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Nina Stanton
Clearbrook Community Association 
2013 CAI-NJ President
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Arm & Hammer Park (formerly Mercer County Waterfront Park) opened in 1994 and is home to the AA Yankees 
affiliate Trenton Thunder.  Situated right on the Delaware River in Trenton, New Jersey, catching a Thunder game 

is a fun and affordable way to spend a spring or summer evening watching the future stars of the Yankees. 2013 is being 
celebrated as the 20th anniversary of Trenton Thunder baseball.

Photo by Kyle Hammerschmidt.

It is truly awesome the amount of energy, professionalism, ideas 
and dedication of our volunteer members.  Every challenge is 
met with a new enthusiasm and fresh solutions.  The “First Ever” 

Best Practices Roundtable Discussions for Community Association 
Volunteer Leaders, held at Buona Sera Restorante in Red Bank, New 
Jersey was a huge success.  Accolades to the CAVL Committee, Frank 
Catanzarite (Chair), Charles Lavine, Alex Ostrovsky, Judy Posen and 
Valentine Valdman and to the Board Liaison Larry Sauer, CPM, CMCA, 
PCAM for a terrific learning experience. Special thanks to Community 
Management Corporation, Herrick, Feinstein, LLP, Lomurro, Davison, 
Eastman & Munoz, P.A., MEM Property Management, The Shauger 
Group and Signature Property Group, AAMC for their sponsorship 
of this event. There will be another CAVL Roundtable at a different 
location later this year.  Watch for the date, check your emails, see it in 
Community Trending and look for flyers that will be sent.  

The Managers-Only Best Practices Roundtable was held at The Stone 
Terrace in Hamilton, New Jersey and was another fantastic educational 
event which focused on: generators, insurance/risk management, legal/
legislative update and alternate dispute resolution, pool maintenance 
and operation, winter water damage issues/mold and landscaping 
alternatives.  Special thanks to American Pool Management, Inc., 
BHB Insurance Services, High Tech Landscapes, Hill Wallack LLP, 
Morris Engineering, LLC and Servpro of Hoboken/Union City/Lower 
Manahattan for their sponsorship of this event.  There will be one more 
Managers-only Roundtable in the fall. Watch for the date, check your 
emails, see it in Community Trending and look for flyers that will be 
sent.   

Congratulations to everyone who successfully completed Alternative 
Dispute Resolution (ADR) Mediation training with Ronald L. Perl, 
Esquire, CCAL, Hill Wallack LLP, CAI National President (2007), CAI-
NJ President (1987), Adjunct Professor at Seton Hall University Law 
School and Paul Santoriello, PCAM, President of Taylor Management 
Company (AAMC, AMO), and CAI-NJ President (2011).  The ADR 
Program is designed as an alternative to the traditional judicial system.  
The mediator is selected by CAI-NJ and assists the disputing parties in 

Nobody can do  
everything,  

but everyone can  
do something.

ConTinues on page 49.
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2013 CAI-nJ Conference & expo 
Registration Information is on 
pages 33-42 of this issue!

As you have seen over the past five 
months, 2013 has been all about 
adding new opportunities for you 

to tap into your member benefits – be it 
through the regionalization of our edu-
cation programs, the newly added best 
practices roundtable discussions for man-
agers and community association volun-
teer leaders, online learning through CAI 
national and our Platinum PLUS sponsors, 
or through attendance at the enhanced 
CAI-NJ Annual Conference & Expo.  I 
would like to spend the next few minutes 
talking about the latter.

Lynn Lobas, former CAI-NJ Executive 
Vice President, wrote in her June 1995 col-
umn, that “The New Jersey chapter’s Annual 
Conference and Expo…represents an ideal 
environment to market goods and services 
to community associations.  In addition to 
recognizing the market value of trade shows, 
exhibitors are taking advantage of the edu-
cational benefits of exposing their staff to 
the latest trends in the field.”  This remains 
true today. While the CAI-NJ Board of 
Directors, the 2013 CAI-NJ Conference & 
Expo Committee, and staff have added new 
elements to the event, the goals for the event 
remain the same:  networking and education.  

With the new education format at the 
2013 Conference & Expo, which includes 
tracks for ALL categories of member-
ship including our Business Partners and 
two PMDP classes, the chapter outgrew 
the New Jersey Conference & Exposition 
Center in Edison, New Jersey.  Combine 
the need for three separate “classrooms” 
for over 1,000 attendees with the square 
footage needed to house our 160+ exhibi-
tors, the chapter found itself limited for 
venues.   Atlantic City’s casinos provide an 
ample footprint for our needs and a fun, 
lively atmosphere in which to learn and 
network.  Revel Resort & Casino is the 
perfect setting, from the accommodations 
in Ovation Hall (where the Conference 
& Expo event will be held) to its five-star 
restaurants, Bask Spa, and the gaming floor, 
the resort is truly something to experience.

The chapter is pleased to offer free reg-
istration for community association vol-
unteers again this year, and our event 
coordinators are working with Revel to 
arrange for busing services as well.  There 
is a small golf outing at Galloway National 
Golf Club on October 23, 2013, the day 
prior to the Conference & Expo, and 
we are also looking into the possibility 
of discounted spa services for CAI-NJ 
Conference & Expo attendees.   Booth sales 
are already ahead of last year, and I encour-
age our Business Partner and Management 
Company members to reach out to Robin 
Micallef at (609) 588-0030 extension 302, 
for availability.  The floor plan, booth reg-
istration form, and event registration forms 
can be found in this issue of Community 
Trends® as well as on the CAI-NJ website 
at www.cainj.org.

This is an exciting time to be involved in 
the New Jersey chapter, and I hope you are 
able to take advantage of the changes — and 
the constants — that the chapter offers. n  

Lisa Hibbs
Chapter Executive Director, CAI-NJ



The CAI Amicus Program is looking for your help.  For years, 
CAI has participated in New Jersey court cases involving sig-
nificant community association issues. We do this through our 

“Amicus” or “Friend of the Court” Program.  With the court’s permis-
sion, CAI files briefs in court cases advocating the interests of our mem-
bers.   CAI has successfully appeared in a number of important New 
Jersey cases, including Twin Rivers.  It is important for our members to 

let CAI know when they are involved in, or become aware of, a lawsuit 
which may have an impact of general concern to the industry.  We can 
only participate and have our views expressed when we know about these 
cases when they first arise.  So, this is an important request on behalf of 
both the National and Chapter Legislative Action Committees to please 
advise the Chapter office of any litigation involving community associa-
tion issues of potential importance to the entire industry.

Help CAI’s Amicus Effort
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Legislative update

James Magid, CMCA, LSM, PCAM 
Wentworth Property Management Corp., AAMC
Chair, CAI-NJ Legislative Action Committee

While the Statehouse was relatively 
quiet leading up to the primary 
election on June 4th, the Chapter 

took advantage of the down time to meet with 
leadership at the Department of Community 
Affairs.  On May 14, 2013, our lobbyists 
and I met with Deputy Commissioner 
Richman and Steve Denenholtz, Bureau Chief, 
Homeowner Protection, to discuss ways in 
which the Chapter can serve as a resource 
to the Department and vice versa.  Several 
topics came up during the meeting, includ-
ing Manager Licensing, dissemination of 
critical information from the Department to 
Community Association Volunteer Leaders, 
Managers and industry professionals, as well 
as Sandy Recovery and the ages old 5-year 
inspections.  The discussions were extremely 
positive with the promise of continued col-
laboration moving forward.  A meeting will 
be scheduled with Ed Tomkiewicz, Acting 
Chief, Bureau of Code Enforcement, on 5-year 
inspections and Adam Robinson, also with the 
Department, will be reviewing the Manager 
Licensing bill language for the Department.  

The Manager Licensing bill continues its 
journey through the New Jersey Senate.  
Our lobbyists met with Senator Nia Gill 
(D-34th District), Chair of the Senate 
Commerce Committee, where the bill was 
assigned for consideration, and we are cau-
tiously optimistic that the bill will be heard 
in that Committee before the summer recess.  
In addition to meetings with the members of 
the Senate Commerce Committee, we sought 
and received the support of Senator Joseph 
Kyrillos (R-13th District) on the bill in early 
June, and Senator Jeff Van Drew (D-1st 
District), prime sponsor on the bill, remains 
committed to its passage.  Senator Gill, along 
with the Vice Chair of Senate Commerce 
Committee, Senator Ray Lesniak (D-20th 
District), faces a tough primary battle.  We 
will report on the results of the election in 
the July 2013 Legislative Update.  

At the national level, CAI has learned 
that the Federal Housing Administration 
(FHA) has determined a common restric-
tion on transient leasing in condominium 
association covenants, conditions and restric-

tions (CC&Rs) violates Section 513 of the 
National Housing Act, which strictly pro-
hibits the use of FHA mortgage insurance.  
Many condominium association governing 
documents restrict leasing of units for hotel 
or transient purposes, normally defined as a 
lease with a term of less than 30 days.  It is 
also common for condominium CC&Rs to 
provide an exception to the transient leasing 
prohibition for lenders taking possession of 
a unit as a result of foreclosure.  In order 
to determine the full impact of the FHA’s 
ruling on transient leasing exception, CAI 
national is conducting a survey of members.  
The survey will catalogue the number of 
condominium associations that permit lend-
ers to lease units on a less than 30-day term 
as well as identify the geographic locations 
of affected condominiums. This informa-
tion will be critical in determining next 
steps, which includes outreach to Congress.  
Watch for the survey link in future issues of 
Community Trends®, Community Trending 
(CAI-NJ’s electronic weekly newsletter), 
and on the CAI-NJ website. n

“The manager 

licensing bill continues 

its journey through the 

New Jersey Senate.”
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The New Jersey chapter extends their appreciation to the Platinum PLUS Sponsors. The funds raised from this  
Sponsorship Program help defray some of the costs of the Chapter’s membership services and educational programs.

CAI-NJ tHANks Our 2013

 PLAtINuM PLus sPONsOrs

Accent Group
Accurate Reconstruction
Amco Pest Services, Inc.
Becht Engineering, BT

Becker & Poliakoff, LLP
BHB Insurance Services

Brown & Brown Insurance
C & L Sweeper & Pavement Maintenance

Capital One Bank, N.A.
Cowley’s Termite & Pest Services

The Curchin Group, LLC
Cutolo Law Firm, LLC

Down to Earth Landscaping, Inc.
Doyle Brothers Contracting, LLC

The Falcon Group — Engineering, Architecture & Energy Consultants
FWH Associates, P.A.

G&C Electronics — Certitude
Greenbaum, Rowe, Smith & Davis, LLP

Griffin Alexander, P.C.
Hillcrest Paving & Excavating, Inc.

Hill Wallack LLP
JGS Insurance

JRG Termite & Pest Control
K.A. Diehl Community Management, AAMC

Kipcon, Inc.
L. N. Rothberg & Son, Inc.

MAMCO Property Management, AAMC
McGovern Legal Services, LLC
MEM Property Management

Morris Engineering, LLC
National Contractors, Inc.

O & S Associates
Popular Association Banking
R M Termite & Pest Control

Republic Services of New Jersey, Inc.
Rezkom Enterprises, Inc.

Stark & Stark
Taylor Management Company, AAMC, AMO

Valcourt Building Services of NJ, LLC
Wilkin & Guttenplan, P.C.
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home to several underground storage tanks, 
was an area in need of environmental remedi-
ation. Additionally, the site had been poorly 
designed for run-off, resulting in flooding 
of nearby residential areas. According to 
Director of the Office of Community and 
Economic Development for the City of Long 
Branch Jacob Jones, the project addressed all 
of the city’s concerns regarding the site.

The City of Long Branch worked close-
ly with the New Jersey Department of 
Environmental Protection to address environ-
mental issues and was able to secure Green 
Acres funding, in addition to monies from 
other sources, to assist in developing the prop-
erty into the multi-use site it is today. 

“It gives such a great sense of accomplish-
ment to be able to design a park of this size 
in a shore town. This park has something for 
everyone,” said Mr. Lurie.

DW Smith Associates, LLC is a multi-
discipline professional consulting firm pro-
viding Engineering, Planning, Surveying, 
Landscape Design, Environmental, GIS and 
Community Association services. 

RCP Management Announces Julie 
Spinney as Vice 
President of the RCP 
Northern Region

Monroe, nJ — RCP 
Management Company has 
appointed Julie Spinney, 
CMCA, AMS, PCAM, 
CPM as the Vice President 
of RCP Management’s 
North Region. Ms. Spinney 
has been in the commu-
nity management industry 
since 1998. She joined RCP 
Management Company in 
2004 and was promoted to Vice President of 
Operations in 2005. Ms. Spinney’s expertise 
includes coordination of difficult projects for 
RCP Management Company. 

Ms. Spinney was awarded the Certified 
Manager of Community Associations 
(CMCA) in 2004, and in 2006 the Association 
Management Specialist (AMS). She was 
awarded Professional Community Association 
Manager (PCAM) designation in 2006.  An 
active Member of both CAI New Jersey and 
IREM NJ Chapter #1, Julie Spinney served on 
the CAI Golf Committee and is currently a 

Jason Burneyko, PE and Program Manager 
Kevin Murphy, PE, PLS accepted the award on 
behalf of DW Smith Associates at the awards 
ceremony held May 3, 2013.

Manahassett Creek Park is an active rec-
reational park located on a 19-acre site along 
Manahassett Creek in the City of Long Branch, 
NJ. DW Smith Associates served as the profes-
sional engineering consulting firm for this proj-
ect, which took place in two phases. The first 
phase was completed in 2009 and the second 

phase was completed earlier this year. 
The engineering team was led by Principal 

Engineer Timothy Lurie, PE, PP, CME and 
Project Engineer Jason Burneyko, PE. Services 
provided by the firm included site design and 
layout, construction management, specifica-
tions, bid analysis, contract administration, sur-
veying, landscape design and site remediation.

The park includes a little league field, a soft-
ball field, a turf baseball field, two turf soccer 
fields, a turf football field, four tennis courts, 
two basketball courts, a putting green, a play-
ground, a fitness trail and parking areas. The 
site is also home to a customized recreation 
pavilion which houses a concession area, picnic 
table seating, a team meeting room, equipment 
storage room and restrooms. 

The project demonstrated DW Smith 
Associates’ signature Greengineering® phi-
losophy by incorporating sustainable design 
methods. This included the installation of Rain 
Gardens and monitoring wells, as well as the 
use of environmentally sensitive, low mainte-
nance and cost-effective products.

Prior to the creation of Manahassett Creek 
Park, the site, which was previously the 

chapter Trends
Valcourt Creates Safesite Video — 
The lights!  The camera! The 
Hollywood glamour!

elizabeth, nJ — Well, two out of three, 
anyway, as Valcourt Building Services cre-
ated a video detailing the benefits and inno-
vations of the all-new comprehensive SafeSite 
Advantage risk-management program for 
their Window Cleaning Division.   The fin-
ished video is available by searching YouTube 
for “SafeSite, only from Valcourt.”

“This was a new experience for Valcourt,” 
noted COO Jon Capon. “We never used 
multimedia presentations in the past, but 
SafeSite is such an important and ambitious 
step forward, we needed a way to communi-
cate its benefits quickly and clearly. SafeSite 
is the first program of its type anywhere, so 
it’s fitting that we should produce our first-
ever corporate video to introduce SafeSite.”

The two-day shoot took many of Valcourt’s 
Windows Division General Managers and 
SafeSite Directors to the rooftops of Northern 
Virginia, various training facilities and an 
assortment of Valcourt branch offices. No 
unseen narrators here; Valcourt’s own people 
outlined the various benefits of SafeSite directly 
to the camera.

Shot by local Virginia production company 
G14 Media under the direction of Agency 
51 Advertising, the four-minute video shows 
how Valcourt’s innovative SafeSite program 
was created and developed.  The video features 
the full range of Valcourt staffers, from win-
dow cleaners to top management, and shows 
how many departments and how many people 
work daily in support of Valcourt’s window 
cleaning projects.

DW Smith Associates, LLC Earns 
Distinguished Engineering Award

Farmingdale, nJ — DW Smith Associates, 
LLC is pleased to announce the receipt of the 
2013 Distinguished Engineering Award for 
our Manahassett Creek Park project.

The award was presented by the New Jersey 
Alliance for Action as part of its first annual 
Distinguished Engineering Awards program, 
which was developed to honor innovative 
and outstanding engineering throughout the 
State of New Jersey. The Manahassett Creek 
Park project was recognized for uniqueness 
and the positive impact it had on the state’s 
economy and environment. Project Engineer 

Project Engineer Jason Burneyko, PE and 
Program Manager  Kevin Murphy, PE, PLS, 
accept the Distinguished Engineering  Award 
on behalf of DW Smith Associates, LLC.

Julie Spinney, CMCA, 
AMS, PCAM, CPM



June 2013  Community Trends®  • 7

NJ Irrigation License # 0015708
NJ Pesticide Licensed Applicator

Lawn Maintenance
• Cutting
• Fertilization
• IPM Programs
• Seeding
• Renovation

Landscaping
• Mulching
• Plant Care
• Pruning
• Design
• Plant Replacements 

Snow Removal
• Clearing
• Salt & Sanding
• Radio Dispatched
• Emergency Services

Tree Services
• Storm Damage
• Tree Care
• Heavy Pruning
• Tree Removal

Irrigation
• Activation and Analysis Reports
• Complete Maintenance and Repairs
• Radio Dispatched Crews
• Member Irrigation Association of NJ

P: 609.409.2701 • F: 609.409.7917
www.growing-concern.com

We Clean  
Dryer Vents
Group Discounts available

Call tODay
800-234-4656

Government report: “Clothes Dryer 
Fires in residential Buildings.” 

required reading for board 
members and property managers.

CALL TODAY FOR
YOUR FREE COPY.

NADCA Certified

CAI exam proctor. She currently serves on the 
IREM NJ Chapter #1 Executive Board.  

Ms. Spinney’s focus will be managing and 
developing the North Region of RCP’s port-
folio. She is considered an indispensable part 
of RCP’s corporate structure and the RCP 
approach to management.  The RCP team 
looks forward to the continued development 
of their North Region under the direction of 
Ms. Spinney.

SOLitude Lake Management 
Teaches Over 700 Youth About 
Fishing and Ecology at the Family 
and Youth Casting Call

avondale, pa — Through its corpo-
rate volunteering program, The SOLution, 
SOLitude Lake Management, an industry 
leader in lake and pond management, fisher-
ies management and related environmental 
services for the mid-Atlantic and surround-
ing states, participated in The Family and 

Jeremy Haley, Lisa Richards, Aaron Cushing and 
Shannon Junior of SOLitude Lake Management are 
prepared to share their hands-on shad spawning game 
at the Family and Youth Casting Call.

Youth Casting Call as volunteers, by stock-
ing fish, and as a platinum sponsor of the 
event. The event was held May 3-4, 2013 at 
the Fletcher’s Boat House in Washington, 
D.C. Over 700 youth attended this year.

In its 7th year, this annual event is geared 
towards getting kids outdoors, active, 
“hooked” on fishing, and educated about the 
importance of natural resources. SOLitude 
stocked just under 2,000 adult bluegill and 
largemouth bass, including several huge bass, 
in the C&O Canal for the children to catch 
and release.

SOLitude Lake Management also donated 
97 total volunteer hours and set up a hands-
on shad spawning game to demonstrate the 
shad’s difficult journey downriver to the 
open ocean, and then back upriver to lay 
their eggs. The children pretended to be in 
a simulated water environment, avoiding 

ConTinues on page 60.
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By Michael Mendillo and Dr. Robert Misurell
FirstService Residential

MAnAgeMenT needs  
To geT ACTIve

To Make 55 & Better 
Communities Succeed... 

© iStockphoto.com

ConTinues on page 10.

Today, active adult communities 
are growing in popularity in New 
Jersey and across the country, 
spurred in great part by the matur-

ing U.S. population. As interest in activity-
rich, amenity-driven lifestyles increases for 
the 55-plus group, existing age-restricted 
communities are working hard to adapt 
their facilities and programming in order to 
compete in the changing marketplace. At 
the same time, developers and builders are 
searching for the best strategies to make new 
ventures stand out from the crowd.  

To succeed in this environment, active 
adult communities and property manage-
ment organizations must work harder to 
understand and cater to the unique and 
changing interests of the generation now 
entering their gates — the baby boomers.  
They must work smarter to build a clear 
identity for their community reflecting the 
experiences and values of boomers, and they 
must be ready to regularly reinvent that 
identity as new trends emerge. Meeting these 
challenges will require not only sound stra-
tegic planning and solid expertise, but a 
commitment to invest heavily up front in 
new ideas. The rewards that follow — in the 
form of satisfied community members and a 

wealth of interested new buyers — will be 
well worth the effort.

Let’s take a closer look at the active adult 
community trend.  There is little doubt that 
baby boomers – those born between 1946 
and 1964 – are changing the way our nation 
approaches key social and economic issues, 
from health care and retirement to real estate 
and investment.  With more than 78  million 
boomers set to enter the traditional retire-
ment years over the course of the next decade 
and beyond,  many assumptions about how 
best to live, work and seek enjoyment in the 
golden years are sure to be transformed. In 
fact, active adult communities, which have 
been popular in one form or another since 
the 1960s, are already undergoing a dra-
matic transformation as a result of the largest 
demographic shift in modern history.

The Pew Research Center has estimated that 
10,000 members of the baby boomer genera-
tion will turn 65 today, and every day for the 
next 17 years.  By 2014, 78 million Americans, 
accounting for more than 26 percent of the 
population, will be over the age of 55.  And 
because boomers are relatively wealthy — 
more than 40 percent (18.3 million) make more 
than $75,000 a year — there are more com-
munities and developers than ever chasing this 

market. Clearly, in the next several years, the 
demand for active adult housing is poised to 
grow at an exponential rate.

Once upon a time, establishing an age-
restricted community was a relatively straight-
forward prospect. A sunny and warm location 
was chosen, a clubhouse and golf course were 
planned as centerpieces, and then the notion 
of carefree retirement living was marketed to 
every corner of the country.  Today, however, 
active adult communities are becoming some-
thing else altogether – and while a golf course 
may still be part of the equation, many of them 
are staking out unique and individual ground 
in their marketplaces, with a host of new activi-
ties and amenities, including multiple fitness 
centers, full-service spas, biking trails and new 
team sports programs. 

Determining exactly what amenities and 
programs to pursue has become a tremen-
dous challenge, because while every active 
adult community today is considering how 
to appeal to the boomer generation as a 

“once upon a time, 
establishing an age-restricted 
community was a relatively 
straightforward prospect.” 
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55 & bETTEr... from page 8.

ConTinues on page 12.

whole, not every boomer is seeking the 
same lifestyle experience.  In fact, the baby 
boomer generation is known for its diversity 
of views and its commitment to change and 
progress over time.  As a result, there are 
no formulas or short-cuts for managers or 
developers, who are looking to establish a 
community that can thrive in the near-term 
and well into the future.  Only by engaging 
with community members, studying their 
experiences, and learning the true interests of 
real individuals who are entering the 55-plus 
group — today and in the years to come — 
can managers and management organizations 
create great and stable communities.

A closer look at the boomer generation 
explains exactly why so much change is 
underway.

Boomers are redefining the very notion 
of retirement — in part because they have 
a more engaged view of the world, and in 
part because economic pressures are pushing 
them to work differently than those in past 
generations.  In fact, many are not retiring 
at all; they are moving on to new careers or 
part-time work later in life.  As a result, they 

are looking for communities that may be 
close to where they already live, where their 
children and grandchildren reside and where 
they work.  Instead of moving to the coun-
tryside, for instance, many prefer to stay near 
urban areas or suburban attractions. The fact 
is, the wide variety of interests that drive the 
boomer generation is leading to a wider vari-
ety of active adult lifestyles, and new niche 
communities have begun to appear.  New 
Jersey and the Northeast, along with the 
Western mountain states, are fast becoming 
centers of 55-plus living, where once only 
Florida, Arizona and California beckoned.

While it is always difficult to generalize 
about an entire group of individuals, boom-
ers in particular defy labels. It is, however, 
safe to say that they are giving new meaning 
to the word “active” in active adult com-
munity, and are looking for outlets that chal-
lenge them both physically and intellectu-
ally. Based on our extensive experience with 
active adult communities and their residents, 
and our study and analysis, the following are 
some key considerations for existing com-
munities and developers:

Understand the Community and 
the Broader Marketplace: 

The path toward creating an active adult 
community that can compete in the new era 
begins with in-depth research and analysis.  
Any well-run community can keep the lawn 
manicured and the clubhouse running on 
schedule, but transforming a property into a 
true activity-centered, five-star quality desti-
nation village that the 55-plus group yearns 
to join is something altogether different. To 
make the right improvements to a property 
and its programming, a community needs to 
investigate the desires and interests of resi-
dents and potential residents from the very 
start of the process.

Not every region of the country will see 
the same interests from residents, nor should 
its communities reflect the same image.  A 
mountain community in Colorado will, of 
course, appeal differently than a suburban or 
urban lifestyle community in the Northeast.  
But the same rule applies from one area of 
New Jersey to another, where interests may 
vary by location.  Given that many boomers 
hope to stay in their home region in “retire-
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Bartlett Tree Experts

Berman & Wright Architecture,  
Engineering & Planning, LLC

Berman, Sauter, Record & Jacobs, P.C.

Buckalew Frizzell & Crevina LLP

CertaPro Painters

Community Association Banking & 
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Felsen Insurance Services, Inc.
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KPI 2 Contractors, Inc.
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& Munoz, P.A.
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Mirra & Associates CPAs, LLC

National Cooperative Bank

Pepper Hamilton, LLP
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Radom & Wetter
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Renda Roads, Inc.

Servpro of Freehold, Middletown,  
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Signature Property Group, AAMC

Spooky Brook Landscaping, Inc.

Union Bank Homeowners  
Banking Services | Smartstreet

Wilkin Management Group, Inc.
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OF FREEHOLD                 OF MIDDLETOWN
OF SO. JERSEY CITY / BAYONNE

has the expertise and experience
to restore your property...

...Like it never even happened.™

•	 Mold	Remediation
•	 Duct	Cleaning
•	 Carpet	/	Flooring	 
 Sales & Installation

•	 Sewer	Backups
•	 Carpet	Cleaning
•		Reconstruction		
 Services

Call for 24 Hour / 7 Day Service
Toll Free Throughout N.J.

(866) 651-4440
OR		(732) 431-4440

You manage the property...We can help!

Patti Clemente
Project Coordinator

Cell (732) 489-1329
PClemente@SERVPROofFREEHOLD.com

Fully Insured
NJHIC# 13VH04580700

Independently
Owned & Operated

CLEANUP & RESTORATION
• WATER  • MOLD  • SEWAGE • FIRE

SERVPRO OF FREEHOLD

 

COMMERCIAL LAWN MAINTENANCE & CERTIFIED PAVER INSTALLATIONS
Install Trees, Shrubs, Sod, Mulch & Decorative Stone

Richard Eible - Owner Business: 732-926-8843
203	Sergeantsville	Road	 Cell:	 732-245-0022
Flemington,	NJ	08822	 Fax:	 908-751-5888
www.ralandscapingdesign.com	 Email:	ralandscapingdesign@yahoo.com

Serving All of 
New Jersey

Landscaping & Design, LLC Snow Plowing & Salting

The new Jersey chapter extends their 
appreciation to the platinum sponsors. The 

funds raised from this  sponsorship program 
help defray some of the costs of the Chapter’s 

membership services and educational programs.
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We can fi nance 

your essential 

projects, including:

• Concrete Restoration
• Roofi ng/Siding
• Plumbing
•  Painting/

Waterproofi ng
• Irrigation Systems
• Elevators
• Windows
• Security Systems

We offer a full array of depository 

and cash management services:

• CDARS®

• Lock Box
•  State-of-the-art Business Online Banking
• Regional Processing Centers
• Automated Bill Pay Transaction Processing
• Remote Item Processing
• Automated Payment Posting
• Direct Payments via ACH
• e-Statements

Imagine a bank that fi nds the best 
opportunities to enhance and protect the 
fi nancial health of your community association.

©2012 A Division of Banco Popular North America. Member FDIC.

CONTACT your community 
association fi nancing expert today!

David Shahrabani
973-783-0014

Toll Free: 800-233-7164
dshahrabani@bpop.com
www.associationbankers.com

55 & bETTEr... from page 10.

ment,” getting to know the broader regional 
character is key. Are local residents moving 
away from golf?  Has there been a growing 
interest in art?  Is biking becoming more preva-
lent?  Are spas still in high demand, or is there 
a notable growth in meditation centers in the 
area? Activities, amenities, and programming 
should reflect what is really happening in the 
local community and the larger community of 
active adults soon to arrive.

Create a Clear Identity and Brand: 
Perhaps most importantly, for a commu-

nity to succeed it must have a vision and an 
identity. When people think of a particular 
active adult community, what words come to 
mind?  Is it a creative enclave, a fitness mecca, 
or a social sports center?  Is it sophisticat-
ed, energized, or activist? Just as successful 
products create winning brand images, like 
Nike, Disney or Apple, communities need 
to project a clear personality to stand out.  
Getting there is not just a matter of market-
ing, but of establishing facilities, amenities 
and programs that make the image a reality.

Invest in Activities and 
Amenities: 

There is little debate that a significant 
investment in top-quality facilities with high-
end finishes, along with amenities that evoke 
luxury, can improve interest and satisfaction 
with a community.  While a serious financial 
commitment does not guarantee success, 
it obviously provides a critical advantage.  
Existing communities and developers must 
design a financial strategy to match their 
vision with the money needed to achieve it.

The right financial backing can make activi-
ties and amenities come to life.  For instance, 
there has been a growing interest among the 
55-plus group in pickleball, an activity that we 
have successfully implemented after gauging 
the changing interests of residents at many of 
our communities.  To make this activity work, 
we researched the right locations within our 
properties, and invested in the right number 
of courts to make the activity work for every 
member of the community.

Be Dynamic: 
The baby boomer generation is always on 

the lookout for new opportunities and fresh 
ideas. To stay in the game, communities and 
developers must be equally dynamic. The 
fact is, what appeals to boomers today may 
look out-of-date tomorrow.  Likewise, what 
appeals to one age group within the genera-
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One Call... 
Problem Solved!

Cowleys Termite & Pest Services 
will resolve all of your insect, 

bird and wildlife problems.

Specializing in
 Community Association 
Maintenance Programs

Prompt Emergency Service

Serving All of New Jersey

1-866 9-COWLEY
1 (866) 926-9539

www.cowleys.com

Fully Licensed and Insured
Professionally Trained and Licensed Staff

TERMITE & PEST SERVICES
AND

Little Rascals Nuisance Wildlife 
Removal Services

By Cowleys

Humane Solutions 
for more than 

20 Years

Community_Trends_Ad_v2.indd   1 1/21/10   9:28:43 AM

“Pipes to Pumps...We maintain it all!”
Call toll free 888-741-3366

• NJ DEP Licensed Wastewater Operation
• Lift Station Maintenance & 24 Hour Remote Monitoring
• Pump and Motor Repair
• Electrical and Mechanical Troubleshooting
• Sanitary and Storm Sewer Cleaning by Jet-Vac
• NJDEP Licensed Wastewater Transportation & Disposal
• Video Pipe Inspection and Testing
• OSHA Approved Confined Space Entry
• Standby Generator Services

P.O. Box 1037, Edison, NJ 08818-1037
732-572-6211 Voice
732-572-6116 Fax

tion may appeal less to another. Management 
companies must be willing to alter their strat-
egies on a regular basis.

Ultimately, a successful management 
approach in the active adult segment should 
be informed by an even broader understand-
ing of general trends in community living.  
The movement toward healthy and active 
lifestyles, for instance, is not limited to baby 
boomers.  In fact, health and wellness will 
take on new meaning with younger consum-
ers in the years ahead. The 55-plus residents 
of tomorrow are the 40-plus residents of 
today, and management organizations that 
specialize in active lifestyle communities that 
cater to all age groups have a real advantage. 
They see the trends that are coming down 
the road before they arrive.

Existing active adult communities and 
developers of new communities looking to 
compete in the new marketplace need to 
rethink old strategies. Like the baby boomer 
generation itself, they must be willing to try 
something new. n

Michael Mendillo is president of the Midatlantic 
division of Firstservice Residential, the largest 
manager of residential communities in north 
america. an expert in Lifestyle and active adult 
Communities, Mendillo founded the company’s 
Longevity program and guides retention, leader-
ship development, culture building, organizational 
growth and strategic initiatives for more than 1,000 
properties, 175,000 homes and 3,000 associates 
across the east Coast.

Dr. Robert Misurell is Director of planning and 
Development of Firstservice Residential’s Lifestyle 
Division. a Family Therapist and specialist in 
gerontology for over 27 years, Dr. Misurell provides 
research and professional guidance to the company’s 
Longevity program which is aimed at increasing the 
health, wellness and social vitality of each Firstservice 
Residential managed community.

THURSDAY 
July 18, 2013

SENIOR SUMMIT
The Renaissance at Manchester 

Manchester, NJ 
Registration: 8:30 a.m. 

Program: 9:00 a.m.-12:00 p.m.

NOTE: This is the first  
of three Summits.  

Watch for dates to be announced for  
two more Summits — one each in  

north and south Jersey. 

Save the Date...
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CAI-NJ hosted its second Managers Best 
Practice Roundtable of 2013 on Wednesday, 
May 8, 2013 at The Stone Terrace in Hamilton, 

New Jersey. Over 30 managers registered for this event 
which covered topics ranging from landscaping alterna-
tives to generators to winter water damage and mold 
issues.  CAI-NJ would like to thank the following 
sponsors/moderators:

Ben Basch 
american pool Management, inc.

Aaron Kurdyla 
High Tech Landscapes

Steven Morris, PE, RS 
Morris engineering, LLC

Debbie Pasquariello, CIC, CIRMS 
BHB insurance services

Ronald Perl, Esq., CCAL 
Hill Wallack LLp

Peter Shine 
servpro of Hoboken/union City/Lower Manahattan

If you missed this event or were unable to attend, 
CAI-NJ will be scheduling two additional Managers 
Best Practice Roundtables in 2013 throughout the state 
of New Jersey.  Stay abreast of all CAI-NJ happenings 
by visiting our website at www.cainj.org and reading 
our weekly eNewsletter: Chapter Trending. n

Cai-nJ Managers Best practice Roundtable...

(above) Stephen Block, Capital One Bank, N.A. and Katie 
Milano, High Tech Landscapes, both of the CAI-NJ Membership 
Committee, spoke to the attendees about the benefits of 
membership and the Recruiter Club Challenge.(above) Debbie Pasquariello, CIC, CIRMS, BHB Insurance Services spoke about insurance/

risk management.

(above) Ben Basch, American Pool Management, speaks about pool operation 
and maintenance. 

(left) Over 30 managers were on-hand at The Stone Terrace in Hamilton, NJ to 
discuss best practices for community managers.
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(above) Steven Morris, PE, RS, Morris Engineering, LLC discussed generators and new regulations in the 
wake of Superstorm Sandy.

(left) Ron Perl, Esq., CCAL, Hill Wallack LLP led 
a discussion of recent legislative activity as 
well as the CAI-NJ ADR Mediation program.

(above) Aaron Kurdyla, High Tech Landscapes spoke about 
landscaping alternatives that managers can apply to their 
associations.

There’s more... There will be two more Managers Best 
Practice Roundtables in 2013. Stay up-to-date on event 
information at www.cainj.org.
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The Importance  
of Fire Stopping in 

Construction 
A CASE STUDY

By Robert N. Roop, P.E., 
Criterium-Lockatong Engineers

ConTinues on page 18.

© iStockphoto.com

scene: a planned residential community 
of 17 separate buildings and 88 individual 
units distributed in 4 to 6 units per building.  
each unit has an attached 1 or 2-car garage 
and concrete driveway.

This association was constructed in 
two phases.  The first phase was 
started in 1988.  Eight buildings on 

four streets were constructed during this 
phase.  The remaining buildings were con-
structed in 1994-95.

March 4, 2006 was an uneventful day for 
most of the residents.  The weather was 
fair and cool with moderate winds.  Many 
units have gas or wood burning fireplaces, 
including Unit 13. It being a cool day, the 
owner was enjoying the warmth of a wood 
fire.  Late that evening, there was an alarming 
change for the worse.  

Smoke alarms in the unit awoke the two 
young boys who then alerted their sleeping 
mother.  With their escape route out the 
front of the house blocked by smoke and 
flames, the family raced to the rear second 
floor deck.

Neighbors in the adjacent units to the rear 
of Unit 13 were awakened by bright flames, 
smoke and a roaring noise. One neighbor, 
recognizing the danger, hurried to awaken 
the residents in the other five units in the 
building.  All of the unit owners were able 
to exit safely.   

By this time, the local volunteer fire 
department had mobilized and had two 
pump trucks and volunteers on site.  The 
three residents of Unit 13 were rescued from 
the rear deck.

As the primary blaze was extinguished, 
fire fighters opened the fire wall cavities to 
adjacent units in search of hot spots and 

potential sources of re-ignition.  Fire fighting 
was completed by the early morning.

Damage to the unit was extensive.  Only 
the one story slab-on-grade and the two-car 
garage survived.  Most of the roof, second 
floor, and first floor had collapsed into the 
lower-level slab section. The rear exterior 
three-story wall and chimney chase were 
consumed in the fire.

Despite the intensity of the fire, the adjacent 
units suffered only smoke and water damage. 
However, the damage to these units was severe 
enough that the owners were required to reside 
elsewhere for six months for cleaning, repairs, 
and rebuilding to be accomplished. Adjacent 
owners did lose valuable and unique personal 
property to water damage.

Fortunately, the bylaws of the association 
require each owner to maintain sufficient 
insurance to rebuild to the original condition 
of the unit.
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With help, recovery is possible even after a disaster.  We
at Hueston McNulty, P.C. take this opportunity to say
“Thank You” to the many Hurricane Sandy volunteers
and emergency service workers.

Hueston McNulty, P.C.
Association General Counsel and Experienced Trial Attorneys

Samuel J. McNulty, Esq.
smcnulty@huestonmcnulty.com /www.huestonmcnulty.com
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have your 
e-mail  
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you don’t 
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full mem-
bership.
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benefits are delivered 
to your e-mail address: 
Links to the digital 
edition of Common 
Ground, e-newsletters 
like Law Reporter, Fast 
Tracks, CEO Insights and 
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announcements of 
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Find out what you may 
be missing—update your 
e-mail address now at 
www.caionline.org/pro-
file, or contact Member 
Services at cai-info@
caionline.org or (888) 
224-4321 (M–F, 9 a.m.–
6:30 p.m. ET).

Superior Service from Coast to Coast
• Save Money with our 3-year plan
• Access your Reserve Study Online
• See a Video of your results
Call or go to our website for more 
information, samples or Free bid

800.733.1365
www.reservestudy.com
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No software to download 
or install

Update your Reserve Study 
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Community Association Law
•	 Proactive	Collections	Strategies
•	 Transition	Negotiation	&	Litigation
•	 Zoning	&	Planning
•	 Alternative	Dispute	Resolution
•	 Employment	Matters
•	 Document	Review	&	Interpretation
•	 Corporate	&	Business	Planning
•	 Enforcement	of	Restrictive	Covenants
•	 Construction	Defect	Litigation
•	 Collections

Contact:
Loren Rosenberg Lightman, Esq. 
Edward C. Eastman, Jr., Esq. 
Monmouth	Executive	Center		
100	Willowbrook	Road	
Freehold,	New	Jersey	07728	
732-462-7170  
Fax	732-462-8955	
www.Lomurrolaw.com

Excellence In The Practice Of Law
Dedicated to Addressing Our Clients’ Legal Needs

Appointments also available in our Toms River office: 
9	Grand	Avenue,	Building	2,	Suite	2A	
Toms	River,	NJ	08753

firE SToPPiNg... from page 16.

The cause of the fire was traced to the wood 
burning fireplace chimney.  Constructed of 
double wall metal, the flue itself was enclosed 
in a wood frame chase with OSB sheathing 
and wooden siding. Once the fire began 
within the metal flue, the rising temperature  
quickly exceeded the temperature rating of 
the flue.  Joints or seams within the chimney 
failed and the flames escaped into the wood-
en chase.  The fire quickly spread from  there.

What can we learn from this tragedy?  
First there were several construction details 
and code requirements that saved the adja-
cent units. Except for the smoke detectors all 
the others pertained to fire stopping. 

In multi-unit residential construction, the 
building code enforced in New Jersey has 
been very explicit about what fire protective 
measures are to be constructed. Party walls 
for most condominium must be constructed 
to resist fire a minimum of two (2) hours. 
They must remain structurally intact for the 
rating period and resist the passage of smoke 
and fire. Construction must be of approved 
noncombustible materials.

At this association, the original construc-
tion provided the fire rated construction the 
building code mandated. Post-fire inspections 
showed these critical elements were in place:

• Rated walls to adjacent units were dam-
aged but prevented fire in those units.

• The rated walls extended to the underside 
of the roof sheathing and prevented the 
flames jumping from attic to attic.

• The roof sheathing at unit intersections 
was fire resistant, again preventing fire 
from spreading through the attics.

• Exterior wall sheathing was also fire resis-
tant at the intersection of two units again 
preventing fire from jumping between 
units.

• And most importantly, smoke detectors 
awoke the occupants, alerted them to the 
danger, allowing a safe escape.

While all the points above are required by 
building codes, the importance of inspections 
to ensure proper construction of these vital 
structures should be obvious.  This includes 
fire stops and sealing of all penetrations 
with UL approved materials and assemblies.  
During construction, a careful examination 
of these elements should be conducted.  

Owners purchasing units during con-
struction could retain the services of a pro-
fessional engineer to make this inspection.  
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Services provided:

• Fixed Income Laddered Portfolios 
• Investment Advice 
• Presentations to Association Boards  
• Monthly Statements 
• Financial and Retirement Planning

Allen F. Levy Steven L. Tebeleff 
Vice President—Wealth Management First Vice President—Wealth Management 
Financial Advisor Financial Advisor 
Financial Planning Specialist Financial Planning Specialist

400 Campus Drive 
Florham Park, NJ 07932 
800-526-9075

The investments listed may not be suitable for all investors. Morgan Stanley Smith Barney LLC 
recommends that investors independently evaluate particular investments, and encourages investors to 
seek the advice of a financial advisor. The appropriateness of a particular investment will depend upon 
an investor’s individual circumstances and objectives.
Tax laws are complex and subject to change. Morgan Stanley Smith Barney LLC, its affiliates and 
Morgan Stanley Smith Barney’s Financial Advisors do not provide tax or legal advice and are not 
“fiduciaries” (under ERISA, the Internal Revenue Code or otherwise) with respect to the services or 
activities described herein except as otherwise agreed to in writing by Morgan Stanley Smith Barney. 
This material was not intended or written to be used for the purpose of avoiding tax penalties that 
may be imposed on the taxpayer. Individuals are urged to consult their tax or legal advisors before 
establishing a retirement plan and to understand the tax, ERISA and related consequences of any 
investments made under such plan,
© 2011 Morgan Stanley Smith Barney LLC. Member SIPC. NY CS 6695395 04/11

A Morgan Stanley Company 

Investment of  
Community Association  
Cash and Reserve Fund

7099 William Penn Hwy.
Easton, PA 18045-2936

www.specialtybldgsystems.com

Toll Free: (800) 765-9865
Fax: (610) 954-0598

E-mail: sbsddek@verizon.net

Specialty Building SyStemS

Visit www.cainj.org...IT’s All new!

Associations in transition should also make 
sure a representative number of unit attics 
are inspected to confirm party walls extend 
to the underside of roof sheathing and the 
sheathing itself is fire rated.

Existing units have only a limited poten-
tial for firewall integrity inspection. To the 
extent they are visible in the attic, it is recom-
mended they be inspected.

Regularly checking operation of smoke 
alarms is also a must. Older units with 
battery-powered detectors should consider 
a renovation with hard wired, battery back 
up units.  The life saving potential of these 
devices is worth a special assessment.

New Jersey now requires carbon mon-
oxide (CO) detectors to be installed in new 
construction, when a unit is sold or trans-
fered or for a Certificate of Occupancy after 
a building permit is pulled.  Do not wait, 
install one now near the sleeping areas and 
make them an association bylaw condition.

Chimneys, for many associations, are not 
community property and their maintenance, 
including cleaning, is an owner responsibility.  
For those associations where wood burning is 
a possibility, an annual cleaning requirement 
is one way to go.  Another option could be 
an association wide contract negotiated with 
a qualified chimney sweep firm for the annual 
cleaning and inspection of all chimneys.

Then there is the chimney itself.  At a 
minimum it should be a rated UL 103 or UL 
103HT for solid fuel burning.  Check build-
ing plans to confirm the proper chimney 
was specified.  If it can’t be determined, an 
inspection will be necessary.

Finally insurance.  This association was 
fortunate that their bylaws require an owner 
maintain sufficient insurance to rebuild to 
the pre damage, original construction condi-
tions.  Is a similar condition in your bylaws?

The owners of units on Court Street 
were lucky.  Proper design and construction 
helped prevent loss of life.  A disaster, yes; 
inconvenience and frustration, certainly; ter-
ror and post-traumatic stress, for sure; how-
ever, with attention to a few more details the 
probability of a fire could have been reduced 
further.  This case is a good lesson for all of 
us and one every association and homeowner 
should study. n

Robert n. Roop is a professional engineer with 
over 40 years of experience in providing engineer-
ing services. He is responsible for the process and 
execution of all engineering projects at Criterium 
Lockatong engineers. The firm’s focus is compre-
hensive investigations of buildings and associated 
property. 
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A FLOOD  
OF CLAIMS

By Sean M. Ahern, CIC, CIRMS
Vice President, JGS Insurance, Holmdel, NJ
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ConTinues on page 22.

Superstorm Sandy, not technically 
a hurricane, slammed into coastal 
New Jersey and New York as a 
monstrous, relentless storm over 950 

miles wide.  The sea was pulled up by a full 
moon, and then viciously shoved ashore.  
Low lying areas had no chance against the 
twelve foot storm surge. Manhattan was 
blacked out, and Queens almost burned to 
the ground.  The Jersey Shore was gouged 
and adulterated. According to the Insurance 
Information Institute, the storm generat-
ed 1.1 million claims from homeowners, 
250,000 from vehicle owners, and 200,000 
business claims.

One hundred twenty one people in the 
United States lost their lives.

The northbound storm thundered its way 
up the coast, made an unprecedented left 
turn, and drew additional power and rain 
from a cold front from the west.  It became 
what meteorologists labeled a “superstorm.” 
When it hit New Jersey, Pennsylvania, New 
York and Connecticut on October 29, 2012, 
winds were sustained at 73 miles per hour— 
relatively mild compared to even a Category 
1 hurricane, but it was Sandy’s size that 
proved devastating.  Huge trees, which stood 
for over one hundred years, were pushed 
over as though their roots had no grasp.

While Sandy was forming, insurance com-
panies and property managers began pre-
paring. Temporary call centers were set up 
to equip additional employees (some from 
other departments) who would take initial 
claim calls after the storm.  Supplemental 
power supply sources were readied for 
potential outages so companies could keep 
operations up and running.  FEMA (the 
Federal Emergency Management Agency) 
mobilized personnel and supplies through-
out the northeast. 

The exact landfall location and shape of 
the coast were “ideal” to facilitate the most 
damage possible. Wind and water funneled 
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Community TRENDS
Brainerd Communications, Inc.
PO Box 452, Cranbury, NJ 08512

Phone (609) 655-2000
Fax  (609) 655-5566

Please use our fax system to make your corrections. Either mark changes and fax 
back, or fax back with signed approval. Thank you.

❒ Insertion proof approved_____________________________

• Cleaning 
• Installations 
• Repairs

1200 Tices Lane | East Brunswick, NJ 08816 | 732-846-3000
5 Penn Plaza, 19th floor | New York, NY 10001 | 212-835-1584

www.wgcpas.com

We understand
the issues
and have the
expertise
to provide
solutions



22 • Community Trends®  June 2013

FWHassociates.com

FWH Associates, P.A. has been providing essential services to property 
managers, community associations and contractors for over 20 years.  
Offering refined expertise in a variety of disciplines for our clients.

•  Capital Reserve Studies
• Transition Reports
•  Expert Testimony
• Construction Specifications
• Landscape Design
• Roof Replacements
• Forensic Building Evaluations
• Construction Inspection
• Drainage Remediation 

• EIFS/Stucco Inspection/Evaluations
• Land Surveying
•  Water Infiltration Remediation
•  Siding Replacements
• Balcony Replacement Specifications
• Building Façade Inspections/

Evaluations
• Parking Garage Inspections/ 

Evaluations

PROFESSIONAL SERVICES INCLUDE:

1856 Route 9, Toms River, NJ 08755   

732.797.3100
2 North Ave., Ste. 305, Cranford, NJ 07016   

908.276.2433

Civil EnginEErs  •  PlannErs  •  landsCaPE arChitECts
arChitECts  •  land survEyors  •  rEsErvE sPECialists

Individualized Attention.
A Broad Range of Expertise.

fLooD of CLAiMS... from page 20.

northward until it had nowhere else to 
go. The Northeast had been spared for 
many years, and thus New Jersey homeown-
ers were somewhat comfortable living and 
building so close to the ocean — but all this 
has changed.

After the storm, hundreds of flood insur-
ance company employees, some working 
seven days a week, were in daily contact with 
insurance brokers and independent adjusting 
firms instructing them to deliver preliminary 
reports as quickly as possible to policy hold-
ers and property managers. Many employ-
ees, some victims themselves, volunteered 
to help by collecting food and clothing on 
their own time. Other employees aided with 
house clean ups and rip outs.

Governor Chris Christie labeled the storm 
New Jersey’s Katrina. He was right. Sandy 
proved to be the fourth costliest storm on 
record, with almost $20 billion in paid insur-
ance losses.

Sandy’s Effect on Future 
Insurance Rates and The National 
Flood Insurance Program

In order to provide flood insurance to 
homeowners at a fair rate, and because 
private insurers rarely provide flood insur-
ance, the National Flood Insurance pro-
gram (NFIP) was created in 1968 by the 
federal government. About 80 insurance 
companies participate in the plan by pro-
viding administrative services in return for 
a fee.  All flood insurance policies written 
through the NFIP have the same terms and 
conditions.  Losses are paid completely out 
of the government’s accumulation of funds.  
The artificially low-prices (due to gov-
ernment subsidies) facilitated development 
along the shore and with that came jobs and 
beautiful homes. It all worked for the most 
part, for a while.

Now, in the wake of Sandy, flood insurance 
premiums will begin rising significantly — an 
average of 20 percent per year after January 1, 
2013 until the program is self-supporting.   Some 
people feel this correction is unfair, coming on 
the heels of such devastation.  The final result 
may be that some homeowners will simply not 
be able to afford to live at the shore. Coastal 
development will certainly be negatively 
impacted, and some areas may not be rebuilt.

Effect on the rest of the world
Superstorm Sandy obviously did more 

than just flood damage.  High winds caused 
damage to roofs and buildings. FEMA will 
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Comprehensive Insurance 
That Works for You

Our years of experience in the real estate
market, both residential and commercial,
means we can design just the right insurance
program for your property. Let us show 
you your options.

Products include: Property • General Liability • Umbrella •
Workers’ Comp. • Directors & Officers • Flood • Equipment
Breakdown • Professional • Environmental Liability • Auto

JGS
I N S U R A N C E

Service is our specialty; protecting you is our mission.®

960 Holmdel Road, Holmdel, NJ 07733
Celebrating our 90th anniversary!

 

 
 

 

877.547.4671
www.jgsinsurance.com

Members of:

         

Experience & Knowledge Since 1919.

Visit www.cainj.org
The all new website of the New Jersey Chapter of CAI.

ConTinues on page 24.

be re-drawing its maps regarding flood 
zones, and associations which were previ-
ously in low-hazard areas may find them-
selves in more expensive zones.  Other insur-
ers who provide the association’s property 
and liability coverage are doing the same 
thing, increasing rates in consideration of 
high-wind exposure. 

Insurance companies use reinsurance com-
panies to take the bulk of their risk.  The 
rates those reinsurance companies charge 
them are increasing, and thus the premi-
ums we all pay are going up.  Associations 
with excellent loss history will fare the best, 
but rate increases of 10 to 25 percent or 
more should be expected.  Associations with 
losses, whether due to fires, slip and falls 
or Directors and Officers claims will be hit 
the hardest, as underwriters must increase 
the overall rate of their business in order 
to pay for the increasing reinsurance costs.  
Insurance brokers will argue on behalf of 
their clients, and win a few battles, but the 
overall pressure to increase rates will take 
hold for most associations.

What’s an RCBAP?
The RCBAP (Residential Condominium 

Building Association Policy) provides flood 
coverage for the entire condominium asso-
ciation.  It has as many twists and turns as 
a surging river, so many states are trying to 
mandate further simplification of policy word-
ing by insurers.  In order for the RCBAP to be 
triggered, first there must be a flood, which is 
specifically defined in the policy as “a general 
and temporary condition of partial or complete 
inundation of two or more acres of normally 
dry land area, or of two or more properties (at 
least one of which is your property).  Sounds 
simple enough.  Coverage can be written up to 
a maximum of $250,000 per unit. The $250,000 
per unit considers the current replacement 
cost of the unit, not market value. Insuring to 
this amount will satisfy lender requirements. 
Coverage extends to: the unit, carpeting, per-
manently installed bookcases, kitchen cabinets, 
ranges, refrigerators and stoves.  Remember, 
the association’s policy is designed to cover 
association interests, as specified in the associa-
tion’s governing documents.  The association’s 
flood policy will provide NO coverage for unit 
owner contents.

The Aftermath
According to the Insurance Information 

Institute, 93 percent of all claims received 
have been settled.  The magnitude and sever-
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Building On Our Reputation For 
Quality Engineering For Over 45 Years

For All Of Your Engineering Services
908-333-1010  n  800-772-7991

information@bechtbt.com
www.bechtbt.com

Becht Engineering, BT provides
a broad spectrum of engineering and construction management

services to Condominium Associations and Cooperative Corporations. 
Our experience with buildings ranging from townhouses to high-rise 

structures will provide you with the expertise and resources to 
protect your property for years to come.

n Transition Engineering
n Deficiency Reports
n Capital Reserve Studies
n Roofing Replacement Designs
n Siding Replacement Designs
n Balcony Deck Replacement 
 Designs
n Construction Management
n LEED/Green/Sustainable Designs

n Water Infiltration/Corrective 
 Designs 
n Mechanical Systems
 Replacement Designs
n Energy Audits
n Building Condition Assessments
n Structural Corrections
n Litigation Technical Support
n Infrared Scanning

LEED AP

BECHT EnginEERing, BT

Visit the newly redesigned website of the  
New Jersey Chapter of CAI.

www.cainj.org

fLooD of CLAiMS... from page 23.

we wAnT To 
Know...
How Far does  
Community Trends®  
Travel?

show us where you’ve  
taken Community Trends® — 

send your photos to  
Kyle Hammerschmidt at 

communitytrends@cainj.org

ity of the devastation put tremendous pres-
sure on insurance professionals and prop-
erty managers, many of whom were also 
victims of the storm. Claims representatives 
are exhausted and burned-out.  Superstorm 
Sandy caused so much property damage 
and loss of life that the National Oceanic 
and Atmospheric Administration (NOAA) 
retired the name Sandy from its list of storm 
names.

Looking back at weather reports from 
October 29, 2012, forecasters and weather 
models accurately predicted the severity of 
the storm. This should cause some concern 
since those same experts believe the 2013 
hurricane season will be much like 2012.  
Though Sandy is considered an anomaly, 
that does not mean it will not happen again.  
Scientists predict, as the climate continues 
to warm, storms will be more frequent and 
more severe.

Atlantic hurricane season is June 1st 
through November 30th.  

As we all look forward to beautiful beach 
days at the shore, New Jersey homeowners 
will be paying close attention to the horizon, 
with new respect and readiness for the sea we 
love so much.  n



The Pillar of Your Community
A structure without proper support cannot stand. At Signature Property Group 

we realize the same can be said for community managers, who carry a heavy load.
 With the Signature Support System, you can be assured this team effort allows your 

manager to provide personal attention to the individual needs of your community 
in the most effi cient and effective manner. 

•  24/7/365 — Our customer service center is 
always open and manned by a live person

•   Financials and Accounting — Your Board will 
receive a professionally prepared, 
customized fi nancial package each month

•   Community Collections — From maintenance 
fees to delinquencies, we do what it takes to 
protect your fi nancial health

•   Network of Professionals — We will interact 
and coordinate with anyone involved with your 
community

•   Web-Site Access — Signature’s web-site page is 
designed to educate and inform homeowners…
in real time

Contact us today to fi nd out how we can turn your association into a community.

DENISE LINDSEY, CMCA, AMS, PCAM 
Vice President, Business Development
dlindsey@spgroup.biz • 732.390.1100

CORPORATE HEADQUARTERS
140 Sylvan Avenue

Englewood Cliffs, New Jersey 07632
 201-947-1001      201-947-4471

CENTRAL NEW JERSEY
850/870 U.S. Route One North

North Brunswick, New Jersey 08902
 732-390-1100      609-395-0110 LIKE US ONLinked
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The Monmouth in Manasquan, New 
Jersey is an age-restricted condo com-
munity with luxurious penthouse-style 

suites near Point Pleasant Beach. Each elegant 
home has approximately 4,000 square feet of 
living space. Each condo building has 10 inch 
concrete slabs between floors to eliminate 
any unwanted noise to allow for maximum 
privacy. Each building has three floors with 
two lavish condos on each level for a total of 
six homes per building. None are older than 
2009 and all have stylish and friendly common 
areas. The well-designed lobbies have key 
operated elevators leading into the foyers of 
each unit. Each penthouse-style condo comes 
with an underground two-car garage and fea-
tures up to 12 foot high ceilings.

The Monmouth is located only three miles from the ocean, this magnifi-
cent architectural masterpiece is a classy oasis near the Jersey Shore.

The Monmouth Amenities
On-site amenities include a lavish clubhouse and a putting course 

that winds its way throughout the community. The clubhouse has a fit-
ness facility with indoor pool, hot tub, and sauna. Social areas include a 
stately ballroom, a cozy ready room, and a distinguished Old English 
pool room. Residents also have use of a well-stocked library and hobby 
rooms. A sparkling outdoor pool rounds out the amenities at The 
Monmouth. n

Community Spotlight: The Monmouth



 

 
 
 






Brown & Brown is committed to serving you with strategic quickness, 
business agility and the power of insurance knowledge.  It is a simple 
system based upon accountability and responsiveness which follows our 
mission statement to “serve others”. 
 

 
• Innovative, cost-effective solutions for your clients. 
• A professional, comprehensive proposal package 

presentation. 
• A team of knowledgeable specialists dedicated to advising 

and serving your insurance needs. 
• Responsive Claims Handling and 24-hour certificate 

turnaround. 
 

It is our job to make your life easier. 
We welcome this opportunity to go to work for you. 

 
Call our Association Insurance Specialists for a 

 “free consultation and competitive quote”. 
 

  Jillian Gadomski, CPIA  
Ryan Weiner, AAI 

 
   800-634-8237 (phone) 

610-974-9791 (fax) 
www.bbinslv.com 

 

Jillian Macievic, CPIA
Ryan Weiner, AAI
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As the Yankees begin a ten game 
homestand and the Mets are 
set to host the divisional rival 

Phillies, the Monmouth University/
Asbury Park Press Poll asks which is 
New Jersey’s favorite major league base-
ball team? Not surprisingly, it depends 
on where you live – although naming 
the state’s most disliked team doesn’t. 
The poll also found that Garden State 
baseball fans say the cost of a game tick-
et is a poor value, but most will still head 
to the ballpark at least once this season.

Nearly half of all New Jersey adults 
(48%) consider themselves to be base-
ball fans. This is slightly lower than the 
national average of 53% reported by a 
Gallup Poll in December 2012. More 

men (54%) than women (42%) call 
themselves fans.

Most New Jerseyans have a favorable 
opinion (62%) of professional baseball. 
Only 24% have an unfavorable one. 
These results are similar to a national 
ABC News/Washington Post Poll con-
ducted a year ago which found 66% of 
Americans with a favorable opinion of 
professional baseball and 28% with an 
unfavorable view. Among New Jersey 
baseball fans, specifically, opinion of 
MLB is overwhelmingly positive at 88% 
favorable to 9% unfavorable. Among 
non-fans, opinion is split at 38% favor-
able to 39% unfavorable.

The most popular team among 
Garden State baseball fans is the New 
York Yankees (52%), followed by the 
Philadelphia Phillies (19%) and the New 
York Mets (15%). The Boston Red Sox 
are mentioned by 4% of New Jersey 
baseball fans as their favorite team, but 
no other team tops 1% in the poll. In 
North Jersey, the Yankees (70%) far 
outpace the Mets (15%) as the fan favor-
ite. In Central Jersey, the Yankees come 

NEW JERSEY BASEBALL FANS
Tickets are not a good value, but fans will still attend a game

Monmouth University/Asbury Park Press Poll
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ConTinues on page 30.

 Monmouth University Polling Institute   4/25/13 

3

DATA TABLES 

The questions referred to in this release are as follows: 
(* Some columns may not add to 100% due to rounding.)

1. Would you say you are a fan of professional baseball or not? 
TOTAL GENDER AGE REGION 

Male Female 18-34 35-54 55+ North Central South 
Yes, a fan 42% 47% 37% 33% 46% 43% 41% 41% 45% 
(VOL) Somewhat of a fan 6% 7% 5% 7% 5% 7% 9% 4% 4% 
No, not a fan 52% 46% 58% 60% 49% 49% 50% 54% 51% 

2. Overall, do you have a favorable or unfavorable impression of professional baseball? [If
FAVORABLE/UNFAVORABLE: Do you feel that way strongly or somewhat?] 

TOTAL GENDER AGE REGION BASEBALL FAN 
Male Female 18-34 35-54 55+ North Central South Yes No 

Strongly favorable 26% 31% 22% 18% 30% 29% 25% 28% 27% 48% 6% 
Somewhat favorable 36% 35% 37% 35% 35% 37% 38% 31% 38% 40% 32% 
Somewhat unfavorable 14% 17% 12% 19% 13% 12% 17% 16% 9% 6% 22% 
Strongly unfavorable 10% 8% 12% 13% 9% 10% 8% 10% 13% 3% 17% 
(VOL) Don’t know 13% 9% 17% 15% 14% 12% 12% 15% 13% 3% 23% 

[Questions 3 through 7 were asked of fans only, moe= + 4.8%]
3. Who is your favorite baseball team?  [LIST WAS NOT READ]

TOTAL GENDER AGE REGION 
Male Female 18-34 35-54 55+ North Central South 

New York Yankees 52% 51% 52% 53% 52% 49% 70% 51% 21% 
New York Mets 15% 15% 16% 12% 14% 19% 15% 23% 9% 
Philadelphia Phillies 19% 18% 20% 18% 22% 17% 3% 9% 55% 
Boston Red Sox 4% 7% 2% 5% 5% 3% 6% 4% 2% 
Atlanta Braves 1% 0% 2% 0% 0% 1% 0% 0% 2% 
Baltimore Orioles 1% 1% 1% 1% 0% 1% 1% 0% 1% 
Los Angeles Dodgers 1% 1% 0% 0% 0% 1% 0% 1% 1% 
Other 3% 5% 0% 4% 3% 3% 2% 6% 1% 
(VOL) Do not have a 
favorite team 5% 3% 7% 7% 3% 5% 3% 6% 8% 

4. And which team is your LEAST favorite?  [LIST WAS NOT READ]
TOTAL GENDER AGE REGION HOME TEAM 

Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 
New York Yankees 19% 19% 18% 19% 17% 22% 13% 16% 29% 0% 39% 41% 
New York Mets 8% 9% 7% 6% 8% 8% 8% 6% 10% 10% 0% 10% 
Philadelphia Phillies 5% 6% 4% 5% 6% 4% 3% 7% 7% 5% 14% 0% 
Boston Red Sox 24% 29% 18% 31% 25% 18% 34% 25% 6% 40% 12% 5% 
Atlanta Braves 1% 2% 0% 3% 1% 1% 1% 0% 3% 1% 0% 3% 
Baltimore Orioles 1% 1% 0% 0% 1% 1% 1% 2% 0% 1% 0% 1% 
Los Angeles Dodgers 2% 2% 1% 1% 2% 2% 1% 3% 1% 2% 0% 2% 
St Louis Cardinals 1% 0% 1% 1% 1% 1% 0% 0% 2% 0% 0% 3% 
Miami [Florida] Marlins 1% 2% 0% 0% 1% 1% 1% 2% 1% 0% 4% 1% 
Kansas City Royals 1% 1% 0% 0% 0% 2% 1% 0% 1% 1% 1% 0% 
Cleveland Indians 1% 1% 1% 1% 1% 0% 1% 0% 0% 1% 1% 0% 
Los Angeles Angels of 
Anaheim 1% 1% 1% 0% 1% 1% 1% 0% 1% 1% 0% 0% 
Other 4% 5% 3% 0% 4% 6% 5% 3% 4% 4% 4% 2% 
(VOL) No least favorite 
team 29% 20% 41% 29% 31% 28% 27% 34% 30% 29% 21% 27% 
(VOL) Don’t know 4% 3% 5% 5% 3% 5% 4% 2% 4% 4% 3% 5% 
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2. Overall, do you have a favorable or unfavorable impression of professional baseball? [If
FAVORABLE/UNFAVORABLE: Do you feel that way strongly or somewhat?] 

TOTAL GENDER AGE REGION BASEBALL FAN 
Male Female 18-34 35-54 55+ North Central South Yes No 

Strongly favorable 26% 31% 22% 18% 30% 29% 25% 28% 27% 48% 6% 
Somewhat favorable 36% 35% 37% 35% 35% 37% 38% 31% 38% 40% 32% 
Somewhat unfavorable 14% 17% 12% 19% 13% 12% 17% 16% 9% 6% 22% 
Strongly unfavorable 10% 8% 12% 13% 9% 10% 8% 10% 13% 3% 17% 
(VOL) Don’t know 13% 9% 17% 15% 14% 12% 12% 15% 13% 3% 23% 

[Questions 3 through 7 were asked of fans only, moe= + 4.8%]
3. Who is your favorite baseball team?  [LIST WAS NOT READ]

TOTAL GENDER AGE REGION 
Male Female 18-34 35-54 55+ North Central South 

New York Yankees 52% 51% 52% 53% 52% 49% 70% 51% 21% 
New York Mets 15% 15% 16% 12% 14% 19% 15% 23% 9% 
Philadelphia Phillies 19% 18% 20% 18% 22% 17% 3% 9% 55% 
Boston Red Sox 4% 7% 2% 5% 5% 3% 6% 4% 2% 
Atlanta Braves 1% 0% 2% 0% 0% 1% 0% 0% 2% 
Baltimore Orioles 1% 1% 1% 1% 0% 1% 1% 0% 1% 
Los Angeles Dodgers 1% 1% 0% 0% 0% 1% 0% 1% 1% 
Other 3% 5% 0% 4% 3% 3% 2% 6% 1% 
(VOL) Do not have a 
favorite team 5% 3% 7% 7% 3% 5% 3% 6% 8% 

4. And which team is your LEAST favorite?  [LIST WAS NOT READ]
TOTAL GENDER AGE REGION HOME TEAM 

Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 
New York Yankees 19% 19% 18% 19% 17% 22% 13% 16% 29% 0% 39% 41% 
New York Mets 8% 9% 7% 6% 8% 8% 8% 6% 10% 10% 0% 10% 
Philadelphia Phillies 5% 6% 4% 5% 6% 4% 3% 7% 7% 5% 14% 0% 
Boston Red Sox 24% 29% 18% 31% 25% 18% 34% 25% 6% 40% 12% 5% 
Atlanta Braves 1% 2% 0% 3% 1% 1% 1% 0% 3% 1% 0% 3% 
Baltimore Orioles 1% 1% 0% 0% 1% 1% 1% 2% 0% 1% 0% 1% 
Los Angeles Dodgers 2% 2% 1% 1% 2% 2% 1% 3% 1% 2% 0% 2% 
St Louis Cardinals 1% 0% 1% 1% 1% 1% 0% 0% 2% 0% 0% 3% 
Miami [Florida] Marlins 1% 2% 0% 0% 1% 1% 1% 2% 1% 0% 4% 1% 
Kansas City Royals 1% 1% 0% 0% 0% 2% 1% 0% 1% 1% 1% 0% 
Cleveland Indians 1% 1% 1% 1% 1% 0% 1% 0% 0% 1% 1% 0% 
Los Angeles Angels of 
Anaheim 1% 1% 1% 0% 1% 1% 1% 0% 1% 1% 0% 0% 
Other 4% 5% 3% 0% 4% 6% 5% 3% 4% 4% 4% 2% 
(VOL) No least favorite 
team 29% 20% 41% 29% 31% 28% 27% 34% 30% 29% 21% 27% 
(VOL) Don’t know 4% 3% 5% 5% 3% 5% 4% 2% 4% 4% 3% 5% 
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DATA TABLES 

The questions referred to in this release are as follows: 
(* Some columns may not add to 100% due to rounding.)

1. Would you say you are a fan of professional baseball or not? 
TOTAL GENDER AGE REGION 

Male Female 18-34 35-54 55+ North Central South 
Yes, a fan 42% 47% 37% 33% 46% 43% 41% 41% 45% 
(VOL) Somewhat of a fan 6% 7% 5% 7% 5% 7% 9% 4% 4% 
No, not a fan 52% 46% 58% 60% 49% 49% 50% 54% 51% 

2. Overall, do you have a favorable or unfavorable impression of professional baseball? [If
FAVORABLE/UNFAVORABLE: Do you feel that way strongly or somewhat?] 

TOTAL GENDER AGE REGION BASEBALL FAN 
Male Female 18-34 35-54 55+ North Central South Yes No 

Strongly favorable 26% 31% 22% 18% 30% 29% 25% 28% 27% 48% 6% 
Somewhat favorable 36% 35% 37% 35% 35% 37% 38% 31% 38% 40% 32% 
Somewhat unfavorable 14% 17% 12% 19% 13% 12% 17% 16% 9% 6% 22% 
Strongly unfavorable 10% 8% 12% 13% 9% 10% 8% 10% 13% 3% 17% 
(VOL) Don’t know 13% 9% 17% 15% 14% 12% 12% 15% 13% 3% 23% 

[Questions 3 through 7 were asked of fans only, moe= + 4.8%]
3. Who is your favorite baseball team?  [LIST WAS NOT READ]

TOTAL GENDER AGE REGION 
Male Female 18-34 35-54 55+ North Central South 

New York Yankees 52% 51% 52% 53% 52% 49% 70% 51% 21% 
New York Mets 15% 15% 16% 12% 14% 19% 15% 23% 9% 
Philadelphia Phillies 19% 18% 20% 18% 22% 17% 3% 9% 55% 
Boston Red Sox 4% 7% 2% 5% 5% 3% 6% 4% 2% 
Atlanta Braves 1% 0% 2% 0% 0% 1% 0% 0% 2% 
Baltimore Orioles 1% 1% 1% 1% 0% 1% 1% 0% 1% 
Los Angeles Dodgers 1% 1% 0% 0% 0% 1% 0% 1% 1% 
Other 3% 5% 0% 4% 3% 3% 2% 6% 1% 
(VOL) Do not have a 
favorite team 5% 3% 7% 7% 3% 5% 3% 6% 8% 

4. And which team is your LEAST favorite?  [LIST WAS NOT READ]
TOTAL GENDER AGE REGION HOME TEAM 

Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 
New York Yankees 19% 19% 18% 19% 17% 22% 13% 16% 29% 0% 39% 41% 
New York Mets 8% 9% 7% 6% 8% 8% 8% 6% 10% 10% 0% 10% 
Philadelphia Phillies 5% 6% 4% 5% 6% 4% 3% 7% 7% 5% 14% 0% 
Boston Red Sox 24% 29% 18% 31% 25% 18% 34% 25% 6% 40% 12% 5% 
Atlanta Braves 1% 2% 0% 3% 1% 1% 1% 0% 3% 1% 0% 3% 
Baltimore Orioles 1% 1% 0% 0% 1% 1% 1% 2% 0% 1% 0% 1% 
Los Angeles Dodgers 2% 2% 1% 1% 2% 2% 1% 3% 1% 2% 0% 2% 
St Louis Cardinals 1% 0% 1% 1% 1% 1% 0% 0% 2% 0% 0% 3% 
Miami [Florida] Marlins 1% 2% 0% 0% 1% 1% 1% 2% 1% 0% 4% 1% 
Kansas City Royals 1% 1% 0% 0% 0% 2% 1% 0% 1% 1% 1% 0% 
Cleveland Indians 1% 1% 1% 1% 1% 0% 1% 0% 0% 1% 1% 0% 
Los Angeles Angels of 
Anaheim 1% 1% 1% 0% 1% 1% 1% 0% 1% 1% 0% 0% 
Other 4% 5% 3% 0% 4% 6% 5% 3% 4% 4% 4% 2% 
(VOL) No least favorite 
team 29% 20% 41% 29% 31% 28% 27% 34% 30% 29% 21% 27% 
(VOL) Don’t know 4% 3% 5% 5% 3% 5% 4% 2% 4% 4% 3% 5% 
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The questions referred to in this release are as follows: 
(* Some columns may not add to 100% due to rounding.)

1. Would you say you are a fan of professional baseball or not? 
TOTAL GENDER AGE REGION 

Male Female 18-34 35-54 55+ North Central South 
Yes, a fan 42% 47% 37% 33% 46% 43% 41% 41% 45% 
(VOL) Somewhat of a fan 6% 7% 5% 7% 5% 7% 9% 4% 4% 
No, not a fan 52% 46% 58% 60% 49% 49% 50% 54% 51% 

2. Overall, do you have a favorable or unfavorable impression of professional baseball? [If
FAVORABLE/UNFAVORABLE: Do you feel that way strongly or somewhat?] 

TOTAL GENDER AGE REGION BASEBALL FAN 
Male Female 18-34 35-54 55+ North Central South Yes No 

Strongly favorable 26% 31% 22% 18% 30% 29% 25% 28% 27% 48% 6% 
Somewhat favorable 36% 35% 37% 35% 35% 37% 38% 31% 38% 40% 32% 
Somewhat unfavorable 14% 17% 12% 19% 13% 12% 17% 16% 9% 6% 22% 
Strongly unfavorable 10% 8% 12% 13% 9% 10% 8% 10% 13% 3% 17% 
(VOL) Don’t know 13% 9% 17% 15% 14% 12% 12% 15% 13% 3% 23% 

[Questions 3 through 7 were asked of fans only, moe= + 4.8%]
3. Who is your favorite baseball team?  [LIST WAS NOT READ]

TOTAL GENDER AGE REGION 
Male Female 18-34 35-54 55+ North Central South 

New York Yankees 52% 51% 52% 53% 52% 49% 70% 51% 21% 
New York Mets 15% 15% 16% 12% 14% 19% 15% 23% 9% 
Philadelphia Phillies 19% 18% 20% 18% 22% 17% 3% 9% 55% 
Boston Red Sox 4% 7% 2% 5% 5% 3% 6% 4% 2% 
Atlanta Braves 1% 0% 2% 0% 0% 1% 0% 0% 2% 
Baltimore Orioles 1% 1% 1% 1% 0% 1% 1% 0% 1% 
Los Angeles Dodgers 1% 1% 0% 0% 0% 1% 0% 1% 1% 
Other 3% 5% 0% 4% 3% 3% 2% 6% 1% 
(VOL) Do not have a 
favorite team 5% 3% 7% 7% 3% 5% 3% 6% 8% 

4. And which team is your LEAST favorite?  [LIST WAS NOT READ]
TOTAL GENDER AGE REGION HOME TEAM 

Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 
New York Yankees 19% 19% 18% 19% 17% 22% 13% 16% 29% 0% 39% 41% 
New York Mets 8% 9% 7% 6% 8% 8% 8% 6% 10% 10% 0% 10% 
Philadelphia Phillies 5% 6% 4% 5% 6% 4% 3% 7% 7% 5% 14% 0% 
Boston Red Sox 24% 29% 18% 31% 25% 18% 34% 25% 6% 40% 12% 5% 
Atlanta Braves 1% 2% 0% 3% 1% 1% 1% 0% 3% 1% 0% 3% 
Baltimore Orioles 1% 1% 0% 0% 1% 1% 1% 2% 0% 1% 0% 1% 
Los Angeles Dodgers 2% 2% 1% 1% 2% 2% 1% 3% 1% 2% 0% 2% 
St Louis Cardinals 1% 0% 1% 1% 1% 1% 0% 0% 2% 0% 0% 3% 
Miami [Florida] Marlins 1% 2% 0% 0% 1% 1% 1% 2% 1% 0% 4% 1% 
Kansas City Royals 1% 1% 0% 0% 0% 2% 1% 0% 1% 1% 1% 0% 
Cleveland Indians 1% 1% 1% 1% 1% 0% 1% 0% 0% 1% 1% 0% 
Los Angeles Angels of 
Anaheim 1% 1% 1% 0% 1% 1% 1% 0% 1% 1% 0% 0% 
Other 4% 5% 3% 0% 4% 6% 5% 3% 4% 4% 4% 2% 
(VOL) No least favorite 
team 29% 20% 41% 29% 31% 28% 27% 34% 30% 29% 21% 27% 
(VOL) Don’t know 4% 3% 5% 5% 3% 5% 4% 2% 4% 4% 3% 5% 

1.  Would you say you are a fan of professional baseball or not?

2. Overall, do you have a favorable or unfavorable impression of professional baseball? 
[If FAVORABLE/UNFAVORABLE: Do you feel that way strongly or somewhat?]

[Questions 3 through 7 were asked of fans only, moe= + 4.8%]

3. Who is your favorite baseball team? [LIST WAS NOT READ]

4. And which team is your LEAST favorite? [LIST WAS NOT READ]

5. Do you plan on attending any MAJOR league baseball games this year, or not?  
[If YES: Will you attend just one or two, three to ten, or more than that?]

DATA TABLES:
The questions referred to in this release are as follows:
(* Some columns may not add to 100% due to rounding.)
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5. Do you plan on attending any MAJOR league baseball games this year, or not?  [If YES:
Will you attend just one or two, three to ten, or more than that?] 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 32% 30% 34% 32% 35% 27% 31% 31% 33% 31% 35% 40% 
Yes, three to ten 16% 21% 10% 16% 18% 14% 15% 15% 19% 16% 12% 23% 
Yes, more than ten 3% 5% 0% 6% 1% 2% 2% 0% 6% 3% 1% 3% 
(VOL) Yes, not sure how many 2% 1% 2% 3% 2% 1% 3% 1% 1% 2% 2% 1% 
No, no games 46% 41% 51% 40% 40% 55% 47% 50% 38% 45% 47% 30% 
(VOL) Don’t know 2% 1% 4% 2% 4% 1% 2% 2% 3% 3% 3% 3% 

6. Overall, do you think the cost of a ticket for a major league baseball game is a good value 
for the money, or not? 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, a good value 26% 26% 26% 55% 21% 14% 23% 20% 35% 23% 20% 43% 
No, not a good value 67% 70% 65% 36% 74% 79% 73% 74% 53% 72% 74% 51% 
(VOL) Don’t know 7% 5% 9% 9% 5% 7% 4% 6% 12% 5% 7% 6% 

7. And do you plan on attending any MINOR league or INDEPENDENT league baseball 
games this year, or not?  [If YES:  Will you attend just one or two, three to ten, or more than 
that?]

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 23% 26% 19% 15% 29% 23% 25% 24% 21% 22% 27% 20% 
Yes, three to ten 11% 11% 11% 4% 14% 13% 7% 17% 10% 10% 16% 10% 
Yes, more than ten 2% 2% 2% 5% 1% 1% 2% 2% 2% 3% 0% 0% 
(VOL) Yes, not sure how many 2% 2% 3% 2% 2% 2% 3% 1% 2% 1% 4% 4% 
No, no games 61% 59% 64% 72% 55% 61% 62% 56% 63% 63% 52% 66% 
(VOL) Don’t know 1% 0% 1% 2% 0% 0% 0% 0% 2% 1% 0% 0% 

The Monmouth University/Asbury Park Press Poll was conducted by the Monmouth University Polling Institute from April 11 to 14, 
2013 with a statewide random sample of 806 adult residents, including 606 contacted on a landline telephone and 200 on a cell 
phone.  Live interviewing services were provided by Braun Research, Inc. and the telephone sample was obtained from Survey 
Sampling International.  Monmouth is responsible for all aspects of the survey questionnaire design, data weighting and analysis.  For 
results based on the total sample, one can say with 95% confidence that the error attributable to sampling has a maximum margin of 
plus or minus 3.5 percentage points.  Sampling error increases as the sample size decreases, so statements based on various population 
subgroups, such as separate figures reported by gender or party identification, are subject to more error than are statements based on 
the total sample.  In addition to sampling error, one should bear in mind that question wording and practical difficulties in conducting 
surveys can introduce error or bias into the findings of opinion polls. 

POLL DEMOGRAPHICS (weighted) 
39% Dem 48% Male 28% 18-34 64% White 
39% Ind 52% Female 38% 35-54 12% Black 
22% Rep  34% 55+ 15% Hispanic 
         9% Asian/Other 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

FULL SAMPLE             
Unweighted  N 806 391 415 174 273 343 348 220 212 200 68 85 
moe 3.5% 5.0% 4.8% 7.4% 5.9% 5.3% 5.3% 6.6% 6.7% 6.9% 11.9% 10.6%

     
BASEBALL FANS            
Unweighted  N 411 229 182 75 143 183 180 111 111 200 68 85 
moe 4.8% 6.5% 7.3% 11.3% 8.2% 7.3% 7.3% 9.3% 9.3% 6.9% 11.9% 10.6% 

It is the Monmouth University Polling Institute’s policy to conduct surveys of all adult New Jersey residents, including voters and non-
voters, on issues that affect the state.  Specific voter surveys are conducted when appropriate during election cycles. 

### 

“The most popular team among 
garden state baseball fans is the 
new York Yankees...”
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out on top at 51%, compared to 23% 
for the Mets and 9% for the Phillies. 
Among South Jersey fans, the obvious 
fan favorite is the Phillies (55%), with 
the Yankees in second (21%), and the 
Mets in third (9%).

Who is the state’s least favorite team? 
For Yankees fans, it is their arch-rival 
Red Sox (40%). The Baltimore Orioles 
(1%) is the only other American League 
East team named by Yankees fans. 
Another 1-in-7 Yankees fans name either 
the Mets (10%) or the Phillies (5%). For 
Mets and Phillies fans, though, the Bronx 
Bombers far surpass any other team in 
all of professional baseball as the most 
disliked. About 4-in-10 Mets (39%) and 
Phillies (41%) fans name the Yankees as 
their least favorite team. Only 1-in-6 Mets 
fans name a rival in the National League 
East division, including 14% who name 
the Phils and 4% who name another NL 
East team. Similarly, only 1-in-7 Phillies 
fans name a rival in the National League 
East division as their least favorite, includ-
ing 10% who name the Amazin’s and 4% 
who name another NL East team.

“The poll was conducted before the 
Boston Marathon bombing, and so 

Yankees fans may currently be 
a little friendlier to the Red 

Sox. But the Sox generate 
enough respect to lead 

bASEbALL fANS... from page 28.

6.  Overall, do you think the cost of a ticket for a major league baseball game is a good value for 
the money, or not?

7.  And do you plan on attending any MINOR league or INDEPENDENT league baseball games 
this year, or not? [If YES: Will you attend just one or two, three to ten, or more than that?]
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5. Do you plan on attending any MAJOR league baseball games this year, or not?  [If YES:
Will you attend just one or two, three to ten, or more than that?] 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 32% 30% 34% 32% 35% 27% 31% 31% 33% 31% 35% 40% 
Yes, three to ten 16% 21% 10% 16% 18% 14% 15% 15% 19% 16% 12% 23% 
Yes, more than ten 3% 5% 0% 6% 1% 2% 2% 0% 6% 3% 1% 3% 
(VOL) Yes, not sure how many 2% 1% 2% 3% 2% 1% 3% 1% 1% 2% 2% 1% 
No, no games 46% 41% 51% 40% 40% 55% 47% 50% 38% 45% 47% 30% 
(VOL) Don’t know 2% 1% 4% 2% 4% 1% 2% 2% 3% 3% 3% 3% 

6. Overall, do you think the cost of a ticket for a major league baseball game is a good value 
for the money, or not? 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, a good value 26% 26% 26% 55% 21% 14% 23% 20% 35% 23% 20% 43% 
No, not a good value 67% 70% 65% 36% 74% 79% 73% 74% 53% 72% 74% 51% 
(VOL) Don’t know 7% 5% 9% 9% 5% 7% 4% 6% 12% 5% 7% 6% 

7. And do you plan on attending any MINOR league or INDEPENDENT league baseball 
games this year, or not?  [If YES:  Will you attend just one or two, three to ten, or more than 
that?]

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 23% 26% 19% 15% 29% 23% 25% 24% 21% 22% 27% 20% 
Yes, three to ten 11% 11% 11% 4% 14% 13% 7% 17% 10% 10% 16% 10% 
Yes, more than ten 2% 2% 2% 5% 1% 1% 2% 2% 2% 3% 0% 0% 
(VOL) Yes, not sure how many 2% 2% 3% 2% 2% 2% 3% 1% 2% 1% 4% 4% 
No, no games 61% 59% 64% 72% 55% 61% 62% 56% 63% 63% 52% 66% 
(VOL) Don’t know 1% 0% 1% 2% 0% 0% 0% 0% 2% 1% 0% 0% 

The Monmouth University/Asbury Park Press Poll was conducted by the Monmouth University Polling Institute from April 11 to 14, 
2013 with a statewide random sample of 806 adult residents, including 606 contacted on a landline telephone and 200 on a cell 
phone.  Live interviewing services were provided by Braun Research, Inc. and the telephone sample was obtained from Survey 
Sampling International.  Monmouth is responsible for all aspects of the survey questionnaire design, data weighting and analysis.  For 
results based on the total sample, one can say with 95% confidence that the error attributable to sampling has a maximum margin of 
plus or minus 3.5 percentage points.  Sampling error increases as the sample size decreases, so statements based on various population 
subgroups, such as separate figures reported by gender or party identification, are subject to more error than are statements based on 
the total sample.  In addition to sampling error, one should bear in mind that question wording and practical difficulties in conducting 
surveys can introduce error or bias into the findings of opinion polls. 

POLL DEMOGRAPHICS (weighted) 
39% Dem 48% Male 28% 18-34 64% White 
39% Ind 52% Female 38% 35-54 12% Black 
22% Rep  34% 55+ 15% Hispanic 
         9% Asian/Other 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

FULL SAMPLE             
Unweighted  N 806 391 415 174 273 343 348 220 212 200 68 85 
moe 3.5% 5.0% 4.8% 7.4% 5.9% 5.3% 5.3% 6.6% 6.7% 6.9% 11.9% 10.6%

     
BASEBALL FANS            
Unweighted  N 411 229 182 75 143 183 180 111 111 200 68 85 
moe 4.8% 6.5% 7.3% 11.3% 8.2% 7.3% 7.3% 9.3% 9.3% 6.9% 11.9% 10.6% 

It is the Monmouth University Polling Institute’s policy to conduct surveys of all adult New Jersey residents, including voters and non-
voters, on issues that affect the state.  Specific voter surveys are conducted when appropriate during election cycles. 

### 
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5. Do you plan on attending any MAJOR league baseball games this year, or not?  [If YES:
Will you attend just one or two, three to ten, or more than that?] 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 32% 30% 34% 32% 35% 27% 31% 31% 33% 31% 35% 40% 
Yes, three to ten 16% 21% 10% 16% 18% 14% 15% 15% 19% 16% 12% 23% 
Yes, more than ten 3% 5% 0% 6% 1% 2% 2% 0% 6% 3% 1% 3% 
(VOL) Yes, not sure how many 2% 1% 2% 3% 2% 1% 3% 1% 1% 2% 2% 1% 
No, no games 46% 41% 51% 40% 40% 55% 47% 50% 38% 45% 47% 30% 
(VOL) Don’t know 2% 1% 4% 2% 4% 1% 2% 2% 3% 3% 3% 3% 

6. Overall, do you think the cost of a ticket for a major league baseball game is a good value 
for the money, or not? 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, a good value 26% 26% 26% 55% 21% 14% 23% 20% 35% 23% 20% 43% 
No, not a good value 67% 70% 65% 36% 74% 79% 73% 74% 53% 72% 74% 51% 
(VOL) Don’t know 7% 5% 9% 9% 5% 7% 4% 6% 12% 5% 7% 6% 

7. And do you plan on attending any MINOR league or INDEPENDENT league baseball 
games this year, or not?  [If YES:  Will you attend just one or two, three to ten, or more than 
that?]

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 23% 26% 19% 15% 29% 23% 25% 24% 21% 22% 27% 20% 
Yes, three to ten 11% 11% 11% 4% 14% 13% 7% 17% 10% 10% 16% 10% 
Yes, more than ten 2% 2% 2% 5% 1% 1% 2% 2% 2% 3% 0% 0% 
(VOL) Yes, not sure how many 2% 2% 3% 2% 2% 2% 3% 1% 2% 1% 4% 4% 
No, no games 61% 59% 64% 72% 55% 61% 62% 56% 63% 63% 52% 66% 
(VOL) Don’t know 1% 0% 1% 2% 0% 0% 0% 0% 2% 1% 0% 0% 

The Monmouth University/Asbury Park Press Poll was conducted by the Monmouth University Polling Institute from April 11 to 14, 
2013 with a statewide random sample of 806 adult residents, including 606 contacted on a landline telephone and 200 on a cell 
phone.  Live interviewing services were provided by Braun Research, Inc. and the telephone sample was obtained from Survey 
Sampling International.  Monmouth is responsible for all aspects of the survey questionnaire design, data weighting and analysis.  For 
results based on the total sample, one can say with 95% confidence that the error attributable to sampling has a maximum margin of 
plus or minus 3.5 percentage points.  Sampling error increases as the sample size decreases, so statements based on various population 
subgroups, such as separate figures reported by gender or party identification, are subject to more error than are statements based on 
the total sample.  In addition to sampling error, one should bear in mind that question wording and practical difficulties in conducting 
surveys can introduce error or bias into the findings of opinion polls. 

POLL DEMOGRAPHICS (weighted) 
39% Dem 48% Male 28% 18-34 64% White 
39% Ind 52% Female 38% 35-54 12% Black 
22% Rep  34% 55+ 15% Hispanic 
         9% Asian/Other 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

FULL SAMPLE             
Unweighted  N 806 391 415 174 273 343 348 220 212 200 68 85 
moe 3.5% 5.0% 4.8% 7.4% 5.9% 5.3% 5.3% 6.6% 6.7% 6.9% 11.9% 10.6%

     
BASEBALL FANS            
Unweighted  N 411 229 182 75 143 183 180 111 111 200 68 85 
moe 4.8% 6.5% 7.3% 11.3% 8.2% 7.3% 7.3% 9.3% 9.3% 6.9% 11.9% 10.6% 

It is the Monmouth University Polling Institute’s policy to conduct surveys of all adult New Jersey residents, including voters and non-
voters, on issues that affect the state.  Specific voter surveys are conducted when appropriate during election cycles. 

### 

 Monmouth University Polling Institute   4/25/13 

4

5. Do you plan on attending any MAJOR league baseball games this year, or not?  [If YES:
Will you attend just one or two, three to ten, or more than that?] 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 32% 30% 34% 32% 35% 27% 31% 31% 33% 31% 35% 40% 
Yes, three to ten 16% 21% 10% 16% 18% 14% 15% 15% 19% 16% 12% 23% 
Yes, more than ten 3% 5% 0% 6% 1% 2% 2% 0% 6% 3% 1% 3% 
(VOL) Yes, not sure how many 2% 1% 2% 3% 2% 1% 3% 1% 1% 2% 2% 1% 
No, no games 46% 41% 51% 40% 40% 55% 47% 50% 38% 45% 47% 30% 
(VOL) Don’t know 2% 1% 4% 2% 4% 1% 2% 2% 3% 3% 3% 3% 

6. Overall, do you think the cost of a ticket for a major league baseball game is a good value 
for the money, or not? 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, a good value 26% 26% 26% 55% 21% 14% 23% 20% 35% 23% 20% 43% 
No, not a good value 67% 70% 65% 36% 74% 79% 73% 74% 53% 72% 74% 51% 
(VOL) Don’t know 7% 5% 9% 9% 5% 7% 4% 6% 12% 5% 7% 6% 

7. And do you plan on attending any MINOR league or INDEPENDENT league baseball 
games this year, or not?  [If YES:  Will you attend just one or two, three to ten, or more than 
that?]

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

Yes, just one or two 23% 26% 19% 15% 29% 23% 25% 24% 21% 22% 27% 20% 
Yes, three to ten 11% 11% 11% 4% 14% 13% 7% 17% 10% 10% 16% 10% 
Yes, more than ten 2% 2% 2% 5% 1% 1% 2% 2% 2% 3% 0% 0% 
(VOL) Yes, not sure how many 2% 2% 3% 2% 2% 2% 3% 1% 2% 1% 4% 4% 
No, no games 61% 59% 64% 72% 55% 61% 62% 56% 63% 63% 52% 66% 
(VOL) Don’t know 1% 0% 1% 2% 0% 0% 0% 0% 2% 1% 0% 0% 

The Monmouth University/Asbury Park Press Poll was conducted by the Monmouth University Polling Institute from April 11 to 14, 
2013 with a statewide random sample of 806 adult residents, including 606 contacted on a landline telephone and 200 on a cell 
phone.  Live interviewing services were provided by Braun Research, Inc. and the telephone sample was obtained from Survey 
Sampling International.  Monmouth is responsible for all aspects of the survey questionnaire design, data weighting and analysis.  For 
results based on the total sample, one can say with 95% confidence that the error attributable to sampling has a maximum margin of 
plus or minus 3.5 percentage points.  Sampling error increases as the sample size decreases, so statements based on various population 
subgroups, such as separate figures reported by gender or party identification, are subject to more error than are statements based on 
the total sample.  In addition to sampling error, one should bear in mind that question wording and practical difficulties in conducting 
surveys can introduce error or bias into the findings of opinion polls. 

POLL DEMOGRAPHICS (weighted) 
39% Dem 48% Male 28% 18-34 64% White 
39% Ind 52% Female 38% 35-54 12% Black 
22% Rep  34% 55+ 15% Hispanic 
         9% Asian/Other 

TOTAL GENDER AGE REGION HOME TEAM 
Male Female 18-34 35-54 55+ North Central South Yankees Mets Phillies 

FULL SAMPLE             
Unweighted  N 806 391 415 174 273 343 348 220 212 200 68 85 
moe 3.5% 5.0% 4.8% 7.4% 5.9% 5.3% 5.3% 6.6% 6.7% 6.9% 11.9% 10.6%

     
BASEBALL FANS            
Unweighted  N 411 229 182 75 143 183 180 111 111 200 68 85 
moe 4.8% 6.5% 7.3% 11.3% 8.2% 7.3% 7.3% 9.3% 9.3% 6.9% 11.9% 10.6% 

It is the Monmouth University Polling Institute’s policy to conduct surveys of all adult New Jersey residents, including voters and non-
voters, on issues that affect the state.  Specific voter surveys are conducted when appropriate during election cycles. 

### 
me to think that the rivalry 
will be back to full-strength 
before the end of the sea-
son,” said Patrick Murray, 
director of the Monmouth 

University Polling Institute. 
“The responses from Mets 

and Phillies fans, though, leave 
me scratching my head. Sure, both 

National League franchises have recently 
lost World Series titles to the Bombers. And 
sure, it is a rare season that the Mets and 
Phillies are both playing well. But you’d think 
a team like the Braves would produce more 
contempt than the Yankees. It’s just one more 

sign of how those blue pinstripes dominate 
major league baseball.”

Two-thirds (67%) of New Jersey baseball 
fans say that the cost of a major league base-
ball ticket is not a good value for the money. 
Only 26% say it is a good value. Regardless, 
most fans (53%) say they will take in at least 
one major league game this year, including 
19% who plan to go to the ballpark three 
or more times this year. Phillies fans (67%) 
are more likely than either Yankees (52%) 
or Mets (50%) fans to say they will attend a 
game this year.

The poll also asked about planned atten-
dance at minor league or independent 

league games and found that 38% of New 
Jersey baseball fans plan to attend a non-
MLB game this season. The Monmouth 
University/Asbury Park Press Poll was 
conducted by telephone with 806 New 
Jersey adults from April 11 to 14, 2013. 
Most of the results in this release are based 
on a subsample of 411 self-identified base-
ball fans, which has a margin of error of ± 
4.8 percent. The poll was conducted by the 
Monmouth University Polling Institute and 
originally published by the Asbury Park 
Press and its sister publications (Courier-
post, Courier news, Daily Journal, Daily 
Record, and Home news Tribune). n
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Fast • Friendly • Reliable Service
Serving All of New Jersey Since 1990

Fully InSuRed
Free estimates • Free demonstration • References upon Request

Brian F. Hegarty, President

Office 732-775-1242
Fax 732-775-4289

www.apluspowerwashing.com
NJ Lic. # 13VH02628100

A+
•	 Vinyl	and	Aluminum	Siding
•	 Synthetic	Stucco	Cleaning
•	 Mold	and	Mildew	Removal

          POweRwaShIng
and ROOF cleanIng

hOt wateR
(it makes a difference)

•	 Decks
•	 Masonry	and	Concrete
•	 Roof	Cleaning

CoMMUnITY TRends®   
ADVERTISING DISCLAIMER:
The management of the New Jersey 
chapter of Community Associations 
Institute, Inc. (CAI-NJ) and Brainerd 
Communications, Inc. reserve the right to 
reject any advertisement for any reason at 
any time. Further, CAI-NJ and Brainerd 
Communications also reserve the right 
to place the word “Advertisement” with 
advertising copy that could or may be 
mistaken for editorial or news copy. In 
addition, CAI-NJ reserves the right to 
add a disclaimer to any advertisement 
in cases where a disclaimer may be 
necessary to protect the rights of CAI-
NJ and Community Trends®. The 
advertiser will be informed by Brainerd 
Communications before such action 
occurs. Member advertising rates are 
based upon the advertiser being a member 
in good standing of the New Jersey 
chapter of the Community Associations 
Institute. Each member or entity is solely 
responsible for maintaining its status as 
a member in good standing. In addition, 
advertisements contained within this 
magazine reflect the opinions of the 
respective advertiser, and not necessarily 
those of CAI-NJ, Community Trends® 
or Community Associations Institute. 
Information contained in Community 
Trends® advertisements should not be 
construed as a recommendation for any 
course of action regarding financial, legal, 
accounting, or other professional services. 
Advertisers are solely responsible for the 
content of their advertisements, including 
the validity of any certifications, 
designations, and/or licenses. CAI-NJ 
assumes no liability for false, malicious 
or misleading advertisers. Neither CAI-
NJ nor Community Trends® guarantees 
the position of placement of submitted 
ads. Be advised that CAI-NJ will not 
accept advertisements that are in direct 
conflict with the mission, products or 
services offered by CAI-NJ. CAI-NJ 
is not responsible for determining the 
validity of designations, certifications 
and accreditations listed directed by 
advertisers. Please send, in writing, any 
concerns about the content of advertising 
in Community Trends® to the address 
below (Attn: Editor).

Community Associations Institute, 
New Jersey Chapter, Inc. (CAI-NJ) 

1675 Whitehorse-Mercerville Road, Suite 206  
Mercerville, New Jersey 08619
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BHB
INSURANCE SERVICES

Shine!
We’ll make you

Our Mission: Making YOU look good!
What sets STAR apart from other companies is that we deliver our services at a five-star level, 
comparable to what you’d expect at the finest hotels. And our services go beyond cleaning, we 

help protect your investment with an exacting attention to detail, identification of areas with 

problems, and creative solutions.

Our uniformed, bonded cleaning specialists are trained to do the job right and to your 

specifications. We ensure the quality of their work through close supervision and inspections 

and detailed record keeping. We adapt quickly to changing client demands, including finding 

creative ways to reduce costs without sacrificing service. And we are a leader in the use of green 
products to help protect the environment.

Contact us today to see how we can make you shine.

888-876-STAR • nbetoff@starbuildingservices.com

Jan i tor ia l ,  Bu i ld ing & Ma intenance Serv ices

STAR Building Services provides 

customized janitorial, building 

and maintenance services to:

• Homeowners associations

• Residential complexes

• Office buildings

• Corporate facilities

• Medical facilities

• Educational facilities

CAI-NJ  
Business 

Partner Affiliate 
Program

As a business partner member 
of CAI, the employees of your 
company who are active in CAI-NJ 
can be considered affiliate members 
of the New Jersey Chapter. 

To qualify as an affiliate, the 
employee must be a direct 
employee of the company member. 
The affiliate will receive all New 
Jersey Chapter mailings for events 
and publications, the current 
membership directory, each 
month’s Community Trends®, as 
well as the opportunity to serve 
on committees and work groups. 
Only the primary contact for each 
business partner membership 
has the right to vote in elections; 
affiliate members do not have 
voting rights.

This program does not replace 
the multi-chapter membership or 
national corporate membership. The 
cost for each employee is just $100.

For information on  
CAI memberships,  

please contact us at 
(609) 588-0030 or 

membership@cainj.org.
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CAI-NJ ANNUAL CONFERENCE & EXPO
Revel Event Center • October 23-24, 2013

As of  
June 1, 2013,  

call CAI-NJ for 
updated  

availability at  
(609) 588-0030.

Presented by:
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2013 CAI-NJ Annual Conference & Expo 
BOOTH REGISTRATION FORM 

Thursday, October 24, 2013 
Revel Resort & Casino, 500 Boardwalk 

Atlantic City, New Jersey 08401 

Please type or print all information below: 

Company/Association Name: ________________________________________________________ 

Address:  ________________________________________________________________________ 

City/State/Zip: ____________________________________________________________________ 

Telephone: _____________________________________  Fax: ____________________________ 

Email: _____________________________________ Website:______________________________ 

Authorized Company Representative: (Please print) ______________________________________ 

Signature: ________________________________ Date: ______________________ Title: ________________________ 

(PLEASE SIGN CONTRACT ON REVERSE SIDE.)

Presented by:

 
Please note: CAI-NJ only reviews CAI designations, 
certifications, and accreditations for validity and 
current status. Registrants are advised that each 
individual company is solely responsible for the 
content they provide on registration forms 
including all designations, certifications, 
accreditations and licenses by the company or 
the individual employee. Concerns about the 
validity of non-CAI designations, certifications, 
accreditations, and licenses should be directed to 
the specific company or individual in question. 
Removal of designations, certifications, 
accreditations, and licenses by CAI-NJ will only 
take place upon the submission of a letter written 
by the official credentialing and/or licensing body 
to CAI-NJ. CAI-NJ advises that for training, 
marketing or other purposes, the Conference & 
Expo may be recorded, videotaped and/or 
photographed. By attending this event, I consent to 
the use of my image by CAI-NJ and agree to 
waive any claim for the use of my image, 
including without limitation, the appropriation of my 
image for commercial purposes or the invasion 
of my privacy.

 

CAI-NJ Policies: CAI-NJ has a no-tolerance policy regarding “suitcasing”, which describes the practice of non-exhibiting companies or individuals soliciting 
sales and leads on the tradeshow floor, in the aisles, or in the lobbies, and/or representing their services or soliciting conference participants for conflicting 
social activities.  Violators of this policy will be ejected from the show and charged the single-booth rate, which must be paid prior to registering as an attendee, 
exhibitor or sponsor at any future CAI-NJ programs.  CAI-NJ reserves the right to reject any individual or entity’s registration at any time.  CAI-NJ will announce 
all exhibitor door prizes at the Farewell Reception.  

 Private Party Policy: All hospitality suites and hosted events must be reserved and paid for through CAI-NJ.  Hospitality suites and hosted events are not 
permitted during official conference activities.  Non-exhibiting suppliers are not permitted to host events the evening before or the day of the official conference.  

.

Payment by Credit Card
Please fax your signed application to (609) 588-0040

$_____________ x $ ______________________ = ____________
Booth            Attendee Mailing Labels     Total

 
Cardholder Name: ______________________________________

Card Number: _________________________________________

Exp. Date: __________________ Security Code: _____________

Cardholder Signature: __________________________________
Cardholder acknowledges receipt of goods and/or services in the amount of 
the grand total shown herein and agrees to perform the obligations set forth 
in the cardholder’s agreement with the credit card issuer.

(For CAI-NJ Use Only:)

    Exp: __________________

Payment by Check

Mail form with check payable to:
CAI-NJ
Attn: 2013 C&E 
1675 Whitehorse-Mercerville Road
Suite 206
Mercerville, NJ 08619

Questions:  Contact Robin Micallef at (609) 588-0030 
or email events@cainj.org.

2013 Exhibit Booth Choices:
Please note: Your reservation for space is based on the 2013 floor plan.  Please mark your booth choice on lines below.
 
(PP) Premium Prime Booth: Member: $ 1,350.00 _______ Non-Member: $ 1,910.00* _______
(TT) Table Top Display: Member: $ 1,250.00 _______ Non-Member: $ 1,810.00* _______
(S) Standard Booth: Member: $ 1,150.00 _______ Non-Member: $ 1,710.00* _______
*Includes one-year membership in CAI and CAI-New Jersey Chapter.
   
Attendee Mailing Labels: ________________ x $150.00 = $ __________________
(Available to exhibitors only)                 Sets     Total
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2013 Contract for Exhibit Space

Contract for Exhibit Space: By submitting an application for exhibit space, the applicant releases CAI-NJ, its sponsors, co-sponsors and agents from any and all liabilities to the 
applicant, its agents, licensees or employees which may arise or be asserted as a result of submission of an application or participation in the exhibitions. Acceptance of an 
application does not imply endorsement by CAI-NJ or the applicant’s products, nor does the rejection imply lack of merit. 
This application for exhibit space, when endorsed by CAI-NJ, constitutes a contract for the right to use exhibit space. Rental for space is payable in advance at the time of 
submission of the Official Exhibitor Application Form. No refund may be made for space that is not used or for space that is unused during part or all of the exposition. Should 
space remain unoccupied at the opening of the exposition, CAI-NJ may rent it or use it without obligation or refund.  
Exhibit Space:  Exhibit booths are 8’ x 10’. The exhibit fee includes, (1) 8’ high back wall drape, (1) 3’ high side rail drape, (1) 6’ x 30” high draped table, (2) upholstered chairs, 
(1) 7”x 44” single line company sign, (1) wastebasket and (1) breakfast/lunch. One authorized representative will be permitted at each space. There will be a $25.00 charge for 
each additional representative, with no maximum. Note: Exhibitor agrees to have exhibits completely set up by 7:00 p.m. on Wednesday, October 23, 2013. Exhibit set-up will not 
be permitted on Thursday, October 24, 2013. Tradeshow hours of operation are from 9:00 a.m. to 3:00 p.m. on Thursday, October 24, 2013. In addition, Exhibitors agree not to 
begin the dismantling of their exhibits before 3:00 p.m. and have their booth space vacated no later than 6:00 p.m. on the day of the tradeshow. Any infraction of this agreement 
could result in penalties, termination of your contract and denial of future exhibition rights. 
Exhibits may not protrude, under any circumstances, beyond the space allotted or interfere in any way with the traffic to all exhibits of others. All displays must be fully contained 
within the designated exhibit space and may not obstruct other exhibits. Any activities beyond the normal scope of exhibiting must be pre-approved by CAI-NJ. Failure to do so 
can lead to further sanctions imposed by CAI-NJ up to and including immediate termination of contract without a refund. Exhibitors shall assume all liability without limitation for 
any unapproved activity in conjunction with this Conference & Expo.  
Table Top Display:  Table tops are 6’ long x 24" wide x 30" high.  The display fee includes, 1 (one) pre-draped table, 1 (one) upholstered chair and (1) one breakfast/lunch.  One 
authorized representative will be permitted at each space. There will be a $25.00 charge for each additional representative, with no maximum. Note: Exhibitor agrees to have 
exhibits completely set up by 7:00 p.m. on Wednesday, October 23, 2013. Exhibit set-up will not be permitted on Thursday, October 24, 2013. Tradeshow hours of operation are 
from 9:00 a.m. to 3:00 p.m. on Thursday, October 24, 2013. In addition, Exhibitors agree not to begin the dismantling of their exhibits before 3:00 p.m. and have their booth space 
vacated no later than 4:00 p.m. or after the conclusion of the Farewell Reception at 6:00 p.m.   Any infraction of this agreement could result in penalties, termination of your 
contract and denial of future exhibition rights.  Displays may not protrude, under any circumstances, beyond the space allotted or interfere in any way with the traffic to all exhibits 
of others. All displays must be fully contained on the table top and may not obstruct other exhibits. Any activities beyond the normal scope of exhibiting must be pre-approved by 
CAI-NJ. Failure to do so can lead to further sanctions imposed by CAI-NJ up to and including immediate termination of contract without a refund. Exhibitors shall assume all 
liability without limitation for any unapproved activity in conjunction with this Conference & Expo.  
Use of Space: No exhibitor may sublet, assign or apportion any portion of the allotted space, nor represent, advertise or distribute literature for the products or services of any other 
firm, organization or individual, except as approved in advance by CAI-NJ. The purpose of the Conference & Expo is to inform and educate its attendees regarding the 
characteristics and uses of exhibitors’ products and/or services. Exhibitors cannot solicit conference attendees or other exhibitors, outside of their assigned exhibit space.  
Cancellation Policy:  Cancellation of any portion of this application by the exhibitor will be accepted only at the discretion of CAI-NJ and then, only based upon the following 
refund schedule:  

Notice of cancellation by Thursday, September 5, 2013: Refund 50% of booth fee. 
Notice of cancellation after Thursday, September 5, 2013: No refund. 

CAI-NJ may charge an administrative fee of $250.00 for any booth that is cancelled and has the right to any liquidated damages resulting from the cancellation of a booth. 
Restrictions: CAI-NJ reserves the right to restrict exhibits which because of noise, method of operation or any other reason, violate these Regulations and Conditions, become 
objectionable, or otherwise distract from, or are not in keeping with the character of the exposition as a whole. CAI-NJ may stop installation, or request removal or discontinuance 
of any exhibit or promotion of which, if continued, departs from a design description given advance approval, or from the descriptions given herein. In the event of such 
restrictions, removal or discontinuance, CAI-NJ is not liable for any refund of rental, other expenses or other damages.  
Advertising, displays, demonstrations, conferences, entertainments and convention registrants in the interest of business are not permitted, except by firms which have rented space 
or are registered sponsors of the Conference & Expo.  
Samples and Souvenirs: Distribution of samples and souvenirs in a restrained fashion is permitted, providing that there is no interference with other exhibits or aisle movement, 
and that the samples and souvenirs pertain to or contribute to the exhibits of the conference. CAI-NJ may withdraw permission to distribute souvenirs, advertising or other material 
it considers objectionable, or which violate the rules of the exhibition hall.  
Care of Premises:  No part of an exhibit or sign or other materials may be taped, pasted or nailed or otherwise affixed to walls, doors or other surfaces in a way that might mar or 
deface, even temporarily, the exhibit area premises or booth equipment or furnishings. The cost of repair for damage from failure to observe this cautionary notice is payable solely 
by the exhibitor.  
Fire Regulations: Booth decorations and exhibit construction must conform to the fire regulations of the exhibit hall and hotel. Combustible, flammable or explosive material may 
not be used. Cloth or other flammable materials must be flame proofed. Packing containers, excelsior, wrappings and similar material must be removed entirely from the exhibit 
area and may not be stored behind exhibits or under tables.  
Liability & Insurance: CAI-NJ, its sponsors, co-sponsors and agents assume no liability whatsoever for loss or damage, through any cause, of goods, exhibits or other materials 
owned, rented or leased by the exhibitor. Exhibitors have the sole and exclusive responsibility to arrange for performance license for copyrighted music to be used at booths. If 
insurance is desired, it must be obtained by the exhibitor. The exhibitor shall indemnify CAI-NJ, its sponsors, co-sponsors and their agents against, and hold harmless from, any 
complaints, suits or liabilities resulting from negligence in connection with the exhibitor’s space and participation in the expo.  
Interpretation & Enforcement: The Regulations and Conditions become part of the contract between the exhibitor and CAI-NJ. All matters in question, not covered by these 
Regulations and Conditions are subject to the decision of CAI-NJ and all decisions so made shall be binding on all parties affected by them as in the case of the original 
Regulations and Conditions. Authority to enforce these Regulations and Conditions during the expo is vested in the President of CAI-NJ and/or the Executive Director of CAI-NJ, 
or their authorized agent. CAI-NJ shall have the right to pursue all rights and remedies that may be available to it under the law, including without limitation, the termination of the 
exhibitor’s privilege to exhibit in the future. In the event of a dispute arising under this contract, the exhibitor shall be liable for reasonable costs and attorney fees incurred by CAI-
NJ in a reasonable attempt to settle, arbitrate or litigate the dispute. CAI-NJ retains the right to enforce all Regulations and Conditions regardless of non-enforcement of said 
violations at the current or prior CAI-NJ Conference & Expos. CAI-NJ shall not be liable for failure to perform its obligations under this contract due to strikes, acts of God, or 
any cause beyond its control, or for any other claims or damages arising directory or indirectly out of this contract including enforcement hereof. CAI-NJ will not be liable for 
damages relating to the non-performance of any exhibitor.  
Payments: Your payment for exhibit space, as well as any additional representatives, is due in full upon completion and return of the registration form and contract. If payment in 
full is not received by CAI-NJ, then CAI-NJ reserves the right to sell the exhibit space to other interested parties at any time. In addition, CAI-NJ reserves the right to refuse to 
allow an exhibitor to participate in the present or future CAI-NJ Conference & Expos. If exhibitor registers and pays for a booth at the member rate but allows their membership to 
lapse without renewing, then the exhibitor can be charged the difference between the member and non-member rate. 
Private Party Policy: All hospitality suites and hosted events must be reserved and paid for through CAI-NJ. Hospitality suites and hosted events are not permitted during official 
conference activities. Non-exhibiting companies are not permitted to host events the evening before or the day of the official conference.  
Mentions in Conference & Expo on-site program and other marketing materials cannot be fulfilled for sponsors whose contracts are signed after the deadline dates. 
CAI-NJ Policies: CAI-NJ has a no-tolerance policy regarding “suitcasing”, which describes the practice of non-exhibiting companies or individuals soliciting sales and leads on 
the tradeshow floor, in the aisles, or in the lobbies, and/or representing their services or soliciting conference participants for conflicting social activities. Violators of this policy 
will be ejected from the show and charged the single-booth rate, which must be paid prior to registering as an attendee, exhibitor or sponsor at any future CAI-NJ programs. CAI-
NJ reserves the right to reject any individual or entity’s registration at any time. CAI-NJ will announce all exhibitor door prizes at the 
Farewell Reception.   
Terms: The terms of this contract are agreed upon and binding upon the company via the signature of the authorized company representative and are non-negotiable. 

Signature: ______________________________________________________    Print Name: ____________________________________________________________ 

Title: _________________________________________________     Date: _________________________      Booth# _______________________________________ 

PLEASE SIGN & RETURN 

(For CAI-NJ Use Only)

                                                 Exp:  _______________________
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2013 CAI-NJ Annual Conference & Expo
ADDITIONAL BOOTH REPRESENTATIVE

REGISTRATION FORM
Thursday, October 24, 2013

Revel Resort & Casino, 500 Boardwalk
Atlantic City, New Jersey 08401

Please type or print company name in block letters exactly how it should appear on name badges and advertising or signage.

Company/Association Name: ________________________________________________________

Address:  ________________________________________________________________________

City/State/Zip: ____________________________________________________________________

Telephone: _____________________________________  Fax: ____________________________

Email: _____________________________________ Website:______________________________

Authorized Company Representative: __________________________________________________

Please list the name, company or association, and CAI designations of any additional attendees.  
(Example: John Smith, AMS, CMCA, PCAM, Conference & Expo Property Management)  Attach additional forms 
if necessary.  Please note each booth includes one (1) complimentary booth representative.   
 
1.________________________________   5. _____________________________   9. ____________________________ 
       Included with booth
2.  _______________________________   6. _____________________________ 10. ___________________________ 

3.  _______________________________   7. _____________________________ 11. ___________________________ 

4.  _______________________________   8. _____________________________ 12. ___________________________ 

# of Additional Reps _________________ x $25.00 = $ ______________________
       Grand Total

Presented by:

 

Please note: CAI-NJ only reviews CAI designations, 
certifications, and accreditations for validity and 
current status. Registrants are advised that each 
individual company is solely responsible for the 
content they provide on registration forms 
including all designations, certifications, 
accreditations and licenses by the company or 
the individual employee. Concerns about the 
validity of non-CAI designations, certifications, 
accreditations, and licenses should be directed to 
the specific company or individual in question. 
Removal of designations, certifications, 
accreditations, and licenses by CAI-NJ will only 
take place upon the submission of a letter written 
by the official credentialing and/or licensing body 
to CAI-NJ. CAI-NJ advises that for training, 
marketing or other purposes, the Conference & 
Expo may be recorded, videotaped and/or 
photographed. By attending this event, I consent to 
the use of my image by CAI-NJ and agree to 
waive any claim for the use of my image, 
including without limitation, the appropriation of my 
image for commercial purposes or the invasion 
of my privacy.

 

Private Party Policy: All hospitality suites and hosted events must be reserved and paid for through CAI-NJ.  Hospitality suites and hosted 
events are not permitted during official conference activities.  Non-exhibiting suppliers are not permitted to host events the evening before 
or the day of the official conference.  

 Hotel Accommodations: CAI-NJ has reserved a room block at the Revel Resort, 500 Boardwalk, Atlantic City, New Jersey.  To secure 
your reservation, visit our website, www.cainj.org and click on the Revel Resort booking link.  If you experience difficulty reserving a room 
under the room block, please call Robin Micallef at (609) 588-0030 or email events@cainj.org.

Payment by Credit Card
Please fax your signed application to (609) 588-0040.  
      

Cardholder Name: ______________________________________

Card Number: _________________________________________

Exp. Date: __________________ Security Code: _____________

Cardholder Signature: __________________________________
Cardholder acknowledges receipt of goods and/or services in the amount of 
the grand total shown herein and agrees to perform the obligations set forth 
in the cardholder’s agreement with the credit card issuer.

(For CAI-NJ Use Only) 

    Exp: __________________

Payment by Check

Mail form with check payable to:
CAI-NJ
Attn: 2013 C&E 
1675 Whitehorse-Mercerville Road
Suite 206
Mercerville, NJ 08619

Questions:  Contact Robin Micallef at (609) 588-0030 
or email events@cainj.org.      
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2013 CAI-NJ Annual Conference & Expo
ATTENDEE REGISTRATION FORM

Thursday, October 24, 2013
Revel Resort & Casino, 500 Boardwalk

Atlantic City, New Jersey 08401

Please type or print all information below:

Attendee Name/Designation (1) :______________________________________________________

Company/Association Name: ________________________________________________________

Address:  ________________________________________________________________________

City/State/Zip: ____________________________________________________________________

Telephone: _____________________________________  Fax: ____________________________

Email: _____________________________________ Website:______________________________

Please list the name, company or association, and CAI designations of any additional attendees.  
(Example: John Smith, AMS, CMCA, PCAM, Conference & Expo Property Management)  Please note if attendee’s affiliation is 
different than the registrant’s company or association.  Attach additional sheets if necessary.   
 
2.________________________________   5. _____________________________   8. ___________________________ 
       
3. _______________________________  6. _____________________________  9. ___________________________ 

4.  _______________________________ 7. _____________________________ 10. ___________________________ 

CONFERENCE FEES:
                    CAI Members   Non-CAI Members
                   By 10/5/13          After 10/5/13 By 10/5/13          After 10/5/13
Business Partners $125.00                $150.00   $150.00                 $180.00
Individual Managers $75.00           $100.00   $100.00 $130.00

Homeowners, Unit Owners, Board Members- FREE! Pre-registration is recommended as space is limited.

Presented by:

 
Please note: CAI-NJ only reviews CAI designations, 
certifications, and accreditations for validity and 
current status. Registrants are advised that each 
individual company is solely responsible for the 
content they provide on registration forms 
including all designations, certifications, 
accreditations and licenses by the company or 
the individual employee. Concerns about the 
validity of non-CAI designations, certifications, 
accreditations, and licenses should be directed to 
the specific company or individual in question. 
Removal of designations, certifications, 
accreditations, and licenses by CAI-NJ will only 
take place upon the submission of a letter written 
by the official credentialing and/or licensing body 
to CAI-NJ. CAI-NJ advises that for training, 
marketing or other purposes, the Conference & 
Expo may be recorded, videotaped and/or 
photographed. By attending this event, I consent to 
the use of my image by CAI-NJ and agree to 
waive any claim for the use of my image, 
including without limitation, the appropriation of my 
image for commercial purposes or the invasion 
of my privacy.

 

CAI-NJ Policies: CAI-NJ has a no-tolerance policy regarding “suitcasing”, which describes the practice of non-exhibiting companies or individuals 
soliciting sales and leads on the tradeshow floor, in the aisles, or in the lobbies, and/or representing their services or soliciting conference participants for 
conflicting social activities.  Violators of this policy will be ejected from the show and charged the single-booth rate, which must be paid prior to registering 
as an attendee, exhibitor or sponsor at any future CAI-NJ programs.  CAI-NJ reserves the right to reject any individual or entity’s registration at any time.  

 Hotel Accommodations: CAI-NJ has reserved a room block at the Revel Resort, 500 Boardwalk, Atlantic City, New Jersey.  To secure your reservation, 
visit our website, www.cainj.org and click on the Revel Resort booking link.  If you experience difficulty reserving a room under the room block, please call 
Robin Micallef at (609) 588-0030 or email events@cainj.org.

Payment by Credit Card
Please fax your signed application to (609) 588-0040  
     
Cardholder Name: ______________________________________

Card Number: _________________________________________

Exp. Date: __________________ Security Code: _____________

Cardholder Signature: __________________________________
Cardholder acknowledges receipt of goods and/or services in the amount of 
the grand total shown herein and agrees to perform the obligations set forth
in the cardholder’s agreement with the credit card issuer.

(For CAI-NJ Use Only) 

    Exp: __________________

Payment by Check

Mail form with check payable to:
CAI-NJ
Attn: 2013 C&E 
1675 Whitehorse-Mercerville Road
Suite 206
Mercerville, NJ 08619

Questions:  Contact Robin Micallef at (609) 588-0030 
or email events@cainj.org.      



38 • Community Trends®  June 2013

 

2013 CAI-NJ Annual Conference & Expo
Sponsorship Opportunities

Name: ______________________________________ Company:  __________________________________
Address: ________________________________________________________________________________
Telephone: __________________________________  Fax: _______________________________________
Email: __________________________________________________________________________________

Please Check:
[    ] Lunch Sponsorship- $3,000.00
As a lunch sponsor, your logo will be placed on every boxed lunch distributed the day of the Conference & Expo.  You also receive signage at the event, 
placement in the Conference & Expo ad journal, recognition in Community Trends®, as well as a special post-event thank you in Community Trending.
(Sponsorship quantities currently unlimited.) 
[    ] Ad Journal Sponsorship- $3,000.00
As an ad journal sponsor, your logo will be placed on the bottom of each page of the ad journal.  You also receive signage at the event, placement in 
the Conference & Expo ad journal, recognition in Community Trends®, as well as a special post-event thank you in Community Trending. (1 Available.) 
[    ] Breakfast Sponsorship- $2,500.00
As a breakfast sponsor, you receive signage at the event by the continental breakfast, placement in the Conference & Expo ad journal, recognition in 
Community Trends®, as well as a special post-event thank you in Community Trending.(Sponsorship quantities currently unlimited.) 
[    ] Lanyard Sponsorship- $2,000.00
As the exclusive lanyard sponsor for the 2013 Annual Conference & Expo, you will increase your firm’s visibility to conference exhibitors and attendees
by showcasing your company’s logo on the lanyards attached to each name badge. You also receive signage at the event, placement in the Conference 
& Expo ad journal, recognition in Community Trends®, as well as a special post-event thank you in Community Trending. (1 Available.)
[    ] Packet Sponsorship- $1,750.00
As the packet sponsor for the 2013 Annual Conference & Expo, you will increase your firm’s visibility to conference exhibitors and attendees with logo 
placement on the packets which will given to every attendee at registration.  CAI-NJ will provide the packets.  You also receive signage at the event, 
placement in the Conference & Expo ad journal, recognition in Community Trends®, as well as a special post-event thank you in Community Trending.
(Sponsorship quantities currently unlimited.)
[    ] LAC Update Brochure Sponsorship- $1,250.00
As the LAC Update Brochure sponsor for the 2013 Annual Conference & Expo, you will increase your firm’s visibility to conference exhibitors and 
attendees with logo placement on the LAC Update Brochures. You also receive signage at the event, placement in the Conference & Expo ad journal, 
recognition in Community Trends®, as well as a special post-event thank you in Community Trending.  CAI-NJ will provide the LAC Update Brochures.  
(Sponsorship quantities currently unlimited.)
[    ] Conference Notepad Sponsorship- $1,000.00
Be a sponsor for our conference notepads and make a bold statement with your firm’s logo.  Notepads are inserted in registration packets and placed at 
all Conference & Expo seminars.  You also receive signage at the event, placement in the Conference & Expo ad journal, recognition in Community 
Trends®, as well as a special post-event thank you in Community Trending.  CAI-NJ will provide the notepads. (Sponsorship quantities currently 
unlimited.)
[    ] Coffee Bar Sponsorship- $1,000.00
As the coffee bar sponsor, your firm will start off the day with signage at the coffee bar in the Expo Center lobby and later in the day in the Food Court. 
You also receive signage at the event, placement in the Conference & Expo ad journal, recognition in Community Trends® as well as a special post-
event thank you in Community Trending.  (Sponsorship quantities currently unlimited.)
[    ] Education Seminar Sponsorship- $1,000.00
As the education seminar sponsor for the 2013 Annual Conference & Expo, you will increase your firm’s visibility to conference exhibitors and attendees
at our nine educational seminars running concurrently throughout the day.  You also receive signage at the event, placement in the Conference & Expo 
ad journal, recognition in Community Trends® , as well as a special post-event thank you in Community Trending. (Sponsorship quantities currently 
unlimited.)
[    ] Conference Badge Sponsorship- $750.00
As the exclusive badge sponsor for the 2013 Annual Conference & Expo, your logo will be placed on each badge given to all the attendees.  You also 
receive signage at the event, placement in the Conference & Expo ad journal, recognition in Community Trends®, as well as a special post-event thank 
you in Community Trending.  CAI-NJ will provide the badges. (1 Available.)
[    ] Conference Pen Sponsorship- $500.00
As the exclusive pen sponsor for the 2013 Annual Conference & Expo, your logo will be on this item which will be inserted in all registration packets and 
placed at all of the education seminars. You also receive signage at the event, placement in the Conference & Expo ad journal, recognition in 
Community Trends®, as well as a special post-event thank you in Community Trending. CAI-NJ will provide the pens.  (1 Available.)

I would like to sponsor: __________________________________________ Sponsor Signature: ____________________________________________
Sponsorship Total $ ____________________________________________
Payment Options:       
Pay by Check- Mail form with check payable to:  Pay by credit card. Please fax to (609) 588-0040.
CAI-NJ       Cardholder Name: __________________________________________
Attn: 2013 CAI-NJ Conference & Expo   Card Number: _____________________________________________
1675 Whitehorse-Mercerville Road, Suite 206  Exp. Date: __________________ Security Code:  _________________
Mercerville, NJ 08619     Cardholder Signature: _______________________________________

Questions: Contact Robin Micallef at (609) 588-0030 or email events@cainj.org.

Presented by:

 

(For CAI-NJ Use Only)

Exp: ________________
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2013 CAI-NJ Annual Conference & Expo
Thursday, October 24, 2013
Revel Resort- Ovation Hall

AD JOURNAL REPLY FORM

[    ] Gold Page Ad Sponsor- Commitment of $750  

[    ] Silver Page Ad Sponsor- Commitment of $500

[    ] Bronze Page Ad Sponsor- Commitment of $400

[    ] Full Page Ad Sponsor- Commitment of $250

[    ] Half Page Ad Sponsor- Commitment of $100

*Please note full page ad dimensions are 8.5” x 11”.  Please forward camera ready artwork electronically 
to events@cainj.org. 
 
Name _______________________________________ Company ________________________________ 
Address ______________________________________________________________________________ 
Phone ______________________________________  Fax _____________________________________ 
Email ________________________________________________________________________________ 

Please make contributions payable to CAI-NJ.  Please fax credit card payments to (609) 588-0040.

Total $___________________________  

Cardholder Name ______________________________________________________________________
Card Number _________________________________________________________________________
Exp. Date _____________________________ Security Code ___________________________________
Cardholder Signature ___________________________________________________________________

*Cardholder acknowledges receipt of goods and/or services in the amount of the total shown heron and agrees to perform the obligations set for 
in the cardholder’s agreement with the issuer.

For more information, please contact Robin Micallef at (609) 588-0030 or email events@cainj.org
Completed Welcome Networking Reception Reply Forms can be mailed to: 

2013 CAI-NJ Welcome Networking Reception
1675 Whitehorse-Mercerville Road, Suite 206, Mercerville, NJ 08619

(For CAI-NJ Use Only) 

            Exp. Date: ______________________________ 
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2013 CAI-NJ Annual Conference & Expo
CONFERENCE GOLF OUTING REPLY FORM

Wednesday, October 23, 2013
Galloway National Golf Club

270 South New York Road, Galloway, NJ
Registration & Brunch: 11:30 p.m.

Shotgun Start: 12:30 p.m.
Rain or Shine

Conference Golf Outing Individual Reservations

[    ] Commitment of $300 
(includes greens fee, cart, brunch and boxed lunch.) 

[    ] Conference Golf Outing Cart Sponsor- Commitment of $500 entitles the sponsor to 
signage as a Cart Sponsor.

[    ] Conference Golf Outing Brunch Sponsor- Commitment of $350 entitles the sponsor to 
signage as Brunch Sponsor and 2 attendees to the brunch.

[    ] Conference Golf Outing Boxed Lunch Sponsor- Commitment of $250 entitles the 
sponsor to signage as the Boxed Lunch Sponsor and logo placement on the Boxed Lunches.

*Please forward camera ready logo electronically to events@cainj.org. 
  

Name _______________________________________ Company ________________________________ 
Address ______________________________________________________________________________ 
Phone ______________________________________  Fax _____________________________________ 
Email ________________________________________________________________________________ 

Please make contributions payable to CAI-NJ.  Please fax credit card payments to (609) 588-0040.

Total $_____________________

Cardholder Name ______________________________________________________________________
Card Number  _________________________________________________________________________
Exp. Date _____________________________ Security Code ___________________________________
Cardholder Signature ___________________________________________________________________

*Cardholder acknowledges receipt of goods and/or services in the amount of the total shown heron and agrees to perform the obligations set for 
in the cardholder’s agreement with the issuer.

For more information, please contact Robin Micallef at (609) 588-0030 or email events@cainj.org
Completed Welcome Networking Reception Reply Forms can be mailed to: 

2013 CAI-NJ Welcome Networking Reception
1675 Whitehorse-Mercerville Road, Suite 206, Mercerville, NJ 08619

(For CAI-NJ Use Only) 

            Exp. Date: ______________________________ 
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2013 CAI-NJ Annual Conference & Expo
WELCOME NETWORKING RECEPTION REPLY FORM

Wednesday, October 23, 2013
Revel Resort- Ovation Hall

Registration: 5:30 p.m., Event: 6:00 p.m. - 9:00 p.m.

Welcome Networking Reception Individual Reservations
[    ] Member Individual Reservations $95 per person

         [    ] Non-Member Individual Reservations $145 per person
   

[    ] Welcome Networking Reception Sponsor- Commitment of $1,500 entitles the sponsor 
to signage, listing in the program journal, recognition on the website and in Community Trends® as well 
as 5 reservations to the Welcome Networking Reception.  

[    ] Welcome Networking Reception Bar Sponsor- Commitment of $750 entitles the 
sponsor to signage, listing in the program journal, recognition on the website and in Community Trends®

as well as 3 reservations to the Welcome Networking Reception.  

[    ] Welcome Networking Reception Dessert Bar Sponsor- Commitment of $500 entitles 
the sponsor to signage, listing in the program journal, recognition on the website and in Community 
Trends® as well as 2 reservations to the Welcome Networking Reception.  
  

[    ] Welcome Networking Reception Favor Sponsor- Commitment of $350 entitles the 
sponsor to logo placement on favor distributed by CAI-NJ. 

[    ] Welcome Networking Reception Cocktail Napkin Sponsor- Commitment of $250 per 
sponsor entitles the sponsor to logo placement on cocktail napkins.

*Please forward camera ready logo electronically to events@cainj.org 

Name _______________________________________ Company ________________________________ 
Address ______________________________________________________________________________ 
Phone ______________________________________  Fax _____________________________________ 
Email ________________________________________________________________________________ 

Please make contributions payable to CAI-NJ.  Please fax credit card payments to (609) 588-0040.

Total $ ___________________________

Cardholder Name ______________________________________________________________________
Card Number  _________________________________________________________________________
Exp. Date _____________________________ Security Code ___________________________________
Cardholder Signature ___________________________________________________________________
*Cardholder acknowledges receipt of goods and/or services in the amount of the total shown heron and agrees to perform the obligations set for 
in the cardholder’s agreement with the issuer.

For more information, please contact Robin Micallef at (609) 588-0030 or email events@cainj.org
Completed Welcome Networking Reception Reply Forms can be mailed to: 

2013 CAI-NJ Welcome Networking Reception
1675 Whitehorse-Mercerville Road, Suite 206, Mercerville, NJ 08619

(For CAI-NJ Use Only) 

            Exp. Date: ______________________________ 
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2013 CAI-NJ Annual Conference & Expo
FAREWELL RECEPTION REPLY FORM

Thursday, October 24, 2013
Revel Resort- Ovation Hall

Registration: 3:00 p.m., Event: 3:30 p.m. - 5:30 p.m.
ALL BOOTH PRIZES WILL BE DISTRIBUTED AT THIS RECEPTION!

Don’t miss the raffle for a complimentary 2014 Booth- must be present to win!
*Please note all booth sponsors, managers and CAVL’s receive one (1) complimentary reservation to the 
2013 CAI-NJ Annual Conference & Expo Farewell Reception.

Farewell Reception Individual Reservations
[    ] Commitment of $60 per person

[    ] Farewell Reception Sponsor- Commitment of $1,250 entitles the sponsor to signage, 
listing in the program journal, recognition on the website and in Community Trends® as well as
10 reservations to the Farewell Reception.  

[    ] Farewell Reception Bar Sponsor- Commitment of $1,000 entitles the sponsor to 
signage, listing in the program journal, recognition on the website and in Community Trends® as well as 
8 reservations to the Farewell Reception.  

[    ] Farewell Reception Mucha Fresca Food Bar Sponsor- Commitment of $750 entitles 
the sponsor to signage, listing in the program journal, recognition on the website and in 
Community Trends® as well as 6 reservations to the Farewell Reception.  

[    ] Farewell Reception Cupcake Bar Sponsor- Commitment of $250 entitles the sponsor to 
signage, listing in the program journal, recognition on the website and in Community Trends® as well as 
2 reservations to the Farewell Reception.  

Name _______________________________________ Company ________________________________ 
Address ______________________________________________________________________________ 
Phone ______________________________________  Fax _____________________________________ 
Email ________________________________________________________________________________ 

Please make contributions payable to CAI-NJ.  Please fax credit card payments to (609) 588-0040.

Total $ ___________________________

Cardholder Name ______________________________________________________________________
Card Number  _________________________________________________________________________
Exp. Date _____________________________ Security Code ___________________________________ 
Cardholder Signature ___________________________________________________________________
*Cardholder acknowledges receipt of goods and/or services in the amount of the total shown heron and agrees to perform the obligations set for 
in the cardholder’s agreement with the issuer.

For more information, please contact Robin Micallef at (609) 588-0030 or email events@cainj.org
Completed Welcome Networking Reception Reply Forms can be mailed to: 

2013 CAI-NJ Welcome Networking Reception
1675 Whitehorse-Mercerville Road, Suite 206, Mercerville, NJ 08619

(For CAI-NJ Use Only) 

            Exp. Date: ______________________________ 
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Call us Toll Free:

1 (888) 593-4948 or 1 (877) 534-BUGS
E-mail: AmcoPest@aol.com

www.amcoexterminating.com

Member of : NJPMA, NJAA, NPMA, CAI, IREM

As a Quality Pro Member, Amco Pest Services, Inc. meets  
strict industry and performance standards guaranteeing a  
higher level of service and professionalism.

The Mark of Excellence
in Pest Management

Serving All of New Jersey, New York and South Florida.

by

HOLIDAY DECOR SERVICES

"Specializing in Tailored Maintenance Programs  
for Community Associations Since 1962."

•	 Bedbug	Specialists

•	 Bedbug	Detection	Dogs

•	 Termite	and	Carpenter	Ant	 
Control

•	 Prompt	Emergency	Service

•	 Expert	Wildlife	Management

•	 Professionally	Trained	Staff

•	 Sentricon	Termite	 
Baiting	Systems

•	 Fully	Insured	&	Licensed

•	 Holiday	and	Event	Decorating	
by	Christmas	Décor

•	 Monthly	&	Quarterly	Contracts

ReCRUIT YoUR wAY To A FRee TRIp To oRlAndo, Fl!

see details about the 2013 CAI-nJ Recruiter Club Challenge  
on page 43 of this issue!

What YOU 
Need to Know
The LaTesT 
NeWs—aLL iN 
ONe PLace

FHA Financing

Transfer Fees

Mortgage Insurance

QRM Regulations

And More … 

caimortgagematters.org



CAI MEMBERSHIP APPLICATION 
 
Community Associations Institute, New Jersey Chapter 
1675 Whitehorse-Mercerville Road, Suite 206 
Mercerville, New Jersey 08619 
Phone:  (609) 588-0030 Fax:  (609) 588-0040 
Web:  www.cainj.org Job Bank:  www.mycommunityjobs.com 
Email:  membership@cainj.org  
 
MEMBERSHIP CONTACT  (Where membership materials will be sent): 
 
Name:            
 
Title:         
 
Association/ 
Company:        
 
Address:         
 
        
 
City/State/Zip:        
 
Phone: (W)                  (H)     
 
Fax:         
 
E-Mail:         
 
Select your Chapter:  NEW JERSEY    
 
Recruiter Name/Co. Name:       
 
CATEGORY OF MEMBERSHIP:   (Select one)  
 Community Association Volunteer Leader (CAVL) Dues vary* 
 Manager      $124 
 Management Company   $390 
 Business Partner    $535 
 Business Partner Affiliate (CAI-NJ only)  $100 
 

PAYMENT METHOD: 
 Check made payable to CAI      VISA      MasterCard    AMEX 
 
Card Number:     Exp.   
 
Name on Card:        
 
Signature:     Date:   
 
Important Tax Information: Under the provisions of section 1070(a) of the Revenue Act passed by 
Congress in 12/87, please note the following.  Contributions or gifts to CAI are not tax-deductible as 
charitable contributions for federal income tax purposes. However, they may be deductible as ordinary 
and necessary business expenses subject to restrictions imposed as a result of association lobbying 
activities.  CAI estimates that the non-deductible portion of your dues is 2%. For specific guidelines 
concerning your particular tax situation, consult a tax professional. CAI’s Federal ID number is 23-
7392984. $39 of annual membership dues is for your non-refundable subscription to Common Ground. 
 
Complete only the portion of the remainder of the application  
that applies to your category of membership.  
 
 

COMMUNITY ASSOCIATION VOLUNTEER LEADER  (CAVL): 
Billing Contact: (if different than Association Address on left): 
 
Name:            
 
Home Address:        
 
                 
 
City/State/Zip:        
 
Phone: (W)                 (H)     
 
Fax:                         (Cell)      
 
E-Mail:         
 
*TOTAL MEMBERSHIP DUES 
 Individual Board Member or Homeowner  $114 
 2nd Board Member   $200 
 3rd Board Member    $275 
 4th Board Member    $345 
 5th Board Member    $395 
 6th Board Member    $445 
 7th Board Member    $500 
 
For 2-3 Member Board applications, please indicate below who should receive 
membership renewal information.  Please contact CAI National Customer   
Service at (888) 224-4321 for Board memberships exceeding 7 individuals. 
 
Name:            
 
Home Address:        
 
               
 
City/State/Zip:        
 
Phone: (W)                  (H)     
 
Fax:                         (Cell)      
 
E-Mail:         
 
Name:            
 
Home Address::        
 
               
 
City/State/Zip:        
 
Phone: (W)                  (H)     
 
Fax:                         (Cell)      
 
E-Mail:         
 
**Total Membership Dues above include $15 Advocacy Support Fee. 
 
BUSINESS PARTNER: 
 Accountant   Attorney 
 Builder/Developer  Insurance Provider 
 Lender   Real Estate Agent 
 Supplier (landscaping, power washing, snow removal, etc) 
         Please specify:        
 Technology Partner 
         Please specify:        
  Other 
          Please specify:       
 
BUSINESS PARTNER AFFILIATE: 
Name of Primary Company Contact:      
 

For CAI-NJ use only:    ___BP 
      ___CAVL 
      ___MGMT 
      ___MGR 
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NEW MEMBERS OF THE  
NEW JERSEY CHAPTER

(April 11, 2013 through May 10, 2013)

Business Partners
BELFOR Property Restoration 
Mr. Amir Gilani

Computer Design & Services 
Mr. Tom Summers

E.J Peters Co, Inc. 
Mr. Edwin Peters

P. Cooper Roofing, Inc. 
Mr. Steven Dicker

R & B Electrical, LLC 
Mr. Fabiano L. Bezerra

Remcon Enterprises, LLC 
Mr. Josh Jackson

Servpro of Manahawkin 
Mr. Gary Brown

Wilson Elser Moskowitz Edelman & 
Dicker LLP 
Ms. Tana Bucca

Community Association  
Volunteer Leaders
Mr. Thomas Frazzitta 
Adamsway Condominium Association

Ms. Jennifer Lebowitz 
Adamsway Condominium Association

Mr. Nicholas Lorio 
Canal Walk Homeowners Association

Mr. James Lyttle 
Canal Walk Homeowners Association

Mr. Ernst Mucke 
Liberty Terrace Condominium Association

Mr. John O’Keefe 
Liberty Terrace Condominium Association

Ms. Hollie Palmisano 
Adamsway Condominium Association

Dr. Margaret Rodriquez 
Liberty Terrace Condominium Association

Mr. Robert Rossomando 
Canal Walk Homeowners Association

Ms. Rachael Scheib 
Maplewood Village Association

Mr. Kevin Stevens 
Liberty Terrace Condominium Association

Mr. Leo Wong 
Liberty Terrace Condominium Association

Mr. Bernard Worst 
Canal Walk Homeowners Association

Managers
Ms. Joan Erbs, CMCA 
Integra Management Corporation, AAMC

Ms. Elizabeth Marie Loewrigkeit 
Wentworth Property Management Corp., AAMC

1. Contestants must recruit at least five new 
members between January and November 2013 
to be eligible.

2. Whomever has the most new member recruits 
between January 1, 2013 through November 30, 
2013, will win.

3. Recruiters can only win one prize per year.

4. CAI-NJ may allow substitutions of prizes in 
certain circumstances.

5. Prize winners will be announced at the CAI-NJ 
Chapter Retreat in December 2013.

6. Winner(s) need not be present to win.

7. *The Grand Prize is a trip to the 2014 CAI National 
Conference in Orlando, Florida, and includes 
airfare to Orlando, Florida, from Newark, New 
Jersey, or Philadelphia, Pennsylvania; two 
nights at the conference hotel; and conference 
registration.

Contest Rules:

The 2013 CAI-NJ Recruiter Club Challenge
RecRuit YouR WaY to a  
FRee tRip to oRlando!

Recruit at least five new CAI-NJ members, and you 
qualify to win this year’s CAI-NJ Recruiter Club 
Challenge. New members can be any combination of 
Business Partners, Managers, Community Association 
Volunteer Leaders, and Management Companies.

For contest details contact CAI-NJ:
(609) 588-0030 or

membership@cainj.org

GRAND PRIZE:
A free trip* to the 2014  

CAI National Conference in  
Orlando, Florida

2ND PRIZE:
iPad Mini

3RD PRIZE:
$50 Gift Card

Free Trip to Boca Raton!

2010 CAI-NJ Recruiter Contest

Sponsored by Capital One Bank 

Recruit at least 5 new CAI-NJ members* and you qualify to win this year’s CAI-NJ Recruiter 

Contest.  New members can be any combination of business partners, managers, community 

association volunteer leaders, and management companies.   

GRAND PRIZE:

A free 3-day, 2-night trip to the 2011 CAI National Conference at the Boca Raton Resort & 

Beach Club in Boca Raton, Florida, from May 4 through May 7, 2011.  

SECOND PRIZE:

32” Flat Screen TV

THIRD PRIZE:

$50 American Express® Gift Card

For contest details contact

Lisa Hibbs

Membership Services Coordinator for CAI-NJ

609-588-0030

membership@cainj.org

Sponsored by:
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Managing Association Committees
Jacquie Rogers, CMCA, AMS

Access Property Management, LLC, AAMC, AMO
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Many association boards rely heav-
ily on committees for input and 
advice regarding the issues facing 

their community. This input and advice may 
be both an asset and a hindrance for the 
board.  Well...maybe not a hindrance, but if 
the advice of the committee is not accepted 
by the board, a strained working relation-
ship could result.  It is the responsibility of 
the board in setting up the committee to also 
lay the proper foundation by communicating 
the limits and proper function of the com-
mittee.  If the proper foundation is not laid 
early, then it will likely be a more difficult 
relationship to navigate for both the board 
members and the committee.   The work load 
of a board can be heavy and having any type 
of help is always welcome.  The committee 
members are volunteers who have commit-
ted their time to benefit their neighbors, just 
like board members.  They should be treated 
respectfully.  However, if they are not pro-
vided with a defined scope of work, then the 
board is doing them an injustice.  It is impor-
tant to encourage and support committees 
but it is also important to monitor the pro-
cess closely and keep communications open 
between the committee and the board.  

In order to have a successful commit-
tee, the scope of work must be clear and 
defined.  Unless the governing documents 
reference committees and provide guidelines 
for their operation, the board must decide 
what each committee is responsible for and 

what parameters they will be working under.  
This scope may need to be changed from 
time to time and that responsibility falls to 
the board.  In addition, if there is a specific 
project that a sub-committee or task group 
may be working on, that group will need 
to know exactly what the required work is, 
the number of proposals to get, insurance 
requirements, a tentative budget, and a time-
frame for completion.  

The integrity of the committee process 
should never be in question. The committee 
must understand that they are held to a high 
standard and that they have a responsibil-
ity to interact professionally with the board 
and with those owners whose disputes and 
issues may be brought before the commit-
tee. A failure to maintain confidentiality 
where appropriate is not an option.  Personal 
agendas have no place on boards or commit-
tees.  The members of the committee, like 
the board, must consider what is best for the 
entire community and not themselves in the 
course of their responsibilities.    

Communication between the board and 
the members of the committee is important.  
Committees may make a recommendation 
that they believe makes perfect sense yet 
the board may decide to move in a different 
direction.  This is usually where frustration 
sets in between the board members and the 
committee members unless there is appro-
priate and timely communication between 
them.  This is where the managers’ ability to 

navigate and communicate between the con-
cerns of the board and a committee comes 
into play.  It is the role of the manager to 
gather the information and present it to the 
board in a cohesive manner.  If the scope of 
work and budget were properly discussed 
and hopefully written clearly, the end result 
is very often a good one.  Most boards 
appreciate the hard work and dedication of 
the committee and usually approve what has 
been presented to them.  

The number of people who dedicate so 
much of their time to their community is 
impressive.  They often commit many nights 
and weekends simply to serve their commu-
nity and its people.  This spirit of commit-
ment is inspiring and makes the community 
association industry enjoyable. n

“in order to have a successful 
committee, the scope of work 
must be clear and defined.” 
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For a consultation on how we can help with your lake and pond management needs, call today.

Toll-Free 888.480.LAKE (5253) I solitudelakemanagement.com I Serving VA, NC, SC, MD, DE, PA, WV, NJ & NY.

It’s our mission and our passion. 
Comprehensive aquatics manage-
ment requires a broad spectrum of 
knowledge and expertise and that’s 
exactly what we offer our clients ev-
ery day. Lake and pond management 
that utilizes cutting edge technology, 
the highest quality products in the 
market and a culture of innovation. We 
proudly serve as your single resource 
for the valuable aesthetic that is water, 
and our world.

WATER: 
71% of your world… 100% of ours.

A  V I R G I N I A  L A K E  M A N A G E M E N T  C O M P A N Y

Connect with us on social media:

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

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

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

Get the cash you need today.
Matthew Driscoll
Regional Account Executive
443.866.9076
Toll Free 866.800.4656, ext. 7561
matt.driscoll@mutualofomahabank.com

National Corporate Member of 
Community Associations Institute

Member FDIC  •  Equal Housing Lender

AFN44710_0412



48 • Community Trends®  June 2013

2013 Recruiter Club
New Jersey Chapter 

(As of May 10, 2013)

David J. Byrne, Esq. - 1

Dean Catanzarite - 1

Joseph Chorba, CPA - 9

Liz Comando, CMCA, PCAM - 1

Ramon Cuevas - 1

Louis J. Curtis, CMCA, AMS, PCAM - 2

Scott T. Dalley, CMCA, AMS, PCAM - 1

Michael Flippin, CMCA, AMS, PCAM - 4

Lee Allison Klimansky - 1

Martin Laderman - 1

Denise Lindsey, CMCA, AMS, PCAM - 4

Jeff Logan - 10

Michael Pesce, PCAM - 1

Matt Rosenthal - 2

Barry J. Scarr, CIRMS - 1

Jane Strydesky, CMCA, AMS, PCAM - 1

Marjorie M. Wilson, CMCA - 2

2013 CAI-nJ ReCRUITeR 
ClUb CHAllenge...

see details on page 45!

To Advertise Call 609-655-2000 or  
email ray@brainerdcommunications.com.

MANAGING. TO MAKE
YOUR COMMUNITY

BETTER.
Drawing upon our more than 50 years in the business,
we develop procedures and systems that insure a
professional, efficient approach to your management
needs. Regency combines the very latest technology
with old-fashioned personalized service. The result...
management that makes your life better and your
property more valuable.
The enhanced services we offer include:

• No-cost online payment
• Low-cost credit card options
• Complimentary community website
• Reduced costs for banking and other services
• Call Center with real people
• State-of-the-art technology for financial reporting
• Sophisticated work ticket communication
• Digital approval systems

We are able to offer our services at an affordable rate
that helps keep your community on budget. So if you
are looking for old-fashioned personalized service,
contact Glen Masullo at our Somerset office or Elaine
Warga-Murray at our Howell office.

PROPERTY MANAGEMENT. PROPERLY MANAGED.

701 Candlewood Commons, Howell, NJ • 732.364.5900
35 Clyde Road, Suite 102, Somerset, NJ • 732.873.1258

P.O. Box 2932, Hamilton, NJ 08690
www.regencymanagementgroup.biz

Email: info@regencymanagementgroup.biz

COMMUNITY TRENDS
Image Ad
5” x 9”

605 Candlewood Commons, Howell, NJ • 732.364.5900
35 Clyde Road, Suite 102, Somerset, NJ • 732.873.1258

P.O. Box 2932, Hamilton, NJ 08690 • 609.890.4970
www.regencymanagementgroup.biz

Email: info@regencymanagementgroup.biz
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arriving at a solution, but does not impose 
a decision. The mediator helps the parties 
look at all the issues and explore what may 
be acceptable to both parties as a solution.  
ADR is offered to parties who live or work 
in community associations including to resi-
dent homeowners, absentee homeowners, 
board members, community managers and 
developers.

The topic for The Managers-Only Seminar 
is “Surviving a Disaster for Community 
Managers” and the second installment will 
be held Wednesday, June 26, 2013, 9:00 a.m. 
-12:00 p.m., at Greenbriar Woodlands in 
Toms River.  Contact Angela Kavanaugh at 
angela@cainj.org or (609) 588-0030 for more 
information.

Mark your calendars for the Senior 
Summit on July 18, 2013 at the Renaissance 

at Manchester, New Jersey, 1 Renaissance 
Boulevard, Manchester. Registration is at 
8:30 a.m. and the program will be 9:00 a.m.-
12:00 p.m. This is the first of three summits, 
watch for future dates in the southern and 
northern areas. Contact Angela Kavanaugh 
at angela@cainj.org or (609) 588-0030 for 
more information.  

The volunteer Board Members, committee 
members, business partners and the CAI-NJ 
office staff invest time, financing and a lot 
of effort to bring the members together for 
education, networking and fun.  Producing 
the right venue with topics of timely inter-
est is of utmost importance to continuously 
generate our strong history of success stories.  
Please continue to come out and support 
these activities so we can truly measure our 
achievements.  n

PrESiDENT’S CorNEr... from page 2.

“Producing the right 

venue with topics of 

timely interest is of 

utmost importance to 

continuously generate 

our strong history of 

success stories.” 

Check out the newly redesigned  
CAI-NJ website at:

www.cainj.org
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The CAI-NJ Editorial Committee is pleased to introduce 
its Inaugural Community Trends® Caption Contest.

WHO:  Gabe Vitale, President at C&L Sweeper & Pavement 
Maintenance, CAI-NJ Treasurer (Left); and Jim Rademacher, 
President at Rezkom Enterprises, Inc., 2009 CAI-NJ President

WHERE:  CAI National Conference in San Diego, CA

WHAT: ???????????

Your mission, should you choose to accept it, is to provide a clever caption 
for the picture above. Send your caption submission to info@cainj.org. Just a 
friendly reminder — only captions with appropriate content will be eligible to 
win! 

The deadline for caption submissions is Friday, July 26, 2013. The winner 
will be chosen by the CAI-NJ Editorial Committee. 

The winner will be featured in the September issue of Community 
Trends® and receive a $25.00 CAI-NJ Gift Certificate redeemable at any 
CAI-NJ event or program. Runners-up will have their captions published 
in the September issue.  

So put your thinking caps on and  
submit those captions!

Community Trends®

“You Provide the Caption” Contest

???
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Need Service?

973.345.5600
Committed to 100% Customer Satisfaction 
Rapid Response 24 Hour Emergency Service

www.rapidservice.com | info@servicer.com | 973.345.5600 | PO Box AY | 285 Straight Street, Paterson, NJ 07509

The answer is YES.
No matter what the question, no matter how tough the task, 

the answer is always “YES”, including our prompt, on-site 

emergency service. When you need the best service, call the 

best service company — Rapid Pump & Meter Service Co., Inc.

   SERVICES    PRODUCTS

• Turnkey Pump Stations • Myers Pumps
• Emergency Generators • Wilo-EMU Pumps
• Field Service and Repairs • Dresser ROOTS Blowers
• Equipment Rebuilding • All Prime Pumps
• Preventive Maintenance • Badger Flow Meters
• Factory Authorized Service • Aurora Pumps

How Can We Help You?
Call: 908-874-6991   |    Visit Online: HOMESTEADMGMT.ORG

• CommuniCation •

• Courtesy • integrity •

• LoyaLty • mutuaL respeCt •

A family owned property management
business Committed to the highest

level of Customer Service to the
Associations we manage.
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House/Building Washing • Roof Cleaning
Gutter Cleaning • Concrete Cleaning

Common Area Cleaning & more!

CONDOS • TOWNHOMES • APARTMENTS 

New Jersey’s Original SoftWash Experts

888-868-WASH
www.GardenStatePowerWash.com

9       2       7       4

Call Today!

Celebrating 46 years of beautiful seasons caring for New Jersey’s trees...

Prime Management is a property management 
company that provides a comprehensive range of 
maintenance, administrative and financial services. 
We specialize in providing cost effective, high quality 
service to community associations in Central New Jersey.

Providing Innovative Property Management Programs 
Designed Specifically To Meet Your Needs

Call for our brochure!  609-693-0090
684 East Bay Avenue, Barnegat, NJ 08005

Move Your Property Management into PRIME Time.
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212 Hooper Avenue
Toms River, NJ 08753

800-991-9279
www.bskb-law.com

As community association attorneys, we are committed
to providing efficient, sound and distinguished
representation to homeowner and condo associations
in New Jersey. We pride ourselves on our ability to
blend our years of experience with a time-tested
understanding of how to get things done.

WHEN IT COMES TO

HOMEOWNER ASSOCIATION GOVERNANCE...

ATTENTION ALL CAI-NJ SEMINAR ATTENDEES:

These	certificates	are	distributed	at	the	end	of	each	NJ	seminar.	
This	is	proof	that	you	attended	and	completed	the	seminar.	You	
may	 need	 to	 reference	 the	 certificate	 in	 the	 future	 and	 CAI-
NJ	 does	 not	 keep	 track	 of	 each	 member’s	 attendance	 record.	
Community	 managers	 will	 definitely	 need	 the	 certificates	 to	
obtain	credit	for	continuing	education	toward	their	designations.

Please remember to keep your seminar  
completion certificates in a safe place.

 
Community Trends® is a monthly pub-

lication of the New Jersey Chapter of the 
Community Associations Institute (CAI-NJ). 
The purpose of this magazine is for the dissemi-
nation of informative and noteworthy informa-
tion that is relevant to the lives of every person 
living in or working with community asso-
ciations throughout New Jersey. Community 
Trends® should not be used to provide the kind 
of authoritative and comprehensive information 
that must be tailored to serve individual needs 
when legal, accounting or other professional 
advice is required.

CAI-NJ encourages interested persons to 
submit articles for consideration by the Editorial 
Committee.  Publication in Community Trends® 
is a wonderful opportunity to write about an 
issue relevant to community associations, and 
the Editorial Committee will carefully review 
all submissions. When an article is published, 
the opinion of the author and accuracy of the 
facts presented in the article are not specifically 
endorsed by either CAI-NJ or the Editorial 
Committee. Neither CAI-NJ nor Community 
Trends® guarantees a placement of any sub-
mitted article, and any article can be rejected 
for any reason at any time by the Editorial 
Committee or CAI-NJ. All articles should be 
written in the third person.

The submission of an article by an author 
implies that the article is the original work of the 
submitting author, and the submitted article has 
also not been published in any other publication 
or on-line previously. Authors found to be in vio-
lation of these policies can be subject to discipline 
by the CAI-NJ Board of Directors, which may 
levy penalties including the following:
A. Temporary or permanent ineligibility from 

authoring articles for Community Trends®;
B.  Temporary or permanent ineligibility for 

membership on CAI-NJ Committees and 
Work Groups; 

C. Referral to CAI National for review and 
possible further sanctions; and/or,

D. Suspension of any and all chapter privileges 
as determined by the Board.
Authors may submit a photograph with their 

article. Please note that CAI-NJ has the exclu-
sive right to refuse to publish any photograph 
for any reason. Permission to reprint any article 
first published in Community Trends® is subject 
to the single condition that all reprints must 
include the following ownership acknowledg-
ment, “Reprinted from the (month) 20__ issue 
of the CAI-NJ’s Community Trends®.”
Community Trends®, 
Jonathan Katz, Esq., editorial Chair

For past editions from 2008-2011
visit www.cainj.org.

IMPORTANT:  
Community Trends®  

Author/Article Submission Policies
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(above)  arrival at RSW airport waiting for bus to car rental counter

(left) arrival at 
Waldorf Astoria – 
Naples, Florida

(above) With this kind of weather who cares 
about Community Trends®?

(left)...and then the 
rains came.

How Far Does  
Community Trends® Travel?

©
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show us where you’ve taken Community Trends® — send your photos  
to Kyle Hammerschmidt at communitytrends@cainj.org.

Community Trends® recently traveled with Chip Hoever, CMCA, AMS, PCAM, 
Wilkin Management Group, Inc. to sunny Naples, Florida.



Guiding you 
on the road to recovery 
for three generations.

LICENSED PUBLIC ADJUSTERS

– SINCE 1960 –

1211 Liberty Avenue Hillside, NJ 07205  
Toll Free: 877MMILLER (877.664.5537) 

www.mmillerson.com

M. MILLER & SON
Over 50 Years of Committed Service to the Policyholder

PROUD MEMBERS OF

FIRE | WATER | WINDSTORM | COLLAPSE

COMMERCIAL, INDUSTRIAL, RESIDENTIAL

CAI_Comm_Trends_Ad_3.13_Layout 1  3/21/13  5:17 AM  Page 1
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Cai-nJ Mediation Training program...

On Tuesday, May 21, 2013 CAI-NJ hosted the Mediation Training 
Program at the Clearbrook Cultural Center in Monroe Township, 
New Jersey. Attendees who successfully completed the course 

became trained mediators for CAI-NJ’s Alternative Dispute Resolution 
program. Mediation is an affordable, non-adversarial approach in which a 
neutral party, the mediator, guides disputing parties through the resolution 
process to reach a mutually acceptable agreement. 

CAI-NJ would like to express our sincere appreciation to the facilitators 
of this program: Ronald L. Perl, Esq., CCAL, Hill Wallack LLP, 2007 CAI 
National President, 1987 CAI-NJ President, Adjunct Professor, Seton Hall 
University Law School and Paul Santoriello, PCAM, President, Taylor 
Management Company, AAMC, AMO, 2011 CAI-NJ President. Assisting 
them were Jack McGrath, R, The Grande at Colts Neck Condominium 
Association, 2006 CAI-NJ President, 2013 CAI-NJ Board of Directors, 
Nina Stanton, Clearbrook Community Association, 2013 CAI-NJ President, 
Kenneth Sauter Esq., CCAL, 2013 CAI-NJ Board of Directors and Caroline 
Record, Esq., CCAL, 2008 CAI-NJ President, both formerly of Berman, 
Sauter, Record & Jacobs, P.C., currently with Hill Wallack LLP.

The facilitators covered the following topics: role of mediation in com-
plex issues, how to prepare for mediation, useful strategies in resolving 
disputes, rules and policies for mediation, how insurance plays a role in 
mediation and how valuable dollars can be saved.

If you missed this program or were unable to attend, CAI-NJ hopes 
to schedule an additional Mediation Training Program in northern New 
Jersey at a later date in 2013. Check your mailbox and inbox for the date 
and location. n

(left) Joe Chorba, CPA, Wilkin 
& Guttenplan, P.C., chair of 
the 2013 CAI-NJ Membership 
Committee, spoke to the 
attendees about the benefits of 
CAI membership and how they 
can become more involved with 
the chapter.

(below) Ronald Perl, Esq., CCAL, 
Hill Wallack, LLP facilitates the 
Mediation Training Program.

(right) Paul Santoriello, 
PCAM, Taylor Management 
Company, AAMC, AMO 
talks about techniques of 
an effective mediator.

(above) Jack McGrath, R, The Grande 
at Colts Neck Community Association 
lends his experience as a CAI-NJ 
mediator during a training exercise.

(right) Nina Stanton, 2013 CAI-NJ 
President, Clearbrook Community 
Association uses her expertise to help 
facilitate a training exercise.

(left) Kenneth Sauter, Esq., 
CCAL helps a mediation  
roll-play.

(right) Caroline Record, Esq., 
CCAL assists during a 
mediation exercise.



June 2013  Community Trends®  • 57

Serving the State of New Jersey

OUR UNIQUE STRENGTHS INCLUDE:

PROFESSIONAL COMMUNITY MANAGEMENT
IS OUR ONLY BUSINESS FOR OVER 20 YEARS

www.taylormgt.com

TAYLOR MANAGEMENT 
COMPANY

An Accredited Association Management Company

TMC

370 Campus Drive, Ste. 109R
Somerset, NJ 08873
732.764.1001 • 732.764.1005 Fax

42-2 Harmon Cove Towers
Secaucus, NJ 07094
201.325.8500 • 201.325.8510 Fax

80 South Jefferson Road, 2nd Fl • Whippany, NJ 07981
973.267.9000  •  973.267.0943 Fax

Office Locations

Transition Management  •  Experienced & Trained Professionals
Comprehensive Financial & Accounting Services

Enhanced Communications  • Accredited Management Organization

Let	us	work	with	your	
association	to	find	the	right	
coverage,	at	the	right	price.
Felsen Insurance Services, Inc. 
3155 Route 10 
Denville, NJ 07834

Phone: 973-361-1901 
Fax: 973-361-2660 
info@felsen.com

Isn't	it	about	time	you	took	a	fresh	look	at	
your	community's	insurance	program?

Are	you	looking	for	personal,	professional	
service	and	attention?

Condominium Insurance
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2013 CAI-NJ EDUCATION SCHEDULE
All course dates and locations are tentative. Please check www.caionline.org  

or www.cainj.org for updated information.

 C A I - N J  U P C O M I N G  E V E N T S

JUNE 26, 2013 
Managers-Only Educational Program: 
surviving a Disaster for Community 
Managers 
Greenbriar Woodlands 
1 Kensington Circle 
Toms River, New Jersey 
Registration: 8:30 a.m. 
Program: 9:00 a.m.-12:00 p.m.

JULY 18, 2013 
Senior Summit 
The Renaissance at Manchester 
1 Renaissance Boulevard 
Manchester, New Jersey 
Registration: 8:30 a.m. 
Program: 9:00 a.m.-12:00 p.m. 

NoTE: This is the first of three summits. 
Watch for dates to be announced for two 
more summits — one each in north and 
south Jersey. 

OCTOBER 22-23, 2013 
M-201: Facilities Management  
Revel Resort & Casino 
500 Boardwalk 
Atlantic City, New Jersey

OCTOBER 22-24, 2013 
M-100: The Essentials of Community 
Association Management 
Revel Resort & Casino  
500 Boardwalk 
Atlantic City, New Jersey

DECEMBER 5-6, 2013 
M-350: Manager and the Law 
Seacaucus, New Jersey

In case of inclement weather or meeting cancellations, check the CAI-NJ Hotline (609) 477-0956.

PMDP Courses: 
Contact Angela Kavanaugh at  

PMDP@cainj.org 
or call (609) 588-0030.

CAI-NJ Educational Series: 
Contact Angela Kavanaugh at education@cainj.org or call (609) 588-0030.

For Networking Events and  
Conference & Expo: 

Contact Robin Micallef at  
events@cainj.org 

or call (609) 588-0030.

   Have Questions?

AUGUST 8-10, 2013 
M-100: The Essentials of Community 
Association Management 
Valley Forge, Pennsylvania

NOVEMBER 14-16, 2013 
M-100: The Essentials of Community 
Association Management 
Pittsburgh, Pennsylvania

JUsT nexT dooR... 
CAI PENNSYLVANIA/DELAWARE VALLEY CHAPTER EDUCATIONAL EVENTS

CAI-NJ Beach Party 
Thursday, August 15, 2013 
Martell’s Tiki Bar 
308-310 Boardwalk 
Point Pleasant, New Jersey 
Registration:  4:30 p.m.-8:00 p.m. 
Event: 5:00 p.m.- 9:00 p.m.

CAI-NJ Conference & Expo 
Wednesday & Thursday,  
October 23-24, 2013 
Revel Resort Ovation Hall 
500 Boardwalk 
Atlantic City, New Jersey

CAI-NJ Conference Golf Outing 
Wednesday, October 23, 2013 
Galloway National Golf Club 
270 South New York Road 
Galloway, NJ 08205 
Registration & Brunch: 11:30 a.m. 
Shotgun Start: 12:30 a.m.

CAI-NJ Conference Welcome 
Networking Reception 
Wednesday, October 23, 2013 
Revel Resort Ovation Hall 
500 Boardwalk 
Atlantic City, NJ 08401 
Registration: 6:30 p.m. 
Event: 7:00 p.m. - 9:00 p.m.

CAI-NJ Annual Conference & Expo 
Thursday, October 24, 2013 
Revel Resort Ovation Hall 
500 Boardwalk 
Atlantic City, NJ 08401 
Registration: 8:30 a.m. 
Conference: 9:00 a.m. - 3:00 p.m.

CAI-NJ Conference Farewell Reception 
Thursday, October 24, 2013 
Revel Resort Ovation Hall 
500 Boardwalk 
Atlantic City, NJ 08401 
Registration: 3:30 p.m. 
Event: 4:00 p.m. - 5:30 p.m.
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CONDOMINIUM APPROVAL EXPERTS

FHA Condominium Project Approvals
(New, Established & ReCerti�cations)

FANNIE  MAE Condominium Project Approvals

w w w . P R O J E C TA P P R O VA L S . c o m

Call Phil Sutcli�e        215.368.9452
5 North Cannon Ave.       Lansdale, PA  19446

phil@projectapprovals.com

To Advertise Call 609-655-2000 or  
email ray@brainerdcommunications.com.

Be a part of the trend! Submit your 
company’s or association’s news, milestones, 
achievements  -- including wedding and birth 
announcements -- to communitytrends@cainj.org 
for publication in the chapterTrends section of 
Community Trends®.

challenges and potential predators as they 
made their way through the obstacle course 
following the shad’s dangerous path.

“It was a really fun opportunity for our 
team to share our enthusiasm for water 
resources with the kids,” said Shannon 
Junior, Aquatic Ecologist and Regiona 
Manager for SOLitude. “Many of them had 
never caught a fish before, and it’s an experi-
ence that they’ll remember forever.”

The SOLution is a company-wide pro-
gram that encourages the company and all 
employees to strive to “create a better world” 
through volunteerism, community outreach, 
sustainability and environmental conscious-
ness. SOLitude’s company leadership feels 
it is important to not only be good stewards 
of the environment and good corporate citi-
zens, but also to fulfill company core values 
to “take action and be accountable” and to 
“protect and respect nature.” To participate 
or share a non-profit’s goals for consider-
ation in The SOLution, contact Tracy King 
at tking@solitudelake.com.

Since 1998, SOLitude Lake Management 
has been providing full service lake and 
pond management services that improve 
water quality, preserve natural resources, and 
reduce our environmental footprint. 

n

ChAPTEr TrENDS... from page 7.

CAI is celebrating its 40th 
anniversary in 2013.
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Visit CAI National at

www.caionline.org

national Trends

Community associations impacted by 
Hurricane Sandy continue to face high 
recovery costs as local governments 

are denied Federal Emergency Management 
Agency (FEMA) reimbursement for debris 
removal and other disaster recovery expenses 
in community associations. 

In New Jersey, your municipality should 
appeal FEMA reimbursement denials for 
debris removal in community associations 
on the basis that the work was in the public 
interest and that the local government had a 
legal obligation to clear debris from commu-
nity associations.

FEMA Restricts Assistance for 
Private Property

In general, FEMA regulations classify all 
roads and waterways in community associa-
tions as private property. This classification 
means that eligibility for debris removal 
reimbursement is limited. FEMA publica-
tions on debris removal activities state—

Debris on private property rarely 
meets the public interest standard 
because it does not affect the pub-
lic-at-large and most often is not 
the legal responsibility of a state or 
local government. Debris removal 
from private property is usually the 
responsibility of the individual prop-
erty owner.1

To be eligible for reimbursement, FEMA 
program rules require that debris removal 
from private property (in this instance a 
community association) meet two important 
standards.

Post Hurricane Sandy — NJ Municipalities Aiding  
Community Associations should Appeal FEMA DENIALS

A. FEMA must determine that the debris 
removal is in the public interest, and

B. The municipality has an ongoing legal obli-
gation to remove debris from the private 
property in question.

1. Meeting the Public Interest Standard
FEMA defines “public interest” as debris 

removal that is necessary to:

1) Eliminate immediate threats to life and 
public health and safety; or

2) Eliminate immediate threats of significant 
damage to improved public or private 
property; or

3) Ensure economic recovery of the affected 
community to the benefit of the commu-
nity-at-large.

Municipalities are required to provide in 
writing the basis for a determination that debris 
removal satisfies one of the components of 
the public interest standard. Examples of such 
documentation include the specific threats to 
life as determined by an agency with the legal 
responsibility and expertise to determine such 
conditions exist; a cost-benefit analysis that 
shows debris removal is more cost effective 
than not removing the debris; and documenta-
tion demonstrating that removal of debris from 
private property will expedite recovery of the 
community-at-large.

At the request of New Jersey Governor 
Chris Christie, FEMA issued a blanket 
determination that removal of Sandy-related 
storm debris from private property was in the 
“public interest”. This general determination 
means that debris removal from community 

associations meets the “public interest” test 
and that municipalities in New Jersey may 
seek reimbursement under FEMA’s Public 
Assistance program.

2. Demonstrating a Legal Obligation
FEMA requires that municipalities prove 

both a legal obligation and the authority to 
remove storm-related debris from private 
property. For example, a municipality must 
demonstrate that it is compelled by State 
statute or local ordinance to remove debris 
from a community association, that the legal 
obligation was in place at the time of the 
disaster, and that the municipality would 
remove the debris even if it did not anticipate 
FEMA reimbursement.

The New Jersey Municipal Services Act 
(MSA) requires municipal governments to 
remove debris from roads within community 
associations to ensure passage of emergency 
response vehicles and services. A municipality 
that removed debris from association roads 
pursuant to the MSA may be eligible for 
reimbursement of these costs under FEMA’s 
Public Assistance Program. If your municipal-
ity has been denied reimbursement of debris 
removal within a community association in the 
aftermath of Hurricane Sandy, the municipal-
ity should appeal this decision on the basis that 
the MSA required the municipality to remove 
debris from the community.

 
APPEAL A REJECTION DECISION
Engage Your Local Government

If your local government removed debris 
from association roads and waterways and 
FEMA denied a reimbursement request, 

ConTinues on page 64.
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encourage your local officials to file an 
appeal. Additionally, FEMA officials have 
engaged in community outreach efforts to 
inform local officials that debris removal 
from private property is eligible for reim-
bursement. All units of local government 
should be encouraged to contact FEMA 
representatives to ensure that the municipal-
ity and community associations receive full 
federal disaster recovery assistance.

 If you received a letter from FEMA stat-
ing you, your community association or 
your municipality is not eligible for assis-
tance, it does not necessarily mean you have 
reached an end in the application process. 
Your letter tells you how to appeal the deci-
sion and what additional information you 
need to provide to FEMA, in order for your 
case to be reviewed again. It is important to 
note that you must submit an appeal within 
60 days of the date on the determination let-
ter you received.

Don’t wait to encourage your local gov-
ernment to file an appeal! Community asso-
ciations deserve equal access to federal disaster 
assistance and sometimes municipal govern-
ments are hesitant to provide disaster recovery 
services to associations for fear FEMA will 
refuse to reimburse these costs. Having our 
local officials successfully appeal FEMA deni-
als for debris removal in associations will help 
change the culture of denying community 
associations FEMA disaster relief.

Be sure to read your FEMA denial care-
fully. FEMA may only need you to provide 
additional documentation in the case. The 
appeal must include new or missing informa-
tion, documents and damage repair estimates 
that support the appeal request. It is impor-
tant to date the appeal letter and mail it to the 
proper address which can be found here on 
FEMA’s website. Other contact information 
and instructions are also included in the link.

 
INELIGIBLE APPEALS
Support Direct Access to FEMA Funding 
for Associations

If your association paid to have debris 
removed from your community, the associa-
tion is not eligible for FEMA reimbursement. 
Further, your local community government 
may not apply for FEMA reimbursement on 
behalf of the association. FEMA will only 
reimburse municipalities and State govern-
ment agencies for debris removal in com-
munity associations. Under FEMA rules, 
community associations are not eligible to 
apply directly to FEMA under the Public 

NATioNAL TrENDS... from page 62.
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the value of

INTEGRA Management Corp. is an independent 
professional management firm specializing 
in New Jersey’s common-interest realty 
associations for more than 25 years. We enjoy 
a reputation for adding significant value to 
each and every engagement through best-in-

class professional services, industry-leading 
expertise, centralized resources and a focus on 
organization and cost-efficiency.

To learn more about our best in-class services, 
please visit integramanagementcorp.com or 
call Ed San George at (973) 770-1500

Reliable

Value
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200 valley Road, Suite 203, Mt. arlington, NJ 07856

expertise

(908) 222-1566
Visit our website at: www.grandsanitation.com

For all your disposal needs
Serving: Union, Middlesex, Warren Hunterdon

and Monmouth Counties

call for a quote today

Assistance program and therefore will not 
reimburse a community association for 
debris removal expenses that the association 
itself incurred.2

For decades, community associations have 
been denied equal access to federal disaster 
recovery assistance. With your help and 
voice, this can change. Residents of commu-
nity associations should be treated equally 
with all other taxpayers and should be eli-
gible to participate directly in FEMA disaster 
response programs. CAI continues to work 
on behalf of the 62.5 million people living in 
America’s 325,000 community associations 
to create equity in this important disaster 
recovery and other issues important to the 
sustainability of community associations and 
enhancement of community living.

 To find out how you can help change this, 
please visit CAI’s FEMA Advocacy Center 
where you can learn more about fairness for 
associations in disaster recovery and take 
action.

 Questions or comments may be directed 
to CAI’s Government & Public Affairs Team 
at government@caionline.org or (888) 224-
4321. n

1. Public Assistance Applicant Handbook—FEMA 
P-323 (2010): p. 14. A similar statement may be found 
in FEMA’s Public Assistance Debris Management 
Guide (FEMA-325/July 2007).

2. While it is possible for a community association to 
meet FEMA’s applicant eligibility requirements under 
the Public Assistance Program as a qualified private 
nonprofit, this is not common. The vast majority of com-
munity associations do not meet FEMA eligibility rules 
to directly participate in the Public Assistance program.

Questions?
Contact	Angela	Kavanaugh	at

Phone:	(609)	588-0030
or	Email:	angela@cainj.org

INTERESTED 
IN BEING A 
SPEAKER?

Visit	www.cainj.org  
and	download	the		 
Speakers Bureau 
Application.
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Community association Volunteer Leader (CaVL) Roundtable...

CAI-NJ was pleased to host its first-ever Community 
Association Volunteer Leader (CAVL) Best Practice 
Roundtable and Networking Event on Thursday, 

May 16, 2013 at Buona Sera Restorante in Red Bank, New 
Jersey.  Over 35 CAVLs attended this event which covered 
topics ranging from running effective board meetings to 
technology to a concerned residents’ forum. The facilitators 
and attendees were engaged in constructive dialogue that we 
hope will lead to enhanced communication between board 
members, managers and professionals.

 CAVLs each participated in four of the six roundtable 
discussions which allowed them to learn from the expertise 
of the professionals as well as their peers. CAI-NJ would like 
to thank the following sponsors/facilitators for the success of 
this important event:

Harold Berlowe  
MeM property Management

Richard Linderman, Esq. 
Herrick, Feinstein LLp

Denise Lindsey, CMCA, AMS, PCAM 
signature property group, aaMC

Loren Lightman, Esq. 
Lomurro, Davison, eastman & Munoz, pa

Michael Pesce, PCAM 
Community Management Corporation

Herman Shauger 
The shauger group

If you missed this event or were unable to attend, CAI-NJ 
will be scheduling an additional CAVL Roundtable in 2013 
in northern New Jersey.  Check your mailbox and inbox for 
the date and location.

(left) The event was kicked-off 
by Angela Kavanaugh, Assistant 
Director, Membership & Education 
for CAI-NJ.

(below) Herman Shauger, The 
Shauger Group and Elysa 
Bergenfeld, Esq., Herrick, 
Feinstein LLP, both of the CAI-NJ 
Membership Committee, gave 
a brief presentation about the 
benefits of CAI-NJ membership.

(above) The ballroom at Buona Sera was host to a successful first-ever CAVL 
Roundtable. The facilitators and attendees were engaged in constructive dialogue 
that we hope will lead to improved communication.

(below) Denise Lindsey, CMCA, AMS, PCAM, Signature Property 
Group, AAMC spoke about running effective board meetings.
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(above) Loren Lightman, Esq., Lomurro, Davison, Eastman & Munoz, PA gave an 
update on condominium legislation in New Jersey.

(below) Michael Pesce, PCAM, Community Management Corporation led a 
conversation on productive ways to deal with difficult people.

(above) Harold Berlowe, MEM Property Management led a discussion 
about the best ways for concerned residents to voice their troubles 
effectively.

(left) Richard Linderman, Esq., 
Herrick, Feinstein LLP facilitated a 
conversation on how technology can 
improve communication between 
board members, managers and 
professionals.

(right) Herman Shauger, The Shauger 
Group led a discussion on how to interact 
with your association professionals.
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Introducing CAI-NJ’s 

H.A.R.P.
Campaign
Hire a Reliable Professional... 

How do you hire your community’s 
professionals? Don’t leave it to 
chance. Play the H.A.R.P.
Your home is your most valuable investment.  Don’t take a chance when 
hiring a professional or management company to serve your community.  
Be sure the person or company you hire is qualified to meet the needs of 
your community.

• The Community Associations Institute (CAI) has been educating 
association professionals and board members in New Jersey for more than 
30 years.

• Our professionals and managers are qualified to cater specifically to 
common interest communities.

• They get the job done quickly, reasonably and right, the first time. 

no Coin Toss Required!

Please contact Lisa Hibbs at (609) 588-0030. 
Lisa can verify within 24 hours that a company has a valid CAI New Jersey chapter 
membership, or if a company or individual holds a current CAI designation or 
accreditation.

CAI Designations: Accredited	Association	Management	Company	 (AAMC)	 •	Association	Management	Specialist®	 (AMS®)	 •	College	of	Community	Association	Lawyers	 (CCAL)	
Community	Insurance	and	Risk	Management	Specialist	(CIRMS)	•	Large-Scale	Manager®	(LSM®)	Professional	Community	Association	Manager®	(PCAM®)	•	Reserve	Specialist	(RS)
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Q&
What is your biggest  
“Senior Moment”?

Send us YOUR answer to  
next month’s question...

Who is your favorite fictional  
lawyer or judge and why?

Email communitytrends@cainj.org  
or fax your response to  

Kyle Hammerschmidt at  (609) 588-0040.

?

“We recently moved our 
offices from the third to 
the second floor and now 
i try to take the stairs 
more.  But if i had a dime 

for every morning i have gotten on 
the elevator and pressed 3...”  

Mary Barrett, Esq.
stark & stark

“What was the question again?”
Jack McGrath, R
The grande at Colts neck  
Condominium association

“Holiday season at the mall is crazy like 
everyone knows!  i was finishing the last bit of 
my shopping and in a panicked rush as usual.  
Finally i was done and with great pride in my 
efficiency, headed to the car to load my booty 
up and head home.  oddly, the doors were 
unlocked.  i put my packages in the trunk and 
got into the driver’s seat but my key wouldn’t 
work.  aggravated, i called my husband who 
came to the mall to see what the problem was.  
Well…it wasn’t my car!!!”

Graceanne Welsh, AMS
Kipcon, inc.

“i leaned against the wall in my 
office and put my hands behind me. i 
jumped because i didn’t know whose 
hand it was that i touched! ouCH!”

Mitchell Frumkin, PE, RS, CGP,
President
Kipcon, inc. 
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Scan the tag or visit 
www.caionline.org/pmdp and 
register for this course online! 

Register online  
four weeks ahead and  
receive a $25 discount.

OFFICIAL 2013  
PMDP SPONSORS

Reef Point Technology
Union Bank

Learn how to preserve and enhance your association’s 
property and prepare for emergencies. 
This course provides a hands-on approach to help you analyze, 
evaluate, communicate and plan for property maintenance. Your 
community will benefit from your increased understanding of the 
various types of maintenance—routine, previous, emergency, 
corrective and scheduled. 

ADVANCE REGISTRATION IS REQUIRED  
Call (888) 224-4321 (M–F, 9–6:30 ET) or visit www.caionline.org/pmdp. 
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NEW JERSEY ACCREDITED ASSOCIATION 
MANAGEMENT COMPANIES 

The AAMC accreditation
demonstrates a company's 
commitment to providing the unique 
and diverse services that community 
associations require. An Accredited 
Association Management Company 
ensures that its staff has the skills, 
experience, and integrity to assist
communities to succeed.  Its 
managers have advanced training 
and demonstrated commitment to 
the industry—just the type of 
professionals that community 
association boards seek to hire!

An AAMC must have a minimum of 
three years experience providing 
community association 
management services, a Professional 
Community Association Manager 
(PCAM) designee as the company’s 
senior manager, a staff of which 50 
percent of managers hold a 
professional designation (CMCA,
AMS or PCAM), and must comply 
with the CAI Professional Manager 
Code of Ethics.

Listed are companies who have 
earned the Accredited Association 
Management Company (AAMC)
designation. 

Access Property Management, LLC, AAMC, AMO
Wayde F. Scheffer, CMCA, AMS, PCAM, MBA – 
President
Scott T. Dalley, CPM, PCAM, AMS, CMCA – 
Senior V.P.
4 Walter E. Foran Blvd., Suite 311
Flemington, NJ  08822
Phone:  (908) 237-9900
Fax:  (908) 806-7383
Email:  sdalley@accesspm.com  
Website:  www.accesspm.com

Comet Management, AAMC
Craig Thompson, CMCA, AMS
106 Quarry Road
Suite F
Hamburg, NJ 07419
Phone: (973) 823-8240
Fax: (973) 823-8251
Email: manager@cometmanagement.com
Website: www.cometmanagement.com

Executive Property Management, AAMC
Leonard Barber, CPA, CMCA, PCAM – 
President
Janice Barber, CMCA, PCAM –
Vice President
4-08 Towne Center Drive
North Brunswick, NJ  08902
Phone:  (732) 821-3224
Fax:  (732) 821-6565
Email:  info@execproperty.com
Website: www.epmweb.net  

Homestead Management Services, Inc., AAMC
Louis J. Curtis, CMCA, AMS, PCAM
856 Route 206 South
Hillsborough, NJ  08844
Phone:  (908) 874-6991
Fax:  (908) 874-6951
Email: lcurtis@homesteadmanagement.org    
Website: www.homesteadmanagement.org

Integra Management Corporation, AAMC
Edward San George, MPA, PCAM
Mary Caporaso, MBA, CMCA
200 Valley Road, Suite 203
Mount Arlington, NJ  07856-1320
Phone:  (973) 770-1500
Fax:  (973) 770-3669
Email: esangeorge@integramgtcorp.com    
Website: www.Integramgtcorp.com

K.A. Diehl Community Management, AAMC
Robert E. Barlow, Jr., CMCA, AMS, PCAM, 
CIRMS – President and CEO  
125 Sixth Avenue, Suite 201
Mount Laurel, NJ  08054
Phone:  (856) 316-4550 x225
Fax:  (856) 316-7240
Email: InfoNJ@KADiehl.com   
Website: www.KADiehl.com

Midlantic Property Management, Inc., AAMC
H. James Polos, CMCA, AMS – President
315 Raritan Avenue
Highland Park, NJ  08904
Phone:  (732) 828-7200
Fax:  (732) 828-7238
Email:  jimp@mpm-nj.com
Website: www.mpm-nj.com  

Prime Management, Inc., AAMC
Barbara Drummond, CMCA, PCAM – 
President
684 East Bay Avenue
Barnegat, NJ  08005
Phone:  (609) 693-0090
Fax:  (609) 698-2517
Email: bdrummond1@comcast.net
Website: www.primemanagementinc.com

RCP Management Company, AAMC, AMO
Mary Faith Nugiel, CPM, AMS, PCAM
10 Centre Drive
Monroe, NJ 08831
Phone: (609) 683-7980
Fax: (609) 683-5495
Email: rcpmanagement@rcpmanagement.com
Website: www.rcpmanagement.com

Regency Management Group, LLC, AAMC
Elaine Warga-Murray, CMCA, AMS, PCAM – CEO
Glen Masullo, CMCA, PCAM – CFO
605 Candlewood Commons
Howell, NJ  07731
Phone:  (732) 364-5900
Fax:  (732) 905-8606
Email:  ewm@regencymanagementgroup.biz
Website:  www.regencymanagementgroup.biz

Signature Property Group, AAMC
Denise Lindsey, CMCA, AMS, PCAM –  
Vice President
140 Sylvan Avenue
Englewood Cliffs, NJ  07632
Phone:  (201) 947-1001
Fax:  (201) 947-5005
Email:  dlindsey@spgroup.biz  
Website:  www.spgroup.biz

Taylor Management Company, AAMC, AMO
Paul A. Santoriello, PCAM - President
Lawrence N. Sauer, CPM, CMCA, PCAM - 
Executive Vice President
80 South Jefferson Road
Whippany, NJ  07981
Phone:  (973) 267-9000
Fax:  (973) 267-0943
Email:  paul@taylormgt.com  
Website: www.taylormgt.com

Wentworth Property Management Corp., AAMC
Arthur L. Bartikofsky – President
21 Christopher Way
Eatontown, NJ 07724
Phone: (800) 310-0326
Email: abartikofsky@wentworthmgt.com
Website: www.wentworthmgt.com

Please Note: CAI-NJ only reviews CAI 
designations, certifications, and accreditations 
in this advertisement for validity and current 
status. Readers are advised that each 
individual company is solely responsible for 
the content of its listing in this advertisement, 
including all designations, certifications, 
accreditations and licenses by the company or 
the individual employee. Concerns about the 
validity of non-CAI designations, certifications, 
accreditations and licenses should be directed 
to the specific company or individual in 
question. Removal of designations, 
certifications, accreditations and licenses by 
CAI-NJ will only take place upon the 
submission of a letter written by the official 
credentialing and/or licensing body to CAI-NJ. 
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A Solid Spectrum of Services

Kipcon...come see our true colors.  
Call us  at 800.828.4118 to learn  
more or visit www.kipcon.com.

•    Engineering Consulting 
•    Civil. Structural. Mechanical. 
•    Reserve & Green Reserve Studies
•    Transition Reports 
•    Contract Administration 
•    Life-Cycle Cost Analysis 
•    Expert Testimony
•    Inspections 

At Kipcon, we bring our engineering solutions “full circle,”  
proudly providing a complete range of services including:
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