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hen it comes to taking care of various needs through-
out a community, property managers and board mem-
bers rely on many vendors to ensure all areas are 
addressed. From security to landscaping, budgets, and 
much, much more, there is an abundance of businesses W
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Vetting Your Vendors
THE IMPORTANCE OF QUALIFYING SERVICE PROVIDERS
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that offer help. With so 
many options in each 
field, communities often 
have staggering amounts 
of information to sort 
through to determine 
which vendor(s) to 
choose. While it may 
come down to the bids 
and costs, there are also 
many ways to qualify 
businesses and narrow 
down the choices 
beforehand. 
       First, check the 
specialization of the 
company you are inter-
ested in. It may seem 
obvious at first, but 
many companies special-
ize in different services 
and/or markets that are 
not clearly stated. Where 
this becomes important 
for communities is 
whether or not a compa-
ny has a primary focus 
on assisting residential 
properties and associa-
tions or also services 
commercial properties. 
While it may not be the 
deciding factor, and 
many companies can 
work efficiently with 
both, some have a better 
understanding of the 
unique needs of commu-
nities after dedication to 
and experience with that 
particular market. 
       Also, check with 
each business about 
third-party vendors 
involved in their ser-
vices. Often a big com-
plaint from communities 
is the implicit use of 
other businesses to com-
plete or service a project. 
Some-times a company 
will need to use other 
vendors to install or 

implement products. However, if this is not clearly stated, commu-
nities are typically confused by the additional vendor, or worse, the 
additional vendor also adds unanticipated delays to the project. At 
other times, a separate vendor will be used to service the product 
when it no longer functions properly. Again, if this is not clearly 
established, communities are forced to find a supplementary vendor. 
       Communities should expect that third-party vendors will some-
times need to be used for special projects or services, but it is crucial 
that the association ask first. Honest businesses will explain when 
and where third-party vendors are needed and set the expectations 
for the project. It is important to note that there are many all-inclu-
sive vendors who install, implement, service, and more for their 
products. This helps avoid, as much as possible, the complications 
that can come with using multiple parties. 
       In addition to asking about third-party vendors used, communi-
ties should ask each vendor for references. This goes beyond 
requesting pictures or examples of the services that the association is 
interested in from each business. Ask each vendor if there are com-
munities nearby that have used or currently use the products. If so, 
property managers and board members may have the opportunity 
to see how a product is used in person. 
       Many more references can also be found online. Not just with 
Google and social media reviews, but also credible journals speak 
with and to the vendors on a regular basis. Also, look for testimoni-
als or case studies involving the service provider and their products 
or services. These often provide insight into the customers and part-
ners that are associated with the business. 
       These methods for vetting vendors may require extra research 
from a community association, but the return can be well worth it 
when a qualified vendor is chosen. With a qualified service provider 
assisting or servicing a community, the association is left with few 
unanswered questions. When questions do come up, the association 
knows who to contact to have the questions addressed. Plus, spend-
ing the time vetting vendors beforehand with thorough analysis of 
each will help a community avoid the many hassles that can come 
when an unqualified or unsuitable vendor is chosen. 
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