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CAI CELEBRATES MILESTONE ANNIVERSARY
From Backyard Planning Sessions to 40 Years Qf Growth & Success

By FRANK RATHBUN, VICE PRESIDENT, COMMUNICATIONS AND MARKETING

In 1964, the Urban Land Institute (ULI)
published Technical Bulletin No. 50, a
document that called for the creation of a
national organization to provide education
and act as a clearinghouse of information and
best practices for the growing community
association housing market.

The principal author was Byron Hanke, one
of CAI’s eventual founders along with Lincoln
Cummings, then president of Whetstone
Homes Corp. and vice president of
Montgomery Village Foundation in Maryland;
Dave Rhame, a developer and chair of the
National

Cooperatives; and David Stahl, former public

Association of Housing
official and ULI executive vice president.
Cummings and Rhame would eventually lead
the ﬂedging organization.

But there was a lot of work to be done before
leaders would be selected. It took nine years
and an abundance of discussion, fortitude and
planning—including ~ backyard  strategy
sessions at Hanke’s Calvert, Md., home. But
good ideas persist, and this idea became

Community Associations Institute.

The official date of birth was Sept. 20, 1973

— 40 years ago this year. The Long Island
chapter was created in 2004.

There were fewer than 30,000 U.S. common
-interest communities in 1973. Today, more
than 64 million Americans live in an
estimated 325,000 community associations,
condominium communities and cooperatives.
The first issue of CAI News, in 1974, was
distributed to 200 members. Today, CAI’s
flagship national magazine, Common Ground, is
distributed to more than 32,000 members —
in both print and digital formats.

CATI’s growth was slow but steady — at first.
Membership surpassed 1,000 by the end of
1975. It took eight more years to reach the
5,000 mark. The organization we know today
began to take shape during the late 1970s and
1980s.

1975: The first national conference takes
place in New Orleans.

1977: Association Management, the first
Guide for Association Practitioners,
is published.

1978: CAI welcomes its 10th chapter.

Continued on Page 2
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1980: The Professional Management Development Program is launched.
1982: The Professional Community Association Manager (PCAM) designation
is introduced.
1984 The first issue of Common Ground is published.
1985: CAI welcomes its 30th chapter.
1986: California members form the first of CAI’s 35 legislative action committees.
1988: Membership tops 10,000.

CAI continued to expand in the 1990s, creating www.caionline.org, the popular ABCs
course (now “Essentials”), Community Associations Press (now CAI Press) and the College
of Community Association Lawyers. Other milestones included publishing the first issue of
Community Management (now Community Manager), topping 50 chapters and reaching 15,000
members in 1996.

CAI has been equally ambitious in the new century, expanding its website, offering
webinars, developing Rights and Responsibilities for Better Communities, expanding its
public policy initiatives, creating the
Educated Business Partner distinction 'hﬁ

L . i
and offering its first online course, The

Essentials of Community Association COmiImnumni lv
Management. Meanwhile, membership assoclaTlons INsTITuTE 4

surpassed 25,000 in 2005 and topped
30,000 — in 60 chapters — in 2010.

Like every organization, CAl had to adapt to meet the challenges of a growing and changing
industry. New and enhanced member benefits were developed. Governance overhauls
were debated and implemented. The membership structure itself was reengineered, most
recently in 2005 to encourage individual memberships for community managers and home-

owner volunteer leaders.

“Our growth and achievements would have been impossible without the contributions of
member leaders,” says Tom Skiba, CAE, CAI's chief executive officer since 2002.
“Sustained growth and success for an organization like CAI requires skilled, dedicated and
selfless member volunteers. National and chapter board and committee members, our
education faculty, legislative action committee members, authors, event speakers — they
are the unsung heroes. They’ve made our accomplishments possible for 40 years.”

Jerry Levin, CAI’s president in the early 1990s said it best, “Without the total cooperation
of leadership, chapters and individual members, there would be no CAI today.”

Visit www.caionline.org/ CAI40 to learn more. =

Dry Clothes - Safe Homes

John Ryley

1-866-498-SAFE

JRyley@dryerventwizard.com

www.dryerventwizard.com

We are proud to manage some of Long Island’s
most prestigious communities -
like yours.

Nl Long Island

Commercial Real Estate Services, Worldwide.
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PRESIDENTIAL INTRODUCTION

By DOUGLAS WEIGLER., CAI-LI CHAPTER PRESIDENT FOR 2013

I am honored and humbled to have been
asked to serve as the sixth President of
the CAI - Long Island Chapter. The
Chapter was formed almost ten years
ago through the very strong effort and
vision of Edward M. Taylor. Esq., our
first President. We all owe Ed a lot of
gratitude for his labors in getting CAI off
the ground.

Ed was followed by Jim Sutton, Peter
Dumelle, Claudia Tracy and Frank
Socci, each in their own right helped
build the chapter to the point where we
are now a Certified Medium Size
Chapter of CAI National. Our
membership is now over 260 members
representing  over 60 residential
communities and with over 75 business

partners.

We are also most fortunate to have the
skills and dedication of our Chapter
Executive Director, Christine M. Majid.
Through her hard work, devotion and
enthusiasm, she makes all of us look
good and advances the chapter to new
heights each and every year. I thank

Christine, my predecessors and current

v

After serving on CAl-Long Island’s
Board of Directors, as President Elect,
Mr. Weigler will be serving as the
Long Island Chapter President for
2013. He is currently Director of Prop-

erty Management at Total Commu-
nity Management, with his office lo-
cated in Bellmore, New York.

Board Members for their knowledge,
direction, and continued support.

My aim, with your help, is to have
with 75

communities by year end. We cannot

over 300 members

do it alone. We need everyone’s
help. Below this article you will find a
list of chapter committees; please sign
up for one of them by contacting
Christine via email at info a)caif]i‘org
or call us at #631.882.8683, and help

us grow .

If you would like to communicate
with me directly, I may be reached at

dwcig]cr@tota]mgmt.com. I look
forward to seeing all of you at our
upcoming events throughout the year.
Please review the chapter’s annual
calendar on page 13 and make plans to
attend.
Community Volunteer or a Business

Whether you are a

Partner, there is much that you can
share with the CAI - Long Island
Chapter and so much that the
organization can give back to you
through information, advise, and
networking opportunities. =

CAI - Long Island Chapter Committee List

3. Membership: Maintain and increase chapter membership.

1. Education: Provide specific education sessions, recruit speakers and sponsors, secure venues.

2. Legislation Action (LAC): Particpate in state-wide committee to monitor NYS legislation.

4. Newsletter: Recruit, edit and select articles, solicit advertising for quarterly newsletter.

5. Programs: Recommend seminar topics, recruit speakers and sponsors, and secure venues.

6. Publicity: Publicize the chapter and its activities through placements in various multimedia.
7. Trade Show: Recruit speakers, exhibitors and attendees, select venue and track expenses.

8. Website: Contribute to and update chapter website and solicit advertising.
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WHEN TO REPLACE YOUR AIR CONDITIONING AND HEATING SYSTEM

By ROBERT CARTELLI, OUTSTANDING PLUMBING

To repair or replace, that is the question that likely comes to
mind whenever your hcating or cooling system stops Working
like it should. Although repairing may be the most affordable
solution now, it might not be the best choice over the long run.
Factors to consider include:

Fifty Percent Rule — When the cost of repairs approaches
50% of the value of your heating or cooling system, it’s generally
time to replace the system.

Other Rules of Thumb — Even if needed repair costs aren’t
quitc as daunting as 50%, you might want to rcplacc your system
if it’s more than 12 years old or you’ve had a history of problems

with it. Also, it might be worthwhile to take advantage of one of

several opportunities:

¢ Convenience — When you purchase a new system, you can
avoid the hassle of unexpected repairs down the line, and you
don’t have to sit around uncomfortable while waiting for parts.

* Lower Utility Bills — A high-efficiency home comfort system
from a new unit can save you hundreds of dollars each year in
energy costs, compared to an older system.

* Energy Tax Credits — You can recover up to 30% of the cost of
select high-efficiency systems in the form of tax credits.

* Friendlier Rcfrigcrant — Due to growing environmental
concerns, the U.S. federal government has mandated that all
HVAC manufacturers phase R-22 refrigerant-based equipment
out of production. In response, new equipment now mainly
manufactures cooling systems with R-410A, a U.S. EPA
approved, chlorine-free refrigerant.

* Warranty Assurance — If you have an older outdoor unit that
needs repair, but you're not ready to replace your indoor air
handler or furnace, a dry-charged unit may be a cost-effective
solution. Tt allows you to avoid the costs of ongoing repair,
while also giving you a brand-new outdoor unit backed by a
5-year Limited Warranty.

¢ Enhanced Comfort — Advanced technologies that improve
energy efficiency also enhance your comfort, so you can enjoy
better humidity
constant flow of conditioned air.

more even temperatures, control and a

¢ Improved Air Quality — Better humidity control means a
reduced potential for mold and mildew growth. Some new
home comfort systems are also available with Healthy Climate®
filtration, which minimizes the impact of indoor pollutants. =

To learn more, please contact Robert Cartelli, President of

Outstanding Plumbing, at (631) 615-9184.
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Insurance Services Since 1963
143 East Main Street East Islip, Long Island, NY 11730
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LET’S MAKE A (LOAN) DEAL

By BROOK A. SILVESTRI, CMCA®, LENDING MANAGER SMARTSTREET, A DIVISION OF UNION BANK N.A.

As community association professionals, you’re probably aware
that associations pledge assets to secure loans for common
clement repairs. The question remains how do they actually go
about doing this? What information do lenders require to review
a credit request? This article prepares you to make the deal by
outlining that information.

While approaches to credit quality evaluation differ among
experienced lenders, their philosophy is fairly consistent. Since
most associations do not have ample hard assets to secure
financing, lenders look for a solid cash flow stream as collateral.
They then seek to gain control of that stream by filing a Uniform
Commercial Code (UCC) financial statement on the assessments
with the Secretary of State. This becomes one of the loan

documents.

Most lenders don’t play well in the same “sandbox” though, so
only one lender can have a priority lien on those assessments.
Therefore, in the vast majority of cases, an association can only
borrow from one lender at a time. If there is an existing loan on
the balance sheet and the association is looking to take on more
debt, it needs to discuss this with the current lender or be pre-
pared to refinance the existing debt as part of the new loan deal.

Now that we’ve established that cash flow is paramount for the

lender, how do they determine what good cash flow actually
looks like? Typically, a series of five underwriting ratios are
used to make this assessment:

1. First they will calculate a ratio using the association’s
delinquency report. Some lenders use the number of units past
due and others base it on the dollar amount that is outstanding.
Regardless of the method, they want to see a modest delinquency
rate, usually not higher than five percent. This basically means
that the association is collecting 95 cents on every dollar
budgeted in assessment income. If the association is collecting
less than that, it will be tough to arrange financing.

2. The second ratio used is an income diversity measurement so
the lender can determine if there are enough owners in the
association to diversify the cash flow stream. Obviously, the
greater number of units, the more diverse that stream is. For
example, if one owner in a 10-unit building loses his job, that
represents roughly ten percent of cash flow. But if the same thing
happens in a 100-unit building, the impact is only one percent.
Generally, it is harder for associations with less than 30 to 50

units to get financing for this reason.

3. Next in the series is an overall proforma to calculate how

Continued on Page 9

your financial needs.

condominium associations.

For more information contact:

Whether your needs are business or personal Capital One Bank
is here to serve them all with products and services that meet

Robert Plank, Senior Vice President, Business Banking Speaalist, provides customized services and products
with a full range of Treasury Management, Merchant Services and financing options for homeowners and

Robert Plank | 631-531-2863

GO to a Capital One Bank branch in NY, NJ, or CT  CALL 1-888-855-BANK CLCK www.capitalonebank.com

Brarch bank products and serdices are offered by Capital One, NA., Member FDIC “Capits] One Bank® i a trade name of Capial One, NL&.,

and does not refer 1o 3 separately insursd instibation. ©2009 Capaal Ore. Capital One s a federally registered service manc all rghis reserved
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M-100

THE ESSENTIALS OF%O m m

Successful community management
starts with the essentials!

This comprehensive community association management course
provides a practical overview for new managers, an essential
review for veteran managers and an advanced course for board
members. You'll receive a 400-page participant guide filled

with dozens of sample forms and time-saving tips for working
with homeowners, vendors, managers and other professionals.
Successful completion of this course is the first step in

obtaining a professional designation in community association
management. Topics include:

I Roles and responsibilities of managers, owners, committees

and the board Saturday, Nove

Long Island

Course Location -

Belfor Property Restoration
60 Raynor Avenue
Ronkonkoma, NY 11779

Thursday, November 7th
Friday, November 8th

Winter 2013

mber 9th

COURSE MATERIALS
Participant guide and CD with bonus readings and materials

COURSE LENGTH
2.5 days | 8:30 a.m.-5:30 p.m. | 8:30 a.m.-5:30 p.m. | 8:30 a.m.-noon

TUITION
APCM member: $445 | Nonmember: $545

DESIGNATION CREDIT
M-100 is required for AMS and PCAM designations. Successful completion of the
M-100 can be the first step toward earning the CMCA credential, awarded by
NBC-CAM. Visit www.nbccam.org for details.

CONTINUING EDUCATION CREDIT
Visit www.caionline.org/edcenter for information on continuing education for
state licenses.

.
g‘ﬁﬂa
ADVANCE REGISTRATION IS REQUIRED .
Call (888) 224-4321 (M-F, 9-5:30 ET) or visit www.caionline.org/pmdp. communit

ASSOCIATIONS INSTITUTE

I Management ethics

1 Developing, implementing and enforcing rules

1 Organizing, assisting and conducting board meetings

I Preparing budgets and funding reserves

I Assessment collection policies and procedures

1 Collecting delinguent payments from owners -

I Financial statements, reporting methods and operations _ Sean the tag or visit

www.caionline.org/pmdp and

I Evaluating risk management and insurance programs register for this course online!

I Implementing maintenance programs Register online
. . ) . . four weeks ahead and

1 Preparing bid requests and identifying key contract provisions receive a $25 discount.

I Recruiting, selecting and managing personnel .

I Managing sustainable and developing communities

OFFICIAL 2013
PMDP SPONSORS

Reef Point Technology
Union Bank

Y
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CAl ANNUAL CONFERENCE AND EXPOSITION
APRIL 17-20 | SAN DIEGO, CA

IT TAKES A COMMUNITY TO BUILD A COMMUNITY.

For 40 years, CAl members have touched the lives of millions by
miaking community associations preferred places to call home.

Join us for the 2013 CAl Annual Conference and Exposition, as
we celebrate CAl's 40th anniversary and your lasting contribu-
tions as homeowner leaders, management professionals and
business partners. Explering the theme of *Creating Commu-
nity Legacies,” we'll lock at how far we've come and what we
hope to achieve in the future.

Need

financing
for your
] association?

MET has At M&T Bank we understand the challenges faced by condominium

: and homeowners associations when major projects, unexpected repalrs
thE‘ Snlutlnn of Irmprovements nesd to be addressed. Whe can provide the financing your
fDI" ‘!,F-Dl._l. assoclation needs for up to 100 percent of the cost, by ofering fast,
flexible-term loans

Our egperienced melationship managers can meet with your beard members
to discuss your project requirernents and the best fnancing solutions for your
needs. For more inforrmation about all the products and services we offer for
condominium and homeowners assoclations, call Peter Durmelle at
631-501-4110 today.

2 MaT Bank
Litlerstanaling whath. Impertut
A ——

Page 7
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Meet CAl — Long Island’s Newest CMCA!
Sharon Messier of NAI Long Island

30 OFF

| ANY SERVICE CALL |,

WITH WORK PERFORMED

LIW[TED ORE PER CUSTOMER, NOT TO AE COMBINED 'WITH ANY OTHER
OF FER, NUST BE USED AT TIVE OF SERVICE, WORK WUST BE
FERFORVED DURING RORMAL BUSINESS HOURS, MO EXPIRAT oM ©

SAME DAY

ERWIL

I
I
[
“

You Deserve “OUTSTANDING” Service

LICENSED » INSURED - BONDED

631-615-9184
wiw OUTSTANDINGPLUMBING.com

Community
Smotligint

Sharon Messier (pictured left), a
Property Manager at NAI Long
Island, has been named a Certified
Manager of Community Associa-
tions® (CMCA®) by the National
Board of Certification for Community
Association Managers. On January
24, 2013, Sharon was presented
with  her certification at the
Community Associations Institute
(CAl) Long Island Chapter's Annual
Meeting which was held at Capital
One Bank in Melville, NY.

Sharon, a current Long Island
Chapter member, joined NAI Long
Island in 2012 with over 20 years of
professional property management
experience as a Commercial/
Residential Property and Asset
Manager in both Nassau and Suffolk
County.

The CMCA® is the only national
certification ~ program  designed
exclusively for managers  of
homeowner and  condominium
associations and cooperatives. The
CMCA® recognizes individuals who
have demonstrated the fundamental
knowledge required to manage
community associations. =

SharonAnn Messier, CMCA, a property
manager at NAI Long Island may be
reached by phone at (631) 270-3028 or by
email at smessier@nailongisland.com.

Do you know someone to feature in
the “Community Spotlight” column?

Submit your suggestion via email to
info@cai-li.org.
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Continued from Page 5

much assessments will increase to cover the payments on the
proposed debt. This is especially important when statutes allow
the general ownership to potentially veto an annual year-over-
year increase greater than or equal to
a certain amount. Lenders take into
account the absolute dollar value of
assessments when calculating this ratio
and make reasonable conclusions as to its viability. For instance,
if there is a 50 percent increase in assessments, but the dollars
were only going from $40 to $60, then an extra $20 is probably
not a giant financial burden for any owner. However, a jump
from $400 to $600 could clearly be a much bigger issue and will

give the lender cause to pause.

4. Almost every lender will perform some level of reserve
analysis in conjunction with cash flow evaluation. I hear all the
time that if the association had the money in reserves, it would
not need to borrow. But the lender’s intent in measuring
reserves is more to see how the association’s board is addressing
its fiduciary duties than in examining its net worth. Contributing
funds to the reserve, year in and year out, is best practice and
shows financial wisdom on the part of the board.

Lenders will likely ask for the association’s reserve study (yes,

“Contributing funds to the reserve, year in
and year out, is a best practice and shows
financial wisdom on the part of the board.”

low, one must examine the dollar change in addition to the
ratio. As an example, let’s say that units are worth $250,000 in
a 120-unit building and the association plans to take out a
$1,500,000 loan. The equity bleed ratio then is five percent
($1,500,000/120 units/$250,000).
As long as the unit value doesn’t fall
below $125,000 on average, the
lender and the owners will probably
find this debt palatable.

I have been involved in financing common-interest communities
for a long time and would highly recommend to any association
considering financing a project that it computes these ratios
carly in the process. It will certainly help the discussion with a
lender later and can identify issues that require attention before
actually shopping for a loan. The better armed the board is, the
better the deal — and the easier to make that deal. =

The foregoing article is intended to provide general information
about financing common-interest communities and is not
considered financial or tax advice from Smartstreet or Union
Bank. Please consult your financial or tax advisor.

Brook Silvestri, CMCA, has been involved in financing

common-interest communities since 2002. You can reach him
at (224) 587-3438 or brook.silvestri@smartstreet.com.

you need to prepare one) and estimate how many

dollars of

repairs the association will face during

the life of the proposed loan, and how those repairs
can be paid. For example, if we are looking at a
five-year loan and the study identifies that

POWERFUL ONLINE SOLUTIONS

For Leaders in the Community Association Industry

AtHomeNet's premiere web services provide your communities with

a) $1,000,000 in repairs will be needed over that
time; b) the association intends on financing
$700,000; and c) the association has $100,000 in
cash today, the question becomes: how will it pay
for the remaining $200,000? What the lender wants
to see is that the $200,000 balance can be funded
from annual contributions made to the association’s
reserves. In this case, a $40,000 a year contribution
would total $200,000 over the five—year timeframe.
Any less will require an alternate plan and that will
probably need to be documented for the lender. In
fact, it wouldn’t be surprising if that plan showed
up as a financial covenant in the credit agreement.

5. Although not used by all lenders, the final
common underwriting ratio is based on unit value. I
call this “equity bleed.” It measures the amount of
proposed debt, on a per unit basis, compared to the
average unit value, and tells the lender and owners
how much home equity, on average, is being
diluted by taking on the loan. Historically, when
this ratio exceeds ten percent, owners often object
to the proposed loan. Again, absolute dollars play a

role and, in an area where values are artificially 52012 AtHomeNt, Inc. Allig
AtHomeNet, Inc

> Association Websites
> Mobile Web Applications

> Accounting Integrations
> Front Desk Services

> Voice & Text Alerts

customized, affordable solutions for all your needs.

> Online Dues Payments
> Newsletter Builder

> Community Networking
> Social Media Integration

AND MORE!

Visit www.AtHomeNet.com for more information
about AtHomeNet's Online Services

1.800.556.7852
Sales@AtHomeNet.com

B
ONLINE SOLUTIONS FOR THE COMMUNI IATION INDUSTRY

Folowuson \&f K &)

ts reserved. "AtHomeNlet" and the AtHomeNet buildin
All other trademarks and service marks shown are trademarks a
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RESTRICTIONS ON LEASING IN YOUR COMMUNITY

By EDWARD M. TAYLOR, ESQ., TAYLOR-ELDRIDGE, P.C.

Governing boards of condominiums and homeowner associations
often have concerns about the number of rental units within their
communities. Tenants are perceived to be less concerned about
the community, less likely to observe the community’s rules and
regulations and less concerned about the preservation of the
community’s common elements than unit owners who reside
within the community.

Furthermore, the more rented units there are in a community,
the more chance there is that banks will be reluctant to provide
The Federal
Housing Administration (FHA) will not insure mortgages in a

mortgages to prospective purchasers of units.

community association where more than 50% of the units are
rented. Some banks may have even tighter restrictions.

Often, the governing documents of condominiums and home-
owner associations state that unit owners may lease their units
“without restriction” as long as the owner is up-to-date in his/her
financial obligations. Occasionally, the governing documents will
include certain pre—conditions for renting, such as a requirement
that a copy of the lease be submitted to the Board, or that the
lease term be no less than a year. Rarely do governing documents

restrict the number of rentals allowed in the community.

Should a governing board desire to restrict the number of rented
units in the community, an amendment to the relevant section(s)
of the By-Laws and Declaration will usually be required. The
amendment process usually requires obtaining approval of the
proposed amendment from two-thirds of the unit owners. If the
community is a condominium, approval of two-thirds of the unit
owners — both in number and in percentage of common interest
— may be required. It should be anticipated that most, if not all,
unit owners who are renting their units will oppose any amend-
ment restricting rentals in the community. Thus, it would be
wise for a community to consider restricting rentals before the
number of rented units in the community makes an amendment
mathematically unlikely, if not impossible.

When considering a rent limitation policy, some thought should
be given to the types of lessors in the community and their
different motivations. Some unit owners are akin to investors —
they buy units with no intention of residing in the units, but
rather with the sole intention of renting the units to third party
tenants. Other unit owners may purchase units as their primary
residence but, due to a change in circumstances, may later
become interested in renting out their units cither on a short or
long term basis.

There are several options for restricting the number of rental
units in a community association. New York State Courts have
upheld a community’s authority to completely prohibit the
leasing of units. The prohibition must be either in the original

governing documents or pursuant to a properly adopted
amendment. Short of a complete ban, a community may choose
to restrict the number of leased units or the number of years that
a particular unit may be leased.

An absolute ban on leasing is clearly the most direct way to
climinate the perceived problems caused by having tenants in the
community. Note that banning rentals completely may run afoul
of FHA guidelines and may either prevent a community from
becoming approved for FHA loans or may result in loss of FHA-
approval. In addition, a complete ban is often deemed too harsh
and inflexible a remedy by Boards and unit owners. For
instance, some people may claim that in a downturn in the real
estate market, units with relatively high mortgages can be
impossible to sell. Leasing the unit then becomes the only
alternative to surrendering the unit to the bank in a foreclosure
action. The Board might consider inc]uding a “hardship”
provision in the proposed amendment that would give the Board
discretion to allow short-term rentals of up to one year at a time
based on financial or other exceptional circumstances. Lease
prohibitions are also often deemed to be unfair to those
homeowners who are currently leasing their units and who
“bought with the expectation” that they would be able to rent out
their unit. While the answer to this claim of entitlement is that
they also bought into a community where the rules can be
changed, it is sometimes more politically expedient to consider a
“grandfather” provision in the proposed amendment, whereby
any owners Currently renting out their units may continue to do
so until the current lease expires, the tenant vacates, the unit is

sold, or some other limitation.

One alternative to a complete prohibition of leasing is a
prohibition on the number of units in the community that may be
leased at any one time. For example, a community may restrict
the number of leased units to 10% of the total units in the
community. If a community had 100 units, only 10 units could
be rented at any time. A waiting list may be required to insure
order and fairness in the distribution of rental permits as spaces
become available.

This approach tends to favor a small number of unit owners at
the expense of most others. If the quota for leased units has been
met, any additional unit owner who wants to rent must wait for
one of the rented spots to become available. Thus, certain unit
owners may be able to rent their units for ever more, while those
who are not within the group of allowed rentals could be forced
to wait indefinitely for an opportunity to rent out their unit.
This policy tends to favor the investor who is interested in the
long-term rental of a unit (or units). If a community has a small
number of investor-owned units and a small number of other

Continued on Page 11
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owners interested in renting, this option may be viable.

Another alternative is a prohibition on the number of years that a
unit may be leased. For instance, a unit may be leased for only
two years within any three year period, or three years out of any
five year period. Such policies allow any unit owner to rent out
his/her unit but for only a limited period of time. These policies
will tend to discourage investors but will accommodate unit
owners whose interest in renting is on a short-term basis.

These several alternatives discussed above may be mixed and
matched to accommodate the needs and interests of a particular
community. Other options may also be considered. The
challenge is to find a policy that will satisfy the needs and goals of
the governing board and the community and that will also receive
the required super-majority support for passage of the proposed
amendment. Hardship cases and a grandfather provision, both
mentioned above, may be used in any leasing restriction
amendment — where appropriate — to make the restrictions more
flexible and palatable to the electorate. However, these
provisions should not be allowed to render the lease restrictions

meaningless or ineffective.

Some thought should be given to the enforcement of any
proposed leasing restrictions. The governing documents will
almost always provide that an action may be commenced to
compel an owner in violation of the governing documents to
comply with the rules. However, this avenue can be expensive,
and the governing documents usually do not require the violating
unit owner to be responsible for attorney’s fees incurred by the
Board in enforcing the rules. The Board may also issue fines
against an owner in violation of the rules, but only if the
governing documents so provide. Depending on the general
enforcement provisions already in the governing documents, the
Board may want to consider adding language to the proposed
leasing restriction amendment that would allow for the collection
of legal fees by the Board and the ability to assess fines in the
event that the lease restrictions are violated.

A final thought — Since support of two-thirds of the community
will likely be necessary to pass an amendment on leasing
restrictions, and since there are a variety of lease restrictions
available, it might be a good idea for the board to seck
involvement of the community in the decision-making process
through the use of a leasing committee, community information
meetings, a newsletter, etc. Such involvement may not only lead
to a fair and appropriate policy for your community, it may also
go a long way toward building support for the proposed

amendment.

Take-away points:
> If your community is contemplating a restriction on
leasing, commence the amendment process before there
are too many leased units so that sufficient support for

passage of an amendment can still be garnered.

> An absolute ban on rentals is possible, although it may be
politically untenable.

> There are a variety of ways to restrict leasing in your
community.

» Make sure you have a feasible method for enforcing the
new rules.

» Support of the community is essential to the amendment
process. =

i Four Brothers Homes at Heartland Condominium Il v. Ger

bino, 262 A.D.2d 279, 691 N.Y.S.2d 114 (2d Dept., 1999).

Edward M. Taylor, Esq., a partner of Taylor Eldridge P.C. may
be reached at (631) 265-5550 or edtaylor@taylor-eldridge.com.

Douglas Weigler
Director of Property Management

2375 Bedford Avenue

Bellmore, NY 11710

(516) 826-9700 x235

Fax: (516) 826-3937

Email: DWeigler@totalmgmt.com

Total Community
Management Corp.

“Let TCM Be Your Winning Team”

Community Association Loans
All the right tools for your next project.

How will you fund your next community project? Get the job done
right with the Community Association Loan toolkit. You’'ll get custom
financing that’s perfect for your budget and your community.

Your Community Association Loan toolkit includes:
» Competitive interest rates * Flexible payment plans
* Innovative loan structures ® Fixed rate loans
* Non-revolving lines of credit

Get the cash you need today.

MutualofOmahaBank €

Community Association Banking

Matthew Driscoll

Regional Account Executive
443.866.9076

Toll Free 866.800.4656, ext. 7561
matt.driscoll@mutualofomahabank.com

Member FDIC » Equal Housing Lender {£Y

National Corporate Member of

AFNAATES 0512 Community Associations Institute
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One kind word can warm RICHARD S. PICCOLA

Certified Public Accountant

three winter months.

340 Veterans Memorial Highway, Suite 5
=~ Japanese Proverb Commack, New York 11725

T 631 543 4933

F 631 543 1862

E info@rspcpa.com

www.richardspiccolacpa.com

TAUSCHER CRONACHER ENGINEERS A

Community Association Services
We want to be your first choice for all engineering services -
For the Life of Your Association!
Call Today

N\ PAVING.COM (631 ) 277-8400 2280 Grand Avenue, Suite 301, Baldwin, N.Y. 11510
1-866-NYS-PE-4U www.tauschercronacher.com

Anoenay

We Help Sew Up All The Details In Your Annual Tax Appeal.

Filing annual tax appeals can be a real chore for multi-
family communities. Selecting the right law firm to handle your
appeal is an essential Board responsibility. With our years of
experience representing multi-family communities, we handle
all the hard work on your behalf. We become an integral part
of your Board and Owners meetings and talk to homeowners
daily. Frequent communication, exceptional results and
personal attention set Schroder & Strom apart from other firms
handling tax appeals.

We strive to make the Board's decision to hire us just one of its
success stories. Which is why managing agents throughout
the Metropolitan area like working with us and
recommend our firm. Creative negotiation strategies
and success as trial attorneys have made us trusted
advocates and Boards that retain us look their very best.

SCHRODER' STROMu= |, 14 Country Road  Suite 218 « Mineola, NY 11501

Accountability. Communication. Results. P:(516) 742-7430 « F:(516) 742-7433 www.nytaxreview.com

Prior results do nix guarareee a similar cutcome

BREAKING NEWS: Tax Relief Is Possible In The Aftermath Of Hurricane Sandy. Visit www.nytaxreview.com for details.
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Iaylor Eldridge, P.C.

Representing condeminiums, co-ops and
homeowners associations throughout Long Island

811 West Jericho Tpke., Suite 201W
Smithtown, NY 11787
Tel: (631) 265-3550 Fax: (631) 263-3390

edtaylor(@taylor-eldridge.com

Yorkshire Management Cor

With offices in Baldwin, Long Island and New York City

"Your pro IS our main non
Over

For further information, please contact Sharyn Forman

Office: (516)868-5224
Website: YorkshirePropertyManagers.com Fax: (516)868-5228

Email: YorkshirePropertyManagers@verizon.net

Fuller Lowenberg & Co:, CPAs

Serving Condominiums,
Homeowner Associations &

Co-ops for over 20 years

200 Motor Parkway. D-24. Hauppauge. NY 11788
(631) 499-7900

flepas.com
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Long Island Chapter
2013 Events

Thursday, March 21st - 6:00 p.m.
“How to Write a Good RFP”
Capital One Bank
275 Broadhollow Road, Melville

Thursday, May 16th - 6:00 p.m.
“Tools for Board Members”
Fairfield at St. James Community Clubhouse
1 Fairfield Drive, St. James

Wednesday, June 5th - 3:00 p.m.
“Nine & Dine” Golf Outing
Sandpiper Nine at Spring Lake Golf Course
30 East Bartlett Road, Middle Island

July
“Chapter Social”
Date and Location to be Announced

Thursday, September 19th - 6:00 p.m.
“Friends & Family” CPR
Capital One Bank
275 Broadhollow Road, Melville

Saturday, October 12th - 9:00 a.m. to 3:00 p.m.
2013 Trade Show
Huntington Hilton
598 Broadhollow Road, Melville

Thursday thru Saturday - November 7, 8 & 9th
M-100 Class: The Essentials of Community
Association Management
Belfor Property Restoration
60 Raynor Avenue, Ronkonkoma

Saturday, November 9th - 8:00 a.m. to 2:00 p.m.
Basic Essentials Class
Belfor Property Restoration
60 Raynor Avenue, Ronkonkoma
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A HELPING HAND

WHEN NEEDED MOST

EMERGENCY RESPONSE
RECONSTRUCTION
CONTENTS RESTORATION
MOLD REMEDIATION
CONSULTING SERVICES
CORROSION CONTROL
WATER EXTRACTION
EMERGENCY POWER
VITAL RECORDS RECOVERY

When Disaster Strikes, Experience Matters Most. BELFOR ‘.’

Whether your problem is minor water damage or a major

fire, every property crisis calls for effective solutions — PROPERTYRESTORATION
immediately. Knowing that the first 72 hours are critical
to a successful recovery, our team of experts will work in
atimely manner to expedite the process — helping to save
your assets and your money. Please call Suzanne Borelli

BELFOR — There When You Need Us. (631) 478-7824

www.belfor.com




