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Are You A Wingman on Our Team?

A wingman is often referred to as: 
assistant, deputy, number two, vice, 

right-hand man/woman, or teammate. 
The traditional military definition of 
a “wingman” refers to the pattern in 
which fighter jets fly. There is always a 
lead aircraft and another which flies off 
the right wing of, and behind, the lead. 
This second pilot is called the “wingman” 
because he or she primarily protects the 
lead by “watching his back.”  Everyone 
probably knows of John Glenn, Marine 
Corp veteran and first American to orbit 

Earth. He was also a fighter pilot during the Korean War, but 
few people know that his wingman was Hall of Fame baseball 
player Ted Williams. Obviously, they were a great team.

Great teams are developed by leaders who have emotional 
intelligence and give their team a clear picture of the team 
goal. A leader who can’t work with a team will in all likelihood 
fail! It can be hard to get a group of individuals to work 
together smoothly. The responsibility is not all on the leader, 
as those who make up the team must also want to be team 
players/members. A good team member provides skills and 
knowledge that move the team forward. Being a master of 

one or a jack-of-all-trades in today’s world does not bring 
about success if you are unable to work as part of a team. The 
importance of teamwork cannot be stressed enough!

Teamwork promotes harmony in the workplace and 
that environment promotes an atmosphere that fosters 
friendship and loyalty. Good teams working together, 
compared to one person working alone, provide efficient 
work and complete tasks faster due to many minds working 
on the same goals and objectives. Working as a team enables 
us to learn from one another’s mistakes and learn new 
concepts from more experienced members.

Also, fresh ideas from new team members create more 
effective approaches and solutions to help accomplish the 
tasks at hand.

Our CAI team of homeowners, managers, and business 
partners led by our energetic committees, staff, and BOD 
encompass all the traits of good teamwork mentioned 
above. The CAI Nevada Chapter has the ability and the 
momentum to accomplish any needed task. The talent 
within our chapter is without limit because we are a team! 
Your support and commitment to our team concept make 
all of you great “wingmen.” As Iceman said to Maverick in 
the movie Top Gun, “You can be my wingman anytime.”

Full Throttle Ahead!

Chuck Niggemeyer, DCAL

Chuck 
Niggemeyer, 
DCAL, NV 
Chapter BOD 
President, 
Sage Hills BOD 
President, 
CICCH 
Commissioner

President’s Message

Fill

What’s in a Name?
By Vicki Niggemeyer, DCAL

The name Community Interests says 
a lot!  Pause for just a second and 

look at the cover of the magazine.  (But 
please come right back!)  Our nameplate 
is prominently printed at the top of the 
front page.  According to Looking Good in 
Print (Fourth Edition) by Roger C. Parker, 
the nameplate of a publication “is the 
most noticeable feature of a newsletter 
[in our case magazine] and is essential for 
promoting identification and continuity.”  

For anyone picking up our magazine, it is quickly evident that 
we promote community wellbeing.  

In 2017, April Parsons, CAI Nevada Chapter BOD President, 
chose “Unity in Community” as her theme.  At that time, 
the magazine made a modification to our nameplate 
that enhanced the “unity” portion of our name.  We have 
deliberately continued using the updated nameplate as it 
truly illustrates our organization’s focus on unity within 
our community.  No one individual makes a community; 
no one individual can render the skills and time to build a 
community.  It takes a team.  Everyone needs a wingman!

Greg and Donna Toussaint point us in the right direction with 
the lead article “Keys to Building Community, Open the Door to 
Yours.”  Two other articles augment their premise with ideas 
for working together as volunteers and establishing good 
communications: “You Want to Be a Volunteer?  Why? What Do 
You Get Out of It?” by Dr. Robert Rothwell and “Communication 
Stumbling Blocks” by Andrew Ringer.

One other teamwork article that is relevant to our 
communities comes from LAC.  Sharon Bolinger sheds light 
on how LAC and Grassroots work together on behalf of all 
communities throughout our state: “LAC Teamwork – Best 
Wingman Ever!”

Everyone needs a wingman!  Individual HOAs along with 
CAI Nevada Chapter and its committees require teamwork 
to operate and function effectively.  My wingman on the 
magazine committee is Rich Salvatore.  Thank you, Rich!

Are you a wingman?  Do you have a wingman?  Help with the 
heavy lifting in your own community and/or committee.  

Vicki Niggemeyer, DCAL

Vicki 
Niggemeyer, 
DCAL, 
Community 
Interests 
Magazine 
Committee 
Chair

Editorial Exclamations

Unforgettable Coatings, Inc. 

Have your community 
association board members 
changed since last year?

Update today:
ONLINE at www.caionline.org
EMAIL addresschanges@caionline.org
MAIL to CAI, P.O. Box 34793,  

Alexandria, VA  22334-0793

Be sure to update
your board’s member names, titles (President, Vice 
President, Treasurer, Secretary, and Board Member), and 
contact information to ensure your board members receive 
all the latest CAI member benefits!
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Unforgettable Coatings, Inc. 

Specializing in: 
• Exterior Full Community Repaints
• Common Area: Walls, Wrought Iron, Red   Curbs and Pool Decking
• Elastomeric and Waterproofing Applications

Painting is what we do.
Providing unforgettable 

experiences is who we are.

Call Mike (702) 630-7070
  or Sean (702)686-4232

unforgettablecoatings.com

5www.cai-nevada.org      •      Community Interests      •      May 2019



Keys to Building Community,
Open the Door to Yours
By Greg Toussaint, DCAL, and Donna Toussaint, Advanced DCAL

Merriam-Webster has 12 different definitions of that mysterious word Community, but don’t worry… we’ll spare you 11 of 
them.  Here’s the one that best applies to our CAI Nevada community, “A unified body of people with common interests, 

possibly living in a particular area.”  

This definition could be used in reference to CAI Nevada, 
to the over 3,000 Common Interest Communities (CIC) 
throughout our state, or to any organization with which we 
might be affiliated.

Yeah, but that word “united” makes all the difference.  The 
derivative “unity” comprises the largest part of the word 
community.  Based on this definition, we don’t truly have a 
“community” unless it unites us as people.  

What is it that unites the CAI NV community, or the many 
CIC communities throughout Nevada?  This is a question we 
all should ask ourselves as we assess our commitment to, 
and role in, our various affiliations.

Our purpose in writing this article is to examine why a 
sense-of-community is so important to a community’s 
success and how we can promote a sense-of-community in 
organizations such as CAI or a CIC.  
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So, let’s get started… 

Why a sense of community?  You may have heard a CIC board 
member complain about the lack of participation from 
their residents.  “We have meetings, and no one ever shows 
up.  They just don’t care!  Why should we bother spending 
money on social events?  That’s not our job.  If it’s so 
important to those lazy homeowners, they can throw their 
own #&@% parties and invite their neighbors.  Why should 
we have to pay for it?”  

With that kind of thinking, it’s no wonder the residents in 
this community don’t feel a connection.

Why is it that social activities are so important in a 
CIC?  Because they offer people an opportunity to make 
connections, to meet people and make friends, and to 
become part of their community rather than just a 
resident.  Most importantly, it turns out that is what 
people want most from their community.  Don’t believe it?  
Keep reading.

Not Fake News! “The Soul of the Community,” a study conducted 
jointly by Gallop and the Knight Foundation, provides real 
proof of what really connects people to their communities.  
Over a five-year period, they interviewed 43,000 people 
from 26 communities across the country to determine what 
factors most strongly affected their attachment to their 
community.  The results were truly surprising … social 
offerings topped the list in all 26 communities.  Search the 
web for “The Soul of the Community” to learn more.

The complaining board member mentioned above was just 
wrong!  You can either have a bunch of houses where some 
people live, or you can have a community where people 
love where they live.  Given the choice, and truly it is our 
choice, most people would choose the latter.

Yeah, sounds good, but how do we become a real community?

Give these ideas a try:  Here’s a list of things that will help us 
build a sense-of-community where we live:

• Communicate:  This is such an underrated factor; 
communication, or the lack of it, will truly affect 
how people feel about their community.  People 
really do want to know what’s going on in their 
community.  Whether it’s good news or bad news, 
it’s still news.  If you don’t tell the residents the bad 
news, you will lose their trust; and trust me, others 
WILL spread the bad news.  Be open, tell residents 
what the association is doing to correct a problem 
and explain why it happened.  

 Invite people to join in all community activities and 
discussions of the issues facing your community.  
Whether it’s something that happened, something you 

don’t want to happen, or something that is scheduled 
to happen - communicate it to your residents.

• Ways to Communicate:  The most common form of 
communication in most CICs is a monthly newsletter.  
They’re inexpensive and easy to put together.  Signs 
are also a great way to remind residents of meetings 
and other community events.  Your signs can be 
displayed in common areas, on access gates, and 
on clubhouse bulletin boards.  Emails are a fast 
and extremely efficient way to communicate with 
residents.  Encourage residents to register their email 
address with your association so they can be kept up 
to date on the latest news.  Some CICs even provide 
news and alerts by an automated phone call.

• Ways to involve residents:  The options are endless but 
here are some good ones. Different residents have 
different interests, so form special interest groups/
clubs.  Invite residents to join the Morning Walkers 
Group, the Bridge Club, the Social Committee, the Travel Group, 
the See the Local Sights Group, the Common Area Inspection 
Team or pick your own activity.  Let your imagination 
run wild.  Even if some ideas don’t receive a warm 
reception give people some time to respond, and if 
they don’t, try something new.  Special interest groups 
are a great way for neighbors to meet neighbors and 
make friends because of the interests they share.  

• Promote social opportunities:  Actively promote all 
community activities that create social involvement.  
Don’t just tell ‘em what-where-and-when; tell ‘em 
how great/fun/exciting it’s going to be and why they 
don’t want to miss out!  And don’t just tell ‘em once.  
Repetition is key to people’s awareness; otherwise, we 
wouldn’t see all those ads, commercials, and pop-ups 
(over and over).  Advertisement obviously works, but 
only with repetition; so be sure to communicate your 
message as often as you can.  

• Teamwork builds community:  Board members have a 
lot to do and inviting residents to volunteer can be a 
great way to offload some of their work.  

 In his excellent book entitled Love Where You Live, Peter 
Kageyama coins the term “co-creators” to describe 
those who offer their time and often their unique 
skills to make their communities better places to live.  
We recommend it highly to those who want to love 
where they live.

 Appoint committees to review and make 
recommendations to the board on matters that 
don’t require active involvement of the BOD.  Some 
CICs have a financial review committee or budget 
committee.  Committees can investigate and make 
recommendations to the board on things like 
landscape improvements, street repairs, paint 

Feature Article
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communication, or the lack of it, will truly affect 
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don’t want to happen, or something that is scheduled 
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They’re inexpensive and easy to put together.  Signs 
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residents.  Encourage residents to register their email 
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the See the Local Sights Group, the Common Area Inspection 
Team or pick your own activity.  Let your imagination 
run wild.  Even if some ideas don’t receive a warm 
reception give people some time to respond, and if 
they don’t, try something new.  Special interest groups 
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make friends because of the interests they share.  
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Don’t just tell ‘em what-where-and-when; tell ‘em 
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palettes, social activities, etc.  Don’t waste that 
person-power!

 Volunteering also gets homeowners involved in the 
operation of the community and may groom them to 
become future board members.  

 When homeowners work together for a common 
purpose, they not only build new friendships, they 
build their pride and increase their attachment to 
the community.  

 John Heywood from way back in the 15th century 
wrote, “Many hands make light work”; it seems so 
simple but it’s still true today.  Don’t be a one-woman/
one-man band.  Build a team, and while spreading the 
load build a sense of community where you live.

• Why do people volunteer?  Well, there are all kinds 
of people, so the reasons are endless.  For some, 
maybe it’s a calling, others might just want to be 
involved with others and meet new people.  Industry 
professionals may want to boost their business profile 
with residents to interest them in new products or 
services.  Retired individuals may be looking for 
an opportunity to contribute to the community; 
something to lend purpose to their spare time.   But 
everyone benefits in their own way.  

• You really like me!  Regardless of how selfless a 
volunteer may appear, they always appreciate 
recognition for their contributions.  They want to 
feel that what they did is valued and appreciated.  
Newsletter articles should recognize those who 
helped make a project or event possible, even 
if only in small ways.  And including a photo of 
the “team” with all their names listed makes it 
10-times better.  Failing to acknowledge and show 
appreciation for their contributions is a sure way to 
discourage volunteers.  Annual meetings are a great 
opportunity to honor them… certificates, plaques, 

and awards are great motivators, so to talk up 
recognition in your newsletter.  

• They just want to push me around!  The same joint 
study shows how important it is for residents to 
feel appreciated and respected.  When dealing with 
residents, even in stressful situations, our advice 
is… ALWAYS BE REASONABLE! ALWAYS! Treat them with 
courtesy and respect.  Show them you’re trying to 
solve problems, not to just punish them.  Listen to and 
truly consider their ideas.

• How do you like me now?  It’s so much easier to keep 
newer communities looking great than it is with older 
communities - because old stuff breaks more and 
needs more repairs.  

• But is it pretty?  Going back that Soul of the 
Community study, the second top-ranked category 
affecting people’s attachment to their community 
was aesthetics.  Residents want to live in a beautiful 
looking community, one they’re proud to live in.  They 
want to brag about their community and show it off 
to visitors.  While lifestyle is important, pride is the 
critical factor for many.  

 Think about the first impression your community 
makes on prospective home buyers driving through.  
Older, less attractive communities fetch lower 
prices on the market.  And that’s really expensive … 
to the homeowners.

 Regardless of age, with proper maintenance and 
repair, any community can look even better than 
it did when the homes were originally purchased.  
Letting the community decay little-by-little isn’t fair 
to owners who bought their homes when everything 
looked brand new.  The association owes them the 
community they bought into… but maybe with bigger 
trees.  The board actually has a duty to its members 
to maintain and hopefully increase the value of the 
community’s assets.

No community of any kind is without its problems and 
disagreements, but how we deal with those difficulties 
makes all the difference.  True success is only achieved 
when people are held 
together by a genuine 
sense-of-community.  
We hope that some of 
the ideas in this article 
will help you build a 
stronger-sense-of-
community where you 
live and work. 

Donna 
Toussaint, 
Advanced 
DCAL, LAC 
member, 
Events 
Committee, 
Past President 
CAI NV

Greg Toussaint, 
DCAL, 
Education 
Committee
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Landscaping Request for Proposal,
Don’t Mix the Apples and Oranges!
By Eddie Rodriguez

Scope of work is a clearly defi ned list of specifi c project goals, guidelines, tasks, costs, and deadlines for the 
performing party to achieve the end-product they are looking for.

When	a	scope	of	work	is	not	clearly	defi	ned,	you	typically	
will receive a mixed basket of proposals with things that 
were never asked for leaving the board members to 
make decisions on proposals that are clearly not “apples 
for apples.” Below are actual scopes with no information 
attached	and	that	are	not	clearly	defi	ned.

Typical vague, incomplete scope of work from 
property managers:

• Trim all trees on the property;
• Clear all trees from the buildings;
• Need a bid to remove trees and trim;
�•	 Trim	palms.

Tips for Scope Writing
1. Break it up - don’t scope in what you don’t know, the 

contractor won’t know either.

2. Keep it simple - make it easy to understand.

3. Make assumptions	-	act	like	this	is	their	fi	rst	time	
proposing, even if they already know.

4. Put it into context - explain what you’re doing.

5. Be specifi c - set clear boundaries and guidelines with 
specifi	c	marks	that	you	want	them	to	hit,	for	example;	
how many feet of clearance from the building, grind 
12 inches below the surface, trim 20 percent of all the 
foliage, etc.

6. List the standards - the contractor should know 
the standards of their bidding such as “ANSI A300 
Pruning standards” and that it will be enforced.

7. Qualify your vendor - ask for copies of their 
insurance,	certifi	cations,	and	safety	program	to	
be supplied with their proposals. Without these 
documents, the HOA is ultimately accepting 
all the risk.

Make sure that you’re getting apples to apples bids. This will 
allow for less confusion, smoother project completion, and 
the	fi	nal	product	being	what	the	customer	signed	on	for.	

Eddie Rodriguez, First Choice Tree Service
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looking community, one they’re proud to live in.  They 
want to brag about their community and show it off 
to visitors.  While lifestyle is important, pride is the 
critical factor for many.  

 Think about the first impression your community 
makes on prospective home buyers driving through.  
Older, less attractive communities fetch lower 
prices on the market.  And that’s really expensive … 
to the homeowners.

 Regardless of age, with proper maintenance and 
repair, any community can look even better than 
it did when the homes were originally purchased.  
Letting the community decay little-by-little isn’t fair 
to owners who bought their homes when everything 
looked brand new.  The association owes them the 
community they bought into… but maybe with bigger 
trees.  The board actually has a duty to its members 
to maintain and hopefully increase the value of the 
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disagreements, but how we deal with those difficulties 
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Unknown Financial Resources 
for Your HOA

By Catharine Lindsay

The signs at the entrance to the complex met county requirements, but with multiple streets converging at one 
entrance there was constant confusion over which way to turn.  Even the best GPS couldn’t be counted on to 

tell you which left lane was the right left lane to take!  This wasn’t just about the pizza delivery driver, or dinner guests 
showing up at the wrong house, it was about the ambulance taking one wrong turn and possibly arriving minutes too late.

As with most communities, budgets were tightly managed.  
Discussions about replacing street signs when common 
elements needed attention were usually short and end 
with a unanimous but unhappy ‘no.’  Or, that was the 
situation until homeowners discovered a neighborhood 
grant	program	off	ered	by	the	city.

It	is	offi		cially	called	The	Neighborhood	Partners	Fund	and	
is designed to assist with neighborhood improvement 
projects.  The program grants up to $5,000.  Those funds 
must be matched by the neighborhood with a combination 
of cash, donated supplies, professional services, and 
volunteer labor.

City and county grant programs are available across 
the country and can help with a variety of needs from 
increased signage to security lights at a community gate.  

The application process usually consists of preparing an 
outline	and	budget	and	giving	a	presentation	on	the	eff	ect	
the project will have on the community.  It’s also important 
to note that since most grant programs are designed to 
be community builders, there usually is a requirement 
to report the number of volunteer hours contributed by 
neighbors over the life of the grant.

In this case, the homeowners showed how important it 
was to clear up the front entry misdirection and eventually 
were given enough funds to purchase and install new 
street signs and posts.   The neighborhood impact was 
immediate as para-transit drivers reported it was easier to 
fi	nd	their	clients		address	and,	of	course,	pizza	deliveries	
started showing up on time.

Nevada	municipalities	that	off	er	this	kind	of	funding	include

www.lasvegasnevada.gov/Residents/Grants

• Youth Neighborhood Association 
Partnership Program

• Neighborhood Partners Fund

• Lead-Based Paint Program

www.clarkcountynv.gov/administrative-services/town-
liaison/Pages/NeighborhoodGrants.aspx

• Neighborhood Grants

It’s worth checking with your city council representative 
to	 fi	nd	 out	 if	 some	 form	 of	 support	 is	 available.	 	 Instead	
of	 a	 grant	 maybe	 it’s	 a	 graffi		ti	 clean-up	 hotline	 or	 senior	
outreach series that could be used by residents in your 
neighborhood.

One	 simple	 call	 is	 all	 it	 takes	 to	 fi	nd	 out	 about	 unique	
resources waiting to be shared with your community. 

Catharine Lindsay, Director of Operations 
for Investor HOA services

Park Pro Playgrounds
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Q: Hello Harry, There is a rumor going around our 
community about a homeowner who is renting his 
home and wants to turn it into an Airbnb.  A lot of other 
homeowners, and I, don’t want to see this happen in our 
community. We live in southern Nevada and have heard 
a lot about this on the news. I am not on the board.  How 
can we stop this from happening? — Signed, Not In My 
Backyard

A: Hi	 NIMBY,	 the	 fi	rst	 thing	 is,	 have	 you	 told	 your	 board	
about the rumor? If the board is made aware of it ahead of 
time, they can prepare. Next, and very important, the board 
really should not act on rumors. Rumors are like the old 
telephone game. You tell someone something and they 
tell others, and so on, and by the time it goes all around, 
the story is totally changed.

First and foremost, NRS 116.340 prohibits transient rentals 
(less than 30 days) except where governing documents 
do not prohibit it, and almost none allow it.  The other 
problem for short term rentals is with zoning and related 
restrictions.  For that you must check with your city/county 
for such restrictions.  My advice would be to contact your 
board and let them know what you have heard.  They must 
check their governing documents to see what is allowed 
in your community.  And lastly, but most importantly, the 
board must contact your legal representative.

Unfortunately, there is little you can do other than bring 
this to the attention of your board and make your opinion 
known.  I know you want to stop it before it happens, but 
rumors are rumors. I hope this helps!

Q: Hi Harry. I am a board member in our community of 
125 homes. At each meeting and in our monthly email 
newsletters we ask for volunteers for committees we 
want to set up. Granted, we only get fi ve or six people 
at the meetings. The one we want to start is an events 
committee. We think that it would good to have people 
get together for a little R & R. The problem is, we ask 
at each meeting for people to sign up, but we get no 
takers. How can we get this started? The board cannot 
do it alone! — Signed; Help Wanted

A: Hello Help, This is a problem many boards face. In many 
homes,	nowadays,	people	just	can’t	fi	nd	the	time,	with	work	
and family. There is no easy solution to get homeowners to 
volunteer for anything, especially in smaller communities. 
Larger communities, let’s say 500 or more homes, have a 
bigger pot to choose from.

Having good communication with your homeowners 
can be extremely helpful, and your monthly newsletter 
is a great start. The trick is to have them understand that 
being part of the community, and its success, comes from 
everyone being part of the team. Find people that would 
like to see some events for families to get together and 
have	some	fun.	Once	you	fi	nd	them,	try	approaching	them	
and talk to them one on one. This sometimes works well, 
but even though you might want to, do not use the guilt 
trip	on	them.	This	could	only	turn	them	off		even	more.

Don’t give up, keep plugging away! 

HHH

Disclaimer: Answers provided to questions about 
governing documents, NRS statutes, or any other legal 
matter are not in any way represented as legal advice.

Have questions? Need answers? Send your questions to me at info@cai-nevada.org.

Hilburn & Lein CPA’s
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CAI collects Pop Tabs for the Ronald McDonald House and BoxTops for Education!
Bring them to CAI for donation.
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year.  And the title of chair or vice-chair had additional 
points associated with them.

• Did you attend a manager’s breakfast in the north 
or monthly luncheons in the south?  If so, you could 
earn two points per each of these up to a maximum 
of six points.

• If you contributed to the Nevada CAI chapter 
magazine,	you	could	also	earn	points.		We	off	ered	
three points per submission up to a maximum of 15 
total points.

• For most of the nominations, there were the essays, 
divided into two parts: A, enhancing the lifestyle of 
the residents in your community, and B, the details 
of how you were involved in CAI activities.  The A 
category could earn you 25 points, B up to 15 points.

As you can see from the above list, the answer is 
involvement and commitment.

So, if you came away from the night feeling that you should 
have won and didn’t, you now know the reason.  The 
solution is to join a committee, write articles, attend social 
events along with luncheons, and participate on some 
level.  Perhaps next year you will have earned enough 
points to be that winner!  

Good Luck in 2019! 

Judith Hanson, Adv DCAL, CAI Board of 
Directors, Homeowners Leadership Council 
CAI, Aliante Master Assoc., Treasurer and 
the Fields at Aliante, President.

Seacoast Commerce Bank

2018 Gala Awards Celebration at
The Smith Center
By Judy Hanson, Advanced DCAL

Winners and losers?  No, there were NO losers at the recent Nevada Chapter Community Associations Institute 
(CAI) Gala.  Everyone who attended was a winner, whether they were nominated for an award or not.  They 

got to enjoy a festive evening honoring the “Best of the Best” in our chapter along with past CAI Nevada president, 
Adam Clarkson.

The event did not disappoint, except to a select few of 
those in attendance.  Who were those few?  Every year 
there are a few nominees who feel that it is always the 
same person who wins over and over. In some respects, 
this is true, but there is a reason.  The reason centers 
around involvement and commitment.  If all you do is 
attend some luncheons/quarterly breakfasts and an 
occasional class, you probably won’t ever be an award 
winner.  However, if you are truly committed to the goals 
and success of CAI and what it stands for, then you must 
commit to being on committees and doing more than 
showing up for the luncheon when the speaker is one you 
want to hear, or if you are attending for the one-hour CE 
educational credit that was introduced last year.

Two years ago, the Gala Awards Committee began revising 
how the categories were judged and assigned points 
to such things as attendance at luncheons and classes, 

participating in bowling, the golf tournament, or attending 
CA Day.  And, during 2018, the committee tweaked the 
point assignments to make them more uniform.  Below is 
a summary of those points. 

• Did your company receive this award last year?  If so, 
a deduction of 25 points results.

• For some categories that only require the writing of 
an essay, 100 points may be awarded.  In that case, 
you could receive only 75 points if your essay was a 
winner, but you lost the 25 points for receiving this 
award in the past.

• If you serve on a committee or committees or were 
a chair or vice-chair, you can earn up to 12 points for 
attending the meetings, but you needed to attend 
75 percent of the meetings during the course of the 

Amaya Roofing & Waterproofing, Inc.
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Judith Hanson, Adv DCAL, CAI Board of 
Directors, Homeowners Leadership Council 
CAI, Aliante Master Assoc., Treasurer and 
the Fields at Aliante, President.

Seacoast Commerce Bank

2018 Gala Awards Celebration at
The Smith Center
By Judy Hanson, Advanced DCAL

Winners and losers?  No, there were NO losers at the recent Nevada Chapter Community Associations Institute 
(CAI) Gala.  Everyone who attended was a winner, whether they were nominated for an award or not.  They 

got to enjoy a festive evening honoring the “Best of the Best” in our chapter along with past CAI Nevada president, 
Adam Clarkson.

The event did not disappoint, except to a select few of 
those in attendance.  Who were those few?  Every year 
there are a few nominees who feel that it is always the 
same person who wins over and over. In some respects, 
this is true, but there is a reason.  The reason centers 
around involvement and commitment.  If all you do is 
attend some luncheons/quarterly breakfasts and an 
occasional class, you probably won’t ever be an award 
winner.  However, if you are truly committed to the goals 
and success of CAI and what it stands for, then you must 
commit to being on committees and doing more than 
showing up for the luncheon when the speaker is one you 
want to hear, or if you are attending for the one-hour CE 
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participating in bowling, the golf tournament, or attending 
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• Did your company receive this award last year?  If so, 
a deduction of 25 points results.

• For some categories that only require the writing of 
an essay, 100 points may be awarded.  In that case, 
you could receive only 75 points if your essay was a 
winner, but you lost the 25 points for receiving this 
award in the past.

• If you serve on a committee or committees or were 
a chair or vice-chair, you can earn up to 12 points for 
attending the meetings, but you needed to attend 
75 percent of the meetings during the course of the 

Amaya Roofing & Waterproofing, Inc.

HOA 
Banking

Contact Us Today

   Depository Services

   Cash Management

    Remote Deposit Capture

   Lockbox Services

   ACH Organization

   HOA Financing

   Online Dues Program

HOA Banking Solutions:

www.sccombank.com59 Damonte Ranch Pkwy., Suite B165, Reno, NV 89521  

KEN CARTERON, Senior Vice President, HOA Banking Division 
PHONE  775-453-9131  |  TOLL FREE  888-472-4462  |  MOBILE  760-803-9541 
kcarteron@sccombank.com

Seacoast Commerce Bank offers a full range of comprehensive banking and financial services for 
Homeowner Associations and property management companies.

Seacoast Commerce Bank provides our Property Management and Homeowner Association 
clients the ability to maximize their use of bank services. We understand the unique Banking 
needs of our Property Management and Association clients, providing industry specific 
products and customer service that you have grown to expect and deserve.
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Gaining Altitude:
CMCA 
By Ryan Bossman, CMCA

The ESSENTIAL credential. Of all the designations in our industry the most common and yet the most 
essential is that of the Certified Manager of Community Associations (CMCA). The CMCA designation is the 

building block of our industry. It is the only international certification program designed exclusively for 
managers of homeowners associations, condominium associations, and cooperatives. A CMCA exemplifies the 
fundamental knowledge and understanding required to manage community associations. Through personal 
experience and continued education, this designation recognizes individuals as someone who is a committed 
professional and who homeowners, board members, as well as management companies can have confidence 
in employing to manage their associations.  

So what does it take? The CMCA 
designation is a three-step process.

The	 fi	rst	 step	 is	 to	 complete	 and/or	 provide	 one	 of	 the	
following options. Option 1, education: complete and 
pass one prerequisite course on community association 
management administered by the Community Association 
Managers	International	Certifi	cation	Board	(CAMICB).	The	
most common of which is the Community Associations 
Institute’s (CAI) M-100, the Essentials of Community 
Association Management. Consider it a crash course in 
all aspects of managing a homeowners association. From 
budgets and funding reserves to ethics and insurance 
programs. The M-100 is a comprehensive overview of 
all the things you will encounter in the management 
of community associations. Option 2, experience: 
demonstrate your experience in the industry by having at 
least	 fi	ve	 years’	 experience	 as	 a	 community	 association	
manager (CAM). Option 3, license or credential: the last 
option would be to provide licenses or credentials of your 
experience in the industry by holding an active Arizona 
CAAM, California CCAM, Florida CAM, or Nevada CAM. 

The second step. Once one of the above-mentioned 
options have been completed, then you can complete and 
submit the online application for the CMCA examination 
through the CAMICB. 

The	third	and	fi	nal	step	is	to	successfully	pass	the	CMCA	
examination. The examination is developed by the CAMICB 
and is a comprehensive test on a wide range of knowledge 
and practices in community association management. 
The	 examination	 is	 constantly	 evolving	 to	 refl	ect	 the	
best practices, functional areas of responsibilities, and 
the	 specifi	c	 tasks	 performed	 by	 community	 association	
managers in the management of associations as they 
constantly change in our industry. This evolution not only 
benefi	ts	managers	to	have	a	current	understanding	of	the	
management of associations but it is also a reassurance to 
homeowners, board members, etc. that your managers are 
aware of the most current practices, laws, etc. impacting 
our industry. 

Though these three steps might be all it takes to earn the 
CMCA	 designation,	 the	 job	 isn’t	 fi	nished	 there.	 CMCAs	
have the responsibility to continue to stay informed about 
current community association issues by continuing 
to obtain education and actively contributing to their 
professional development in the industry. Become CMCA 
certifi	ed	 and	 show	 how	 your	 achievements	 can	 benefi	t	
your associations. 

For	more	information	on	becoming	CMCA	Certifi	ed	please	
visit - https://www.camicb.org/  

Ryan Bossman, 
CMCA, Epic 
Association 
Management
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2018 Awards Gala Gallery Visit our Facebook page for more photos!
Search CAI Nevada.

Flying High with CAI at the March 29, 2019 Annual Awards Gala celebrating 
accomplishments and honoring nominees during 2018. The annual event was 
held once again at The Smith Center, four hundred attendees gathered to honor 
the Awards Gala winners. 

2018 Northern Nevada Outstanding Small Association of the Year
Woodchase Condominiums Homeowners Association

2018 Northern Nevada Outstanding Large Association of the Year
Arrowcreek Homeowners Association

2018 Southern Nevada Outstanding Small Association of the Year
Kensington at Providence Homeowners Association

2018 Southern Nevada Outstanding Large Association of the Year
Sun City Aliante Community Association

2018 Outstanding High-rise Association of the Year
Panorama Towers Condominium Unit Owners’ Association, Inc.

2018 Outstanding Master Association of the Year
Green Valley Ranch Master Association

2018 Northern Nevada Portfolio Manager of the Year
Tonya Bates, CMCA, AMS, PCAM

2018 Southern Nevada Portfolio Manager of the Year
Alise Elwood

2018 Northern Nevada On-site Manager of the Year
Judee Southard

2018 Southern Nevada On-site Manager of the Year
Sharon Bolinger, CMCA, AMS, PCAM

2018 CMCA Manager of the Year
David Vineyard, CMCA

2018 AMS Manager of the Year
Julie Nagy, CMCA, AMS

2018 PCAM  Manager of the Year
Cary Brackett, CMCA, AMS, PCAM

2018 Northern Nevada Association Board Member of the Year
Deanna Lee

2018 Southern Nevada Association Board Member of the Year
Dennis Kariger, Advanced DCAL

2018 Community Interests Magazine Article of the Year
“It’s All About the Law”
Matthew Grode, Esq. & Victor Luke, Esq.

2018 Ambassador of the Year
Garrett Roberts, CMCA, AMS

2018 Rising Star Award
Ashton Kendrick

2018 Golden Star Award
Sharon Bolinger, CMCA, AMS, PCAM

2018 Outstanding Small Management Company of the Year
Opus 1 Community Management, LLC

2018 Outstanding Large Management Company of the Year
Complete Association Management Company, LLC

2018 Award of Excellence DCAL
Robert Rothwell, Ph.D

2018 Award of Excellence Business Partner
Ken Carteron, NVEBP
Seacoast Commerce Bank

2018 Award of Excellence Volunteer of the Year
Cheri Mrowicki
2018 Awards Gala Chair
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LAC Teamwork – 
Best Wingman Ever!

By Sharon Bolinger, SCM, CMCA, AMS, PCAM

I 
have been a manager member of CAI Nevada Chapter LAC (Legislative Action Committee) for some time now and 
let me tell you – when it comes to TEAMWORK, LAC is the best wingman ever! This is especially important during 

our current 2019 legislative session. During each legislative session, dozens of bills are introduced that can directly 
aff ect HOA neighborhoods - some in a positive way, others that could hurt associations.  

LAC	 members	 are	 assigned	 to	 four	 diff	erent	 teams	 to	
handle the legislative session with each team having at 
least one attorney, one manager, and one homeowner 
leader. Each team is assigned a proposed bill dealing with 
common interest communities as they become available 
to review, discuss, and provide a recommendation on what 
position LAC should take on the bill: support, oppose, or 
remain neutral, and why. Teams rely heavily on written 
communication as most of the time half of the team is in 
the North and the other half is in the South and time is of 
the essence. 

Garrett Gordon, our all-star CAI LAC/HOA lobbyist, 
is	 defi	nitely	 the	 captain	 on	 our	 legislative	 session	
adventure with LAC being the wingman to ensure 
optimal altitude of support regarding proposed HOA/
CIC bills. Every week of the legislative session, Garrett 
and LAC work in collaboration via conference calls 
and written communication with the end result being 
eff	ective	teamwork.	

LAC	 is	 a	 national	 organization	 affi		liated	 with	 the	 Nevada	
Chapter Community Associations Institute (CAI) serving 
HOA/CICs over the entire state. This year LAC members 
are	working	with	 the	 CAI	 Events	 Committee	 to	 sell	 raffl		e	
tickets for LAC donations at the CAI luncheons; this is a 
win-win as LAC gets half the donation money raised 
and	 the	 lucky	 raffl		e	 ticket	 winner	 gets	 the	 other	 half.	
LAC is always in need of donations and uses the many 
communication and promotional outlets available through 
our CAI Nevada Chapter – we continue to work together 
soaring to new heights! 

With our LAC Lobbyist piloting our legislative session 
adventure, the all-important passengers that LAC serves 
and works closely with is the Grassroots Initiative - 
members are homeowners that have the power of the vote 
and the ear of the legislators. LAC promotes and provides 
opportunities for individual homeowners to get involved 
through its Grassroots Initiative media-arm. The Grassroots 
Initiative	 delivers	 a	 unifi	ed	 message	 to	 legislators	 from	
homeowners. LAC makes it simple by providing the 
Grassroots Initiative with the language of the uniformed 
message.  LAC will promote and support positive HOA bills 
and gather the team (LAC, Grassroots, CAI, and LAC/HOA 
Lobbyist) to do what it takes to defeat harmful HOA bills. 

Everyone needs a voice in government.  Together, LAC 
and CAI Grassroots Initiative provide that voice.  

There is still time to join our exclusive Grassroots Initiative 
club; just contact us and provide your email address. Go to 
the CAI Nevada website: www.cai-nevada.org and click 
on the Advocacy Tab; or, send an email to chucksaleo@
cox.net. Once you sign up, you can easily participate and 
let your voice be heard from your home computer.  As I 
stated above – everyone needs a voice in government so 
come join our team with Garrett Gordon, Esq., as your pilot 
and	 LAC	 as	 your	 wingman	 –	 together,	 we	 will	 be	 fl	ying	
high with CAI! 

Sharon Bolinger, CMCA, AMS, PCAM, Red 
Rock Country Club Homeowner’s 
Association

Homeowner’s Associations,
Commercial & Residential

Who We Are

Wire Mesh Fencing
Specialized Steel Structures

Access Control
Emergency Repair Services

Automatic Gates
Gate Operators

Chain Link
Wrought Iron Fences

Fencing Specialists, Inc. is a woman owned, family run company servicing 
Southern Nevada. We o�er superior service and exceptional fencing 

products. We design, fabricate, install and repair gate 
operators, access control, fencing, gates, 

ornamental metal and railing 
systems.
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Sharon Bolinger, CMCA, AMS, PCAM, Red 
Rock Country Club Homeowner’s 
Association
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13) Many of the questions can be answered by the 
documents required in Resale Disclosure Packages 
(see your state laws).  This is one reason NRS 
116.4109 states that sellers must provide this 
information to the buyer.  Once received, the buyer 
can give the information and governing documents 
to their lender.

The	loan	offi		cer	will	have	all	of	the	information	about	
the association available to them.

14) FHA Loan Percentage  - Associations and 
management companies have no reason or 
responsibility to track/record this information.  
This is NOT something that should be 
answered by them.

You may still be wondering “What’s the big deal?”   Or 
you are thinking I don’t want to hear the complaints from 
lenders. Think about another event similar to the 2008 
“bubble burst.” Where will the lenders look to defend their 
credit decision?

There are many management companies that are NOT 
fi	lling	 out	 bank-specifi	c	 forms	 and	 the	 loans	 are	 still	
being approved.

Much of the information for this article was gathered 
through	confi	dential	discussions	with	attorneys,	however,	
here are a few public sources (referenced below).

*1	 How	 to	 Answer	 Lender	 Affi		davits	 and	 Questionnaires:	
http://bit.ly/howtoanswer_lq

*2	Lender	Affi		davit	Letter:	http://bit.ly/lender_letter

*3 HOA Boards: Beware Lenders’ Questionnaires https://
www.hoaleader.com/public/819print.cfm

*4 Think Hard Before Answering Lenders’ Questions: http://
bit.ly/B4answeringLQ

*5 FAQ from California: http://bit.ly/CA_FAQ_LQ 

J. Bradd Greene, is the CEO of Get Docs 
Now, LLC

The Clarkson Law Group, P.C.

The Truth About Lender 
Questionnaires
By J. Bradd Greene

For years the mortgage industry has been demanding that their form be completed “or the loan won’t be approved!” 
Be careful when answering those questionnaires lenders send over when they’re evaluating whether to approve 

a potential buyer’s loan.  Be especially cautious when using pre-printed or pre-fi lled forms because it is impossible to 
answer the hundreds of unique questions with accurate information.

After attending law seminars and having discussions 
with management company owners and attorneys from 
coast to coast, here are some compelling points for NOT 
completing	bank	or	lender-specifi	c	forms.

1) Lender Questionnaires are written in favor of 
the lender.

a. Designed to shift the liability to the association 
or person completing the form.

2) There is no legal obligation to complete.

a. There has been no known evidence of any 
statute/code/law in any state that requires 
any party to complete a lender questionnaire/
HOA	Certifi	cate/Condo	Certifi	cate,	etc.

b. All attorneys that we consulted had no 
knowledge of any legal obligation.

3) Lender Questionnaires are for the purchaser who 
is NOT a member of the association and to which 
the association or its management company has 
NO obligation.

a. Providing privileged association information 
to the lender or buyer could be a violation. 
(reference #4 and 8)

4) Potential violations:

a.	 Legal	obligation	to	HOA	(fi	duciary);

b. Contractual obligation to HOA;

c.	 Confi	dentiality.

5) Many questions are impossible to answer such as:

a. Number of homes: rentals/second home/
owner occupied/investor owner;

b. Foreclosure or deed-in-lieu… requires single 
“yes”	or	“no”	because	they	are	diff	erent	and	
each	may	require	a	diff	erent	answer;

c. Are reserves adequately funded? … Describe 
adequate (opinions).

6) There is no way to automate answering these 
questions for multiple (5,000) forms.  The wording 
of these questions can easily be misread or 
misunderstood.

7) Consider that “standard” (Fannie Mae) forms may 
require 50 hours for an attorney to complete due to 
the research required. i.e.: “Is the property subject 
to future phasing or annexation?”

8) Approval should be made by BOD, attorney, and 
seller prior to providing each form to the buyer 
or lender.

9) Insurance opinions and coverage questions 
should always be answered by the insurance 
company (managers are NOT licensed to discuss 
or determine insurance coverage).

10) Special assessments “contemplated” is a 
future guess.

11) How does “fi rst right of refusal”	materially	aff	ect	
lenders? – this is a legal opinion.

12) Zoning (legal opinion).
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the research required. i.e.: “Is the property subject 
to future phasing or annexation?”

8) Approval should be made by BOD, attorney, and 
seller prior to providing each form to the buyer 
or lender.

9) Insurance opinions and coverage questions 
should always be answered by the insurance 
company (managers are NOT licensed to discuss 
or determine insurance coverage).

10) Special assessments “contemplated” is a 
future guess.

11) How does “fi rst right of refusal”	materially	aff	ect	
lenders? – this is a legal opinion.

12) Zoning (legal opinion).
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trees were being destroyed by an 
unprofessional landscape company.  

It’s the HOA, not the residents, 
that own the trees in the common 
areas.  That being the case, the 
best communication approach is 
not to direct a complaint to the 
management company, but, rather, 
to wait for the next board meeting 
and speak directly to the board.  
The board can then explain its 
rationale for the decision to hire a 
new landscaper to cut down trees.  

Unfortunately, rather than following 
this approach, the residents in this 
example retaliated by removing the red tape that the 
landscapers had placed around the trees, which were 
markings notating the trees to be removed.  This action 
by the residents further delayed the project and made 
the landscaper question if he really wanted to provide 
services to an association whose residents behaved in 
such a manner.  

It can’t be repeated often enough:  The manager and 
management company are simply agents acting on behalf 
of the board of directors.  If homeowners do not like the 
board’s decisions, they should go to the ombudsman’s 
offi		ce	 and	 fi	le	 a	 complaint	 against	 the	 board	 rather	 than	
getting	into	an	argument	with	the	management	fi	rm.

One way that complaints can be reduced, and a sense of 
community achieved, is for residents to simply take the time 
to thoroughly read and reread every notice they receive.  
Items	such	as	annual	meeting	notices,	elections,	fi	nancial	
health of their association, community governance, rules 
and regulations, and association records are paper trails 
that should be important to everyone.  

Homeowners should get to know their manager, 
management company, and board so they are kept 
abreast of the day-to-day operations of the community.  
When it comes to communicating with managers and 
board members, homeowners should be persistent by 
utilizing email, phone, and even snail mail when necessary.  

If a homeowner calls the manager, and the manager is not 
available, he should leave word.  If he still does not get a 
return	call,	he	should	send	an	email.		Then,	as	a	fi	nal	resort,	
a letter to the management company is in order.  

A great way for a board of directors to achieve a sense of 
community is by demonstrating empathy for its members.  
As an example, a homeowner who commits a violation 
initially should be sent a friendly violation letter, then, 
if necessary, followed by a regular violation letter.  If the 
homeowner still does not respond, they should be called 
to a hearing before the board.  

Suppose that at the hearing the homeowner states that 
they sustained a back injury and have been in and out of 
the hospital for a couple of weeks.  Further, they explain 
that as a result they have not had time to keep track of their 
mail.	 	 Additionally,	 because	 of	 their	 fi	nancial	 challenges	
(e.g.,	medical	bills),	they	could	not	aff	ord	to	hire	someone	
to remove the weeds from their yard.  

In a case like this, the board should show empathy toward 
the	 homeowner	 rather	 than	 ruling	 with	 an	 iron	 fi	st	 and	
immediately	imposing	a	fi	ne.		Perhaps	a	compromise	can	
provide for a 30-day extension giving the homeowner time 
to	 get	 back	 on	 their	 feet,	 both	 physically	 and	 fi	nancially.		
They would then have to remove the weeds in accordance 
with the extension.  By handling the matter in this way, the 
board gets what it wants, property values are protected, 
and the homeowner feels cared about and heard.

In closing, I believe it is paramount for the board of 
directors, association manager, homeowners, and 
vendors to understand their respective roles and make 
a	 genuine	 eff	ort	 to	 work	 together.	 	 It’s	 also	 important	 to	
remember CAI’s principles for community association 
success to ensure that the collective rights and interests 
of homeowners are respected and preserved.  

In summation, association leaders and residents should 
be	 reasonable,	 fl	exible,	 and	 open	 to	 the	 possibility	 —	
and	benefi	ts	—	of	compromise,	specifi	cally	when	faced	
with divergent views.  If everyone adheres to these 
principles, a sense of community and teamwork is more 
likely to be achieved. 

Andrew Ringer, CMCA, AMS, Ideal 
Community Management

Communication
Stumbling Blocks

By Andrew Ringer, CMCA, AMS

The world we live in is fueled by nonstop legal matters.  This is true in all kinds of industries, e.g., medical, 
manufacturing, sports, government, and, yes, our beloved HOA industry.  

If a surgeon makes a mistake during surgery, he exposes 
himself to potential lawsuits and loss of credentials.  If a 
product turns out to be defective and injures someone, the 
manufacturer opens itself up to legal jeopardy.  In sports, 
players sometimes go to arbitration over contractual 
disputes with their teams.  

In the HOA industry, it seems as though people go out 
of	 their	 way	 to	 fi	le	 complaints	 and	 lawsuits	 and	 cause	
headaches for everyone with whom they are involved.  This 
is	 specifi	cally	 why	 management	 companies,	 managers,	
homeowners, boards, and vendors should focus on 
working	 as	 a	 team	 and	 communicate	 in	 an	 eff	ective,	
nonabrasive manner.  

While	 there	 is	 no	 way	 to	 guarantee	 results,	 eff	ective	
communication does guarantee that the risk of problems 
will be reduced.  I’m often puzzled by why so many 
people	in	the	HOA	industry	have	diffi		culty	communicating	

eff	ectively.		Worse,	they	do	not	seem	to	put	forth	the	eff	ort,	
or demonstrate the desire, to do so.  

Running an association is similar to being part of a sports 
team in that it consists of a number of individuals coming 
together to achieve one common goal.  In the case of an 
association, the goal is to preserve, maintain, and enhance 
the community in which they live.  It is therefore vital that 
all parties have a seamless stream of communication.  

Some	 of	 the	 most	 essential	 ingredients	 of	 eff	ective	
communication are clear and concise reading and writing, 
as well as double checking, and even triple-checking, 
one’s	writing	—	including	in	emails and texts.  One incorrect 
word or poorly constructed sentence can confuse the 
recipient and delay the task at hand.  

More often than not, community managers perform many 
aspects of their jobs at the computer, primarily in email.  
Because	it’s	diffi		cult	to	convey	tone,	infl	ection,	or	context	
in an email, it’s easy for someone to misinterpret content.  
In addition, it’s good to remember that long email strings 
lead to frustration, delays, and arguments.

Thus, emails have the potential to bring about considerable 
infi	ghting	among	HOA	board	members.		For	example,	if	a	
vendor reaches out to a manager and wants to give the 
board of directors a presentation regarding new lighting 
throughout the association, it’s the manager’s job to 
arrange a meeting between the vendor and the board.  
The	 fi	rst	 step	 toward	 this	 end	 is	 for	 the	 members	 to	
communicate with one another by phone and agree on a 
time, date, and place for the manager to schedule.  

Another prime example of poor communication is the 
relationship between residents and the association’s board.  
It’s	important	to	remember	that	residents	elect	the	offi		cials	
they want to serve on the board of directors because they 
don’t want to be board members themselves.  They put 
these	offi		cials	in	place	so	they	can	make	decisions	on	their	
behalf, decisions that are in the best interests of the residents.  

One association’s board served its landscaper a 30-
day termination notice, then hired a new landscaping 
company.  In conjunction with hiring the new company, 
the board passed a motion to have several trees removed 
that were causing buildings to crack throughout the 
association.  This decision resulted in many homeowners 
submitting complaints to the management company that 
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trees were being destroyed by an 
unprofessional landscape company.  

It’s the HOA, not the residents, 
that own the trees in the common 
areas.  That being the case, the 
best communication approach is 
not to direct a complaint to the 
management company, but, rather, 
to wait for the next board meeting 
and speak directly to the board.  
The board can then explain its 
rationale for the decision to hire a 
new landscaper to cut down trees.  

Unfortunately, rather than following 
this approach, the residents in this 
example retaliated by removing the red tape that the 
landscapers had placed around the trees, which were 
markings notating the trees to be removed.  This action 
by the residents further delayed the project and made 
the landscaper question if he really wanted to provide 
services to an association whose residents behaved in 
such a manner.  

It can’t be repeated often enough:  The manager and 
management company are simply agents acting on behalf 
of the board of directors.  If homeowners do not like the 
board’s decisions, they should go to the ombudsman’s 
offi		ce	 and	 fi	le	 a	 complaint	 against	 the	 board	 rather	 than	
getting	into	an	argument	with	the	management	fi	rm.

One way that complaints can be reduced, and a sense of 
community achieved, is for residents to simply take the time 
to thoroughly read and reread every notice they receive.  
Items	such	as	annual	meeting	notices,	elections,	fi	nancial	
health of their association, community governance, rules 
and regulations, and association records are paper trails 
that should be important to everyone.  

Homeowners should get to know their manager, 
management company, and board so they are kept 
abreast of the day-to-day operations of the community.  
When it comes to communicating with managers and 
board members, homeowners should be persistent by 
utilizing email, phone, and even snail mail when necessary.  

If a homeowner calls the manager, and the manager is not 
available, he should leave word.  If he still does not get a 
return	call,	he	should	send	an	email.		Then,	as	a	fi	nal	resort,	
a letter to the management company is in order.  

A great way for a board of directors to achieve a sense of 
community is by demonstrating empathy for its members.  
As an example, a homeowner who commits a violation 
initially should be sent a friendly violation letter, then, 
if necessary, followed by a regular violation letter.  If the 
homeowner still does not respond, they should be called 
to a hearing before the board.  

Suppose that at the hearing the homeowner states that 
they sustained a back injury and have been in and out of 
the hospital for a couple of weeks.  Further, they explain 
that as a result they have not had time to keep track of their 
mail.	 	 Additionally,	 because	 of	 their	 fi	nancial	 challenges	
(e.g.,	medical	bills),	they	could	not	aff	ord	to	hire	someone	
to remove the weeds from their yard.  

In a case like this, the board should show empathy toward 
the	 homeowner	 rather	 than	 ruling	 with	 an	 iron	 fi	st	 and	
immediately	imposing	a	fi	ne.		Perhaps	a	compromise	can	
provide for a 30-day extension giving the homeowner time 
to	 get	 back	 on	 their	 feet,	 both	 physically	 and	 fi	nancially.		
They would then have to remove the weeds in accordance 
with the extension.  By handling the matter in this way, the 
board gets what it wants, property values are protected, 
and the homeowner feels cared about and heard.

In closing, I believe it is paramount for the board of 
directors, association manager, homeowners, and 
vendors to understand their respective roles and make 
a	 genuine	 eff	ort	 to	 work	 together.	 	 It’s	 also	 important	 to	
remember CAI’s principles for community association 
success to ensure that the collective rights and interests 
of homeowners are respected and preserved.  

In summation, association leaders and residents should 
be	 reasonable,	 fl	exible,	 and	 open	 to	 the	 possibility	 —	
and	benefi	ts	—	of	compromise,	specifi	cally	when	faced	
with divergent views.  If everyone adheres to these 
principles, a sense of community and teamwork is more 
likely to be achieved. 

Andrew Ringer, CMCA, AMS, Ideal 
Community Management

Communication
Stumbling Blocks

By Andrew Ringer, CMCA, AMS

The world we live in is fueled by nonstop legal matters.  This is true in all kinds of industries, e.g., medical, 
manufacturing, sports, government, and, yes, our beloved HOA industry.  

If a surgeon makes a mistake during surgery, he exposes 
himself to potential lawsuits and loss of credentials.  If a 
product turns out to be defective and injures someone, the 
manufacturer opens itself up to legal jeopardy.  In sports, 
players sometimes go to arbitration over contractual 
disputes with their teams.  

In the HOA industry, it seems as though people go out 
of	 their	 way	 to	 fi	le	 complaints	 and	 lawsuits	 and	 cause	
headaches for everyone with whom they are involved.  This 
is	 specifi	cally	 why	 management	 companies,	 managers,	
homeowners, boards, and vendors should focus on 
working	 as	 a	 team	 and	 communicate	 in	 an	 eff	ective,	
nonabrasive manner.  

While	 there	 is	 no	 way	 to	 guarantee	 results,	 eff	ective	
communication does guarantee that the risk of problems 
will be reduced.  I’m often puzzled by why so many 
people	in	the	HOA	industry	have	diffi		culty	communicating	

eff	ectively.		Worse,	they	do	not	seem	to	put	forth	the	eff	ort,	
or demonstrate the desire, to do so.  

Running an association is similar to being part of a sports 
team in that it consists of a number of individuals coming 
together to achieve one common goal.  In the case of an 
association, the goal is to preserve, maintain, and enhance 
the community in which they live.  It is therefore vital that 
all parties have a seamless stream of communication.  

Some	 of	 the	 most	 essential	 ingredients	 of	 eff	ective	
communication are clear and concise reading and writing, 
as well as double checking, and even triple-checking, 
one’s	writing	—	including	in	emails and texts.  One incorrect 
word or poorly constructed sentence can confuse the 
recipient and delay the task at hand.  

More often than not, community managers perform many 
aspects of their jobs at the computer, primarily in email.  
Because	it’s	diffi		cult	to	convey	tone,	infl	ection,	or	context	
in an email, it’s easy for someone to misinterpret content.  
In addition, it’s good to remember that long email strings 
lead to frustration, delays, and arguments.

Thus, emails have the potential to bring about considerable 
infi	ghting	among	HOA	board	members.		For	example,	if	a	
vendor reaches out to a manager and wants to give the 
board of directors a presentation regarding new lighting 
throughout the association, it’s the manager’s job to 
arrange a meeting between the vendor and the board.  
The	 fi	rst	 step	 toward	 this	 end	 is	 for	 the	 members	 to	
communicate with one another by phone and agree on a 
time, date, and place for the manager to schedule.  

Another prime example of poor communication is the 
relationship between residents and the association’s board.  
It’s	important	to	remember	that	residents	elect	the	offi		cials	
they want to serve on the board of directors because they 
don’t want to be board members themselves.  They put 
these	offi		cials	in	place	so	they	can	make	decisions	on	their	
behalf, decisions that are in the best interests of the residents.  

One association’s board served its landscaper a 30-
day termination notice, then hired a new landscaping 
company.  In conjunction with hiring the new company, 
the board passed a motion to have several trees removed 
that were causing buildings to crack throughout the 
association.  This decision resulted in many homeowners 
submitting complaints to the management company that 
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You Want to Be a Volunteer?  
Why?

What Do You Get Out of It?
By Robert Rothwell, Ph.D., C.P., Advanced DCAL

I’m sure we’ve all heard this many times in one way or another.  Times have changed since the days of JFK, when 
volunteering was a regular thing for everyone to do!  Rather than dwell on the past, let’s ask some pointed questions.

What is a community volunteer?		The	dictionary	defi	nition	
is “someone who works for a community primarily because 
he/she chooses to do so.”  The word comes from Latin 
and can be translated as “will” (as in doing something 
from our own free will).  Many people volunteer in a large 
non-profi	t	 organization,	 while	 others	 prefer	 to	 serve	 less	
formally, either individually or as part of a small group.  A 
volunteer does not get paid or receive compensation for 
services rendered.  Volunteering comes in many forms: 
serving food at the local homeless shelter; providing 
professional	support	to	a	non-profi	t	organization;	acting	in	
a	leadership	capacity	on	a	non-profi	t	organization’s	Board	
of Directors, etc.

What is it that makes people want to volunteer?  Naturally, 
there are those people who want to do something good 
for others.  Some even want to do something good for 

themselves, like build their resume or meet new and 
interesting people.  Some, when they were young, received 
help from volunteers and now want to give back to others 
to complete the circle of giving.

I have another theory.  Volunteerism may be hereditary.  
I believe I caught it at an early age from my own parents 
who	were	infl	uenced	by	JFK.		How	else	can	we	explain	a	
family of compulsive volunteers?  Everyone in my family 
has found multiple causes and many ways in which to 
contribute	 —	 both	 to	 national	 and	 local	 programs.	 	 We	
thrive on it!  In fact, there is a lot of cross-volunteering (if 
there is such a word) when my sister gets involved in a 
cause, and, naturally, I want to help her.  When I’m involved 
in an event or cause, my family is also there as volunteers 
to support me.

Eugene Burger Management Corp.

But can volunteerism also be a learned behavior?  I think 
so!		As	adults	—	whether	parents	or	not	—	we	can	be	role	
models, to both our own children and those children in the 
community, just by being active volunteers.  By showing 
the personal satisfaction, challenge, and fun that come 
along	with	using	skills	and	free	time	to	help	benefi	t	others,	
I convey to my own children that volunteering is adding 
another dimension to my life, not consuming my energies 
and resources.

Even more than a learned behavior, volunteerism just 
may be addictive!  It is possible to get such a “high” from 
volunteering for an event or cause that one immediately 
is on the lookout for the next opportunity to regain that 
wonderful feeling of euphoria and satisfaction that results 
from the hard work?

Use your creativity!  Search out interesting and creative 
opportunities where you can put your skills and energy to 
work as a volunteer.  Search out those opportunities where 
you	 can	 involve	 your	 children	 —	 or	 provide	 role	 models	
to other children.  Most volunteer activities do not require 
specialized skills, so much as they require a positive 
attitude, a willingness to learn, a touch of creativity, a bit of 
fl	exibility,	and	the	ability	to	fi	nd	joy	in	helping	others.

Volunteer	 opportunities	 are	 available	 to	 fi	ll	 an	 hour,	 or	
days,	or	weeks.		It’s	up	to	you	to	fi	nd	one	that	fi	ts	your	time	
availability	 and	 fulfi	lls	 your	 interests.	 	 The	 opportunity	 is	
waiting	there	for	you	…	and	when	you	fi	nd	it,	you’ll	be	glad	
you did. 

Robert Rothwell, Ph.D, Advanced DCAL, CAI 
National Board of Trustees Nominating 
Committee; National Chapter Liaison 
Committee, President, The Village Green 
HOA
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But can volunteerism also be a learned behavior?  I think 
so!		As	adults	—	whether	parents	or	not	—	we	can	be	role	
models, to both our own children and those children in the 
community, just by being active volunteers.  By showing 
the personal satisfaction, challenge, and fun that come 
along	with	using	skills	and	free	time	to	help	benefi	t	others,	
I convey to my own children that volunteering is adding 
another dimension to my life, not consuming my energies 
and resources.

Even more than a learned behavior, volunteerism just 
may be addictive!  It is possible to get such a “high” from 
volunteering for an event or cause that one immediately 
is on the lookout for the next opportunity to regain that 
wonderful feeling of euphoria and satisfaction that results 
from the hard work?

Use your creativity!  Search out interesting and creative 
opportunities where you can put your skills and energy to 
work as a volunteer.  Search out those opportunities where 
you	 can	 involve	 your	 children	 —	 or	 provide	 role	 models	
to other children.  Most volunteer activities do not require 
specialized skills, so much as they require a positive 
attitude, a willingness to learn, a touch of creativity, a bit of 
fl	exibility,	and	the	ability	to	fi	nd	joy	in	helping	others.

Volunteer	 opportunities	 are	 available	 to	 fi	ll	 an	 hour,	 or	
days,	or	weeks.		It’s	up	to	you	to	fi	nd	one	that	fi	ts	your	time	
availability	 and	 fulfi	lls	 your	 interests.	 	 The	 opportunity	 is	
waiting	there	for	you	…	and	when	you	fi	nd	it,	you’ll	be	glad	
you did. 

Robert Rothwell, Ph.D, Advanced DCAL, CAI 
National Board of Trustees Nominating 
Committee; National Chapter Liaison 
Committee, President, The Village Green 
HOA
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Building Envelope Cleaning, 
Maintenance, and Repair of High Rise 
Residences
By Stanley Monsef, Ph,D.

High-rise condominiums have become an important component of the Las Vegas residential market, and demand 
for high-rise managers continues.

While managing a high-rise condominium is exciting and 
prestigious,	it	requires	qualifi	ed	management	and	maintenance	
personnel with proper knowledge and training in several areas.  
In particular, where the buildings have been designed and built 
prior to the year 2000 and consist of a concrete or masonry 
building system, preservative maintenance of the building 
envelope is an integral part of the building management.

The building envelope purpose is to provide protection 
from exterior elements including wind, rain, moisture, air, 
and temperature. Failures to any components of a high-rise 
building can result in costly damage and deterioration.

A proactive building envelope maintenance program 
involving façade cleaning, preservation, restoration, 
upgrades of building exterior (including windows and 
doors), structural frame, siding and handrails, and plaza 
decks and balconies must be periodically evaluated to 
ensure structural integrity and weather tightness. 

Since many of these projects take place concurrently 
under occupied conditions, a thorough review of essential 
components that comprise the building, including roofs, 
wall systems, structural frames, windows, and doors must 
be made. Furthermore, for each maintenance and repair 
project,	a	site-specifi	c	safety	plan	including	signage,	safety	
barriers, and communication to inform the public about work 
schedules and construction zones needs to be implemented.

Building envelope maintenance and repair falls under three 
categories:

• Concrete Building System;
• Masonry Building System;
• Cladding and Curtainwall System,

Concrete Building System has problems that are extremely 
diverse	 in	 nature.	 Hence,	 developing	 eff	ective	 repair	
strategies require the fundamental understanding of what 
causes the undesirable behavior. A variety of factors can 
infl	uence	concrete	behavior,	including,	design,	high	winds,	
seismic forces, and environmental conditions.

Waterproofi	ng	 and	 protection	 of	 exterior	 surface	 include	
expansion joints, caulking and sealants, coatings and 
membranes, water repellents, repair and replacement 

of doors and windows, and cathodes protection.  Proper 
concrete maintenance and repair requires the services 
of	 qualifi	ed	 contractors	 familiar	 with	 high-rise	 buildings,	
complemented by an installation technique and strategy 
that best suite each individual structure.

Masonry Building System can be compromised by factors 
such as deteriorated mortar joints and cracked bricks. 
These problems are generally caused by stress buildup in 
masonry façade and behind the masonry walls.

Repair techniques include re-pointing of deteriorated 
mortar joints, removal and replacement of cracked bricks, 
installation of expansion joints, and washing and cleaning 
of masonry façade.

Cladding and Curtain Wall System can be unique 
combinations of metal, glass, stone, concrete, veneer, 
and composite materials.  Problems in this type of 
building system typically result from fatigue, high winds, 
earthquake, and improper installation.

Waterproofi	ng	 and	 protection	 of	 cladding	 and	 curtain	 wall	
systems	include	sealant	and	glazing,	fl	ashing,	metal	connection,	
corrosion prevention, and control and leak investigation.

Building envelope maintenance and repair employ a variety 
of equipment, including: 

• Swing stages;
• Powered davits;
• Roof-car and platforms;
•	 Rolling	scaff	olds;

• High reach cranes;
• Mast climbers; and,
•	 Pipe	scaff	oldings.

Access to the repair area is made from the roof, through the 
building or from the ground.  Depending on the method 
used for access to the repair area, the selection must focus 
on structural and public safety, budget, environmental 
conditions,	and	specifi	c	project	requirements.	

Stanley Monsef, Ph.D., President, Mercury 
Consultants
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engineering advancements in pavement preservation.
702-823-3902 • www.holbrookasphalt.com

Sunland Asphalt
A full-service paving and pavement maintenance 
contractor serving the Southwest for over 30 years.  
Contact Gary Hayes at 702-563-6872 or
GaryH@sunlandasphalt.com •www.sunlandasphalt.com

ATTORNEYS

Angius & Terry, LLP
Full Service Community Association Law Firm
General Counsel including CC&R Compliance and 
Construction Defect Resolution
9127 W. Russell Rd., Suite 220
Las Vegas, NV 89148
702-990-2017 • Fax: 702-990-2018
www.angius-terry.com

The Clarkson Law Group, P.C.
Community Association Corporate Counsel
(Including Collections)
3230 S. Buffalo Road, Suite 108
Las Vegas, NV 89117
702-462-5700 • Fax: 702-446-6234
9190 Double Diamond Parkway
Reno, Nevada 89521
775-850-2800 • Fax:  702-446-6234
www.the-clg.com

HOA Lawyers Group, LLC.
Full Service HOA Law Firm
Top Notch Delinquent Assessment & Violation Fine 
Collection. Unmatched Litigation & General Counsel 
Representation For Less Than The Competition.
Steve Loizzi, Jr., Esq. • steve@nrs116.com
9500 W. Flamingo, Suite 204
Las Vegas, Nevada 89147
702-222-4033 • Fax: 702-222-4043

Leach Kern Gruchow Anderson Song
Full Service Community Association Law
General Counsel including Leins & Foreclosures,
Prosecution of Association Rights in Bankruptcy
2525 Box Canyon Drive, Las Vegas, NV 89128
702-538-9074 • Fax: 702-538-9113
Reno:
5421 Kietzke Lane Suite 200
Reno, Nevada  89511
775-324-5930 • Fax: 775-324-6173

McKelleb Carpenter Hazlewood
A Full Service Community Association Law Firm
General Counsel, HOA Litigation,
Collections, and Construction Defects.
Free Board Training for All Board Members
Michael W. McKelleb, Partner
871 Coronado Center Dr., Ste. 200
Henderson, NV 89052
702-659-9631
Michael.mckelleb@mchnvlaw.com
www.mchnvlaw.com

Van Duyne Law Group
A Local Law Firm Handling Local Community 
Associations with Care
Free Initial Consultation for Board Members & 
Managers
Free Training for New Board Members
1575 Delucchi Lane, Suite 215, Reno, NV 89502
775-345-3402 • Fax: 800-345-1085
sheila@vanduynelawgroup.com
www.vanduynelawgroup.com

Wolf, Rifkin, Shapiro,
Schulman & Rabkin, LLP
Full Service Community Association Law
including Construction Defect Resolution
3556 E. Russell Road, 2nd Floor
Las Vegas, NV 89120
702-341-5200 • Fax: 702-341-5300
5594 Longley Lane, Unit B, Reno, NV 89511
775-853-6787 • Fax: 775-853-6774
mschulman@wrslawyers.com
www.wrslawyers.com

AUTOMATIC GATES
PREVENTATIVE 
MAINTENANCE 

Fencing Specialists, Inc.
Automatic Gates & Fencing Specialists Since 1983
Offering installation, maintenance and repair of 
automatic gates, ornamental metal, chain link and 
vinyl fencing and gates.
Licenses #20864 & #71856
Contact Logan Bagnell (lb@fsilv.com )
Tamra Mitchell (tm@fsilv.com ) or
Lexi Berri (reception@fsilv.com)
702-644-3750
www.fsilv.com • bit.ly/fsi-cai

BANKS

Alliance Association Bank
As a leading provider of community association 
financial services, Alliance Association Bank recognizes 
the importance of not only accurately and quickly 
processing homeowners’ assessments, but also 
providing safe and secure deposit services with a 
competitive rate of return on the associations’ funds.
For more information, contact Denise Sauro, VP/ 
Association Financial Partner
888-734-4567 • Cell: 702-845-1743
DSauro@allianceassociationbank.com 
Alliance Association Bank is a division of Bank of 
Nevada, Member FDIC.

City National Bank
City National Bank’s Community Association specialists 
offer comprehensive treasury services with regional 
offices in Summerlin and Reno.
Contact Julie Hayre at 213-673-9391 or
Kelli Crowley at 408-392-2126. CNB Member FDIC 

Mutual of Omaha Bank
Community Association Banking

• Automated lockbox
• Single signature card
• HOA loan solutions
• Flexible CD options
• Credit card and e-payments
• Internet cash management
• Integrated image deposit
• Dedicated customer service

Chuck Balacy, NVEBP, Regional Account Executive
chuck.balacy@mutualofomahabank.com
Direct 702-563-9391 • Fax 402-633-6340 
Tony Troilo, NVEBP
tony.troilo@mutualofomahabank.com
702-771-9569
www.mutualofomahabank.com

Pacific Western Bank
Sheila Adams, VP
895 Dove St #425, Newport Beach, CA 92660
925-765-5953 - Cell
sadams@pacificwesternbank.com
Pacific Western Bank is full service HOA bank w/ local 
offices in No. Nevada helping Community Associations. 
Increase profits, Manage Growth, Reduce Fraud and 
Simplify dues payments  

Seacoast Commerce Bank 
Seacoast Commerce Bank prides themselves on their 
ability to provide HOA Banking Solutions customized 
for their clients needs.
Contact:
Ken Carteron, NVEBP, Senior Vice President
Cell 760-803-9541 • Office 775-453-9131
kcarteron@sccombank.com
59 Damonte Ranch Pkwy., Suite B165, Reno, NV 89521

U.S. Bank - HOA Division 
Serving our community for all your HOA banking 
needs (payment processing, HOA loans, investments, 
fraud protection) for more than 25 years!
Kris J. Thomas, Vice President
kristopher.thomas@usbank.com
614-232-8057 • 800-762-7694 • Fax: 614-232-2250
2300 W Sahara Ave, #600, Las Vegas, NV 89102

COLLECTIONS

Absolute Collection Services
The Trusted Name in HOA Assessment Recovery
Las Vegas
7485 W Azure, Ste 129, Las Vegas, NV 89130
702-531-3394 • Fax: 702-531-3396
Reno
1 East Liberty, 6th floor, Reno, NV 89501
775-419-0744
www.absolute-collection.com
License #CA10184

Nevada Association Services, Inc.
“The Delinquent Assessment Collection Specialist”
702-804-8885 • Fax 702-804-8887
775-322-8005 • Fax: 775-322-8009
www.nas-inc.com
License No. CA01068

ASPHALT & PAVING ATTORNEYS BANKSBuilding Envelope Cleaning, 
Maintenance, and Repair of High Rise 
Residences
By Stanley Monsef, Ph,D.

High-rise condominiums have become an important component of the Las Vegas residential market, and demand 
for high-rise managers continues.

While managing a high-rise condominium is exciting and 
prestigious,	it	requires	qualifi	ed	management	and	maintenance	
personnel with proper knowledge and training in several areas.  
In particular, where the buildings have been designed and built 
prior to the year 2000 and consist of a concrete or masonry 
building system, preservative maintenance of the building 
envelope is an integral part of the building management.

The building envelope purpose is to provide protection 
from exterior elements including wind, rain, moisture, air, 
and temperature. Failures to any components of a high-rise 
building can result in costly damage and deterioration.

A proactive building envelope maintenance program 
involving façade cleaning, preservation, restoration, 
upgrades of building exterior (including windows and 
doors), structural frame, siding and handrails, and plaza 
decks and balconies must be periodically evaluated to 
ensure structural integrity and weather tightness. 

Since many of these projects take place concurrently 
under occupied conditions, a thorough review of essential 
components that comprise the building, including roofs, 
wall systems, structural frames, windows, and doors must 
be made. Furthermore, for each maintenance and repair 
project,	a	site-specifi	c	safety	plan	including	signage,	safety	
barriers, and communication to inform the public about work 
schedules and construction zones needs to be implemented.

Building envelope maintenance and repair falls under three 
categories:

• Concrete Building System;
• Masonry Building System;
• Cladding and Curtainwall System,

Concrete Building System has problems that are extremely 
diverse	 in	 nature.	 Hence,	 developing	 eff	ective	 repair	
strategies require the fundamental understanding of what 
causes the undesirable behavior. A variety of factors can 
infl	uence	concrete	behavior,	including,	design,	high	winds,	
seismic forces, and environmental conditions.

Waterproofi	ng	 and	 protection	 of	 exterior	 surface	 include	
expansion joints, caulking and sealants, coatings and 
membranes, water repellents, repair and replacement 

of doors and windows, and cathodes protection.  Proper 
concrete maintenance and repair requires the services 
of	 qualifi	ed	 contractors	 familiar	 with	 high-rise	 buildings,	
complemented by an installation technique and strategy 
that best suite each individual structure.

Masonry Building System can be compromised by factors 
such as deteriorated mortar joints and cracked bricks. 
These problems are generally caused by stress buildup in 
masonry façade and behind the masonry walls.

Repair techniques include re-pointing of deteriorated 
mortar joints, removal and replacement of cracked bricks, 
installation of expansion joints, and washing and cleaning 
of masonry façade.

Cladding and Curtain Wall System can be unique 
combinations of metal, glass, stone, concrete, veneer, 
and composite materials.  Problems in this type of 
building system typically result from fatigue, high winds, 
earthquake, and improper installation.

Waterproofi	ng	 and	 protection	 of	 cladding	 and	 curtain	 wall	
systems	include	sealant	and	glazing,	fl	ashing,	metal	connection,	
corrosion prevention, and control and leak investigation.

Building envelope maintenance and repair employ a variety 
of equipment, including: 

• Swing stages;
• Powered davits;
• Roof-car and platforms;
•	 Rolling	scaff	olds;

• High reach cranes;
• Mast climbers; and,
•	 Pipe	scaff	oldings.

Access to the repair area is made from the roof, through the 
building or from the ground.  Depending on the method 
used for access to the repair area, the selection must focus 
on structural and public safety, budget, environmental 
conditions,	and	specifi	c	project	requirements.	

Stanley Monsef, Ph.D., President, Mercury 
Consultants
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EmpireWorks Reconstruction and Painting
Since 2005, EmpireWorks has specialized in exterior 
repaints for HOA's. 
Our services include painting, carpentry, iron repair/
fabrication, decking/waterproofing and stucco work.
For a free proposal call 888-278-8200
or visit www.empireworks.com

Intertex Las Vegas
Specializing in HOA and construction defect projects, 
Intertex General Contractors is committed to work in 
partnership with our customers, employees, 
subcontractors and vendors to achieve superior 
quality and total customer satisfaction. B license # 
76025, limit 2.8 million dollars. 
702-463-2800 • infolv@intertexcompanies.com

MK House Consulting, Inc.
General Contractors
Over 25,000 HOA projects completed in 9 years.  
From trash outs to repaints to large reconstructions, 
A/C, repipes, and re-roofs, we make community 
managers’ jobs easier.  Licensed, bonded, insured. 
702-370-1913  NV Lic # 71558, limit $4,500,000
6670 Gomer Road, Las Vegas, NV 89139

ProTec Building Services
HOA Maintenance & Repair Experts
• MAINTENANCE 

PROGRAMS
• REPAIRS
• RECONSTRUCTION
• INSPECTIONS

• CONCRETE
• DECKS
• GUTTER CLEANING
• MAINTENANCE 

MANUALS
800-557-2217
info@ProTec.com • ProTec.com

CPAS

Bainbridge, Little & Co, CPAs
Audits, Reviews & Tax Preparation
“We Specialize Exclusively In HOAs”
We are very reasonably priced to fit
just about any Association’s budget
3620 N. Rancho Drive, Suite 106
Las Vegas, NV 89130
702-243-2695 • Fax: 702-243-8734 
sbainbridge@blccpas.com • www.blccpas.com
Sam Bainbridge, CPA & Mark Little, CPA

Chen Accounting Group, Ltd. – CPA
Assurance (Audit/Review/Compilation/AUP), Tax 
Compliance & Advisory
“NOT JUST A REQUIREMENT.
WE PROVIDE ANSWERS!”
We deliver responsive service, insightful advice and 
personal support. We see each engagement as an 
agreement between partners that wish to create a 
close and mutually beneficial long-term relationship. 
CHOOSE TO HAVE THE ANSWERS TODAY! 702-252-
8881 • Fax: 702-543-6795
mchen@chenaccountinggroup.com
www.chenaccountinggroup.com

Hilburn & Lein, CPAs
A Professional Corporation
Over 45 years combined HOA experience.
Specializing in HOA audits, reviews, tax, and 
consulting work.
5520 S. Fort Apache Rd., Las Vegas, NV 89148
702-597-1945
Gary W. Lein, CPA, NVEBP | Philip C. Bateman, CPA
gary@hilburn-lein.com | phil@hilburn-lein.com

 

MBAF, CPAs & Advisors
Since 1969, providing high quality audits of financial 
statements, forensic accounting, and fraud 
investigations, tax, and other professional services.
www.condocpas.com • 702-650-4248
info@mbafcpa.com
Monte Kane, CPA • Erbin Ramirez

Ovist & Howard, CPAs
Specializing in Financial Statements, Taxes and 
Consulting for HOAs since 1990.
Our Partners and Managers have over 80 Years of 
combined HOA experience. And with over 20 staff 
members, we have the resources YOUR Association needs.
www.ohcpas.net • hoa@ohcpas.net
702-456-1300 • Fax: 702-456-6155
Kristina Deuser, CPA    Eric Lorenz, CPA

INSURANCE

BALSIGER INSURANCE
Association Insurance brokers that specialize in taking 
care of you!  Locations in Reno (775-826-1559) & 
Las Vegas (702-220-8640). 
Contact James Gibson (James@balsigerinsurance.
com) or Keith Balsiger (keith@balsigerinsurance.com).  
We also provide free CE classes for community 
managers and boards.  Just ask!
We have options for all of your associations-with or 
without claims.  We stay on top of the market to bring 
the best option to our associations.
www.balsigerinsurance.com

Community Association Underwriters (CAU)
Barbara Westhoff, CIRMS, Marketing Specialist
702-470-2215 • Fax: 267-757-7474
bwesthoff@cauinsure.com • www.cauinsure.com
1180 N. Town Center Drive, Suite 100
Las Vegas, NV 89144
“Insurance for Associations, that’s all we do!!”

NFP Property & Casualty Services, LLC
International Agency & Brokerage Firm
Mark S. Coolman, CFP, CIRMS, NVEBP
Francie Stocking, CISR, CRIS, CPIW, CIC
Mindy Martinez, CIC, CISR, CIRMS, DCAL, NVEBP 
3140 S. Rainbow Blvd. Suite 400
Las Vegas, NV 89146
702-368-4217 • Fax: 702-368-4219
mark.coolman@nfp.com • mindy.martinez@nfp.com
www.nfp.com

Ron Wright - Mike Menath Insurance
For all your insurance needs including Auto/Home/
Business/Life/Health/Bonds/Workmans Comp
333 Village Blvd. # 203, Incline Village NV 89451
800-756-6507, 775-831-3132
Fax: 775-831-6235 • rwright@menath.com

Farmers Insurance
Specializes in Homeowners Associations, Planned 
Unit Developments and Condominium Associations. 
We are a full service Brokerage Firm. We offer on 
site safety inspections, insurance workshops and 
offer 3 HOUR CREDITS for continuing education.
Patrick Ward
2880 S. Jones, Ste. 4, Las Vegas, NV 89146 
702-579-7505 • Fax: 702-367-1039
pward@farmersagent.com
Betsi Williams 
560 California Ave, Reno, NV 89509 
775-324-8000 • Fax: 775-324-3007
bwilliams5@farmersagent.com 
www.farmersagent.com/bwilliams5

RF Insurance Group
and Community Insurance Group, our specialty 
company, are committed to handle all of your HOA 
insurance needs.
1980 Festival Plaza Dr, Suite 300
Las Vegas, NV 89135
702-680-0122 • rich@rfinsuranceagency.com

FITNESS EQUIPMENT

Equip Fitness
Ken Coats NVEBP
3111 S. Valley View Blvd., Ste P102
Las Vegas, NV 89102
(702)490-3558 • Fax: (702)924-2562
kcoats@krtconcepts.com • www.krtconcepts.com

LANDSCAPING

BrightView Landscape Services
One Partner for All Your Landscape Needs
· Design · Maintain
· Develop · Enhance
4021 West Carey Ave, North Las Vegas, NV 89084
Brad Baldwin 702-736-3551
Bradley.Baldwin@brightview.com

Crown Landscape & Pest Control
Providing professional, courteous, and caring 
beatification of Northern Nevada HOAs since 1989
Email: Shawn@thecrowntouch.com
thecrowntouch.com • 775-626-2233
NV C.L. 52118-NV AG. 2503

First Choice Tree Service
“Always Your Best Choice”
Providing expert tree care since 1989
Tree Care – Plant Health – Landscape Enhancements
Gita Mason 702-339-6908
businessdevelopment@firstchoicetree.com

CONSTRUCTION CONTRACTORS CPAS INSURANCE

Marketplaceth
e

Gothic Landscape Maintenance
Manager, Community Association Sales & Customer Service
6325 S Valley View, Las Vegas, NV 89118
702-676-1185 • Fax: 702-678-6968
ghill@gothiclandscape.com

Integrated Landscape Management
Landscape Management - Irrigation Management - 
Landscape Improvements - Tree Management - 
Property Health
702-305-2492 • ilm-llc.com

Newtex Landscape
Professional HOA Landcare
SNWA certified – Water Smart Conversions
Commercial/Masonry/Pavers/Artificial Turf
Mike Martinez
4710 W. Dewey Dr. Suite 106, Las Vegas, NV 89118
702-795-0300 • 702-795-0192
www.newtexlandscape.com
sales@newtexlandscape.com
License # 0059077

Par 3 Landscape Management
Par 3 Landscape Management is your HOA’s full 
service landscape partner. Celebrating 22 years in the 
Las Vegas valley. 
Kurtis Hyde
4610 Wynn Road, Las Vegas, NV 89103
702-415-7009 • Fax: 702-253-7879
kurtis@par3landscape.com • www.par3landscape.com

Showcase Landcare Services
Customer service is #1
Complete Landscape Maintenance and Management
Design/Build Conversion and Renovation Installation
SNWA Water Smart Contractor
5130 W. Patrick Ln., Las Vegas NV 89118
702-531-6789 • Fax: 702-243-4329
www.showcaselandcare.com
contact.us@showcaselandcare.com

Tree Solutions
Professional Tree Care Services
• Arborist Analysis & Reports
• Tree Inventories
• Tree Removals & Stump Grinding 
• Tree Pruning 
• Palm Tree Trimming
Contact: Pete Luna
P: 702-309-8733 • M: 702-525-9137
pete@treesolutionslv.com
www.treesolutionslv.com

MANAGEMENT

Associa Nevada South 
Contact: Tiffany Dessaints, CM, CMCA, AMS, PCAM
3675 W. Cheyenne Ave., N. Las Vegas, NV 89032
702-795-3344 • Fax:  702-507-0588 
www.AssociaNS.com

Associa Sierra North
Contact: Debora Costa, CMCA, AMS
Reno/Sparks: 775-626-7333
South Lake Tahoe: 530-494-0909
“The Leader in Community Association Management”
www.AssociaSN.com

CAMCO
Homeowners Association Management
Offices throughout the State of Nevada
Commitment to Community – CAMCO Cares!
David Swenson, V.P. of Business Development
702-531-3382 • Fax: 702-531-3392
david.swenson@camconevada.com
www.camconevada.com

CAMCO
Homeowners Association Management
Northern Nevada Division
Commitment to Community – CAMCO Cares
NORM ROSENSTEEL, PCAM
SUPERVISING COMMUNITY MANAGER, PRESIDENT
 
Reno Office
1755 E. Plumb Ln, Suite 162, Reno, NV  89502
775-322-1400 • Fax 775-322-1405
 
Carson City Office
704 W. Nye Lane, Suite 101, Carson City, NV  89703
775-515-4242 • Fax 775-515-4243
norm.rosensteel@camconevada.com
www.camconevada.com

CCMC
Now this feels like home.®
Community Association Management & Consulting 
702-248-2262 (CCMC) • tledvina@ccmcnet.com 
www.CCMCnet.com

Colonial Property Management
Las Vegas/Henderson/Mesquite 
Contact: Trish Hall,CMCA, President
8595 S. Eastern Ave., Las Vegas, NV 89123
702-458-2580 • Fax: 702-458-2582
info@cpmlv.com • www.cpmlv.com

Epic Association Management
Professional. Reliable. Efficient.
8712 Spanish Ridge Ave., Las Vegas, NV 89148
tonya@epicamlv.com
702-767-9993 • www.epicamlv.com
Let us show you what management should be! 

Eugene Burger Management Corporation
“Legendary Service Provided by Exceptional People”
www.ebmc.com

Southern Nevada Contact:
Jerry Nowlan
Southern Nevada Regional Manager
jerrynowlan@ebmc.com 
702-873-3071 • Fax: 702-873-0629

Northern Nevada Contact:
Lori E. Burger, CPM, PCAM, S-CAM
Senior Vice President/Northern Nevada Regional Manager
775-828-3664 • Fax: 775-828-2677
loriburger@ebmc.com

FirstService Residential
We have five (5) offices located throughout
Southern and Northern Nevada.
Our main office locations:
8290 Arville Street
Las Vegas, NV 89139
639 Isbell Road, Suite 280
Reno, NV 89509
702-215-5058 • 775-332-0714
www.fsresidential.com

Level Community Management
Experienced Management and Customer Services 
Anne Calarco, DCAL, LSM, PCAM, President
702-333-1050 • Anne.Calarco@levelprop.com
‘Taking your Community to the next Level’

Opus 1 Community Management
“Your award winning choice in local community 
management.”
Tonya Bates, PCAM, DCAL
1380 Greg St. #208, Sparks, NV 89431
775-284-4788 
tonya@opus1cm.com • www.opus1cm.com

Prime Community Management
2016 CAI Small Management Company of the year
April Parsons, CMCA, AMS
181 N. Arroyo Grande Boulevard, #125
Henderson, NV 89074
8687 W. Sahara Avenue, #170
Las Vegas, NV 89117
702-869-0937 • www.primenv.com

Real Properties Management Group Inc.
Alisa Vyenielo & Helen Wise
3077 East Warm Springs Rd
Las Vegas, NV 89120
702-933-7764 • Fax: 702-933-7774
www.rpmginc.com

Soleil Association Management
Local Management for Local Communities
Contact: Shelley Leobold
7200 Las Vegas Blvd. South, Suite A
Las Vegas, NV 89119
702-639-8410 • Fax: 702-252-0518
info@soleilam.com 

Want to Advertise in the 
Marketplace?

Call the CAI Office at 702-648-8408

LANDSCAPING MANAGEMENT MANAGEMENT
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EmpireWorks Reconstruction and Painting
Since 2005, EmpireWorks has specialized in exterior 
repaints for HOA's. 
Our services include painting, carpentry, iron repair/
fabrication, decking/waterproofing and stucco work.
For a free proposal call 888-278-8200
or visit www.empireworks.com

Intertex Las Vegas
Specializing in HOA and construction defect projects, 
Intertex General Contractors is committed to work in 
partnership with our customers, employees, 
subcontractors and vendors to achieve superior 
quality and total customer satisfaction. B license # 
76025, limit 2.8 million dollars. 
702-463-2800 • infolv@intertexcompanies.com

MK House Consulting, Inc.
General Contractors
Over 25,000 HOA projects completed in 9 years.  
From trash outs to repaints to large reconstructions, 
A/C, repipes, and re-roofs, we make community 
managers’ jobs easier.  Licensed, bonded, insured. 
702-370-1913  NV Lic # 71558, limit $4,500,000
6670 Gomer Road, Las Vegas, NV 89139

ProTec Building Services
HOA Maintenance & Repair Experts
• MAINTENANCE 

PROGRAMS
• REPAIRS
• RECONSTRUCTION
• INSPECTIONS

• CONCRETE
• DECKS
• GUTTER CLEANING
• MAINTENANCE 

MANUALS
800-557-2217
info@ProTec.com • ProTec.com

CPAS

Bainbridge, Little & Co, CPAs
Audits, Reviews & Tax Preparation
“We Specialize Exclusively In HOAs”
We are very reasonably priced to fit
just about any Association’s budget
3620 N. Rancho Drive, Suite 106
Las Vegas, NV 89130
702-243-2695 • Fax: 702-243-8734 
sbainbridge@blccpas.com • www.blccpas.com
Sam Bainbridge, CPA & Mark Little, CPA

Chen Accounting Group, Ltd. – CPA
Assurance (Audit/Review/Compilation/AUP), Tax 
Compliance & Advisory
“NOT JUST A REQUIREMENT.
WE PROVIDE ANSWERS!”
We deliver responsive service, insightful advice and 
personal support. We see each engagement as an 
agreement between partners that wish to create a 
close and mutually beneficial long-term relationship. 
CHOOSE TO HAVE THE ANSWERS TODAY! 702-252-
8881 • Fax: 702-543-6795
mchen@chenaccountinggroup.com
www.chenaccountinggroup.com

Hilburn & Lein, CPAs
A Professional Corporation
Over 45 years combined HOA experience.
Specializing in HOA audits, reviews, tax, and 
consulting work.
5520 S. Fort Apache Rd., Las Vegas, NV 89148
702-597-1945
Gary W. Lein, CPA, NVEBP | Philip C. Bateman, CPA
gary@hilburn-lein.com | phil@hilburn-lein.com

 

MBAF, CPAs & Advisors
Since 1969, providing high quality audits of financial 
statements, forensic accounting, and fraud 
investigations, tax, and other professional services.
www.condocpas.com • 702-650-4248
info@mbafcpa.com
Monte Kane, CPA • Erbin Ramirez

Ovist & Howard, CPAs
Specializing in Financial Statements, Taxes and 
Consulting for HOAs since 1990.
Our Partners and Managers have over 80 Years of 
combined HOA experience. And with over 20 staff 
members, we have the resources YOUR Association needs.
www.ohcpas.net • hoa@ohcpas.net
702-456-1300 • Fax: 702-456-6155
Kristina Deuser, CPA    Eric Lorenz, CPA

INSURANCE

BALSIGER INSURANCE
Association Insurance brokers that specialize in taking 
care of you!  Locations in Reno (775-826-1559) & 
Las Vegas (702-220-8640). 
Contact James Gibson (James@balsigerinsurance.
com) or Keith Balsiger (keith@balsigerinsurance.com).  
We also provide free CE classes for community 
managers and boards.  Just ask!
We have options for all of your associations-with or 
without claims.  We stay on top of the market to bring 
the best option to our associations.
www.balsigerinsurance.com

Community Association Underwriters (CAU)
Barbara Westhoff, CIRMS, Marketing Specialist
702-470-2215 • Fax: 267-757-7474
bwesthoff@cauinsure.com • www.cauinsure.com
1180 N. Town Center Drive, Suite 100
Las Vegas, NV 89144
“Insurance for Associations, that’s all we do!!”

NFP Property & Casualty Services, LLC
International Agency & Brokerage Firm
Mark S. Coolman, CFP, CIRMS, NVEBP
Francie Stocking, CISR, CRIS, CPIW, CIC
Mindy Martinez, CIC, CISR, CIRMS, DCAL, NVEBP 
3140 S. Rainbow Blvd. Suite 400
Las Vegas, NV 89146
702-368-4217 • Fax: 702-368-4219
mark.coolman@nfp.com • mindy.martinez@nfp.com
www.nfp.com

Ron Wright - Mike Menath Insurance
For all your insurance needs including Auto/Home/
Business/Life/Health/Bonds/Workmans Comp
333 Village Blvd. # 203, Incline Village NV 89451
800-756-6507, 775-831-3132
Fax: 775-831-6235 • rwright@menath.com

Farmers Insurance
Specializes in Homeowners Associations, Planned 
Unit Developments and Condominium Associations. 
We are a full service Brokerage Firm. We offer on 
site safety inspections, insurance workshops and 
offer 3 HOUR CREDITS for continuing education.
Patrick Ward
2880 S. Jones, Ste. 4, Las Vegas, NV 89146 
702-579-7505 • Fax: 702-367-1039
pward@farmersagent.com
Betsi Williams 
560 California Ave, Reno, NV 89509 
775-324-8000 • Fax: 775-324-3007
bwilliams5@farmersagent.com 
www.farmersagent.com/bwilliams5

RF Insurance Group
and Community Insurance Group, our specialty 
company, are committed to handle all of your HOA 
insurance needs.
1980 Festival Plaza Dr, Suite 300
Las Vegas, NV 89135
702-680-0122 • rich@rfinsuranceagency.com

FITNESS EQUIPMENT

Equip Fitness
Ken Coats NVEBP
3111 S. Valley View Blvd., Ste P102
Las Vegas, NV 89102
(702)490-3558 • Fax: (702)924-2562
kcoats@krtconcepts.com • www.krtconcepts.com

LANDSCAPING

BrightView Landscape Services
One Partner for All Your Landscape Needs
· Design · Maintain
· Develop · Enhance
4021 West Carey Ave, North Las Vegas, NV 89084
Brad Baldwin 702-736-3551
Bradley.Baldwin@brightview.com

Crown Landscape & Pest Control
Providing professional, courteous, and caring 
beatification of Northern Nevada HOAs since 1989
Email: Shawn@thecrowntouch.com
thecrowntouch.com • 775-626-2233
NV C.L. 52118-NV AG. 2503

First Choice Tree Service
“Always Your Best Choice”
Providing expert tree care since 1989
Tree Care – Plant Health – Landscape Enhancements
Gita Mason 702-339-6908
businessdevelopment@firstchoicetree.com

CONSTRUCTION CONTRACTORS CPAS INSURANCE

Marketplaceth
e

Gothic Landscape Maintenance
Manager, Community Association Sales & Customer Service
6325 S Valley View, Las Vegas, NV 89118
702-676-1185 • Fax: 702-678-6968
ghill@gothiclandscape.com

Integrated Landscape Management
Landscape Management - Irrigation Management - 
Landscape Improvements - Tree Management - 
Property Health
702-305-2492 • ilm-llc.com

Newtex Landscape
Professional HOA Landcare
SNWA certified – Water Smart Conversions
Commercial/Masonry/Pavers/Artificial Turf
Mike Martinez
4710 W. Dewey Dr. Suite 106, Las Vegas, NV 89118
702-795-0300 • 702-795-0192
www.newtexlandscape.com
sales@newtexlandscape.com
License # 0059077

Par 3 Landscape Management
Par 3 Landscape Management is your HOA’s full 
service landscape partner. Celebrating 22 years in the 
Las Vegas valley. 
Kurtis Hyde
4610 Wynn Road, Las Vegas, NV 89103
702-415-7009 • Fax: 702-253-7879
kurtis@par3landscape.com • www.par3landscape.com

Showcase Landcare Services
Customer service is #1
Complete Landscape Maintenance and Management
Design/Build Conversion and Renovation Installation
SNWA Water Smart Contractor
5130 W. Patrick Ln., Las Vegas NV 89118
702-531-6789 • Fax: 702-243-4329
www.showcaselandcare.com
contact.us@showcaselandcare.com

Tree Solutions
Professional Tree Care Services
• Arborist Analysis & Reports
• Tree Inventories
• Tree Removals & Stump Grinding 
• Tree Pruning 
• Palm Tree Trimming
Contact: Pete Luna
P: 702-309-8733 • M: 702-525-9137
pete@treesolutionslv.com
www.treesolutionslv.com

MANAGEMENT

Associa Nevada South 
Contact: Tiffany Dessaints, CM, CMCA, AMS, PCAM
3675 W. Cheyenne Ave., N. Las Vegas, NV 89032
702-795-3344 • Fax:  702-507-0588 
www.AssociaNS.com

Associa Sierra North
Contact: Debora Costa, CMCA, AMS
Reno/Sparks: 775-626-7333
South Lake Tahoe: 530-494-0909
“The Leader in Community Association Management”
www.AssociaSN.com

CAMCO
Homeowners Association Management
Offices throughout the State of Nevada
Commitment to Community – CAMCO Cares!
David Swenson, V.P. of Business Development
702-531-3382 • Fax: 702-531-3392
david.swenson@camconevada.com
www.camconevada.com

CAMCO
Homeowners Association Management
Northern Nevada Division
Commitment to Community – CAMCO Cares
NORM ROSENSTEEL, PCAM
SUPERVISING COMMUNITY MANAGER, PRESIDENT
 
Reno Office
1755 E. Plumb Ln, Suite 162, Reno, NV  89502
775-322-1400 • Fax 775-322-1405
 
Carson City Office
704 W. Nye Lane, Suite 101, Carson City, NV  89703
775-515-4242 • Fax 775-515-4243
norm.rosensteel@camconevada.com
www.camconevada.com

CCMC
Now this feels like home.®
Community Association Management & Consulting 
702-248-2262 (CCMC) • tledvina@ccmcnet.com 
www.CCMCnet.com

Colonial Property Management
Las Vegas/Henderson/Mesquite 
Contact: Trish Hall,CMCA, President
8595 S. Eastern Ave., Las Vegas, NV 89123
702-458-2580 • Fax: 702-458-2582
info@cpmlv.com • www.cpmlv.com

Epic Association Management
Professional. Reliable. Efficient.
8712 Spanish Ridge Ave., Las Vegas, NV 89148
tonya@epicamlv.com
702-767-9993 • www.epicamlv.com
Let us show you what management should be! 

Eugene Burger Management Corporation
“Legendary Service Provided by Exceptional People”
www.ebmc.com

Southern Nevada Contact:
Jerry Nowlan
Southern Nevada Regional Manager
jerrynowlan@ebmc.com 
702-873-3071 • Fax: 702-873-0629

Northern Nevada Contact:
Lori E. Burger, CPM, PCAM, S-CAM
Senior Vice President/Northern Nevada Regional Manager
775-828-3664 • Fax: 775-828-2677
loriburger@ebmc.com

FirstService Residential
We have five (5) offices located throughout
Southern and Northern Nevada.
Our main office locations:
8290 Arville Street
Las Vegas, NV 89139
639 Isbell Road, Suite 280
Reno, NV 89509
702-215-5058 • 775-332-0714
www.fsresidential.com

Level Community Management
Experienced Management and Customer Services 
Anne Calarco, DCAL, LSM, PCAM, President
702-333-1050 • Anne.Calarco@levelprop.com
‘Taking your Community to the next Level’

Opus 1 Community Management
“Your award winning choice in local community 
management.”
Tonya Bates, PCAM, DCAL
1380 Greg St. #208, Sparks, NV 89431
775-284-4788 
tonya@opus1cm.com • www.opus1cm.com

Prime Community Management
2016 CAI Small Management Company of the year
April Parsons, CMCA, AMS
181 N. Arroyo Grande Boulevard, #125
Henderson, NV 89074
8687 W. Sahara Avenue, #170
Las Vegas, NV 89117
702-869-0937 • www.primenv.com

Real Properties Management Group Inc.
Alisa Vyenielo & Helen Wise
3077 East Warm Springs Rd
Las Vegas, NV 89120
702-933-7764 • Fax: 702-933-7774
www.rpmginc.com

Soleil Association Management
Local Management for Local Communities
Contact: Shelley Leobold
7200 Las Vegas Blvd. South, Suite A
Las Vegas, NV 89119
702-639-8410 • Fax: 702-252-0518
info@soleilam.com 

Want to Advertise in the 
Marketplace?

Call the CAI Office at 702-648-8408

LANDSCAPING MANAGEMENT MANAGEMENT
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Marketplaceth
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SOLitude Lake Management
SOLitude is committed to providing sustainable 
solutions to help maintain the beauty and ecological 
balance of your stormwater pond.
info@solitudelake.com • 855-534-3545
www.solitudelakemanagement.com

The Management Trust
Owner Inspired. Challenge Accepted.
8485 W. Sunset Road, Suite 100
Las Vegas, NV 89113
702-835-6904 • 702-835-6905
www.managementtrust.com

Taylor Association Management 
“Bringing Community to Your Neighborhood” 
Contact: Jason Hoorn, PCAM or Pat Taylor, CMCA
Henderson Office:
259 North Pecos Rd. #100, Henderson, NV 89074 
855-764-8639, 702-736-9450

Centennial Office:
5550 Painted Mirage Rd, #330, Las Vegas, NV 89149
702-818-4900 • Fax: 702-818-4899
www.tamhoa.com

OUTDOOR/POOL FURNITURE

Total Patio Accessories
Your source for Commercial Fitness Equipment and 
Contract Outdoor Furniture & Site Furnishings
702-490-3558
info@krtconcepts.com • www.krtconcepts.com

PAINTING

CertaPro Painters of Southern Nevada 
Contact Jim Zades
CertaPro Painters is your full service painting & 
drywall contractor serving Southern Nevada 
communities and community managers with exterior 
and interior painting since 2005. 
1000 N Green Valley Pkwy 440-332 
Henderson NV 89074 
702-343-1204 • jzades@certapro.com 

The Sherwin-Williams Company
Your Full-Service Paint Manufacturer with 18
stores in Southern Nevada. Celebrating 150
Years! Ask Sherwin-Williams for: Color Books,
Repaint Specifications, Job Walks.
Jason Manwaring
702-349-3613 • Jason.A.Manwaring@sherwin.com

Unforgettable Coatings, Inc.
Renew. Revive. Repaint.
“A paint job is only worth doing if it’s done right”
When high quality applications and expertise is required, 
allow us to better serve your clients.
702-287-1456 • Fax: 702-541-9900
www.unforgettablecoatings.com
service@unforgettablecoatings.com

Green Living Services
Making Nevada Greener One Community
at a Time

• Playground Experts!
• Safety Audits
• Surfacing
• Site Furnishings
• Custom Designs
• Refresh, Repairs or Replacements
• Synthetic Turf and Pet Parks too!

4205 West Tompkins Ave, Suite One
Las Vegas, NV 89103
Ken Jackson, CPSI
702-367-8873 • info@GreenLivingServices.com
www.GreenLivingServices.com

Park Pro Playgrounds
Protect Your Community & Your Children! CPSI 
Certified
• Sales • Maintenance 
• Installs • Custom Designs
• Shades • Multiple CPSI Playground Technicians
• Surfacing • Convenient Inspection
• Amenities     /Maintenance Plans
Call or Email for more information!
702-254-4111 • KidsFirst@ParkProPlaygrounds.com

RESERVE STUDIES

Association Reserves - Nevada
7251 W. Lake Mead Blvd., #300
Las Vegas, NV 89128
702-850-2451 • Fax: 702-850-2461
Contact:  Carol Serrano • cserrano@reservestudy.com

Browning Reserve Group
Robert W. Browning, RS, NV RSS #005
Serving Nevada Since 1999
3753 Howard Hughes Parkway, Suite 200
Las Vegas, NV, 89169
877-708-0600 Toll Free • 916-393-0610 Fax
www.BrowningRG.com • Bob@BrowningRG.com

Complex Solutions, Ltd.
Reserve Studies Simplified
3215 E. Warm Springs Rd. #400, Las Vegas, NV 89120
702-361-0111 • Fax: 702-361-6685
www.complexsolutionsltd.com

GeoReserves
-Reserve Studies
-GeoMapping & GIS

-Financial Consulting

Byron Goetting, NV RSS #072
3172 N Rainbow Blvd #289, Las Vegas, NV 89108
702-630-0948 • byron@georeservestudies.com
www.georeservestudies.com

Nevada Reserve Studies, Inc.
With the experience of serving HOA’s for 30 years

• Easy to understand and use Reserve Studies
• Homeowner Associations
• Commercial Associations
• Consulting Services

On-Line Proposal Requests: www.nevadastudies.com
702-432 5587 • Fax 702-431-5219
doug@nevadastudies.com

Above & Beyond Construction, LLC
Carolyn Ramos CMCA
8217 Fawn Brook Ct, Las Vegas, NV 89149
702-433-5663 • Fax: 702-646-6655
carolyn@abrestorationlv.com
www.abrestorationlv.com

BELFOR Property Restoration
Single Source Provider, Offering Complete 24/7 
Emergency Response and Reconstruction Services
800-856-3333
Michelle Turner (Northern Nevada)
Michelle.turner@us.belfor.com
Elena Borodina (Southern Nevada)
elena.borodina@us.belfor.com 
Licenses 0078990 limit - $1,000,000, 0078991
limit - $1,000,000, 0078992 limit - $1,000,000,
0067311 limit - unlimited
www.belforUSA.com

ROOFING

Amaya Roofing Inc. 
Rich Friesz
730 W. Cheyenne Ave., Ste. 10
North Las Vegas, NV 89030
855-325-ROOF (325-7663) • 702-420-2419
Fax: 888-558-3064 • Cell: 702-521-3663
Rich@AmayaRoofingInc.com
NV State C15 License No. 81903 /
Monetary Limit: $2,000,000
NV State B License No. 81904 /
Monetary Limit: $8,000,000

Titan Roofing LLC.
“Weather or not, we’ve got you covered”
Contact: Peter J. Cicchetti at
pjc@titanroofing.net
Over 30 Years Experience as a Full Service Roofing 
Company.
4095 Ponderosa Way, Las Vegas, NV 89118
Office 702-597-0878 • Fax 702-597-2714
www.titanroofing.net
License #0076672 Bid Limit $4.5 Million

SECURITY

PLATINUM SECURITY
For all your protection needs,
there is only one name you need to know.
With a 24-hour dispatch center, 24-hour field 
supervisors, and rigorously-screened, highly-trained 
professional personnel, we are constantly on guard – 
making sure you and your property are secure. 
7040 Laredo St. Suite F Las Vegas, NV 89117
702-629-6063 
Contact: Jack Ross jross@platinumsecurity.com
www.platinumsecurity.com

Vet-Sec Protection Agency
2017 CAI Nevada Chapter Silver Sponsor
Vet-Sec Protection Agency offers the following security 
services for Homeowner’s Associations:
Mobile/Courtesy Patrols, Traditional Standing Officers/
Gatehouse Officers & Alarm Response throughout the 
Las Vegas Area.
4045 Spencer St., Ste 306, Las Vegas, NV 89119

MANAGEMENT PLAYGROUND MAINTENANCE RESTORATION

Education Calendar
DCAL           MANAGER           Advanced DCAL

Preregistration for all dates is required. Visit CAI-Nevada.org

Southern Nevada
May
CAI Nevada Las Vegas Luncheon
“Community Teamwork - Accredited RFPs” – Greg Kerr Speaker
May 14, 2019 at 11:25 a.m. – 1:00 p.m.
Gold Coast Hotel & Casino
1 Hour C.E. Credit

CAI Nevada Las Vegas Homeowner Class, DCAL
“Rules Creation & Enforcement”
May 18, 2019 at 9:00 a.m. – 12:00 p.m.
Mountains Edge - Yellowstone

CAI Nevada Las Vegas Managers Class
“Board Meetings, Member Meetings, and Elections”
May 21, 2019 at 9:00 a.m. to 12:00 p.m.
Mountains Edge - Yellowstone
C.E. 340000 – 3-hour C.E. Credit

June
CAI Nevada Las Vegas Luncheon
“Ten Simple Writing Tips to Make You Look Like a Pro”
June 11, 2019 at 11:25 a.m. to 1:00 p.m.
Gold Coast Hotel & Casino
1 Hour C.E. Credit

CAI Nevada Las Vegas Homeowner Class, Advanced DCAL
“Advanced Ethical Dilemmas”
June 22, 2019 at 9:00 a.m. – 12:00 p.m.
Providence

CAI Nevada Las Vegas Managers Class
“Bidding & Contracting in a CIC”
“Water Damage 101”
June 25, 2019 at 9:00 a.m. to 12:00 p.m.
Providence
C.E. 348000 – 1-hour C.E. Credit
C.E. 191000 – 1-hour C.E. Credit

Northern Nevada
May
CAI Nevada Reno Homeowner Class
Ask the Experts Rountdable
May 23 at 1:00 p.m.
Peppermill Hotel, White Orchid Room

CAI Nevada Reno Managers Class
“Declarant Reserve Account Underfunding”
“Bankruptcy 101”  
May 23, 2019 at 9:00 a.m. – 11:00 a.m.
Peppermill Hotel, White Orchid Room
C.E. 0353000 - 1-hour C.E. Credit
C.E. 0291000 - 1-hour C.E. Credit

June
CAI Nevada Reno Managers Class
“Lewd Acts, Controlled Substances and Rock & Roll, Lifestyles in 
Community Associations” 
June 20, 2019 at 9:00 a.m. – 12:00 p.m.
C.E. 0332000 - 3-hour C.E. Credit

CAI Nevada Reno Homeowner Class 
“Meetings & Elections DCAL”
June 20, 2019 at 1:00 p.m.
Peppermill Resort

CAI-Nevada sends monthly email blasts 
of scheduled events to its members.

If you are not receiving the monthly 
blasts, contact Chris at
info@cai-nevada.org
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Marketplaceth
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SOLitude Lake Management
SOLitude is committed to providing sustainable 
solutions to help maintain the beauty and ecological 
balance of your stormwater pond.
info@solitudelake.com • 855-534-3545
www.solitudelakemanagement.com

The Management Trust
Owner Inspired. Challenge Accepted.
8485 W. Sunset Road, Suite 100
Las Vegas, NV 89113
702-835-6904 • 702-835-6905
www.managementtrust.com

Taylor Association Management 
“Bringing Community to Your Neighborhood” 
Contact: Jason Hoorn, PCAM or Pat Taylor, CMCA
Henderson Office:
259 North Pecos Rd. #100, Henderson, NV 89074 
855-764-8639, 702-736-9450

Centennial Office:
5550 Painted Mirage Rd, #330, Las Vegas, NV 89149
702-818-4900 • Fax: 702-818-4899
www.tamhoa.com

OUTDOOR/POOL FURNITURE

Total Patio Accessories
Your source for Commercial Fitness Equipment and 
Contract Outdoor Furniture & Site Furnishings
702-490-3558
info@krtconcepts.com • www.krtconcepts.com

PAINTING

CertaPro Painters of Southern Nevada 
Contact Jim Zades
CertaPro Painters is your full service painting & 
drywall contractor serving Southern Nevada 
communities and community managers with exterior 
and interior painting since 2005. 
1000 N Green Valley Pkwy 440-332 
Henderson NV 89074 
702-343-1204 • jzades@certapro.com 

The Sherwin-Williams Company
Your Full-Service Paint Manufacturer with 18
stores in Southern Nevada. Celebrating 150
Years! Ask Sherwin-Williams for: Color Books,
Repaint Specifications, Job Walks.
Jason Manwaring
702-349-3613 • Jason.A.Manwaring@sherwin.com

Unforgettable Coatings, Inc.
Renew. Revive. Repaint.
“A paint job is only worth doing if it’s done right”
When high quality applications and expertise is required, 
allow us to better serve your clients.
702-287-1456 • Fax: 702-541-9900
www.unforgettablecoatings.com
service@unforgettablecoatings.com

Green Living Services
Making Nevada Greener One Community
at a Time

• Playground Experts!
• Safety Audits
• Surfacing
• Site Furnishings
• Custom Designs
• Refresh, Repairs or Replacements
• Synthetic Turf and Pet Parks too!

4205 West Tompkins Ave, Suite One
Las Vegas, NV 89103
Ken Jackson, CPSI
702-367-8873 • info@GreenLivingServices.com
www.GreenLivingServices.com

Park Pro Playgrounds
Protect Your Community & Your Children! CPSI 
Certified
• Sales • Maintenance 
• Installs • Custom Designs
• Shades • Multiple CPSI Playground Technicians
• Surfacing • Convenient Inspection
• Amenities     /Maintenance Plans
Call or Email for more information!
702-254-4111 • KidsFirst@ParkProPlaygrounds.com

RESERVE STUDIES

Association Reserves - Nevada
7251 W. Lake Mead Blvd., #300
Las Vegas, NV 89128
702-850-2451 • Fax: 702-850-2461
Contact:  Carol Serrano • cserrano@reservestudy.com

Browning Reserve Group
Robert W. Browning, RS, NV RSS #005
Serving Nevada Since 1999
3753 Howard Hughes Parkway, Suite 200
Las Vegas, NV, 89169
877-708-0600 Toll Free • 916-393-0610 Fax
www.BrowningRG.com • Bob@BrowningRG.com

Complex Solutions, Ltd.
Reserve Studies Simplified
3215 E. Warm Springs Rd. #400, Las Vegas, NV 89120
702-361-0111 • Fax: 702-361-6685
www.complexsolutionsltd.com

GeoReserves
-Reserve Studies
-GeoMapping & GIS

-Financial Consulting

Byron Goetting, NV RSS #072
3172 N Rainbow Blvd #289, Las Vegas, NV 89108
702-630-0948 • byron@georeservestudies.com
www.georeservestudies.com

Nevada Reserve Studies, Inc.
With the experience of serving HOA’s for 30 years

• Easy to understand and use Reserve Studies
• Homeowner Associations
• Commercial Associations
• Consulting Services

On-Line Proposal Requests: www.nevadastudies.com
702-432 5587 • Fax 702-431-5219
doug@nevadastudies.com

Above & Beyond Construction, LLC
Carolyn Ramos CMCA
8217 Fawn Brook Ct, Las Vegas, NV 89149
702-433-5663 • Fax: 702-646-6655
carolyn@abrestorationlv.com
www.abrestorationlv.com

BELFOR Property Restoration
Single Source Provider, Offering Complete 24/7 
Emergency Response and Reconstruction Services
800-856-3333
Michelle Turner (Northern Nevada)
Michelle.turner@us.belfor.com
Elena Borodina (Southern Nevada)
elena.borodina@us.belfor.com 
Licenses 0078990 limit - $1,000,000, 0078991
limit - $1,000,000, 0078992 limit - $1,000,000,
0067311 limit - unlimited
www.belforUSA.com

ROOFING

Amaya Roofing Inc. 
Rich Friesz
730 W. Cheyenne Ave., Ste. 10
North Las Vegas, NV 89030
855-325-ROOF (325-7663) • 702-420-2419
Fax: 888-558-3064 • Cell: 702-521-3663
Rich@AmayaRoofingInc.com
NV State C15 License No. 81903 /
Monetary Limit: $2,000,000
NV State B License No. 81904 /
Monetary Limit: $8,000,000

Titan Roofing LLC.
“Weather or not, we’ve got you covered”
Contact: Peter J. Cicchetti at
pjc@titanroofing.net
Over 30 Years Experience as a Full Service Roofing 
Company.
4095 Ponderosa Way, Las Vegas, NV 89118
Office 702-597-0878 • Fax 702-597-2714
www.titanroofing.net
License #0076672 Bid Limit $4.5 Million

SECURITY

PLATINUM SECURITY
For all your protection needs,
there is only one name you need to know.
With a 24-hour dispatch center, 24-hour field 
supervisors, and rigorously-screened, highly-trained 
professional personnel, we are constantly on guard – 
making sure you and your property are secure. 
7040 Laredo St. Suite F Las Vegas, NV 89117
702-629-6063 
Contact: Jack Ross jross@platinumsecurity.com
www.platinumsecurity.com

Vet-Sec Protection Agency
2017 CAI Nevada Chapter Silver Sponsor
Vet-Sec Protection Agency offers the following security 
services for Homeowner’s Associations:
Mobile/Courtesy Patrols, Traditional Standing Officers/
Gatehouse Officers & Alarm Response throughout the 
Las Vegas Area.
4045 Spencer St., Ste 306, Las Vegas, NV 89119

MANAGEMENT PLAYGROUND MAINTENANCE RESTORATION

Education Calendar
DCAL           MANAGER           Advanced DCAL

Preregistration for all dates is required. Visit CAI-Nevada.org

Southern Nevada
May
CAI Nevada Las Vegas Luncheon
“Community Teamwork - Accredited RFPs” – Greg Kerr Speaker
May 14, 2019 at 11:25 a.m. – 1:00 p.m.
Gold Coast Hotel & Casino
1 Hour C.E. Credit

CAI Nevada Las Vegas Homeowner Class, DCAL
“Rules Creation & Enforcement”
May 18, 2019 at 9:00 a.m. – 12:00 p.m.
Mountains Edge - Yellowstone

CAI Nevada Las Vegas Managers Class
“Board Meetings, Member Meetings, and Elections”
May 21, 2019 at 9:00 a.m. to 12:00 p.m.
Mountains Edge - Yellowstone
C.E. 340000 – 3-hour C.E. Credit

June
CAI Nevada Las Vegas Luncheon
“Ten Simple Writing Tips to Make You Look Like a Pro”
June 11, 2019 at 11:25 a.m. to 1:00 p.m.
Gold Coast Hotel & Casino
1 Hour C.E. Credit

CAI Nevada Las Vegas Homeowner Class, Advanced DCAL
“Advanced Ethical Dilemmas”
June 22, 2019 at 9:00 a.m. – 12:00 p.m.
Providence

CAI Nevada Las Vegas Managers Class
“Bidding & Contracting in a CIC”
“Water Damage 101”
June 25, 2019 at 9:00 a.m. to 12:00 p.m.
Providence
C.E. 348000 – 1-hour C.E. Credit
C.E. 191000 – 1-hour C.E. Credit

Northern Nevada
May
CAI Nevada Reno Homeowner Class
Ask the Experts Rountdable
May 23 at 1:00 p.m.
Peppermill Hotel, White Orchid Room

CAI Nevada Reno Managers Class
“Declarant Reserve Account Underfunding”
“Bankruptcy 101”  
May 23, 2019 at 9:00 a.m. – 11:00 a.m.
Peppermill Hotel, White Orchid Room
C.E. 0353000 - 1-hour C.E. Credit
C.E. 0291000 - 1-hour C.E. Credit

June
CAI Nevada Reno Managers Class
“Lewd Acts, Controlled Substances and Rock & Roll, Lifestyles in 
Community Associations” 
June 20, 2019 at 9:00 a.m. – 12:00 p.m.
C.E. 0332000 - 3-hour C.E. Credit

CAI Nevada Reno Homeowner Class 
“Meetings & Elections DCAL”
June 20, 2019 at 1:00 p.m.
Peppermill Resort

CAI-Nevada sends monthly email blasts 
of scheduled events to its members.

If you are not receiving the monthly 
blasts, contact Chris at
info@cai-nevada.org
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TO OUR 2019 CAI-
NEVADA SPONSORS

DIAMOND
The Clarkson Law Group, P.C.

PLATINUM PLUS
Eugene Burger Management Corp.

PLATINUM  
Nevada Association Services, Inc. Wolf Rifkin Shapiro Schulman Rabkin, LLP

PALLADIUM
Epic Association Management
HOA Lawyers Group, LLC
Leach Kern Gruchow Anderson Song

McKelleb Carpenter Hazlewood
Taylor Association Management
Unforgettable Coatings, Inc. 

GOLD
Absolute Collection Services, LLC
Alliance Association Bank
Amaya Roofi ng & Waterproofi ng, Inc.
Bainbridge, Little & Co, CPAs, LLP
BELFOR Property Restoration
CCMC
Fencing Specialists, Inc. 
FirstService Residential

NFP Property & Casualty Services, LLC
Opus 1 Community Management, LLC
PLATINUM SECURITY, Inc. 
Prime Community Management
Seacoast Commerce Bank
SOLitude Lake Management
The Management Trust

SILVER
Above & Beyond Restoration, LLC
Angius & Terry, LLP
Associa Nevada South
Associa Sierra North
Association Reserves -  Nevada 
Balsiger Insurance Agency
BrightView Landscape Services 
Browning Reserve Group
CAMCO Homeowners Association 

Management
CAU - Community Association 

Underwriters of America, Inc. 
CertaPro Painters of Southern Nevada
Chen Accounting Group
City National Bank
Complex Solutions Ltd. 
Crown Landscape & Pest Control 
EmpireWorks Reconstruction and Painting
Equip Fitness
First Choice Tree Service
Geo Reserves
Gothic Landscape Maintenance
Integrated Landscape Maintenance LLC
Level Community Management

MBAF, CPAs & Advisors Condominium and 
Association Division

Menath Insurance
MK House Consulting, Inc. 
Mutual of Omaha Bank
Newtex Landscape, Inc.
Ovist & Howard, CPA’s
Pacifi c Western Bank
Par 3 Landscape Management
Park Pro Playgrounds
Pro Tec Building Services
RPMG
Sherwin-Williams Company
Showcase Landcare Services
Soleil Association Management
Sunland Asphalt
Titan Roofi ng, LLC
Total Patio Accessories
Tree Solutions
US Bank HOA Division
Van Duyne Law Group
Vet-Sec Protection Agency

3230 S. Buffalo Drive, Suite 105, Unit 6, Las Vegas, NV 89117
Phone: 702-648-8408  |  Fax: 702-240-9690
info@cai-nevada.org  |  www.cai-nevada.org


