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✓ Rob Fishman Two-Part Seminar

✓ MACC’s 2022 Cocktail Social

✓ MACC’s Islander Game

✓ and more!

JOIN US AT 
THESE UPCOMING 

MACC EVENTS! 

Essential Strategies to Help 
Increase Sales in 2022

MACC’s 2022 Networking 
and Cocktail Event 

PLUS:
A look at this year’s 

Islanders Game event
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SAVE THE DATE 
See page 16 for 2022’s Calendar of Events



From the 
President 
Hello Members!

Spring is around the corner, 
and I am excited to say that 
we have a lot in store for 
our membership. MACC 
continues to be your industry 

source for education and happenings to keep you 
well informed and ahead of the curve. Contact us 
today about how your membership can assist in 
your business’ success!

In the coming months, I am most looking forward 
to our workshop with Rob Fishman, a sales training 
expert and management coach. Rob has been 
helping sales leaders and their teams to become 
more effective through a process of incremental 
change in their attitudes and beliefs, sales behaviors, 
and sales techniques. Stay tuned for more details 
on his two-part seminar beginning with our April 
Membership Meeting on Thursday, April 14, and 
continuing with his workshop over the summer. 

Our May Networking Event is expected to be just 
as exciting as last year’s; keep an eye on our 
website for upcoming details on our events at 
www.maccny.org. 

It was great to see everyone at the New York 
Islanders game, and a great time is always had by 
all.  We thank you for participating and making 
this such a successful event!

In this issue, you will find a survey for members so 
we can better serve you and ensure that we are 
meeting your needs.  Please make sure to 
complete the survey, and thank you in advance.

Again, we thank you all for your continued 
support, and I am looking forward to seeing you at 
the next meeting.  Stay safe and enjoy the spring!

Sincerely,
Jim Padavan

THE STANDARD IN CUSTOM AND 
OEM REPLACEMENT COILS.

NATIONWIDECOILS.COM  •  1.888.COILPRO  �  24/7

Contact our NY/NJ/CT rep for a free quote:
James Filauro • 914.584.3038
james@nationwidecoils.com
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Metropolitan Air Conditioning Contractors of New York
510 Broadhollow Road, Suite 305A, Melville, NY 11747

P: 516-922-5832
info@maccny.org | www.maccny.org

www.facebook.com/maccny
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MACC News is printed monthly by the Metropolitan Air Conditioning 
Contractors of New York. Questions should be directed to the appropriate 
director or committee member for assistance. 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 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 
should be sought.

Editor’s Notes 
By Anthony N. Carbone

The latest concern for many HVAC contractors is the fast-
rising price of materials. Not only the incidentals, but the 
main equipment.

Last time I wrote an editorial, it was about supply chain 
shortages. Now we are looking at 20% increases over a 
short period of time. 

One contractor said, “Jobs I booked in November and 
December are not worth doing them today;” because 
the cost of material and labor have skyrocketed! Now, this 
combined with product availability has placed a burden on 
doing business in our industry. 

The client’s interest in doing work is certainly there, as 
contractors are finding their phones ringing off the hook to 
schedule appointments. Many more estimate inquiries are 
coming in than there is time in a day or the ability to install 
them all. You would think this would invite many interested 
entrepreneurs to jump into the HVAC arena, but it isn’t the 
case.

Instead, we are seeing equity companies buying existing 
HVAC outfits.They are implementing executive manage-
ment teams to run seasoned companies when the owners 
decide to cash out or retire with no succession plan. Some 
call this the “Golden Parachute” for senior owners that 
would like to see their company names continue to exist, 
but without them at the helm. 

This is an idea that is to be seen. Many of these 
companies have built up significant reputations due to 
their interpersonal skills that they have maintained for many 
years. The installation of corporate executives to run these 
HVAC businesses during these tumultuous times is like 
sailing through a brutal storm at sea-- you need to know 
the ropes. 

What experiences are you or your company going through? 
Share your stories with us at MACC. Follow us for our next 
event-- the time spent with our industry organization is 
worth it. You will meet with captains of our industry!

May all of us prosper this summer season as we all navigate 
these changing times!

Anthony Carbone
Systematic Control Corp. 
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Learn How to Find New Opportunities and 
Close More Business with Rob Fishman in a 
Two-Part Seminar!

Sales force development training expert & sales management coach, Rob Fishman, 
will speak at MACC’s April membership meeting on Thursday, April 14, 2022. The 
meeting’s presentation is the kick-off to a two-part program designed to help MACC 
members increase sales.

A well-known speaker throughout Long Island, Rob is a partner at Sandler Training 
in Hauppauge, New York. His consulting firm specializes in sales and sales manage-
ment process improvement, and his training methods have proven to be hugely 
effective for both large and small businesses in more than 50 industries. 

During the April meeting, Rob will speak about the seven essential strategies to 
help increase sales in 2022. He will identify common sales issues and challenges 

that the average business owner or salesperson experiences, and offer specific ways to tackle those 
obstacles in order to increase opportunities and close more business.

For those members who want to delve deeper, Rob will also be hosting a second event with MACC in 
the near future. Over the summer, he will be conducting a workshop specifically geared towards MACC 
members which will focus on the integral steps of a solid selling system. While the membership meeting 
presentation is free, the second workshop will be a paid event, with discounts given to MACC members. 

Rob possesses a varied business and management background gained over 35 years in the business 
world. He is a former president and CEO in the jewelry industry and after running a successful business, 
he switched gears, sold his company, and joined forces with Rich Isaac to create Sandler Training. 

“When I was in the jewelry business, I was involved with a peer accountability group with fellow 
jewelers. At our meetings we would review each other’s marketing plans, financials, and merchandising, 
and I learned a lot about business from other leaders and a facilitator,” said Rob. “I had always had a 
passion for sales, having done it for many years. So, I began studying sales training and really enjoyed 
the process of understanding what’s behind good selling and what creates discomfort for customers. 
I ended up selling my jewelry business and entered into the sales training and management industry. 
I met my business partner through a close friend and the rest is history.”

In addition to his sales & client development training, coaching, and consulting, Rob is also a certified 
facilitator and coach for the Alternative Board, an international peer to peer business owner group, 
where he works directly with business owners and CEOs. He is also a certified DISC trainer, specializing 
in the science of communication in business development.

Sandler Training has been in existence for over 15 years and uses a unique process of reinforcement 
training and attitudinal and behavioral change that significantly improve sales and business results. 
As one of the most prominent and successful sales and business development training firms on Long 
Island, it specializes in solving the tough, complex business challenges through proven systems for 
communicating with, developing, and motivating people.



“The average human mind processes 60,000 thoughts a day. Of those 60,000 thoughts, over 70% of them 
are negative or self-limiting. We need to break that pattern,” explains Rob. “Rejection is a key part of the 
experience of being in sales. The Sandler method works to incrementally change the attitude, behavior and 
technique of every individual salesperson and their leaders.”

Businesses seek out the services of Sandler Training to help them develop new and empowering behaviors, 
attitudes, and sales skills. The Sandler Training method teaches a selling system that is manageable and 
measurable. They help sales professionals and management executives fulfill personal and organizational 
goals, from initial hiring decisions to performance evaluations, from building and executing strategic sales 
plans to motivating people to achieve them.

“The most rewarding part of my job is helping people improve and seeing their success,” said Rob. 
“Businesses that have embraced our training see an overall increased revenue due to a higher closing ratio. 
The skills we teach enable a salesperson to accurately forecast an opportunity and be able to anticipate any 
roadblocks or obstacles along the way. We have helped people increase their numbers by double digits 
through the application of really solid selling techniques.”

Attendees to MACC’s April meeting and subsequent workshop will benefit in several ways from Rob’s 
expertise. Participants will be able to recognize potential areas that need improvement and will learn some 
specific action steps they can take to increase their amount of new opportunities and how to close more 
sales.

Dyami Plotke of Roof Services, who is MACC’s treasurer, an Education Committee member, and was 
instrumental in initiating and implementing this program said, “Rob is a sales and management coach who 
has been very helpful to [Roof Services] and a bunch of his other clients. We’ve come to rely on him for a 
number of different things we do in terms of sales and hiring. I think it will be exciting for him to have a 
conversation with MACC, and I think he’ll provide a lot of value to members if they want to go any further 
with him.”

MACC’s Education Committee works diligently on securing valuable, exclusive programs for the association, 
and is happy to add Rob Fishman’s expertise to its lineup of events. MACC is especially thankful to the 
committee for making this and other educational programming take shape.  

“As a committee, we’ve been trying to find educators and trainers who will bring value not just to the field 
staff, but also to office staff, both to upper management and lower management levels— things that are 
practical to make day-to-day operation 
more successful or easier,” said Plotke.

The April Membership Meeting and its 
subsequent summer workshop are 
meetings you won’t want to miss! Details 
on Rob’s summer workshop will be 
available soon-- keep an eye out on our 
website and your email. Please note, the 
two events are not mutually exclusive — 
any member can sign up for the second 
workshop, even if they are unable to 
attend the April Membership Meeting.
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Save the Date for MACC’s 2022 Cocktail Social! 
Del Vino Vineyard, Northport
Thursday, May 12
As springtime rolls around, MACC is excitedly anticipating this year’s Cocktail Social at Del Vino Vineyards on Thursday, 
May 12 from 5 PM to 9 PM! Members can expect the same success that last year’s event saw, with prime networking 
opportunities at a beautiful Long Island location.

Last year’s Cocktail Social at Charlotte’s Speakeasy boasted beautiful weather and a great location to kick of the first 
face-to-face event since the beginning of the pandemic. Exclusive to MACC members, the event allowed for plenty of 
networking, greetings with associates and friends, and celebrating the return to normalcy on the speakeasy’s outdoor 
terrace where everyone was able to enjoy the evening.

This year’s event at Del Vino Vineyards is expected to pack the same punch as last year’s, taking place on the gorgeous 
11-acre North Shore property overlooking sweeping vineyards. Built on a 90-year-old former apple farm on the rolling 
hills of Northport on Long Island’s Gold Coast, Del Vino Vineyards is proudly family owned and operated. 

MACC members will enjoy Del Vino’s private Upper Room, overlooking the vineyard with beautiful views for attendees 
to enjoy as they network over quality food, an extensive selection of wine, and soft beverages alike. Del Vino will offer a 
variety of each, and all are included with the purchase of an event ticket. 

Tickets must be purchased in advance and are open to members, members’ employees, and family members within a 
member company. All those listed are eligible for the member rate. 

Registration will open soon! Keep an eye out for more information on maccny.org. 
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 Tremendous Inventory   Superior Customer Service  Competitive Pricing  
Fast Daily Delivery  National Buying Power With Local Ownership 

 Shop 24 Hours   Knowledgeable Counter Staff  
Convenient Locations  Great Value   

 

WE MAKE DOING BUSINESS EASY! 
 

Need help with plans and specs? 
Let our expert Engineering Department assist you with  

all your commercial applications. 
We’ll walk you through the process.   

Call the Farmingdale branch for all your engineering needs. 
 Brooklyn, NY      Baldwin, NY            Bohemia, NY        Farmingdale, NY    
 P: 718-252-2700          P: 516-223-5511       P: 631-567-4800      P:631-293-2566         
 
New Hyde Park, NY   Manhattan, NY      Stamford, CT         Milford, CT         Hartford, CT 
P: 516-216-1810          P: 212-203-3808       P: 203-359-2626      P: 203-882-5550       P: 860-727-9699
     

 

PARTS   SUPPLIES   EQUIPMENT 
WE STAND BEHIND IT ALL 

TAKE MACC’S MEMBERSHIP SURVEY!

VISIT WWW.MACCNY.ORG FOR A COMPLETE LIST OF UPCOMING EVENTS!

MACC is committed to optimizing our membership and meetings to make them convenient 
and valuable for all members. By filling out this survey, you help us to ensure that our 

members are receiving the information and value that they look for out of MACC. 
We thank you for your participation! 

SCAN HERE TO TAKE THE SURVEY

OR FIND IT AT MACCNY.ORG!



BROOKLYN
718-257-3347

FARMINGDALE
631-755-9192

HICKSVILLE
516-876-0446

COMMERCIAL ENGINEERING TEAM
631-465-0472

MEDFORD
631-205-5580

MT. VERNON
914-668-3631

RIVERHEAD
631-727-3225

LONG ISLAND CITY
917-745-0830

NEW YORK’S COMPLETE FUJITSU DISTRIBUTOR

SERVING CONTRACTORS S INCE 1931   ■  80 LOCATIONS NATIONWIDE  ■  WWW.S IDHARVEY.COM

Commercial VRF–Heat Pump 
and Heat Recovery

Residential & Light 
Commercial Ductless

UNITARY
Gas Furnaces, Central Air & Rooftops



Statement from Stuart S. Zisholtz, Esq.

The Importance of Understanding your Contract and All the 
Players Involved
A contractor, subcontractor or materialman that has a contract with a tenant could maintain a valid 
mechanic’s lien against the owner’s interest ONLY if the improvements made were with the consent or 
approval of the owner.  

New York Courts have stated that consent of the owner requires an affirmative act and not just mere 
cquiescence.  The Courts have gone even further and stated that if an owner confirms to a tenant that the 
construction is not violative of the terms of the lease, that is still not enough to establish consent under the 
Lien Law. 

What is an “affirmative act” sufficient for consent and to establish a valid mechanic’s lien against the owner’s 
interest?
 
The answer to that question is often an issue of fact and any owner is likely to dispute that consent was 
given sufficient to create lien rights. However, the Courts have provided some guidance on what will 
constitute consent.
 
In 2018 the Court of Appeals addressed a case where the tenant’s lease contemplated the improvement 
of the premises and even required the tenant to submit, amongst other items, a construction schedule. In 
that case, the Court found that there was enough affirmative action taken by the owner to allow the lien to 
remain on the property. However, many times the owner is simply reviewing the plans to ensure the work is 
being done to code and that the schedule does not interfere or affect the other tenants. The more involved 
the owner is in the project, the more likely the lien will remain intact. If the owner provides rent abatements, 
which could be considered a form of payment for the renovations, or if the owner actually pays for some of 
the work, the possibility of holding the owner responsible for your work increases. 
 
It is always prudent to understand your contract and all the players involved, including the relationship of an 
owner if you are hired directly by a tenant. Doing your due diligence before any issues arise can help 
the entire process run smoothly. 
 
Never let your lien time run out!!

For a free copy of our pamphlet pertaining to mechanic’s liens and payment bond claims, kindly contact me.

ZISHOLTZ & ZISHOLTZ, LLP
200 Garden City Plaza 
Suite 408
Garden City, New York 11530
(516) 741-2200
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MACC’s Board of Directors is 
always hard at work planning 
valuable events and programs 
for its members.

Photo by Anthony Carbone
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One of the healthiest home      
improvements your customer 
can make.
Give your customers the confidence they’re 
breathing healthier air with the ultra-quiet, 
energy-efficient complete Carrier Infinity® 
home comfort system with the Infinity® air 
purifier. It’s an essential part of any healthy 
home, delivering premium comfort and 
indoor air quality improvement.

Contact CE for more information:
CEnortheast.com

Written By Sal Ferrara
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As a leading insurance provider for 
HVAC Contractors in the New York 
Metro area, USI’s Long Island office 
brings over 35 years of industry 
experience to your team. Our 
dedicated Construction Insurance 
Specialists provide top quality risk 
management with bottom line 
benefits to deliver individualized 
solutions.  
 
Contact:  
Frank Abbatiello & Tommy Williams 

Tel: 516-419-4095 

Fax: 610-537-4187 

Email: Tommy.Williams@usi.com 

Trust. Expertise. Commitment 

Risk Management Solutions for Plumbing Contractors 

Specializing in  

Insurance Programs 

For the HVAC Industry for 
over 35 Years 

Water Treatment &  
Maintenance Services
Cooling Water
Boiler Water
Domestic/Potable Water
Domestic Water Legionella Testing
Glycol (Install/Removal)
Sand Filter (Maintenance/Re-bedding) 
Water Quality Programs

Cleaning & Disinfection Services
Boiler Cleanings (Boil-outs)
Boiler Fireside Cleanings 
Chiller Cleanings
Coil Cleanings (Air Cooled/Water Cooled)
Cooling Tower Cleanings
Cooling Tower Disinfections
Domestic Water Disinfection
Grease Hood Cleanings
Duct Cleanings
Heat Exchange Cleanings
Ice Machine Cleanings
Multi Stack Cleanings
Pipe Cleanings

Restore & Repair Services
Cooling Tower Refurbishments
Domestic House Tanks

Roy Bernheimer, Sr. Corporate Account Manager 
516.779.2266  |  roy.bernheimer@ecolab.com
Ecolab, Nalco Water and the logos are trademarks of Ecolab USA Inc. 
©2020 Ecolab USA Inc. All Rights Reserved 05/20

Ancillary Services from  
the Global Leader  
in Water Management
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S E R V I N G  C O N T R A C T O R S  S I N C E  1 9 3 1   ■  8 0  L O C AT I O N S  N AT I O N W I D E   ■  W W W. S I D H A R V E Y. C O M

BROOKLYN: 718-257-3347
FARMINGDALE: 631-755-9192
HICKSVILLE: 516-876-0446
LONG ISLAND CITY: 917-745-0830

MEDFORD: 631-205-5580
MT. VERNON: 914-668-3631
RIVERHEAD: 631-727-3225
COMMERCIAL ENGINEERING: 631-465-0472

2022 SCHEDULE OF EVENTS

FEBRUARY
February 3 

Membership 
Meeting

MARCH
March 24 

Islanders Game

APRIL
April 14 

Membership Meeting 
with Rob Fishman

JUNE
June 17 

Night at the Mets

MAY  
May 12

Cocktail Social

AUGUST
August 8

Golf Outing

SEPTEMBER
September 8
Membership 

Meeting

NOVEMBER
November 3 
Membership 

Meeting

VISIT WWW.MACCNY.ORG FOR A COMPLETE LIST OF UPCOMING EVENTS!

Join MACC for a year of exciting events!
Keep up to date on our website, and keep your contact information current for important email updates.
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Brooklyn
Fan & Blower

Sales Co. Inc.

60-20 34th Avenue
Woodside, NY 11377
Phone/Fax: 718-899-9090 
email:  rich@brooklynfan.com

Association Development Services
An Association Management Company

Specializing in Trade Associations

Financial Management • Membership Development • Meeting & Event Planning
  Virtual Programming • Creative Services • General Administration

516-677-5183 • INFO@ASSOCIATIONDEV.COM
WWW.ASSOCIATIONDEV.COM

Contact ADS Today!

OUR FINANCIAL & BUSINESS 
APPROACH WILL EMPOWER YOUR 

TRADE ASSOCIATION TO OFFER THE 
HIGHEST VALUE TO MEMBERS

Energy Management Systems

p: (631) 653-9124
f: (631) 653-9177
e: kevin@countyenergycontrol.com

429 Montauk Hwy - POB 780
East Quogue  NY 11942
www.countyenergycontrol.com 

Kevin Cirincione
President

County Energy Controls, Inc.
County Pneumatic Controls, LLC
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MACC members, families, and friends had a blast at 
this year’s Islanders Game event! The Islanders beat 
and shut out the Ottawa Senators with a score of 3-0. 

MACC thanks USI Insurance for sponsoring this amazing event!



Check out our other locations in
LONG ISLAND and NEW YORK CITY.

With multiple locations, CE ensures that when you 
need equipment, parts and supplies we’re close by.

LONG ISLAND CITY
52-01 29TH STREET, 
NY 11101

BOHEMIA
21 CROSSWAY EAST, 
NY 11716

1650 Old Country Road, 
NY 11803
516-941-0130
M-F, 7:30 am - 4:30 pm

 NEW LOCATION!
PLAINVIEW

EQUIPPED TO SERVE YOUR HVAC NEEDS!

SCAN FOR 
DIRECTIONS



METROPOLITAN AIR CONDITIONING
CONTRACTORS OF NEW YORK (MACC)
Formerly Air Conditioning Contractors Association - NY Chapter
510 Broadhollow Road, Suite 305A
Melville, NY 11747
516-922-5832 / www.maccny.org
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REME HALO® by RGF®

• Increased Ionized Hydro-Peroxide Output 
• New Enhanced Catalyst with Zinc for Faster Kill Rates 
• Easier, Faster, No Tool Cell Replacement

The REME HALO® by RGF® is the next generation of IAQ technology. RGF® has 
redesigned its REME HVAC unit with higher Ionized Hydro-Peroxide Output, which provides faster 
kill rates for microbes in the air as well as on surfaces. Also, this higher output drops more particulates 
from the air, bringing relief to those who suffer from allergies and other respiratory issues.

For more details contact your local ABCO Sales Team. 
Call 718-937-9000 or visit www.ABCOhvacr.com


