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MESSAGE FROM

THE PRESIDENT

My kids recently attended school
orientation. The Vikings are apparent-
ly finishing up pre-season. The Great
Minnesota Get-Together starts the
weekend I find myself writing this.
What happened!?!? In my last col-
umn [ was encouraging everyone to
get through the madness of spring and
“just get to June.” The summer will
find its rthythm, I said. Well, apparent-
ly, the drummer was John Bonham!
As they have a way of doing, the
summer seems over before it began.

As a Chapter, we got into the swing
of the precious outdoor season with
our annual golf tournament. A great
time was had by all 240+ partici-
pants. We had a perfect weather day
and it was so great to be together, in
person, as a group. Thank you to our
valued sponsors for helping to make
the event happen. Kudos to the Golf
Committee for planning another
great tournament. And thank you to
Midland Hills for allowing our crazy
group onto their grounds. Always a
gamble hosting us! No golf carts were
floating in the water, the “protected
wildlife areas” appeared intact, and
the bar still had a little left in their
inventory. So let’s call it a success,
shall we! Congratulations to all the
winners — and a special congrats to
Mike Laukka of FirstService Residen-
tial for hitting a hole in one — a first in
CAI-MN’s tournament history!

On a more somber note, the thoughts
and prayers from all of us at CAI-MN
are with the victims and everyone
affected by the tragic collapse of the
Champlain Towers South building in
Surfside, Florida, earlier this summer.
It was a humbling reminder that the as-
sumed strength of a building can be as
fragile as the lives of the people it hous-
es. Buildings are not supposed to fall.
While we do not yet know the exact

o

cause of the collapse, we are called to
take a closer look at what we can do to
ensure the unthinkable is unattainable.

As more details become clear
throughout the course of the inves-
tigation into the exact and scientif-

ic cause of the collapse, CAl as a
national organization, and all those
serving in various capacities of our
industry, will absorb whatever lessons
this event may provide and take
whatever appropriate and attainable
actions possible to aid in the pursuit
of maintaining the safety of those liv-
ing in community associations. CAI
National was quick to respond to this
event and we are grateful for their
leadership — both in terms of financial
support and education. Resources are
widely available on CAI’s website.

Dawn Bauman, CAI’s senior vice
president of government and public
affairs and the executive director

of the Foundation for Community
Association Research, will address the
Surfside tragedy in a presentation at
our upcoming Law Seminar.

On a brighter side, I write this fresh
from attending CAI’s annual confer-
ence in Las Vegas. It was an amazing
conference and I was honored to
accept, on behalf of our Chapter,

JOSH REAMS
CMCA, AMS, PCAM

Sharper Management

two national Chapter awards. Our
Chapter Executive Director, Tim
Broms, was also recognized for his
accomplishments. It was a wonder-
ful showing for Minnesota and I am
so proud of our team (Committee
members, Board members, and ALL
members) for being recognized with
these awards on the national stage.

As summer winds down, I look ahead
with excitement to a busy fall season
of education and social events. Up-
coming opportunities include:

® Manager/Board Member Financial
Training on Wed., September 1st

¢ Law Seminar on Wed., October 6th,
with a NEW Mini Expo

® Manager/Board Member Insurance
Training on Wed., November 3rd

I know we could all use that drum
beat to slow down and the rhythm

of our lives to be in a slower waltz. I
hope you have had a wonderful sum-
mer thus far; but as the fall “season of
change” comes, my hope is that you
can find time to reflect on what has
been a whirlwind of a year, immerse
yourself in the things that bring you
joy, surround yourself with the peo-
ple you love, and be excited about the
tail end of the year to come. We look
forwarding to seeing you this fall!

MINNESOTA COMMUNITY LIVING | VOLUME 51

Published by Community Associations Institute — Minnesota Chapter, copyright 2021. All articles and paid advertising represent the
opinions of authors and advertisers and not necessarily the opinion of either Minnesota Community Living or CAl-Minnesota Chapter. The
information contained within should not be construed as a recommendation for any course of action regarding financial, legal, accounting,
or other professional services by the CAlI-Minnesota Chapter, or by Minnesota Community Living, or its authors. Articles, letters to the
editor, and advertising may be sent to the chapter at ced@cai-mn.com or at CAI-MN Chapter, P.O. Box 390181, Edina, MN 55439. Please
call the CAI-MN local office at 612.504.0567 with advertising or sponsorship related questions.
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Safety First

ith the tragedy of the collapse of the

Champlain Tower in Surfside, Florida, our

attention is again directed to the rigor of
systems in place designed to lend safety to owners
and prospective purchasers of Common Interest
Community property.

The current real estate market is white hot. Demand
is outpacing supply significantly, with properties
selling for thousands, if not tens of thousands, above
asking price. Homes pop on the market and are sold
within days...if not hours! This has led to buyers
engaging in actions which, in a cooler market, would

be unthinkable.

It has become commonplace for buyers to make their
purchase offer contingent upon a successful physi-
cal inspection. This is only sensible. Caveat emptor,
know about what you’re purchasing. This isn’t an
opportunity to locate every loose doorknob but
rather to give the buyer vital information regarding
the condition of the structure. And a good inspection
report can serve as an owner’s manual, identifying
items of concern and note.

A trend real estate professionals are seeing in the
current market is buyers’ willingness to waive the in-
spection contingency to make the offer more appeal-
ing to the seller. A “cleaner” offer, if you will. An
inspection contingency represents a possible hiccup
to a successful sale. Language typically requires an
inspection to take place within so many days of a
signed purchase agreement. The buyer then has so
many days to alert the seller of any items of concern.
These items may be addressed, they may resultin a
renegotiated price or they may cause the deal to fall
apart. Obviously it’s not in the seller’s best interest to
have this potential for a sale to go south but equally
not in the buyer’s best interest to waive it, at least in
the abstract world. In the real world, buyers are tak-
ing this risk as the demand for homes is so intense.

Typically an appraisal is performed by the mortgage
lender to assure it that the sale price is in tune with
the market and that the lender’s vested position in the
property is within industry standards. This is also a
contingency on the sale. The property must appraise
otherwise the lender may not lend and the buyer is

no longer under an obligation to consummate the
purchase. In the current market, we are seeing buyers
waiving this contingency as well. They are stipulating
that they will proceed with the purchase regardless of
whether a lender is willing to lend.

Demand is so intense that buyers are making offers on
properties sight unseen. There are tales of real estate
professionals previewing a property, taking a video from
which the buyer decides whether to make an offer.

As regards Common Interest Communities, there
are a couple other statutory protections for buyers
and residents. For those associations incorporated
under Minnesota Chapter 515B, there is the Real
Estate Disclosure Certificate requirement. This is a
document which the seller must provide to the buyer
within so many days of a signed purchase agreement.
The buyer then has so many days to review the
“cert.” and may call off the sale if anything objection-
able is found. A certificate will contain information
about the status of the particular unit’s assessment
status, the association’s insurance coverage and
financial documents. The governing documents of
the association (e.g. the Declaration, Bylaws, Articles
of Incorporation and Operating Policy) also must
accompany the certificate.

Several years ago the Minnesota legislature amended
the Minnesota Common Interest Ownership Act
(MCOIA, Chapter 515B) to include a requirement
for a Preventive Maintenance Plan. 515B 3-107
requires an association’s board of directors to prepare
and approve such a plan and requires the association
to follow it. The PMP addresses common elements
(i.e. those items owned by the association), what
needs to be done for their maintenance, how often
and by whom.

Often, 1tems are as sim le as “trim the shrubs twice a
P
ycar. ?

Like human bodies, associations require more main-
tenance as they age. An issue often seen in older
communities (the property, not the people) is that
maintenance and replacement needs outstrip the
financial wherewithal to undertake them.

[Continued on page 9]
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+ Skilled Professionals
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¢ Exterior Restoration
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What people say...

"We sustained major damage to all of our roofs and a large portfion of our siding. Affer inferviewing several roofing
companies, we awarded the confract for roofing and siding fo Hoyt, They answered all of our questions and concerns. They
worked in unison with our insurance company. Hoyt worked tirelessly to get our job done in o fimely manner. Their crews
followed the COVID guidelines. They cleaned up the construction areas at the end of everyday. Everyone | came in confact
with was friendly and professional. You know you hired the right company when many of the residents thanked them for
doing a great job and were very pleased with the final project. | would highly recommend Hoyt for any roofing/siding
project. They are frue professionals and deliver great quality customer service”.

651.246.0977 | Hoytexteriors.com
15112 Galaxie Ave | Apple Valley, MN 55124
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[Continued from page 7]

Things need not be as tragic as the Florida condo
building but there can be a similarity of actions — or
inaction — which leads to a difficult situation.

A flat roof on an apartment style condominium
building will last for decades but is not eternal. It is
not uncommon for board members not to plan for
the eventuality of complete replacement. Rather, if
the roof leaks, the approach is to fix the leak. But
there will come a time when “band-aid” solutions are
no longer adequate. Then the association finds itself
looking at quite an expensive project without the
means to fund it. Does it approach a bank for a loan?
The collateral for such are the dues collected. Does

it levy a special assessment? Special assessments are
nearly always politically unpopular and many associa-
tions” governing documents require a high percentage
of the membership to approve such. (Who wants to
pay more in “taxes”?) Often the job falls to the board
to sell the need for the project to the membership.

Two tools which are not required by statute but
can prove very useful in long-range planning are a

e

b

| 1

Pl T ™

® SOBATN B
Bringing Daylight to

Townhomes for over 25 years!

* Special townhome programs available — call for details
¢ Don’t take the risk with substitutes, request Solatube

¢ Ask about our Leak-Free Guarantee

¢ Over 50,000 Solatubes installed

¢ Already approved in over 500 Associations
* 4.9+ Google review rating

Getting a new roof this year? Let us work
with your roofer to extend your warranty!

Capital Expenditure Schedule and a Reserve Study.
Both enumerate the items for which the association is
responsible. A Reserve Study will estimate the useful
life of these items and calculate the money needing

to be socked into reserves for replacement when that
item’s useful life has concluded. A Capital Expendi-
ture Schedule is a simpler tool, taking an item’s cost
in today’s dollars and projecting it forward to when
that item may need replacement or repair. This is then
put up against projected yearly contributions to re-
serves. This allows the association to anticipate what
its reserve balance would be before and after projects

«€_» «__»

x”, “y” and “z” are undertaken in any given year.

The associations which do best plan ahead. And an
association is more than the sum of its members.
Members do best in and for their association when
they individually and collectively stay informed. Be
you a prospective buyer, a homeowner or member of
the board, please be voracious in availing yourselves
of the information you can obtain.

Chuck Krumrie, CMCA, is Broker and Owner of Urbanwood, Inc.
in Minneapolis. Since 2005, Urbanwood has serviced smaller CICs in

the Twin Cities metro area.

763-299-6133
SOL ARMidwest .

www.SolarMidwest.com

5001 Drew Avenue N. Brooklyn Center, MN
Contact Dan at djwingness@solarmidwest.com
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Are Pandemic Related Price Increases
Increasing Your Indigestion?

BY LARRY BORGEN

so is your stomach. You have a major problem.

The roof and some related structural repairs
you scheduled weeks ago on one of your buildings
are still on hold. Your contractor thinks the work
can be completed before the snow flies but gives you
the bad news that there was a price increase. It seems
the pandemic isn’t done with us yet, physmally and
economically. You have a board meeting coming up
and are dreading their response.

F all is approaching, the leaves are turning, and

At that point your teeth clench and smoke pours out of
your ears. They didn’t listen to you back in May when
your original recommendation was made to proceed
with roof and structural repairs. Their response: “Can
we get by a couple years with some temporary repairs?
If not, can we reopen the bids as the cost seems very
high?” You told them your contractor recommended
against going another winter without major repairs, and
as for the price, experience tells you get what you pay
for. The contractor you have has been vetted before,
and has historically been competitive. More important-
ly, they do great work and meet stated timetables.

You sip your coffee, sit back and reflect about the
moment things went south for you at the May
meeting. A Board member claimed he had a relative
who worked in construction who speculated that this
major construction might not only be unnecessary,
but the price tag seemed awfully high. This creates
enough doubt among Board members to warrant
alternative actions. After some discussion the Board
decides to hire a structural engineering firm to get a
professional opinion. They also ask you to get ad-
ditional bids. You disagree, but you read their body
language and think back to what the Borg famously
said to Captain Picard in Star Trek: “Resistance is fu-
tile.” So you reluctantly agree to move forward with
the new Board initiatives.

Fast forward. After a few weeks the engineering

company’s opinion is in, and it agrees with the orig-
inal contractor. Major repairs are required, which is
what you recommended in the first place. As for the

10 MINNESOTA COMMUNITY LIVING

additional bids, some other contractors you’ve worked
with agreed to give you bids, but put in writing that
they were only valid for a limited time. One is higher
than the quote you originally had and one is lower, but
the last project you had with them didn’t go well. You
decide to recommend the original contractor’s bid.

Your results are announced at the June meeting. You
propose that the work be done but the cost is such that
the Board needs more time to work out the financing
of this and run it by Association members. Another
month goes by. Finally, in July, the Board votes to pro-
ceed despite major reservations about the cost.

A Board member then asks if the contractor could get
started the very next week. You suppress your smirk
and diplomatically explain that this is unlikely, but you
will get back to them with a projected timetable. You
try and manage expectations by telling them the whole
construction industry had gotten busy with a flood

of projects. The good companies aren’t exactly sitting
around waiting for your call to start. You also say the
pandemic has wreaked havoc on business worldwide.
You assure them they weren’t alone, but that you
would do the best to get the building buttoned up and
secure before winter. But the looks on the board mem-
ber faces are not reassuring, and frankly, you are a little
worried yourself. How could things be predictable
when nothing has been predictable since March 2020
when COVID-19 officially closed down the world?

You spend the next couple of weeks planning with

the contractor. Since the insurance company denied
coverage for any weather-related loss, that uncompli-
cates things, but makes cost an 1ncreasmgly important
consideration. Luckily for you, in July s meeting, you
warned Board members to expect project delays and
price increases due to the debilitating effects of the
pandemic on supply chains and the labor force.

But you also know that many Board members simply
hear what they want to hear, mainly that you told them
the contractor thinks that they can get the repairs done
before the snow falls at the price originally quoted.
You suspect they didn’t take notice at your warning



that pricing was impossible to lock in given the current
economic realities. It’s now late August, the holiday
decorations are going up in the stores next month,

and nobody is getting up on the roof anytime soon.
You reach for the Tums, wonder why you got into

this business, and decide to call your contractor for an
update. Your contractor gives you good and bad news.
The good news is they think they can get the roof
buttoned up and secure by late September, but the bad
news is the original price quoted may be 15% higher.

How did we get here? The reasons are many according
to Facilitiesnet. First and foremost, supply and demand
has dictated price increases. As the pandemic has waned,
projects have increased as normalcy returns to the econ-
omy. A backlog of suspended projects loosens up.

A second reason prices have increased is that the con-
struction industry is highly labor dependent. Have you
seen the help wanted signs on retail windows? Many
workers are on the sidelines collecting unemployment.
Plus the construction industry had a problem finding
skilled workers even before the pandemic. Not enough
young men and women are going into the trades.

A third reason costs have gone up is that commodity
prices have soared. Oil prices have shot up as demand
has risen, and oil unfriendly environmental restrictions
have increased with the new Administration. This im-
pacts oil related products, such as asphalt shingles and
other byproducts. Steel has skyrocketed. According to
a July article in Fortune Magazine, steel prices are up a
staggering 215% and it is predicted that it will take un-
til mid-2022 for them to ease. Once auto dealers solve
their computer chip issues, they will ramp up produc-
tion. China continues to drive demand and currently
the United States steel industry is basically a duopoly.
Plus, let’s face it. A limited number of companies are
manufacturing commodity related products and are
taking excess profits. Fortunately, lumber prices are

RESTORATION
FIRE » WATER » STORM

RESTORATION EXPERTS

763.544.8761 + FireRepair.com

going down but at what point will they level off?

If that wasn’t enough, remember that ship stuck in

the Suez Canal? We’re still recovering from that back-
log too. It’s safe to say it has been a perfect storm of
calamity and the lingering effects of it are still affecting
the world economy and specifically your project. The
lessons are clear for the property management indus-
try and for building owners everywhere. Here’s some
guidance to navigating the stormy waters that lie ahead:

More than ever, proactive maintenance makes sense.
The “pay me now or pay me later” admonition still
rings true. Routine maintenance now can help you
avoid major projects later.

Recommend that the association maintain prudent
reserves for unexpected projects. Anticipate major
and even minor capital improvements. It’s often a
hard sell with some association Boards, but it makes
life a whole lot easier when unexpected things hap-
pen. While no one predicted the wide-ranging effects
of the pandemic, you can anticipate cost increases in
construction related industries and plan for them.

You know this advice well, but it bears repeating. Select
your contractors very carefully and make sure the con-
tract you sign locks in pricing and timetables for com-
pletion. Some contractors will overpromise and under-
deliver. Others will hit you with surprise increases.

When doing major projects, overcommunicate with
your association Boards and don’t be afraid to share
details and information they won’t like. Bad news
early is better than bad news late in the game.

Keep the Tums handy and maybe something even
stronger for after those late night Board meetings.

Larry Borgen is Sales Manager with Lindstrom Restoration.

FALL 2021 1



A\  MINNESOTAA/NG

M\ RESTORATION CONTRACTORS INC.

—1.'- = ,-!!n‘_

952 479 71 31

Residential and Commercial Contractor serving

the greater Twin Cities Metro

Inspections

<% Your Trusted Partner

community
sociATI Minnesota Restoration Contractors
MN Lic #BC685264




CAIl Annual Conference Highlights

he CAI 2021 Conference & Exposition was

held August 18-21 in Las Vegas, NV, with

more than 1,700 people in attendance — the
second largest event CAI has ever hosted. Tam
proud to report that the Minnesota Chapter had a re-
cord number of attendees at this year’s event as well.

CAI-MN was the recipient of two awards for 2020:
COVID-19 Strategic Plan (Chapter Management &

Development category) and Leadership Succession
Plan (Leadership category).

Michael Klemm of Hellmuth & Johnson also received
the 2020 Award of Excellence in Government and
Public Affairs and I was honored to receive the 2020
CED Rising Star Award.

Congratulations to Jessica Hamilton of FirstService
Residential and Jim Rosvold of RowCal, who were
also recognized for earning their PCAM credentials.

It was very exciting for the Minnesota Chapter to

be recognized nationally — just as we surpassed the
700 mark in terms of membership. To celebrate

the Chapter’s achievements, the Board of Directors
hosted a dinner for all CAI-MN attendees. This was
a first for the Chapter and it was a really fun evening
— I even got to put a few names with faces.

While the awards ceremony was great, of greater
importance to me was the time I spent networking
with peers from across the country. I was also able
to spend some one-on-one time with our President
(Josh Reams) and President-Elect (Tony Smith)
which was also very beneficial.

I returned to Minnesota with a number of new ideas
for our Chapter in terms of new programs and fresh

ways of doing things and am excited to get to work!

Tim Broms is the Chapter Executive Director of CAI-MN.
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WINDOWS
ROOFING
SIDING
GUTTERS
DECKS

AND MORE.

Allstar Construction Maintenance is a
state-licensed contractor specializing
in exterior services. We have extensive
experience providing maintenance
services to community associations.

Not only can our trained, expert
technicians survey your
neighborhoods & create a
state-compliant
comprehensive preventative
\ maintenance plan, we can
execute it too!

ALLSTAR

CONSTRUCTION
MAINTENANCE

Minnesota’s Most Trusted Property Maintenance Contractor
for Multi-family Complexes and Homeowner Associations.

952.942.7454 | www.allstartoday.com
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THE LEGAL TEAM YOU CAN TRUST

For over 30 years, our attorneys have been providing the following services:

ADVISING BOARD OF DIRECTORS FHA CERTIFICATIONS

DRAFTING AND AMENDING GOVERNING VENDOR CONTRACTS AND NEGOTIATIONS
DOCUMENTS HOMEOWNER DISPUTE RESOLUTION
COLLECTIONS LITIGATION

RECORDING AND FORECLOSING LIENS MAINTENANCE ISSUES/DISPUTES

GREENSTEIN (612) 259-7573 825 NICOLLET MALL
SELLERS MATT@GREENSTEINSELLERS.COM SUITE 1648
ATTORNEYS AT LAW GREENSTEINSELLERS.COM MINNEAPOLIS, MN 55402

| ALL WAYS DRAINS

L ;* Plumbing, Drain Cleaning & Pumping

= e .
We specialize in serving homeowner

Call Us Today For a Free Estimate: (952) 496-2651 associations & multi-family properties.
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If a Communication Smells Phishy,
Proceed with Caution

“It is better to be lucky. But | would rather be exact.
Then when luck comes you are ready.”

-Earnest Hemingway, The Old Man and the Sea

BY MATT DREWES

he impact of the electronic age is that the

world is getting smaller, not bigger. That

means the information needed to attempt to
swindle a potential target is also getting more accessi-

ble for those looking to make a quick buck. And the
tricks are getting more sophisticated all the time.

Recently I received a request from a client I was
working for on a case in another state. Since I'm not
licensed to practice in this other state, the client had
retained a local firm to request permission for me

to appear in federal court there. In that particular
arrangement, the out-of-state firm was billing our
client directly. A few months into the case, however,
the client received an email from the partner of the
other firm who handled the billing (not the lawyer
who was primarily handling the case). The billing
attorney explained that due to “a routine IRS audit of
the firm’s participation in the PPP loan program,” his
firm’s incoming fee payments should be tracked and
reported. Therefore, the client should not send future
billing payments to the firm but should instead “wire
future payments to our CPA” using instructions pro-
vided in the email. The email had the usual signature
block and firm information in it, and there was even a
current billing invoice attached that showed the other
firm’s logo and contact information complete with
attorney billing entries.

The request seemed unusual but appeared legitimate
and everything within the email and the attachment
themselves looked consistent with past emails from that
firm. The client asked me to look into it and to straight-
en out this payment request with the other law firm.
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It turns out this email, the story about the audit, and
the wiring instructions, were all a scam. If our client
had wired the funds for the very legitimate looking
billing statement to the other firm’s “accountant,” the
scammers would have made off with thousands and
thousands of dollars. Fortunately, something about
the inconvenience of the instruction to wire funds to
the accountant caused the client to contact our office
to get to the bottom of our local counsel’s request. I
saw the email contained a slight deviation from the
typical email address of the other firm’s billing part-
ner and when I brought the matter to his attention he
confirmed the message was a scam.

This wasn’t some foreign prince saying that his coun-
try’s laws required him to identify a beneficiary of a
large inheritance that he would split with the client if
they would just give him their bank account informa-
tion. This was a cleverly crafted scam that involved
learning the person who typically sent the billing
statements from the law firm, the people who typi-
cally received the billing statements at the client, and
mimicking the wording, tone, and presentation of the
out-of-state firm’s billing communications. It remains
unclear where the scammers were able to obtain

the necessary information to attempt this scam, but
neither of the parties involved seemed like an obvious
security risk for something like this. And it’s only
fair to point out that a similar scam succeeded just

a few years ago on a massive scale, when scammers
“spoofed” (or mimicked) the email of the CEO of a
pharmaceutical manufacturer and distribution com-
pany and appeared to give confidential instruction to
a particular member of their accounting department.
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This employee was specifically designated with au-
thority to provide wiring instructions to the compa-
ny’s bank. According to court filings, the imposter
CEO told the employee to instruct the bank to issue
multiple wire transfers totaling more than $50 mil-
lion, the employee gave those instructions, and the
bank complied. By the time the scam was detected,
the bank and company were able to recover just
over $12 million, but the company still lost almost
$40 million. Naturally, litigation ensued between the
pharmaceutical company and the bank, but behind it
all was a wrongdoer who netted millions.

A more common and less severe scam that has been
attempted on a few occasions is the boss (or Board
member) who reaches out unexpectedly to ask if you
can help out with an upcoming event by purchasing
some gift cards; this is a scam and you can immedi-
ately protect against it by using a separate email or
phone call to that person to see whether they truly
need gift cards for some unexplained reason.

The lesson here is that employees of companies, and
board members and property managers for commu-
nity associations, should be wary of any message that

Talk to us about your community
association needs. We can help.

Popular Association Banking
exclusively serves the community
association industry. We offer:’

* Financing for building repairs
and capital improvements.

» Competitive fixed rates with
terms up to 15 years.

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

Contact our Regional
Relationship Manager today!
Martin I. Klauber, VP

Cell: 847.322.3149

Toll free: 800.233.7164
MKlauber@popular.com

.ﬁ".
NATIONAL CORPORATE "‘/‘\"
Y MEMBER OF
oy POPULAR. -
WY AsSOCIATION BANKING  SOIIIUNILY

www.popularassociationbanking.com

: 1. Subject to credit approval. 2. ICS® and CDARS®

are registered service marks of IntraFi Network, LLC.
itenoer  © 2021 Popular Bank. Member FDIC.

appears out of the ordinary. If you’re uncertain about
a transaction you’ve been asked to approve or com-
plete, even if it appears to be from someone you think
you can trust, take steps to verify the authenticity of
the request. In the case of our client, we caught the
slight discrepancy in the email from our local counsel.
In the case of the pharmaceutical company, the reali-
zation came too late with drastic consequences.

Watch for the signs of the phisher’s net and you
won’t have to be lucky; you will be ready.

Matt Drewes is a Partner with the DeWitt Law Fiym.

Please Note: This article is intended to provide gener-
al information only. You should not rely upon it for
legal advice, as proper advice depends upon various
facts and circumstances unique to each matter. No
attorney-client relationship is formed without a
signed letter or agreement by which the client and the
firm agree to the terms of the representation.
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WHAT’S YOUR HOA'S
'STORM RESPONSE?

"We had 9 windows replaced due to storm damage, PCS’s installation crew was the best contractor
we've ever had in our home. They were extremely careful, always started on time and cleaned up every
day after installation. The finish carpentry is excellent with some credit to the supplier who provided
high quality pre-stained trim. Bonus - they went above and beyond and even fixed some of our blinds
that were not functioning correctly. | would definitely use PCS again.”

- Homeowner | Townhome Association
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A TALK SHOW DEALING WITH THE NEWS AND EVENTS THAT AFFECT YOU OF: E
WHETHER YOU RENT OR OWN, LIVE IN AN HOA, SINGLE FAMILY HOME OR I I
APARTMENT BUILDING. WE DEAL WITH THE ISSUES “WHERE YOU LIVE”. iRy
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EXpertS For Certified Public Accovntonts and Conswltoals

GET THE
SETTLEMENT
YOU DESERVE

All of Your

Association
Audit, 952-345-1540 952-345-1541

Review and

Tax Needs

SCOTT CALLAHAN, C.P.A. BRENDA NAASZ
scott@caseymenden.com brenda@caseymenden.com

Public insurance
adjusters for
home owner,

commercial, and

7800 West 78 Street, Suite 450 — Edina, Minnesota 55439-2586

association claims.

88 GAVNAT

and ASSOCIATES Bruce Gates
President
Bus: 763.550.0043
GAVNAT & ASSOCIATES, Public Insurance Adjusters I
7405 Washington Ave S | Edina, MN 55439 bruce@gatesgeneralcontractors.com
763.251.8992 | Gavnat.com Restore | Create | Renovate
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banking solutions Is our business,
SO you can focus on growing yours.

Specializing in:
No-Fee Checking Accounts
Online Banking
Loans & Credit Solutions'
ConnectLive™ Software Integrations
No-Fee Lockbox Services?

ACH & Online Payment Services

Meet Your Community Association Banking Experts:
o Diane White, CMCA

Vice President

(312) 823-2181
dwhitel@allianceassociationbank.com

Joanne Haluska, CMCA, AMS

Senior Managing Director

(216) 314-9100
jhaluska@allianceassociationbank.com

WX Top 10 - Forbes Best Banks | allianceassociationbank.com
All offers of credit are subject to credit approval. ?Fee-free lockbox requires a checking account with Alliance Association Bank. WAL
Alliance Association Bank, a division of Western Alliance Bank, Member FDIC. Western Alliance ranks top ten on Forbes' Best Banks in America list, five years in a row, 2016-2020. vers |NYSE
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DISASTERS DESERVE CLEAN RESPONSE

CLEANRESPONSE .

FLOOD AND FIRE RESTORATION

www.cleanresponse.com .
BC216404 | (651) 646-3408

Water Damage
Fire Damage
Storm Damage
Mold Remediation
Reconstruction

Temporary Heating

RESIDENTIAL AND COMMERCIAL
RESTORATION SERVICES

Thermal Imaging

Equipment Rental

Sewage and Trauma Scene Clean-ups
Insurance Claim Coordination

Commercial and residential roofing
and siding

20 MINNESOTA COMMUNITY LIVING



2021 Golf Tournament Recap

he Minnesota Chapter’s 15th annual Golf
Tournament was a huge success. More than

140 golfers enjoyed picture perfect weather
while hitting the links.

A major milestone was achieved at this year’s tour-
nament courtesy of Mike Laukka (FirstService), who
hit a hole in one. Congratulations, Mike!!

[Left to Right: Mike Laukka, Kevin Culligan, Taylor Hallman, and Justin Pisarc

See pages 22-23 for more pictures showcasing the day.

Congratulations also goes to the following foursomes
for winning the tournament:

1st Place: Mike Laukka, Kevin Culligan, Taylor Hall-
man, Justin Pisarcik | FirstService Residential

2nd Place: John Geis, Dan Geis, Derrick Theisen,
Brandon Collins | Minnesota Exteriors

Special thanks to the Golf Committee for their con-
tributions toward another fine event:

Lacee Enfield

Tom Engblom

John Geis

Chris Gosse

Dan Martineau

Rachelle Martini

Mac McDonell

Kyle Miller

Greg Nelson (Chair)

Tony Smith (Board Liaison)

Be sure to mark you calendar for the 2022 Golf Tour-
nament tentatively scheduled for August 15th!

Tim Broms is the Chapter Executive Director of CAI-MN.

THANK YOU TO OUR GOLF SPONSORS:

ACS Asphalt Concrete Solutions
Advantage Construction

All Around

All Ways Drains

Allied Blacktop Company
Associa Minnesota

Aurora Asphalt & Concrete
Bartlett Tree Experts

Capital Construction

Carlson & Associates, Ltd.
Cedar Management

CINC Systems

CIT

Classic Construction

Clean Response

DaVinci Roofscapes

DeWitt Law Firm

FirstService Residential

Gavnat and Associates

Go Get FRED, LLC

Greenstein Sellers PLLC
Hellmuth & Johnson

Hoffman Weber Construction
March & McMillin CPAs
Minnesota Exteriors

MN Restoration Contractors Inc.
New Concepts Management Group
NMC Exteriors & Remodeling
Parkway Custom Construction
Paul Davis Restoration

PCS Residential

Premier Roofing Company
RCL Engineering Group

Roell Painting Company
SavATree

Sela Roofing & Remodeling
SERVPRO of Minnetonka
Smith Jadin Johnson, PLLC
TruSeal America, LLC
Weathersafe Restoration, Inc./Falcon Drone Co.
Wintrust Community Advantage
YardWorx Outdoor Services
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www.gogetfred.com

YOUR POOL COMPANY ;q,__«
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“The Quality Services You Require. The Affordable

Pfis You Desire,”

(612) 282 2410
slange@gogetfred.com

Contact us for more information
Today!
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