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Found Money
A right-of-entry agreement can be a source of nonassessment revenue for associations. 
BY ADAM BALKCOM

Many association managers and 
boards—and even some senior 

executives—don’t realize that common-
interest communities, like local govern-
ments, have the right to be compensated 
when cable and Internet (broadband) pro-
viders use association common property to 
reach individuals’ homes or units. 

Broadband providers pay local govern-
ments for access to run lines under public 
roads or piggyback along power lines. But 
once these lines reach the boundaries of 
a common-interest community, providers 
enter—often without permission or com-
pensation to the association—via private 
roads, walls or other common elements.

WHAT IS A RIGHT-OF-ENTRY 
AGREEMENT?
A right-of-entry agreement is a contract 
that gives a broadband provider permis-
sion to place lines and equipment on com-
mon-area property within a community to 
offer its service to individual homeowners. 

The contract stipulates how the cable 
provider will compensate the association 
for using its property and how the pro-
vider will place and maintain its equip-
ment and wiring. 

Compensation usually is a one-time, 
up-front payment that can range from 
$500 to $150,000 or more depending on 
the community’s size. In some cases, the 
association receives a small share of the 
revenue generated from residents’ cable 
subscriptions. Terms can be from five to 
10 years, and agreements can be renego-
tiated—for additional compensation—at 
the end of a term.

Every common-interest community 
is served by at least one broadband pro-
vider. Some communities, particularly 
high-rise condominiums, purchase ser-
vices for all residents in the community at 
a rate that can be as much as 40 percent 
less than what an individual homeowner 
might pay. This is called a bulk cable or 
Internet agreement. An association can 
negotiate bulk rates for any level of cable 
and Internet service; residents who want 
more—beyond the bulk services—pay for 
upgrades individually. 

Every association, including condo-
miniums, townhome and single-family 
home communities with private streets, 
should have a right-of-entry agreement. 
Single-family home communities on 
public roads don’t qualify for these agree-
ments, however, because providers already 
have permission from local government 
to use public roads for access. 

STATUS AND TERMS  
OF AGREEMENTS
Managers may want to find out if their 
client communities already have right-of-
entry agreements with their cable provid-
ers. If they do, what is the status and what 
are the terms? Some agreements can have 
tricky cancellation or auto-renew clauses 
that may prolong terms for little or no 
future compensation. 

If no agreement exists, talk to the 
association board about entering into one. 
Residents will see no change in their ser-
vice or rates, and a right-of-entry agree-
ment with one provider won’t prevent 
other providers from offering residents » 

FOR MORE INFORMATION

Cable and Internet Providers: Rights, Technology and Revenue is an on-
demand webinar that details how managers and board members can control 
the on-site activities of service providers, take advantage of new technology 
and generate revenue for communities. Earn one credit hour for recertifica-
tion. Available at www.caionline.org/webinars. Member price: $69.
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their services—or the community from 
signing right-of-entry agreements with 
additional providers. 

POTENTIALLY BIG COMPENSATION
Marketing is the only exclusive aspect 
of an agreement. Most right-of-entry 
agreements include some sort of market-
ing clause that permits the provider to 
use the association’s newsletter or web-
site to promote services to residents. 

Of course, the terms of any market-
ing clause and the agreed-upon compen-
sation are unique to each community, 
but it’s important that the association 
controls when, where and how mar-
keting reaches residents.

In many cases, compensation in 
right-of-entry agreements is tied 
to the language about market-
ing. If negotiated correctly, the 
marketing will have little to 
no impact on the board and 
community. Some provid-
ers use this feature only to 
block other providers from 
marketing within a com-
munity. 

A CONSULTANT’S VALUE 
Managers need to know what agree-
ments exist that affect the communi-
ties they manage; they also should have 
copies of those agreements. 

Just as it’s important for an associa-
tion to hire a qualified landscaper or 
pool maintenance company, it’s also 
important to hire a specialist to negoti-
ate a community’s right-of-entry agree-
ment and manage a provider’s activities 
within a community after an agreement 
is signed.

Researching whether a right-of- 
entry agreement exists, negotiating a 
new agreement with providers or moni-
toring an existing agreement can be 
time-consuming. Managers and man-
agement companies shouldn’t hesitate to 
reach out to broadband consultants. 

To find a qualified consultant, search 
“broadband consulting” or “right-of-entry 
consultant” in your Internet browser. Only 
consider consultants with verifiable refer-
ences and testimonials from communities 
similar to those you manage. 

A knowledgeable consultant can pro-

vide the status of right-of-entry agree-
ments for all associations in a manage-
ment company’s portfolio. And, when 
negotiating new agreements, consultants 
have access to in-depth knowledge about 
providers, the most beneficial terms, com-
pensation thresholds and what marketing 
will look like after an agreement is signed. 

Some consultants achieve increased 
negotiating power by grouping an asso-
ciation with other common-interest 
communities. 

Make sure the consultant you select 
specializes in homeowners associa-
tions—many do not—and will provide 

guidance on marketing requests and tech-
nical issues in the agreement.

THE REALITY
Whether or not a right-of-entry agree-
ment is in place, broadband providers will 
enter a community. An association with 
an appropriate agreement in place will be 
compensated for this access and have the 
ability to control providers’ actions within 
its boundaries.

A transparent right-of-entry agree-
ment can ensure that any association 
receives a generous compensation—and 
the association manager or management 

company will look like a hero for 
creatively boosting the associa-
tion’s nonassessment income. 

Adam Balkcom is a partner at 
Broadband Planning, a consult-
ing company that advocates 
for homeowners associations 
with broadband provid-
ers. He served as presi-
dent of an Atlanta-area 
homeowners association 
for more than five years. 
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FOUND MONEY, FROM PAGE 7

Lessons Learned 
An association board member shares what he learned about 
contracts with broadband providers. 
BY DAVID HOLT 

The 10-year cable contract signed by our community’s developer was about 
to expire. Should we renew? We reviewed it carefully and made a decision. It 
was educational. Here’s what we learned:
z Hire a consultant who advocates for homeowners associations with broad-

band providers to help you through this complicated process. 
z Prepare residents. Rewiring will be disruptive, messy and probably noisy. 

Keep reminding them they’re going to save as much as 50 percent, get 
more service and be able to upgrade at reasonable prices. 

z Consult an attorney who specializes in telecommunications—someone 
who can write service-level agreements that spell out specific engineering 
and equipment requirements and performance and network standards 
that are common in commercial-grade telecommunications contracts. It’s a 
niche field, and there’s an art to creating and comprehending the lan-
guage in such contracts. 

z Establish an advisory panel of homeowners who are knowledgeable in 
large-scale networking services to monitor the process and to serve as 
liaison among residents, contractors and the board.

z Now, sit back and enjoy all those extra channels and the increased speed 
on your Internet browser.

David Holt is a member of CAI’s Community Association Volunteers Committee (CAVC) 
and the first board president after the transition of the Legends Golf and Country 
Community Association in Clermont, Fla.


