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WHAT WE HAVE TO DO TO SALVAGE HOME SALES 

AT DELAIRE 
  
Delaire’s home sales are in a NEVER-ENDING NOSEDIVE. MOST COMMUNITIES 
ARE BEING REVITALIZED BY AN INCREASE DEMAND OF EXISTING HOME 
SALES, DUE TO A SHORTAGE SHAPED DURING THE HOUSING CRISIS OF 
2008 TO 2014.  SPURRING ON THE NEW HOME SALES ARE THE RESULTS OF 
WHAT HAPPENS WHEN THE DEMAND IS EXHAUSTED BY LIMITED 
AVAILABILITY. 
  
WITH ALL OF THE GOOD SIGNS IN THE SYSTEM FOR BETTER HOME SALES 
AND INCREASED PROPERTY VALUES AROUND FLORIDA, DELAIRE IS ON 
THE BOTTOM OF THE LIST. DELAIRE IS FALLING OFF THE CHARTS. SUCH A 
MOMENTOUS FAILURE CAST MISGIVINGS ON OUR ELECTED 
GOVERNORS.  5 HOME SALES SINCE THE BEGINNING OF THE YEAR 
FORECASTS DISASTER! 
  
Our leadership is more interested in remaining in power than maintain the store. 
Improving property values seems of little interest vs their abuse of power. They go 
on rampages demonizing members which tell the facts regarding 
their“incompetence”. They engage in punishing members that force their feet to 
the fire. They do so by abusing the grievance by-laws. Replacing members' rights 
with illegal selective enforcement. They look the other way when a board member 
is caught in the act of “forging signatures on ballots, conducting “voter fraud”. The 
order of the day is to “BULLY” spend “other people’s money”, never planning 
properly on “projects and do overs”. 
  
In their letters to members excusing failures, the messages are nothing but twists 
that evade the truth. What is written in one is often revised in the second one after 
the evaluation is given at www.delairegovernance.com.  Karpel's letter of May 30th 
describes a hole by hole plan of revamping the golf courses. When requested to 
display the plan on the Delaire web, Karpel quickly changes his tune and on June 
23rd wrote there is no such plan. Had it not been 
for www.delairegovernance.com ,  there would be no mention made that no plan 
exists. We keep the membership apprised of what is really going on. We bring the 
news constantly as it is happening; not reading us on a regular basis is denying 
transparency. 
  
The biggest hindrance to our property values was initiated when our unskilled 
management chose to take in non-resident members at bargain pricing. The 
board refuses to recognize that we cannot entice new home buyers with an 
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“ungainly” plan for them, versus the bargain price for the non-resident 
membership. All members must pay equally if they are to make use of our facilities! 
  
New home buyers have to pay $80,000 initiation fee and a dues structure of 
$36,000 a year after assessments and POA charges. Non-resident members reap 
the same privileges without an initiation fee and a 50% dues reduction to 
$18,000 a year with a free use of a golf cart, and are not encumbered with 
mandatory membership. There is no incentive to become a mandatory member, 
that HURTS OUR PROPERTY VALUES. It took a few years for the prediction to 
materialize. The data shows the fallacy of the “IMPOSSIBLE DREAM”. 
  
In a recent article in the Wall Street Journal dated Saturday June 24th 
captioned “Buyers Fuel Market for newHomes”. The commerce department was 
pleased to announce that new home sales rose 12.2% in the month of May. The 
name of the housing market game over the past few years has been, LOW 
SUPPLY NOT LOW DEMAND! The national Association of Realtors reported sales 
of existing homes at an annual rate of 5.62 million. The median property remains on 
the market for just 27 days in May, the shortest time since the trade group began 
tracking.  None of this is happening in Delaire. There can be no longer a question 
that we have incompetent managers who are not interested in the Home 
Owners. The program they have devised for non-resident members is a 
testimonial of why we can’t sell homes at Delaire and why our property values 
are in a NOSEDIVE!  We must fire these incompetent managers and do it 
ASAP! 
  
Home sales in a mandatory membership community are the lifeblood to property 
values, if done properly. It builds prosperity and status for the membership. 
Everybody wants to live in a place that is sought after and gives prestige as well as 
value to the people that live in a highly regarded place. Country Club life is on 
a decline. People are more interested toward travel and mobility, the opposite 
of mandatory membership.  Gated communities with golf courses are no longer 
being built. On the other hand limited availability can create more demand. 
Having sold only 5 houses in the last 6 months is an indication of an imminent 
forecast of disaster for our future as well as our leadership is LEADING FROM 
BEHIND. 
  
Country Club way of life is undergoing major lifestyle changes which will affect their 
future existence. 
  
No longer are the rich and the affluent retirees interested as they once were. The 
question to be asked is: What isthe prerequisite to survive in an atmosphere of 
change? What does it take that keeps up the demand for such enterprises? 
Simply put, it requires leadership, professionalism, dedication to long 



thought-out planning. Those are the details that keep members in awe, and the 
outsiders interested in joining such a neighborhood. 
  
Based on the home sales we are experiencing at Delaire we are on the opposite 
wave length. Hence the NEVER ENDING NOSEDIVE.  Delaire’s property values 
are falling. The handwriting is on the wall. There have been a number of Country 
Clubs just this year that have been sold to Home developers, the result of 
incompetent not caring management. Polo Trace, Woodlands, the Fountains, the 
Hamlet, Crystal Country Club and more to come. Is Delaire a candidate? The good 
news is that the developers pay good money for good locations. Delaire is amongst 
the best locations in Southern Florida. That may be one way for our equity members 
to come out ahead.  A good reason not to panic and run. Stay the course!  Perhaps 
just voting out mandatory membership will alleviate falling home sales?  Without the 
mantle of mandatory membership, management will have to treat our equity 
members with kid gloves and not take them for granted! 
  
To avoid the homegrown disaster, we have to go back to basics. A step-by-step 
strategy to make the mandatory members feel significant and keep them 
interested in maintaining the exclusive feeling of being held in esteem. The feeling 
of importance and belonging must be conveyed so that all mandatory 
members only think in terms of their comfort and less about the costs. The price tag 
will be justified by the increases in property values as they outstrip all costs. It 
takes planning as the times change. It is very much in the same vein as what 
makes some Hotels and Resorts and all businesses successful while others 
fail. It is usually a simple well detailed plan, well executed and always carried out 
with a dedication to excel. THE CUSTOMER IS ALWAYS RIGHT is the very 
credence to success.Members of a club are customers not to be ignored or 
taken for granted and must be nurtured.  Such a venue plays exclusively to the 
outsiders that are needed in a standby proximity to replenish those that depart for 
various reasons. 
  
In a membership home equity environment, one of the most important fears is to 
keeps the prices of the homes up. Values will only keep rising if homes are being 
sought by those that want all of the services and a way of life that has been 
observed and talked about known as a “reputation”. That is how the outsiders 
perceive the club that interests them. THAT IS NOT HOW DELAIRE IS VIEWED 
SINCE THE ADVENT OF THE NON-RESIDENT MEMBERSHIP AT BARGAIN 
BASEMENT PRICING AND THE ATTITUDE OF THE BOARD MEMBERS 
FEELING TOWARD THE EQUITY MEMBERSHIP.  From the day we Okayed such 
a silly step and ever since, we have lost property values similarly experienced when 
driving a new car out of the Dealer showroom depleting its value drastically. 
  



In simple terms management must convey the feeling of service, service and more 
service. The administration must not become involved in diminishment of their 
members under any circumstances.  Members must not partake in such a 
diminutive exercise. At all times there must be a feeling of camaraderie. If not, the 
membership will pay the cost. If the members are blasé with the goings on with their 
management, their lethargy extracts a stiff price. Keeping home values in check 
requires attention to details by every homeowner. At Delaire we have reached that 
destructive level.  That is the outcome of a blasé membership.  That is what BUYER 
BEWARE is all about! Those who are in the market trying to sell their houses are 
finding the results of having gone along with the unwise notions the board 
formulated toward those who dared to oppose their tormented ways.  We now find 
that past estrangements against members have brought us to this reality. The costs 
are reflected in the downgrading of property values. Property values will shrink 
quickly due to gossip and condoning Bullying Tactics. The leadership as we know it 
to be at Delaire cannot be reformed fast enough to live up to the principles needed 
for our survival. There is but one way to make the required changes that will save 
our club. 
  
The hard facts are we must rid ourselves of the people that have gotten us into such 
problems.  FIRE THEM!  That is the only sure way to survival. Better now than 
when it is too late. 
  
We must change the blasé attitude of the membership with a call to action. Waiting 
is no longer an option! 
  
We are in hard times due to incompetence. There is no longer a question 
regarding the management misadventures that have been perpetrated onto 
our membership. The evidence of the failed Golf Enhancement Program is clear 
enough. Karpel and Salzman the ministers of spin have confessed, but not taken 
responsibility for their unprofessionalism!  Karpel’s latest June 23rd letter with 
the Summer Project Cost, if studied carefully reveals that little is being done that 
will lift us out of the our stagnation.  Our 27 hole golf course takes up approximately 
130 acres. We were told that the Pine Straw that destroyed our golf course would 
be replaced with SOD during the summer months.  Reading the hole by hole 
budget, the “Summer Project Cost submitted with the 6/23/2017 Karpel 
correspondence” shows that we have only added 4.5 acres of SOD on a 130 
acre golf course. What is worse, “THEY” again spend equal amounts of money 
for UGLY pine straw that blows away vs grass which is permanent and 
beautiful. How will this cure our golf course misadventure? 
  
The golf course is the ultimate “sweetener” for “tempting” new prospective 
members. Having the best golf course is the way forward to selling existing homes. 
It revitalizes mandatory members for the future. It keep our property values intact 
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and justify the investment with an anticipation property increases in the future. Not 
having the best, but the worst golf course is a formula for failure. One look at 
our courses by outsiders, who compare us with other availabilities, fully explains 
the NOSEDIVE to our property values! 

  
“WE ARE THE BOARD AND CAN DO AS WE PLEASE” CAN NO 

LONGER BE TOLERATED!!! 
THE BOARD NEEDS TO GO 

 


