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P R E S I D E N T ’ S  M E S S A G E

I’d like to thank the Subcontractors Trade Association membership for your ongoing support 

of our programs.  We look forward to celebrating with you on May 7, 2011 at our 42nd 

Annual Construction Awards Dinner & Casino Night at Russo’s on the Bay in Howard Beach.  

It’s not too late to purchase ads and buy tickets/tables.  We guarantee a great time for all.

The construction industry is at a critical junction, and we understand that union contract 

negotiations are at the forefront of our members’ minds.  The Subcontractors Trade 

Association has made progress in a number of areas affecting subcontractors.

We are working closely with the Empire State Development Corporation, to require payment 

bonds for subcontractors from the Barclays Center project in Brooklyn.  In addition, the 

Retainage Bill, which extends lien rights for retainage money, is currently on the New York 

State Senate and Assembly  floors for discussion.  We need the support of our members to 

write to your state Senator or Assemblyperson when we tell you, to get their support for 

this bill. 

As always, thank you to our membership for your ongoing support of the organization 

and our mission to advance the needs of subcontractors.

Sincerely, 

Scott Rives

President
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The STA is proud to announce that after 18 months we 

have finally convinced the Empire State Development 

Corporation that they have to comply with Section 5 of 

the New York Lien Law.  They have advised us that Forest 

City Ratner has been informed that they are required to 

provide a Payment Bond for the Atlantic Yards project for 

the construction of the Barclays Center,  This action insures 

that the “contractor and all his or her subcontractors shall 

have a lien for the principal and interest of the value or 

agreed price of such labor, including benefits and wage 

supplements due or payable for the benefit of any person 

performing labor, or materials upon the moneys of the 

state or such corporation applicable to the construction 

or demolition of such improvements, to the extent of 

the amount due or to become due on such contract, and 

under a judgment of the court of claims awarded to the 

contractor for damages arising from the breach of such 

contract by the state, or awarded for furnishing labor 

or material not contemplated by the provisions of said 

contract, upon filing a notice of lien as prescribed in this 

article, except as hereinafter in this article provided.” 

New York Legislature:

We are happy to inform you that the letters of support 

that our members sent to the chairs of the Senate and 

Assembly Judiciary Committee on behalf of S.3179/A.5022, 

which would allow subcontractors to “reopen” their lien 

rights and file a lien for unpaid retainage up to 90 days 

after the retainage was due to be released, was reported 

out of both the Senate and Assembly Judiciary Committees 

to the floor of the Senate and Assembly respectively.

New York City School Construction Authority:

We met on April 12, 2011 with Lorraine Grillo, President 

and Chief Executive Officer, of the SCA and the leaders of 

her Management Team to discuss the problems with regard 

to change orders and closeouts.  Ms. Grillo explained to us 

that they had serious budgetary problems, but they want 

to work with us to solve these problems.  She promised 

that we would be meeting within the next two weeks to 

start to work on these problems.  Our new SCA committee 

will be meeting on April 20, 2011 to develop our strategy 

to present to the SCA leadership.

STA IN ACTION:
Atlantic Yards (Barclays Center)

Welcome New STA Members:
James A. Femiman
Bollinger, New York
100 Wall Street, 25th Floor
New York, NY 10005
TEL: 212-530-7503  |  FAX: 212-425-0719
E-mail: jamesfemiman@bollingerinsurance.com

Fred Nicholson
Construction Risk Partners, LLC
450 Seventh Avenue, Suite 405
New York, NY 10123
TEL: 646-625-7100  |  FAX: 646-625-7099
E-mail: fnicholson@constructionriskpartners.com

Frank Grippi
Coordinated Metals, INC.
626 Sixteenth Street
Carlstadt, NJ 07072
TEL: 212-594-6574  |  FAX: 201-460-1821
E-mail: fgrippi@cmi-metals.com
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Obtaining certification as an MBE or WBE from a public 

agency can be a daunting task.  I have personally witnessed a 

talented and qualified woman virtually reduced to tears after 

being grilled by the reviewer of her company’s application 

for WBE certification.  Historically, it has been generally 

perceived that there was not much recourse available for 

a wrong decision in this context.  However, a recent NYS 

court case demonstrates that despite the discretion afforded 

public agencies in this regard, the “edict” of the reviewing 

agency denying certification may actually not be the end of 

the line.

In a decision that may have far-reaching  ramifications for 

situations where contractors and minority or women-owned 

enterprises increasingly seek to “team up” in a business 

arrangement, a  New York  trial court has overruled the 

NYC Dept. of Small Business Services (“SBS”) denial of a 

contractor’s application for certification as a Minority-

Owned Business Enterprise (“MBE”).

The contractor’s application for MBE certification, which the 

SBS Certification Unit actually recommended for approval, 

was ultimately denied by the Associate Director of the 

Division of Economic and Financial Opportunity (“Associate 

Director”).  The Associate Director found, in material part, 

that the minority owner- shareholder lacked the ability 

to fire his non-minority owner-shareholder and that each 

shareholder shared unlimited access to the company’s assets 

and, therefore, found that “[t]he minority owner failed to 

establish his ability to control independently the company as 

defined in the NYC Charter and MBE Rules.”

Under NYC law and regulations, to be eligible for M/WBE 

certification, the applying entity must demonstrate that 

the minority or woman owner has ultimate control over 

the business, which means that the minority or woman 

owner has the authority to, and actually makes, decisions 

pertaining to the operations of the business and has 

experience and technical competence in the business 

enterprise and the working knowledge and ability needed 

to operate the business.  In addition, the corporate or 

partnership documents and/or agreements must permit the 

minority or woman owner to make decisions pertaining to 

the operations of the business without restrictions. 

In reversing the SBS’s denial for certification, the Court 

recognized that the M/WBE program is intended to only 

benefit minority- or women-owned businesses, in which 

the minority owner exercises “operational control and 

BY HeNrY l. GOldBerG, MANAGING PArTNer, GOldBerG ANd CONNOllY ANd STA leGAl COuNSel

L E G A L  L O G

 

denial of M/WBe Certification is  
Not Necessarily the end of the line

continued on page 6



April 2011 5

ADVERTISEMENT

COMPLETE TRUST, TOTAL CONFIDENCE
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CEO, 
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Benedict J. Tockarshewsky
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Dominick J. Scotto
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Practice Group of LI

Joseph A. Santospirito
Senior Vice President,

USI Construction
Practice Group of LI

USI Construction Practice Group Market Leaders

In Surety Bonding And Insurance

555 Pleasantville Road  •  Briarcliff Manor, NY 10510  •  125 Froehlich Farm Boulevard  •  Woodbury, NY 11797  •  www.wsi.biz
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  Protection System
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managerial control over the enterprise which is real, 

substantial and continuing, beyond pro forma ownership, 

including the power and ability to make basic ‘day-to-

day decisions … on matters of management, policy and 

operation.’”  The Court noted, however, that it is equally 

as important that a denial of certification be based on a 

genuine and rational basis.

In reviewing a decision of an administrative body, courts 

are generally constrained to determining only whether the 

decision of SBS was “arbitrary and capricious” and “without 

rational basis.”

SBS’s denial of MBE certification was based upon an 

administrative rule which provides, in part, that “[w]

here the actual management of the business enterprise is 

contracted out to individuals other than minority group 

members or women, minority group members and women 

must demonstrate that they have the ultimate power to 

hire and fire these managers, that they exercise this power 

and make other substantial decisions which reflect control 

of the business enterprise.” (Emphasis added).

The Court noted that the M/WBE rules did not define the 

term “contracted out.”  However, the use of the phrase in 

other cases suggested that it required a real and substantial 

transfer of activities and authority.  After examining the 

record, the Court concluded that the minority owner did 

not “contract out” management of the company to the 

non-minority owner.  As such, there was no rational basis 

for the SBS’s determination that the minority owner did 

not have independent control of the Company because it 

did not have the authority to “fire” his non-minority group 

business partner and did not have sole authority to enter 

contracts and sign payroll.  According to the Court, it was 

enough that the minority owner demonstrated that he, in 

fact, signed contracts and payroll and had the authority 

to make other financial and operations decisions, which 

authority was not restricted in any way by the entity’s 

corporate by-laws.  

G&C Commentary

As we have said before, the current trend in public 

contracting is not only more rigorous enforcement of M/

WBE and DBE participation goals by prime contractors, 

but also strict scrutiny and investigation of subcontractors 

and/or suppliers applying for certification as M/WBEs or 

DBEs.  As demonstrated by the above-discussed case, one 

of the more scrutinized areas by certifying agencies is the 

independence and control of the minority or woman owner.  

This heightened scrutiny is the result of certain contractors 

“utilizing” M/WBEs that were simply “pass throughs” or 

owned by minority or women “figure heads” who did not 

actually control or perform the work in recent years.

This case is particularly timely.  We have recently received 

many inquiries from non-M/WBE firms that are looking 

to either encourage the launching of a new  M/WBE   in 

conjunction with one of their minority or women employees 

of long standing, or team-up with an established M/WBE 

firm.  While public agencies encourage such teaming 

arrangements among M/WBEs and non-M/WBEs, when 

entering such relationships, non-M/WBE firms must be 

careful that they do not take too much control of the 

operations and that the minority or woman not only has 

the expertise and knowledge in the construction discipline 

in which the firm will operate, but also that the minority or 

woman has actual control over such things as negotiations 

of contracts, purchasing of supplies and equipment, and 

signing payroll, leases, insurance bonds, etc., without 

restriction.  If such minority control is present and actually 

exercised, you will ensure that the firm is truly eligible 

to be certified and that the M/WBE actually performs a 

commercially useful function.  What this case also shows, 

is that the courts may, occasionally at least, apply common 

sense to real world business circumstances regarding the 

application of the M/W/DBE rules and regulations.  

Brian P. Craig, an associate with the firm, assisted with 

preparation of this article.

6 STA Subcontractor News

continued from page 4
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“The roof replacement project at the Jacob Javits Center presented many 

challenges. Park Avenue Building and Roofing Supplies, our MBE supplier, 

addressed many of our initial concerns through on-time deliveries at  

competitive prices. We appreciate their commitment to our company.” 

MARK THIVIERGE, Purchasing Agent

United States Roofing  

PRODUCTS SUPPLIED:

• Firestone EPDM Rolls   
• Siplast Paradiene Roofing System
• USG SECUROCK Roof Boards
 
CONSTRUCTION MANAGER:

•  Tishman Construction  Corp.

2120 Atlantic Ave, Brooklyn, NY 11233  |  Tel (718) 403-0100  |  Fax (718) 596-5085
Over 60,000 Products Now Available Online at www.parkavebuilding.com

Park Avenue Provides Roofing for  
Jacob K. Javits Convention Center 
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continued on page 10

The STA, through its leadership and Technology Committee, 

has been a leading voice to inform and educate its 

contractor community on information technology – and 

to encourage appropriate standards and expectations by 

technology and software providers.  One of the emerging 

trends in software is collaboration.  

Collaborative Software Solutions

Collaborative solutions utilize web-based technology to 

automate business processes across organizations and across 

functions.  They are delivered in a Software as a Service 

(SaaS) model for modest fees and do not require complex 

implementations or internal IT support.  In construction 

this means generals contractors and subcontractors can 

utilize the same data base and software for processes like 

invoicing and pre-qualification.  

Textura Corporation is the leading provider of collaborative 

solutions to the construction industry.  Textura’s software 

solutions have been adopted by over 30,000 specialty 

contractors and 70,000 users nation-wide.  Over 25% of 

the ENR 400 general contractors, including 30% of the 

ENR 100 use Textura.  $70 billion in construction value has 

been actively managed on Textura’s systems and up to 

$100 million in payments per day are made using Textura’s 

technology.  

“Today’s business climate requires a collective industry 

focus on improving financial performance and eliminating 

operating inefficiencies,” says Patrick Allin, Chairman and 

CEO of Textura Corporation.  “Textura’s collaborative, 

Web-based applications are being adopted by progressive 

contractors looking to improve business results and position 

themselves for sustainable future growth.”  

What are Textura’s collaborative solutions?  

Construction Payment Management (CPM)

CPM is the constructions industry’s only complete electronic 

solution for invoicing, lien waiver collection, compliance 

and payment.  Textura—CPM has a strong track record of 

providing real savings and improving productivity for its 

subcontractors and general contractors.  

Subcontractors can be paid faster because general 

contractors reduce the payment cycle time with owners 

up to two weeks.  ACH – electronic payments – speed 

available funds from the general contractor directly to 

subcontractors’ bank accounts.  

Subcontractors also save time by electronically signing 

and submitting their pay applications along with invoices, 

sworn statements and lien waivers.  Online compliance 

tracking (signed subcontract, insurance certificated, bonds, 

etc.) with automatic reminders in advance of expirations 

ensures that subcontractors always know their compliance 

status.

Subcontractor benefits from Textura—CPM:

• Less Risk of Payment Delay / Faster Payment

 - Automated completion of correct project documents

 - Real time tracking of your compliance status; you 

always see your status as the general contractor sees 

it so you can proactively address any issues

 - Direct electronic payment from the general 

contractor or owner to your account 

 - Typically faster payment by 1 to 2 weeks

Who’s using Textura?

By William Eichhorn, co-FoundEr and dirEctor, tExtura corporation
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Let’s talk  
construction, 
expert to  
expert.
Let’s talk about what J.H. Cohn brings to your business.  

A team of audit, tax and consulting experts dedicated to the 

construction industry. Partners that deliver insights to 

help fortify working capital, minimize tax burdens and 

improve profitability. The reputation and long-standing 

relationships to strengthen your banking and surety 

programs. Personal attention. Customized solutions. Over 

60 years of construction industry expertise. If that’s what 

you’re looking for in an accounting firm, talk to J.H. Cohn.

Jack Callahan and Steve Harrison, Co-Directors,  
Construction Practice, J.H. Cohn, and Joe Torre

j h c o h n . c o m . 8 7 7 . 7 0 4 . 3 5 0 0  
N e w  Yo r k    N e w  J e r s e y    C o n n e c t i c u t    C a l i f o r n i a

We  t u r n  e x p e r t i s e  i n t o  r e s u l t s .



• Saves Time

 - Quick on-line invoice entry

 - Lien waivers submitted with invoice but held in 

electronic escrow until the general contractor’s 

payment is confirmed

 - Compliance documents submitted electronically

 - Automated email reminders for each action

• Lower costs

 - Eliminates travel, courier fees, overnight delivery costs

 - On-line document storage

 - Improved General Contractor / Subcontractor 

relationship

Pre-Qualification Management (PQM)

PQM is another example of Textura’s focus on solving 

long-standing construction industry issues.  Today’s pre-

qualification process is time intensive, inefficient and 

redundant.  It is a burden to both subcontractors and 

general contractors.  

Subcontractors enter their date once into a secure, private 

data library that only the subcontractor can access or see.  

Once entered, this data is used to automatically complete 

all general contractor pre-qualification forms, including 

required attachments.  Subcontractors can use PQM to 

pre-qualify with all of their general contractors – even 

if the general contractor is not on PQM.  If the general 

contractor is on PQM, the subcontractor submits the form 

electronically.  If not, the form can be emailed or printed 

and mailed.  

Subcontractors dramatically reduce the amount of time 

to prepare and submit pre-qualification materials to 

any general contractor – from hours to just minutes.  

Subcontractors can also market themselves to the broad 

range of general contractors on Textura’s systems.  

Subcontractor benefits from Textura—PQM:

• Enter data once to pre-qualify with an all GCs (whether 

on PQM or not)

10 STA Subcontractor News
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continued on page 12
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Construction, Real Estate & Labor Law  
• Public/Private Bids and Contracts  • Claims  • Surety Law  • Mechanic’s Liens   

• Environmental Law  • Commercial Litigation  • Real Estate Development   
• Offering Plans  • Labor Law  • OSHA Violations  • Arbitration  • Mediation

Tri State Lien, Inc. 

11 Martine Avenue, White Plains, New York 10606

Phone:  (877) 543-6488  •  Fax:  (914) 686-4493  •  www.tristatelien.com

NEW YORK  •  NEW JERSEY  •  CONNECTICUT 

Providing lien filing and
bond claim notices for construction projects

throughout the tri-state region

Goudy Old Style

LIEN, INC.

TRI
STATE

C O L L E C T I O N  S E R V I C E S

www.tristatelien.com

11 Martine Avenue, 15th Floor, White Plains, New York 10606  •  Phone: (914) 428-2100  •  Fax: (914) 428-2172  •  www.wbgllp.com

Goudy Old Style

A T T O R N E Y S  A T  L A W

A T T O R N E Y S  A T  L A W

GREENBLATT, LLP

WELBY,
BRADY & 

W B
G&
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 - Electronic or paper submissions

 - Expiration tracking and notification

 - Automated update capability

 - Private pre-qualification data library

• Substantial efficiencies – pre-qualify with a GC in minutes 

rather than hours

 - Reduce time to prepare pre-qualification forms to 

15–20 minutes from 3–10 hours per form

• Market your organization to GCs and owners around the 

country

• Enjoy better communication with your general contractor 

regarding your pre-qualification status

• Have a real-time view of your compliance status; receive 

automated reminders when your qualification documents 

are about to expire

Who is Using Textura?

Across New England 4,460 subcontractor organizations use 

Textura’s invoicing and pre-qualification solutions.   Large 

and small New England based general contractors such as 

Gilbane, Cauldwell Wingate, Tocci, CWC Builders, Lecesse, 

Donohoe, Foulger-Pratt, Hourigan, Shoemaker, Nason and 

Bancroft use Textura’s solutions – as well as many other NY 

and New England based GCs, including two in the top 10.  

New England based owners include a number of healthcare 

systems, large NYC and New England developers and major 

international hotel chains.  Broad client adoption is strong 

evidence of the value Textura brings to the industry.  

In 2010 and 2011 other general contractors across the US 

have added hundreds of projects to Textura’s Construction 

Payment Management system and hundreds of pre-

qualifications to Textura’s Pre-Qualification Management 

system, including:  Swinerton, PCL, Tutor Perini Corporation, 

Ryan Companies, Walbridge, Adolfson & Peterson, Knutson, 

Robins & Morton, McShane, Hoar, Clayco, Core…and many 

others.

Why has Textura gained market momentum?  

Allin expanded on his view of why contractors are adopting 

Textura.  “In addition to improving business results our 

general contractor clients are looking to improve their 

relationship with their subcontractors.  The general 

contractors we work with constantly push us to understand 

their subcontractors’ point of view.  In fact they frequently 

sponsor meetings, breakfasts or seminars and have us 

present to their subcontractor communities.”

“The industry leaders we work with look at our applications 

as a means of making life easier for their subcontractors.  

This means using our technology to make timely payments, 

reduce paperwork and streamline traditional manual 

processes.”  

“Textura belongs to many subcontractor organizations 

across the country.  We regularly present and meet with 

subcontractors to gain feedback and gauge reaction to our 

products and plans.  For example, we presented our then 

new product, PQM, to the STA’s Technology Committee 

last June.  Based on the committee’s input we dramatically 

reduced subcontractor pricing for PQM and added additional 

security safeguards.  We also offers our services pro bono to 

STA’s MWBE members who wanted to bid on the NYC Police 

Academy project.  Subcontractor input is invaluable to our 

product development.”  

A Win-Win for all Parties

Textura’s collaborative solutions clearly benefit both 

subcontractors and general contractors on construction 

projects.  When people are able to focus on business issues 

rather than chasing paper – risks are minimized and money 

flows on schedule, so everyone in the industry wins.  

WILLIAM H. EICHHORN, CO-FOUNDER & DIRECTOR, TEXTURA 

CORPORATION

Prior to co-founding Textura, Mr. Eichhorn was a Partner 

at PricewaterhouseCoopers, where he served in a number 

of roles, including North American e-Business and Midwest 

Strategy Practices Leader. He was the US Relationship Partner 

for Union Pacific and Tellabs. Mr. Eichhorn spent nearly five 

years with McKinsey & Company, where he gained extensive 

international business experience, working with leading 

organizations throughout Europe. He was a Senior Strategy 

Partner and Midwest Strategy Practice Leader at Computer 

Sciences Corporation, and served as Systems Engineering 

Manager at IBM. During his career Mr. Eichhorn has also 

helped build two highly successful startup organizations, 

establishing new customer relationships and developing 

services to meet market needs.

continued from page 10
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Successful companies know that a satisfied customer is 

more valuable than a single contact.  Further, it’s easier to 

keep a customer than to get one.  We spend the time and 

expense of acquiring new customers and leave little time 

to maintain the relationship.  Dissatisfied customers often 

don’t complain; they just disappear. However, there are 

several cost-effective strategies that businesses can use to 

maintain their customer base. 

Staying in Touch

Businesses need to stay in contact with customers on a 

regular basis.  Creating a database with the customer’s 

contact information, and keeping that information current 

allows you to have a way to reach out and stay in touch.  

Sending e-mails about upcoming seminars, events or new 

product launches keep you in the minds of the customers 

and provides them with a reason to contact you. 

Get Customer Feedback

While staying in touch with customers is important, 

businesses also need to find out what clients want in terms 

of products or services.  Creating e-mail surveys will help you 

find out what your company can do to better serve your 

customers.  Keep the surveys concise, with five questions or 

less.  This will generate higher feedback because customers 

will not feel they are wasting their time.

Court the Media 

Many people feel that getting in touch with the media can 

be harmful to a company.  However, small businesses are 

wise to try to get highlighted in the media.  Not only does 

this give you a needed boost in legitimacy—most people 

regard business owners featured in the media as experts—

it gets the word out about your business to both new and 

existing customers.  Industry publications are a great place 

to start, and they might even agree to profile your company.

Put Your Company Out There

To maintain and build business relationships, you need to 

be in the public eye in a variety of ways, offering brand-

consistent information that creates curiosity and encourages 

your target customer base to develop a relationship with 

you.  Invite customers to do business with you through 

traditional advertising as well as nontraditional methods 

such as social networking and community involvement. 

Maintain Your Brand

Developing and maintaining a cohesive brand is vital for any 

company.  Once you have a cohesive brand and logo design, 

let it permeate every aspect of your company.  Customers will 

be more likely to behave as though they have a relationship 

with you if they feel that they know your business well.  Let 

them get to know you by building brand loyalty, whether 

it’s by sponsoring events that closely relate to your business, 

or simply making sure to use your brand while working on 

visible projects.  Construction signage is really a great tool 

for our industry. 

While a growing business needs to constantly capture new 

customers, the focus and priority should be on pleasing 

your existing customer base.  One of the key components 

in marketing and business growth is to spend the majority 

of your time and effort nurturing customer relationships, so 

that you get referrals from existing clients and customers.  

This is a critical strategy that will move you forward in 

increasing your sales without increasing your budget. 

About Sarah S. Berman, President, The Berman Group, Inc. 
Sarah S. Berman serves as President of The Berman Group, a full-
service marketing, public relations and special events firm based in 
New York City. The firm specializes in serving business-to-business 
clients in the real estate, construction and professional services 

industries. The firm’s website can be found at www.bermangrp.com.

Maintaining Customer  
relationships in the  
Construction Industry

By Sarah S. BErman, prESidEnt, thE BErman Group, inc.
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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

122nd Semi-Annual 
Communion Breakfast

Breakfast
9:45 a.m. Grand Hyatt Hotel  |  “empire Ballroom”
Park Ave. @ Grand Central, NYC
Contact: Robert J. Ansbro  |  (718) 786-6363

mass
9:00 a.m. St. Agnes Church
43rd Street & Lexington Ave.  |  New York, NYtickets are $60.00

friday, april 8, 2011
speaker: Father Dawson J. Ambosta

ADVERTISEMENT
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Brent Fleischer James Flynn

Program & Education 
Committee

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

                   Daniel A. Castellano   Neal Korenberg         Carl Oliveri          Brendan Logan Frank Scala

Our Clients are Growing & So Are We!
Construction Industry Specialists Providing: Banking and Bonding Credit Enhancement, Financial Statement Preparation, Strategic 

Income Tax Planning & Minimization, Consulting Services, Litigation Support, Financial Negotiations, Business Valuation, Mergers 
and Acquisitions, Estate & Succession Planning, Budgeting & Forecasting, Wealth Preservation



ronsco, Inc. “ryan’s Walk” Team Aims 
To raise $100,000 For 
Walk Now For Autism Speaks

NEW YORK—March __, 2011— Ronsco, Inc. (Ronsco) is 
pleased to announce their participation at this year’s Walk 
Now for Autism Speaks through their “Ryan’s Walk” team on 
Sunday, June 5, 2011, starting and ending at the South Street 
Seaport in Manhattan. 

In 2009, “Ryan’s Walk” became the first team in New York to 
reach a $100,000 goal and raised $ 86,000 last year, in 2010.  
The team has raised over $357,500 to date.

Ronsco and the Zaretzky family first became involved with 
Walk Now for Autism Speaks for personal reasons and has 
since recruited the support of his company, members of the 
construction industry, friends and family members to create 
a team of over 100. 

“Ryan’s Walk” has participated in the walk for the last four 
years and has been the most successful team in the last three. 
In 2010, the walk received a great boost from the construction 
industry. With the support of numerous construction 
industry organizations including The Association of Wall-
Ceiling and Carpentry Industries, New York District Council 
of Carpenters, the Building Trades Employers’ Association, 
Subcontractors Trade Association, Association of Concrete 
Contractors, Greater New York Floor Coverers, The Trump 
Organization, B.R. Fries, Cauldwell Wingate, JLS Industries, 
JSK Construction, The Martin Group, American Wood 

Installers, Blume Electric, Cardoza Corp., Carpenter’s Locals 
20, 45, 157, 608 & 926, Metropolitan Drywall, Midtown 
Contracting, Mowery Thomason, National Interiors, Pabco, 
Par Wall Finishing, Total Office Planning, Woodworks, 
Chicago Metallic, City Lumber, Clark Western, Essee Floor 
Covering, Holden & Flynn, Kass, Marjam, Marino Ware, Super 
Stud Building Products, Probuild and many more industry 
and family and friends. 

Walk Now for Autism Speaks is the largest grassroots walk 
program in the United States and is the signature fundraising 
and awareness effort for Autism Speaks. Events take place 
across the United States, as well as in Canada. Driven by the 
families and friends of those affected by autism, Walk Now 
for Autism Speaks aims to generate funds for autism research 
as well as raise awareness for this complex disorder. 

Ronsco and the Zaretzky Family are looking forward to 
the 2011 event and is calling for new sponsorships from 
the construction industry and other industry partners. 
Registration is from 9 – 10 a.m. and the walk begins at 
10:30. Those interested in sponsoring the event or plan 
on walking with Ryan’s Walk Team, contact Lee directly 
at lz@ronscoinc.com or visit Ryan’s Walk website www.
walknowforautismspeaks.org/nyc/lz for more information or 
to make a donation.

ABOUT RONSCO, INC.
Ronsco, Inc. (Ronsco) is a full-service carpentry contracting company 
dedicated to meeting a client’s drywall, acoustical and carpentry 
needs.  Ronsco’s team is trained in the latest technology and 
green construction practices, ensuring cutting edge solutions for 
complex commercial, institutional, health care, retail, banking, 
hotel, residential and mixed-use construction assignments.  Since 
1960, Ronsco’s clients have relied on the most knowledgeable 
management team in the industry, a talented union workforce, an 
unparalleled dedication to quality and a commitment to safety.
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Strengthen the Building Blocks  
of Your Construction Business

The construction business demands the experience and sophistication 
of attorneys who understand any and all related legal matters. 

Kaufman Dolowich Voluck & Gonzo LLP are experienced at bringing clarity, insight, 
and confidence to your legal matters—combining smart business sense, diplomatic 
patience, and when necessary, aggressive advocacy.

Whether you are performing work on public or private construction projects—when 
you are looking for the best insight and knowledge for your construction, employment, 
or commercial legal matters, contact KDVG at (516) 681-1100 or www.kdvglaw.com.

Passion for Practicality

Andrew L. Richards, Esq.
Partner

Gary Y. Wirth, Esq.
Partner

Robert Mark Wasko, Esq.
Of Counsel Matthew J. Minero, Esq.

Associate
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STA Safety Group #560  
declares 30% dividends

The STA and NESCA, joint sponsors of this program, proudly 
report returning $668,221 to participating members.

On April 13th The Executive Committee met to review the 
Groups Performance with AON, the Safety Group Manager.  
We are pleased to report that participating Safety Group # 
560 policyholders have enjoyed dividends of $25,522,121 and 
advanced discounts of $19,033,588 by participating in the 
group since it was founded May 1, 1994.

AON Safety Group Manager John Frizalone reported at this 
year’s annual meeting that “over the 17 years that AON has 
managed this group it has been able to build a very healthy 
and sizable contingent balance (retained earnings) which 
for this year was is in excess of 200% of the annual premium 
volume.  This has enabled the declaration of not only this 
year’s sizeable dividend but creates confidence for future 
strong dividend performance.  In addition to strong dividend 
performance again this year, The State Fund continues to 
authorize advanced discounts of up to 25% for this years May 
1st renewal.  This is the maximum allowable for construction 
Safety Groups.”

As an STA Member, contractors have an opportunity to apply 
to be considered for membership in one of New York State’s 
most Successful Workers Compensation Safety Groups.  The 
Association chose to partner with Allied North America (now 
AON) and the New York State Insurance Fund seventeen years 
ago to provide its members with a safe low-cost alternative to 
the purchase of their Workers Compensation.. 

In the stressful business environment we all face these 
days it is reassuring to participate in such a successful 
program and receive secure dividends in combination with 
a fully insured program.  Many Association members have 
engaged in alternatives to the State Fund Safety Group 
option only to come up short in comparison.  Association 
members not already in Safety Groups are invited to  
contact their respective Associations for referral to apply  
for membership.

By way of background, your Safety Group was founded 
by Allied North America (recently purchased by AON) and 
originally was led by Jack Frazier, a 20-year veteran and Senior 
Vice President of the firm.  In the beginning, Jack managed 
the group directly and later turned leadership over to John 
Frizalone in 1996 who was backed up by John Blackmore 
who was a claims specialist.  AON has re-engaged and named 
John Frizalone, Director of Workers Compensation.  John has 
resumed management of the group after the resignation of 
John Blackmore.

John Frizalone managed several successful Workers 
Compensation Safety Groups back in the 80s and early 90s at 
A&A, a company that eventually developed into AON.  John 
and Jack have industry-leading Workers Compensation Safety 
Group experience.  They have both been involved in Safety 
Group #560 for a very long time and are available today to 
eagerly assist any interested Association members.

The success of the group is driven by a combination of quality 
risk selection, risk management and claims management.  AON 
is a proven performer managing these three components.  
AON’s claims department, which is headed by a seasoned 
construction defense attorney, Julian Ehrlich is supported by 
a department of 15 staff.  The lead Workers Compensation 
claims expert is Michael Ross.  

In summary; the partnership of the STA, NESCA and AON are 
proud of our historical accomplishments in managing the 
group.  We are well-positioned to continue in a profitable 
manner for the benefit of the policy holders in the present 
and into the future.  We invite other Subcontractors to 
explore how participation could benefit them.

Should you like to discuss any Safety Group matter, please 
contact John Frizalone at 516-396-4400, Jack Frazier at  
516-770-8671 or David Marino at 516-396-4422.  Additionally 
you can contact your Association Executive Director.
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Construction Awards Dinner & Casino Night
Saturday, May 7, 2011

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

RESERVE YOUR SEATS 

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

 
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 PAGE  GOLD PAGE PLATINUM PAGE

Full Page 7.5”x 10” $600 $800 $1,250
Outside Back Cover $3,500
Inside Front Cover  $2,750 
Inside Back Cover   $2,750
  
JOURNAL ADVERTISING DEADLINE APRIL 29, 2011

	 Silver	Shovel	 Public	Official	of	the	Year	 Builder	of	the	Year	 Subcontractor	of	the	Year

	 Jay	Badame	 Steven	Plate	 Chris	Hargrove	 Robert	Samela	 	
	 Tishman Construction Corp. The Port Authority of NY and NJ Cauldwell Wingate Company, LLC. A.C. Associates

DEADLINE APRIL 19

Annual
nd42

CELEBRATE WITH US AND HONOR THE ACCOMPLISHMENTS
OF OUR 2011 INDUSTRY LEADERS

JOIN US & SUPPORT US

SOLD
SOLD
SOLD
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Board of Directors:  
Joseph AzArA

C.D.e. Air Conditioning

MiChAel D. ChAfetz
MDC Construction Management, inc.

DAn DeVitA
penava Mechanical

John DierKs
Dierks heating Company, inc.

AnDreW DrAziC
AtJ electric Corp. inc.

John A. finAMore
Jordan panel systems

Brent fleisher
environet systems, llC

CrAig gilston
gilston electrical Contracting

DAViD hArron
A/C electric

stephen lonDon 
Commercial electrical Contractors

MitChell MerDinger
C.D.e. Air Conditioning

rAquel nunez
nunez electric, inc.

John rApAport
Component Assembly systems, inc.

rAnDy rifelli
united iron, 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

Officers
W. scott rives, president
Jerry liss, Vice president
robert Ansbro, Vice president
robert Weiss, treasurer
peter Cafiero, secretary 
ron Berger, executive Director 
henry goldberg, legal Counsel

Upcoming Events 
Seminar on Key Financial Insight on your 
Wealth Management
Wednesday, April 20, 2011 8:00AM

General Membership Meeting
Wednesday, April 27, 2011 5:30pM

42nd Annual Construction Awards Dinner  
& Casino Night
saturday, May 7, 2011 7:00pM

The G&C Building
66 North Village Avenue
Rockville Centre  |  New York 11570
Phone 516.764.2800  |  Fax 516.764.2827
www.goldbergconnolly.com

Contact
Henry L. Goldberg
Managing Partner
hlgoldberg@goldbergconnolly.com

Legal Counsel to the STA

New York’s  
“Go-To” Construction Law Firm

g&c_sta_half_page_horiz_ad.indd   1 12/3/10   4:16 PM
Active Past Presidents 
robert samela 
fred levinson 
Arthur rubinstein 
lawrence roman 
gary segal (honorary) 
larry Weiss 
gregory s. fricke, Jr.  
Alan nathanson (honorary) 
ronald s. Berger


