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For the past couple of years, there has been discussion between labor 
(the Building and Construction Trades Council) and management 
(the Building Trades Employers’ Association) about crafting a Project  
Labor Agreement.  The latest market conditions seem to have been 
a catalyst to bring labor and management close enough together to 
fi nally reach an agreement on a Project  Labor Agreement that will be 
made available to private projects in the Five Boroughs.

This agreement will reduce overall construction costs. While this 
agreement is only a couple of weeks old, several projects have already 
been “signed up” and are moving ahead, and a number of additional 
applications are in the process of being reviewed.  The purpose of 
the agreement was to be the construction industry’s own form of 
“Economic Stimulus” - and it appears to be working.

Our sincere thanks go out to those involved in the process - specifi cally, 
the Building and Construction Trades Council and the Building Trades 
Employers’ Association.  We will all benefi t from their hard work and 
perseverence.

Sincerely,

Robert A. Samela, President

ADVERTISEMENT
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Only the strong survive. This core tenet of laissez-
faire capitalism rings painfully true during this 
unprecedented economic recession. As tri-state area 
contractors brace for an anticipated 22 percent or 
greater reduction in total construction spending , many 
contractors are wondering what steps they must take 
to better compete.

Freed from the bonds of prosperity, natural selection 
will weed out the weak and create opportunities for 
properly positioned survivors to lead the recovery. 
Contractors that take these steps will fi nd that they can 
remain competitive until the economy turns around.

Learn from Others

Through its 90-year history, J.H. Cohn has guided clients 
through 16 economic recessions and 17 recoveries. 
Along the way, our Construction Industry Practice 
has worked with clients across all major construction 
segments and has uncovered several reasons why 
otherwise well-managed contractors fail. 

Failures Due to Learning Curve Factors

The more one does an activity, the better one gets at it. 
During a recession, when projects get scarce, contractors 
are tempted to take on projects for which they might 
not have suffi cient expertise or experience.

• Projects too large or complex – Most contractors can 
succeed in expanding the scope of a contract, but the 
real question is whether they can do it while earning 
a profi t. 

• Projects in unfamiliar geography – Differences in 
construction customs, methods, regulations, and labor 
conditions can be costly without proper planning.

• Projects requiring different expertise – Contractors 
usually underestimate the entrance cost of moving 

into new types of construction. The shift from private 
to public sector jobs is particularly challenging. 

It is not unusual for a contractor to experience one 
or two losing projects before learning how to earn a 
profi t. Ask yourself, can you afford to incur the loss if it 
is unprofi table work?

Failures Due to A Lack of Management Maturity

As a construction company grows, it needs to develop 
the management philosophies and infrastructure 
needed to sustain success.

• Proper delegation of authority – Recessions push 
management to the breaking point as they attempt 
to manage all aspects of the business in micro detail. 
Managers need to be able to delegate less critical tasks 
to trusted team members who are able to bring a fresh 
perspective to the project.

• Investment in people – Companies need to develop 
the bench strength to survive the loss of a key person. 
For many contractors, losing the wrong person can 
be costly and have a signifi cant impact on the future 
operations of the company.

Failures Due to Inadequate Financial Management

Recessions expose fl aws in contractors’ fi nancial 
management systems that may be obscured during 
economic booms. 

• Business systems fail to produce actionable intelligence 
– Contractors need to synchronize the estimating and 
job cost systems to identify potential problems as they 
arise. Otherwise it may be too late or too costly to take 
corrective action.

•  Ineffective billing procedures – Many underbillings are 

continued on page 5

Survival of the Fittest
How Smart Contractors Plan for Survival, 
and Growth, During a Recession

BY STEPHEN J. HARRISON, CPA AND ANTHONY J. CAMPOLO, CPA
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Cutting-Edge Innovation for Green Construction
As a leader in green construction, Park Avenue offers environmentally friendly materials, including Guardian fiberglass 

insulation, low VOC paint, recycled gypsum and steel products, LEED’s valued products and Energy Star-rated windows.  

Ask us about our environmental certifications and look for energy conservation logos on many of our products.

 2120 Atlantic Ave, Brooklyn, NY 11233  |  Tel (718) 403-0100  |  Fax (718) 596-5085
525 Park Ave, Brooklyn, NY 11205  |  Tel (718) 403-0100  |  Fax (718) 522-7362
www.parkavebuilding.com

NEW YORK CITY’S

PREMIER GREEN  
MBE SUPPLIER

 

Going Green on Your Next Project
As an innovative M/WBE company, Park Avenue Building & Roofing Supplies  

provides an expanded roster of environmentally friendly products for your next  

project.  We are certified by Dormitory Authority of the State of NY, Empire State  
Corporation, Port Authority of NY/NJ, School Construction Authority, NY/NJ Purchasing 
Council, Department of Small Business Services. 

Setting the Standard in High-Quality Products 
Park Avenue provides one-stop shopping for the best-in-class building materials, including the following product lines:  
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the result of poor billing practices. Being underbilled in 
one month and billing it in the following month equates 
to being cash out-of-pocket for potentially 30 days at 
the time you actually bill it.  When credit is tight, don’t 
willingly extend it free of charge. Contractors need to 
maximize cash management at the project level.

• Lack of targeted cost controls – In tough times, 
companies need to apply more specifi c cost controls. 
This includes making decisions related to the owning 
and leasing of equipment and methodologies for 
capturing equipment and equipment overhead to be 
billed to the projects.

Step back and critically evaluate your business based 
on these factors and make necessary adjustments. 
Keep these elements of failure in mind before you 
make decisions regarding how to streamline costs.

Focus on the Core Business

During a recession, a contractor’s tendency is often to 
apply a quick fi x by slashing overhead costs. Doing so 
without forethought can prove counter-productive 
and limit opportunities for growth during the recovery. 
Before implementing cost reductions, contractors 
should fi rst conduct a department-by-department 
review to align business processes with the changed 
business environment. Focus on the three departments 
critical to contractors.

Administration 

During a down economy, ownership and management 
must determine priorities, be diligent—but realistic—
about fi nding new sources of revenue, and align the 
organization to meet the new economic conditions. 
As suggested above, identify the key people you 
need in your business when the economy recovers 
and continue investing in them. Look to new markets, 
but do not overestimate your capabilities. Develop 
realistic estimates and consider joint venture partners 
with more experience in the geographical area or type 
of construction you are expanding into. Review your 
bonding and banking relationships and insurance 
programs. Your working capital requirements will 
increase as A/R collections slow. Re-evaluate your 
insurance coverage and deductibles and assess how 

effectively they align with your changing business 
requirements. 

Estimating

The economic downturn brings harsh realities, including 
more competition, an increase in bidding activity, 
lower mark-ups, and surety bond capacity restrictions. 
Make the increase in competition work for you by 
identifying opportunities to improve the estimating 
and sales functions. During these times, the quality 
of subcontractors becomes especially important as 
tighter margins magnify problems and errors. Review 
subcontractor qualifi cation policies and procedures and 
consider requesting fi nancial statements and surety 
bonds. Also, review contract terms and provisions as 
some may now be more negotiable. Explore creative 
ways to increase a project’s cash fl ow. Consider if you 
can front load the billing on a project. 

Operations

Streamlining operations requires management to have 
a strong handle on active jobs. Get back to weekly job 
meetings, regular status reports, and job-monitoring 
activities. Management should focus on budget-to-
actual variances, productivity levels, change order 
status, costs to complete, cash-fl ow analysis, and job 
close-out procedures. Remember that if laborers and 
inspectors do not have another job to move on to, they 
may try to delay closing-out jobs.

Examine several factors related to the design of your 
job cost system. Budgets need to be identifi ed in a 
format consistent with how the actual costs will be 
tracked through the job cost system and they should 
be maintained and revised for items such as buy-outs, 
change orders, and changes in estimated quantities. 
Actual-to-budget variances should be analyzed 
monthly, or preferably weekly, throughout the job.

Finally, establish an internal billing system that 
improves cash management. Create a checklist for 
all paperwork, including certifi ed payroll reports, 
insurance certifi cates, and surety bond requirements. 
Closely monitor and analyze change orders and secure 
approval before you commence work. Coordinate 
material deliveries and project walk-throughs with the 
owner’s representative so that you are of like mind with 
regards to quantities and percentage of completion. 
These little details can have a big impact on cash fl ow. 

continued on page  7

Survival of the Fittest
continued from page 3
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The experience to face
THE UNPRECEDENTED. 

    Projects on hold. Shrinking  
  surety markets. An economic  
change order. Are you ready 
         for what’s next?

JOE TORRE, MANAGER

J.H. Cohn’s Construction Industry Group
Through our 90-year history, J.H. Cohn has 
guided contractors through 16 economic 
recessions and 17 recoveries. We’ve earned 
the confidence of bonding professionals and 
our clients’ trust. The professionals in our 
Construction Industry Group can guide you 
through these uncertain times. And position 
you to build your recovery.

Member of Nexia International, a worldwide network 
of independent accounting and consulting fi rms.

Call 1-877-704-3500 or visit www.jhcohn.com
Offi  ces in New Jersey, New York, Connecticut, and California
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Take Control

To be a survivor, contractors need to take control of 
efforts to drive ineffi ciencies out of the business. Be 
sure to involve all employees in this process, including 
project managers, superintendents, and administrative 
personnel. Consider offering incentive bonuses to 
employees that produce the best ideas.

On the construction site, waste comes in many forms, 
including idle equipment, poorly timed delivery of 
materials, less than optimal vendor contracts, and 
unnecessary employee perks. Eliminating waste should 
be a top priority for management and supervisors. 
Review major expenses and capital investment plans 
to evaluate how they fi t into the revised plan for the 
company. Renegotiate vendor contracts to look for 
better terms or higher discounts for early payment. 
Reduce employee perks including vehicle usage and 
meals and entertainment and consider methods of 
reducing retirement plan benefi ts. And, unfortunate 
as it is, when times get tough, theft and insurance 
fraud increase. Examine your security measures and 
align them with the increased risk. 

Sound internal controls are a deterrent to fraudulent 
activity and provide a basis for sound accounting 
practices. In maintaining internal controls, there needs 
to be a strong emphasis on communication. From the 
fi eld offi ce to the home offi ce, effective communication 
should fl ow down, across, and up the organization. 

Integrity and ethical values, commitment to 
competence, management philosophy and operating 
style, assignment of authority and responsibility, 
and human resource policies and practices are all 
components of an organization’s control environment. 

The control environment sets the tone for the 
organization, and during a recession, management 
should not underestimate integrity and ethical values. 
If management is committed to strong internal 
controls and ethics, it will trickle down throughout the 
company.

Policies and procedures, which are the responsibility of 
the controller, should include approvals, verifi cations, 
and reviews of operating performance as well as the 
security of assets, and segregation of duties. Remember 
to regularly monitor the internal control system to 
make certain that it is working for the organization. 

Anticipate the Future

Our economy is adjusting for prior excesses and 
abuses. As a result, the business environment over the 
next decade will be signifi cantly different than the 
environment of the previous decade. There are many 
factors to consider. Contractors should expect increased 
regulation of construction activity to follow the 
stimulus package investments. The Federal Acquisition 
Regulations have already been modifi ed to include 
ethics compliance programs and may trickle down to 
state programs. It is expected that more construction 
projects will utilize construction monitors. Consider 
whether owners will place increased emphasis on 
quality and integrity over the absolute lowest cost 
bid. To position your company for success, develop 
an approach to anticipate the future direction of the 
marketplace. Involve your business advisors in the 
decision-making process.

With the economic outlook sobering, contractors can 
survive—and succeed over the long term—by creating 
a plan, building a strong organization centered around 
core business processes, controlling costs, and avoiding 
the mis-steps that have doomed contractors to failure 
during economic downturns.

Survival of the Fittest
continued from page 5

Stephen J. Harrison, CPA, is the Practice Director for J.H. Cohn LLP’s Construction Industry Practice, one of 
the largest construction practices on the East Coast. In this role, Steve directs over 80 professionals dedicated to 
providing responsive and personalized accounting, tax, and consulting services to the construction community. 
With nearly 30 years serving the industry, Steve has excellent relationships with all the major surety and banking 
providers. He is an active member of several construction associations.

Anthony J. Campolo, CPA, is an audit partner in the Firm’s White Plains offi ce.  He has extensive experience 
in the construction industry performing attest and tax-related services for general contractors, construction 
managers, real estate developers, and specialty subcontractors operating in both the public and private sectors. 
Anthony is a member of the American Institute of Certifi ed Public Accountants, the New York State Society of 
Certifi ed Public Accountants and the Subcontractors Trade Association, Inc.’s Executive Advisory Committee.
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The New York State Legislature in 2008, allegedly “reformed” the State’s controversial Wicks Law governing public works 
contracts.  The purpose of the reform was to ameliorate many of the problems historically associated with Wicks (depending 
upon one’s perspective).  However, one aspect of the new statute, the establishment of the right to prequalifi cation by almost 
all major government entities, has the potential to create a host of new complications for the unprepared contractor. 

The Wicks Law, fi rst enacted in 1921, requires government entities to issue four separate contracts for public construction 
projects instead of one contract with a single general contractor who then subcontracts out the work.  The original purpose 
of the Wicks Law was to protect subcontractors, suppliers and laborers, and better ensure their payment on public works 
projects by removing the “middle-man” and allowing project trust funds to fl ow more directly to the subcontractors.  An 
added benefi t is that the public owner “buys direct” for the services of the major trades without the general contractor’s 
markup.

New Wicks Law “Thresholds”

The new law increases the threshold amount under which the Wicks Law applies to $3 million in New York City, $1.5 million 
in downstate suburbs, and $500,000 in upstate New York.  In addition, the law now exempts contractors who use Project 
Labor Agreements (“PLA”), where a contractor and its subcontractors must use only union labor to perform the project 
work.  These changes have been estimated to have exempted more than 70% of public works projects, providing the 
fl exibility needed for small projects. 

Compensating “Protections” For Subcontractors in New Statute

To compensate subcontractors for the loss of Wicks Law protection on many projects, the new law includes several additional 
protections for subcontractors on contracts where the Wicks Law does not apply.  Under the new law, bidders are now 
required to submit a sealed list naming each of its subcontractors and the amount to be paid to each.  Once the sealed bid 
is opened, any changes to the list must be approved by the public owner.  This process eliminates the potential for unfair 
“bid shopping” by the general contractor once the contract is awarded.  In addition, the time in which contractors must pay 
subcontractors has been reduced from fi fteen days to seven days from receipt of payment.  

Prequalifi cation

The most signifi cant “reform” under the new law is the authorization for almost all government entities (with populations 
exceeding 50,000 people) to establish contractor prequalifi cation rules on a general or contract specifi c basis, whereby 
contractors may be pre-qualifi ed based on certain criteria, such as 

•  Experience and record of performance in the particular type of work;

•  Ability to undertake the type and complexity of work;

•  Financial capability, responsibility and reliability of the bidder for the work;

•  Record of compliance with labor standards;

•  Maintenance of harmonious labor relations;

•  Record of compliance with anti-discrimination and EEO laws;

•  Demonstrated commitment to working with M/WBEs; and 

• Safety record and workers compensation insurance EMR rate.

PREQUALIFICATION UNDER
THE WICKS LAW “REFORM”- 
BE PREPARED!

BY HENRY L. GOLDBERG, MANAGING PARTNER ,GOLDBERG & CONNOLLY
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This reform of the Wicks Law marks a revolutionary change in the manner in which public works construction is conducted in 
this New York.  Prequalifi cation allows an agency to evaluate the qualifi cations of a contractor before issuing a solicitation 
for a specifi c contract.  Previously, prequalifi cation was reserved under the New York City Procurement Policy Board Rules 
(“PPB Rules”) for only “special circumstances” such as in the case of emergencies.

 While public owners have alleged that the use of pre-qualifi ed lists (“PQL”) will promote competition among contractors 
with a proven track record, and ensure that only companies truly able to handle the projects would be able to bid, it can 
actually have just the opposite effect. 

 Previously, under New York law there was no “gate-keeper” at the bid room door; anyone with a bid bond could enter 
and bid.  This was a major tenet of public contracting law.  Issues of responsibility (e.g. qualifi cations, character, capital, etc.) 
were addressed after a contractor was declared “low bidder.”  Consequently, all contractors were entitled to bid in our free 
market economy.  No public owner could control this.  Under the “reformed” Wicks Law, public owners will now be able to 
determine who can bid in the fi rst instance.

There was a reason why government entities were rarely allowed prequalifi cation powers under New York law.  The 
prequalifi cation process has a very real potential for abuse as the opportunity for subjective and political infl uence in 
determining who can bid seeps into the system.   The possibility of such inherent dangers, coupled with the damages suffered 
by a contractor unfairly denied prequalifi cation, may actually discourage competition or lead to “cronyism,” particularly 
among smaller public owners.

G&C Commentary

It is too early to determine whether the Wicks Law “reform” will have the intended effect.  In particular, there are an 
abundance of questions regarding how public agencies, which have, for years, procured and awarded contracts under 
“open” competitive sealed bid procedures, will implement new rules regarding prequalifi cation.

 Our experience has shown that navigating the prequalifi cation procedures of the few agencies that have employed this 
“special case” method of contractor selection in the past, was problematic.   Each agency developed its own requirements 
for obtaining and maintaining pre-qualifi ed status.  Consequently, knowing what the requirements were to be pre-qualifi ed 
for a particular agency was often less than clear and subjective.

With almost all government entities now empowered to pre-qualify contractors, traversing the mine fi eld of confl icting 
agency-specifi c requirements for prequalifi cation could become more diffi cult.  In addition, being accused of failing to 
adhere to one agency’s requirements could subjectively infl uence other owners.  Furthermore, the opportunity to obtain 
protection from the courts could be limited because of the subjective and discretionary nature of such “qualifi cation” 
determinations.

Whether you are an emerging or well established public works subcontractor, the blemish of a denial or later revocation of 
prequalifi cation status can have a devastating “domino effect” on your company’s status on other agencies’ PQLs.  Therefore, 
the careful contractor, must (1) know and understand each agency’s requirements; (2) provide full disclosure on all agency-
developed questionnaires and NYC Vendex submissions, and (3) rigorously adhere to each agency’s particular reporting 
obligations while included on that agency’s PQL.

If you haven’t previously fi lled out a prequalifi cation questionnaire (as for example, with the NYC School Construction 
Authority, which was previously exempt from Wicks Law and had special prequalifi cation authority) you need to be aware 
of the pitfalls associated with prequalifi cation in New York under the new Wicks Law.

In fi lling out a prequalifi cation application or NYC Vendex submissions caution is urged.   These documents are submitted 
“under oath” and great care must be utilized to assure accurate, complete and consistent disclosure.  Keep in mind that these 
agencies may be sharing this information in the future.  NYC Vendex is already widely shared, even beyond NYC agencies.

Often the failure to disclose can have more serious consequences than the disclosure of the matter of concern.  If in doubt, 
be sure to consult with an experienced counsel. 

Theresa Brennan Murphy, a senior associate with Goldberg & Connolly, assisted with the preparation of this article. 
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The New Standard of Construction

Elevating SAFETY to new heights….  

Emphasizing INTEGRITY while others 
focus on greed….

Proactive in TRANSPARENCY in a
 nebulous world….

A FULL SERVICE APPROACH which 
no one else can offer….

A leader in CHARITABLE giving as 
others scale back….

www wd nc net
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Willful Exaggeration of Lien Proves 
Costly for Subcontractor
BY TERENCE J. BURKE, NESCA LEGAL COUNSEL

On February 19, 2009, the Supreme Court of New York, Appellate Division, First Department 

decided Abra Construction Corp v. 112 Duane Associates, LLC, et al.  In this case, the 

Appellate Division supported a judgment of the Supreme Court of New York County 

which awarded plaintiff $48,905 for the value of work performed and $294,519 for lost 

profi t less $243,808 for willful exaggeration of a mechanic’s lien.

The Appellate Court addressing the lower court’s fi nding with respect to willful

exaggeration stated the trial evidence amply supports the trial courts fi nding that

plaintiff willfully and intentionally exaggerated its mechanic’s lien, warranting the 

voiding of the lien and the assessment against plaintiff of a civil penalty, pursuant to Lien 

Law Section 39-a. Based on the facts that the amount of the lien was almost seven times 

the amount that the lower court found to be due and owing to plaintiff and that, in 

improperly employing the percentage of completion method for calculating the amount 

of work performed by plaintiff, the plaintiff included the value of the work performed 

by subcontractors that it did not pay, and based on plaintiff’s own documentation of 

the work he had performed and the amount it had been paid therefor, the conclusion 

is inescapable that at the time the plaintiff set the amount due in the mechanic’s lien, it 

knew the amount was untrue. 

It should be noted that Section 39-a of the New York Lien Law provides as sanctions for 

a willfully exaggerated lien (1) the amount of any premium for a bond to obtain the 

discharge of the lien, (2) reasonable attorney’s fees for services in securing the discharge 

of the lien; and (3) an amount equal to the difference by which the amount claimed to be 

due or to become due as stated in the Notice of Lien exceeded the amount actually due 

or to become due.  In this case, the cost of willful exaggeration of a mechanic’s lien to the 

contractor was $243,808, a substantial penalty.
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COMPLETE TRUST, TOTAL CONFIDENCE

USI CONSTRUCTION PRACTICE GROUP 

MARKET LEADERS IN SURETY BONDING AND INSURANCE

WE’VE GOT YOU

 

Benedict J. Tockarshewsky
Senior Vice President, 

USI Construction 
Practice Group

Dominick J. Scotto
President, 

USI Construction 
Practice Group of LI

Joseph A. Santospirito
Senior Vice President, 

USI Construction Practice 
Group of LI

William Haas
CEO,  

USI Construction 
Practice Group
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What may appear at fi rst glance to 
be a simple and straightforward 
legal rule has given rise to 
considerable legal intricasies which 
virtually diverted from its intended 
purposes what may have been a 
useful legislation.

The Mechanics Lien Law had its 
origin in the laws of 1885, almost 125 
years ago when it became apparent 
that persons in the construction 
business needed the help of the 
legislature to collect their hard 
earned money.  Sound familiar ?  
You better believe it !  Some things 
just don’t change.  The Lien Law 
has been a useful body of law to 
help people in the construction 
industry collect their money.  By 
the same token, there will always 
be some who will use otherwise 
helpful rules improperly, seeking 
only to benefi t their own treasury.  
In turn, that usually gives rise to 
protective laws against those who 
will misuse the initial well intended 
legal weaponry.  Consequently, the 
legislature had to come forward 
to protect against contractors and 
subcontractors who misused the 
Lien Law.

Sections 39 and 39(a) of the Lien 
Law was enacted in the laws of 1930 
and no doubt the era, the beginning 
of the Great Depression may have 

played its role in the development 
of the law.  It became a violation 
of law to willfully exaggerate a 
mechanics lien with the penalty 
being the loss of lien rights and 
payment of damages to those 
against  whom an exaggerated lien 
was fi led.

Given the “artfulness” of the 1930 
lawmakers, the statute has given 
rise to considerable frustration.  
The “exaggeration” must be 
“willful” therefore requiring a 
fi nding that the lienor deliberately 
and intentionally exaggerated the 
lien amount.

The lien must be shown to 
exaggerate “the amount due in an 
action or proceeding” to enforce a 
lien or in which the validity of the 
lien is an issue.  Consequently, the 
mere fi ling of an exaggerated lien 
would not be suffi cient to be subject 
to penalty.  A mere difference of 
opinion will not suffi ce.

If fi nally, in an action or proceeding, 
in which the validity of the lien is an 
issue, it is found that the fi led lien 
was intentionally exaggerated, the 
lien shall be void and no recovery 
can be had and no further lien can 
be fi led for the same claim.  Further, 
the opposing contractor or owner 
may recover damages against the 

errant lienor, such as costs to bond 
the lien or defend against it.  

So it is clear that you must be 
careful and accurate when you fi le 
a mechanics lien.  It is one among 
several important legal weapons 
to collect money that an unpaid 
subcontractor or contractor can 
use, e.g. the trust fund provision of 
the lien law.  Under the trust fund 
provisions, you can demand an 
inspection of the books and records 
of a contractor or you can demand 
a verifi ed statement of books and 
entries.  Effective use of these 
legal weapons is an advantage 
that subcontractors have to protect 
their interests.  Perhaps the best 
technique is to know the people 
you are dealing with on both 
private and public jobs.

The days of a “handshake” have 
mostly faded into history.  It usually 
is necessary to shake the money 
tree much harder and follow up 
with your legal remedies.

BY JAY KUSHNER, ESQ., OF COUNSEL, ALVY & TABLANTE, LLP AND STA LEGAL COUNSEL

L E G A L  L O G

Lien Willfully Exaggerated Is Void
Sections 39 and 39(a) of the
Lien Law

Mr. Kushner is Of Counsel to the law 

fi rm of Alvy & Tablante, LLP.  He may 

be reached at (516) 328-7181.
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A SPECIAL PROGRAM DESIGNED TO REWARD MEMBERS 
WHO RECRUIT NEW SUBCONTRACTOR MEMBERS TO THE STA

STA MEMBERSHIP 
INCENTIVE PROGRAM2009

Subcontractors Trade Association 

1430 Broadway, Suite 1600    New York, NY  10018    Tel:  (212) 398-6220    Fax: (212) 398-6224    www.stanyc.com

The Subcontractors Trade Association is pleased to announce a new incentive program designed to reward 

those who recruit new members in 2009. The following rewards will be offered to STA members for membership 

recruitment. Each new member can be applied to only one reward:

RECRUIT ONE NEW MEMBER TO THE STA:

RECEIVE TWO FREE TICKETS TO A BROADWAY SHOW

RECRUIT TWO NEW MEMBERS TO THE STA:

RECEIVE TWO FREE TICKETS TO A BROADWAY SHOW AND DINNER FOR TWO AT ANY 

NEW YORK CITY RESTAURANT

RECRUIT FOUR OR MORE MEMBERS TO THE STA:

ENJOY A THREE-DAY HOLIDAY FOR TWO AT THE BAHAMAS OR LAS VEGAS, INCLUDING AIR, HOTEL 

AND MEALS ON THE STA!

START RECRUITING NEW MEMBERS TODAY!  Please contact the STA office for promotional materials.

The STA Membership Incentive Program begins April 1, 2009 and ends December 31, 2009.
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Stimulus Boosts SBA Bond Limits

The recently enacted federal stimulus bill, known as the American Recovery and Reinvestment 
Act, contains a package of changes to the U.S. Small Business Administration’s lending and 
investment programs intended to help unlock credit markets and spur economic recovery 
for the nation’s small business sector.  The stimulus bill provides $730 million to the SBA 
and makes changes to the SBA’s lending and investment programs in the form of loan fee 
reductions, higher guarantees, new programs, and enhancements to current programs so 
that they can reach more small businesses that need help.  The funding includes:

• $375 million for temporary fee reductions or eliminations on SBA loans and increased SBA 
guaranteed shares, up to 90 percent for certain loans.

• $255 million for a new loan program to help small businesses meet existing debt 
payments.

• $30 million for expanding SBA’s Microloan program, enough to fi nance up to $50 million 
in new lending and $24 million in technical assistance grants to microlenders.

• $20 million for technology systems to streamline SBA’s lending and oversight processes.

• $15 million in additional capital for the Bond Program’s revolving fund.

Regarding changes to the Bond Guarantee Program, the stimulus boosts the limits from $2 
million to $5 million and gives SBA contracting agents the authority to hike the limit up to 
$10 million if the contracting offi cer certifi es that the guarantee is necessary.  In addition, 
larger fi rms will be allowed to qualify for SBA guarantees.  The stimulus bill defi nes small 
business in accordance with the North American Industry Classifi cation System, which 
effectively raises the limit to $14 million for specialty contractors and $33.5 million for 
general building contractors.  Previously, only fi rms with no more than $7 million in annual 
revenue were eligible to participate in the program.  The surety provisions are temporary, 
effective through September 30, 2010.  However, the stimulus bill also requires a study of 
the SBA program’s funding and fees, and permanent changes could be recommended.

For more information, contact SBA at (202) 205-6919.
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Construction Awards Dinner & Casino Night
40th Annual

Saturday, May 2nd, 2009
Russo’s on the Bay 

162-45 Cross Bay Blvd., Howard Beach, NY 11414

CELEBRATE WITH US AND HONOR THE ACCOMPLISHMENTS
OF OUR 2009 INDUSTRY LEADERS

Builder of the Year

JOIN US & SUPPORT US

RESERVE YOUR SEATS 
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 $5000 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.

SUPPORT OUR AWARDS JOURNAL
Reservations for covers will be distributed on a first come, 
first serve basis. Please circle your selected ad size below. 
Camera-ready art and layouts should be attached or emailed 
promptly under a separate cover. 
 
                                    B&W      Gold      Platinum 
Full Page 10”x 7”       $600       $800      $1,250 
Back Cover                  $3,500    SOLD 
Inside Front Cover       $2,750    SOLD 
Inside Back Cover        $2,750    SOLD 
  
JOURNAL ADVERTISING DEADLINE APRIL 20, 2009
 

James Abadie 
Bovis Lend Lease, LMB, Inc.

Subcontractor of the Year

Kenneth Durr 
Durr Mechanical Construction, Inc.

Public Official of the Year

Chris Ward 
Port Authority of NY & NJ

Michael Mazzucca 
Lifetime Achievement Award

James H. Jones 
TDX Construction Corp.

Subcontractor of the Year

 Bob Durr 
Durr Mechanical Construction, Inc.
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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
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Welcome New Members:
Steven Capolino

M&M Electric, Inc.

32 East 31st Street, 8th Floor

New York, NY 10016

Tel: 212-532-4363

Fax: 718-442-6597

mme125@gmail.com 

Electrical Contractors

referred by David Sherwin

Vivian Deraazo

Architectural Metal, Glass & Storefront

Contractors Association, Inc.

P.O. Box 457

Merick, NY 11566

Tel: 516-771-7679

Fax: 516-771-7479

vivassociation@aol.com

Specialty Trade Association Council

Russ Strilowich

Architectural Panel Systems, LLC

1 Brush Hill Road, Suite 210

New Fairfi eld, CT 6812

Tel: 203-746-5574

Fax: 203-746-0105

russ@archpanelsystems.com

Phone: (718) 259-4900
Fax: (718) 837-7313
Fax: (718) 256-5082
Cell: (917) 295-0890

Bruce Supply Corp.
ANTHONY SARACO JR.

8805   18th     Avenue           •         Brooklyn,      New   York    11214

Distributors of Plumbing, Heating, P.V.F., Fire Protection & Waterworks Supplies

“Service, something we practice not just talk about.”

Get Involved!

Join a Committee Today.

1430 Broadway - Suite 1600
New York, NY 10018

T: 212.398.6220
F: 212.398.6224

www.stanyc.com
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The McDonough Law Firm, L.L.P. 
 

Serving the Construction Industry for over 50 years 

 
Construction Law 
Commercial Litigation 
Real Estate 
Insurance Law 
Professional Liability 
Code Violations 

 

The firm provides a full range of legal services to construction  
companies, commercial enterprises, professionals and government 

With additional offices in 
New York City and Holmdel, New Jersey  

 
Contact: Frank T. Cara 

                              FTCara@mmcthk.com 
 

Website:  www.MMCTHK.com 

145 Huguenot Street 
New Rochelle, New York  10801 

(914) 632-4700 
(914) 632-3329 (Fax) 

Castellano, Korenberg & Co., CPA’s, P.C. 
313 W. Old Country Road, Ste 1 

Hicksville, NY 11801 
Phone (516) 937-9500   Fax (516) 932-0485 

Neal Korenberg           Daniel Castellano            Mark Samet (Seated) 
      Partner                     Managing Partner                  Tax Principal 

The Construction CPA Firm of Choice! 
Specialists in Banking and Bonding Credit Enhancement Together with Strategic Income

Tax Planning & Minimization

ADVERTISEMENT
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 Robert J. Ansbro David Marino Fred Levinson David Harron Arthur Rubinstein Joe Azara

 Larry Roman Gary Segal Raquel Nuñez  Ron Berger Jerry Liss John Rapaport
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2001 Marcus Avenue, Suite S265  
Lake Success, NY 11042
(516) 256.4444
www.gcmsystemsllc.com

Full construction accounting systems from Estimating, Job 
Costing and Service Management to Payroll, Accounts 

Receivable and Project Management.
We are your local computer technology specialist for the 
Construction, Manufacturing and Distribution Industries.

Technology Solutions

MAS 90 MAS 200 MAS 500

 
KEVIN M. GARY 

 

ROBERT M. WASKO 
 

GARY Y. WIRTH 
 

www.tlggr.com 

A NEW YORK LAW FIRM SPECIALIZING IN 
CONTRUCTION LAW FOR OVER 45 YEARS 

 
 

100 JERICHO QUADRANGLE 
SUITE 309 

JERICHO, NEW YORK 11753-2702 
TELEPHONE: (516) 240-8900 
FACSIMILE: (516) 240-8950 

Expert guidance and innovative solutions to help you evaluate your
risk management, business continuation and employee benefit needs.

05-2582 ©2009 The Northwestern Mutual Life Insurance Company, Milwaukee, WI (NM). Patrick DiCcerbo is an Insurance Agent of NM. 9048-581

For Your Business and Its Future.

Patrick DiCerbo
CLU,® ChFC,® AEP, CLTC
Financial Representative
(518) 690-7961
patdicerbo.com

ADVERTISEMENT

2200 Fletcher Avenue, Fort Lee, NJ 07024
T 201.592.9255  F 201.592.9355 C 973.703.4064
Nick@BruceElectricalSupply.com

www.BruceElectr icalSupply.com

Nicholas T. Giella    
General Manager

Equipment Rental

www.ableequipment.com

Rigging Contractors Inc.

www.ablerigging.com

Power Systems

i C

i R

P S

New York .  New Jersey .  Connect icut
200 Dixon Avenue .  Amityvi l le,  NY 11701

RENTAL · RIGGING · POWER

V.CHARLES COTTITTA
Director, Business Development

516.420.4444  offi ce
516.320.0085  mobile
516.420.5555  fax
888.838.4043  toll free
charles@ableequipment.com
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Board of Directors: 
JOSEPH AZARA
C.D.E. Air Conditioning

PETER CAFIERO
Island Painting 

MICHAEL D. CHAFETZ
MDC Construction Management, Inc.

JOHN A. FINAMORE
Jordan Panel Systems

MICHAEL CHECCHI
OMC Sheet Metal

CRAIG GILSTON
Gilston Electrical Contracting

HENRY GOLDBERG
Goldberg & Connolly

DAVID HARRON
A/C Electric

MITCHELL MERDINGER
C.D.E. Air Conditioning

MONET MILAD
Milad Contracting Corporation

RAQUEL NUNEZ
Nunez Electric, Inc.

JOHN RAPAPORT
Component Assembly Systems, Inc.

RANDY RIFELLI
United Iron, Inc.

JOHN VILLAFANE
Eldor Electric, LLC

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

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

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

Upcoming Events
Annual Awards Dinner
Saturday, May 2, 2009 – 7:00 PM
Russo’s on the Bay

Executive Committee Meeting
Thursday, May 7, 2009 – 1:30 PM 

Board of Directors Meeting
Tuesday, May 12, 2009 – 5:30 PM

Active Past Presidents
Fred Levinson
Arthur Rubinstein
Lawrence Roman
Larry Weiss
Gregory S. Fricke, Jr. 
Alan Nathanson (Honorary)
Ronald S. Berger
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