
SubcontractorS newS

September 2007

STA
SUBCONTRACTORS
TRADE ASSOCIATION

LEARN HOW TO GET PAID ON TIME
Get Paid 2, scheduled for october 16 at terrace on 
the Park, is a special 90-minute Interactive Forum 
featuring seven industry professionals who will share 
best practices to get paid on time.

“The problem is not one-sided,” says Robert Samela, 
Vice President of the STA and the Program’s moderator. 
“As an industry, subcontractors need to implement 
best practices that will create the platform for prompt 
payment. Timely invoicing, accurate and complete 
documentation, better change order procedures 
are just some of the strategies that will be reviewed 
at our forum, explains Samela. “In addition, we will 
be reviewing the impact of prompt  payment laws, 
pre-construction negotiating strategies, retainage 
reduction alternatives, contract provisions and many 
other strategies that can help subcontractors get paid 
on time.”

“If you are getting paid on time,
you don’t need to attend.
If you’re not, you can’t afford not to.”

As Arthur Rubinstein, past president of the STA and 
owner of his own steel fabrication contracting firm 
notes, “If you are getting paid on time, you don’t 
need to attend.  If you’re not, you can’t afford not to.  
Sharing best practices and creating new ones that 
make bottom line sense for us as an industry will 
make a difference in creating better payment and 
procurement processes.”

HOW TO REGISTER
Please contact STA at 212.398.6220 to make your 
reservations. The fee for the program is $65 for 
members (advance registration); $70 at the door and 
$75 for non-members. 
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GETPAID2
Are You Getting Paid On Time?
If the answer is ‘Yes,’ read no more.  If it is ‘No.’ register to attend 
STA’s Special Tuesday, October 16 Forum 

SAFETY FIRST: Louis Coletti to Address September 26 STA General Membership Meeting

Save the Date

9/26/07

Terrace on the Park

STA General Membership Meeting

Louis J. Colleti, President of the Building Trades & Employers 
Association, will address STA’s next General Membership Meeting 
scheduled Wednesday evening, September 26, 2007, from 5.30 pm 
to 8.00 pm at Terrace on the Park.  Mr. Coletti will focus on safety 
initiatives in construction.  He will  also share his views on the issues 
created by the recent construction accident at Deutsche Bank and  
its long term implications on the industry.

Seating	is	limited.		To	register,	contact	Ron	Berger	at	
212.398.6220	or	email	him	at	stanyc.berger@verizon.net

Samela

Change The Date
STA’s October Meeting is 

rescheduled for
Tuesday October 16.

Get Paid 2
Terrace on the Park
4.45 pm - 8 pm.

For more information, call Ron 
Berger at 212.398.6220

or visit
www.stanyc.com/getpaid2.pdf

Responding to its membership and to New York City’s expanding construction agenda, STA is launching 
an industry wide campaign to address critically needed changes in payment and procurement processes for 
subcontractors.

Ansbro Rubinstein Checchi Levinson Rapaport Azara



President’s Message:
Our organization goes under the moniker of Subcontractors Trade Association but the name should change 
to “Unlimited Bankers Association” based on current treatment, ESPECIALLY in the Public Works arena.

Bidding a Public Works project is risky enough, without having to deal with a one-sided contract of adhe-
sion. No damages for delay, absolute requirements to protect your work and dozens of other “gotcha clauses” 
are designed purportedly to “protect the City from unscrupulous contractors”, but in effect are used as a 
weapon to destroy legitimate and qualified contractors.

Add to these unwarranted clauses the fact that contractors are “forced” to do change order work even if it is 
outside their scope of work or of  a significant value, requiring use of a lot more funds than anticipated at the 
time of bid. It will take many months and perhaps a year or more to be reimbursed for its’ costs, and then 
only if it passes the whim of the City’s manager and a dozen auditors. If a contractor refuses to perform the 
change order, they are vendex, debarred or unsatted. If they perform the work, not only will it take them, at 
least, several months to be reimbursed, they may not even recover their out-of –pocket costs, no less financ-
ing, profit and overheads.

Then we have retainage. In no other business is retainage held. What does retainage accomplish that a 
payment and performance bond doesn’t? Nothing, other than to further strangle the subcontractor of cash 
flow. 

The Federal Government has recognized this and has eliminated retainage requirements. They also allow 
damages for delay and every change order comes with an amount of money that can be billed until negotia-
tions takes place. If that money runs out, the work stops until negotiations take place.

I do not intend to tell you how to evaluate your bid. In bidding on Public Works projects however, it would 
be prudent to strongly consider:

1. How much you must add to your bid to cover the cost of financing;
2. Analyzing whether you have sufficient funds to absorb the numerous ways that the City will

find to withhold monies properly due you.
3. The risks involved in signing a “No damages for delay” contract.

Until our great City starts to recognize the significant impact they cause on the subcontractors’ cash flow, it 
is highly likely that the bid prices will continue to skyrocket, as the number of bidders diminishes.

IT’S TIME FOR THE CITY TO GET ITS HOUSE IN ORDER !!
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FRed LeVINSON

STA Subcontractors News

Are We Subcontractors…
Or A Bank Giving Unlimited Credit?

Michael Costa
Armao, Costa & Ricciardi
76 South Central Avenue, Suite 1D
Valley Stream, NY 11580
Tel: 516-256-3200
Fax: 516-256-4620
Email: mcosta@acrcpa.com
Banking/Financial
www.acrcpa.com

Nicholas Stefanou
NJS Electrical Services Corp.
36-16 13th Street
Astoria, NY 11106
Tel: 718-784-9111
Fax: 718-784-2888
Email: nstefanou@njselectric.com
Electrical
http://www.njselectric.com/

Welcome New Members
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damages. The School Board 
appealed to the Appellate Divi-
sion of the Second Depart-
ment. Contrary to the School 
Board’s contentions, the Court 
held that the Contractor’s claim 
accrued on June 11, 2005 when 
the architect “constructively” 
denied the Contractor’s claim 
for delay damages and not when 
the Contractor could have ascer-
tained its damages (Education 
Law Section 3813 [1]). 

The Appellate Court further 
declared that Contractor’s 
demand for arbitration was also 
timely under Education Law 
Section 3813 (2-b) as its cause 
of action arose when the archi-
tect “constructively” rejected the 
May 5, 2005 delay for damage 
claim by not responding. Here, 
a “little early” preserved the 
claim. 

It will be interesting to follow 
this case, given the possibil-
ity of an appeal to the Court 
of Appeals. One wonders why 
public owners fail to recognize 
situations that cry out for fair 
resolutions of disputes that arise 
with parties doing business with 
such public entities. Experience 
tells us, with little surprise, that 
the more money that is spent by 
both sides in seeking “victory”, 
the more expensive settlement 
will become and the more diffi-
cult it will be to reach a fair set-
tlement. With a two year delay 
in completion as reported in 
the Appellate decision, the case 
become both more expensive 
and more difficult to resolve as 
litigation cost are imposed on 
damages arising from the delay. 
Here, arbitration was selected 

by the parties to resolve their 
disputes. It makes no sense for 
the School Board to attempt to 
evade the process provided by 
its own contract.
  
Good Advice
Parties should utilize the 
selected dispute mechanism 
sooner rather than later. Often 
fair settlement discussions 
can be in order. The situation 
reminds me of a settlement 
meeting I attended with one 
of my clients and municipal 
authorities involving a delay 
claim. There were more than a 
dozen representatives from the 
municipality present. I decided 
to remain silent with my client 
at my side as the municipal rep-
resentative sat without attempt-
ing to open the discussions as 
if participation itself was per 
se “dangerous.” I finally stood 
up, suggesting aloud to my cli-
ent that we had better things to 
do than to sit and stare. Virtual 
panic ensued on the other side 
of the conference table. Fifteen 
minutes later, the matter was 
resolved. Of course, I would not 
recommend that strategy as a 
trademark. But as far as this 
writer is concerned, frank and 
open discussion at the settle-
ment table is not a sin and some-
times will make the day! 

(The foregoing case was reported 
at 30 A.D.3d 810,828 NYS 2d 
221)

The trade agreement provided 
for arbitration of disputes aris-
ing out of the contract. The proj-
ect was scheduled to be substan-
tially completed in 2003, but 
because of delays, the Contrac-
tor did not complete its portion 
of the work until April, 2005. 

The Contractor submitted its 
claim by letter dated May 5, 
2005. The Contractor’s claim 
was for $966,477 in additional 
costs arising from the delay. 
The claim was also submitted 
to the project architect but the 
Contractor did not receive any 
response. 

On June 13, 2005, the Contrac-
tor served a demand for arbitra-
tion upon the School Board. The 
Second Board moved to perma-
nently stay arbitration on the 
grounds that the notice of claim 
was too late and the demand 
for arbitration was untimely. 
The Contractor, cross-moved to 
deem the demand for arbitra-
tion timely and to compel arbi-
tration. 

The Supreme Court denied the 
School Board’s petition and 
dismissed the proceeding to 
permanently stay arbitration, 
holding that the notice of claim 
was timely served on the School 
Board within three months of 
the accrual of its claim for delay 
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Better Early Than Late:  Commencing Claims Earlier
      May Be An Effective Course of Action

in a recent leGal loG, we 
discussed the wisdom of start-
ing suit a little too early rather 
than a little too late. The latter, 
of course, may prove fatal while 
the former may turn out to be 
only an inconvenience causing 
you to begin suit all over again 
at a more appropriate time. 

The point was made again in 
a case started in the New York 
Supreme Court for the County 
of Westchester and appealed to 
the Appellate Division, Second 
Department in January of this 
year.

The Hawthorne Cedar Knolls 
Union Free School District 
brought suit to permanently 
stay arbitration of a contractor’s 
claim for work performed at a 
school construction project. 

The Contractor’s claim against 
the School District was for delay 
damages incurred on a school 
construction project. 

Background
In June, 2002, the Contractor 
entered into a written contract 
with the School Board to per-
form heating, ventilation, air 
conditioning and automatic 
temperature control work at the 
school project, a public improve-
ment. 

LEGAL LOG

By Jay Kushner, Esq. STA Legal Counsel
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JAY KUSHNeR

“Parties should utilize the selected dispute 

mechanism sooner rather than later. Often fair 

settlement discussions can be in order.”

Jay Kushner is General Counsel 
to the Subcontractor Trade 
Association. He is Of Counsel with 
the firm of Alvy & Tablante.
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“Team chemistry isn’t confined to the diamond.”
JOE TORRE ON THE ART OF MANAGING

Offices in New York, California, Connecticut and throughout New Jersey www.jhcohn.com 1-877-704-3500

J.H. CohnWelcomesMarden,Harrison &Kreuter
to its Construction Industry Practice. An Ideal Teammate.

A combination of industry expertise and a dedicated team of 70-plus professionals, enhanced by partner-level involvement,
make J.H.Cohn’s Construction Industry Practice an ideal teammate for any construction business.Along with an 88-year track
record of technical competency in its own field, J.H.Cohn enjoys well-established relationships with the industry’s bonding,
banking, surety and legal professionals.As long-standing and proactive supporters of industry associations, J.H.Cohn and
Marden,Harrison &Kreuter have earned the confidence and trust of their more than 200 NY/NJ area contractor clients.

As the largest regional accounting and consulting firm headquartered in the Northeast,we have room for more.

How Are You Managing?SM

STA_fullpage:Layout 1 9/11/07 5:06 PM Page 1
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the construction boom in new York citY continues, and owners 
– both public and private – continue to grapple with the consequences 
of this boom: costs are high, subcontractors are scarce, and schedules 
are difficult to maintain. While some owner have reacted to the situa-
tion by taking steps to make themselves more attractive to subcontrac-
tors, there is much more the owner community could do to help the 
subcontractors and – in doing so – help themselves. 

A recent article in Engineering	New	Record about the Los Angeles 
Unified School District’s program to deal with wildly–escalating costs 
is very instructive. They had seen their construction costs go from an 
average of $150 per square foot in 2002 to an average $450 to $480, 
and recognized the urgent need to improve their bad reputation in 
contracting circles. 

ENR reports that the District’s reputation “is slowly improving 
through prompt payment, partnering and revisions to overly protec-
tive contract conditions. Contractors today are paid within 21 days, and 
retention funds are released with 60 days of substantial completion. 
Change orders are now billable in 45 days.” Fred C. Smith, LAUSD’S 
Director of Construction Support Services, is quoted as saying “cash 
flow is the lifeblood in contracting, and we had a track record that 
wasn’t very good.” 

In sharp contrast to the strong, proactive program implemented in 
Los Angeles, I’ll review some glaring examples of counterproductive 
practices and positions taken by different segments of the owner com-
munity in New York City. 

In the public sector, a legislative initiative to ban “No Damage For 
Delay” clauses – which are clearly unfair to contractors and are clearly 
counterproductive to the goals of attracting more bidders and more 
competitive pricing – was again blocked by public owners who fear 
being held responsible for their own actions, and who ignore the obvi-
ous consequence to their bid results. 

Let’s turn to the Private Sector.
 
Firstly, I continue to both hear about and experience first-hand the 
continuing “Slide” in monthly payments; 30 days became 35 days, 
then 45 days, and now close to 60 days, as the “normal” lead time for 
payment after the close of the monthly requisition cycle. Additionally, 
reduction in retainage and final payments are taking longer and lon-
ger. I understand that the volume of work in the industry stretches 
the staff capabilities at construction manager, owner, and lender lev-
els. However, I have personal experience with one enlightened owner 
which has responded to this problem and used it to its own advantage, 
by offering and honoring 15 day payment terms; needless to say, that 
owner has not experienced any further difficulty attracting subcon-
tractors. 

The second example is the private – sector response to proposed leg-
islation which would require an owner to place retainage funds in 
an escrow account. This would help contractors by protecting these 
funds, as well as encouraging owners to release the retainage earlier 
(but not before the owner was satisfied that the work was complete). 
Unfortunately, the owner community response was negative, and the 
legislation has not yet been enacted. 

The examples I’ve cited demonstrate shortsighted actions by owners 
which are not in their own best interests. As Los Angeles’ Fred Smith 
said “cash flow is the life blood in contracting…” With the industry 
stretched close to capacity, enlightened owners-through accelerated 
payments and improved terms – could enable the contracting industry 
to better meet the challenge of providing the needed capacity. 

Owners: Please consider carefully the approach taken by the Los 
Angeles Unified School District; there’s a lesson to be learned – an 
enlightened approach can be directly beneficial to your bottom 
line!

How Owners Can Deal With Today’s
Construction “Crunch”

By Arthur Rubinstein, President: Skyline Steel Corp
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“Cash flow is the lifeblood in 
contracting....”

Fred C. Smith
Los Angeles Unified School District’s Director of Construction Support Services

Arthur Rubinstein, a licensed professional engineer, is President of Skyline Steel Corp. 

which he founded in 1979. He is the past President of the Subcontractors’ Trade Associa-

tion and the Empire State Subcontractor’s Association. He currently serves as President 

of Allied Building Metal Industries, the trade association of the Steel Industry; he is also 

a member of the boards of the New York Building Congress and The Building Trades 

Employers Association.
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it’s a dreaded situa-
tion for anY business 
owner:  You receive a 
letter from the IRS stating 
that you owe them tax dollars.  
What should you do?  While 
there is no “magic bullet” to solve 
your problem, you do have several 
options available, but without a 
doubt ignoring all the collection 
letters is not the answer.  There 
are four alternatives for settling 
your debt with the IRS.

1.Installment Agreement
A monthly payment plan paying 
the full amount usually lasting no 
more than 60 months.

2.Offer in Compromise
Paying less then the full amount 
with either a lump sum or short-
term payment plan.

3.Currently Not Collectible
A temporary solution where the 
IRS agrees not to enforce col-
lection on the tax debt after full 
financial statements are pro-
vided. (This is reviewed yearly.)

4.Bankruptcy
Chapter 7 or 13 bankruptcy may 
or may NOT erase federal debt 
(Speak to a qualified attorney for 
more information.)

Installment agreements allow for 
the full payment of the tax debt 
in smaller, more manageable 

amounts over time. To be 
eligible for an installment 

agreement, all returns that 
are due must first be filed. The 

amount of an installment pay-
ment will be based on the amount 
owed and on the taxpayer’s abil-
ity to pay that amount within the 
time legally available for the IRS 
to collect. A Collection Informa-
tion Statement may have to be 
completed to further illustrate 
your situation. 

The advantage of an Installment 
Agreement is that no enforced 
collection takes place while you 
are on the plan (provided you do 
not default).  The disadvantage of 
an Installment Agreement is that 
interest continues to accrue every 
year.

Offer in Compromise
If you are unable to pay a tax debt 
in full and an installment agree-
ment is not an option, then you 
may be able to take advantage of 
the Offer in Compromise (OIC) 
program. The OIC is a formal 
process. To bring the process, 
you must complete a form 656 
and 433a and submit the fee of 
$150.00. Generally, the OIC pro-
gram should be viewed as a last 
resort—after all other available 
payment options are explored—
because the IRS accepts only 
25% of all offers filed. 

The advantage of an OIC is that 
the amount paid is considerably 
less than what is actually owed, 
all principle and interest stops 
accruing, and enforced collec-
tion is suspended. Depending on 
several conditions, the discount 
could be huge—possibly up to 
95% of what you owe. The dis-
advantage of an OIC is that you 
must remain current and compli-
ant for five years after acceptance, 
and require meticulous record 
keeping practices. Ridiculous 
offers are immediately rejected, 
waste everyone’s time, and the 
IRS plans to crack down on abu-
sive preparers who submit these 
“pennies on the dollar” offers. 

Currently Not Collectible
This program is unfamiliar to 
most people. Depending on your 
financial statement (Form 433), 
the IRS will put a temporary hold 
on any collection activity for one 
year at a time. This normally is 
not a good solution to your liabil-
ity because it is only a temporary 
hold, not a permanent resolu-
tion.

Bankruptcy
This area is best consulted with a 
Bankruptcy Attorney.

There are many firms claiming to 
settle your debt with the IRS for 
“pennies on the dollar.” Be care-
ful because in many instances, 

you’ll find their fee doesn’t jus-
tify the discount of your liability. 
Search for a reputable firm, one 
that has years of experience and 
a dedicated staff working on your 
behalf. 

You do have options when you 
owe the government money.  
Preparation is essential and com-
munication is key in the process.  
You or your representative must 
contact the IRS as soon as you 
start receiving collection letters.  
Discuss your options with your 
representative and provide full 
financial records so the IRS can 
work out an arrangement that is 
mutually acceptable. Seek guid-
ance from a professional before 
making any agreements with the 
IRS that may not be in your best 
interest.

David Albrecht, MBA, EA, is a 
Tax Supervisor at Grassi & Co. 
CPAs & Success Consultants in 
Lake Success, NY, with more 
than sixteen years of financial 
and tax advisory experience.  
He specializes in representing 
clients with audit issues before 
State, Local and Federal taxing 
authorities and has worked with 
clients in a range of industries 
including Construction, Real 
Estate, Healthcare, Professional 
Services, Manufacturing and 
Distribution.

By David Albrecht, MBA, EA, Grassi & Co. CPAs & Success Consultants

YOU OWE MONEY TO THE IRS BUT CAN’T PAY – NOW WHAT?

dAVId ALBReCHT
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“It’s a dreaded situation 
for any business owner:  
You receive a letter from 
the IRS stating that you 
owe them tax dollars.  
What should you do?”
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“MAKING MONEY WHILE GOING BROKE”

That statement, on the surface, appears to be a paradox, but is actually a 

conundrum which subcontractors are experiencing in this explosive market.  

 I have heard and met with dozens of subcontractors who tell me that while their 

accountants tell them they are making money “on paper” they are borrowed to the max 

with little or no cash in the business.  And now the question is “how can that be?”. 

 There are numerous possible reasons but below are some of the most prevalent. 

1. It takes 60-90 days to see your first payment from the time you start a project.  

2. Many agencies take 6 months to a year to pay change orders, money which you 

have expended NOW! 

3. Retainage of between 5%-10% is held for what seems like an eternity.  

4. Expanding your business with all of the work available only exacerbates the 

problem. 

5. Agencies only pay 85% less retainage for “stored material” while the contractor 

may be required to pay 100%.  

6. Agencies have auditors who audit the auditors.  The Contractor is viewed as a 

crook who must prove he is not one before he can get paid.  

7. Bonding companies will not issue additional bonds to companies unless they 

are making strong profits.  Companies are therefore forced to show profits 

even if there cash has severely diminished on a year over year basis.  As the 

company shows the “profit” the city, state and federal governments want to be 

paid IMMEDIATELY, even though the reason you can’t afford to pay your taxes 

is because THEY are holding up your money through retainage and change 

orders!  If they don’t pay you timely, it’s “tough on you”.  If you don’t pay them 

timely, you’re subject to interest, penalties, they’ll freeze your bank accounts, 

and take away your first born.  

So now you understand why you’re “making money while going broke”.  

Our Mayor is a world renowned businessman.  Would he want to do business 

with New York City under these circumstances?  
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J.h. cohn llP has combined its services with Marden, Harrison & 
Kreuter, CPAs, P.C. of White Plains, New York. The former Marden, 
Harrison & Kreuter, which maintains a diverse client base that 
includes real estate developers and construction contractors, will 
operate as Marden, Harrison & Kreuter, A Division of J.H. Cohn.
On the heels of J.H. Cohn’s previously announced business combina-
tions with Berenson LLP (May 8) and Haggett Longobardi (June 
5), the announcement marks the Firm’s third strategic expansion 
effort in the Northeast this calendar year, and supports its strategy to 
deepen its boutique expertise to best serve the middle market.  

“The expertise and talent we’ve gained through Marden, Harrison & 
Kreuter instantly enhances our ability to provide the highest quality 
partner-level service to middle market construction and real estate 
companies,” said Thomas J. Marino, chief executive officer of J.H. 
Cohn. “Strategic growth is key to meeting market demand, and 
we are committed to aligning ourselves with already-established, 
successful entities such as Marden, Harrison & Kreuter, as these 
relationships will benefit not only our future as a firm, but our clients’ 
futures, as well.” 

Two of Marden, Harrison & Kreuter’s founding shareholders, Arnold 
I. Marden and Stephen J. Harrison, will serve as co-managing 
partners of the Firm’s White Plain’s office, and the firm’s Long Island 
office has relocated to J.H. Cohn’s office in Jericho.  

“For more than a decade, we’ve committed ourselves to providing 
expert counsel on the specific accounting and tax issues unique to our 
client base, and specifically for companies in the construction and 
real estate industries,” said Marden. “We look forward to expanding 
these resources and drawing upon the vast knowledge J.H. Cohn 
brings to the middle market.”  

“New York is the largest, most competitive market in the country, 
and in order for firms like J.H. Cohn to continue to grow and thrive 
in it, alliances like the ones we’ve established recently with Berenson 
and Marden, Harrison & Kreuter are critical,” said Robert DeMeola, 
managing partner of J.H. Cohn’s New York office. “Not only do they 
support our commitment to the New York metropolitan area, they 
also reiterate our commitment to our clients, as evidenced by the 
expanded services we are now able to offer them.”

Added Jack Callahan, practice director of J.H. Cohn’s Construction 
Industry Practice, “The expansion of J.H. Cohn’s resources through 
its combination with Marden, Harrison & Kreuter reinforces our 
ability to help our contractor clients realize their business goals while 
also providing them with personalized and attentive service, strong 
technical expertise and uncompromising integrity.”

Marden, Harrison & Kreuter Combine Services With J.H. Cohn LLP
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Offering the highest standard of qual-
ity workmanship and integrity is 
what connects Nuñez Electric, Inc. to 
its clients and has made it one of the 
industry’s most successful electrical 
contracting companies. Founded by 
Jose Nuñez in 1987, Nuñez Electric 
Inc. is an IBEW, Local 3 affiliated 
electrical contracting company offer-
ing comprehensive services for reno-
vations and new construction.

The firm offers a broad range of core 
services including low voltage sys-
tems, fire alarms, HVAC power and 
controls maintenance, public address 
systems , security systems, switchgear 
and building management systems to 
name just a few.

Nuñez Electric is a New York State 
and New York City certified Minor-
ity Business Enterprise. As a trusted 
vendor to government and the private 
sector, Nuñez electric has established 
procedures and proven experience 
in completing projects on time and 
within budget. Clients include CBS 
Broadcasting, Bloomberg, The NY 
Mets and the successful completion 
of over 100 projects for The New York 
City School Construction Author-
ity. Currently they are working on 
the Grand Avenue Depot in Queens, 
which is one of their largest low volt-
age projects to date.

As the principal, Raquel Nuñez is 
second generation entrepreneur re-
sponsible for the overall manage-
ment, sales, estimating and customer 
relations of the firm. Following in the 
footsteps of her dad, Jose Nuñez, the 
firm’s founder and a Local 3 electri-
cian himself, she perpetuates the val-

ues learned from him by integrating 
the business principles of “upholding 
high standards of workmanship, qual-
ity and integrity”. She adds “the busi-
ness is all about reputation….always 
fulfill your debts and obligations.”

Her best practices advice is “to sur-
round yourself with competent, 
qualified employees and always live 
by your word.”

In 2005, Nuñez was accepted to the 
Board of Directors of the Subcon-
tractor’s Trade Association and is the 
Vice President of the Women Builders 
Council and is very active in promot-
ing the growth of women owned busi-
ness. In joining the STA, she credits 
“the value of developing relationships 
and the STA as a true educational 
resource. Through their legislative 
initiatives and informative sit downs 
with insurance providers, that allow 
you to interface and learn,” Nuñez 
has been able to gain valuable infor-
mation to better help run her firm. 
She credits the STA on being in the 
forefront in helping and educating 
subcontractors. She states “The rela-
tionships I develop at the STA make a 
difference in my business”.

She is a graduate of Hofstra Universi-
ty where she has earned two degrees: 
a Bachelors of Finance (1992) and a 
Bachelors of Business Administra-
tion (1993). She also completed four 
years at New York University where 
she attained two-year certificates in 
both electrical design and construc-
tion management. She is the proud 
mother of a teenager, her daughter 
Monica.

“to surround yourself 
with competent, qualified 
employees and always live by 
your word.”

Nuñez Electric, Inc.

STA
SUBCONTRACTORS
TRADE ASSOCIATION

Successful Contractors
Share Best Business Practices

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.

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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“CAS’ philosophy was to 
involve the office staff and 
field staff in the analyzing of 
how to work more cohesively 
and efficiently together”

Component Assembly Systems, Inc.

Component Assembly Systems, 
Inc.(CAS) was originally founded in 
1964 as Score Carpentry, Inc., by Lew 
Rapaport. The firm’s first job was  
the DuPont Gas Pavillon at the New 
York World’s Fair. Today CAS has 
now evolved into one of the countries 
leading carpentry, drywall, millwork 
installation and ceilings contractor. 
CAS has worked on major projects 
including the Conde Nast Building, 
Reuters Building, Plaza Hotel, Bank 
of America and the TD Banknorth 
Center in Boston, among many oth-
ers. The firm is currently working 
on the core and shell construction of 
Goldman Sachs, The Borgata Hotel & 
Casino in Atlantic City ,the new MGM 
Grand at Foxwoods and two new sta-
dium projects for the new Yankee Sta-
dium and the Washington Nationals, 
to name a few.

John Rapaport, CAS’ Director of 
Operations and Lew’s son, says, “the 
firm’s best practices evolved on a trial 
and error basis and with time became 
well honed.” CAS’ philosophy was to 
involve the office and field staff in the 
analysis of how to work more cohe-
sively and efficiently together to get 
their projects done efficiently, safely 
and without compromising crafts-
manship. He credits “the vital com-
munication skills, clarity of data ex-
changed and the timely adjustments 
for changes in job conditions as the 
best approach for making best prac-
tices a reality.”

With the help of his father Lew, Art 
Doerner, CAS’ President and John 
Marone, CAS’ Senior Vice President, 
John and his team at CAS brought 
the company into the 21st Century 

through technology. Together they 
devised a proprietary management 
software system that gives their staff 
(office and field) the technical ability 
to overview information on a project, 
regardless of the location. By incor-
porating new technical advances CAS 
constantly updates and enhances 
their systems to help their clients 
achieve their construction goals.

Rapaport, who was recently appoint-
ed to the Board of the STA, feels be-
ing a member “has provided his firm 
with a window into the subcontract-
ing community, through informative 
newsletters, group programs, lien 
alerts and member interaction. The 
organization as a whole is a great re-
source.”

CAS maintains offices in the New 
York metropolitan area, Boston, Cen-
tral New Jersey, Washington D.C. and 
Las Vegas. The company employs over 
1500 union carpenters in five markets 
as well as numerous journeymen and 
administrative staff. Since its incep-
tion, CAS has built over 50,000 ho-
tel rooms, 5,000 hospital rooms and 
30,000 apartment units. Whether 
their contribution is to building the 
inner shell of a Fortune 500 firm or 
to a stadium skybox, their experience 
and reputation for integrity and qual-
ity is unsurpassed.

John Rapaport graduated magna cum 
laude from the University of Michigan 
in 1986 and received his law degree 
from the University of Pennsylvania 
in 1989. 
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One could say Randy Rifelli had iron 
in his blood. He is third generation 
in the steel contracting business, his 
grandfather Gaetano Rifelli was an 
ornamental iron worker from North-
ern Italy and his father, Ero Rifelli 
was the founder of United Iron, Inc. 
incorporated in 1959.

Rifelli can recall as young as 12 years 
old apprenticing in his family’s shop 
on his summers learning every aspect 
he could about the steel industry. Sea-
soned structural engineers took him 
under their wings and taught him 
how to estimate, render shop draw-
ings and oversea and manage proj-
ects.

Rifelli graduated from Villanova Uni-
versity with a Bachelor of Civil Engi-
neering and completed his Master’s 
degree in Business Administration 
with a Finance concentration at Iona 
College. His first job was as a struc-
tural engineer with Chicago Bridge 
& Iron. He moved on to general con-
tracting with the John T. Brady Com-
pany. There he worked as an assistant 
project manager and successfully 
completed such large projects as the 
JFK Mail Facility and The Stamford 
Mall. In 1981, he returned to his fam-
ily’s firm United Iron Inc.

Today almost 50 years old United 
Iron, located in Mount Vernon, New 
York, operates a 25,000 square foot 
fabricating facility specializing in steel 
for the construction industry. From 
miscellaneous metals, steel stairs, 
structural steel and ornamental metal 
work, they have been a proven leader 
throughout their long history. Some 
of their more notable projects include 

the Montefiore Children’s Hospital, 
General Electric, Hofstra University 
and the Toys R Us in Times Square. 
They are currently working for the 
Guggenheim Museum, the Plaza 
Hotel and the Museum of Art and 
Design.

Rifelli’s best practice advice is ‘to stay 
on top of your game’. “In an every 
changing, high technology world, 
where buildings are becoming more 
complex, with new and exotic materi-
als coming on the market and going 
up twice as fast, a subcontractor is 
really forced to stay on his toes and 
keep up with every facet of the quick-
ly evolving construction industry. 
He feels there are more pitfalls and 
risks today, and continually educat-
ing oneself is essential to reduce your 
company’s risk.”

“Education is  the number one reason, 
why I encourage every subcontrac-
tor to join the STA. The STA is a fo-
rum where a subcontractor can keep 
abreast of current laws related to con-
tracts, safety and insurance. You are 
afforded  opportunities to hear first 
hand from the New York Construc-
tion leaders regarding changes being 
implemented and upcoming projects 
being released.” He adds that “mem-
bership also allows for great network-
ing opportunities by allowing you 
an audience with New York’s Agen-
cies and large General Contractors 
through seminars that successfully 
educate you on how to better manage 
all aspects of your business.”

“continually educating 
oneself  is essential to 
reduce your company’s 
risk.”

United Iron Inc.
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“treat people with respect 
and leave your ego out of the 
equation to successfully get 
the job done.”

ATJ Electrical Co., Inc.

ATJ Electrical Co., Inc. is celebrating 
a milestone year; it’s turning 25 years 
old. The firm was founded in 1982 by 
Andrew’s parents, Ivan and Danica 
Drazic who intially operated the firm 
from their 1973 Chevy Impala trunk 
to put their children through college.

At an early age, Andrew’s parents 
instilled in him the beliefs that one 
should fulfill every commitment with 
honesty and integrity, a family tradi-
tion he still maintains to this day. 
With a Bachelor’s of Science degree 
in Electrical Power Engineering from 
Rensselaer Polytechnic Institute, An-
drew began his electrical career as a 
consulting engineer for Robert Derec-
tor Associates, a position he held for 
five years before joining his family’s 
firm. As Vice President of ATJ Elec-
tric, Andrew has helped grow the firm 
from a ten person firm to a firm of ap-
proximately 100 personnel.

Some of their accomplishments are 
the work they have done on the Avia-
tor Sports and Recreation Complex 
at historic Floyd Bennett Airfield, the 
Central Brooklyn Library at Grand 
Army Plaza and the reconstruction 
of the New York City School Con-
struction Authority’s Headquarters 
in Long Island City. ATJ Electrical is 
currently working for the El Museo 
del Barrio in New York City and con-
tinuing some major work with repeat 
customers such as the New York City 
School Construction Authority, the 
Dormitory Authority of the State of 
New York, Bovis Lend Lease and Hill 
International.

Andrew believes that keeping positive 
is one of his best practices. He never 

lets himself harp on any negative 
things that may occur on the course 
of a job. He feels “staying positive and 
handling things with a positive flair 
yield their own rewards.” His other 
best practice is “treat people with 
respect and leave your ego out of the 
equation to successfully get the job 
done.”

Joining the STA, where people are 
faced with the same hurdles that you 
are in the course of their business lives 
has afforded him the opportunity to 
find solutions in group discussions. 
“The ideas and the energy brought 
forth at the STA helps resolve the 
problems we face as subcontractors.” 
states Andrew.  The STA has also al-
lowed him access to the top manage-
ment of public and private firms, he 
probably would not have been able to 
garner on his own. 

Andrew is on the Advisory Board of 
the STA; his firm is a member of Lo-
cal 3 and a NECA contractor. Andrew 
also sits as an observer to the Board 
of Directors for the Association of 
Electrical Contractor (AEC) where he 
serves on the Scholarship Board. He 
was featured in Real Estate Weekly’s 
Rising Stars in May of this year. 
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subcontractors and contrac-
tors like everY other commer-
cial policy holder have had valid 
insurance claims rejected simply 
because the insurance company 
deemed their notice of the claim 
to have been sent too late under 
the policy terms. Both the New 
York State Senate and Assembly 
recently passed a bill that would 
prevent an insurance carrier 
from denying coverage merely 
as the result of a late notice of 
claim, unless the carrier suffered 
“material prejudice” as result 
of the late notice.  If not for 
Governor Spitzer’s veto, the bill 
would have brought an end to 
the “no prejudice rule” pursuant 
to which insurance companies 
in New York State have for years, 
unfairly disclaimed otherwise 
valid claims.

New York is one of the last states 
to maintain this archaic, pro-in-
surance company rule.  Current-
ly, insurance companies in New 
York can disclaim coverage sim-
ply because a policyholder acted 
slowly in notifying its insurance 
company of the incident upon 
which its claim is based.  This is 
true even if the tardy nature of 
the “occurrence” did not in any 
way adversely effect, prejudice 
or prevent the carrier from ade-
quately responding to the claim.  
An insurer in New York need 
not look further for an excuse 
to avoid coverage and leave its 
insured without protection than 

late notification.  Despite 
the Governor’s veto, the 
cause of premium-paying 
insureds, abandoned by 
their carriers and left to 
defend liability actions on 
their own, will no doubt 
be addressed again in 
Albany.

In light of the mostly 
receptive veto message 
from the Governor and 
with the support of the 
New York State Bar As-

sociation, the New York State 
Trial Lawyers Association, and 
numerous insurance broker 
groups such as the Independent 
Insurance Agents & Brokers of 
New York and the Council of 
Insurance Brokers of Greater 
New York, Inc.,  ( IIABNY) , 
Professional Insurance Agents 
of New York ( PIANY)  and the 
Tri- County Independent Insur-
ance Agents Association, the “no 
prejudice rule” may soon be just 
a bad memory in New York.
  
For now, policyholders in New 
York must never simply accept a 
disclaimer by their insurer.  We 
have been successful in defeating 
coverage disclaimers, even under 
the current law, using a number 
of techniques.  One exception to 
the “no prejudice rule” requires 
the insured to affirmatively 
prove it had a reasonable belief 
of “non-liability” for the occur-
rence at issue.   The vetoed legis-
lation would make this challenge 
easier for an insured by reversing 
the burden of proof.  Instead of 
the policyholder, it would be the 
insurance company that would 
have the burden of justifying its 
disclaimer in the first instance.
 
Under the vetoed bill, an insurer 
could not deny coverage based 
on the failure of timely notice of 
a claim unless it could dem-
onstrate that is has suffered a 
“material prejudice.”  In order 

to do so, the insurer would have 
had to satisfy this two part test 
by showing:

(1) that it has suffered a
prejudice.

(2) that the prejudice was
material in nature.

In addition to affirmatively 
proving both elements of the 
above two part test, an insurer 
would also have been required to 
refute a rebuttable presumption 
created by the bill.  Evidence that 
the insurer had knowledge of the 
occurrence would have created 
the presumption that the insurer 
had not been prejudiced by the 
delayed notice.  In other words, 
before an insurer would have 
been able to establish that it was 
prejudiced, it might first have 
had to rebut the presumption 
that it was not prejudiced where 
knowledge of the occurrence 
from any other source existed.

Evidence that would have raised 
this “presumption of no preju-
dice” included, among other 
things, any communication to 
the insurer regarding the occur-
rence from the claimant, claim-
ant’s representative, claimant’s 
healthcare provider, an injured 
person, an injured person’s rep-
resentative or an injured person’s 
health care provider.  Likewise, 
any communication regarding 
the occurrence from the insurer 
(or its licensed agent) to the in-
sured would also have triggered 
the presumption.

Notably, the statute did not de-
fine “material” or provide a stan-
dard for determining whether or 
not the suffered prejudice was in 
fact “material.”  However, there is 
ample legal precedent applying 
this term and each case would 
have required a fact-specific 
analysis.

Lastly, this legislation would 
have resolved an unfortunate 
divergence of opinion in existing 
case law as to the role of a li-
censed agent.  The bill specifical-
ly provided that notice given to 
any licensed agent of an insurer 
shall be deemed sufficient notice.

While Governor Spitzer vetoed 
this version of the bill citing 
“drafting issues” and concerns 
with the speed with which the 
bill was passed which may have 
precluded adequate debate, he 
nevertheless stated his posi-
tion is to abolish the “extreme 
hardship” to insureds caused 
by the technical disclaimers 
the “no prejudice rule” facili-
tates.  In fact, Governor Spitzer 
proclaimed that he would have 
signed these bills had they 
“merely permitted late notices of 
claim where there is no prejudice 
to the insurer.”

The successful enactment of 
this legislation would mark an 
important and long overdue 
reform of insurance coverage 
law in New York – a reform now 
endorsed by both houses of the 
legislature and with which the 
Governor has expressed agree-
ment in principle.  If both houses 
pass a more streamlined version 
of this bill, integrating the guid-
ance provided in the Governor’s 
veto message, Governor Spitzer 
would be hard pressed not to 
sign it.

To contact Mr. Henry L. Goldberg, 
call (516) 764-2800 or e-mail him 
directly at:
hlgoldberg@goldbergconnolly.com

Mitchell B. Reiter, a senior associate 
with Goldberg & Connolly  assisted 
with preparation of this article.

By Henry L. Goldberg, Esq. Goldberg & Connolly

“No Prejudice Rule” Close to Being Outlawed in New York

HeNRY L. GOLdBeRG
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Chapter 629, Laws of 2007
The first bill, Chapter 629 Laws 
of 2007, imposes new notifica-
tion requirements on employers 
engaged in public work. More 
specifically, this new law requires 
contractors and subcontractors 
on public projects to break out 
on their employees’ pay stubs the 
hourly wage ( prevailing wage) 
with the trade classification not-
ed. The bill further requires that 
at the beginning of performance 
of every public works contract 
and with the first paycheck after 
July 1st of each year, contractors 
and subcontractors shall notify 
workers of the telephone num-
ber and address of the Depart-
ment of Labor (DOL). The no-
tice shall also inform workers of 
their right to contact DOL if they 
believe they have not been paid 
the proper prevailing wage or 
supplements for their perpendic-
ular job classification. This legis-
lation carries civil penalties of up 
to $50 for a first violation, $250 
for a second violation and $500 
for each subsequent violation. It 
becomes effective 180 days after 
the Governor’s signature, which 
will be about February 24, 2008. 
The following is a link to this 
bill http://www.assembly.state.
ny.us/leg/?bn=A09052&sh=t

Chapter 678, Laws of 2007
The second bill, Chapter 678 
laws of 2007, applies the prevail-
ing wage law to any contract 
entered into by a third party 
acting in place of, on behalf of 
and for the benefit of a public 
entity pursuant to any lease, 
permit or other agreement 
between such third party and 
the public and the public entity. 
This bill is intended to overturn 
a 1996 Appellate Court Decision 
in which the Court held that 
when public work is performed 
pursuant to a permit rather than 

a formal contract, the prevail-
ing wage rules do no apply. This 
law becomes effective 60 days 
after the Governor’s signature 
(about October 27, 2007) and 
will apply to contracts entered 
into after such date. The follow-
ing is a link to this bill. http://
www.assembly.state.ny.us/leg/
?bn=s06356&sh=t

Prevailing Wage Penalties 
Legislation has been passed in 
both houses of the New York 
State Legislature that would 
impose new and extremely harsh 
penalties upon contractors and 
subcontractors for “willful” 
prevailing wage violations as 
follows. 

•   Underpayments of less than 
$25,000 – Punishable as a 
Class A misdemeanor

•   Underpayments of more than 
$25,000 – Punishable as a 
Class E felony

•   Underpayments of more than 
$100,000 – Punishable as a 
Class D felony

•   Underpayments of more than 
$500,000 – Punishable as a 
Class C felony 

  
In addition to the above penal-
ties, the bill provides that any 
company convicted of a second 
offense within five years shall 
“disgorge profits” and shall not 
be entitled to any payments 
owed under the contract or 
subcontract.  This bill would 
also make the willful failure to 
file certified payroll records with 
the public owner punishable as 
a class E felony and subject to 
a civil penalty of up to $5,000 
per day.  Further, public owners 
would be prohibited from pay-
ing a contractor who has failed 

to file certified payroll reports.  
This legislation also contains a 
provision stating that any bidder 
that submits a bid that is more 
than 10% low is presumed to be 
ineligible to receive the contract 
award unless a sworn statement 
is submitted by the bidder that 
the bidder:

1  Is aware of the requirements 
of the prevailing wage law and 
will pay employees pursuant to 
the applicable prevailing wage 
schedule.

2 Will require its subcon-
tractors to pay the applicable 
prevailing wage.

3 Certifies that in the event the 
bidder or its subcontractors fail 
to pay the applicable prevailing 
wage, the principals of the com-
pany will personally guarantee 
the payment of wages due to 
any employee or subcontractor’s 
employee.

4 Agrees to repay any investi-
gative and/or enforcement costs 
if the bidder is subsequently 
found liable for a prevailing 
wage violation.

5 Agrees to repay enforcement 
and/or court costs incurred by 
any person or entity (read union) 
if the bidder is subsequently 
found liable for a prevailing 
wage violation.

6 Agrees to an inspection of 
all books and records associated 
with the contract by the Attorney 
General or fiscal officer at any 
time deemed appropriate by 
such agency for a period com-
mencing with the award of the 
contract and continuing until 
three years after completion of 
the contract.

7 Has set forth within such 
sworn statement a calculation of 
labor and material costs for the 
project, including a schedule of 
the number of workers neces-
sary to complete the project, the 
classification or classifications 
of each worker and the rate of 
wages to be paid to each worker.  

Hold Placed On All 
New Apprenticeship 

Programs

In a move that may be of greater 
significance than either of the 
above two bills, on August 28th 
the Governor announced the 
suspension of the development 
and approval of apprenticeship 
training programs in all trades. 
The addition of new participat-
ing employers to existing pro-
grams has also been suspended. 
This action is being taken in an 
effort to overhaul the state’s ap-
prenticeship training programs 
in all trades. A cursory review 
of the program has revealed 
an unusually low graduation 
rate. Many programs were not 
graduating apprentices so as to 
keep them as a cheaper form of 
labor. During this moratorium, 
which analysis of the proce-
dure by which the state reviews 
apprenticeship programs and 
the performance of individual 
programs in order to better 
protect these workers’ right to 
fair compensation. You may click 
on the following link to retrieve 
a copy of the Governor’s press 
release. http://www.ny.gov/gov-
ernor/press/0828072.html

If you have any questions, 
please contact Ron Berger at 
212.398.6220 or e-mail him at 
stanyc.berger@verizon.net

New York State Legislative Update

New	Prevailing	Wage	Requirements	Adopted

On August 28, 2007 Governor Spitzer signed two bills into law related to the New York State prevailing 
wage law and another bill limiting the development and approval of any new apprentiship program
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Business Practice Interchange
Robert Samela 201-939-6866

Insurance & Bonding 
William Hass 914-769-2220

Dinner Dance & Journal 
Fred Levinson 718-961-9600

Membership Committee
Greg Fricke 212-244-8878

Legislative
Arthur Rubinstein 718-417-0600

Public Agencies  
Larry Roman 914-776-8000

Program & Education 
Monet Milad 917-767-8057

School Construction Authority
Fred Levinson 718-961-9600

Architects & Engineers
Ron Berger 718-398-6220

Business Development 
Jerry Liss  718-728-0600

S T A  c o M M i T T e e S
GeT iNVoLVeD
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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

Jerry Liss our new Secretary and 
chairman of the Business Devel-
opment committee brought to the 
attention of the board a company 
by the name of FREESTYLE 
which specializes in promotional 
products.  The board voted to 
approve FREESTYLE as an 
authorized vendor of promotional 
products to STA members.  Under 
this program STA members will 
receive maximum quantity pric-
ing on minimum quantity orders 
and also the ability to order ½ 
the stated minimum quantity.  
With regard to the quality of the 
products Freestyle offers just 
ask anyone who attended our 
golf outing and the quality of the 
“wind-shirts” they received. 
Our contact at freestyle is Jessica 
Aronesty Phone: 212-599-5995 
ext. 11, Fax: 212-599-5025 or e-
mail: Jessica@freestylemktg.com. 
Jessica will tell you at freestyle: 
they understand the power of 
ideas and the importance of 
innovative messaging, and as 
she says “We live it & We love it”.  
Freestyle has been in business for 

over half a century and with three 
generations of family manage-
ment.  They funnel their collective 
knowledge, talent, passion and 
dedication into creating imagina-
tive promotional merchandise 
solutions that convey the ideas of 
any scale company.  
What they do is find a unique, 
compelling and timely vehicle to 
convey your branded message 
which is critical to its success 
and, in turn, the success of your 
business.  They present ideas and 
concepts and demonstrate how 
they may fit into your overall mar-
keting plan.  Their product solu-
tions enable clients to reach their 
target audience, increase brand 
awareness and ensure longer last-
ing impact and greater visibility.  
They create the bridge between 
your idea and the success of your 
idea, between your company and 
your audience. 
So if you are looking for pro-
motional merchandise contact 
Jessica and identify yourself as a 
member of STA.

Freestyle Promotional Merchandise
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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

DISTINCTIVE

Distinctive...Grassi & Co.

GRASSI & CO - CPA’S & SUCCESS CONSULTANTS

“The true mark of distinction 
is excellence in all things.”

UNKNOWN
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Officers

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

Upcoming Events

Executive Committee Meeting
Thursday, October 4, 2007 – 8:00 AM

Board of Directors Meeting
Tuesday, October 9, 2007 – 5:30 PM

STA Best Practices Forum: Get Paid 2
Tuesday, October 16, 2007 – 4:45 PM

Board of Directors:

ROBERT ANSBRO
The New York Roofing Company

JOHN ARFMAN
T.E.C. Systems, Inc.

JOSEPH AZARA
C.D.E. Air Conditioning

MICHAEL D. CHAFETZ
MDC Construction Management

JOHN A. FINAMORE
Jordan Panel Systems Corp.

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

CRAIG GILSTON
Gilston Electrical Contracting

HENRY L. GOLDBERG
Goldberg & Connolly

DAVID HARRON
A/C Electric

MITCHELL MERDINGER
C.D.E. Air Conditioning

MONET MILAD
Milad Contracting Corp.

RANDY RIFELLI
United Iron

GUY VANDEVAARST
Empire System Solutions

JOHN VILLAFANE
Eldor Electric, LLC

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