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Cocktails and hors d’ouvres — 5:30 pm 

OUR 3rd ANNUAL CASINO 
NIGHT at Westbury Manor 

was a huge success.  We had over 
100 participants, double of last 
year.  Thanks to Blasco Supply 
for their effort in promoting the 
event.  There was a lot of excite-
ment at the poker, blackjack, craps 
and roulette tables.  We also had a 
person doing handwriting analy-

Let us know you are coming online at our website: 
www.accany.org

Thursday, June 7th

The Annual 
ACCA

Networking Night
It’s the monthly membership meeting that 
offers you some time to relax, join with your 
friends, associates, and competitors. Talk 
over everything from energy to the state 
of business to the Mets and Yankees.  It’s 
always a worthwhile evening!

Westbury Manor
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Greater New York Contractors’ News is printed monthly by the Greater New York Chapter of 
ACCA. Questions should be directed to the appropriate director or committee member for as-
sistance. While this newsletter is designed to provide accurate and authoritative information 
on the subjects covered, the Association is not engaged in rendering legal, accounting, or other 

Advisory Council
Robert Berger (retired)

Mark Bedson, Martack Corporation - 516-998-1000
Thomas Cleary (retired)

Anthony Cutaia, Air Ideal – 516-873-3100
John J. Fanneron, BP Air Conditioning Corp. – 718-383-2100

Michael Gelber, Stan Gelber & Sons – 516-538-0040
Gene Klochkoff, Cascade Water Services – 516-932-3030

Lauren Larsen, Power Cooling – 718-784-1300
Michael O’Rourke, BCC Best Climate Control – 631-218-8022

Brandon Stone, All Weather Temperature Control - 631-842-8777
James Stone, All Weather Temperature Control – 631-842-8777

Brian Svedberg, BCC Best Climate Control – 516-981-1008

Committees

professional or technical advice. Accordingly, the Association cannot warrant the accuracy 
of the information contained in this newsletter and disclaims any and all liability which may 
result from publication of or reliance on the information provided herein. If legal advice or 
other expert assistance or advice is required, the services of a competent, professional person 

Officers
President

Ken Ellert, Comfort Tech Mechanical - 718-932-2444
Secretary

Mike Newman, Standard Refrigerator - 718-937-0490
Treasurer

Ron Nathan, County Fair A/C Corp. - 516-997-5656
Past-President

Anthony N. Carbone, Systematic Control - 516-482-1374
Executive Director

John F. DeLillo, 516-922-5832

Directors
Mark Bedson, Martack Corporation - 516-998-1000

Scott Berger, Arista Air Conditioning Corp. - 718-937-1400

Steve Bergman, Twinco Supply Corporation - 516-547-1100

Roy Bernheimer, Cascade Water Services - 516-932-3030

Joseph Bonifazio, Master Mechanical Corp. - 631-391-0999

Dan Brothers, Enterprise Fleet Services - 516-739-5487

James Carlson, Michael James Industries (MJI) - 631-231-3434 

John Ottaviano, Air Ideal - 516-873-3100

Richard Staiano, National Compressor Exchange - 718-417-9100

Harvey Stoller, Airdex, Inc. - 718-646-7200

PRESIDENT’S MESSAGE from page one

ACCA Greater NY Chapter

Advertising
Anthony Carbone
Attendance (Membership)
Dan Brothers, Chairman
Joe Bonifazio
Jim Carlson
Baseball Outing
Peter Arbeeny, Co-Chairman
Scott Berger, Co-Chairman
Charitable Works
John Ottaviano
Coupon Book
Roy Bernheimer
Steve Bergman

JOHNSTONE SUPPLY
NATIONAL SUPPLIER TO THE SERVICE INDUSTRY

DREW GARDA

PHONE 718-545-4896
FAX         718-274-4972

27-01 BROOKLYN QUEENS
EXPRESSWAY WEST

WOODSIDE, NY  11377

• HEATING & AIR CONDITIONING PARTS • MOTORS
• RANGE, REFRIGERATION & LAUNDRY PARTS
• TOOLS & INSTRUMENTS • SHOP & SAFETY EQUIPMENT
• PUMPS • ELECTRICAL EQUIPMENT & SUPPLIES 

JOHNSTONE
®

Golf Outing
Mark Bedson
Roy Bernheimer
Joe Bonifazio
Ken Ellert
Harry Espino
Nick Terran
Holiday Party
Harvey Stoller, Chairman
Anthony Carbone
Monthly Meetings
Joe Bonifazio, Chairman
Mark Bedson

Newsletter
Anthony Carbone
Paul Caiola
Donald Gumbrecht & Co.  
Political Action
Anthony Carbone, Co-Chairman
John Ottaviano, Co-Chairman
Sponsorship Task Force
Scott Berger
Web Page
Jim Carlson

sis and there was a golf-pitching contest for those that need to 
take a break from the gambling.  Thanks to the hard work of 
our chairperson, Jim Carlson, Casino Night continues to be 
a great evening.  Also thanks to our major sponsor – Blasco 
Supply and all of other sponsors; Abco, Aflac-NY, American 
Universal Supply, Amerisc, B&F Johnstone, Enterprise Fleet 
Management, Hochheiser Deutsch &Co., Lennox, LIPA, 
National Compressor Exchange, Twinco and Zisholtz & 
Zisholtz.  Congratulations to all of the prizewinners and Dan 

Brothers who carried home a new LCD TV.
Last month’s meeting was on “Chimney Design.” This 

was a very informative presentation on the design and instal-
lation of chimneys for Types I, II, III & IV heating systems.  
Discussed was how to design the chimney and some of the 
common mistakes made in those installations. 

The upcoming meeting for June will be an informal 
meeting without a guest speaker.  It is a chance for all of us 
to network and have a casual evening before the heat of the 
summer demands all of our time.  One possible topic we 
can discuss is the out of control price of gasoline.  What has 
your company done to curb these costs?  Have you installed 
GPS systems? This will probably be the last time we get to 
be together before September except for the golf outing in 
August.  I hope to see many of you there.

Hoping you have a successful summer   — Ken Ellert

Please fax your comments or experiences that you 
would like included in our monthly newsletter. Send it 
in, hand write if you like. Fax it over and we will print it 
and see what others think. Fax...516-829-5472. 

Letters to the Editor
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Editor’s Notes
By Anthony N. Carbone

Ductless Air Conditioning 
& Heat Pump

www.mrslim.com
Sales Hotline 
978-749-3121
jmatson@hvac.mea.com

Over 122 
Models

C O M P R E S S O R S
National Compressor Exchange, Inc.

Remanufacturer: Reciprocating & Screw Semi Hermetic Compressors
Full Stock………………Immediate Replacement

1 to 5 Year Warranty
New Facility: 75 Onderdonk Ave., Ridgewood, N.Y. 11385

Plus — New Location on Long Island — Old Bethpage
Tel: 718-417-9100  Fax: 718-821-7032

Outside New York: 1-800-225-7381
www.nationalcompressor.com

229 South Street
Oyster Bay, NY  11771

Tel: (516) 922-2102
Fax: (516) 922-1414

ACCOUNTING, BOOKKEEPING 
& BUSINESS VALUATIONS

JOHN F. DELILLO
Certified Public Accountant

www.johndelillocpa.com

Recently, I went to a client’s house to go over a 
proposal and pick up a deposit. The husband and 
wife were in their late 50’s. After I introduced myself 
to them, I had asked how they heard of my company. 
Their response was, “We found you on line...we 
use Google.” This was quite enlightening, since you 
might think the answer would be, local advertising, 
word of mouth, yellow pages. I asked why they did 
not check the Yellow Pages. They felt they did not 
know which book to look at. The new Yellow Page 
Big Book, the Yellow Page Small Community Book, 
the Verizon Big Business Book, the Regional Verizon 
Business Book, the Embassy Yellow Book or the 
Business to Business.

The bombardment of yellow style books has 
nearly become passé. Many homeowners find 
them cumbersome. The new routine and habit for 
almost everyone is to check your email online on a 
daily basis. With this, many have found the instant 
gratification of getting quick results.

Hence, the value of the “Dealer Locator”; many 
consumers type in a brand name, and an area, and 
find a selection of contractors affiliated with a spe-
cific brand. If the consumer recognizes the name, in 
many instances, they will call or email to schedule 
an estimate appointment.

The way in which people and consumers do busi-
ness if different today. Many contractors are unaware 
of this. The literally unknown, two-man operation, with 
little marketing experience, reaches into the past, and 
thinks by taking a full page ad in the Yellow Pages, 
they will attract customers. They may get you noticed, 
but now to a much slimmer audience.

The monthly cost factor of yellow page style print 
advertising is exorbitant. This is part of your overhead 
that is a twelve month billboard that doesn’t change. 
It doesn’t change with the weather, and it doesn’t 
change the message. It puts you in a pool with your 
competitors, some of which lack experience and 
credentials.

The “Google” world will affect each and every 
household and business. It will affect the way consum-
ers find you and your company. My prediction is that 
Yellow Page style advertising will diminish and slowly 
lose its significance and impact. Can Superpages.
com (Verizon website) and Yellowpages.com (Yellow 
Book website) take back what they will lose in print 
or, furthermore, stop the loss to online advertisers 
like “Google?” I don’t think so.

Jim Kramer, of CNBC’s Mad Money, says it’s 
a “stock of the ages...Buy, Buy, Buy!” I think it will 
change the way you do business!
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For businesses that manage their own fleets, registering ve-
hicles can be a complicated and exasperating process, especially 
for companies whose drivers are scattered across multiple states 
and counties.  

The excitement begins with different states having different 
names for their regulatory agencies, which may be known as DMV 
(Department of Motor Vehicles), BMV (Bureau of Motor Vehicles), 
MVA (Motor Vehicle Administrators), DOT (Department of Trans-
portation), and many others. The confusion continues with require-
ments and terminology that vary state-by-state or county-by-county 
for emissions, license plates, taxes and insurance.

The following examples highlight some of the most common 
variations:

•  Emissions testing may be required by individual states 
or counties, and criteria may include any combination of model 
year, vehicle weights and/or mileage.  This can be confusing for 
drivers who may ask, “Where can I get tests done?” or “Do I 
have to?” 

•  License plate requirements also can be complicated.  
Because each county may have its own plates, relocating from one 
county to another can involve more than just updating an address. 
A new set of plates may be required.  In addition, states can use 
different terminology and criteria to determine plate type categories 
such as standard, commercial, combo and truck, to name a few.  

Because individual states may have special regulations for com-
mercial vehicles regarding where they can park and what roads they 
can use, having an incorrect plate type can be an inconvenience, 
costing money and causing headaches for drivers.

•  Taxes go beyond the typical sales tax and may also 
include county, city, excise, tire, ad valorem and personal property 
taxes.  And, although time frames for paying various taxes can 
range from the time of registration, to monthly or even annually, 
forgetting to pay one of these taxes can result in penalties, and can 
hold up registrations until payment has been received. 

•  Proof of insurance varies from state to state and can 
delay registrations.  Some states require an insurance card with 
the appropriate VIN displayed, while other states look for an 
insurance certificate.  In some places, electronic insurance sub-
mission is mandatory and in others, the only requirement is the 
insurance carrier’s name and policy number.  Occasionally, there 
is no insurance requirement at all. 

The consequences of not keeping vehicles properly registered 
can be significant, from paying extra charges because of penalties 
to reducing drivers’ productivity if their vehicle is impounded for 
being improperly registered. 

Because there may never be a uniform way to register vehicles 
across the nation, working with a fleet management company that 
has the knowledge and expertise to handle vehicle licenses and titles 

Let the Games Begin:  Registration Relays
By Daniel B. Brothers, Enterprise Fleet Management 
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485-13 South Broadway
Hicksville, NY  11801

516-931-6500
Fax: 516-931-6566

80 13th Avenue
Ronkonkoma, NY  11779

631-981-4000
Fax: 631-580-3792

175 Clearbrook Road
Elmsford, NY  10523

914-592-0020
Fax: 914-592-0291

5-15 54th Avenue
Long Island City, NY  11101

718-937-7300
Fax: 718-706-6529

Air ConditioningWholesale Distributors Heating

It’s Hard To Stop A Trane.®

TWINCO SUPPLY CORP.
TEMPERATURE CONTROLS
MOTOR STARTERS
PANEL DESIGN & FABRICATION
HVAC EQUIPMENT

55 CRAVEN STREET  HUNTINGTON STATION, NEW YORK  11746-2143

(631) 547-1100  NYS (800) 794-3188  FAX (800) 926-TWIN

for each state can make the process go much more smoothly for 
drivers and their companies.  In addition to taking full responsibility 
for the time-consuming, labor-intensive process of renewing vehicle 
registrations, turning over the responsibility to a fleet management 
company frees up drivers, relieving them from spending time stand-
ing in line at the department of motor vehicles when they could be 
servicing customers. It also eliminates driver out-of-pocket expenses 
and the related costs of processing reimbursements. •

Daniel B. Brothers is an Account Executive for Enterprise Fleet 
Management in New York.  He is supported by an experienced team 
of veteran mechanics and accredited Automotive Service Excellence 
(ASE) technicians to serve the fleet maintenance needs of businesses 
with mid-size fleets.  In addition to maintenance management 
programs, Enterprise’s services include vehicle acquisition, fuel 
management and insurance programs, as well as vehicle registra-
tion, reporting and remarketing.  Visit the company’s web site at 
www.enterprise.com/fleets or call toll free 1-877-23-FLEET. 

Associate Member Membership Levels
The Greater New York Chapter, ACCA offers a variety 

of Associate Membership Levels, each featuring certain benefits.
Choose the Level that meets with your needs and call the ACCA          

office  at 516-922-5832.

BRONZE Membership includes:  Value: $880—$600
Associate Membership and One Dinner at Eight monthly meetings

SILVER Membership includes:  Value: $1,980—$1,200
Associate Membership, One Dinner at Eight monthly meetings, Golf Tee 
Sponsor,  Two Casino Night tickets, Casino Night Sponsor and Associate 
Presentation at one meeting

GOLD Membership includes: Value: $3,130—$2,000
Associate Membership, One Dinner at Eight monthly meetings, One Golfer,                                                                                             
Golf Tee and Hole Sponsor, Two Casino Night tickets, Casino Night 
Sponsor,  Associate Presentation at one meeting, Two Holiday Party 
Tickets, and Holiday Party Sponsorship

PLATINUM Membership includes:  
            Value:  $6,130—$4,000
Associate Membership, One Dinner at Eight monthly meetings, Monthly 
meeting sponsor (eight times), Four golfers, Golf Tee, Hole and Major 
Sponsor, Four Casino Night tickets, Casino Night Sponsor, Associate 
Presentation at one meeting, Four Holiday Party Tickets, Holiday Party 
Major Sponsor, One time feature Spotlight in Monthly Newsletter, 
Ten tickets to Night at the Mets and a Pass for two people onto Shea field.
(Can be paid in two installments – $2,000 down and $2,000 to follow.)



PAGE 10 GREATER NEW YORK CONTRACTOR NEWS JUNE 2007

APRIL 18, 2007
CASINO NITE
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ACCA 29th Annual 
Golf Outing

Monday, August 20, 2007
Book Early 
Reservations Limited — Call 516•922•5832

Commack, NY
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People & The Workplace
By Alan B. Pearl,
Portnoy, Messinger, Pearl & Associates, Inc., Syosset, NY
516-921-3400, Fax 516-921-6774 e-mail: ABPearl@pmpHR.
com, Website: www.pmpHR.com

The New York Labor Law was recently amended to 
include Section 27-B, which requires public employers to 
perform a workplace risk evaluation at their work site. It 
also requires employers  to develop and implement programs 
that will prevent and/or minimize workplace violence.  
This new section of the law became effective on March 
4, 2007.  Since ACCA members are not public employers, 
Section 27-B of the Labor Law will not apply.  However, 
the overtones of this statute have a far- reaching effect.  The 
objective, obviously, is to insure that the risk of workplace 
violence is evaluated and protection programs are initiated 
to minimize public employees from workplace violence.  
Although the law only applies to public employers with 20 
or more regular full-time employees, it would be prudent 
to think beyond the envelope; evaluate your workplace and 
implement written workplace violence prevention programs.  
Surely, legislation affecting private businesses is just around 

New York State 
Workplace Violence Prevention Law

the corner.  
 The new law requires public employers to perform 

a risk evaluation  assessment and to establish a prevention 
program.  But what should ACCA members do?  Take heed 
of the change in the law, and follow suit at the earliest 
possible time.  Supervisory training would be a smart first 
step.  Training should be on an annual basis, but no less 
than every 18 months.  Topics to be discussed would be as 
follows: (1) the type of conduct that is prohibited, (2) the 
procedure for handling incidents/infractions, (3) how to 
perform investigations of threats of violence, and (4) how 
to discipline offenders.  

 It is important to protect your employees, your most 
valuable asset.

THE TOP TEN “DO’S AND DON’TS”  
OF EMPLOYEE HANDBOOKS

1. Don’t use a “form” handbook that includes promises 
you might not be willing or able to keep.

2. Don’t include a lot of detail on procedure; stick with 
specific company policies.  Do provide supervisors 
and managers with a “Procedures Manual.”

3. Don’t mention a probationary period, which could 
erase at-will status and imply that once the period 
is over, the employee is entitled to stay forever.

4. Don’t be too specific in your discipline policy.  A 
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detailed list will give employees the impression 
that it includes every possible infraction and a rigid 
procedure not to be deviated from.

5. Do make sure the handbook contains policies con-
sistent with other company documents.

6. Do have employees sign an “at-will” disclaimer 
acknowledging that the company can terminate 
employment at any time.

7. Don’t sabotage disclaimers with verbiage that assures 
employees that their jobs are secure/permanent.

8. Do review the laws of each state in which the com-
pany operates.

9. Do update your handbook periodically, as laws and 
regulations change often.

10. Don’t set unrealistic policies that supervisors/man-
agers will not enforce.

Based on ever-changing federal, state and local laws, 
companies are wise to review their handbooks on a regular 
basis.  As a result of recent court cases and legislation 
employee handbooks should also include policies on both 
employee privacy and electronic communications.

As always, should you have any questions about 
the issues raised in this article, please email me at 
abpearl@pmphr.com, or call me at 516-921-3400.  •

ACCA has announced that its “HVAC Quality Installation 
Specification,” which was developed with a broad coalition 
of industry stakeholders, has been formally recognized by the 
American National Standards Institute (ANSI) as a national 
standard.

With the publication of the QI Specification, for the first 
time there is a set of nationally recognized objective require-
ments for the quality installation of residential and commercial 
HVAC systems.

The QI Specification identifies consensus requirements 
associated with quality installations, acceptable procedures for 
measuring or verifying the attainment of those requirements, 
and acceptable forms of documentation to show compliance to 
the requirements. 

The QI Specification characterizes several core areas, 
including equipment aspects, equipment installation aspects, 
duct distribution aspects, and system documentation and owner 
education aspects. The standard was written with the intent to 
meet the needs of many different groups, including contractors, 
equipment manufacturers, building owners/operators, HVAC 
trainers and utilities.

A version of the standard is available for download as a ser-
vice to the industry from ACCA at www.acca.org/tech/. A printed 
version of the QI Specification is also available for purchase 
from the ACCA Bookstore at www.acca.org/store/. •

ACCA Quality Installation Standard 
Recognized by ANSI
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Statement From 
Stuart S. Zisholtz, Esq.

Policy Development * Training * Employee Handbooks * Affirmative Action Plans
OFCCP Audits * Labor Strategies & Solutions * Compliance * HR Vulnerability Reviews

Union Avoidance * Arbitration * NLRB Hearings * Recruiting & Placement
Compensation * Job Descriptions * Performance Management

HR Outsourcing * HR On-Site Mentoring * HR Help Desk

Partnering with ACCA 
for Comprehensive Human Resource Solutions

www.pmpHR.com     abpearl@pmpHR.com
516-921-3400

Newbridge Coverage Corp.
Your Bridge To Cost Effective Insurance Management

Commercial Automobile
Commercial General Liability

Contractors Tools & 
Equipment

Workers Compensation
Health & Life Insurance

Disability Benefits
Employee Benefits

Bonds

Commercial Automobile
Commercial General Liability

Contractors Tools & 
Equipment

Workers Compensation
Health & Life Insurance

Disability Benefits
Employee Benefits

Bonds

For All Your 
Insurance Needs

For All Your 
Insurance Needs

Anthony Capone, CIC            
John Glanzman, CIC            
James E. Murphy, CIC 

Anthony Capone, CIC            
John Glanzman, CIC            
James E. Murphy, CIC 

1666 Newbridge Rd., Bellmore, N.Y.  11710
Phone (516) 781-9000; Fax (516) 781-9172

236 Main Street
Center Moriches, NY  11934

202 Sheridan Blvd.
Inwood, NY  11696

Web site address: NEWBRIDGE COVERAGE.COM             E-Mail address: www.newbridgecoverage.com

This is the third in a series of articles that are being 
written with respect to the unholy alliance between 
American Institute Of Architects (AIA) and American 
Arbitration Association (AAA).

Arbitration
Typically the AIA contract calls for arbitration before 

the American Arbitration Association. (AAA)
The AAA wormed itself into the AIA contract. They 

charge fees that are out of sight, pat themselves on the back 
that they are fast, efficient and deliver quality services.

Fee schedules are based upon the amount of your claim. 

A claim for $10,000 has an initial filing fee of $750 plus a 
“case service fee” of $200. A claim for $400,000 has a filing 
fee of $6,000. Why should a $10,000 claim cost $950 and 
$400,000 claim cost $6,000? In a courtroom, it costs the 
same amount no matter what the claimed amount is. The 
AAA suddenly has become a partner to your claim and this 
is only from one side. If the other side has a claim against 
you for $400,000, they have to plunk down the same $6,000. 
For receiving one piece of paper consisting of a demand for 
arbitration and another piece of paper answering it with a 
counterclaim, the AAA picks up $12,000 right on the spot 
for doing nothing.

This fee does not cover the cost of the so-called arbi-
trators or the cost of the room. You do not want to have 
your arbitration in a telephone booth, therefore, it will cost 
you $250 per day for the room. Assuming twenty days in a 
month, this adds up to $5,000 for one room.

Now you have your arbitrators. These arbitrators are 
very often “wanna be’s”. There are a number of very solid, 
substantial citizens who are arbitrators, but for the most part 
they wanna be judges or flunky lawyers who did not provide 
for their annuities or their future after they stopped working 
or are unable to pursue their careers anymore. They apply 
to the AAA and pick up $1,000 per day.

Typically there are three arbitrators. Each arbitrator 
takes about $3,000 per day which means that your one-half 
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Stuart S. Zisholtz is a partner in the law firm of Zisholtz & 
Zisholtz, Mineola, New York, a general practice firm special-
izing in Construction Law and Mechanic’s Liens. He is also a 
member of the Greater New York Chapter, ACCA. He can be 
reached at 516-741-2200. •

is $1,500 per day. If your arbitration lasts two days and 
the claim is for $400,000 it costs $6,000 initially, $500 for 
the room per day, $4,000 for your share of the arbitrators 
and another $1,500 for “study time”. This is what they call 
“cheap”.

The same claim in a courtroom would cost $250.
The history of arbitration dates back to the time when 

the courts were being flooded with litigation. Whenever a 
court can direct arbitration and take that case off its docket, 
it will do so. The court system is overwhelmed and cracking. 
The AAA is capitalizing on that and running all the way to 
the bank with their new found largess.

Never let your lien time run out.
For a free copy of a pamphlet pertaining to Mechanic’s 

Liens and Payment Bond Claims, feel free to contact me 
or the Association. •

Disclaimer - the foregoing statement is for general in-
formation and is not intended nor should it be construed or 
applied to specific instances or specific cases for which the 
reader is directed to consult his/her private legal advisor.

www.accany.org
Our new 

interactive 
website 

is up 
and running!

Try it! Register now for the 
ACCA Networking Meeting 

on Thursday, June 7th.
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One Jacket a month at both Maspeth & Bronx locations

Celebrating Our 60th Year In The Industry


