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As busy As we Are, in the midst 
of A boom cycle in our industry, 
few of us are focused on the dan-
gers we face in an area we seldom 
think about - our liability insur-
ance programs. 

Once a year, as renewal time 
approaches, we anxiously await 
the price quotes, and then breathe 
a sigh of relief. “Dodged the bul-
let,” we think. “The cost is a little 
less, or a little more. Problem 
solved for another year.”

Our brokers send us a “binder” 
that, if properly prepared, pro-
vides a list of endorsements - the 
terms and conditions of the policy 
provided by the insurer. 

We glance at the binder, write a 
check, and then turn our atten-
tion elsewhere. Some time later, 
the full policy arrives, which we 
dutifully file away.

So what’s the problem? The 
answer lies in those endorse-

ments. Their purpose is to qualify, 
limit, and restrict the actual cov-
erage provided by the policy.

As an example, my company’s 
policy contained 21 endorsements 
last year. This year, the renewal - 
from the same insurer - contained 
more than 40. How many of those 
endorsements were to my benefit, 
as opposed to my insurer’s ben-
efit? If you guessed that the num-
ber was above zero, you guessed 
too high.

These restrictive endorsements 
limit your coverage in a myriad 
of ways and for plenty of reasons: 
asbestos, mold, welding fumes, 
and work on residential projects, 
to name a few.

Let’s focus our attention on an 
all-too-common and particularly 
dangerous endorsement called 
the “Wrap-Up Exclusion.” Check 
your company’s policy and you’ll 
probably find this: 

“Exclusion - Designated opera-
tions covered by a consolidated 
(Wrap- Up) insurance program.”

Read carefully, and you’ll see that 
the endorsement states that the 
exclusion applies whether or not 
the wrap-up program:

• provides coverage identical to
   that provided by your own
   insurance; 
• has limits adequate to cover
   all claims; or 
• remains in effect. 
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Warning:
Wrap-ups Can Harm Contractors’ Health
Paying close attention to the fine print of your wrap-up insurance policy can save your contracting 

business untold grief.
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President’s	Message:
When will they hear us???

Once again the State Assembly has failed to hear us and “Damages for Delay” appears to be dead.

Although the State Senate passed the bill, the Assembly didn’t let it out of committee.

Doesn’t the Assembly realize that most of us won’t bid work that would put us at risk when there is so much 
good work available without risk?

Public Agency contracts that put us at risk are receiving fewer bids at higher prices.

Why won’t they hear us?

The Mayor’s Office and the City and State building agencies cry out to us to provide more bidders, with better 
prices, yet they fail to hear what we are telling them.

Governor Spitzer, Mayor Bloomberg, it’s time for both of you to clean up the problem which you both can do 
without Legislation.  Eliminate “No Damage for Delay” from your contracts.

A strong declaration of responsibility and fairness in Public Agency contracts is the only thing that will bring 
us back to your bidding area.

I estimate the lack of bidders and the risk your contracts present are costing the taxpayers of this City and 
State in excess of a billion dollars this year and it will only get worse, in the future.

This year make us come back, do the right thing; bring back responsibility to your construction agencies.  It 
is Good Government and Fiscal Soundness.

The ball is in your court!

Fred Levinson
President
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A	ROSY	“BEIGE”	OUTLOOK
Reports from the 12 Federal Reserve 
Banks, based on informal soundings 
taken of businesses in each bank’s 
territory, indicated that economic 
activity continued to expand from 
mid–April through May. The reports 
were released on June 13 and were 
bound in beige covers, hence the tra-
ditional name, “Beige Book.”  Also 
traditional is the reference to each 
bank according to the city in which it 
is headquartered.

J.	P.	Morgan	gets	$200
Million	for	new	Headquarters
J. P. Morgan Chase is receiving more 
than $200 million in tax incentives 
to build a new headquarters in Lower 
Manhattan from New York City and 
New York State.

The package is one of the most lucra-
tive deals in the city but the anticipated 
total incentive figure is less than the 
$650 million that rival Goldman Sachs 
received in its deal with the state two 
years ago.

The new headquarters will consist 
of a 42 story, 1.3 million square foot 
tower with six 60,000 square foot 
trading floors.  The project will create 
an estimated 7,000 jobs.  The Gover-
nor stated that “we have proven once 
again that downtown is the epicenter 
of global capital,” and that “there could 
not be a more affirmative announce-
ment for J. P. Morgan or for New York 
City.”  The bank will pay the state $290 
million.

FYI:	NEWSBRIEFS

2007

Monday,	July	16,	2007
Cherry	Valley	Club
Garden	City,	NY

annual
Golf Outing

STA
SUBCONTRACTORS
TRADE ASSOCIATION

Join	us	for	a	day	of	fun,	food	
and	networking	in	a	relaxed	and	

casual	setting.

For more information, contact
Ron Berger at 212.398.6220 or

e-mail him at:stanyc.berger@verizon.net

An	Open	Letter	to	Governor	Spitzer	
&	Mayor	Bloomberg
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Pinpointing	The	Four	Month	Limitation	For	Court	Review	Of	An
Administrative	Determination	

One of the more perplexing 
issues that parties and their 
attorneys face in dealing with 
Administrative Agencies is when 
does an agency determination 

become final and binding so as 
to start the four month limita-
tion for Court Review. The issue 
is critical for parties dealing 
with Administrative Agencies 
such as contractors and Wicks 
Law subcontractors.

A recent decision of New 
York’s highest Court, the Court 
of Appeals, illustrates the 
dilemma. 

In Walton v. New York State 
Department of Corrections, 
8 NY3d 186 (Feb. 20, 2007), 
one Judge wrote the majority 
opinion, a second Judge wrote 
a separate concurring opinion 
and a third Judge wrote a dis-
senting opinion.

The time to seek Court review 
of an agency decision is limited 
to four months from the time 
when an agency determination 

becomes “final and binding” 
under section 217 of the Civil 
Practice Law & Rules.

One legal writer recently stated 
that the problem has served to 
create “a morgue of meritori-
ous claims,” meaning that peti-
tioners have guessed wrong” 
on when the agency decision 
becomes “final and binding” and 
lost their claims not on the mer-
its but on the time bar.

The legislature has thus far failed 
to come up with an acceptable 
revision – “probably” the writer 
suggests “because it can’t.” The 
Advisory Committee on Civil 
Practice has been unable to 
agree on a solution. 

The writer strongly suggests a 
“fly-to-court doctrine” or “bring 
a review proceeding at the earli-
est possible time of grievance.” If 

it’s too early and gets dismissed, 
bring it later. But that strategy 
may also fail if a busy Court is 
delayed in making an interim 
decision. However, the dissent-
ing opinion in Walton concludes 
in responding to the majority 
opinion: “I do not believe my 
colleagues intend to retract our 
strong message that litigants 
should risk suing prematurely 
rather than too late.” 

In the 1988 Waterside  case, 
the Court split four to three, 
the majority barring the action 
as too late. The author of the 
article observed: “If the Court 
of Appeals divides 4-3 on when 
the four month period begins in 
a given case, how can the prac-
titioner assume to predict with 
confidence the accrual moment” 
and suggests in case of doubt, 
“sue early, sue early, sue early….”

LEGAL	LOG

By	Jay	Kushner,	Esq.	STA	Legal	Counsel
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What	does	all	this	mean?
In the case of  “identical cover-
age,” I’ll offer an example: A sub-
contractor whose work involves 
welding was successful in obtain-
ing a policy that does not contain 
an endorsement deleting cover-
age for welding-fume related 
claims. However, if that subcon-
tractor works on a project under 
a wrap-up program that doesn’t 

cover welding-fume claims, it is 
out of luck. As long as the subcon-
tractor works under the wrap-up, 
its own policy won’t cover a weld-
ing-fume related claim on that 
project.

Turning our attention to “ade-
quate limits,” you might assume 
this restriction is of little concern 
because wrap up programs typi-
cally contain high limits. True, 
but “stuff happens.” 

A few years ago, I was a sub on 
a Times Square office building 
where the hoist tower collapsed. 
This accident caused a death, 
and obviously the consequences 
could have been far worse, result-
ing in more loss of life. Neverthe-
less, I received a letter cautioning 
me that the limits of the wrap-
up might be exceeded, and that 
I should put my own carrier on 
notice. 

Unfortunately, based on the “ade-
quate limits” endorsement, my 
own insurance program would 
be of no help if the wrap-up hit 
its limit.

Lastly, let’s examine the “remains 
in effect” provision - a dangerous 
restriction. Wrap-up programs 
typically provide completed 
operations insurance for a lim-
ited time, such as two or three 
years. With this restriction, you 
have no coverage after the time 
limit expires.

The result is that, if there is a 
claim after the wrap-up expires, 
you face - at a minimum - a 
substantial legal bill, and in the 
worst case, an uninsured judg-
ment that could put your oth-
erwise-successful company into 
bankruptcy!

This restriction is clearly unfair, 
because your current liability 

insurer is otherwise responsible 
for completed operations claims 
for all of your prior projects. For 
a contractor involved with a sig-
nificant number of wrap-ups, 
this restriction provides a much 
reduced risk to the insurer - gen-
erally without reduced premiums 
- and grave risk to the contractor.

In the face of these unfair provi-
sions, it is difficult for the indi-
vidual contractor to protect itself 
from the increasingly limited 
policies offered by insurance 
companies. We, the contractors, 
face an unreasonable risk. 

The Subcontractors Trade Asso-
ciation is exploring several 
approaches that may hopefully 
reverse this trend. Meanwhile, 
be aware and informed, and 
“lobby” your broker and insurer 
to provide insurance that fairly 
safeguards the future of your 
company.

Warning: Wrap-ups Can Harm Contractors’ Health

Continued from Cover Page

“When does an agency 
determination become 

final and binding?”

“Wrap-up programs 
typically provide 

completed operations 
insurance for a limited 

time, such as two or 
three years. With this 

restriction, you have no 
coverage after the time 

limit expires.”
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Introduction
is public work A deAth sentence 
for your business?  With the 
influx of new private commercial 
or institutional ventures, many 
subcontractors are avoiding pub-
lic work.  Public work is just not 
worth the risk when there are 
so many other options available.  
Public agencies are seeing this 
exodus of subcontractors and 
are finally asking how they can 
improve the way they do busi-
ness in order to compete with the 
open market.  

The	SCA	as	an	Example
The New York School Construc-
tion Authority is typical of an 
agency beginning to listen to sub-
contractor concerns.  The SCA 
meets with the STA on a quar-
terly basis to discuss subcontrac-
tor problems and on March 29, 
2007, the STA had its quarterly 
meeting at the SCA’s Long Island 
City office.  The subject of the 
meeting was the SCA’s concern 
that although it has nine billion 
dollars of approved budget over 
the next three years, it is still 
having trouble attracting sub-

contractors to bid its work.  The 
SCA is concerned because a lack 
of bidders results in less competi-
tion and higher bids which ends 
up being uneconomical in the 
long run.  
  
Unlike many agencies, the SCA 
is at least willing to acknowledge 
that there is a problem and speak 
with the subcontractors in order 
to find a resolution.  The problems 
that were voiced by subcontrac-
tors include lack of change order 
approval, massive design flaws 
and failure to closeout projects in 
a timely manner, which ultimately 
results in slow or non-payment.  

Examples of problems include 
MEP subcontractors that 
received approved change orders 
six months prior and still have 
not received payment.  There are 
structural steel subcontractors 
still waiting for a reduction in 
retainage on projects completed 
over a year ago.  Many subcon-
tractors voiced concerns about 
projects being complete for years 
without final payment being 
made because of unapproved 

change orders.  Some subcon-
tractors complained that design 
flaws result in change orders 
equaling forty to fifty percent of 
a contract’s value.  

 Most subcontractors can relate 
to these problems and each 
agency bears some responsibility 
for such bureaucracy.  Although 
many agencies consider these 
problems the normal course of 
business in public works projects, 
the SCA has at least begun to ask 
what can be done to improve the 
problem.

What	can	contractors
do	to	protect	themselves
The first rule to remember is that 
a construction manager/general 
contractor may have its own 
agenda regarding change orders 
or payments, so make certain you 
keep a record of all communica-
tions that a CM/GC may have 
with an agency regarding your 
work and ask to be copied on any 
correspondence relating to your 
work so you can ascertain what 
the CM/GC’s position is towards 
your claims.  If it appears that the 
CM/GC has a different agenda, 
guide yourself accordingly so as 
to prevent waiving any rights 
you may have under the contract 
documents.  

Even if a CM/GC is an ally to you, 
agencies can benefit from confu-
sion and disorganization in the 
payment process.  The longer 
it takes to agree upon change 
orders or close out a project, the 
longer an agency holds onto the 
funds and the more interest the 
government earns on that money.  

Subcontractors cannot afford 
to contribute to that approach.  
It is therefore extremely impor-
tant to keep accurate and con-
cise documentation.  Keep 
detailed change order logs seg-
regating additional labor and 
material costs from contract 
work.

Agency project managers will 
reject change orders because 
of a subcontractor’s failure to 
include backup.  For example, 
if you make a claim for twenty 
additional days of labor and 
material, you should include 
backup with payroll records 
and receipts for the additional 
material costs.  If possible, you 
should identify why additional 
labor and material is not within 
the original scope of work. 

Second, change orders must be 
submitted in a timely manner.  
Keep aware of the time limita-
tions imposed by the contract 
documents.  Before commenc-
ing construction, review the 
contract documents with an 
attorney and create a risk assess-
ment sheet, making note of all 
deadlines for making claims or 
submitting change orders.  If 
an agency fails to respond in a 
timely manner, the subcontrac-
tor must not do the same.  Do 
not let the contract documents 
become your enemy.  

Third, do not perform addi-
tional work without a change 
order.  If an agency has the 
authority to issue a “unilat-
eral change order,” then wait 

JASON SAMueLS

WHAT	ARE	PUBLIC	AGENCIES	DOING	
TO	COMPETE	WITH	A	BOOMING	PRIVATE	SECTOR?
AVOIDING	SLOW	PAYMENT	ON	PUBLIC	PROJECTS

Continued on Page 7

By	Jason	Samuels,	Esq.

“It is the contractors’ responsibility to keep 
the pressure on the legislature and agencies 
to come up with a more reasonable system .”
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consider implementing a stan-
dard form contract for public 
works projects similar to the 
Federal Acquisition Regula-
tions.  This would result in uni-
formity for agency projects and 
would eliminate uncertainty in 
the payment process.  A statute 
similar to the federal “Prompt 
Payment Act” would increase 
contractor confidence.  Finally, 
designers should be held respon-
sible for their work.  Many prob-
lems resulting in slow payment 

are a result of change orders 
that would not have been neces-
sary had design been proper. It 
is the contractors’ responsibility 
to keep the pressure on the leg-
islature and agencies to come up 
with a more reasonable system 
and hopefully we will see more 
successful public works projects 
in the future.  
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WHAT	ARE	PUBLIC	AGENCIES	DOING	TO	COMPETE	WITH	A	BOOMING	
PRIVATE	SECTOR?	AVOIDING	SLOW	PAYMENT	ON	PUBLIC	PROJECTS

until one is issued.  Once work 
is performed, payment loses any 
sense of urgency.  Subcontractors 
must make certain to keep track 
of unapproved or unilaterally 
ordered work.  

Finally, if a project is complete 
but final payment has not been 
made, a subcontractor should 
demand that the CM/GC ask the 
agency to come to the table.  If 
the agency is willing to meet with 
you, try to get a signed statement 
“tolling” your time to protect your 
rights pending final determina-
tion of your claims.  No mat-
ter what, you must protect your 
rights by filing timely claims.  If 
all else fails, commence litigation 
or arbitration.  A contractor can 
not be debarred by an agency for 
protecting its rights. 

What	the	SCA	is	doing
and	what	other		agencies
should	do	to	improve	payment  
The SCA has implemented some 

changes which may ultimately 
help subcontractors get paid in a 
timely manner.  For example, the 
SCA now allows its project man-
agers to approve change orders 
under $25,000.  Change orders 
over $25,000 are submitted to 
a “change order unit” which is 
intended to “cut through the 
red tape” and expedite change 
order approval.  However, if 
change orders are not approved 
by the “change order unit,” the 
SCA is entitled to issue “unilat-
eral change orders” which force 
subcontractors to perform addi-
tional work on a time and mate-
rial basis.  

Time and material often fails to 
take into consideration remobili-
zation or other costs which agen-
cies typically do not want to pay.  
Only time will tell if this creates 
more “red tape” or actually helps 
expedite payment.   

Finally, the legislature should 

Continued from Page 5

Jason Samuels, Esq. is the founder of Jason 
Samuels, P.C., a Long Island based law 
firm specializing  in construction  and real 
estate. For more information visit
www.samuelslaw.net
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Our members are at the heart of the StA. As an ongoing feature in our monthly 
newsletter, we will introduce you to several of our members each month.

Robert A. Samela, President of A.C. 
Associates, operates one of the larg-
est metal deck erecting firms in the 
metropolitan New York area. The 
firm works with all types of deck-
ing for commercial, industrial, 
transportation and residential con-
struction projects and counts some 
of New York’s largest contractors 
amongst its clientele.  In existence 
since 1972, Robert joined the firm 
in 1976 and worked his way up 
in the firm to President in 1989. 

The secret to the firm’s longevity and 
success lies in honoring the promises 
it makes to its clients.  According to 
Robert, “we  perform  what we prom-
ise at the price that we promise.”  In 
doing business with A.C. Associates, 
clients are guaranteed that the num-
bers will not change and that the 
product is always as promised – if not 
exceeding – their expectations.   “Our 
clients are important,” adds Robert.
The firm is currently working on 
projects at One York Street in the 
Tribeca area and for the Sloan Ket-
tering Hospital, to name a few. 
They have recently completed work 
on 7 World Trade Center, Ikea 
Brooklyn and both newly refur-
bished terminals at JFK Airport 
for Jet Blue and American Airlines.

Advice that Robert can impart to new 
subcontractors is to tell the truth.  
“Tell the client what you truly can 
deliver and not tell them what you 
think they want to hear,” he affirms.

STA	Membership	Has	Added	Value
Being a member of the STA has 
helped introduce him to new clients 
and has opened up the opportunity 
of allowing him to have dialogue 
with various agencies. “It is a great 
networking opportunity,” says Rob-
ert who heads up the committee for 
the Business Practice Interchange 
(BPI). According to Robert, “having 
the power of hundreds of voices be-
hind you gives you a greater ability 
to make an impact and strengthens 
your ability to get your points across”.

Along with his current position as 
Vice President of the STA Robert is 
also an active member and current 
President of the BTEA, and on its 
Board of Governors since 1997. He is 
also a board member and past Presi-
dent of Allied Building Metal Indus-
tries and a non-member advisor to the 
American Society of Civil Engineers 
on their Steel Deck with Concrete 
Standards Committee since 1987.

“We perform what we 
promise at the price that we 
promise.”  

A.C.	Associates

Successful	Contractors	Share	Best	Business	Practices

Robert Weiss, Vice-President of 
A.J. McNulty & Co., Inc. is a third 
generation subcontractor following 
in the footsteps of his grandfather 
Paul Weiss, who joined the firm in 
the 1930s.  Eventually assuming the 
leadership of McNulty – a structural 
steel and precast concrete construc-
tion firm – Paul brought Robert’s fa-
ther, Larry, aboard in the early 1970s. 
Robert, joined the firm in 1992.

Hire	the	Right	People
Robert attributes his family’s suc-
cess to hiring the right people.  “We 
have great support from our engi-
neers, project managers, iron work-
ers and staff,” says Robert who also 
attributes  the firm’s success      to “mak-
ing the right contacts” and provid-
ing quality service: “We do the right 
thing, so we have repeat customers.”

Some of the projects recently com-
pleted by the firm are a new 20 
story, 10,000 ton steel tower for 
Citigroup in Long Island City and a 
17 story addition to Sloan Kettering  
in Manhattan. The firm currently 
has two projects slated for Con Ed 
and they will also be erecting the 
New Rego Park Mall later this fall.

Robert is also Vice-President of 
Cranes, Inc., one of the largest equip-
ment rental companies in the met-
ropolitan area. So when OSHA was 
looking for an industry professional 
to help effect change and re-write 
the new federal standards for crane 
operations, he was naturally tapped 
to join them in Washington D.C. 
for monthly negotiated rule mak-
ing meetings.  He  was so effective, 
that New York City is looking to his 
expertise to help them rewrite their 
standard crane practices as well.

STA’s	Value:	Access	Yields
Important	Information
Robert’s advice for new subcontrac-
tors is a philosophy that has been 
a thread throughout his family’s 
long thriving firm and that is “get 
involved.” Robert points out with 
pride, that his grandfather was an 
STA director and that his dad is a 
former President of the Association.
“Join associations such as BTEA and 
STA, the advice and counsel they 
offer is invaluable. As subcontrac-
tors we have become bankers to the 
construction industry,” he states. 
“Laying out money and facing delays 
in receiving timely payments can 
cripple a lot of young firms. The STA 
is a valuable resource and the only 
true advocate for subcontractors.”

A.J.	McNulty	&	Co.,	Inc.

“We do the right thing, so 
we have repeat customers.”

June 2007
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Jerry Liss, a third generation sub-
contractor, is Chief Executive Officer 
of A. Liss & Company, Inc. a family-
owned business founded in 1936 by 
his grandfather Isidore Liss.  At the 
time, the company established its 
reputation by building box trucks for 
New York’s garment district and was 
eventually expanded to include ware-
house, storage and safety equipment.

From Jerry’s grandfather, the com-
pany was passed down to his father, 
Carl and uncle, Bernard; and by the 
early 1990s, Jerry became Chief Ex-
ecutive Officer of the company while 
his brother Jeff became President.  
At that point, Jerry and his brother 
decided to focus the company on the 
business of supplying general con-
tractors with Division 10 specialty 
products, providing them with lock-
ers, shelving and other necessities.  
Under the leadership of Jerry and 
Jeff, the company became a leader in 
the field throughout the tri-state area.

According to Jerry, the company’s 
goal and philosophy is “to build rela-
tionships with contractors.”  For this 
reason, Jerry places a high emphasis 
on the importance of quality and 

service.  “Price is important,” says 
Jerry, “but delivering on time with 
quality keeps them coming back.”

A. Liss & Company, Inc. completes 
over 1200 jobs a year, both large 
and small.  Amongst its work on 
some of the tri-state area’s most 
prestigious projects, A. Liss & 
Company, Inc. includes the Dev-
ils’ arena in New Jersey, the Cy-
clones’ stadium in Brooklyn, and 
Times Square Tower in Manhattan.
Jerry’s advice to up and coming sub-
contractors is to “pay attention to 
detail and focus on your relationship 
with the client as the number one pri-
ority.”  According to Jerry, “if you can  
build that relationship with qual-
ity service, the contracts will come.”

The	Benefits	of	STA	Membership
Membership in the STA has proved 
pivotal for Jerry in growing the com-
pany.  “The STA gives us access to 
individuals, organizations and com-
panies which have resulted in con-
tracts for us,” says Jerry who goes on 
to say that the STA provides him with 
a  network  that  keeps  him  abreast 
of what’s going on in the industry.

“Pay attention to detail and 
focus on your relationship 
with the client as the 
number one priority.”  

A.	Liss	&	Company,	Inc.

Robert Ansbro, President of The New 
York Roofing Company, presides over 
a 157 year tradition in the roofing and 
waterproofing business and a legacy 
of having taken part in some of New 
York’s most famous building projects.

Robert’s career with the company 
began in 1967 when he was hired as 
an estimator after having worked at 
HRH Construction Corporation.  In 
1984, Robert was elected President.

The New York Roofing Company 
specializes in commercial roofing, 
waterproofing, sheet metal work, 
landmark restoration and does work 
for all of the City’s major construc-
tion managers and general contrac-
tors.  Several of the company’s re-
cent accomplishments are its work 
at the Battery Maritime Building in 
Lower Manhattan, 7 World Trade 
Center, The Butler Library at Co-
lumbia University and the Bank of 
America building at Bryant Park. 

Best	Practices:
Honesty	is	Smart	Business
The New York Roofing Company 
is a service-oriented company, and 
it’s the company’s work ethic that is 
the key to its success. “I am a people 
person,” says Robert, “I like to deal on 
the level of individuals and provide 

individualized service to companies.”  
What is most important above all to 
Robert is the importance of being 
honest, which he holds in the high-
est regard.  “Your word is your bond 
and to be successful I would advise 
any subcontractor to remember that 
honesty is smart business.”

Get	Paid	on	Time
To new and established subcon-
tractors, Robert cannot emphasize 
enough the importance of prompt 
pay and knowing your real cost 
including insurance and over-
head. “Make sure you make a fair 
profit,” is the advice Robert gives.

STA	Makes	a	Difference
The New York Roofing Company 
has been a member of the BTEA 
since its inception and of the STA 
for over 40 years. The New York 
Roofing company has benefited 
from membership in both organi-
zations many times. The STA is the 
only organization that represents 
subcontractors and “The flow of in-
formation from the STA is crucial to 
the running of a successful business,” 
says Robert. The Business Practices 
Interchange (BPI) evaluates contrac-
tors and agencies and is a committee 
that has helped us with prompt pay.

The	New	York	Roofing	Company

“Your word is your bond 
and to be successful I would 
advise any subcontractor to 
remember that honesty is 
smart business.”

Successful	Contractors	Share	Best	Business	Practices
if you have best practices to share, please contact ron berger, StA’s executive director, 
at 212 398-6220 and we will try to include them in one of our upcoming issues.
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COST FOR PERFORMING WORK AT:

- 87 Schools  
- 8 Different DEP sites 
- Time Warner  
- Mayflower  
- Goldman Sachs  
- NY Hospital  
- Einstein Hospital  
- 1 Hanson Place 
- Bellevue Hospital  
- John Jay College 
- 325 5th Street  
- East River Repowering  
- 7 WTC  
- Ravenswood Reheat 
- Bronx Zoo  
- Corona Shops  
- Building “O” 

: $1,000,000,000 

Able to COMPLETE Plumbing & Heating projects ON TIME, SAFELY
and with INTEGRITY.

StA Subcontractors News 11June 2007
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DRIVEN.
We go above and beyond for every client, every day.

Our passion drives us, our commitment gets it done.  That’s why this industry’s biggest names count on Allied North America.  As 
construction insurance specialists, our clients count on us for what we know and who we are.  We’re passionate professionals 
respected for our knowledge and consistency, joined together from coast to coast by an unwavering industry focus that’s guided 
our growth for over 25 years.  Allied North America: Risk management specialists for the construction industry.

1-866-525-3606 |  www.alliedna.com

President & CEO
Allied North America

HENRY LOMBARDI

ALLI2007_Henry_7.5x9.5_SCN_4C.in1   1 4/23/07   11:58:23 AM
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SPECIALIZING IN CONSTRUCTION LAW FOR OVER 40 YEARS
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OTHER OFFICES:
MANHATTAN, WESTCH-

GRASSI & CO.
CPAs & SUCCESS CONSULTANTSTM

WWW.GRASSICPAS.COM 

HEADQUARTERS:
LAKE SUCCESS
516-256-3500

OTHER OFFICES:
MANHATTAN, WESTCHESTER, 
CHARLOTTE, NC

AN INDEPENDENT MEMBER FIRM OF MOORE STEPHENS INTERNATIONAL LIMITED 
WITH OFFICES IN PRINCIPAL CITIES WORLDWIDE

A C C O U N TA B I L I T Y

"Good men prefer 
to be accountable."

MICHAEL EDWARDS Accountability...Grassi & Co.

GRASSI & CO - CPA’S & SUCCESS CONSULTANTS
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SUBCONTRACTORS	NEWS
1430 Broadway • Suite 1600
New York, NY 10018

T:   212.398.6220
F:   212.398.6224

e-mail: subcontractorstrade@verizon.net
website: www.stanyc.com

Officers

Fred Levinson, President
Alan Nathanson, Vice President
Robert Samela, Vice President
Gary Segal, Treasurer
W. Scott Rives, Secretary
Ronald S. Berger, Executive Director

Upcoming	Events

Annual	Golf	Outing
Monday, July 16, 2007
Cherry Valley Country Club,
Garden City, New York

Executive	Committe	Meeting
Thursday, September 6, 2007 – 8:00 AM

Board	of	Directors	Meeting
Tuesday, September 11, 2007 – 5:30 PM

Membership	Dinner	Meeting
Wednesday, September 26, 2007 – 5:30 PM

Board	of	Directors:

JOSEPH AZARA
C.D.E. Air Conditioning

JOHN A. FINNAMORE
Jordan Panel Systems Corp.

JERRY LISS
A.  Liss & Co., Inc.

HENRY L. GOLDBERG
Goldberg & Connolly

RANDY RIFELLI
United Iron

DAVID HARRON
A/C Electric

ROBERT ANSBRO
The New York Roofing Company

MICHAEL D. CHAFETZ
MDC Construction Management

MONET MILAD
Milad Contracting Corp

ROBERT WEISS
A.J. McNulty & Co., Inc.

JOHN VILLAFANE
Eldor Electric, LLC

GUY VANDEVAARST
Empire System Solutions

CRAIG GILSTON
Gilston Electrical Contracting

BENEDETTO GIAMBRONE
B.G. National Plumbing & Heating, Inc.
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