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• Limits of Coverage higher than those 
provided by NFIP. ($250,000 Per Unit 
current maximum allowed by NFIP)


• “Property Not Covered” and “Other 
Structures” coverage may differ than 
NFIP, may be broader.


• Contents/Business Personal Property 
coverage can be insured for 
replacement cost valuation vs. NFIP 
at actual cash value.


• Business Income and Extra Expense 
coverage availability


• Elevation CertiÞcate may or may not 
be required, typically always required 
when obtaining coverage through 
NFIP


• Possibility of fewer deductibles or
reduced deductibles for one or more 
buildings. 


• Possibility of lower rates as much as 
25% less than NFIP for RCBAP 
policies


• Waiting Period is 30 Days to issue 
policy through NFIP, private carriers 
can effectuate coverage immediately 
to as little as 14 day waiting period.


• NFIP only covers ßoods from
hurricanes, rivers and tidal waters 
wen two adjacent properties in the 
area or two or more acres are 
effected, private market placement 
can extend coverage and apply 
coverage regardless of area and 
number of properties subject to terms 
and conditions of the policy. 
Policyholders should always review 
terms of policy before effectuating 
coverage and moving from NFIP.

• No guarantee the private carrier will
renew the policy, Insurer can leave 
the market at any time. NFIP must 
renew coverage so long as the 
premium has been paid (and 
received). Rates can dramatically 
increase at renewal. 


• Private insurers are typically non-
admitted excess and surplus carriers, 
the policy can thereby be cancelled 
mid-term or non-renewed by the 
carrier as allowed by state statutes. 


• There is no state Guarantee Fund to
back the insurer if excess/surplus 
carrier. 


• Not all carriers write in all states. NFIP
writes in all states.


• Not all carriers are equal in coverage 
terms, conditions, deductibles, 
waiting periods, limits, etc.


• There is a 30 day waiting period to 
move from Private Market Flood to 
NFIP


• Leaving Private Market Flood to go to
NFIP can result in NFIP can cause
rates to increase as maps/zones
changes over time and NFIP will rate
premiums based upon current ßood
maps/zones and actuarial rates.

• Goals of NFIP (identifying ßood risk;
regulating ßood plain management; 
providing ßood insurance and 
reducing federal expenditures on 
disaster assistance after ßood) differ 
from private insurers who are 
motivated by proÞt; there is no power 
to compel customers to purchase 
coverage and no statutory 
requirements to provide rates devoid 
of proÞt.

PROS CONS

Private Flood vs NFIP – Pros & Cons

DeÞned as ÒPrivate MarketÓ ßood coverage (primary stand-alone, Þrst dollar policies 
that cover the ßood peril and excess ßood) for ßood insurance that is not offered 
through NFIP. Excludes sewer/water backup as that coverage can be issued through 
endorsement to the master condominium policy.


Some private market carriers write separate independent ßood policies or provide 
coverage via an endorsement to the Commercial Property policy.


BW-12 states that private ßood insurance "provides ßood insurance coverage which
is at least as broad as the coverage" of the NFIP, among other conditions. In January
of 2019, Federal Financial Regulators created a rule effective July 1, 2019 that 
mandates banks and other lenders to accept private ßood insurance to satisfy ßood
coverage requirements.

June 16, 2016 NAIC (National Association of Insurance 
Commissioners) adopted modiÞcations for ÒPrivate FloodÓ for 
insurance carriers writing ßood in the private market (not through 
NFIP). (Availability for private ßood options occurred after the 
Biggert-Waters Flood Reform Act of 2012)

Submitted by: Dawn M. Becker-Durnin,  CSRM • NFP Insurance
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The chapter has made 
great strides over the last 
three years and I want to 

take the time to explain how that 
has happened. First the chap-
ter has grown from around 450 
members to close to 800 mem-
bers. The chapter is also on firm 
financial ground. The chapter
provides educational events in almost every part of the state.
The chapter last year had close to 50 events and is on track 
for the same this year.

When myself and staff came on board we were lucky to 
have and still have an active board of directors. These board 
members understand how a not for profit, educational or-
ganization should run. In many cases these board members 
put aside their personal and professional goals for the bet-
terment of the chapter. I’m sorry to say many of the original 
board members when we came on, will soon be terming out.
In the beginning the board made substantial changes to how 
the chapter should function. It was stressful for myself and 
the board as these changes were incorporated.

The chapter’s growth and success could not be possible 
with out the support of our business partners. The chapter 
receives only a small portion of membership dues. Most of 
the chapters events, of which mostly are free to managers 
and board members are solely supported by our business 
partners. With out business partners, we would not have a 
chapter.

Lastly, the only way the chapter can produce these many 
events is because of a small team of chapter members who 
run many of the events. Running events is not easy, it’s 
stressful. You’re dealing with locations, educational materi-
als, attendees, sponsors and whether or not the donuts arrive 
in time. These volunteers arrive to locations generally two 
hours early. With out these volunteers we would not have 
these programs.

Thank you for attending our events, sponsoring, being of 
the board or helping run events. It is much appreciated.

Best Regards,
Raymond J. Dickey
Executive Director

P eter Kristian has been
a strong supporter and 
volunteer with CAI for 

decades, serving as a mem-
ber of CAI’s Chapter and 
Legislative Action Committee 
leadership since the late 
1990’s. he served as Chair 
of the Maryland Legislative 
Action Committee in 1999 
prior to moving to South 
Carolina , where he has been 
active in the South Carolina 
Chapter and Legislative 
Action Committee serving 
as Secretary. Peter has been 
critical in organizing chap-
ter conferences and events.
Peter has also been an active 
member of the Large Scale 
Manager’s Committee for de-
cades, including serving as 
chair in 2014 and 2015, and 
hosting the 2014 Large-Scale 
Manager’s Workshop. He was 
a member of the Community 
Association Managers 
Council (formerly the 
Association of Professional 
Community Association 
Managers Board) numerous 

Task Forces, the Government 
and Public Affairs Committee 
and more. Peter served on the 
CAI Board of Trustees, includ-
ing serving as president in 

2008, and has gracefully and 
without fanfare served in tre-
mendous roles even following 
what many would consider 
the pinnacle of their CAI ca-
reer. He currently serves as 
co-chair of the Designation 
and Ethics Committee, Chair 
of the Government and 
Public Affairs Committee,

and is a member of the 
Federal Legislative Action 
Committee. Peter has been 
selected by his peers to serve 
in these leadership roles-year 

after year. CAI is extremely 
fortunate to have Peter’s on-
going contributions. Q

T. Peter Kristian,
CMCA, LSM, PCAM
General Manager,
Hilton Head Plantation POA
pkristian@hhppoa.org
(843) 681-8800

On Friday, May 17th at the National Conference in Orlando, FL

Distinguished Service Award
CAI’s most prestigious award, the Distinguished 
Service Award is presented periodically to 
an individual selected for long-standing,
extraordinary contributions to the Institute.

T. Peter Kristian, CMCA,LSM, PCAM
South Carolina Chapter
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The “Post Disaster Luncheon” was very well 
attended in Charleston on August 8th. We had a full 
house. 


The “LAC Report Event” was a huge hit in Bluffton 
on Sept, 17th. The room held 50 and we had about 60 
attendees.


The “Reverse Trade Shows” in Greenville and 
Myrtle Beach on Sept. 25th and 26th were also well 
attended. Overall it’s been a very busy few weeks.


Please check out our unscientiÞc poll in this issue. 
We had close to two dozen managers at the Myrtle 
Beach “Managers Luncheon” in Myrtle Beach take 
the poll. It was anonymous and most seemed to enjoy 
it. The questions were a request from a manager and 
we were happy to go along with it. Please keep in 
mind that the poll was limited to those attending this 
one event in Myrtle Beach, so may not reßect the 
opinions of the industry as a whole.


We are getting ready for the Chapter’s Conference 
& Expo in Myrtle Beach on Jan. 9th, 2020. With 25 
classes to choose from between 9:00 am and 7:40 
pm we are looking forward to a full day of education, 
networking and fun. The Networking Party, running 
along with classes from 4:40-7:40 pm, is designed to 
allow those who can only attend after work to take 
advantage of all the Expo has to offer. The event’s 
schedule is designed to provide choices for the 
chapterÕs membership and ßexibility for just about 
anyone’s schedule.


As you’ll see there are a lot more photos in the 
newsletter. That’s what members requested, so that’s 
what we did. It provides a good reßection on how 
busy and active we are as a chapter.


Sincerely, 


Raymond Dickey

Executive Director
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  In December 2019 the South Carolina Supreme Court issued a decision 
which could have significant ramifications for community associations across 
South Carolina in regard to a certain category of lien foreclosure sales – those 
in which the homeowner has substantial equity in the property.

  In Winrose Homeowners’ Association, Inc. et al. v. Hale et al., Opinion No. 
27934 (December 18, 2019), the supreme court reversed a 2018 decision by 
the state court of appeals and set aside the foreclosure sale of a residential 
property, finding that the winning bid of $3,036 was so low that it should have 
“shocked the conscience” of the Master-in-Equity and therefore should have 
been disallowed.  In its opinion the supreme court established a new method 
for evaluating the sufficiency of a winning bid in community association lien 
foreclosure cases where the bid is challenged post-sale as being 
impermissibly low.

  Devery and Tina Hale bought the subject property in the Winrose subdivision 
in Irmo, South Carolina in 1998 for $104,250.  In January 2011 the Hales fell 
behind in paying their assessments to Winrose Homeowners’ Association, and 
the HOA filed a lien in April 2011.  In February 2014 the HOA initiated a lien 
foreclosure action for the unpaid dues.  At the time the complaint was filed, 
the balance due was $566.41 in principal and interest.

  The Hales failed to respond to the complaint and default was entered against 
them.  Curiously, at some point after the HOA filed its complaint but before the 
Master entered a default judgment, the HOA sent the Hales a bill for $250 in 
connection with their past due regime fees. The Hales promptly paid the bill, 
after which the law firm representing the HOA sent the Hales a notice that the 
lien had been satisfied. The HOA did not dismiss the suit, however, and 
judgment was entered in favor of the HOA at the dispositive hearing.

  The Master’s judgment of foreclosure and sale stated the sale would be 
subject to senior encumbrances, specifically a mortgage, but did not disclose 
the outstanding balance of the mortgage. A third party by the name of Regime 
Solutions, LLC (“Regime”) was the successful bidder at the sale, with a 
winning bid of $3,036.

  The Hales moved to vacate the foreclosure sale, asserting that the winning 
bid was too low under the “shock the conscience” standard.  At the hearing, 
the primary issue was whether and how to account for the senior mortgage in 
evaluating Regime’s winning bid as a percentage of the property’s value.  The 
Hales asserted that the property’s fair market value was $128,000. They 
argued that the Master should compare Regime’s successful bid of $3,036 to 
the amount of their equity in the property, which was some $61,996.  To use 
such a comparison is known as the “equity method” of evaluating the 
sufficiency of the winning bid at a foreclosure sale.  Under the equity method 
Regime’s bid was 4.9 percent of the fair market value, which the Hales argued 
should shock the conscience of the court.

  Relying on a 2012 decision by the South Carolina Supreme Court, Arrow 
Bonding Co. v. Warren, the Master declined to apply the equity method and 
instead utilized the “debt method” in evaluating the sufficiency of the bid.  
Under the debt method, the winning bid is added to the outstanding balance 
of the mortgage, which was $66,004, resulting in an “effective sale price” of 
$69,040.  

  The Master’s reasoning for choosing the debt method was that Regime 
would have needed to pay off or assume the mortgage in order to re-sell the 
property.  Accordingly, the Master found the “effective sale price” of $69,040 
was approximately 54 percent of the Property's fair market value of $128,000, 
and ruled that it was high enough and did not shock the conscience of the 
court.
 CONTINUES PAGE 4

South Carolina Supreme Court 
Issues Key Decision Affecting 

HOA Lien Foreclosure Procedure
BY SEAN A. O’CONNOR

Hello,

    We have made several changes to the 
2020 schedule based on a couple factors.

    The Expo was a huge success (thank you 
to all who participated). An unexpected 
positive factor was most attendees 
participated in the classes for the entire 
day. We did not expect them to attend 
another Myrtle Beach event soon after.

    Additionally, many associations, 
management companies, managers and 
other organizations contacted us with new 
event opportunities.

    Please see the changes in this 

issue. As always: Check the 

website!


Raymond Dickey

Executive Director

2020 Schedule Changes

CAI-SC 
Reaches CAI 

National’s 
Highest 

Chapter Size 
Classification!

On February 5th, the 
chapter reached “Very 
Large Chapter” status. 
This is the highest 
c h a p t e r s i z e 
classification that CAI 
National offers.

Over the last four years 
the chapter has grown 
over 40%. 

Thank you!



STREETS LAST LONGER

& COST LESS TO OWN

(803) 331-3323

Covenant Interpreta on and Enforcement
Construc on Defect Li ga on

Covenant Amendment Dra ing - Collec ons

1016 2nd Ave North, Suite 302

North Myrtle Beach, SC 29582

843-281-9831

4610 Oleander Drive Suite 203

Myrtle Beach, SC 29577

843-449-3411
www.yourlawyersa hebeach.com

Established in 1989 McCutchen, Mumford, Vaught & Geddie, P.A.,

is one of the pre-eminent law firms on the Grand Strand. With

offices in the heart of Myrtle Beach and in North Myrtle Beach,

we provide diverse legal services to an ever-broadening

scope of individuals and businesses.

Reserves on your mind? Just kick back and relax!
Worry free: a state not often 

associated with capital reserves.
For over 30 years, Miller+Dodson Associates has  

been partnering with Community Managers to promote 
Financially Sustainable Communities. Our accurate  

and easy-to-understand Reserve Studies and practical 
Strategic Funding Plans make your job easier. Our  

team of industry experts provides the technical  
support that you need to guide your clients’  
toward their goal of financial sustainability.

Contact Miller+Dodson Associates for a no-obligation quote:
800.850.2835    millerdodson.com

 

 

February 5, 2020 
 
To:  Mr. Sean Fleming, South Carolina Chapter President 
 Mr. Raymond Dickey, South Carolina Chapter Executive Director 
 
From: Crystal L. Wallace, IOM, CAE 
 Vice President, Membership & Chapter Relations 
 
RE: Chapter Size 
 
 
CONGRATULATIONS! It’s my pleasure to inform you that the South Carolina Chapter 
has grown from a large size chapter to a very large size chapter!  
 
CAI categorizes chapter sizes based on the below metrics and chapter growth is a 
direct reflection of the hard work and dedication of the chapter leadership, 
membership and staff put forth every day. Without your commitment to the 
organization and the industry, CAI would not be where it is today. With more than 
43,000 members and 64 chapters including partnerships overseas, we continue to 
see growth in membership, education programming, and increases in the number 
of designees.   
 
The chapter should be very proud of this accomplishment and we look forward to 
working with you to continue the chapter and CAI’s growth! 
 
Chapter Sizes 

• Small chapters = 50 to 250 members 
• Medium chapters = 251 to 500 members 
• Large chapters = 501 to 750 members 
• Very Large chapters = 751+ members 

6402 Arlington Blvd. 

Suite 500 

Falls Church, VA  22042 

888.224.4321 

www.caionline.org 
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Get custom financing 
that’s perfect for 
your budget and your 
association. No deposit 
relationship required. 

Let us find the financing 
that’s right for you.

Call me today!

Michael Roche, CPA, PCAM
Vice President
815.325.8108
866.800.4656 ext.7484
mike.roche@mutualofomahabank.com

MUT1610 Member FDIC!|!  Equal Housing Lender!|!mutualofomahabank.com

How will you fund your next association project?

 

NFP is a leading insurance broker and consultant that provides employee benefits, property & casualty, retirement and individual private client 
solutions through our licensed subsidiaries and affiliates. Our expertise is matched only by our personal commitment to each client’s goals.

Protect your ssociation with the ight nsurance rogram and ervices at the ght rice.
• Industry Leader 
• Emergency Response Team

• Attendance at Meetings
• Responsive Claims Department

• Educational Seminars
• Risk Management Services

843-492-6900 | @ .com 
.com

Reserve Studies  
Transition Studies

Construction Administration
Engineering Evaluations

www.gfengineers.com
919-465-3801

   If “Jack of all Trades” was listed in Webster’s Dictionary one definition would 
be Community Association Manager (CAM). On a daily basis, CAMs are 
expected to be knowledgeable in many, many, areas. While we do not need to 
always stand in the shoes of every type of vendor, expert, authority, specialist 
and professional in our industry, we do seem to deal with a very wide array of 
topics, duties and professions. In fact, we are specifically trained to NOT act in 
the place of an attorney, accountant, engineer or general contractor. We just 
need to be steady and competent at steering and assisting our boards in the 
right direction. 

   Here is a fun A – Z look at the related fields of expertise that we deal in 
regularly, unlike any other career that I know of. While some may be a bit of a 
stretch, this is not all that far from the truth!

  As a CAM I am able to assist with arbitration, amenities, accountants, 
arborists, action items, asphalt experts, adjusters and appraisers. I can have 
the board’s back with banking, boats, bookkeeping, bugs, blacktop and 
building consensus. I can contribute with claims, collections, communications, 
carpentry, concrete, computers, committees, carpets, concrete, cable TV and 
complaints.   I deal with disasters, disputes, deliveries, dredging, decals, 
drainage, developers and dumpsters. I am eager to assist with elections, 
expenses, electrical issues, entomology and employees. 

   I fix fountains, fences and fitness equipment, fortune-tell, find fish, fine fools 
and give financial advice. I am able to assist with gardening, gators, garbage 
collection, gates and golf course issues. I help with HVAC problems, 
housekeeping and prowl hardware stores. I am an information center, 
inspector, insurance resource, irrigation expert and internet browser. I am a 
jack of all trades that majored in journalism, criminal justice and janitorial 
sciences.  We are the keepers of the keys and must have a keen sense of 
smell (and humor). I deal with lawyers, lagoons, landscapers, locksmiths, legal 
issues, live oaks and lifeguards. Masonry, maintenance, maps, mechanicals, 
mediation, mosquitos, meteorology, messenger, mathematician and mind-
reader are also my many skills. I can negotiate, notarize and nurture nominees 
before noon or well into the night.

   I organize events, observe orders and offer ongoing office operations. We 
must be poised portfolio professionals that prepare pools and act as 
psychiatrist, plumbers, palm pruner, pest preventers, parking patrollers, paving 
pros, pine straw providers, painters and pet people punishers. I must be quick 
on my feet, quote the documents, act as quality control and quiet the crowds 
at meetings. We are rule enforcers, rodent eradicators, a board resource, a 
Roberts Rules expert, repair roads and assist with rude renters. I support our 
associations with security, signage, sales, sealing streets, sewers, surveys, 
sprinkler systems, signs, siding and social events.     

   We train, teach, treat termites, tow, trim budgets, charge title transfer fees, 
pay taxes, negotiate with TV and telephone companies and protect turtles.  
We are under paid, under-appreciated and misunderstood and deal with utility 
companies.  Vehicle violations, ventilation and verifying voting is our vocation. 
I assist with wells, windows, websites, wood rot and pressure washing. We are 
e”x”perts in e”x”termination.  We yearn to yell at our owners when their yards 
need mowing. Finally, with zeal we act as zoologists when we deal with all of 
the zany pets that violate the rules. 

PCAM Column:

By Dave Lewellen, PCAM

IMC Resort Services, Inc. 

If you’re a chapter 
PCAM and would like to 
submit a column, 
please contact us.

Providing Professional Association 
Management in the Upstate for 

Over 30 years 

 

            
 (864) 297-4970 
451 Haywood Road 

Greenville, SC 29607      
          www.goldsmithpm.com   

       

Goldsmith Company 

For your reserve study proposal,  
contact Nick Brenneman at (800) 980-9881  

or visit reserveadvisors.com.

Serving all of South Carolina  
from our Charlotte office
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Schedule Changes 
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Always Check the 
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Serving property managers, Serving property managers, Serving property managers, 
community associations and community associations and community associations and 

homeowners for 30 yearshomeowners for 30 yearshomeowners for 30 years

Branch Banking and Trust Company is a Member FDIC 
and an Equal Housing Lender.    

© 2018, Branch Banking and Trust Company. All rights reserved.

Tanya Cannaday 
VP, Relationship Manager

704-954-2135  •  TDobbins@BBandT.com

Inspections     Maintenance     Structural Rehab .  . “The Stormwater Professionals” 

864.569.9000 / 704.900.9685 
www.Stormwaterproblems.com 

Pond Maintenance 
Site Work Dredging 

. Services . 

Pipe Remediation 
Underground Stormwater Maintenance 

   The Hales appealed the Master’s order and the 
South Carolina Court of Appeals affirmed in a 2-1 
decision published in 2018.  Notably, Chief Judge 
James Lockemy dissented, criticizing the notion that 
Regime should be credited for the balance of the 
mortgage because Regime had not assumed the 
mortgage or made any payments on it.  In fact, the 
Hales had continued to make the mortgage 
payments during the foreclosure litigation and 
subsequent appeal.

  After reviewing the existing South Carolina 
jurisprudence on evaluating a winning bid at a 
foreclosure sale for sufficiency, the supreme court, in 
an opinion written by Justice John Kittredge, 
reversed the court of appeals and vacated the sale.  
The supreme court opted to apply the equity method 
for testing the sufficiency of the bid, and chose to 
use a 10 percent threshold as the measure of 
whether the sale shocked the conscience, while 
noting that other jurisdictions had held that bids 
below even 40 percent had been deemed too low 
and compelled the sale to be set aside.

  The supreme court rejected application of the debt 
method, favorably referencing Judge Lockemy’s 
dissent in the court of appeals opinion.  The supreme 
court stated that it would be “absurd” under the 
circumstances to apply the debt method and give 
Regime credit for assuming the amount of the 
outstanding mortgage when it had done nothing to 
legally assume or pay that debt obligation.  The 
supreme court was not persuaded by the concern of 
the majority of the court of appeals that the debt 
method is consistent with the general policy of 
upholding properly conducted judicial sales and 
would result in fewer sales being set aside.

  As part of a detailed discussion of whether the debt 
method or equity method was preferable, the 
supreme court noted that “in most circumstances, a 
foreclosure purchaser will assume any obligation to 
pay outstanding senior liens in order to obtain free-
and-clear title to the property. In those cases, it 
follows the Debt Method should be used.”

 The supreme court made clear that it was 
particularly disturbed by the conduct of Regime, and 
that those facts were of great importance in the 
decision to apply the equity method and vacate the 
sale.  In a footnote, the court described Regime’s 
actions, recounting that after the property was sold at 
the foreclosure sale, the Hales had offered Regime 
$9,000 in order to recover title to their home.  
Regime, which had paid $3,036 for the property, 
countered with a demand for $35,000.  The supreme 
court stated that it was “especially troubled by 
Regime’s participation in a foreclosure proceeding to 
accommodate its business model of leveraging a 
nominal debt to secure an exorbitant return from 
homeowners who fear the prospect of eviction.”  The 
court criticized Regime’s conduct as “manipulation 
xx


of a foreclosure procedure to engage in strong-arm 
tactics.”

  The supreme court then went on to denounce the 
decision by the HOA and its legal counsel to proceed 
with foreclosure on what it the court considered to be 
a relatively miniscule debt.  The court described the 
amount due as only $250, and compared that figure 
to the $128,000 value of the home in characterizing 
the debt as 0.2 percent of the fair market value.  The 
court also found fault with the service and filing fees, 
which it described as “more than double the amount 
of the principal due), and the attorney's fees, which it 
calculated as being “eight times the amount of the 
principal due.”  The supreme court further 
admonished, “[a] foreclosure proceeding is a last 
resort, not a business model to be swiftly invoked for 
the purpose of exploiting property owners. We do not 
countenance the improper use of foreclosure 
proceedings by the HOA, its attorney, or Regime.”  

 In this fractious colloquy the supreme court 
downplayed the fact that the legal fees and costs 
were properly chargeable to the delinquent 
homeowner pursuant to the unambiguous language 
of the recorded governing documents, and seemingly 
failed to recognize the reality that associations such 
as Winrose HOA have no other effective method to 
enforce homeowner obligations to pay assessments 
other than to utilize lien foreclosure. 

  The supreme court concluded the opinion by stating 
that its decision “should not be read as a shift toward 
providing relief to homeowners despite their own 
poor choices,” and added “there are serious 
consequences to default,” but nonetheless reiterated 
its view “that under the unique facts of this case,” the 
Hales had established that Regime’s winning bid 
price of $3,036, without the outstanding mortgage 
balance added to it, was “so grossly inadequate that 
it shocks the conscience of the court and cannot be 
sustained.” 

  The significance of this decision should not be 
underestimated, particularly in cases in which there is 
substantial equity in a property being foreclosed by a 
community association.  However, it should be kept 
in mind that the new rule announced in Winrose v. 
Hale would not be expected to come into play if the 
homeowner has little or no equity in the property,


Sean A. O’Connor is a partner with Finkel Law Firm 
LLC in North Charleston.

1) 399 S.C. 603, 732 S.E.2d 622 (2012) (plurality opinion).

2) Winrose Homeowners' Ass'n, Inc. v. Hale, 423 S.C. 
220, 813 S.E.2d 894 (Ct. App. 2018).
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M203 
(Charleston, SC) 

3/20/2020 
COMMUNITY 
LEADERSHIP

Learn how to work 
with leaders to 
achieve goals and set 
a positive tone for the 
community.


This course shows you 
how to inspire the 
cooperation needed 
from board leaders 
and volunteers to 
achieve management 
goals. You’ll learn 
proven ways to 
motivate and guide 
community leaders 
and help board and 
committee members 
accomplish more at 
every meeting. 


Topics include:

• Strategies for 

building better 
relationships


• Preparing and 
running efficient 
meetings


• Motivating and 
guiding board 
members


• Encouraging 
interest and 
participation in 
committees


• Developing election 
procedures


• Organizing 
community records

Go to:

www.caionline.org
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W W W . S W E E T W A T E R P O O L S . N E T

๏ LIFEGUARD MANAGEMENT 

๏ GATE ATTENDANTS 

๏ POOL MAINTENANCE

๏ REPAIRS 

๏ RENOVATIONS

Charleston (843) 277-0575    Upstate Carolina (846) 416.7946   Bluffton/HHI (843) 353-3733   

D. Ryan McCabe 
McCabe, Trotter, & Beverly, P.C.                                             

140 Stoneridge Drive, Suite 650 (29210) 
P.O. Box 212069 

Columbia, South Carolina 29221 
Direct: 803-724-5005 

Email: ryan.mccabe@mccabetrotter.com

Patrick F. O'Dea
Of Counsel 

patrick.odea@nelsonmullins.com 
T: 843.946.5631 

BNC Bank Corporate Center, Suite 300 
3751 Robert M. Grissom Parkway 

Myrtle Beach, SC 29577

Bill Rochester, CMCA®
Regional Account Executive
704-770-1695 
bill.rochester@unionbank.com

Financing subject to credit and collateral approval. Other re-
strictions may apply. Terms and conditions subject to change.

Banking solutions to help
your communities thrive

©2018 MUFG Union Bank, N.A. All rights reserved. Equal 
Housing Lender. Member FDIC. Union Bank is a registered 
trademark and brand name of MUFG Union Bank, N.A.

Bluffton 
7 Arley Way, Ste 300 
Bluffton, SC 29910 
Phone: 843-815-0522  

Myrtle Beach 
1359 21st Avenue N, Ste 105                                            
Myrtle Beach, SC 29577 
Phone: 843-448-8122                        

Hilton Head                                         
8 Lafayette Pl, Ste 101 
Hilton Head Island, SC 29926 
Phone: 843-815-0522 

 Pawleys Island 
150 Wall Street 
Pawleys Island, SC 29585 
Phone: 843-237-7418 
 

Myrtle Beach, Jan. 9th: Expo
5



M100 
(Charleston, SC) 

5/7/2020 
THE 

ESSENTIALS OF 
COMMUNITY 
ASSOCIATION 

MANAGEMENT

Successful community 
management starts 
with the essentials! 


This comprehensive 
community 
association 
management course 
provides a practical 
overview for new 
managers, an 
essential review for 
veteran managers and 
an advanced course 
for board members. 
Successful completion 
of the M-100 can be 
the first step toward 
earning the CMCA 
credential, awarded 
by CAMICB.
Go to:

www.caionline.org

We work to get HOAs and homeowners compensation to repair 
construction defects and avoid costly assessments. 
 
We offer initial assessments for your property at no charge
to you.
 
Having formerly represented some of the nation's 
largest builders, we know the other side and how 
to avoid pitfalls.
 
 

 

 

 

 
 
 

 

 

• Proud Member of the SC 
Chapter of the CAI since 2008 

• Member of the Community 
Assn. Law Committee of the SC 
Bar 

• Collections, Consulting, 
Litigation, General Purpose 
HOA/POA Representation 

• SOLUTIONS 

North Charleston ● Columbia 
843.577.5460 

www.finkellaw.com 
 

Sean A. O’Connor, Esq. 

AUGUSTA-CHARLESTON-
CHARLOTTE-COASTAL 
CAROLINA-COLUMBIA-

GREENVILLE

1-800-698-3590
sales@phoenixlandscape.net
www.phoenixlandscape.net

COMMERCIAL LANDSCAPING
LANDSCAPE DESIGN & INSTALLATION

LANDSCAPE MAINTENANCE
SEASONAL FLOWERS
DRAINAGE SOLUTIONS

STORM CLEAN-UP

SOUTH CAROLINA CAI LUNCHEON - CEUS

CONTACT US AT WWW.CAI-SC.ORG OR INFO@BRAINERDCOMMUNICATIONS.COM

LUNCH  
& LEARNs 

WE EXPECT DOZENS 
FOR 2019!

No cost to attendees, limited to managers and 
their invited board members and volunteers 

CEUs

Management 
Company

Huge hit in 2018!

No charge to 
management 
companies.
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The lender for  
community associations.

FIND OUT MORE

Chris Bruffey
SVP, Sr. Commercial Officer, CMCA

919.645.4980
CBruffey@NorthStateBank.com

NMLS# 888666

M201 
(Charleston, SC) 

9/11/2020 
COMMUNITY 
LEADERSHIP

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, 
preventive, 
emergency, corrective 
and scheduled
Go to:

www.caionline.org

More than $60 Million 
in settlements and 

awards since 2008.

WWW.HAYESLAW.ORG
180 Meeting Street 

Suite 330
Charleston, SC 29401

843.805.7003
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Changes 
Happen! 
Always Check the 
Website!

www.cai-sc.org



(866) 403-1588 | info@realmanage.com | www.realmanage.com

ALL- IN-ONE
solution to manage all aspects of  
your community association

 » Financial management
 » Homeowner and resident support
 » Board, resident, vendor, attorney and   

   closing portals
 » Mobile apps
 » Deed restriction management
 » Vendor management

 » Board meeting management
 » Certified community management staff
 » Insurance management 
 » Architectural control
 » Delinquent account management
 » Tax and audit management

M202 
(Charleston, SC) 

10/16/2020 
ASSOCIATION 

COMMUNICATIONS

Learn key 
communication 
techniques to improve 
resident and board 
relations.

This course offers 
communication 
strategies that will 
benefit both new and 
experienced managers 
and provide the skills 
to better understand 
owners and 
volunteers. You’ll learn 
the basics of good 
customer service and 
gain the tools to 
effectively handle 
complaints, write 
newsletters and 
reports and manage 
public relations.
Go to:

www.caionline.org
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