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Happy New Year!  I hope that 
everyone finds the start of 2011 
to be all that they wished for.  For 
those that have been dealing in the 
past month with snow, ice dams, 
and water intrusion issues, just 
keep in mind that spring officially 
begins March 20.  We can hold 

out until then!

This winter certainly has been something.  For all of us 
that work with associations, and for those that live in as-
sociations, we have been tested in our knowledge of snow 
removal, roof raking, water intrusion, and insurance—
among other things.  Our insurance agents have been 
working overtime, as have all of the vendors that deal 
with the outside elements and with water remediation, 
clean up, and reconstruction.  If you see a Community 
Manager walking around mumbling incoherently, please 
speak calmly and quietly to them—they have been under 
a lot of stress!  That look on their face is for real.  A kind 
word is always appreciated!

I hope everyone had an opportunity to read my column 
in the last issue of this magazine before the weather made 
us all crazy.  Now, more than ever, is a good time to 
reflect on what it is we can—and what it is we cannot—
do.  We have all been working overtime and have most 
likely felt a great deal of stress and frustration in getting 
all of the things done that are expected of us.  Remem-
ber, in time, all things will be completed.  Take this time 
to focus on all of those things you did well.

Speaking of things that went well, what about our Trade 
Show in December?  It was fantastic!  Thank you to all 
that attended and for all of our generous sponsors who 
allowed us to make this Trade Show the biggest one we 
have had so far.  A big thank you also goes out to those 
who worked so hard in coordinating this event.  It is 
always nice to see familiar faces, and it is a pleasure to be 
able to meet new folks too.  I think a lot of people really 
had fun at this event.  Thank you!

I am also happy to announce that our Education Com-
mittee has grown recently as well.  We are pleased to 
have Lance Stendal, Cheryl Chapman, and Ross Peterson 
as the newest additions to our hardworking Education 
Committee.  We look forward to the continued success 
of this committee and the wonderful programs that it 
provides.  Welcome!

Not that I am trying to have a running theme going 
with these articles, but I would like to remind everyone 
that balance is important, as is being thankful for what 
we have.  We at our office had the opportunity to learn 
firsthand the importance of a good work/life balance and 
the understanding of those things we hold dear.   We lost 
a friend and co-worker just after the holidays.  Shelly was 
a bright spot in our very hectic days around our office, 
and is greatly missed by those she worked with and 
served.  Shelly was taken from us at a young age and with 
no prior warning.  It made each of us stop, think, and 
take stock of those things we value.  I hope that each of 
you will take the opportunity to do the same.  We miss 
you, Shelly!

My hope for each of you this new year is that the snow 
falls only on the areas that don’t need shoveling or 
plowing, the temperatures remain cold enough to when 
needed, yet warm enough (and sunny enough) to melt 
any remaining ice dams, and dry interiors of all of our 
homes.  I also hope that each of you takes the time to 
hug your family and friends and say a kind word to those 
you work with.  In this industry, we are all family, and it 
is important that we remember this daily.

From the President By Holly JoHnson | CAI-Mn PresIdent

SMART
DECISIVE

&
The Best Value in Construction  
Law for Community Associations

That’s what our clients tell us. 
At Hammargren & Meyer, we’re 
smart, decisive lawyers focused 
exclusively in the areas of law that 
we know best.

For prompt responses and 
straightforward answers, call 
Hammargren & Meyer. 

(952) 844-9033
www.hammarlaw.com 
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Self-Managed Association Boards: 
The Top Six Challenges That Face a Board Today

By Joel starks, sharPer management

Omega Management, Inc.

763.449.9100
www.omega-mgt.com

30 years of association 
management experience

Reserve Plans are included 
in our management  

program

Proactive management, 
including weekly  

property visits  

Smart, expert,  
professional advice

Managing
to make a

difference

This series 
focuses 
on you 
the 

board member 
and the chal-
lenges you face 
each day when 

running your homeowners association. We 
are exploring six challenges and ways to 
work through them. If you see something 
that seems common or you identify further 
challenges, share them with me: joel@
sharpermanagement.com.

Today we focus on the second of the six 
challenges: 

1.  Enforcing rules: it is difficult to con-
front friends and neighbors.

2.  Knowledge of pertinent statutes: try-
ing to understand the “legalese.”

3.  Developing meaningful specs for 
services/vendors, etc.: not my area of 
expertise and requires time.

4.  Frequent phone calls from members 
with matters that need attention: 
Time.

5.  Keeping track of paperwork: Time. 
6.  Foreclosures: How can we protect the 

investment? What if they vacate?

Knowledge Is Power
Self -managed associations have various 
struggles, many of which are universal. 
They come in the form of disagreements 
about paint colors, lawn care and parking 
violations. Each association has different 
strategies on how to handle these struggles. 
But what about the legal aspects of associa-
tions? Are boards liable for knowing that 
there is a greater power at work? 

The Minnesota Common Interest Own-
ership Act (MCIOA) governs common 
interest communities with provisions 
and statutes that help protect an owner’s 
investment and clarifies things like resale 
disclosures, replacement reserves adequacy, 

delinquency issues, insurance and foreclo-
sure issues.

It is important for board members to be 
educated about MCIOA to protect them-
selves and their communities. “Knowledge 
is power,” says Nancy T. Polomis with 
Hellmuth & Johnson. “Simply being aware 
of the statutes that apply to one’s associa-
tion is a great first step to managing an 
association. Knowing whether or not one’s 
association is subject to MCIOA is also 
important. Further, even if one’s association 
is not governed by MCIOA as a whole, it’s 
important to realize that some provisions 
of MCIOA apply to all associations (i.e., 
Resale disclosure requirements)—and that 
some of those provisions changed effective 
August 1.”

Non-Profit Rules Apply
Because most homeowner associations are 
incorporated, they are subject to state stat-
utes that govern non-profit corporations. 
Disclosure obligations affect non-profit 
organizations even if they are not subject to 
MCIOA. 

It is also important to understand non-
profit provisions and liabilities and how a 
homeowners association may be affected by 
its status as a non-profit. “The statutes don’t 
always trump governing documents in the 
event of a conflict,” says Polomis.  There are 
a lot of mandatory provisions that are not 
flexible in governing documents.

The best thing you can do? Work to un-
derstand the legalese. Contact professionals 
who can help you protect yourselves and 
be effective—for the sake of your entire 
association.

In our next issue, we will discuss the 
struggles that self-managed boards face in 
the vendor process. It will provide tips on 
choosing the right vendor the first time, 
which can save an association time and 
money. 

selF-management series
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Increasing the Green in Minnesota’s White Winter
By tony Poetz, sPectrum home services

Minnesota’s 
winter 
isn’t for 
the faint 

of heart especially when 
it comes time to pay the 
heating bill. The typical 
U.S. family spends 

$1900/yr on utilities – around $200 of that 
goes to just the January heat bill. Imagine the 
savings if your home were more efficient dur-
ing the most vulnerable time of year. 

There are obvious big-ticket improvers such 
as new windows or a new furnace, but the 
cost is painful at the beginning. Without 
breaking the bank, here are some simple ways 
to increase the environmental and economic 
green in your Minnesota condo.

1. Attic Insulation – Heat rises, making 
attic insulation the most important ally 
in your battle against energy loss. An ef-
ficient solution involves one trip to the 
home store, a ladder and an afternoon. 
A standard roll of fiberglass insulation 
costs $15 and covers 50 square feet. 
Enter your attic through the access door 

in the ceiling and simply unroll the 
insulation across the existing insulation. 
Be careful to only step on the rafters 
and don’t pack the insulation tight 
against the sides. Air needs to flow along 
the edges. A hundred dollars worth of 
insulation will quickly save thousands 
and reduce the energy consumption of 
your home.

2. Window Covers – The plastic stretched 
over the inside of windows works very 
well to create a “greenhouse” effect. 
A $4 kit will cover three standard 
windows. The 2-sided 3M tape goes 
around the edges followed by the plastic 
stretched onto the tape. Once the plas-
tic is evenly placed on the tape, use a 
hairdryer on the sheet to shrink it tight. 

3. Window Seam Insulation – If you’ve 
got casing/trim around your windows, 
check for a draft. There’s a gap under that 
casing between the window and the wall 
stud. Gently remove the trim and fill the 
gap with some of the batted insulation 
you added to the attic. DO NOT PACK 
IT TIGHT...just enough to stop the 
draft. Insulation contains air pockets on 
purpose and should never be too tight.

4. Ceiling Fan Rotation – Yes, the direc-
tion makes a difference. Clockwise in 
the winter sucks cool air up and sends 
heated air down. Flip the switch to the 
opposite in the summer.

5. Open the Southern Drapes – The Min-
nesota sun arcs across the southern sky, 
and it’s a free heat source during the day. 
Open the curtains during the day to let 
the heat in. Close them at night to retain 
the warmth. Your cat will love the rays.

6. Programmable Thermostats – Newer 
models are wizards with efficiency and 
don’t require a Ph.D. to program. There 
are zone systems with newer furnaces 
that keep certain rooms at certain tem-
peratures. Set the temp 5 - 10 degrees 
lower for extended away times such as 
10 hour work days or weekend travel-
ing. Simply program a lower temp for 
when you’re at work. 

7. Blankets and Sweaters – Keeping a flan-
nel shirt draped near the thermostat is a 
good habit to create. When your family 
reaches for the thermostat, they may 
just grab the shirt instead.

For more tips, visit www.energystar.gov.
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We’ve all 
got-
ten the 
hard 

sell for the upgraded 
warranty.  It does seem 
a sorry state of affairs 
that we now have to 

pay extra to get a company to stand behind 
its product.  Most consumer advocates will 
adamantly insist that any “extended war-
ranty” is a rip-off, and in most cases I would 
agree.  The one exception to the rule is when 
you are buying new asphalt shingles for your 
apartment or townhouse building. 

Standard shingle warranties, even from the 
big, well-thought-of companies are mislead-
ing and, to be candid, terrible.  They try and 
make it seem like a good deal by putting a 
big number on it (25 year, 40 year, Life-
time!).  You’re led to believe that if you have 
any kind of problem during that period, 
you’re covered.  Nothing could be further 
from the truth.  There are a few big prob-
lems with standard shingle warranties.

The first is that all standard shingle warran-
ties have proration.  Generally, there will 
be a five year non-prorated period at the 
beginning, then the coverage (expressed as a 
percentage of the value of the shingles) goes 
down a little each year.  By the end of the 
warranty, the manufacturer’s obligation is 
almost nothing. 

The second major issue is that installation 
labor is generally only covered during that 
five year, non-prorated period.  After that, 
while they may pay for a percentage of the 
new shingles, you are on your own to pay 
someone to install them.

Lastly, there are the other items the standard 
warranty does not cover at any time.  They 
include tear-off costs, debris disposal costs 
and the costs of all the other components 
that are necessary to install the roof.  These 
include, but are not limited to underlay-
ments, vents, valleys, flashings, edging met-
als and nails.

If your new roof starts to fail in its sixth year 
due to some inherent flaw in the manufac-
ture of the shingle, according to the terms 
of the standard warranty you would only 
be entitled to a percentage of the value of 
the shingles.  On an average roofing job the 
costs of the shingles may only be 20-30% of 
the cost of the job.  Guess who has to pay 
the rest.

The good news is that most reputable 
shingle manufacturers seldom have a 
widespread problem with their shingles.  
The better news is that most of  these same 
manufacturers offer an upgraded warranty 
that fills in these significant gaps and gets 
the coverage back up to a level where most 
consumers would have expected it to be in 
the first place.

GAF/Elk offers the Weather Stopper 
Systems Plus and Weather Stopper Golden 
Pledge.  Certainteed has their SureStart pro-
gram with 3, 4 and 5 Star coverage.  Owens 
Corning has their Preferred Protection and 
Platinum Protection coverage.  While the 
individual details vary slightly, all of these 
upgraded warranties essentially do the same 
thing: bring the manufacturer’s warranty 
coverage up to a decent level.

If you are in the market for a new roof for 
one of your properties, make sure your con-
tractor is talking to you about the upgraded 
warranties available to you for the roofing 
system you have selected.  Generally, they 
are relatively inexpensive.  The added pro-
tection they give will provide added peace 
of mind, especially now that you know how 
bad the standard warranty is.

When It Comes to Shingles, Make Sure You Get the 
Upgraded Warranty

By clay curran, american Building contractors, inc.

Substantial experience in the 
successful resolution of construction 
defect claims.  Contingent fee option 

in most cases.

To schedule a free initial consultation with 

us, or a free initial inspection by a qualified 

consultant, contact managing attorney 

Jonathan A. Edin at 651-222-2155

750 Landmark Towers
345 St. Peter Street

St. Paul, Minnesota 55102
PHONE (651) 222-2155    

FAX (651) 222-2156
jedin@mnconstructiondefects.com

MINNESOTA STATE CHAPTER
S P O N S O R

EDIN

67 percent of community association volunteer leaders 
responded to a recent CAI-MN survey that they find the 
Community Living Magazine provides them with very 
useful & timely information 
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You’re Kidding – I Have to 
Know How to Do What?

By tosh tricas, american Building contractors inc. aBc 

You get up and start your day, which in this case requires 
you to scrape the ice off of your windshield and then hope 
your car starts! You arrive at your cube and just like most 
any other, day you have 15 voicemails and 55 emails to 

answer. I know I know, you have twice as many emails and voice-
mails on any given morning. Then it happens. You get a call from 
Mr. Jones at Anywhere Association who says he sees a lot of conden-
sation on the neighbors windows and water pouring out from under 
the garage door and freezing in the drive. You’re kidding. Not with 
everything you have to do, from coding your bills, prepping your 
board packs, getting your action item list completed, finishing your 
budgets, and on and on and on. You don’t have time for this.... Do 
you know what you need to do next? Do you call your insurance 
agent? Do you get the service department to check it out? Do you 
call the board to let them know? I mean what first? We have studied 
the CAI Risk Management publication as well as the CAI Insurance 
publication resulting in what we believe to be an outstanding job 
recommending the right type of insurance coverage and risk control. 
Now what?

Let’s assume that we have the board’s permission to act on the asso-
ciation’s behalf. I will give you what I believe are the steps that should 
be taken in this hypothetical scenario. Being mindful that there are 
other ways to skin a cat, and we can argue process all day long. Bot-
tom line, get the association made whole as soon as possible.

1. If the unit is the association’s responsibility start remediation as 
soon as possible. “Meaning” mitigate additional damage from 
taking place as soon as possible
a. Who will you call?
b. How will you access the unit?
c. What will be done before the adjuster comes out?

2. Call your insurance company and submit a claim. I know you 
have their number handy. They will want some information 
about the event and your next steps
a. Date and time you were notified of the event?
b. What steps you are taking?
c. Names and numbers of contacts for this project. 
d. Schedule an adjuster to call you ASAP. (Just a side note, re-

quire your vendor to meet with the adjuster on site to settle 
the claim as soon as possible. Never allow the adjuster to go 
to the site alone if possible.)

e. GET THE CLAIM NUMBER!
f. Get your insurance company contact e-mail address and 

follow up with them by noting all the information that was 
exchanged over the phone.

3. Notify your Board;
a. Call the Board President and let him/her know what is go-

ing on and what steps you have taken

you’re kidding continued on Page 11
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b. Follow up with an e-mail to the 
rest of the Board to keep them in 
the loop.

c. Require your vendor to update 
you and in turn, update the 
Board.

4. Contact surrounding unit owners and
a. Have them check to see if they 

have incurred any damage.
b. Have them continue to monitor 

their adjoining walls because the 
damage might take a while to ap-
pear

c. Encourage them to immediately 
notify you of any changes

5. Notify your Supervisor of the
a. Same stuff you told your Insur-

ance company  
b. Stuff you told your Boards
c. Same stuff you told the surround-

ing neighbors

I don’t know about you, but I am getting 
tired, and you have not even started to 
manage the reconstruction process…

Here is where the real work begins. 

6. Does your office have approved ven-
dors?
a. Vetted out by the higher ups and 

put on a list?
b. Who You Gonna Call? Ghost 

Busters… sorry I couldn’t help 
myself. Really, who are you going 
to call?

c. Is now a good time to be test 
driving a vendor? (I hope not)

d. Insurance? Do they have it? Is it 
up to date?

e. Whoever you use, make sure they 

are not going to make your job 
harder than it already is.

f. Encourage your vendor to give 
their cell numbers out to Board 
Members as well as to you.

7. Make sure the Vendor meets with 
you and Board Members (encourage 
Board Members to attend so you do 
not have to repeat the meeting info)
a. Write an agenda even if it is one 

line. This way you will know 
what you want to ask, and it will 
keep the meeting on task.

b. Make an Action Items List when 
necessary and assign tasks and 
timelines for their completion

c. Make sure the Board represen-
tative signs binding contracts 
whenever possible

d. Get a list of any contact names 
and numbers at the meeting and 
immediately distribute it.

8. The process is under way
a. Make sure your vendor is post-

ing areas and buildings when 
necessary for parking, storage and 
safety.

b. Make sure your vendor will 
communicate the need to block 
a street or block areas before they 
need to.

c. Make sure all parties that need to 
be satisfied approve of workman-
ship before payments are made.

d. Make sure the Board approves the 
payment.

9. Close out the job
a. Final inspections completed.
b. Homeowners are happy (when 

applicable).

c. Boards are happy.
d. Final payments are audited.
e. Final check is received from 

Insurance Company before you 
make final payment.

f. Don’t forget the deductable…

There are dozens of steps that can be added 
above. I have been in this industry for 
upwards of twenty years, and as a PCAM 
I can tell you that if you get five profes-
sionals in a room we could add things 
and move the steps around until the cows 
come home. My point is merely “Do you 
have the experience or time to successfully 
manage an insurance claim?” If not, take 
my advice and don’t hope that you can 
pull it off as an OJT process. What if your 
first claim is a million dollars or more? I 
was involved with an insurance claim that 
exceeded $12mil and let me tell you, if 
I had not had years of experience before 
the claim I wouldn’t have known where to 
start. 

It may be time to establish a written pro-
cess within your organization to assist with 
insurance claims management. 

Time to go now; I don’t have an auto 
starter like some of you so my real concern 
right now is…

Where did I leave my window scraper?

you’re kidding continued From Page 8
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Tom Engblom CPM PCAM
Vice President/
Regional Account Executive

312.209.2623
Toll Free 866.800.4656
ext. 7498
tom.engblom@cabanc.com

cabanc.com

Community Association Banc

Adam O’Halloran
Assistant Regional  
Account Executive

773.220.8293
Toll Free 866.800.4656
ext. 7505
adam.ohalloran@cabanc.com

cabanc.comExpEriEncE

Who else can say –  
our account executives know community 
management backwards and forwards. 

Who else can say –  
our relationship managers speak your 
language and understand your business. 

Who else can say –  
our technology group has revolutionized 
the business of association management.

HOA Banking • HOA Loans • Internet Cash Management 
Online Payment Systems • Dedicated Customer Service

Z3852
Community Association Banc is a division of Mutual of Omaha Bank.  Member FDIC. Equal Housing Lender 
National Corporate Member of Community Associations Institute. 
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DH-KO_Y4BX
288 pt. x 354 pt.

“THE RESIDENTIAL SPECIALISTS”
*“Thousands of Satisfied Customers”*

On Site Supervision
References Available
Year Round Service
Financing Available

Locally Owned
Since 1984
Lic #6793

Bonded • Insured

“SPECIALIZING IN CUSTOMER SATISFACTION”

RE-ROOFS AND TEAR OFFS
CEDAR SHAKE ROOFS
APARTMENTS & TOWNHOMES 
JAMES HARDIE FIBER CEMENT SIDING
STEAM ICE & SNOW REMOVAL SERVICE
COMPLETE CLEAN UP-MAGNETIC SWEEP
EXTENSIVE WARRANTIES - (ask for details)
FACTORY - TRAINED CERTIFIED INSTALLERS

ASK ABOUT:

www.gatesgeneralcontractors.comwww.gatesgeneralcontractors.com

INSURANCE CLAIMS WELCOME
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The vast majority of community 
association leaders think of only 
one or two ways to specify snow 
removal services. This article talks 

about the good and bad of some interesting 
methods!
 
There are innovative ways to budget your 
snow removal that most community associa-
tion leaders are unaware of. They are (in 
order of wildest swings in meeting budget to 
most conservative): They are listed in order 
of wildest swings in meeting budget to most 
conservative. These methods will have the 
BIGGEST impact on whether you beat or 
blow your budget this year.

a. Snow billing by the hour. This is the 
riskiest plan in order of maintaining 
your budget. Good contractors billing 
by the hour are fine, but if you don’t 
know them, it’s also the easiest for a 
bad contractor to overbill you and 
your clients (tenants). Also something 
that many property managers fail to 
include in their strategy is to know if 
their snow contractor is using all or 
mostly subcontractors. Now you have 
two entities that could overbill. Unless 
the general is out there every night, 
it’s nearly impossible to verify each 
subs hours. If they can’t verify it, you’ll 
probably pay extra. This isn’t all bad 
though; if we have very light snowfall 
this winter, you can save considerably 
over other methods.

b. Snow billing by the push. This is the 
newest method of determining pricing. 
Let’s say you have a retail site and you 
have a 1” trigger. You need constant 
service to keep drive lanes open and 
ice free. Once the site gets to an inch, 
the contractor will start snow removal 
operations, even if snow is continuing 
to fall. When they’re done, if there’s 

another inch or two on the ground, 
they’ll go through the entire process 
again. 

 You have one price per push, which is 
much less than a per “event” and gives 
you some control 

 
c. Snow billing by the event. You’re 

probably familiar with billing “Per 
Time.” Usually this is broken out at 
2-4 inches, then a higher price for 
4-6 inches, etc. The plowing usually 
includes a breakout at 4” where the 
contractor will clear the drivelanes, 
then come back hours later and finish 
the entire job. Then you get charged 
once per snow event.

 
d. Snow billing by the inch. This is 

another new method of budgeting for 
snow. You receive a bid for $200 per 
inch of snow. The snow can be mea-
sured on site over the season, or if you’d 
like numbers with no argument, go 
with the snow totals at the Chanhas-
sen Weather Service. At the end of the 
season, if we’ve had 48 inches, then 
you would have been billed $9,600.

 
e. Seaasonal billing. When you abso-

lutely need to be on budget, a seasonal 
bill consisting of five equal monthly 
payments will keep you there. What 
are the downsides? If we have a winter 
with light snow, youi’ll end up paying 
more than you could’ve by taking a 
chance on any of the above methods. 

 This is the favorite method of town-
home associations. I think it’s because 
no board wants to get beat up by 
being way over budget. At least when 
the price is decided in September, the 
residents know what to expect. 

 

Let’s touch on subcontractors again. One of 
the real life problems with using subcontrac-
tors is that many times they sign up for a 
site with the “general contractor,” but have 
three to five of their own sites that they 
have a personal stake in and that almost 
always pay better. So, are you going to get 
service when you expect it? Good question, 
but many community associations are now 
adding “no subcontractors” to the bidding 
process.

This is the preferred method of the largest 
snow removal operations. They can use up 
to 95 percent subcontractors, and may offer 
a lower price. Their success is determined by 
how well they can find and retain great sub-
contractors who can’t sell their own work.
 
Check on references of course, and spend 
a little time getting to know your bidders 
in person. They’ll be the ones you count 
on to keep your neighbors happy and your 
phones quiet for five months, and that’s 
darn important.
 

Best Methods to Budget Snow Removal
By steve hoogenakker, concierge landscaPe environments
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Thomas Engblom, vice president 
and regional account executive 
for Mutual of Omaha Bank’s 
Community Association Banc/

CondoCerts division, has been appointed 
to serve as a banking representative on the 
Community Association Institute’s (CAI) 
Business Partners Council.

Engblom was appointed by his industry 
peers to serve a period of one year. As a 
member of the CAI Business Partners 
Council, he will provide input on policy 
matters to the CAI Board of Trustees, help 
elect members to the board and partner 
with other industry leaders to improve 
CAI’s ongoing education, services, designa-
tions and member benefits. CAI provides 
education and resources to the homeowner 
volunteer leaders and professionals who 
govern and manage community associa-
tions, condominiums and cooperatives.

“I’m honored to have been selected by my 
peers to serve as a banking representative on 
the Business Partners Council,” Engblom 
said. “I look forward to working with other 
industry professionals to provide input 
on policy matters with the CAI’s Board of 
Trustees and recommendations on education 
curriculum, designations and best practices.”
As a regional account executive for Mutual of 
Omaha Bank, Engblom works with associa-
tion management companies in Minnesota, 
Wisconsin, Illinois, Michigan, Indiana, Ohio 
and Kentucky, providing bank products and 
services that benefit the management compa-
nies and the associations they serve. He holds 
his Professional Community Association 
Manager (PCAM) and Certified Manager of 
Community Associations (CMCA) designa-
tions and has more than 27 years of industry 
experience, including 20 years as a commu-
nity association manager. He is a national 
instructor for CAI and serves on the CAI 
board in Minnesota, Illinois and Michigan.

Member News: Engblom to Serve 
on CAI’s Business Partners Council

Contact
John Russo
952-944-7137
 

Consulting/Engineering Services•	
Specifications,	Bidding,	Contracts,	•	
Inspections	of	All	Exterior	Replacement	
Items	including	Asphalt,	Concrete,	
Siding,	Roofing,	Windows,	Doors
Reserve	Plans•	
Litigation	Support•	
Insurance	Claims	and	Appraisal	•	
Support
Problem	Solving	and	Investigations•	

CALL THE PROFESSIONALS
 

ASSOCIATION
SERVICES

MEMBER




