. With years of experience working with association 

boards and management companies, we have the knowledge and resources. Put our expertise to 

work for you and call us today.     

www.ppbi.com

Cat Coltrell CMCA, PCAM
Senior Vice President
PH: 877.593.8406 x2

CE: 602.284.4441
ccoltrell@ppbi.com

Association Deposit Services

Lauren Tedford
Lending Specialist

PH: 877.593.8406 x3
CE: 214.770.8727

ltedford@ppbi.com

Association Lending Services
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I t’s time for a friendly summer get-
together. Join the ELN committee 
and other managers from around 
the chapter after a long hard day at 

work for some fun and relaxation. The 
second annual Managers’ Summer Social 
will be held on Thursday, Aug. 8 at the 
Hard Rock in Boston from 4:00p.m. 
- 7:00p.m., and will include free hors 
d’oeuvres and cash bar. Get ready to win 
raffle drawings and take part in the pop-
ular “meet and greet” for cash prizes.

The event is sponsored by the ELN 
committee, CAI-NE, and the Managers’ 
Committee. Contact the chapter office 
at (781) 237-9020 x10 or online at 
www.caine.org for more information and 
registration. CM
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2nd Annual Managers’ Summer Social
Sponsored by ELN, Takes Place Aug. 8 at Hard Rock in Boston

ESI Waterproofing and
Masonry Restoration, Inc.

Since 1987 we have been providing state of the art 
equipment and quality workmanship throughout New 

England to ensure that our projects are completed 
properly, on time and within budget.

• Waterproof Coatings 

• Masonry & Concrete 
Repair 

• Stonework 

• Historic Restoration 

• Water Testing & Leak 
Analysis 

• Caulking 

• Flashings 

• Lead Paint Abatement 

• Water Repellents 

• Parking Garage Deck 
Coatings

60 Clayton Street • Boston, MA 02122
FAX: 617-265-9404   EMAIL: info@esiwm.com

617-265-7222
www.esiwm.com

OUR SERVICES INCLUDE

IT’S A MASSIVE 
COVER UP!

wtphelan.com
Since 1898
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go the extra mile
for your clients 

   become a cai educated business partner

You go the extra mile for your business. Show your community 
association clients you’re willing to go the extra mile for them, too.

The new Educated Business Partner distinction recognizes active 
CAI Business Partner members who have successfully 
completed Business Partner Essentials, an online course 

developed by CAI to help product and service providers 
better understand the issues and challenges faced by their 

association clients. 

Take the course, pass the test, be affiliated with an active CAI Business Partner 
member, and you’ll earn the CAI Educated Business Partner distinction. As 
an added benefit, you’ll be listed on the CAI website, where clients can see your 
commitment to service.

Visit www.caionline.org/bpcourse, e-mail cai-info@caionline.org or call (888) 224-4321 to learn more.

At Webster, our bankers understand how important long-term maintenance, capital improvements and fiscal health 
are to the strength of your community, and the value of your home. So you can depend on them for financial solutions 
that will fit your specific needs. No wonder more communities throughout New England choose to bank with Webster. 
After all, understanding your needs is part of our Type       Personality.

To learn more, contact Jordan Arovas at 508.235.1351 or jarovas@websterbank.com.

that strengthens communities.
BANKING

WebsterBank.com

The Webster Symbol and Webster Bank are registered in the U.S. Patent and Trademark Office. 

FINANCIAL SERVICES for community associations



Life’s Good Here
Improving a Condo’s Image Requires More Than a Positive Slogan

Crossing the bridge over the Pis-
cataqua into Maine, you will no-
tice we do not have billboards 
except the one in Kittery on the 

right side that proclaims, “Welcome to 
Maine — The way life should be.” That 
got me to thinking about a new client’s 
comment at a recent board meeting 
when I asked how things were at his 
condominium and he responded, “My 
condo. Yes, life’s good here.”

Of course everyone around the table 
recognized immediately he was paro-
dying the recently announced slogan 
for the city of Portland, “Portland, 
Maine. Yes, life’s good here.” As part 
of the public relations launch of this 
new slogan, businesses and organiza-
tions were encouraged to tag their 
own names to create a tie-in, such as, 
“My Store. Yes, life’s good here.”

Though this slogan may remind you 
of words on a T-shirt or an appliance 
logo, the branding image message is 
clear. If only it were that simple to 
improve the image of a business or a 
condominium. As I said, this slogan 
got me to thinking of the meaning-
ful ways a condominium’s image is 
viewed by outsiders and what can be 
done to improve it.

When I have to deliver bad news to 
a condo board such as a discovered 
hidden building problem or under-
funding in their reserves, I always 
suggest to the board that they remind 
their unit owners not to “hang out 
their dirty laundry.” Sharing this type 
of negative information with a unit 
owner’s hairdresser or dentist often 
results in the information becoming 
quickly distorted and the wrong story 
may be circulating in the local com-
munity or real estate market.

This is not to suggest this informa-
tion be kept secret, as potential unit 
buyers have a due diligence right 
to be provided the correct available 
information to make an informed 
purchase decision. But in that case, 
the information can be provided in a 
controlled manner.

Beyond Curb Appeal
Regarding the general outside appear-
ance of the condo complex, most folks 
recognize the importance of curb ap-
peal. In these modern days, real estate 
brokers are looking beyond the outside 
appearance of the condo façade or the 
amenities available. They are asking to 
see the last two or three board meeting 
minutes to discover serious issues cur-
rently being considered. They are also 
asking about the percentage of rent-
ers, assessment arrears, and the overall 
fi nancial condition of the association.

Though the Maine condominium 
market avoided much of the devastating 
wave of foreclosures and other fi nancial 
problems experienced in other corners 
of the country, there are associations 
in Maine lacking adequate fi nancial 
controls and capital improvement plans. 
Much of this goes back to a history of 
Maine condo boards having an indepen-
dent streak as well as their overall size 
allowing them to be self-managed.

It is not unusual to fi nd a Maine con-
do association without a formal reserve 
fund in place. Rather they depend on an 
internally generated budget for opera-
tion and capital improvement needs. This 
type of management can work, particu-
larly if it is a relatively new association, 
but whether this less formal practice can 
function, there are problems due to the 
changes occurring in lending practices.

Six or seven years ago, lending 
guidelines allowed much more lax 
policies including sub-prime loans. 
At that time the Federal Housing 
Administration (FHA) accounted for 
less than 5 percent of the mortgage 
market share. Since the collapse of the 
mortgage market, Fannie Mae and 
Freddie Mac have dramatically tight-
ened the underwriting guidelines.

This means banks and other lending 
institutions are looking at their own lend-
ing policies. Knowing they will be selling 
some of their loans to Fannie Mae, they 
tend to model their policies over the new 
requirements dictated by FHA and the 
U.S. Department of Housing and Urban 
Development (HUD). These new stan-
dards have severely increased the require-
ments for the level of reserve funds held 
by a condominium association before a 
prospective buyer can secure a loan to 
purchase a unit within that community.

This new underwriting requirement 
makes it mandatory a reserve fund must 
be established and it must be funded by 
setting aside 10 percent of the money 
collected monthly by an association. 
Therefore many condos are performing 
reserve fund studies for the sole reason 
of gaining FHA certifi cation to attract a 
wider range of buyers and thus protect 
their unit owners’ ability to sell. In ef-
fect, as important as curb appeal may be 
to attract buyers, demonstrating a solid 
fi nancial basis is now key to hanging out 
a sign at the condo’s entrance saying, 
“Yes. Life is good here.” CM

Jack Carr, P.E., RS, LEED-AP, is 
senior vice president with Criterium-
Engineers in Portland, Maine. He is 
a member of the Condo Media board 
and a frequent author and speaker.

MAINe  by Jack Carr, P.E., RS, LEED-AP

22 Condo Media • August 2013

 C
A

I
 

R
e

g
i

o
n

a
l

 
N

e
w

s



23Condo Media • August 2013

C
A

I
 

R
e

g
i

o
n

a
l

 
N

e
w

s

MAssACHusetts

A trash story
Pursuing Equal Services for Condominiums

On Monday, May 13, 2013, 
the condominium owners 
in the city of Agawam once 
again met to discuss the issue 

of municipal trash pickup. I attended 
this meeting on behalf of CAI to lend 
support to a group of condominiums 
trying to obtain equal services. Unfor-
tunately, this group has been request-
ing that the city pick up their trash for 
more than a decade. Their requests 
have been met with resistance, mainly 
by the mayor.

Jeff Gurney of Atrium Prop-
erty Services told me that his group 
would never give up. He was young 
and new to the business when this 
issue was first raised in Agawam. Jeff 
has always generously provided his 
time and some administrative costs to 
the cause.

Jeff asked me to attend the meet-
ing with the hopes that the city 
councilors and mayor would attend. 
Unfortunately, only one city councilor 
attended; however, Senator Michael 
Knapik’s aid, Dan O’Brien, who rep-
resents their district, also attended to 
see if he could lend a hand.

At the meeting, the condominium 
trustees and the city councilor 
discussed the road they had already 
traveled and what options were 
ahead. I urged them not to give 
up hope and that most importantly 
they needed to have unit owners 
in attendance at the next city-wide 
hearing. They are planning on rais-
ing awareness among all the unit 
owners and asked them to attend 
the budget hearing. It is hoped that 
if the mayor and other city council-
ors witnessed a large group of con-
dominium owners at this hearing, 

that then they would understand 
that this issue must be resolved.

It is also an election year in Aga-
wam, which means the politicians will 
pay more attention to their constitu-
ents’ concerns. It was agreed at the 
meeting that city councilors and other 
politicians don’t often hear from their 
constituents in large numbers. There-
fore, if the condominium homeown-
ers come out in force, maybe after a 
decade’s worth of work they would 
reach their goal of obtaining munici-
pal trash pickup.

I told the group of my experiences 
with the other 36 cities and towns 
that have changed their policy over 
the years. I vividly remember watch-
ing the city councilors’ and board of 
selectmen’s faces when hundreds of 
homeowners would arrive to protest 

the unfair treatment. In the city of 
Revere, many years ago, over 300 
condominium owners attended a city 
council meeting and the room, which 
was not small, would not hold all of 
the condominium homeowners. It 
was not long after that that the city of 
Revere agreed to pick up the condo-
minium homeowner’s trash.

In the end it comes down to a 
battle of fairness versus costs. Usually 
fairness will win out. Unfortunately, 
sometimes it takes a while. CM

Richard E. Brooks, Esq. is a partner 
in the law firm of Marcus, Errico, Em-
mer & Brooks, P.C. Twice past presi-
dent of the CAI New England Chapter, 
he currently serves on the chapter’s 
membership committee and Condo 
Media board.

by Richard E. Brooks, Esq.

Condominium owners in  
Agawam meet to try to  
hammer out the issue of  
municipal trash pickup.



that “First Day of school” Feeling
Inside a Newly Transitioned Condo’s Unit Owners Meeting

This is the August issue, and for 
the kids in our communities, 
the fi rst day of school will soon 
put an end to these summer 

days of carefree sun and fun. I was re-
minded of that fi rst day when I recent-
ly attended a unit owners meeting for 
a condominium — their fi rst one since 
the transition from developer control. 
The air inside the meeting hall had the 
distinct “fi rst day of school” feel to it. 
And like those all-important begin-
nings of the school year, no student 
really wants to be there, but all realize 
the importance and show up.

This particular condominium was 
a small community of 30 units, built 
within the last two years. The execu-
tive board members were not really 
new to the game, and this would 
become apparent to me very quickly. 
While none had served on an execu-
tive board before, each had at least a 
modicum of leadership experience.

Leadership Skills
The president seemed especially able 
to fi eld questions from the audience 
— must have been his many years of 
experience as chairman of the bowl-
ing league. I am mentioning him 
because he had a good leadership style 
that bears illustrating. For instance, 
a unit owner raised his hand, again 
like back in the classroom (there was 
always someone who knew it all). For 
whatever reason, this unit owner felt 
that he could screen in his porch with-
out permission from the board. The 
president politely validated the man’s 
question with words to the effect that, 
“Well, with these documents that are 
a bit vague regarding porches, I could 
see how you might believe that, but, 

if you look at the bylaws, it specifi cally 
says that any alterations to the unit, 
common element, or limited common 
element — which your porch would 
be — needs approval from the board. 
But let’s ask our legal counsel.” All 
eyes were then on me and I reaffi rmed 
the president’s response, backed him 
up, and added that the proposed 
alteration would need unit own-
ers’ approval as well. “OK,” he said, 
“just wanted to check.” Although the 
unit owner didn’t get the answer he 
wanted, he wasn’t embarrassed about 
having asked the question.

There were many other questions, 
and the board members took turns 
fi elding them, helping one another 
if they were stumped, or directing 
questions to me or the insurance 
representative present as well. One 
issue bothering all members was the 
reckless driving of some individu-
als. Clearly the board knew who the 
culprits were, but rather than em-
barrass them publicly, they chose to 
make their comments generally, and 
appealed to their natural instincts as 
parents, or in this case, grandparents 
— “a lot of us have been blessed with 
grandchildren — God forbid one of 
them gets hit” or “hey, let’s face it, 
most of us are too damned old to 
jump out of the way of your car.” 
That got the place rolling. The presi-
dent got his point across with humor, 
empathy, and a small but manageable 
dose of fear.

The last item on the agenda was 
the budget. Due to the developer’s 
poor management of expenses, two 
months post-transition the asso-
ciation was dealing with a defi cit 
to a degree that it warranted a fee 

increase. The increase triggered 
a requirement for unit owner ap-
proval. The board members, knowing 
that this vote would be crucial, had 
knocked on doors to get the word 
out about the meeting. As a result, 
most unit owners were in attendance. 
I realize that this is a small commu-
nity, and that knocking on doors may 
not work in larger condominiums, 
but here it proved to be successful. 
The point is that these board mem-
bers were proactive from the start. 
There were many concerns and ques-
tions regarding the defi cit, and many 
wondered why the fees needed to 
be raised at this early juncture. The 
president and the rest of the board 
patiently answered the questions and 
essentially said that the developer 
may not have represented the true 
cost of running the condominium 
— or had “low balled” the fee. They 
got the message across that under the 
circumstances, there was no sense in 
sending good money after bad to sue 
the developer and collect it from him. 
My takeaway: Being proactive and 
keeping it real proved to be a success, 
as the unit owners unanimously ap-
proved the budget with the increase.

At the conclusion of the meeting, 
the “fi rst day of school” aroma fell 
silently away and was replaced by a 
smell of fresh coffee, pastries, and 
assorted Italian cold cuts for the unit 
owners. CM

Frank A. Lombardi, Esq. is a partner 
in the law fi rm of Goodman, Shapiro 
& Lombardi LLC. A long standing 
member of CAI, he is the 2013 chapter 
president-elect and a frequent chapter 
author and speaker.

RHoDe IsLAND  by Frank A. Lombardi, Esq.
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Vermont and Quebec have 
taken the first steps toward es-
tablishing an “electric charg-
ing corridor” linking the state 

and the province, providing recharg-
ing stations for drivers of electric cars 
traveling that route.

Gov. Peter Shumlin and Quebec Pre-
mier Pauline Maoris jointly announced 
the plan, which will initially install more 
than 20 charging stations along the 
138-mile route between Burlington and 
Montreal. The plan envisions adding 
more charging stations incrementally 
along other routes as more drivers opt 
for electric cars. The Burlington-Montre-
al corridor is expected to open this fall. 

“Alternative fuel vehicles lower our 
reliance on gasoline, helping both our 
environment and our energy indepen-
dence,” Shumlin said in a press state-
ment. “With the number of alternative 
energy vehicles growing at tremen-
dous rates, these stations, along with 
websites identifying their location, will 
support visitors and residents as they 
use this clean and efficient mode of 
transportation,” he added. 

In another move highlighting 
Vermont’s emphasis on energy con-
servation and the development of 
alternative fuel sources, Gov. Shumlin 
signed three newly enacted measures 
that will provide new financing op-
tions for corporations investing in 
sustainable energy projects, improve 
the state’s thermal efficiency pro-
grams, and streamline the permitting 
process for farm “digesters,” which 
produce energy from animal manure.

The new financing law authorizes 
the Vermont Economic Development 
Authority (VEDA) to borrow up to 
$10 million from the State Treasury 

to establish two new commercial sec-
tor loan programs and a new energy 
efficiency loan guarantee program. 
This bill also provides $6.5 million 
to finance residential efficiency loans 
through a program run by the Ver-
mont Housing Finance Agency.

The thermal efficiency law stream-
lines the state’s building energy 
standards and confirms Vermont’s par-
ticipation in the Regional Greenhouse 
Gas Initiative, which will generate rev-
enue targeted for the development of 
thermal efficiency programs. The law 
also requires a Public Service Board to 

report on options to improve thermal 
efficiency efforts and revises the Home 
Weatherization Assistance Program 
to increase financial assistance for the 
least energy efficient buildings. The 
farm bill streamlines the permitting 
process for operating digesters.

“In Vermont we have led the na-
tion with programs that help save 
money while cutting carbon emis-
sions and promoting economic de-
velopment,” Gov. Shumlin said at the 
bill-signing ceremony. “I am proud 
to sign legislation that will continue 
our progress on energy efficiency.” CM
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Collect Correct
The Uncomfortable Task of Collecting Overdue Payments

QUESTION: Our small (15-unit) 
Massachusetts condominium is hav-
ing trouble collecting the monthly fee 
from some unit owners. As a result, 
we are having trouble meeting the as-
sociation’s expenses. The association’s 
rules give the association the right 
to impose a $25 late fee on residents 
who don’t make their payments on 
time, but this has not proven to be 
an effective deterrent, and the board 
members responsible for enforcing 
the rules fi nd it awkward to demand 
overdue payments from their neigh-
bors. Can you offer any advice on 
how to collect the payments and still 
keep the residents of this small com-
munity on friendly terms? 

ANSWER: The collection process 
can (and should) be polite, business-
like, and even sensitive. But I’m not 
sure there is any way to ensure that 
the efforts to collect overdue pay-
ments will be perceived as “friendly” 
by the residents from whom the 
payments are being demanded. On 
the other hand, there is nothing 
“friendly” about their refusal to make 
their payments on time. As you noted, 
the collection problems are making 
it diffi cult for the association to meet 
its fi nancial obligations, which puts 
the interests of all the other owners 
at risk. Failing to pursue delinquent 
payments in a timely fashion may also 
limit the association’s ability to fully 
recover those costs. The Massachusetts 
Superlien statute allows you to collect 
up to six months’ unpaid fees plus the 
legal costs related to them. So if nine 
months of delinquent payments have 
amassed before you fi le, three months 
will be beyond your reach.

Your desire to 
maintain a pleasant 
atmosphere is under-
standable, especially 
in a relatively small 
community. And 
certainly demanding 
payment from your 
neighbors is awkward, 
to say the least — but 
not nearly as awkward 
as failing to cover 
essential expenses 
would be for the as-
sociation. Your board 
should certainly try 
to talk to the delin-
quent owners to see if 
the problems can be 
resolved in a non-ad-
versarial way. If there 
are hardships, the 
board can try to fi nd 
solutions outside of 
legal action that may 
be less painful for the 
owners involved. All 
of those steps are pos-
sible, but the bottom 
line is that a condo-
minium is a business, 
not a social club — at 
least, it should be.

You can be as char-
itable as you want to 
be — but do it with 
your own money, not 
the association’s. It’s not fair to the 
other unit owners to subsidize those 
who aren’t making their payments. If 
your neighbors are having problems, 
you can feel badly for them and you 
can try to be sensitive. But ultimately, 
your board has a fi duciary duty to 

pursue the collection efforts as ag-
gressively as necessary. If board mem-
bers are uncomfortable taking these 
measures themselves, they should 
retain an attorney or a management 
company to handle the process for 
them. CM

COLUMN NAMEASKED & ANSWERED
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by Nena Groskind

The property, 25 years old and poorly maintained, was a mess by almost every measure. David 
Abel, CMCA, senior manager at Boston-based First realty Management Corp. AMO, recites 
the litany of problems he found when First realty replaced the former manager at the 108-
unit community in a moderate income neighborhood of Boston.

“Everything leaked.” the roofs, which the association had replaced (poorly) seven years be-
fore, were failing and had to be replaced again.

the siding and windows in all 18 buildings also needed replacing.
the parking areas and driveways were riddled with potholes and had to be repaved.

the community was divided and tensions were high between board members who insisted they should 
simply “patch and paint” and those who argued that more comprehensive renovations were needed.

Abel agreed that a piecemeal, patchwork approach would be futile — like using a teacup to bail 
water from a rapidly sinking ship. “the community was in the toilet and the water was swirling,” 
he told resistant board members and owners as he worked over several months to explain the life-
or-death (for the community) challenge they faced. Amassing facts and figures, engineering stud-
ies, and “a dog and pony show,” he finally persuaded them that only a top-to-bottom, do-every-
thing-at-once renovation would rescue their dying community. Now all he had to do was persuade 
a lender to provide the $2.1 million loan they needed to finance the work.
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With the property in disrepair, 8 
percent of the units in foreclosure, 
several owners “holding on by their 
teeth” to units worth far less than 
they had paid for them, and the 
$20,000 per unit share of the loan 
a stretch for most owners in this 
moderate-income community, the 
association was hardly an ideal loan 
candidate. And the first lenders Abel 
approached all said no.

A Credible Story
But for all its problems, the com-
munity had a credible financial 
story to tell. First, the association 
had almost completely repaid the 
$200,000 it had borrowed for the 
faulty roof repair project, demon-
strating the ability to make those 
payments. Following Abel’s recom-
mendation, the board had also in-
creased the reserve contributions for 
the past two years and had increased 
condominium fees by between $50 
and $75 per month. The increases 
weren’t “staggering,” Abel agrees, 
but they were significant and owners 
had been able to handle them.

As he reviewed the numbers, look-
ing for a way to turn a lender’s “no” 
to “yes,” Abel says he realized that 
with the combination of adjustments 
they had made, the association “had 
crept close to what the loan would cost 
them.” Taking part of the money they 
were putting in reserves and increas-
ing fees another $60 a month would 
almost cover the debt service.

Abel took that analysis to the first 
lender he had approached, persuading 
him “to look at the numbers in a new 
light.” He pointed out that while the 
new fees would be 30 percent above 
the old level, they were only 5 per-
cent above the fee owners had been 
paying for the past 12 months to fund 
operations and build up the reserves. 
Addressing the lender’s concern that 
diverting some of the money ear-
marked for reserves might leave the 
association without the funds needed 
for major repairs and in need of an-
other loan before this one was repaid, 

Abel pointed out that virtually every 
component that might need atten-
tion over the next 15 years was being 
replaced. “I showed him that most of 
the money the association needed to 
make the loan payments was in the 
budget already.” 

Abel made his case. The lender 
approved the loan and agreed to go 
beyond the 10-year industry standard 
and provide the 15-year term that 
would make the payments affordable 

for owners. “It was the only 15-year 
condominium loan the bank had ever 
done,” Abel says.

And it gave the community the finan-
cial lifeline it needed. The construction 
was completed last year and “it came 
out beautifully,” Abel reports. Unit 
values have increased as the real estate 
market has recovered, foreclosed units 
have been sold to new owners, and 
“the property looks great. I wish I’d 
bought a unit,” Abel laughs.

A “Si” Change
This association’s experience illustrates 
how much attitudes toward condo-
minium loans have changed since the 
days when this financing was virtually 
unheard of. Experience has made lend-
ers more comfortable with the loans 
and their stellar performance has made 
the loans more desirable. 

The collateral securing condominium 
loans (the monthly fees paid by own-
ers) makes them virtually risk-free. 
Lenders who have been originating 
these loans for years say they have never 
had to write one off. 

“They are among the best per-
forming loans in our portfolio,” says 
Howard Himmel, vice president of 
community association banking at 

Rockland Trust. Many banks are 
now competing for loans in an arena 
once occupied by only a handful. As 
condominium loans have become 
more widely available, boards have 
become more open to considering 
them, recognizing that they can be 
an effective financing tool, making 
large projects affordable and allow-
ing communities, like the one in 
Abel’s case study, to tackle multiple 
projects simultaneously.

“Just because a community doesn’t 
have the money it needs for a capital 
project doesn’t mean the need to do it 
goes away,” notes Michael Monahan, 
AMS, director of the community assist 
division of The Dartmouth Group, 
Inc., AMO, AAMC.

Wesley Blair, senior vice president 
at Brookline Bank, agrees. “Given the 
choice between ignoring a problem or 
levying a large special assessment and 
letting the chips fall where they may” 
on owners who can’t afford the pay-
ment, he says, “many communities will 
choose a loan.”

Lenders’ policies differ on the mar-
gins, but most approach the loans in 
the same way with similar, if not identi-
cal, lending criteria and with the same 
ideas about what they will and won’t 
finance.

Brick and Mortar
“Brick and mortar” is how Blair describes 
his view of appropriate uses for a condo-
minium loan. “If you need to repave a 
parking lot, replace siding or a roof, we’ll 
do that loan.” Building envelope work, 
the replacement of HVAC systems, and 
lighting also fall on the “will do” list for 
Brookline and Rockland Trust, along 
with construction defect repairs. In those 
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Attitudes toward condominium loans have changed. 
Experience has made lenders more comfortable with 
the loans and their stellar performance has made the 
loans more desirable. 
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cases where community associations 
expect to recover the costs from the de-
veloper or builder — eventually — both 
banks will approve the loans they need to 
begin the work.

“We’re not afraid of those loans,” 
Blair says. “When and if the association 
wins its suit, it can use the damages 
awarded to repay the loan.”

Rockland Trust is also comfortable 
with these loans, Himmel says, “but 
we want to know how far along they 
are in the litigation, and what the 
legal fees are likely to be.” Sometimes 
those fees can exceed the amount 
required for the construction work, 
Himmel notes, and the bank wants 
to be sure the association can repay 
the full amount of the loan if they re-
cover less than they expect or recover 
nothing at all.

Neither bank will finance a com-
munity’s operating expenses — “the 
community has to be able to pay its 
bills,” as Himmel said. Blair agrees 
and applies that policy strictly, refusing 
loans to communities with cash flow 
problems resulting from foreclosure 
processing delays that temporarily 
reduce revenue from common area 
fees. Those are operating funds that as-
sociations need to replace by increasing 
common area fees or levying a special 
assessment, Blair says. “The bank won’t 
finance them.”

Brookline Bank also won’t finance 
insurance premiums, although, Blair 
notes, “a couple of Florida banks have 
figured out how to do that,” nor will 
it loan an association money to build 
up its reserves. However, if a commu-
nity has used reserves to finance the 
beginning of a capital repair project, 
the bank will finance 100 percent of 
the construction costs, allowing the 
community to replace the reserves it 
has tapped.

Into the Mainstream
Growth has brought condominium 
loans from the banking fringes into the 
mainstream, standardizing the approval 
process and making it seamless for 
most associations. Monahan says he’s 

found loans for his community associa-
tion clients “very easy to get.”

The application process is straight-
forward, Himmel agrees, but the loans 
“aren’t cookie-cutter. Every association 
is different,” he notes, and those differ-
ences are factored into the loan review. 
Strengths in some areas (well-funded 
reserves, for example) might offset 
perceived weaknesses (such as a high 
delinquency rate) in others.

With a condominium loan, as with 
any loan, the lender’s primary concern 
is the ability to repay it. To make that 

determination, lenders consider:
the community’s size. It has to be 

large enough to make the percentage 
share of the loan affordable for owners. 
Brookline Bank will consider loans for 
communities as small as five units, Blair 
says, “but we won’t approve large loans 
for them.” Rockland has no official 
minimum association size, but loans 
for communities with fewer than 10 
units are very difficult, Himmel says. 
And the bank will look more closely at 
delinquencies and reserves at smaller 
communities. 
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Delinquencies. This is “a key is-
sue” for Brookline Bank, Blair says. 
“We look very hard at it. We’re not 
concerned if a community has some 
delinquencies; we know that happens. 
But we want to know what they’re 
doing about it. Are they sitting on 
their hands, or have they turned it over 
to legal counsel?” Rockland doesn’t 
have a delinquency limit, Himmel says, 
but delinquencies have to be “within 
tolerable limits.” What is “tolerable,” 
he says, depends on the community’s 
size. “We don’t want to see very high 
delinquencies in small associations.”

reserves. Brookline Bank “looks 
closely” at reserves, Blair says, “but 
we’re not as tough as some” on that 
issue. “We consider it on a case-by-
case basis. There are some communi-
ties where a small reserve level is fine, 
while others ought to be contributing 
10 or 15 or 20 percent of their annual 
budget or more to reserves every year.” 
Rockland looks both at an association’s 
current reserves and at its ability to 
make regular annual contributions — 
at least 10 percent.

reserve study. This isn’t a require-
ment, Himmel says, but “we like to see 
it.” What the bank wants to know, he 
explains, is whether the community is 
facing other major capital expenses in 
addition to those for which it is seek-
ing the loan. “If they need $500,000 
now for a roof, are they going to need 
another $300,000 in two or three years 
for the decks? And if so, how are they 
planning for that?”

Financial documents. A current 
budget and balance sheet are fairly 
standard requirements. If a community 
can’t provide them and doesn’t have a 
good reason, Blair says “that is cause 
for concern.”

Professional management. “If I 
were a banker, I would dig deeply 
before lending to a self-managed 
property,” First Realty’s Abel says. 
Fortunately for self-managed com-
munities, bankers don’t entirely share 
that view. “Many lenders won’t work 
with self-managed communities,” 
Blair says, but Brookline Bank has no 

reservations on that score. His primary 
concern is how long the commu-
nity has been self-managed. “We like 
them to settle out and see how they 
do before we lend them money,” he 
explains. But he doesn’t look at loans 
to self-managed communities any 
differently than those to communi-
ties with professional managers. “That 
comes from being in this business for 
18 years,” he says. 

Himmel says professional manage-
ment provides “a comfort factor” for 
Rockland, but the bank doesn’t insist 
on it. However, if the loan is for a 
major capital improvement project, 
“we want to be sure someone with 
construction experience is overseeing 
it.” Although professional management 
isn’t a requirement, Himmel says, he 
has noticed that after going through 
the loan application process, “many 
self-managed communities wish they 
were professionally managed.”

real estate values. Rockland doesn’t 
focus intensely on values, Himmel says, 
although if values have declined dra-
matically, “we would be concerned.” 
Brookline Bank, on the other hand, 
“tries to keep lending at no more than 
10 percent of what we think a com-
munity’s overall value is,” Blair says. 
That ratio is flexible, however, varying 
with the property’s location and de-
mographics. If you’re talking about $3 
million floor-throughs in a luxury Back 
Bay Building, repayment of a loan out-
side that 10 percent boundary won’t be 
a concern. But in a lower-income asso-
ciation, where owners could not easily 
write a $5,000 or $10,000 check, Blair 
says, “the dynamic is different,” and so 
is the loan-to-value calculation.

Nicholas Boit, CMCA, AMS, presi-
dent of Barrington Management Co., 
has arranged loans for many associa-
tions over the years, and has found that 
real estate values are a major concern 
for most lenders, affecting the size of 
the loan they will approve and in some 
cases, their willingness to approve a 
loan at all. If a 100-unit community 
needs a $5 million loan and the units 
are valued at only $300,000, the 

$50,000 per owner share of the loan 
represents a large percentage of unit 
value. “Most banks won’t go there,” 
Boit says.

Terms and Conditions
Like the underwriting criteria lenders 
use to evaluate condominium loans, 
the terms they offer are similar. 

Loan size. Most have no stated max-
imum or minimum loan sizes they will 
consider. Himmel says Rockland has 
approved loans as small as $10,000 and 
as large as $4 million. For Blair, the 
“break point” at the low end is about 
$50,000. Loan origination costs — 
averaging between $2,300 and $2,500 
— make very small loans un-economic, 
he says. If the loan fees represent 10 
percent of the loan, “it doesn’t make 
much sense,” Blair says, but the bank 
has approved loans as small as $15,000 
or $20,000 for associations that in-
sisted on doing them.

Loan term. Three to 10 years is 
standard; 10 is the maximum for most. 
Loans should be “as short as possible,” 
Blair advises. Associations don’t want 
to pay any more interest than necessary 
and they want to avoid the risk that 
they will need another loan for another 
major capital expense before the cur-
rent loan is repaid — a risk lenders also 
want to avoid.

Loan options. Some loans are struc-
tured as lump sums; others begin as a 
variable rate line of credit that converts 
to a fixed-rate, fully amortizing loan. The 
hybrid works well for a community that 
does not know initially what its bor-
rowing needs will be. The scope of the 
project might expand, requiring a larger 
loan than initially estimated, or a large 
number of owners may prepay their share 
of the loan, reducing the amount the 
association must borrow. The associa-
tion can tap the credit line as needed for 
the first few months of a project, paying 
interest on the funds only as they are 
drawn, avoiding the risk of borrowing 
more or less than they will need.

Although the hybrid (credit line 
converting to permanent loan) is com-
mon, lenders are not generally willing 
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to offer open-ended lines of credit that 
are not linked to a specific project, 
available for whatever expenses the 
community wants to fund. A structured 
loan “provides the discipline associa-
tions need,” notes Blair, who says he 
has approved only a handful of straight 
revolving credit lines over the years to 
“very special associations. They are not 
appropriate for everyone.”

Prepayment penalties. Competi-
tion has pretty much eliminated this 
once common penalty for repaying a 
loan early. “I’ve never charged one,” 
Blair says. The bank would impose a 
penalty only if an association refi-
nances a loan with another lender 
within two years. “We don’t get a 
lot of loans paid off by refinances 
with another institution,” Blair says, 
in large part because the refinanc-
ing costs are high. If an association 
is looking to secure a lower rate, in 
most cases, “we can adjust their rate 
to market with a simple letter agree-
ment,” avoiding the refinancing costs. 
“It’s better for them and better for 
us, because we keep the loan.”

Different Strokes
Lenders manage a loan to a condo-
minium association as they would loans 
to any other borrowers. They calculate 
the monthly payments required to 
repay the loan by the end of the term, 
establish a payment schedule (usually 
monthly), and collect the amount due 
from the association. For association 
managers or boards, the payment pro-
cess can be somewhat more complicat-
ed. The association calculates the share 
of the loan each owner must pay based 
on their percentage interest in the 
condominium and collects the amount 
due, usually in the form of an addition-
al common area fee earmarked for the 
loan. The calculation becomes more 
complex if, as is often the case, some 
owners want to pay their share of the 
loan up front in a lump sum; or if some 
decide to make a lump sum payment 
a year or more into the loan, because 
they want to eliminate the payment or 
because they are selling their unit and 

prepayment of the loan-related fee is a 
condition of the sale.

Lump sum advance payments are 
easy; they simply reduce the total 
amount the association has to borrow, 
reducing the interest costs for own-
ers paying monthly. Prepayments that 
come later require the lender to adjust 
the loan to reflect the reduced principal 
and the resulting reduction in interest 
costs for owners.

“We negotiate the terms of the note 
to specify that the bank must accept 
these prepayments and re-amortize the 

loan,” Abel says, and though it sounds 
complicated, the accounting in most 
cases “is really straightforward,” he in-
sists. “It’s not rocket science.” But the 
calculations can get convoluted, as was 
the case for one client juggling three 
separate loans: one for an old project 
begun under a different management 
company, on which some owners had 
made some prepayments; another from 
a different bank for a new, large build-
ing envelope project; and a third from 
the association to several owners who 
had to pay separately for windows only 

33Condo Media • August 2013

415 Mystic Avenue, Medford, MA 02155

170 Mystic Avenue, Medford, MA 02155

• Landscape Management
• Irrigation
• Landscape Construction

(walls, driveways)
• Tree & Shrub Care
• Green Applications
• Snow Plowing/Shoveling
• Seasonal Sweeping

• Complete Asphalt and Concrete Services
• Seal Coating and Crackfill Services
• Parking Lot Striping and Stenciling
• Catch Basin and

Drainage Repair

781-391-6993 • www.randslandscaping.com

Construction Services

Landscaping Services

Your complete outdoor maintenance company



34 Condo Media • August 2013

they had to replace. The only way to 
keep all of those moving parts straight, 
Abel says, is to “keep calm, plow 
through it, and make sure you don’t 
mess it up.”

Boit has a different suggestion: “Just 
say no” to owners who want to pre-
pay or pay according to a different 
schedule. Offering multiple payment 
options to owners creates “an ac-
counting nightmare” for management 
companies, he insists. He’s done that 
in the past and charged associations for 
the added work, but concluded “it isn’t 
worth it.” He advises boards to offer 
owners two choices: “Either everyone 
is in the loan or no one is.” Either the 
association gets the loan and all owners 
agree to the same payment plan, or 
owners write a check for their share of 
the project costs. That is by far “the 
cleanest way to do it,” Boit maintains, 
and, he’s found, given enough time 
and a clear explanation of the options, 
“most owners will figure it out.” And 
in the current market, he says, many 
are concluding that they are better off 
taking the money from a savings ac-
count earning less than one percent, or 
obtaining an equity loan, the interest 
on which is deductible, rather than 
paying interest on the association loan, 
which they can’t deduct. 

Getting to Yes
Bankers and association managers 
talk enthusiastically about the ready 
availability of community association 
loans and the relative ease with which 
communities can obtain them today. 
But for all their willingness to make 
these loans, banks don’t approve all 
the applications they receive. Poor 
management, inadequate reserves, high 
delinquency rates, too many under-
water owners, depressed real estate 
values, or some combination of these 
deficiencies will put some loans outside 
the risk parameters lenders are willing 
to accept. “It pains me to reject a loan, 
but sometimes I have to,” Blair says.

If he’s looking at a community in 
which units are now worth 70 percent 
of what owners paid for them, leav-

ing many with no equity, or negative 
equity, as a result, Blair says, “I can’t 
finance that. As much as I know they 
have to do the construction work, the 
answer for them has to be a special as-
sessment, not a loan.”

Abel is trying to persuade Blair 
and other bankers to look at some of 
these extreme situations differently. 
He described one involving a 69-unit 
property in two buildings converted 
to condominiums seven years ago by 
a developer more concerned about 
profit margins than construction qual-
ity. “Everything leaks,” Abel said. The 
brick pointing has to be redone, all the 
windows have to be replaced, “they’re 
basically going to have to deconstruct 
the property and rebuild it.” Most of 
the units were purchased at the peak 
of the boom and are now under water, 
so equity loans aren’t an option and 
few of the middle-income owners can 
afford the payments on their $50,000 
per unit share of an association loan. 
But they could afford the payments, 
Abel calculated, if the loan were written 
for 25 or 30 years rather than 10.

Pushing the Envelope
Using an analysis similar to the one 
that persuaded a bank to go out 15 
years on the Roslindale property he 
described earlier, Abel pointed out that 
while doubling the common fee, which 
was part of the financing plan, would 
push more buyers into foreclosure, 
they would be replaced by stronger 
buyers who would purchase the units at 
a discount and be able to manage the 
higher fees. A few owners would write 
checks for their share of the loan “and 
be done,” essential renovations would 
be undertaken, and “the value of the 
property would go up overnight.”

In the normal course of things, Abel 
noted, 5 to 10 percent of the units 
would be sold every year, and those 
owners would prepay their share of the 
loan, reducing the principal balance by 
degrees. “What was a huge nut be-
comes much smaller,” Abel continues, 
“and the loan written for 30 years will 
never last that long.” So, he suggested 

to bankers, “write a 15-year note with a 
30-year amortization schedule, or write 
a 30-year note with a 15-year balloon 
[making the balance due at that point]. 
By the time the balloon comes due, 
the loan will have been paid down to a 
“manageable” level. “The association 
can levy a special assessment to pay it 
off or refinance it. They can do what-
ever they want. Equity,” Abel insisted, 
“solves everything.”

Those were the arguments he made 
to the banks he approached to finance 
this community’s loan. At 30 years, 
“I was pushing the envelope,” he 
acknowledges. And everyone said no. 
The financial profiles of the owners 
made the risks too high, they said, and 
30 years was longer than any were will-
ing to go.

Determined to spotlight this is-
sue, Abel helped organize a CAI-NE 
roundtable discussion focusing on the 
need to find ways to address the financ-
ing needs of communities that don’t 
precisely fit the lending model banks 
are using. “The banks told me no one 
does 30-year loans,” he said. “But 25 
years ago, they didn’t do condominium 
loans at all, for the same reason — 
because no one did them.” It is time, 
he suggested, for banks to rethink what 
they are willing to do.

Both Sides
Boit, a former banker himself, can see 
both sides of this argument. He sympa-
thizes with the imperative Abel sees to 
help owners who have to make essential 
repairs and lack financing alternatives, 
but he also understands the bankers’ 
need “to make a business decision.” 
Matching the loan term to the repair 
— a 20-year loan for a 20-year roof — 
sounds logical, he agrees. But banks 
have to consider the likelihood that an 
association will have other financing 
needs before that loan is repaid. They 
also can’t ignore the deficiencies that 
make some communities poor lending 
risks. And condominium owners can’t 
ignore their own responsibility to do a 
better job of planning for future capital 
repair and replacement needs. “Lend-
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ing is not the end-all and be-all,” he 
suggests. It’s a useful fi nancial planning 
tool, but a supplement to reserves, not 
a substitute for them.

In Abel’s example, where owners are 
struggling with shoddy construction 
that wasn’t their fault, “morally, you 
want to help them,” Boit agrees. “But 
I’m not sure it’s the bank’s responsi-
bility to do that.” Even if that means 
some communities may fail? “Some-
times that’s what has to happen.” Boit 
replies. In the real world, “everything 
isn’t subsidized.”

While he doesn’t think banks 
should be faulted “for failing to go 
out 20 years on a siding loan,” he 
thinks they can and should be willing 
to think more creatively about ways 
to deal with “problem” loans — the 
small, 40 or 50-unit community with 
a $5 million construction defect, for 
example — an unacceptable risk for 
one bank, perhaps, but if three banks 
each take a piece of the loan, where’s 
the risk for any one of them? Banks 
regularly share the risks on large com-
mercial loans, Boit notes. “I don’t 
understand why in this lending venue 
they can’t come up with a creative 
way to do the same thing,” especially 
given the stellar performance of con-
dominium loans.

Banks have evolved in their think-
ing about condominium loans, Boit 
notes, but he’d like to see them evolve 
further. 

“They are more willing now to think 
about [different ways of structuring] 
low-risk deals. It would be interesting 
if they would [also] look at ways to 
partner to help associations that have 
greater problems.” Boit thinks banks 
will eventually move in that direction, 
but, he says, “they’re not there yet. 
Bank creativity overall isn’t where it 
should be.” CM

Nena Groskind is president of 
eContentplus, providing editorial 
content for websites, print and electronic 
newsletters, and magazines.

Essex Management Group ... we listen to our
      clients and develop a strategy to support their needs and 
 objectives. We combine personal communication, state-of-the
 art technology, courtesy and mutual respect to achieve 
 optimum results for our client communities.

After going through two 
management companies, I was 
amazed to see the unit owners 
actually stand up and applaud 
the efforts of Essex Management 

Group. �ey are really the 
cream-of-the-crop when it 

comes to property management.
—Joe Arone, 

Home Association Annual Meeting

Innovative Financial Reporting & Capital Planning
“User Friendly” On Line Support Services
21 Years of Specialized Condominium Mgmnt.
Commitment to Client Satisfaction
Website Management Support
Paperless Options
Investor Supported Services

Why Essex Management Group?



Mercantile Property Management
Where Customer Service and Technology are Both State of the Art

by Pamela Schweppe

When you think about Cape 
Cod at this time of year, you 
probably conjure up idyllic 
images of sunny skies and 

pounding surf, beautiful beaches and 
bicycle paths. What might be harder to 
imagine are leaky roofs, cracked pave-
ment, and snow removal. But, like every-
where, even the Cape has property issues 
that need to be addressed all year ’round.

A Full Portfolio of Services 
Ideally positioned to handle these and 
myriad other issues — both geographi-
cally and in terms of expertise — is Mer-
cantile Property Management of Bourne, 
Mass. Founded in 1987, the company 
manages approximately 2,500 units in 
37 associations throughout southeastern 
Massachusetts and Cape Cod. 

A specialist in condominium and 
homeowner association management, 
Mercantile offers a wide variety of 
administrative, financial, staffing, and 
maintenance services that are custom-
ized to the needs of each condominium 
client. These services can range from a 
comprehensive property management 
plan to selected services, depending 
on how involved the association board 
wants to be in day-to-day operations.

Taking care of all these responsibili-
ties is a staff of 37 full- and part-time 
employees, including portfolio manag-
ers and accounting, customer service, 
and general administration employees. 
A few properties also have on-site 
Mercantile staffing, such as concierge, 
site manager, chef, and maintenance 
personnel.

One such property is Hidden Bay 
Condominium, an upscale community 
of 72 units in Dartmouth, Mass. A 
Mercantile maintenance worker comes 

on site three times a week to handle 
any related issues that come up. “He’s 
incredibly helpful,” says board chair 
Rich Brown. “That’s a big plus.”

Built between 1987 and 1997, 
Hidden Bay is facing the kinds of 
maintenance issues that plague older 
complexes, and a major, $1.2 mil-
lion renovation project is just about 
completed. Brown praises Mercantile’s 
ability to work in partnership with the 
board in overseeing the project.

It wasn’t easy. The builder originally 
involved in the project ran into dif-
ficulties and “disappeared toward the 
end,” according to Brown. “That was 
messy for a while.” Fortunately, Mer-
cantile has a good list of vendors to 
draw on in any type of situation, and 
the company was able to step in and 
source another builder to take over 
the project. “Mercantile was fantastic 
in making sure things kept going,” 
says Brown. 

Another complex facing a major capi-
tal expense was Deer Crossing Condo-
minium of Mashpee, Mass. According 
to trustee Fredy DiMeco, the main 
obstacle was financial: how to pay for 
the $2 million siding project. “Mer-
cantile is very efficient,” he says. “They 
review the reserve study every few years 
to make sure we maintain a healthy 
reserve and help keep condo fees low. 
They helped us finance the project us-
ing our reserves and a bank loan.”

Service with a Smile
To Mercantile founder and president 
Craig J. McGowan, CPM, it all comes 
down to one thing: “a core philosophy 
of helping people.” For that, a focus on 
communication and customer service is 
critical. And never is that more impor-

tant than during an emergency, when a 
quick reaction is key. “Emergencies do 
occur after hours and on weekends,” 
McGowan points out. “I think that one 
of the biggest things we offer is our 
response time.”

A case in point occurred last Thanks-
giving, when a major water line to 
a property managed by Mercantile 
broke. Even though it carried town-fed 
water, the line was located on associa-
tion property, so the town refused to 
take responsibility. “Believe me, going 
out there with one of my managers on 
Thanksgiving Day was quite an inter-
esting chain of events, but we made re-
storing the water a top priority, even on 
a holiday,” McGowan recalls. “We’re 
there when our clients need us, 24/7.”

While a burst pipe can happen 
anywhere, there are situations that are 
unique to oceanfront areas like Cape 
Cod. The region can be hit by hur-
ricanes traveling up the East Coast, so 
the staff of Mercantile keeps a close eye 
on the weather and is prepared to react 
quickly. Additionally, some insurance 
companies have raised wind deduct-
ibles, according to McGowan, and 
some simply won’t insure properties 
located near the water. “That’s cre-
ated some challenges for all of us in the 
industry,” he says.

One association with special beach-
front needs is Maushop Village Con-
dominium of Mashpee. Because of its 
ocean frontage, the association fields 
issues relating to the beach, including 
beach nourishment, reporting to the 
conservation commission, maintain-
ing the profile of the beach and a large 
revetment built by the association, and 
obtaining access to the beach through 
neighboring property.

vendor sPotlight
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The board has retained 
service providers who handle 
the beach nourishment and 
conservation commission is-
sues, which Mercantile often 
facilitates in a liaison role, and 
also keeps the board informed 
about the water quality, which 
has to be tested weekly.

“They’re always respon-
sive, they’re always on top of 
things,” says board chair B.J. 
Krintzman. “They give us good 
advice.” She adds that, because 
of Mercantile’s long experi-
ence in property management, 
it’s rare for them to confront a 
problem that they haven’t al-
ready faced with another prop-
erty. “With their experience 
with other complexes, they’re 
able to lend that kind of exper-
tise to our situation and inform 
us about what worked, what 
didn’t work, what to watch out 
for, those kinds of things,” she 
says. “We’re very pleased with 
Mercantile. We think they do a 
terrific job for us.”

State-of-the-Art Technology 
— With a Human Touch
One way Mercantile has maintained 
its service — and its growth — is by 
keeping up to date with the latest tech-
nology. The company currently uses 
TOPS Software Integration, a suite of 
tools designed specifically for property 
management. The system also allows 
unit owners to use ACH (Automated 
Clearing House) payment processing, 
in which they can pay their condo fees 
with their debit or credit card.

Additionally, with TOPS software, 
Mercantile can offer a web system to 
its clients that provides an array of 
services. “Once a website is set up, 
owners have the opportunity to review 
a calendar of events and all documents, 
notices, newsletters, and other forms 
of communication,” McGowan reveals. 
“They also have the ability to review 
their personal account balance and 
work history.”

Still, in McGowan’s words, “one 
thing that sets us apart is we still 
answer the phone. You don’t get a 
machine — you get a human being when 
you call my office, and in turn, we’ll 
direct you to someone who can assist you 
as quickly as possible.”

Education for All
Education is another important com-
ponent in keeping up in the fast-paced 
world of condominiums. McGowan 
points out that many board members 
are new to condominium living. To 
help prepare them for some of the 
issues they may encounter in this set-
ting, such as construction, finance, 
insurance, vendor contracts, and the 
enforcement of governing documents, 
Mercantile encourages board members 
to attend various industry-related semi-
nars. “Decisions they make will impact 
not just the board, but all homeowners 
at the property,” McGowan says. “We 
want to make sure the board has the 
whole picture.”

McGowan’s commitment to educa-
tion isn’t limited to board members, 
however. He advocates ongoing educa-
tion for his management staff as well. 
Mercantile’s portfolio managers are 
expertly trained and hold professional 
certifications such as Certified Manager 
of Community Associations (CMCA), 
Association Management Specialist 
(AMS), Certified Property Manager 
(CPM), and more. They also strongly 
support the Community Associations 
Institute (CAI) and frequently attend 
seminars to keep up with the latest 
developments in the industry.

It’s all part of Mercantile’s focus on 
doing the best job they can for their cli-
ents. “We really care about each associa-
tion,” says McGowan. “We’re willing to 
go the extra mile to get the job done as 
cost effectively as possible.”

For more information about how 
Mercantile Property Management can 
benefit you, call (508) 759-5555, or visit 
www.mercantileproperty.com. 

Mercantile Property Management is fully staffed to handle all your association’s needs. Back row (from left): Carol Lee; Allison Denning;  
Kerry Beaulieu, AMS, CMCA; Lisa Held. Center row (from left): Clara Moco; Kathleen Roche, CMCA; Lisa Arruda; Kelly Nogueira; Jenna Correia.  
Front row (from left): Allen Carleton, CPM; Craig McGowan, CPM, President; Christine McGowan, Treasurer; Ryan McGowan, CMCA.
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Keep Your Cool
Saving Refrigerated or Frozen Food During a Power Outage 

Power failures can be one of 
the most annoying — and 
disabling — occurrences in a 
community. Whether caused 

by summer storms, power lines 
crippled by winter ice, equipment 
failure, an overloaded regional grid, 
or an animal disrupting a power line, 
electrical outages can be costly. 

Residents can face many hazards 
when a power failure occurs (usually 
without any warning), including losing 
refrigerated and frozen foods. Some 
food items can be salvaged, however, if 
you’re prepared.

In anticipation of 
a power failure:
•  Have at least one or two coolers on 

hand, and at least one spare fi ve-
pound bag of ice in the freezer.

•  Know where to get bag, block, or 
dry ice, particularly if you anticipate 
a long-term outage. (Caution: Dry 
ice is made from carbon dioxide, so it 
requires safe handling. Never breathe 
in its vapors or touch it with your bare 
hands.) According to the Food Safety 
Branch of Kentucky’s Department of 
Health, a 50-pound block of dry ice 

will keep a tightly packed, 18-cubic-
foot freezer cool for up to two days. 

•  Have an instant food thermometer 
or appliance thermometer available 
to ensure your freezers, refrigerators, 
and coolers are staying cool enough 
to store food safely.

•  Arrange the fridge and freezer ef-
fi ciently. Frozen food lasts longer 
in a full freezer — up to 48 hours 
if tightly packed — and refrigerated 
food lasts longer — up to four hours 
— if there is room for air to circulate.

When the electricity goes off:
•  Avoid opening and closing the refrig-

erator unless absolutely necessary. 

•  Check the temperature of refriger-
ated foods if the power is out for 
more than a few hours. Discard any 
food item that’s been at 40 degrees 
Fahrenheit or warmer for two or more 
hours. Exceptions include butter and 
margarine; hard cheeses like parmesan 
and Romano; some condiments like 
mustard, soy sauce, and olives; and 
fresh, uncooked fruits and vegetables.

•  Check the temperature of frozen 
foods as well. While tightly packed 
freezer foods will stay frozen for many 
hours, some items that may have 
thawed can be refrozen if they still 
retain ice crystals or have remained at 
a temperature lower than 40 degrees.

Since the appearance and odor of 
a food item isn’t an accurate indica-
tion of its safety after a power outage, 
use the 40 degree rule of thumb. And 
when in doubt, discard the food. CM

COLUMN NAMEHOMEOWNER’S CORNER

Representing Condominium Associations, Homeowner 
Associations and Management Companies throughout 

New Hampshire and Northern Massachusetts.

Providing representation in all areas of condominium 
law from drafting and execution of condominium 

instruments, amendments, collection of assessments to 
litigation from trial through appeal.

For speci�c questions and to �nd out how we can 
service your particular needs, please contact our o�ce 
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www.fenigeranduliasz.com

45 Bay Street
Manchester, NH 03104
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Looking for financing to address capital improvements or repairs? 
Come to a bank where the tradition of valuing the customer runs 

pure and deep. For association loans, remote deposit capture, 
online cash management and more, contact Lisa Allegro at

860-423-4581 or Lisa_Allegro@banksi.com today.

Financing Solutions
17 Decades Deep

Member FDIC
Equal Housing Lender

Association Lending & Services

www.savingsinstitute.com

pure and deep. For association loans, remote deposit capture, 
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It will not be a revelation to those 
who serve on condominium associa-
tion boards that disputes can arise be-
tween unit owners, and that disputes 

even can arise between a unit owner and 
the board itself. Indeed, condo boards 
exist because of disputes. The role of a 
condo board is to identify the associa-
tion’s resources, evaluate how those re-
sources might be used, and deploy those 
resources in the manner that best serves 
the association’s needs. This process of 
allocating scarce resources is inherently a 
process of dispute resolution.

But what happens when the board 
cannot resolve a dispute? Particularly, 
what happens when a unit owner simply 
refuses to accept the decision of a condo 
board? Unfortunately, if the owner is 
suffi ciently determined (and suffi ciently 
disgruntled) these sorts of disputes often 
end with the association’s board forced 
to defend its decisions in court. Lawsuits 
brought by unit owners against condo-
minium boards can generate emotions, 
but they also raise interesting and im-
portant legal issues of which association 
boards should be aware.

The Business Judgment Rule
Among the issues relevant to suits against 
condominium boards is a legal doctrine 
known as the business judgment rule. 
Think of it this way: Apple decides that it 
wants to make a new iGadget. With the 
approval of its board, Apple invests mil-
lions of dollars in research and develop-
ment, millions more in production, and 
millions more in marketing. Finally, the 
iGadget launches … and it fl ops. A few 
people buy it, but Apple loses money on 
its investment and pulls the new iGadget 
from the market. As a result, Apple’s 
share price drops $25. Can a single Apple 

shareholder win a lawsuit against Apple’s 
board seeking $25 on the grounds that 
the board did a bad job overseeing the 
sale of the iGadget?

The answer is no. While it is clear that 
Apple misfi red and cost its shareholders 
real value, the business judgment rule 
nevertheless prevents suits like these 
from going forward. As opposed to 
statutes passed by state legislatures, the 
business judgment rule is a judge-made 
rule that is applied by courts in the 
course of lawsuits. Although its precise 
contours differ from state to state, the 
rule generally holds that a court must 
dismiss a plaintiff’s lawsuit when it is 
premised only on a disagreement about 
a company’s reasonable and good-faith 
decisions. So, an Apple shareholder 
cannot sue the company’s board when 
Apple does its best, but fails, to sell a 
particular product. Similarly, if the Apple 
board is presented with an opportunity 
— say, to buy a startup tech company — 
but decides that the company isn’t the 
right fi t, the business judgment protects 
the board’s decision, even if the startup 
turns out to be a hit.

On the other hand, the rule has 
its limits. If an Apple board member 
urged the company to develop and sell 
the iGadget, but at the same time had 
a fi nancial interest in an Apple supplier 
who would stand to gain by the proj-
ect, then the protection of the busi-
ness judgment rule would evaporate. 
Moreover, the business judgment rule 
typically does not protect inaction that 
is the result of a complete abdication of 
responsibility. In this way, if instead of 
actively deciding not to buy that tech 
startup the Apple board simply forgot 
about the opportunity, the business 
judgment rule would not apply.

In short, the business judgment 
rule typically protects the considered, 
good faith decisions of corporate board 
members and directs courts to dismiss 
lawsuits arising out of such consid-
ered, good faith decisions. The policy 
reasons underpinning this rule should 
be clear. Not unlike the relationship 
between voters and elected political 
leaders, shareholders delegate their 
authority to corporate boards so as 
to further the effi cient management 
of the corporation. Permitting those 
same shareholders to sue every time 
the corporation made a bad business 
decision would make workable, respon-
sible corporate governance impossible. 
Ultimately, the business judgment rule 
realizes that shareholders who do not 
like the good faith performance of 
their board should remove those board 
members via the ballot box.

Condominium Associations 
can be Corporations Too
Although condominium associations 
can exist in different corporate forms, 
one of the most common is the non-
profi t corporation. While one typically 
does not think of condominium associ-
ations as being like Apple or other large 
multinationals, condominium associa-
tions can be corporations too. In this 
way, the corporation is the condomin-
ium association, the corporate board is 
the condo board, and the shareholders 
are the unit owners who are members 
of the association. As such, condomini-
um boards may enjoy the protection of 
the business judgment rule in lawsuits 
fi led by unit owners concerning the 
board’s management of the association.

A recent case my fi rm litigated all 
the way to the Maine Supreme Judicial 

Judgment Call
A Board’s Good Faith Decisions are Protected Against Owner Lawsuits

 by Nolan L. Reichl, Esq.
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Court illustrates how the business judg-
ment rule might work in the context of 
a suit against a condominium association 
board. In America v. Sunspray Condo-
minium Association, 2013 ME 19, a unit 
owner sued the association’s board claim-
ing that the board was not enforcing a 
condominium-wide ban on smoking, a 
ban that included smoking 
within individual units. The 
unit owner claimed that he 
was aware that certain other 
unit owners were continuing 
to smoke despite the ban and 
that he had been harmed as a 
result. Rather than sue the al-
leged smokers, the unit owner 
sued the board, claiming that 
the board members were 
violating their fiduciary duties 
by failing to take appropri-
ate steps to deter and prevent 
smoking.

At the trial court level, the 
association moved to dismiss 
the unit owner’s lawsuit, ar-
guing that any disagreement 
concerning the sufficiency of 
the board’s enforcement of 
the smoking ban was barred 
by the business judgment 
rule. The court agreed, holding that 
a board’s decision concerning the 
enforcement of the smoking ban “is 
simply not a subject on which a court 
is going to police a condominium 
board.” Although the unit owner 
claimed that the board had acted in bad 
faith in refusing to enforce the smoking 
ban, the court held that his allegations 
of bad faith were insufficient because a 
board member’s personal disagreement 
with the wisdom of the smoking ban 
was not enough. Case dismissed.

On appeal to Maine’s highest 
court, the unit owner reprised his 
arguments. But the Supreme Judi-
cial Court again applied the business 
judgment rule and upheld the lower 
court’s decision. The court held that 
the business judgment rule protected 
the condo board’s decisions concern-
ing how to enforce the smoking ban 
and that disagreement over how to 

enforce the ban was not the sort of 
bad faith that overcomes the protec-
tion of the rule. In short, Maine’s 
Supreme Judicial Court made clear 
that a plaintiff cannot sue a condo 
board over its decisions, so long as 
those decisions are made in a consid-
ered and good faith way.

Does the Business Judgment 
Rule Protect Decisions Made 
by Your Association’s Board?
The existence and nature of the busi-
ness judgment rule — and, particularly, 
whether it applies to the decisions made 
by condominium boards — is a question 
of state law. In other words, one state 
may adopt the rule, while another may 
not. There is no question that, after the 
Maine Supreme Judicial Court’s opinion 
in the Sunspray case, the rule applies in 
Maine. Whether it applies in other New 
England states is less clear. Lower courts 
in both Connecticut and Massachusetts 
have written approvingly of its use in the 
context of condominium boards. See 
McCreary v. One Strawberry Hill Assoc., 
Inc., No. FSTCV106006749, 2012 WL 
6846391 (Conn. Super. Ct. Dec. 11, 
2012); Pompei v. Fincham, No. 07-4743-
BLS2, 2007 WL 4626915 (Mass. Super. 
Ct. 2007). However, courts in Vermont, 

New Hampshire, and Rhode Island do 
not appear to have discussed the business 
judgment rule’s application to decisions 
made by condominium boards.

Ambiguity over the application of the 
business judgment rule is important, 
however, because some courts and com-
mentators have adopted and advocated 

for a “reasonableness” rule that 
would provide lesser protection 
to condominium boards. In 
contrast to the business judg-
ment rule, the reasonableness 
approach permits a unit owner 
to sue a condominium board 
for decisions that are not only 
made in bad faith or out of self-
interest, but that are unreason-
able. In other words, while the 
business judgment rule typically 
protects poor decisions that 
are made in good faith, the 
reasonableness rule would give 
plaintiffs more opportunities to 
sue in those situations. In the 
absence of any state court deci-
sion formally adopting the busi-
ness judgment rule, associations 
who find themselves in litiga-
tion with unit owners should be 
aware that the plaintiff-owner 

very likely will argue that the reason-
ableness rule should apply.

Conclusion
Running a condominium association is 
a difficult job, made all the more dif-
ficult by the physical proximity between 
condo board members and the unit 
owners they represent and govern. 
When faced with a lawsuit brought by 
a disgruntled unit owner, condo boards 
should make sure to assert the full mea-
sure of the protections afforded them 
under the law, including, where ap-
plicable, the protections available under 
the business judgment rule. CM

Nolan L. Reichl, Esq. is an attorney in 
the Litigation Group at Pierce Atwood LLP. 
From the firm’s Portland, Maine office, he 
practices a wide range of complex civil liti-
gation matters, including consumer credit, 
entertainment, and securities.



The Painful Death of Volunteerism
Why It’s Happening, What to do About it

Many communities, if not most 
communities, suffer from 
a shortage of volunteers. 
People are busier than ever, 

and their time is precious. After a full 
day’s work, it seems like a real waste of 
that precious time to spend it 
at a sleep-inducing board or 
committee meeting, away 
from family. The net 
result is that the avail-
able population of 
volunteers dimin-
ishes and boards 
soon discover 
they can’t fi nd 
anyone to 

replace retiring board members. The 
result: Communities end up being man-
aged by a small group of the same folks 
for a very long time.

Why are we so often unable to pro-
cure new volunteers, or fail 

to retain the ones we have? 
Unfortunately, lost vol-

unteerism can almost 
always be traced 

back to the board 
of directors that 
does not endeavor 
to nurture the 
volunteers, place 
them in the 
right position, 
listen to their 
contributions, 
or acknowl-
edge their 

input. Volunteers receive their remu-
neration through satisfaction of process 
participation. No satisfaction means no 
participation. Let’s talk about a few ways 
that volunteerism gets killed:

Ignoring Volunteer Input. The input 
of any volunteer — board member 
or committee member — is just that: 
input. That input does not have to be 
agreed with or followed, but it must be 
acknowledged. Many boards are under 
the false belief that acknowledging the 
input of volunteers means 1) the board 
agrees with the input and 2) the idea 
must be implemented. Nothing could 
be farther from the truth.

Micromanaging. Often at a loss on 
how to operate within the community 
association structure, the board will 
try to keep a hand in everything in an 
attempt to understand or keep track of 
what’s going on. Unfortunately, this 
usually leads to 1) not really know-
ing what’s going on at any one time 
because there is too much of which 
to keep track, and 2) dreaded micro-
management. Focused on detail in a 
misguided attempt at control — or a 
misguided attempt to feed an ego — 
micromanagers will stop volunteerism 
in its tracks every time.

Lack of Follow Up. When you 
become a board member, you must 
answer emails, return phone calls, and 
make personal visits in a timely manner. 
Not doing so makes volunteers feel as 
if their input is worth little to nothing. 
Like it or not, if you are on a board of 
directors, especially if you are the presi-
dent, you are going to be the de facto 
leader of the community.

VOLUNTEERS
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Appointing People to Positions that 
Don’t Suit Them. Anytime it’s pos-
sible, boards and their management 
staff should try to match the volunteer’s 
strengths with positions best suited for 
them. By taking into account whether or 
not that person has the required skill and 
personal attributes and can commit the 
time involved in the volunteer position, 
the volunteer will be able to contribute 
to the greater good and the community 
will reap the benefits of the volunteer.

Unproductive Meetings. How 
many meetings have managers, board 
members, and committee members sat 
through with their eyes rolling back in 
their heads, waking up only to check 
their watch every 10 minutes? Way, way 
too many. There’s endless debate over 
meaningless minutia or non-agenda 
items. So make your meetings produc-
tive by 1) speaking only to those items 
on the agenda and 2) knowing that if a 
decision can’t be made in five minutes, 
the board is not ready to make it. Pe-
riod. Unproductive, long, and — well, 
stupid — meetings kill volunteerism.

The Fix
The good news is, volunteerism can 
be saved, resurrected, and made to 
thrive with a few simple operational 
tools.

Adopt a Mission and Vision State-
ment. Adopting a Mission Statement 
and a Vision Statement give the board 
(and community) focus on where 
they want to go and how they will get 
there.

Adopt Governing Policies. All 
boards should adopt a governing 
policy, or a method of standardized 
operation. For example, adopting 
Robert’s Rules of Order prevents 
disorganized, long, and unproductive 
meetings and gives boards a tried and 
true platform on which they can hold 
more effective meetings.

Adopt Policies Governing Commit-
tee Operations. All boards should 
give their committees a standardized 

guideline on how the committee is 
expected to conduct itself in relation to 
committee meetings, management, the 
board, owners, and vendors. 

Conduct Annual Strategic Planning, 
Facilitated by an Impartial Third 
Party. This can save boards and com-
mittees hours of time over the course 
of a year by giving the entire volunteer-
ing entity (and staff) clear direction on 
which goals are important to achieve 
on behalf of the community.

Acknowledgement: Long and Loud 
and Public. At every turn, the board 
must, must, must acknowledge its 
volunteers and their hours of hard 
work and service in newsletters, in 
person, at meetings, and on the web-
site. It is particularly incumbent upon 
the president to “spin the halos” of 
each and every one of those valued 
team members who work for the 
common goal of the betterment of 
the community. 

Outstanding, Positive Communication 
with all Owners. Positive communication 
from the association fosters volunteerism 
because people want to be a part of 
something positive. This means a monthly 
newsletter that is more than “Don’t park 
here!” and “Pick up after your dog!” 
Good news means good morale. Good 
morale means more volunteers.

Most of the tips on developing and 
retaining volunteers are easy and take 
very little time from the board. Why 
must leadership nurture volunteers in 
their communities? They are the fresh 
thinking future board and committee 
members, and current volunteers will 
feel like a welcomed and appreciated 
part of the process. CM

Julie Adamen is president of 
Adamen Inc., a consulting and 
placement firm specializing in the 
community management industry. 
Julie can be reached via email at 
julie@adamen-inc.com or through 
her website www.adamen-inc.com.

Nancy Mandino, VP,
Property Management 

True Service –––“It requires staff trained to 
excel in the face of whatever comes up — from 
a dandelion to a hurricane.”  

Nancy helps to ensure that our staff is among the most skilled and well trained in the 

industry. “Whether you’re talking landscaping or emergency preparedness, we want 

our clients to know they’re in good hands.”
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DARTMOUTH

GROUP
True Service:  You define it. We deliver it.Learn more at TheDartmouthGroup.com

781-533-7200
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Saving water is important for 
many reasons. One reason 
is that water, electricity, and 
heating fuel take up a sub-

stantial part of the annual budget. 
Another reason is moral: In 1999, 
200 scientists, in 50 countries, con-
cluded that a shortage of water was 
one of the two most serious prob-
lems for the 21st century. (Climate 
change was the other one.)

There are many approaches to saving 
water, so we are going to break up the 
article into the different categories.

Education of owners:
Today, people are concerned about the 
environment and want to help. A newslet-
ter mentioning ways that people can save 
water could help. Here are some simple 
ways for an owner to save water. The fi rst 
three are the most important ones:

•  Repair dripping sinks or showers. A 
dripping faucet can use more than 
1,000 gallons of water per month.

• Fix a constantly running toilet.
•  Check all plumbing components for 

leaks. This has the added benefi t of 

preventing water damage.
•  Only run your dishwasher when it is 

full.
•  Only wash your clothes if there is a 

full load. (You can also opt for set-
tings that use less water.)

•  Don’t run the water while brushing 
your teeth or shaving.

•  Buy a low fl ow toilet.
•  Defrost your food in the refrigerator, 

not under running water.
•  Take showers instead of baths. 
•  Wash your fruits and vegetables in a 

large bowl, not under running water.

 by Ed Hofeller 
and Mark Sheingold

Save Water, Save Money
Approaches to Better the Planet and your Association’s Budget 
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Landscaping:
Irrigation of landscaping often con-
sumes 40 percent of the water at the 
condominium. There are numerous 
ways to reduce the water used in land-
scaping. We will mention a few:

• When replacing plants, use substi-
tutes that are drought resistant.

• Irrigate your plants at night.
• Use sprinklers with sensors that tell 

the sprinkler not to turn on if it is 
raining, or better yet, not to turn on 
if the ground is moist.

• Create dry river beds, filled with river 
rocks, and plants placed on the side 
of the river bed.

• Make sure when watering that the 
water ends up on the lawn or plants 
and not on the pavement.

• Create a basin that stores rain water 
that comes from the roof, and use 
that to water the plants with.

Accounting:
• Keeping track of changes in water bills 

is a great way to identify problems.

Maintenance:
• Make sure cooling system towers are 

properly maintained.
• Do regular inspections to check for 

leaks.

Sub-metering:
Sub-metering means having a separate 
water meter for every unit. The trustees 
have the right to mandate this, and to 
make it a common area expense. They 
can also issue a special assessment to 
fund this. There is a certain psychol-
ogy about common area expenses that 
makes this effective. In reality, the own-
er pays for his water bill either directly 
or through his condo fee. However, 
human nature being what it is, people 
perceive water to be free when it is paid 
for through their condo fee. When they 
have to pay for their water directly, they 
will use less of it. In many cases, install-
ing sub-meters is tax deductible.

There is a lot of politics that goes 
on in condominiums. If the board 
members have large families, and use a 
lot of water, they are being subsidized 

by units that have very few occu-
pants. This may make them less likely 
to want to sub-meter. On average, it 
takes 18-24 months from the time that 
sub-metering is first mentioned until a 
final decision is made. The cost to sub-
meter is about $210 per unit. One big 
advantage of sub-metering is it makes 
it very easy to isolate leaks. To sum-
marize, depending on the situation, 
sub-metering can be very effective.

We have given many suggestions. 
Some will be applicable, some won’t. 
It is always important to do a financial 
analysis of these programs. While a fi-

nance professor would recommend do-
ing a discounted cash flow analysis, this 
is too complicated for most associations 
to do, and too easy to get wrong. We 
recommend looking for a three-year 
payback period. CM

Ed Hofeller is the founder and presi-
dent of Hofeller Management. He has 
an MBA degree and an AMS designa-
tion from CAI. Mark Sheingold is cur-
rently working at Hofeller Management 
as an assistant property manager and 
has obtained his CPM, RPA, and CPO 
designations.



Massachusetts
The top legislative news for this quarter 
is Boston’s new energy ordinance, 
requiring commercial and residential 
buildings, including condominiums, to 
begin tracking their energy consump-
tion and reporting it to the city. The 
theory is that making building owners 
and residents aware of their energy 
consumption will encourage them to 
implement conservation measures and 
to pressure their commercial and resi-
dential occupants to do so as well. 
But the city ordinance is fl awed in 
several respects, according to Mat-
thew Gaines, an associate in Marcus, 
Errico, Emmer & Brooks and chair 
of the Massachusetts Legislative Ac-
tion Committee (LAC). Buildings 
that rank below the 75th percentile 
in energy usage will be required to 
undertake a more formal energy audit, 
he notes, but the ordinance doesn’t 
require any additional action, such as 
updating existing systems, nor does 
it impose any penalties on buildings 
that fail to meet minimum standards. 
So it’s not clear how much impact the 
measure will have, if any, on consump-
tion patterns, Gaines says. 

The impact on condominiums is even 
less clear. As originally proposed, the 
measure would have required all con-
dominium owners to report their usage 
individually to the association, which in 
turn would have been required to col-
lect and deliver that information to the 
city — an undertaking that Gaines says 
would have been both costly for com-
munities (resulting in higher common 
area fees for owners) and virtually im-
possible for associations to implement. 
“It is hard enough to persuade owners 
to give you their mailing address, let 

alone report their utility bills every 
month,” Gaines notes. 

At the LAC’s urging, the bill was 
amended to make reporting voluntary 
for owners and to eliminate any pen-
alty for failing to do so. Associations 
are still required to report whatever 
information they receive from owners 
to the city, which will estimate aggre-
gate usage based on proxy data from 
other buildings, making the results 
inaccurate and incomplete, which, 
Gaines notes, “defeats the purpose” of 
collecting the data in the fi rst place.

But the reporting requirements are 
taking effect, beginning in 2015 for 
condominium communities with 50 
units or more or space totaling 50,000 
square feet or more. Implementation 
is delayed until 2017 for small con-
dominiums with between 35 and 49 
units or between 35,000 and 50,000 
square feet. An earlier draft included 
smaller communities with as few as 
25 units or 25,000 square feet, but 
the LAC persuaded lawmakers to 
increase the threshold for the report-
ing requirement. “Ideally, we wanted 
them to exempt residential dwellings 
altogether,” Gaines says, “but we at 
least won this small victory.”

At the state level, the LAC is track-
ing 54 measures, 39 of which are re-
fi les from last year. Many on that list 
are perennials, fi led repeatedly and left 
to die without moving out of com-
mittee. “We’re hoping they meet the 
same fate this year,” Gaines says, the 
most likely prospect, he suggests, for 
most of them.

The legislative docket includes 
two new bills that have attracted the 
committee’s attention. One promotes 
the use of electric vehicles, requiring 

owners of any “improved or enclosed 
property” used as off-street parking, 
which would include condominium 
parking areas, to designate at least one 
space per hundred exclusively for elec-
tric vehicles. Although the law speci-
fi es that the spaces must be equipped 
with an electric charging station, it 
does not require associations to pay 
for the equipment. But the measure is 
still problematic for common inter-
est ownership communities, Gaines 
says. “What happens in a community 
in which all 150 parking spaces are 
deeded to owners, [with no additional] 
guest parking? Does that association 
have to rip up a green area to comply?” 
And what happens, he asks, if two 
people have electric cars and want to 
use the one designated space? 

The committee is opposing the mea-
sure, which Gaines likens to the “right-
to-dry” statutes requiring associations 
to allow owners to install clotheslines 
on their property — “well-intended,” 
but ill-suited for common interest own-
ership communities.

That description also applies to 
another bill fi led for the fi rst time 
this year requiring property owners 
to install window guards within units 
and “on all applicable windows” in the 
common areas of multi-family dwell-
ings if residents who have children 
request them. As written, the measure 
would not only require condominium 
owners who rent their units to install 
guards if tenants request them, it 
would require the association to install 
window guards on all the landings 
leading up to that unit.

The committee hasn’t opposed 
this measure, but “we are watching it 
closely,” Gaines says, and if it seems to be 
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Energy Reporting, Priority Liens, and the Occasional Surprise Keep LACs Busy
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gaining traction, “we may seek a carve-
out” for condominium common areas.

The committee is also watching two 
bills that gained traction in the last leg-
islative session: One creates a commis-
sion to study the state condominium 
statute, which the LAC opposes only 
because they think the commission 
should include more industry profes-
sionals. The other specifies that if 
owners sue associations for improperly 
denying them access to records they 
are entitled to see and prevail in those 
actions, the association must pay their 
legal expenses. The committee thinks 
the legislation is “sensible,” but hasn’t 
taken a position on it. “We don’t favor 
it,” Gaines says, “but we aren’t storm-
ing the gates to oppose it either.”

Maine
A priority lien measure took center 
stage for Maine community associa-
tions during the current session, much 
to the surprise of the Maine Legisla-
tive Action Committee, which, after 
seeing the measure defeated last year, 
had decided to wait a while before 
trying again. The measure appeared 
on the docket by accident, according 
to Maine attorney Joe Carleton, chair 
of the Maine LAC, who provided this 
chronology of events. 

A state lawmaker had filed a bill 
addressing foreclosures in timeshare 
communities. But somehow in the 
pre-filing deadline scramble, the draft-
ing committee substituted the old 
superlien language and the legislator, 
who had actually opposed the super-
lien measure, signed it, thinking it was 
his timeshare bill. Instead of with-
drawing the bill, the lawmaker added 
his timeshare language to give the 
Maine LAC another opportunity to 
try to win support for the priority lien, 
which puts community associations 
first in line, ahead of the mortgage 
lender, to collect unpaid common area 
fees from delinquent owners. 

The Judiciary Committee heard 
testimony on that measure and several 
others at a single hearing dominated 
by proposals to modify a controver-

sial measure, adopted two years ago, 
requiring mediation before mort-
gage lenders can initiate foreclosure 
proceedings. The superlien got little 
attention, Carleton says; most of the 
testimony lambasted banks for using 
mediation as a tool for delaying the 
foreclosure process. 

The committee ultimately killed all 
of the foreclosure-related bills (includ-
ing the priority lien) at the request of 
the state attorney general, who said she 
will form a working group to study the 
issues and “see what can be worked 
out.” Although the priority lien will be 
part of the agenda, the study group will 
focus primarily on mediation reform, 
Carleton said. While the LAC hasn’t 
taken a position on that issue, “we are 
obviously interested in it,” he noted, 
because community associations are 
affected by foreclosure delays. “We’ve 
used that in the past as an argument for 
the priority lien.”

Those arguments haven’t been 
successful thus far, largely because 
banking industry opposition has been 
so strong. But the “beating” banks 
took on the mediation issue may have 
weakened their position, Carleton 
said, and as a result, he thinks, “we 
may have a better shot” at getting the 
priority lien bill passed. 

The LAC has asked to participate in 
the attorney general’s study commit-
tee, but hasn’t gotten a reply to that 
request. 

The committee has also requested 
action on a housekeeping measure to 
clarify what appears to be an error in 
an existing statute governing condo-
miniums established before 1983. That 
legislation includes a subchapter dealing 
with “membership camping.” In review-
ing the law, Carleton noticed language 
in this subchapter saying that a violation 
of “the chapter” would also be a viola-
tion of the state’s Unfair and Deceptive 
Trade Practices Act. It should have said 
“a violation of the subchapter,” Car-
leton said, but as written, any violation 
of the chapter could trigger the other 
law, with a potentially “huge impact” 
on litigation involving condominiums 

governed by this measure. Carleton said 
the Judiciary Committee is considering 
whether to include this error in the er-
rors and omissions bill lawmakers enact 
every year to correct legislative drafting 
mistakes. 

Rhode Island
The Rhode Island LAC hasn’t spot-
ted many condominium concerns on 
its legislative radar screen this year, the 
committee’s chairman, Frank Lom-
bardi, a partner in Goodman, Shapiro 
& Lombardi, LLC, reports. Of the bills 
filed thus far, only one seems to have 
any potential impact on condomini-
ums, and the impact would be positive. 
The measure would prohibit a munici-
pality from assessing newly constructed 
residential properties, including con-
dominiums, at full cash value until they 
have been occupied. This approach 
would enable a condominium devel-
oper who completes construction of a 
property in a weak market to hold the 
units until conditions are more favor-
able and prices have improved. The tax 
relief “could encourage condominium 
construction,” Lombardi says. 

The committee may propose legisla-
tion this year to clarify the authority of 
community associations to file consec-
utive six-month priority liens, estab-
lishing a new lien if payments become 
delinquent again after a foreclosing 
lender has cleared a previous lien. 

This issue has also surfaced in Ver-
mont, where the courts have split on 
whether sequential liens are allowed 
under that state’s priority lien stat-
ute, and in Massachusetts, where the 
LAC is supporting legislation specify-
ing that “priority liens shall mean all 
six-month lien periods established in 
accordance with the statute and not 
limited to one six-month lien period, 
whether or not the lien periods are 
successive.” Matt Gaines, who chairs 
the Massachusetts LAC, has argued 
that this “common sense” clarifica-
tion is consistent with the intent of 
the priority lien, which is to ensure 
the financial viability of community 
associations. CM



How do you Persuade Boards that Professional Management is Worth Paying For?

When searching for words to 
describe the community 
association manager’s job, 
“thankless” will probably 

appear somewhere on the list, along 
with “challenging,” “multi-faceted,” 
“rewarding,” and often (if we’re being 
absolutely honest) “underpaid.” There 
is nothing easy about what managers 
do, but few tasks are more difficult 
than persuading boards and owners 
that the services managers provide are 
worth the fees they charge and prob-
ably more.

The best-run communities oper-
ate like a pampered motor — quietly, 
efficiently, and usually problem-free. 
Skilled managers make what they do 
seem effortless, which is both a testa-
ment to their professionalism and a 
lousy marketing strategy. Boards see 
the results of good management in the 
tasks they don’t have to perform and 
the problems they don’t have to solve, 
but not the effort required to achieve 
them. So some board members ques-
tion why they should pay so much 
for services that (they suspect) others 
could provide for less. It doesn’t help 
that some managers — less experi-
enced, less professional, and, perhaps, 
less reputable — will offer cut-rate fees, 

leaving boards to discover too late that 
the services they are getting are cut-
rate as well.

How do managers persuade boards 
preoccupied with costs that quality 
management is valuable and worth 
paying for? We asked two experienced 
managers how they handle this prob-
lem. Their responses confirm both that 
the problem is real and that it can be 
managed, if not solved.

Ronan Ryan, president,
RGR Property Management
Boards looking to replace a manager 
who has performed poorly and boards 
at self-managed communities consid-
ering professional management for 
the first time pose different challenges 
for a manager trying to “sell” the 
value of what they do, Ryan says. A 
board that has had a bad experience 
with one management company “will 
be wary” of hiring another, “and I 
don’t blame them,” Ryan says. He 
tells these boards that he will provide 
the services they should have been 
getting all along — services that any 
good management company should 
provide. For boards that haven’t been 
getting regular financial reports, or 
haven’t been getting them at all, this 

can be something of a revelation. “I 
tell them, ‘If I don’t give you your 
monthly reports by the 20th of the 
month, you should call me to find out 
why; and if that happens more than 
once, you should fire me.’”

For the self-managed community, his 
emphasis is on explaining the real costs 
of self-management. What the owners 
are spending separately on legal fees (to 
have an attorney on retainer), accoun-
tants’ fees (for bookkeeping services), 
and maintenance may far exceed what 
they would pay a manager to provide 
some of those services and “to tell 
them when they need specialized ad-
vice,” Ryan says.

The industry’s “bad actors” can 
make it difficult to convey the value 
message, Ryan agrees. “Although it’s 
always easy to look good when the 
guy before you was an absolute disas-
ter,” he acknowledges, overcoming 
the bad taste left by a poor manage-
ment company isn’t easy. “We have to 
do some rebuilding of the industry” 
with those communities. That process 
requires setting reasonable expecta-
tions from the beginning “and then 
going above and beyond them,” Ryan 
suggests. Constant communication is 
also important.
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Ryan meets regularly with board 
members — at least quarterly, and 
more often if they are having acute 
problems “to make sure we are giving 
them what they should be getting from 
us.” He also knows management com-
panies can’t expect boards to notice on 
their own what the company is doing. 
Board members will call when there are 
problems, but “no one will call and say, 
‘Everything looks great; you guys are 
brilliant.’” 

For that reason, Ryan makes sure 
monthly reports describe fully what 
the company is doing, detailing all the 
maintenance issues addressed, all the 
e-mails received, calls answered, and 
correspondence with owners. “We 
constantly remind boards of what we’re 
doing for them.”

When dealing with a board made 
gun-shy by a previous bad experience, 
Ryan also emphasizes that board mem-
bers have more control than they often 
realize. “I tell them, ‘We will write a 
one- or two-year contract, but if you 
don’t like what we’re doing, you can 
give us 60 days’ notice and move on. 
You always have an out.’”

Ultimately, the best way to sell the 
value of quality management services 
is to provide them, Ryan believes. As 
he tells clients and prospective clients, 
“I live on my reputation. If I’m not 
performing, I don’t deserve your 
business.”

Anita Chmilarski, CMCA, owner,
Linear Property Management LLC
Chmilarski finds that she has to 
approach the management value 
question differently with boards at 
self-managed associations that are 
considering professional management 
for the first time and with commu-
nities that have had disappointing 
management experiences in the past. 
The discussion with self-managed 
communities is a little easier, she 
says, because they start with a “clean 
slate,” without preconceived, nega-
tive assumptions about what manage-
ment companies can or should do. 
Their primary concern is that their 

fees will have to increase to cover 
the management fee. “That’s a big 
misconception,” Chmilarski says. 
She tells these boards, “If we do this 
correctly, we should be able to save 
you money.” Communities that have 
been struggling to do everything 
themselves “are always grateful for 
anything you’re able to do for them,” 
Chmilarski notes, especially “if you 
can reduce their costs.”

In approaching boards recovering 
from a bad management experience, 
the initial challenge is “to show them 
how we will be different, to explain 
how what we do will add value,” and to 
make this key point: “You get what you 
pay for.” Board members and owners 
who feel they have been poorly served 
by a previous management company 
will look at a new one “with a more 
critical eye,” Chmilarski says. There will 
be “more restraints until they get used 
to you.” But she doesn’t see that initial 
ultra-close scrutiny as a negative. “It 
keeps you on your toes,” she says.

With both self-managed and previ-
ously managed communities, Chmi-
larski focuses on “listening, listening, 
listening. I get rid of the sales pitch. I 
ask what they need from us rather than 
telling them what we will do for them.” 
And she focuses less on the “bells and 
whistles” of association management 
and more on personal service and 
professional performance. “It’s getting 
back to basics,” she explains. “Good 
service never goes out of style.”

The value of professional man-
agement can be difficult to convey, 
she agrees, because of the number 
of “nouveau” managers who were 
dislocated from real estate broker-

age, construction, and related fields 
during the downturn and have 
transplanted themselves in the as-
sociation management industry, “but 
aren’t qualified to be here.” Lacking 
training and experience, they seek 
to establish a foothold by offering 
unrealistically low fees that experi-
enced companies can’t match. Given 
the opportunity, Chmilarski says, she 
can usually explain the value added by 

an experienced company, but many 
boards don’t go beyond the low-ball 
bids they receive and “we can’t get in 
the door” to make a pitch. She thinks 
a licensing requirement for associa-
tion managers would go far toward 
addressing that problem. “It would 
raise the level and reputation of the 
entire profession.”

Chmilarski agrees with Ryan that 
managers must make the effort to 
ensure that the often hidden value 
of what they do is visible to boards. 
It isn’t enough just to report that 
the company has obtained insurance 
quotes or solicited bids from vendors 
or undertaken a risk management 
analysis, she says. “We have to edu-
cate boards” about all of those tasks. 
“We shouldn’t keep these things a 
big secret.” 

She also thinks it is important to 
encourage boards to view their man-
agement companies not just as service 
providers but as a valuable resource 
— a source of information about 
what is happening in other communi-
ties and in the condominium industry 
generally. “That’s one way we add 
value to our services,” she says. “And 
it’s a way to solidify our relationship 
with our clients.” CM

Ultimately, the best way to sell the value of quality 
management services is to provide them, Ronan Ryan 
believes. As he tells clients and prospective clients, 
“I live on my reputation. If I’m not performing, I don’t 
deserve your business.” 
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Classified states serviCed

ME MA RI VT Page ME MA RI VT Page ME MA RI VT Page

ACCOUNTANTS/ACCOUNTINg SERVICES
H Bloom Cohen Hayes LLC X X X X 51
H Bruno P.C. X X X X 51
H Cozby & Company, CPAs X X X X 51

ATTORNEYS
H Burns & Levinson, LLP X X 51
H Davis, Malm & D’Agostine, P.C. X 51
H Downing & Flynn X X 51

Feldman & Feldman P.C. X 51
H Feniger & Uliasz LLP X 51
H Goodman, Shapiro X X 51

& Lombardi, LLC
H Marcus, Errico, Emmer X X X 51

& Brooks P.C.
H Merrill & McGeary X 51
H MPD Law, LLC X 51
H Perkins & Anctil, P.C. X 51
H Robinson & Cole LLP X X 51

CARPENTRY
H The Isenberg Company X 51

PK Painting & Contracting Inc. X 51
H Preserve Services X 52
H Prime Touch Services, Inc. X X X X 52
H Schernecker Property X X X X 52

Services, Inc. (SPS)
CARPETS/CARPET ClEANINg

H A.J. Rose Carpets & Flooring X X 52
ClEANINg PRODUCTS/SERVICES

H Champion Cleaning X 52
H Flagship Cleaning Services Inc. X 52

CONSUlTINg
H Roof Management X X X X 52 

Consultants, Inc.
DISASTER RESTORATION

H Pro-Care, Inc. X X 52
Puritan Flood Restoration X 52
Rytech of Southern  X X 52
New England

H ServiceMASTER by X 52
Gilmore, Inc.

DUCT/DRYER VENT ClEANINg
Continental Clean Air X X X X 52
Dryer Vent Wizard X X 52
Duct and Vent Cleaning X X X X 52
of America, Inc.

ElECTRICAl CONTRACTORS
H Radiant Electric, LLC X X X X 52

ENgINEERS/ENgINEERINg SERVICES
H Becht Engineering BT, Inc. X X X X 52

Briggs Engineering & Testing X X X X 52
H CCA Engineers X X X X 52

& Architects, LLC
H Noblin & Associates, L.C. X X X X 52

FINANCIAl SERVICES
H Brookline Bank X X 53
H Cambridge Savings Bank X 53
H Dedham Savings X X 53
H First Niagara, HOA Lending X X X X 53
H Mutual of Omaha Bank - X X X X 53

Community Assoc. Banking
& CondoCerts

H North Shore Bank X 53
H Premier Association Lending X X X X 53
H Rockland Trust X X X X 53
H Savings Institute X X 53

Bank & Trust
H Webster Bank, N.A. X X 53

FIRE SPRINklERS/FIRE AlARMS
H Clarion Fire X X 53

Protection Solutions
HARDwOOD/lAMINATE FlOORINg

SandFree Massachusetts X X 53
HEATINg & COOlINg

Total Temperature Control, Inc. X 53
INSURANCE/AgENTS & CARRIERS

H Affiliated Insurance Managers X X X X 53
McGowan Program X X X X 53
Administrators

H Risk Strategies Company, Inc. X X X X 53
H Rodman Insurance X X X X 53

Agency, Inc.
H W.T. Phelan & Co. X X X X 53

Insurance Agency, Inc.
lANDSCAPINg

Cryan Landscape X X 53 
Contractors, Inc.
R & S Landscaping X X 53

H Rosado & Sons, Inc. Landscape X 53
Construction Company

lAUNDRY SERVICES/EqUIPMENT
H Automatic Laundry X X X X 53

Services Co., Inc.
MANAgEMENT COMPANIES

H Affinity Realty & X X 53
Property Management, LLC

H Alpine Property Management X 53
H American Properties Team, Inc. X X 53
H Barkan Mgmt. Company, Inc. X X X 53
H Barrington Management X 54

Company, Inc.
H The Copley Group X X 54
H Crowninshield Management X X X X 54

Corp., AMO
H Dannin Mgmt. Corporation X 54
H The Dartmouth Group Inc.,  X X 54

AMO, AAMC
Equity Partners, Inc. X 54
Essex Management Group X 54

H First Realty Management X X X X 54
Corp., AMO

H Franklin Square Management X X 54
H Great North Property X X X 54

Management, Inc. AMO
H Greater Boston X X X 54

Properties, Inc., AAMC
Harvard Management X 54
Solutions, Inc.

H Harvest Properties LLC X 54
H J. Butler Property X 54

Management, LLC
H Kelly Property X 54

Management Corporation
H The Lorell Management Corp. X 54
H Maine Properties, Inc., AAMC X 54
H Mercantile Property X 54

Management Corp.
Meridian Realty Group, LLC X 54

H The Niles Co., Inc. AMO X X X X 54
H North Point Property X 54

Management, LLC
H Paradigm Partners Inc. X 54

MANAgEMENT COMPANIES
H Pioneer Property Mgmt. Inc. X X 55
H Property Mgmt. of Andover X 55
H R Brown Partners X 55
H R & E Associates, Inc., AAMC X 55
H Realty Corporation of X 55

Massachusetts, Inc.
H Reliable Property Mgmt., Inc. X 55

Robert Marcus Real X 55
Estate Co. Inc.

H Thayer & Associates, Inc., AMO X 55
PAINTINg CONTRACTORS

H CertaPro Painters X X X X 55
by ProGroup Network

H Coatings Corporation X X X 55
H Kelly’s Property Services, LLC X X 55

PK Painting & X 55
Contracting Inc.

H Preserve Services X 55
H Prime Touch Services, Inc. X X X X 55
H Schernecker Property X X X X 55

Services, Inc. (SPS)
H W.J. Skouras & Co., Inc. X 55

PAVINg/SEAlCOATINg
CCS & Sons Full Site X X X 55
Contractors
New England X X 55
Sealcoating Co., Inc.

H R.L. Goldman Company, Inc. X X X 55
R & S Landscaping X X X X

PlUMbINg /PlUMbINg PRODUCTS
H Dulac Plumbing X X X X 55

Innovations Corp.
Milltown Plumbing & Heating X 55
Total Temperature Control, Inc. X 55

RESERVE STUDIES
H Advanced Reserve Solutions, Inc. X X X X 55

Kipcon New England, LLC X X X X 56
The Replacement X X X X 56
Reserve Report

H Reserve Advisors, Inc. X X X X 56
ROOFINg CONTRACTORS

H Corolla Roofing, Inc. X X X X 56
J-N-R Gutters, Inc. X X X X 56

H Newton Roofing X X 56
Residential, Inc.

H Preserve Services X 56
H Schernecker Property X X X X 56

Services, Inc. (SPS)
Wooster Roofing X X X X 56

SIDINg
H KTM Properties, LLC X X X X 56

MasterCraft Roofing, X X 56
Siding, Windows

STONEwORk/PATIOS
R & S Landscaping X X X X 56

wATER & wEATHERPROOFINg/MASONRY
H Abbot Building Restoration X X 56

Company, Inc.
H Allstar Waterproofing & X X 56

Building Restoration, Inc.
H Alpha Weatherproofing Corp. X X 56
H Atlantic Restoration Corporation X X X X 56

CRACK-X of New England X X X X 56
H ESI Waterproofing & Masonry X X X X 56

Restoration, Inc.
H Statewide RM, Inc. X 56

wINDOw ClEANINg/POwER wASHINg
Fish Window Cleaning X X X X 56

*Companies marked with a star (H)  are CAI-NE Business Partners. Companies highlighted in red are CAI-NE Chapter Partners. 
For information about Chapter Partnerships contact Natalie Springsteen at (781) 237-9020 x 11 or nspringsteen@caine.org.
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 Accountants/
 Accounting Services
bloom Cohen Hayes llC 
464 Hillside Avenue, Suite 203
Needham, MA 02494
Phone: 781-455-0900 • Fax: 781-455-0901
E-mail: kbloom@bchcpa.com
 Bronze Chapter Partner

bruno P.C.
57 Obery Street., Suite 4
Plymouth, MA 02360
Phone: 508-830-0800
E-mail: info@BrunoAccountants.com
Web: www.BrunoAccountants.com

Cozby & Company llC, CPAs
124 Long Pond Road, Suite 12
Plymouth, MA 02360
Phone: 508-830-0007 • Fax: 508-830-0099
E-mail: heather@cozbycpa.com
Web: www.cozbycpa.com
 Silver Chapter Partner

 Attorneys
burns & levinson llP
125 Summer Street
Boston, MA 02110
Phone: 617-345-3547 • Fax: 617-345-3299
E-mail: alipkind@burnslev.com
Web: www.burnslev.com
Contact: Alan Lipkind 

Feniger & Uliasz, llP
Michael R. Feniger
45 Bay Street
Manchester, NH  03104
Phone: 603-627-5997
E-mail: mfeniger@fenigeranduliasz.com

 Diamond Chapter Partner

 Attorneys

 Diamond Chapter Partner

Merrill & Mcgeary
100 State St., #200
Boston, MA 02109
Phone: 617-523-1760 • Fax: 617-523-4893
E-mail: mmerrill@merrillmcgeary.com 
Web: www.merrillmcgeary.com 

 Bronze Chapter Partner

Perkins & Anctil, P.C.
6 Lyberty Way, Suite 201
Westford, MA 01886
Phone: 978-496-2000 • Toll Free: 800-642-4906
Contact: Charles A. Perkins, Esq.
 Diamond Chapter Partner

Robinson & Cole llP
One Boston Place
Boston, MA 02108
Phone: 617-557-5900 • Fax: 617-557-5999
Contact: Clive Martin or Kendra Berardi

 Carpentry
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 Carpentry

 Bronze Chapter Partner

 Bronze Chapter Partner

 Carpets/Carpet Cleaning

 Cleaning Products/Services

Flagship Cleaning Services, Inc.
376 Massachusetts Avenue
Arlington, MA 02476
Phone: 781-646-4900
E-mail: info@Flagshipcleaning.com
Web: Flagshipcleaning.com

 Consulting
Roof Management Consultants, Inc.
29 Franklin Street, Suite 2
Wrentham, MA 02093
Phone: 774-847-9659 • Cell: 508-254-1394
E-mail: tomwalczak@roofmgtconsultants.com 
Web: www.roofmgtconsultants.com  

 Disaster Restoration

Rytech of Southern New England
25 Main Street
Sandwich, MA 02563
Phone: 781-932-5800
Email: DyanKurtz@comcast.net

 Duct/Dryer Vent Cleaning

 Duct/Dryer Vent Cleaning

Duct & Vent Cleaning of America, Inc. 
Located throughout New England Servicing the North-
east, Free Estimates Fully Insured, Certified by NADCA
Phone: 800-442-8368
Contact: Michael Vinick

 Electrical Contractors
Radiant Electric
Commercial electrical contractor
Covering Mass, NH, RI
Phone: 603-244-2257
Web: www.RadiantElectric.net

 Engineers/ 
 Engineering Services
becht Engineering bT, Inc.
101 Federal Street, Suite 1900
Boston, MA 02110
Phone: 800-772-7991 • Fax: 800-772-7990
E-mail: rrf@bechtbt.com
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Classified serviCe direCtory

 Financial Services
brookline bank 
131 Clarendon Street
Boston, MA 02117
Wes Blair: 617-927-7974 • wblair@brkl.com
 Diamond Chapter Partner

Cambridge Savings bank
1374 Massachusetts Ave.
Cambridge, MA 02138
Phone: 617-441-4237 • Fax: 617-520-5340
Contact: David Holt 
E-mail: dholt@cambridgesavings.com

Dedham Savings 
55 Elm Street
Dedham MA 02026
Phone: 781-320-1487 
E-mail: doug.stevens@dedhamsavings.com 
Web: www.dedhamsavings.com 

First Niagara
Contact: Donna L. McCombe
First Vice President – HOA Team Leader
Phone: 860-647-6181
E-mail: donna.mccombe@fnfg.com
 Silver Chapter Partner

Mutual of Omaha bank - 
Community Assoc. banking & CondoCerts
Contact: Erin Kremser, CMCA, 
AVP-Regional Account Executive   
Toll Free: 866-800-4656, x7481 
Cell: 860-459-4713 • Fax: 602-636-8566 
E-mail: erin.kremser@cabanc.com 
 Silver Chapter Partner

North Shore bank
248 Andover Street (Rt. 114)
Peabody, MA 01960
Phone: 978-538-7068 • Fax: 978-538-7070
Contact: Bill Kell

Premier Association lending
Lauren Tedford – Lending Specialist
Phone: 877-593-8406 x3 | 214-770-8727
E-mail: ltedford@ppbi.com
Web: www.ppbi.com

 Silver Chapter Partner

webster bank
80 Elm Street
New Haven, CT 06510
Phone: 203-782-4656 
Contact: Jordan Arovas, 
VP Association Financial Services
Email: jarovas@websterbank.com 
Web: www.websteronline.com

 Fire Sprinklers/Fire Alarms
Clarion Fire Protection Solutions
500 Lincoln Street
Allston MA 02134
Phone: 617-903-3191 • Fax: 617-903-3189
Web: www.clarionfire.com

 Hardwood/Laminate Flooring
SandFree Massachusetts
71 Cross Street
Winchester, MA 01890
Phone: 781-207-1400
E-mail: TWolfe@SandFreeMass.com

 Heating & Cooling
Total Temperature Control, Inc.
Mention this ad and receive $20 Off your next
service call.
Phone: 781-224-2400 • Fax: 781-224-0265
Web: www.totaltempcontrol.com

 Insurance/Agents & Carriers
Affiliated Insurance Managers
Associations & Apartment Bldg Insurances
Contact: Sean P. Daly, CPCU
Phone: 401-352-3000 • Fax: 401-352-0020
E-mail: sean@aiminsco.com

Mcgowan Program Administrators
Phone: 800-545-1538 • Fax: 440-333-3214
Contact: Joel Meskin, Esq., CIRMS
E-mail: jmeskin@mcgowanins.com
Web: www.mcgowanins.com

Risk Strategies Company (RSC)
Phone: 781-961-0330 • Fax: 781-336-4452
Contact: Bernie Gitlin
E-mail: bgitlin@risk-strategies.com
Web: www.risk-strategies.com

 Landscaping
Cryan landscape Contractors, Inc.
Landscape Management & Construction
Attleboro, MA 
Phone: 508-226-3363
E-mail: info@cryanlandscape.com
Web: www.cryanlandscape.com

 Landscaping

Rosado & Sons, Inc. landscape 
Construction Company
217B Turnpike Road
Westborough, MA  01581
Phone: 508-366-3700 • Fax: 508-366-7203
Web: www.rosadoandsons.com

 Laundry Services/Equipment
Automatic laundry Services Co., Inc.
45 Border St.
West Newton, MA 02465
Phone: 800-422-5833, ext. 124
Contact: Jay Lizotte
Web: www.automaticlaundry.com

 Management Companies
Affinity Realty & Property Management llC
63 Atlantic Ave.
Boston, MA 02110
Phone: 617-227-0893, ext. 670
Contact: Stephen DiNocco, CMCA, AMS
E-mail: stephen@affinityrealty.com
Web: www.affinityrealty.com

 Silver Chapter Partner
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 Management Companies

 Silver Chapter Partner

Equity Partners, Inc.
Serving small to midsize Associations 
Phone: 781-235-5600 • Fax: 781-235-9770
E-mail: dennis@equitypartners.us
Web: www.equitypartners.us 

Essex Management group
50 Washington Street, P.O. Box 2098
Haverhill, MA 01831
Phone: 800-370-0894 • Fax: 978-521-5520
Contact: Jim Collett
Web: www.essexmanagementgroup.com 

 Management Companies

Franklin Square Management
P.O. Box 2283
Plainville, MA 02762
Phone: 508-695-9006 • Fax: 508-695-9081
Contact: Larry Levey

 Silver Chapter Partner

Harvard Management Solutions, Inc.
P.O. Box 2019
Merrimack, NH 03054
Phone: 603-429-2019 • Fax: 603-424-5148
Web:  www.harvardmanagement.com

 Management Companies
kelly Property Management Corp.
44 Mall Road, Suite G01
Burlington, MA 01803
Phone: 781-425-6378 • Fax: 781-425-6380
Contact: Lynne Kelly
E-mail: Lkelly@kpmc.us 
Web: www.kpmc.us

The lorell Management Corp.
84 Richardson Avenue
Norton, MA 02766
Phone: 800-656-7355 • Fax: 508-222-1211
Contact: Jay Hornung, CMCA
Web:  www.lorellmanagement.com 

Maine Properties, Inc., AAMC
P.O. Box 368
Scarborough, ME 04070-0368
Phone: 207-883-3753 • Fax: 207-883-2135
Web:  www.mpropertiesinc.com

Mercantile Property Management Corporation
18 Waterhouse Road / PO Box 790
Buzzards Bay, MA  02532 
Phone: 508-759-5555 • 800-696-9449
Contact: Craig J. McGowan, CPM
Web:  www.mercantileproperty.com
 Silver Chapter Partner

Meridian Realty group, llC
46 Gloucester St.
Boston, MA 02115
Phone: 617-517-0854 • Fax: 617-517-0849
E-mail: keith@mrgproperty.com
Web:  www.mrgproperty.com

 Gold Chapter Partner

Paradigm Partners, Inc.
P.O. Box 887
Westwood, MA 02090
Phone: 617-349-1100 • Fax: 617-349-1111
Contact: Dick Williams
E-mail: rwilliams@paradigmpartner.com
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 Management Companies
Pioneer Property Management, Inc.
146 Forest St.
Franklin, MA  02038
Phone: 508-528-9242 • Fax: 508-541-6113
Contact: Roy Blanchard

Property Management of Andover
P.O. Box 488
Andover, MA 01810
Phone: 978-683-4101 • Fax: 978-686-4664
Contact: James M. Toscano, PCAM
E-mail: jimt@pmandover.com
Web: www.pmandover.com

R & E Associates, Inc., AAMC
107 York Street
Kennebunk, ME 04043
Phone: 800-660-2471 • Fax: 207-985-0390
Web: www.r-eassociates.com

Realty Corporation of Massachusetts, Inc.
P.O. Box 920238, Needham, MA 02492
Phone: 617-332-5656 • Fax: 781-455-8482
Contact: Robert M. Kravets, CMCA, PCAM
E-mail: bobk@rcomi.com  
Web:  www.rcomi.com

Reliable Property Management Inc.
Effective, Proactive Leadership
81 Main St.
Hopkinton, MA 01748
Phone: 508-435-1010 • Fax: 508-497-9333
Contact: Warner Guild

robert@rmre.com
345 Boylston Street
Newton, MA 02459

We’re working for you.

617-277-1116

 Gold Chapter Partner

 Painting Contractors

 Painting Contractors
Coatings Corporation 
Painting/Carpentry
564 Pleasant Street
Norwood, MA 02062
Phone: 781-769-5432 • Fax: 781-762-1144
Contact: Jack O’Donnell

 Bronze Chapter Partner

 Bronze Chapter Partner

 Painting Contractors

www.wjskouras.com

(978) 531-5545
Fully Licensed ~ Bonded ~ Insured

Condominium Repaint Specialists
Interior & Exterior • General Carpentry

5 Year Workmanship Warranty

Serving Eastern Massachusetts, Greater Boston, & Southern New Hampshire.

QUALITY PAINTING SERVICE SINCE 1955

 Paving/Sealcoating
CCS and Sons Inc.
Mass, RI, NH, CT, ME
Full Parking Lot Maintenance/Concrete 
Drainage, Curbing and more…
Bobby Barry: 781-964-6770

New England Sealcoating Co., Inc.           
Complete Paving Maintenance 
Services since 1945
Phone: 800-225-4015 • Fax: 781-749-2780
E-mail: info@newenglandsealcoating.com
Web: www.newenglandsealcoating.com 

R.l. goldman Co., Inc.
Phone: 508-898-9293 • Fax: 508-366-6266
Contact: Richard Goldman
E-mail: rlgpave@aol.com
Web: www.rlgoldman.com

 Plumbing/Plumbing Products
Dulac Plumbing Innovations Corp.
Maximum Water Heater Leak Protection
Phone: 603-528-8551
Contact: Robert@dulacdpi.com
Web: www.DulacDPI.com

Total Temperature Control, Inc.
Mention this ad and receive $20  
Off your next service call.
Phone: 781-224-2400 • Fax: 781-224-0265
Web: www.totaltempcontrol.com

 Reserve Studies
Advanced Reserve Solutions, Inc.
Reserve & Transition Studies, 
Condition Surveys
FHA, FNMA, PERS Approved
Contact: Michael Callahan, RS
Toll Free: 877-357-2322 
E-mail: arsrs@aol.com
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 Reserve Studies
kipcon New England, llC
470 Atlantic Ave., 4th floor
Boston, MA 02210
Phone: 617-275-2290 • Fax: 617-273-8001
Contact: Jeanne Allen, AIA  
E-mail: jallen@kipcon.com

The Replacement Reserve Report
Serving New England since 1983
Phone: 800-970-4433 
E-mail: info@reservereport.com
Web: www.reservereport.com

 Roofing Contractors

 Roofing Contractors

 Bronze Chapter Partner

 Siding
kTM Properties, llC
Contractor for all types of siding
Covering Mass, RI, NH and ME
Phone: 603-437-2400
Web:  www.ktmproperties.com

 Stonework/Patios

 Water & Weatherproofing/
 Masonry
Abbot building Restoration Co. Inc.
28 Allerton St.
Boston, MA 02119
Phone: 617-445-0274 • Fax: 617-445-0277
Contact: Michael E. Norman
E-mail: estimating@abbotbuilding.com

Alpha weatherproofing Corp.
Contact: Paul Capobianco
Phone: 617-628-8888 • Fax: 617-623-6850
E-mail: paulc@weatherproofing.net
Web: www.weatherproofing.net

Atlantic Restoration Corporation
56 Cummings Park Drive
Woburn, MA 01801
Phone: 617-933-8427
E-mail: paul@atlanticrestorationcorp.com

E.S.I. waterproofing & Masonry
Restoration, Inc.
60 Clayton St.
Boston, MA 02122
Phone: 617-265-7222 • Fax: 617-265-9405
E-mail: info@esiwm.com

 Window Cleaning/
 PowerWashing
Fish window Cleaning
215 Salem Street
Woburn, MA 01801
Phone: 781-932-5800
E-mail: mpierce@fishwindowcleaning.com



At Great North, clients benefit from unsurpassed service, extensive knowledge 
of the marketplace and a team of tirelessly dedicated property management and 
accounting professionals. After 23 years in business, Great North has developed 

a formula that works for associations, boards and homeowners. 

Let us put our formula to work for you.

Lou Gargiulo, CMCA • Justin Gargiulo, CPM

With nearly 

a quarter of a century

serving fine homeowner 

and condominium 

associations across 

New England, 

Great North manages 

more than 

200 associations

totaling over 

13,000 units.

With offices in Boston, Peabody and Foxboro MA, 
as well as Exeter, Nashua, Bretton Woods and 
Lincoln, NH, Great North delivers superior 
management services, including:

• HOA & Condo Management

• Accounting & Reporting

• Construction Management & Service Division 
 (Roofing, Carpentry, etc.)

• 24-Hour Maintenance Services

• Administration

• Access to GNConnect – Interactive Property 
 Management Information System 

800-639-7309
www.greatnorth.net

Corporate Headquarters:  3 Holland Way, Suite 201 - Exeter, NH 03833



Call for a FREE Estimate

1-888-Sealer-O 
1-800-225-4015

newenglandsealcoating.com

PATCHING

CRACK SEALING

SEALCOATING

LINE MARKING

TENNIS AND 
BASKETBALL COURTS

New England Sealcoating Co., Inc.
~Specialists in pavement maintenance, tennis courts and recreational surfaces~

"Quality Since 1945"


