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BUILDINGS COMMISSIONER 
PATRICIA LANCASTER TO 
ADDRESS STA GENERAL 
MEMBERSHIP MEETING
DOB Commissioner Patricia 
Lancaster will address STA’s 
March 26 General Membership 
Meeting on new Building Code 
changes and how they will impact 
your construction operations.  

Call STA at 212.398.6220 to 
register. 
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Project labor agreements are well into 
their second decade of use in new York.  
Of course, they have been around since the 
New Deal era, with major public works 
projects like the Grand Coulee Dam and later 
the Cape Canaveral Space Center being built 
under PLAs.

In the New York City market, their 
application in the public sector has provided 
important gains to save taxpayers hundreds 
of millions of dollars while promoting the use 
of the best trained and skilled workers.

Perhaps the best example of this trend is the 
historic PLA with the School Construction 
Authority, where $488 million of savings are 
being generated on more than $6.7 billion 
of improvements to existing educational 
facilities.

With substantial capital commitments 
slated in coming years for educational, 
transportation, environmental and other 
public infrastructure, it is essential that we 
renew the current program-wide PLA on 
school construction to continue the record 
of safety and productivity there.  We must 
further explore expanding the benefits of 

PLAs to other public owners in city and state 
government.

PLAs have also been widely used in the 
private sector to successfully complete 
projects for some of the best run businesses 
in the world.  Walt Disney World was 
built under a PLA and still utilizes union 
agreements for its capital construction 
and maintenance needs.  Toyota, the most 
profitable automobile manufacturer in the 
world, has built 24 facilities in the United 
States – with a 25th underway covering 
$1.3 billion of work – using PLAs that have 
generated 45 million hours of union work.  

To create growth opportunities in the union 
sector, PLAs are the most valuable tool we 
have to offer the quality, safety and efficiency 
that both public and private owners 
increasingly demand in an industry where 
cost factors – land, material, insurance, etc. 
– are rising at rates that impose significant 
pressure to contain other costs.  

We must have the support of union 
contractors and subcontractors in 
aggressively touting the value of PLAs 
to both public and private owners.  It is 
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PLAs	Are	Essential	To	
Growth	Opportunities	
For	Union	Sector

The BCTC consists of local affiliates of 15 national and international unions 
representing 100,000 working men and women in New York City.

By Edward J. Malloy, President
Building and Construction Trades Council of Greater New York
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the metroPolitan transPortation 
authoritY’s (mta) proposed 2008-
2013 Capital Plan, released in late 
February, clearly demonstrates the 
vital need to implement a congestion 
pricing program that would serve as a 
dedicated source of funding.  

The $29.5 billion proposal would 
cover the MTA’s system-maintenance 
and improvement program, complete 
ongoing expansion projects and 
pursue further capacity expansion to 
accommodate an estimated one million 
new residents over the coming decades. 

Two-thirds of the money required to 
fund the Plan would be devoted to the 
MTA’s core needs, including state of 
good repair, normal replacement and 
system improvement.  That is to say 
that $20 billion of capital spending is 

the minimum required over the next 
five years to maintain the system as it 
is today.  

The remaining $9.5 billion in the Plan 
would allow the MTA to complete such 
critical expansion projects as East Side 
Access, the first phase of the Second 
Avenue Subway, Fulton Street Transit 
Center and the South Ferry Subway 
system.  

Funding the Capital Plan is an 
essential and challenging task.  The 
MTA identifies approximately $20 
billion in potential funding sources, 
which includes $4.5 billion from 
congestion pricing proceeds. Absent 
this contribution, the MTA would 
have inadequate funds to maintain the 
system as it exists today and would be 
close to $14 billion short of the funding 

President’s	Message:
Ed Malloy states in his article on PLAs that the best example of how they help 
demonstrate both savings to the owner and the creation of more work for our members 
and their employees is the historic PLA with the School Construction Authority. In this 
case, the SCA received $488 million in savings on more than $6.7 billion of improvements 
to existing educational facilities. Our members have received hundreds of millions of 
dollars each year in new work that we would have not been successful in obtaining if not 
for the level playing field created for the subcontractors through this PLA.
 
It behooves our organization and our members to aggressively support PLAs with private 
and public owners whenever the opportunity presents itself.
 
So let’s take a moment to thank Ed for a great job and assure him of our full support in 
future.
 
Ed, we all thank you.
 
Sincerely,
Fred Levinson

FrED LEVINSON
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Nothing	Makes	Union	Subcontractors	
Grow	Stronger	Financially	Than	PLAs!
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CONGESTION	PRICING	IS	A	CRITICAL	PIECE
OF	FUNDING	FOR	MTA	CAPITAL	PLAN

CONTINUED ON PAGE 17

New York Building Congress Urges City and State Approval
for $354 Million in Federal Funding

By richard T. Anderson, President, New York Building Congress



Jay Kushner is General Counsel to the 
Subcontractor Trade Association. He is Of 
Counsel with the firm of Alvy & Tablante. 
He can be reached at 516-328-7181.

in the frenzY of a bull market in the 
construction industry, it is particularly 
important that subcontractors pay special 
attention to payment procedures both for 
base contract work and extra work claims.  
Notwithstanding the current active market 
place in construction, subcontractors face 
the “same old-same old” payment problems 
that confronted past generations in days 
gone by and more so! Perhaps it may make 
good sense to step back, take a deep breath, 
and review payment procedures,  particularly 
the ABC’s of extra work claims.  It’s great to 
have the work - it’s even better to get paid 
for it!

For a long time, I’ve recommended that the 
ABC’s of extra work claims be converted to 
the simple formula of recognition, notice 
and documentation.

As a prerequisite to an efficient claims 
program, it is essential that subcontractors 
know the terms of their subcontract, or their 
prime contract, as the case may be. Plans 
and specifications may be the starting point 
for bid purposes, but it doesn’t end there.

Changes may arise from design problems,  
owner revisions, substitutions, changes 
to layout, materials, variations from the 
original plans and/or specifications as the 
project develops.

Sometimes, unexpected conditions arise or 
design problems may result in variations. 
It is not sufficient that a job-super is able 
to overcome a problem in the field.  It 
is important that extra cost factors be 

recognized and reported to the home office 
to be acted upon as an element of extra 
compensation, hopefully before the extra 
work is performed and extra cost incurred 
so that NOTICE required by the contract 
document is given promptly.  This requires 
communication between the field and home 
office so that appropriate documentation 
may be assembled to establish extra costs 
and to obtain proper authorizations.

Written authorization to proceed with extra 
work should be obtained unless it is waived.  
Most contracts require written authorization 
to proceed with extra work. Only too often, 
CM and GC will delay giving written 
authorization to proceed with extra work.  
Recite the contract provisions requiring 
written authorization before proceeding 
with extra work.  If there is a dispute as to the 
scope of work, follow the dispute provisions 
– always documenting your position. You 
may have to make a tough decision; by 
knowing your contractual provisions you 
can best protect your company.  There will be 
occasions where you may feel circumstances 
are too acute to delay the work until written 
authorization is obtained. If such be the 
case, at the very least submit documentation 
showing that the work was performed.  
Confirm in writing that an oral direction 
to proceed was given to you.  Consult with 
your attorney if the situation warrants. If  
there is any outright refusal to give you a 
written authorization, provide your written 
notice that you are proceeding on the order 
and the authorization of the owner, or the 
CM’s or GCs field representatives. If you 
elect not to proceed, give written notice 

thereof and the reason why you will not 
proceed without appropriate authorization.  
If there is a dispute as to whether the work 
is extra work, follow the contractual dispute 
provisions. Under some circumstances, you 
may recover if you sufficiently document the 
special circumstances that justified doing 
extra work without written authorization.  
Needless to say, the road is perilous but give 
yourself the best chance you can to succeed. 
At the end of the day, written confirmation 
of verbal authorization to proceed may 
succeed. 

Establish  a close relationship with your 
attorney.  It will prove to be helpful when 
circumstances require such support.  
Sometimes good documentation showing 
why written authorization could not be 
obtained may save the day.  Obviously each 
case must stand on its own and individual 
judgment must be exercised.  But in any case 
it is better to have some record than none at 
all if at the end of the day you may have to 
litigate the event.

Where the contract prescribes the 
circumstances on dispute procedures you 
should make every attempt to follow the 
contractual procedures.  Documentation of 
the event may give you the opportunity to 
fight your way to a reasonable solution.
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LEGAL LOG

By Jay Kushner, Esq., STA Legal Counsel

The RNDs
of Payment Procedures
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We all keep reading about transit projects being bid 
which are “over budget”. There are several reasons 
given for these budget busting prices. The reasons 
given and the real truth may be far apart.

Most people who build a house give an architect a 
budget. If the bid prices come in substantially above, 
the owner will look to discuss with his architect and 
builder, making certain changes to bring down the 
price.  

NYCT and other authorities should consider 
receiving “value proposals” whereby the price is 
set at the budget amount. The bidders will make a 
proposal listing value engineering, modified terms 
and conditions, payment terms, etc. which can give 
the owner the project at the budgeted price. The 
owner will be left to evaluate which bidder’s proposal 
is a better value rather than which bidder has the 
lowest price, since the price from each bidder is the 
same (i.e., the budget).  

This will also encourage more bidders, as some 
bidders do not bid because of certain factors such 
as slow payments, unfair contract terms, delayed 
retainage payments, etc. Given the ability to modify 
unfair contract language, it will certainly make a 
difference to hesitant bidders.  

STA	OP-ED
ONE SUBCONTrACTOr’S PErSPECTIVE

NYCT
CAN BUILD
EVERY JOB
“ON BUDGET”
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federal, state, local governments and manY Private 
project owners require surety bonds to manage risk 
on construction projects.  Successful contractors align 
themselves with a professional team consisting of a surety 
bond producer, construction CPA, construction lawyer and a 
bank that is contractor friendly.

Bonding companies pre-qualify contractors utilizing, 
amongst other criteria:

1) Audited or reviewed financial statements prepared on
    the percentage of completion method on an annual and
    semi-annual basis.

2) Organizational charts and resumes of key employees to
     ascertain that the owner is complemented by a team of
     qualified field and office staff.

3) Letters of recommendation on completed projects from
     project owners, engineers and architects.

4) Evidence of a bank line of credit to provide sufficient
     comfort that projects will be completed and to manage
     working capital needs.

5) A business continuity plan in place so that business
    operations are not disturbed by the absence of the owner.

6) Current work in process information by contract,
     including contract price, estimated gross profit, billings
     and costs to date, estimated costs to complete, and
     anticipated completion date.

7) Current personal financial statement of the key owners of
    the construction company prepared by the construction CPA.

8) A current aging of contract receivables by contract, and
     broken out between requisitioned amounts and retainage.

When reviewing the company’s financial statements, the 
surety evaluates, amongst other things, the following:

1) Working capital – the surety will make adjustments to the
    working capital as presented for aged contract receivables
    that remain uncollected, certain prepaid expenses and
    suspect underbillings on contracts in process.

2)	Performing a historical analysis of contracts completed
     and still in process will help the surety track any
     profit fades; this could lead to questions regarding the
     contractor’s estimating ability.

3) A reconciliation of contract revenues, contract costs and
    gross profit between completed contracts and contracts in
    process.

4) A review of underbillings on contracts in process to
    determine if these contracts’ costs have been subsequently
    billed, or whether there are pending change orders to be
    resolved. This enables the surety to determine the 
    validity of these underbillings.  If underbillings are a high
    percentage of the company’s net worth, the surety will
    need to believe in their accuracy.

5) Conversely, if the contractor is in a net overbilled position
    on contracts in process, the surety will need to understand

Construction activity in the local marketplace is at an all-time high and is forecasted to continue at this pace 
for the foreseeable future.  Residential conversions in Manhattan have been booming for the past several years 
fueling the private sector as new sports arenas are being built in New York and New Jersey.  Certain public 
agencies, such as the School Construction Authority and the MTA, have large multi-year programs in place.  
Many contractors will amass fortunes during these prosperous times because they have the backing of their 
bonding company.

THE	SURETY’S
EVALUATION	OF	
CONTRACTORS

By Daniel A. Castellano, CPA, Managing Partner
Castellano Korenberg & Co., CPA’s, P.C.

CONTINUED ON PAGE 9
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For over 60 years, Lovett Silverman has 
provided construction solutions that have set 
industry standards for constructability.
    
During all phases of construction, we bring our expert
pre-construction, scheduling and project management services. 
When project challenges arise, we provide the claims, litigation 
support and expert witness services you need.

A national construction consulting practice, we are ready 
to build with you.

For more information please contact
John Lovett at jlovett@lovett-silverman.com
or visit www.lovett-silverman.com

CONSTRUCTION 
SOLUTIONS
THAT BUILD
NEW YORK

SILVERMAN
LOVETT

CONSTRUCTION CONSULTANTS

LOVETT SILVERMAN CONSTRUCTION CONSULTANTS
New York • New Jersey • Massachusetts • Washington, DC • Florida • California • Hawaii 

800.787.5898
www.lovett-silverman.com
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the trickle-down effect from enron and the other 
public accounting scandals continues this year with the 
implementation of several new ‘statements on accounting 
standards’ (SAS). These SAS regulations provide the 
instructions that accountants use when auditing financial 
statements. The new SAS regulations begin to implement 
procedures similar to those of Sarbanes-Oxley (SOX) within 
private companies.

Contractors must understand the impact of these changes 
and take proactive steps to address them lest the next volley 
of regulations in the War for Transparency strikes a critical 
blow to their bonding capacity.

Understanding	the	Impact	of	the	New	SAS	Regulations
Auditors will now operate by an expanded set of audit 
protocols as outlined in 11 new SAS regulations. Abiding 
by them is not optional for auditors to remain compliant 
with Generally Accepted Auditing Standards (GAAS). 
They change the approach auditors take for middle-market 
companies like most contractors and provide increased 
transparency with regards to identifying, assessing, 
responding to, and disclosing audit risk. 

The new SAS regulations alter the auditor/auditee 
relationship. Consider the following SAS regulations: 

SAS 109 – Identifying Risk
SAS 109 describes expanded risk assessment procedures. 
Auditors must observe internal control activities to assess 
the risk of a material misstatement and define further audit 
procedures based on the nature of the risk. 

SAS 107 – Assessing Risk
Auditors must consider audit risk materiality in determining 
risk assessment procedures, assessing the risk of a material 
misstatement, determining future audit procedures and 
evaluating whether financial statements are presented fairly 
and in accordance with GAAS.

SAS 110 – Auditors Must Respond to Risk
Auditors must respond to their assessment of the risk of a 
material misstatement, consider how the risk assessment 
affects financial statement assertions and document the 
linkage between assessed risks and further audit procedures.

The net result of these regulations is that auditors can not 
simply indicate that “the numbers are right.” Instead, they 
must possess an understanding of the methods and controls 
used to produce the numbers.

SAS 112 – Disclosing Risks
SAS 112 is a protocol for auditors to communicate 
internal control matters to clients. As auditors develop 
an understanding of methods and procedures, they must 
document control deficiencies and material weaknesses in 
writing within 60 days of the report release date. 

SAS 112 presents a challenge to contractors that depend on 
surety bonds to finance projects as sureties and banks may 
request that contractors disclose their SAS 112 letters as 
part of the financial package. This letter provides a roadmap 
for outside stakeholders to evaluate management decision-
making. They will look to management and the auditor to 
provide insight into any control deficiencies and material 
weaknesses outlined in the letter.

Collectively, the new standards place a considerably higher 
burden on auditors. Expanded audit regulations will 
increase audit time requirements and force an increase in 
fees. Further, smaller accounting firms may decide they lack 
the dedicated technical experts to stay abreast of the latest 
accounting regulations and exit the market or merge into a 
larger practice. To ensure contractors receive the efficient 
audit services they desire, it is vital that contractors have an 
in-depth dialogue with their accountants about the new SAS 
regulations.

When Paul Revere rode the Massachusetts countryside alerting the Minutemen of the approaching 
redcoats, the first shots of the War for Independence were fired. Today, accounting regulators are 
fighting a war to improve the transparency of financial statements.

THE AUDITORS ARE COMING, 
THE AUDITORS ARE COMING…

Be Proactive and Get the Most Out of New Accounting Regulations
By Arnold I. Marden, CPA and Stephen Harrison, CPA,

Marden Harrison & Kreuter Certified Public Accountants, P.C.,
a Division of J.H. Cohn, LLP

CONTINUED ON PAGE 9
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RESOURCEFUL.
we tackle the toughest challenges head-on.

We’ve never met a risk we couldn’t manage.  No project is too complicated, no challenge too great for the construction insurance 
specialists at Allied North America.  Trusted by our clients, valued by our carriers and respected by our peers, Allied’s talented team is 
technically-savvy, service-focused and results-driven.  Maybe that’s why this industry’s biggest names bring their most complex risk 
management challenges to our insurance and surety professionals – and why you should, too.  Because wherever you are, whatever 
you’re building, we’ve got you covered.  Allied North America: Risk management specialists for the construction industry.

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

President
Allied North America Insurance 
Brokerage of New York, LLC

david marino

ALLI2007_David_7.5x9.5_SCN_4C.in1   1 10/1/07   3:54:19 PM
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Developing	a	Proactive	Response
Your auditors must abide by these new regulations, but 
contractors have options to mitigate the consequences.

1.	Develop	a	close	dialogue	with	your	auditors
It is important that you establish a close dialogue 
with your auditors to ensure you are on the same page 
regarding the audit plan. The increases in audit time are 
expanding faster than the accounting industry can hire 
and train experienced staff, particularly those well versed 
in the construction industry. As a result, work with your 
accountant to begin audit field work earlier so as to ensure 
the financial package is delivered on-time to management 
and outside stakeholders. Timed correctly, this can also 
minimize the potential disruption to your internal staff.

2.	Raise	the	expectation	level	for	your	accountants
Expect more from your accountant in the way of 
business and industry advice in order to offset the 
increased expenses of the audit. Challenge your internal 
team to create and implement control procedures that 
demonstrate to external stakeholders that you are taking 
steps to protect their financial interests, as well as 
maximizing your own returns.

3.	Ensure	your	auditor	has	a	trusted	relationship	with	
your	surety
Expect the sureties and banks to request copies of the 
SAS 112 letter and other audit documentation with a 
contractor’s financial package. An auditor that has built 
trust with the surety will be able to help them interpret 
the results, differentiate between control deficiencies 
that are standard in the industry such as those related 
to segregation of duties (no contractor wants to carry 
additional overhead) versus those that might represent 
true “red flags” such as controls over the estimating 
process. These relationships can make the key difference 
in getting bonds.

Conclusion
Like any war, the War for Transparency has casualties. 
Gone are the audit shortcuts acceptable in another 
era. Gone are the days of your financial statements 
serving only as a necessary evil to obtain bonds. As 
outside stakeholders get more sophisticated in their 
understanding of contractors’ financial risk, audited 
financial statements can become a beacon highlighting 
a contractor’s high financial standards. With the new 
accounting regulations being implemented this year, 
contractors can protect their bonding capacity and lines of 
credit by proactively addressing and communicating audit 
results with external users.

Arnold I. Marden, CPA and Stephen J. Harrison, CPA are 
co-managing partners of Marden, Harrison & Kreuter,
a Division of J.H. Cohn, LLP based in White Plains, NY. 
Both are members of the Subcontractors Trade Association.

CONTINUED FrOM PAGE 7

    whether this is a result of the contractor’s aggressive
    billing practices or whether there appears to be
    hidden net worth due to profit conservatism.

6) Bank line of credit – is it adequate for the
     contractor’s cash flow needs especially if the
     contractor is a trade contractor who is labor
     intensive or is a larger bank line needed?

7	) Contingency and commitment footnotes in the
     financial statements enable the surety to evaluate the
     existence of pending claims, lawsuits and guarantees.

8) If the company is a flow-through entity, such as an
     S Corporation or a Limited Liability Company, the
     surety will inquire of the contractor what
     distributions will be required to fund any personal
     income tax liabilities.

Once a contractor has been pre-qualified by the 
surety, a continuous evaluation of the contractor’s 
financial performance and financial position takes 
place to determine if a reduction or an increase in 
the contractor’s bonding program is warranted to 
reduce or increase surety capacity. This requires open 
channels of communication and usually a periodic 
meeting between the contractor, the bonding agent, 
the CPA and the bonding company.

A demonstration of commitment from the owner of 
a construction company through personal indemnity 
helps protect the surety from any losses caused by 
the contractor’s failure to complete bonded projects.  
Corporate and personal indemnifications are a 
standard practice in today’s marketplace.

Finally, the importance of the construction CPA 
cannot be overlooked.  Understanding the contractor 
client’s goals enables the CPA to guide the client in 
achieving increased surety and banking credit through 
retention of after tax profits in the construction 
company. This is best achieved by the preparation 
of financial statements acceptable to the bonding 
companies and a continuous flow of information 
to keep the surety well informed of current 
developments.

Castellano, Korenberg & Co., CPA’s, P.C.
313 W. Old Country Road, Suite 1
Hicksville, New York 11801
Phone (516) 937-9500
Fax    (516) 932-04850

CONTINUED FrOM PAGE 5

THE	SURETY’S
EVALUATION	OF	CONTRACTORS

THE AUDITORS ARE COMING…
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President bush signed the economic  stimulus  act  of 
2008 earlier this year, and while much attention has been 
focused on the millions of rebate checks the Treasury will 
soon mail out to taxpayers, the new law contains generous 
business incentives that can benefit most contractors. 
The incentives, in effect, accelerate 2008 depreciation 
deductions attributable to the purchase of most property 
acquired and placed in service in 2008, such as equipment, 
furniture, computers, trucks, automobiles, software, and 
certain building improvements to leasehold properties by 
enhancing the special Code Sec. 179, expensing election and 
by introducing a temporary bonus depreciation deduction. 
Each new incentive is briefly described below. 
 
The new law nearly doubles the IRC Sec. 179 expense election 
from $128,000 to $250,000 in 2008. Eligible property must 
be tangible personal property, which is actively used in a 
taxpayer’s business, and for which a depreciation deduction 
would be allowed. Under previous Code Sec. 179 rules, if the 
cost of qualified property placed in service during the year 
exceeded $510,000, the deduction would be reduced dollar for 
dollar by the amount over $510,000. Now the Sec. 179 phase-
out threshold is increased from $510,000 to $800,000. 
 
The new law also allows businesses to expense 50 percent 
of tangible property in 2008, including certain building 
improvements to leasehold property. Generally, the property 
must be new, purchased and placed-in-service during 2008. 
The placed-in-service date is extended one year for certain 
property including land improvements and certain building 
improvements to leasehold property that can be described  
as “qualified leasehold improvements”. The temporary 
bonus depreciation provisions regarding “qualified leasehold 
improvement property” should also benefit most typical 
realty owners and may generate new business for many 
contractors.

 
“Qualified leasehold improvement property” is an 
improvement to an interior portion of a building that is 
non-residential real property and which is made under, or 
pursuant to, a lease by the lessee, sublessee, or lessor. The 
improvement must be placed in service more than three 
years after the date the building was first placed in service 
by any person. In addition, the interior of the building must 
be occupied exclusively by the lessee or sublessee. The lease 
may not be between related persons. Expenditures for the 
enlargement of a building, elevators and escalators, structural 
components that benefit a common area, and internal 
structural framework do not qualify. The term “common 
area” generally refers to areas used by different lessees of 
a building, such as stairways, hallways, lobbies, common 
seating areas, interior and exterior pedestrian walkways, 
pedestrian bridges, loading docks and areas, and rest rooms. 

However, property will not be eligible for the temporary 
bonus depreciation if there is a binding written contract 
before January 1, 2008 to acquire the property. The additional 
depreciation deduction also extends to automobiles and the 
so-called “luxury automobile limits” generally increasing first 
year automobile depreciation deductions from $3,000 to 
$11,000.
 
Many states may “decouple” from the new federal depreciation 
rules requiring tracking differences in allowed depreciation 
for federal purposes and state purposes.
 
These business incentives give nearly all contractors and their 
clients new and significant business deductions for 2008, but 
also require coordination with other tax planning initiatives 
to ensure contractors reap maximum benefit from these new 
deductions. 

Mary Amato, CPA, is a tax partner in J.H. Cohn’s White 
Plains office and a member of the Firm’s Construction 
Industry Practice. She has over 20 years experience advising 
contractors and can be reached at 914-684-2700, ext. 116.

Anthony J. Campolo, CPA, is an audit partner in J.H. 
Cohn’s White Plains office and a long-time contributor to the 
STA. Also a member of the Construction Industry Practice,  
Anthony works with specialty subcontractors that perform 
work in both the private and public sectors. He can be reached 
at acampolo@jhcohn.com or 914-684-2700, ext. 126. 

Economic	Stimulus	Act	of	2008	Spurs	
Incentives	for	Contractors

By Mary Amato and Anthony Campolo
J.H. Cohn LLP.
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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
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The Changing Legislative Agenda
for Women in Construction
Jointly presented by the Greater New York Chapter
of  NAWIC and the Women Builders Council

Presenters:

When:
Monday, April 21, 2008

Cost:

Where:

RSVP:

Opening New Doors
BuildersWomen Council, Inc.

JOIN US FOR A MEETING WOMEN 
CAN’T AFFORD TO MISS

particularly important that the best 
businesses in our industry stake 
their claim as the legitimate voice 
of business in our industry.  The 
irresponsible views of interests 
representing the worst businesses 
cannot be allowed to be accepted as 
representative of all or even most 
businesses.  Letting these views 
advance not only harms union labor, 
but also employers hiring union labor.

We must continue to use PLAs on 
major commercial and signature 
projects to maintain the strong 
relationship we have with premiere 
members of the development 
community.  These PLAs, which 
typically involve modest adjustments 
on issues other than wages and 
supplements, can reap huge rewards 
for the union sector of the industry 

by assuring that all work from start to 
finish – including tenant build-outs 
– will be done union.

We must address our shrinking share 
of the residential market, particularly 
in the affordable and low-rise 
segments, but quite frankly, in the 
market rate and high-rise segments as 
well.  On the latter front, efforts already 
underway which are not changing 
traditional wages and supplements, are 
proving that union labor, contractors 
and subcontractors can compete and 
win.   

In the affordable and low-rise 
segments, however, we must 
acknowledge that there are very few 
projects where union labor, contractors 
and subcontractors are competitive.  
We can, and therefore must, adopt a 

more aggressive package of wages and 
supplements to address this sector of 
work and prevent a further slide of 
standards that will eventually seep 
into other segments if unchecked.  
We must also address contractor 
and subcontractor capacity issues to 
assure that enough unionized firms are 
actively pursuing work.

With genuine cooperation between 
labor and management in our industry, 
the same cooperation that routinely 
gets the most complex and difficult 
projects in the world built on-time and 
under-budget in the most complex and 
difficult environment in the world – we 
can and will meet these challenges 
successfully.

CONTINUED FrOM COVEr PAGE

PLAs	Are	Essential	To	Growth	Opportunities	For	Union	Sector
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Silver	Shovel	Award	/	Developer	of	the	Year
Design & Construction Team, Brookfield Properties’

3 9 t h  A n n u a l  C on s t r u c t i on
Awa r d s  Di n n e r  &  C a s i n o  N i g h t

STA Annual 2008 Construction Industry Awards

CELEBrATE WITH US AND HONOr THE ACCOMPLISHMENTS
OF OUr 2008 INDUSTrY LEADErS

Builder	of	the	Year
Pat A. DiFilippo
Turner Construction

Subcontractor	of	the	Year
raquel Nuñez, Nuñez Electric

Public	Official	of	the	Year
Sharon Greenberger,
NYC School Construction Authority

Michael	Mazzucca	Lifetime	
Achievement	Award
Gilbert rivera,
Park Avenue Building & roofing Supplies,
Posthumously

SUPPORT	OUR	AWARDS’	JOURNAL

	 	 							B&W	 	 Gold						 					Platinum
Full	Page	10”	x	7”	 							$600	 	 $800	 					$1,250
Back	Cover	 							$3,500
Inside	Cover	 							$2,750

Russo’s	on	the	Bay
162-45 Cross Bay Blvd., Howard Beach, NY 11414

RESERVE	YOUR	SEATS

SOLD
SOLD

Make your table reservations early. 
Seats are $500 per person or $450 
per person for a table of 12 or more.

SPECIAL	‘THANK	YOU’	INCENTIVE
For every $5,000 or more of journal 
advertising or dinner reservations, 
you will receive a free dinner ticket.

WHO	TO	CONTACT
Call ron Berger at 212.398.6220 or email him at stanyc.berger@verizon.net



STA Subcontractors News 14March 2008



STA Subcontractors News 15March 200814



STA Subcontractors News 16March 2008

Goldberg & Connolly.
The reinforcement you 
need in construction law.

For more than half a century, Goldberg & Connolly has been
the most trusted name in providing high-level legal counsel 
for difficult, complex construction controversies. 

To discover how our exceptional depth and breadth of 
experience can be applied to challenges you face, please call
Henry L. Goldberg, our Managing Partner, at 516 764-2800.

Construction Law �

Government Contracting �

Contract Claims �

Surety Law �

Labor Relations �

Real Estate Transactions �

Commercial Litigation �

The G&C Building
66 North Village Avenue
Rockville Centre NY 11570
Ph  (516) 764-2800
Fax (516) 764-2827

New York Construction

7 x 4-7/8”
Half Page

300 dpi pdf

October 2006

Built on a foundation of leadership
in construction law  

www.GoldbergConnolly.com

Truck, Van and Vehicle Outfitter for Those Who Work and Live on the GO.
GOwork On March 26th...

We Will RackYourWorld!

10 Robertson Avenue, White Plains, NY 10606 

1.866.517.RACK

Now Open in White Plains on Route 119, Exit 5 on Interstate 287

Be prepared to have your world racked on March 26th!!!

Rack & GO has partnered with the STA to offer its

members the most comprehensive selection of truck and

van accessories specifically designed for contractors. Be

sure to stop by the Rack & GO display at the next general

membership meeting to discuss your fleets' needs and

receive a special gift courtesy of Thule Pro. For more

information, visit rackandgo.com or call 866.517.RACK

and ask for Steve Frind.
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required to accommodate anticipated 
growth in ridership. The importance of 
congestion pricing couldn’t be clearer.  

To its considerable credit, on 
January 31, the New York City Traffic 
Congestion Mitigation Commission 
recommended a congestion pricing 
plan that, in addition to reducing 
traffic and helping to clean the 
environment, would allow for a 
more balanced, and well-financed, 
long-range capital program. While 
making some improvements to the 
Mayor’s original plan, the Commission 
notably resisted the temptation to 
sell congestion pricing as a tool for 
reducing fares, understanding that 
it provides a valuable opportunity to 
create a predictable and dedicated flow 
of revenue for vital capital projects.

For years, the New York Building 
Congress leadership and its members 
have advocated the need to identify 
dedicated and protected sources of 
new revenue for infrastructure capital 
expenditures, for City and State leaders 
to provide additional direct subsidies 
to the region’s transit network.  The 

Commission’s proposed congestion 
pricing plan is worthy, not only of 
this industry’s support, but of its full 
advocacy in these critical days.

For the Building Congress, approval of 
congestion pricing has become its first 
priority.  As members of the design, 
construction and real estate industry 
-- one of the region’s most reliable 
engines of growth --  it is incumbent 
upon us to push vigorously for passage 
of congestion pricing in both the City 
Council and the State Legislature, and 
to hold each body’s leadership and its 
individual legislators accountable for 
their actions on this issue.

No one doubts that this will be a difficult 
decision for many legislators in certain 
New York City neighborhoods and the 
suburbs. After all, this has been among 
the most hotly-contested policy issues 
in recent memory, and congestion 
pricing will not be well-received by many 
constituents who choose to commute to 
Manhattan by car.

What the Building Congress expects out 
of its elected officials is that they examine 

the facts and cast their vote based on the 
long-term interests and prosperity of the 
New York metropolitan region. If enough 
legislators can exhibit the political will to 
do just that, then congestion pricing will 
win on the merits and the City, State and 
region will be the better for it.

I urge you to contact your 
representatives in the City Council 
and in Albany to let them know that 
you consider congestion pricing a 
top priority and want the proceeds 
to be used exclusively for capital 
investments in the mass transit 
system, as recommended by the 
NYC Traffic Mitigation Commission.  
Implementation of the congestion 
pricing plan requires approval from 
the City Council and State Legislature 
by March 31 in order for New York 
to qualify for $354 million in federal 
funding, which would be used to 
implement a series of short-term 
transit improvements prior to the 
initiation of congestion pricing.  We 
simply cannot afford to miss this 
opportunity.

CONTINUED FrOM PAGE 2

CONGESTION	PRICING	IS	CRITICAL	PIECE	OF	FUNDING	FOR	MTA	CAPITAL	PLAN
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SPECIALIZING IN CONSTRUCTION LAW FOR OVER 40 YEARS

Business Practice Interchange
robert J. Ansbro 718-786-6363

Insurance & Bonding 
William Hass 914-769-2220

Dinner Dance & Journal 
Fred Levinson 718-961-9600

Membership Committee
David Harron 212-505-7630

Legislative
Arthur rubinstein 718-417-0600

Public Agencies  
Joe Azara  
Larry roman 914-776-8000
Gary Segal 718-641-5000

Program & Education 
raquel Nuñez 718-786-6473

School Construction Authority
Fred Levinson 718-961-9600

Architects & Engineers
ron Berger 718-398-6220

Business Development 
Jerry Liss  718-728-0600Technology

John rapaport 914-380-8133

Ben	Cohen
Interior Design Flooring Corp.
251 East 137th Street Bronx, NY 10451
Tel: (718) 665-0753
Fax: (718) 665-5652
Flooring

Robert	Carvalho
EAI, Inc.
50 Prescott St. Jersey City, NJ 07304
Tel: (201) 395-0010
Fax: (201) 395-0020
Email: robc@eaienviro.com
Flooring

Steve	Keriakos
National Interiors Inc.
145 Palisade Street
Dobbs Ferry, NY 10522
Tel: (914) 478-9200
Fax: (914) 478-9199
Email: nationalinteriors@verizon.net
Flooring

Welcome New STA Members

STA COMMITTEES
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STA has redesigned its website.

For more information, please visit
the site that now includes several 
special features:

MWBE Trade Directory
• A searchable Members Directory
• Archived STA Newsletters
• Current Calendar Events
• Monthly Updated Homepage 

Vist and find out more at
http://www.stanyc.com

Visit	STA’s	New	Website
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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

KNOWLEDGEABLE
GRASSI & CO - CPA’S & SUCCESS CONSULTANTS

Knowledgeable...Grassi & Co.

“Go confidently in the 
direction of your dreams.”

HENRY DAVID THOREAU
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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
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, April 3, 2008 – 8:00 AM

Board	of	Directors	Meeting
Tuesday, April 8, 2008 – 5:30 PM

General	Membership	Meeting
Wednesday, March 26, 2008 – 5:30 PM
Terrace on the Park

Annual	Construction
Awards	Night	&	Dinner
Saturday, May 3, 2008 – 7:00 PM
Russo’s on the Bay

Annual	Golf	Outing
Monday, June 23, 2008
Cherry Valley Golf Club

Board	of	Directors:

ROBERT ANSBRO
The New York Roofing Company

JOSEPH AZARA
C.D.E. Air Conditioning

MICHAEL D. CHAFETZ
MDC Construction Management, Inc.

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, Inc.

GUY VANDEVAARST
Empire System Solutions

JOHN VILLAFANE
Eldor Electric, LLC.

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