
IMPACT —DECEMBER 2009  PAGE 1

VOL. 12  NO. 3        SERVING WESTCHESTER AND THE MID-HUDSON REGION	 JULY / AUG 2013

THE 
HANLEY
REPORT

CO-OP
CONDO
CORNER

By JEFF HANLEY
see page 2

By HERB ROSE
see page 2

By	 Kenneth J. Finger, Esq.,
	 Carl L. Finger, Esq., and
	 Daniel S. Finger, Esq.
	 Finger & Finger, Chief Counsel, 		
	 Building & Realty Institute (BRI)

see page 5

COUNSELS’ 
CORNER 

Thoughts
on Money
Matters
For Board Members

The June 13th General Membership Meeting of The Building and Realty In-
stitute (BRI) featured a panel of representatives from Con Edison. The panel 
reviewed issues of concern to members of the building, realty and construc-
tion industry. Pictured during the event are, from left to right: Pat Reilly, panel-
ist; Michael Beldotti, president, BRI; Orlando Alves, panelist; Andres A. Velez, 
panelist; and J. Mark Drexel, Con Edison’s liaison to the BRI. More than 60 
BRI members attended the event at The Crowne Plaza Hotel in White Plains.
Photo by Myron Marcus

A POSITIVE DIALOGUE WITH CON EDISON

WHITE PLAINS – After years of delib-
eration, disagreement and occasional 
discord, the Source of Income Legis-
lation for Westchester County was re-
cently signed into law.

The County Board of Legislators 
approved the proposal at its meeting 
on June 17. The vote for the approv-
al of the legislation was 15-2. Legisla-
tors David Gelfarb (R-Rye Brook) and 
Michael Smith (R-White Plains) voted 
against the proposal. County Executive 

Rob Astorino then signed it into law on 
June 26.

The legislation bans discrimination 
against potential renters and home 
buyers based on their source of in-
come. The legislation that passed is a 
slightly modified version of the Source 
of Income Legislation previously ve-
toed in 2010.

The one modification to the bill was 
to change a single exemption. In the 
previous version, a landlord living in 

and owning a rental property with four 
or less units and maintaining ownership 
or part ownership in another property 
of four or less units would be exempted 
from the law. The modified Source of In-
come Legislation now simply exempts 
landlords and owners of one property of 
six or less units.

“The exemption for co-ops and con-
dos, which the Building and Realty In-
stitute (BRI) fought for, remains. In ad-

“Source of Income” Now Law in Westchester

By Jeff Hanley, IMPACT Editor
WHITE PLAINS – The Westchester 
County Rent Guidelines Board recent-
ly decided on rent increases for renew-
al leases affected by the Emergency 
Tenant Protection Act (ETPA).

Owners and Managers of ETPA 
properties can offer tenants a 3 percent 
increase for a One-Year Lease, or a $15 
Increase, whichever is greater.

For a Two-Year Lease, Owners and 
Managers can offer tenants a 4 percent 
increase, or a $20 Increase, whichever 
is greater.

The board reached its decisions dur-
ing its June 26 Deliberation Session at 
The Westchester County Courthouse 
in White Plains. The increases affect re-
newal leases between Oct. 1, 2013 and 
Sep. 30, 2014.

The guidelines are scheduled to be 

certified at the board’s next meeting in 
September. The date and location of 
that meeting will be announced in the 
weeks ahead, according to officials 
from the New York Homes and Com-
munity Renewal Agency (HCR).

When Heat or Hot Water 
Are Not Provided

Where the Owner does not provide 
heat or hot water, the following Guide-
lines Increases were approved:
•	 A One-Year Lease Term: 2.4 percent.
•	 A Two-Year Lease Term: 3.2 percent

No other components, such as a 
Low-Rent Guideline, were issued by 
the board.

Vacant Apartments
No additional guidelines—other than 

The Rent Regulation Reform Act For-

mula of 1997—were adopted for Va-
cancy Leases.

The formula for units vacated be-
tween Oct. 1, 2013 and Sep. 30, 2014 
is as follows:
•	 In the event of a vacancy, the allow-

ance as stated in the Rent Regula-
tion Reform Act of 1997 is operative. 
The allowance permits the Legal 
Regulated Rent for a vacant apart-
ment to be increased by 20 percent 
for a Two-Year Lease.

•	 For a One-Year Lease, the allow-
ance calls for 20 percent, less the 
difference between the One and 
Two-Year Lease Renewal Guide-
lines. For the 2013-2014 term, the 
rent increase would be19 percent 
(20 percent - 1 percent = 19 percent) 
for a One-Year Lease.

Westchester County Rent Guidelines Board
Issues Increases of  3 & 4 Percent for Renewals

Continued on page 3

Co-op and Condo 
Group to Meet 
on Sep. 25
By Jeff Hanley, IMPACT Editor
WHITE PLAINS—“A Look at Key Fi-
nancial Issues Affecting Your Building 
or Complex – Part II” is the topic of the 
Sep. 25 Membership Meeting of The 
Cooperative and Condominium Advi-

Continued on page 3

Continued on page 3
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NEW YORK—Money isn’t ev-
erything, but it is way ahead of 
whatever is second best.

Whatever your aims or poli-
tics, you can hardly accomplish 
anything unless you can pay 
for it. Even with this in mind, 
co-op and condo buildings pay 
for many expenses more than 
once, fail to take refunds for 
overpaid taxes, and often are 
victimized by unscrupulous 
predators.

Before you start to or-
ganize your finances, how 
much money does your build-
ing have? This amount can 
be determined in a minute or 
two. At year-end, the building 
gets a certified financial state-
ment that has many pages and 
amounts. Only three of these 
are of immediate importance:

1) Cash and “Equivalents 
On-Hand” (be sure to include 
the Reserve Fund);

2) Accounts Payable;
3) Accounts Receivable.
Deduct Accounts Payable 

from Cash and Equivalents 
and that is how much money 

Thoughts on Money Matters 
For Board Members

you had on December 31! This 
can be done on a monthly ba-
sis by taking the balance(s) 
from the bank statement(s) 
and deducting the bills pay-
able at that time. Daily balanc-
es are available on-line. De-
duct payables from the bank 
statement(s).

Access your bank account, 
personal or business, in real 
time, and you have an instant 
statement. Many people pay 
their bills, automatically re-
ceive funds and have records 
of payments made. Actually, 
you are privy to an instant bank 
statement!

A Story
A prime example of unreal-

ity was a Co-op Financial An-
nual Statement that listed a re-
serve account of $150,000 and 
due unpaid bills of $105,000. 
The net result is a reserve fund 
of $45,000! Unpaid Bills (Ac-
counts Receivable) are an 
expensive deception. Using 
these funds as Operating Ac-
counts can result in overcharg-

es by vendors since business-
es who are competitive expect 
to be paid promptly. In addition, 
some bills, such as Oil Deliv-
ery, often offer discounts which 
cannot be taken by late payers.

Accounts Receivable old-
er than 30 days are a serious 
problem, since the burden of 
payment falls on the up-to-date 
payers. When this figure ex-
ceeds five percent of the year-
ly maintenance, it should send 
up “a red flag” indicating lax 
collection procedures.

Co-ops have many collec-
tion remedies, but this process 
is more complicated for Con-
dos. Co-op units are subject 
to a “super lien” which must be 
satisfied before the unit can be 
sold. Condo units do not have 
this lien obligation and a Condo 
board must sue and/or obtain 
a lien against the unit to insure 
payment.

Under certain circumstanc-
es, a condo unit can be sold 
without paying the outstanding 
Common Charges. The Con-
do’s board/management may 
not have even been notified!

In both cases, notification of 
the unit lender will help in se-

curing payment. Occasionally, 
a lender will pay Maintenance 
Overdue and/or Maintenance/
Common Charges to avoid 
foreclosure. Board and man-
agement should aggressively 
pursue this business necessity.

Obligations
Practically all board mem-

bers are technically “non-pro-
fessionals” who have pro-
fessional obligations to their 
board. State law prohibits pay-

ment for board participation in 
Co-ops and Condos. Despite 
these limitations, most boards 
do a rather capable job.

Water damage of the inte-
rior walls is a perennial prob-
lem that can be expensive and 
daunting to remedy. Leading 
causes of this recurring diffi-
culty are leaking window sills 
and/or lintels, water leaking 
through brick work and mor-
tar, and water penetrating roof 
parapets and gradually pene-
trating walls lower down. Win-
ter’s freeze and thaw expand 
and break the brick work, as 
well.

A large (300-plus) unit de-
velopment solved this problem 
in a most efficient way by first 
hiring an engineer to assess 
the problem and letting the 
work by comparing contrac-
tor offers. Board members be-
came temporary experts and 

came to a successful conclu-
sion ($200,000).

Up to this point we have dis-
cussed a little bit of everything, 
but you must remember this:  
a well maintained property is 
worth far more than a rundown 
edifice. In addition, occupants 
enjoy the use of a better place, 
so don’t evade repairs or reno-
vations. Costs continually rise, 
so to keep maximum value, 
you have to pay up.

Get “the most for money,” 

collect it all and spend wise-
ly. Boards have the potential 
to get maximum value for their 
money with due diligence and 
the most efficient use of funds.

Herb’s Hints
1) Use blinds and/or cur-

tains to cut air conditioning ex-
penses.

2) According to Con Edison, 
each degree you raise your air 
conditioning thermostat above 
70 degrees will save you 6 per-
cent.
Editor’s Note: Herb Rose is a 
co-op and condo consultant. 
He is also a member of the 
Board of Directors of The Co-
operative and Condominium 
Advisory Council of West-
chester and The Mid-Hud-
son Region (CCAC). To reach 
the CCAC, call (914) 273-
0730. Rose can be reached at 
hrose47563@aol.com.

You must remember this: a well-
maintained property is worth far more 
than a rundown edifice. In addition, 
occupants enjoy the use of a better 
place, so don’t evade repairs or 
renovations. Costs continually rise, so 
to keep maximum value, you have to 
pay up!

WHITE PLAINS – Kudos. 
The term is defined by Far-

lex, The On-Line Dictionary, 
as acclaim or praise for excep-
tional achievement. That def-
inition can most definitely be 
used to illustrate the recent ef-
forts of some members of The 
Apartment Owners Advisory 
Council (AOAC).

Those AOAC members lis-
tened to the pleas from the staff 
of the AOAC and The Building 
and Realty Institute (BRI) and 
turned out in impressive num-
bers at the recent Public Hear-
ings and Deliberation Sessions 
of The Westchester County 
Rent Guidelines Board.

In the weeks prior to the 
Public Hearings and Delibera-
tions, the AOAC/BRI staff con-
sistently urged AOAC mem-
bers to participate in the events 
as speakers and representa-
tives of the building and realty 
industry. Our staff emphasized 
that strong participation from 
the AOAC usually makes a 
good impression on the Guide-
lines Board. In turn, staff con-
sistently said, that impression 

can help to produce a positive 
outcome for the industry.

And that is exactly what 
happened.

The Guidelines Board, at its 
June 26 Deliberation Session, 
issued rent increases of 3 per-
cent for a One-Year Lease Re-
newal and 4 percent for a Two-
Year Lease Renewal, as well 
as options for both scenarios. 
More than 40 AOAC members 
observed the process at The 
Westchester County Court-
house in White Plains while 
serving their association in a 
definitive show of solidarity. A 
full report on the process is fea-
tured on page one of this issue.

So, a series of kudos are 
passed from our staff to the 
AOAC/BRI members who par-
ticipated in the process and lis-
tened to our call for action. Your 
participation made a definite 
difference!

Other topics covered in this 
edition include:
•	 A Full Page Photo Montage 

of the Public Hearings and 
Deliberations of the Guide-
lines Board.

•	 A Page One Report on the 
“Source of Income” propos-
al being signed into law in 
Westchester County. 

•	 A report in Co-op and Condo 
Corner on money matters 
for board members. Herb 
Rose authored the piece.

•	 A summary in Tech Talk on 
useful Web Sites. Andrea 
Wagner wrote the report.

•	 A story in Insurance Insights 
by Levitt-Fuirst Associates, 
insurance manager for the 
BRI, on Insurance Recom-
mendations, Requirements 
and Compliance. Jason 
Schiciano and Ken Fuirst, 
co-presidents of Levitt-
Fuirst Associates, wrote the 
analysis.

•	 A report from The National 
Association of The Remod-
eling Industry (NARI) on 
how remodelers are see-
ing noteworthy increases in 
work levels.

•	 A full page Photo Montage 
of the July 18 Clambake/
Barbecue of the BRI.
Enjoy the issue – and the 

rest your summer.

An Example of How Participation 
Can Produce Positives
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www.BuildersInstitute.org

ACMA MEETS – The Advisory Council of Managing Agents (ACMA) held its Spring Mem-
bership Meeting on June 5. Pictured during the event at The Crowne Plaza Hotel in White 
Plains are, from left to right, ACMA Members John Holzinger; John Bonito (vice chair); Jay 
Mendel; and Kathleen Masson. ACMA, an affiliate organization of The Building and Realty 
Institute (BRI), is composed of property managers of co-ops, condos and apartment rental 
buildings.  Photo by Myron Marcus

THE AOAC SPEAKS – Representatives of The Apartment Owners Advisory Council 
(AOAC) testified at a June 10 Public Hearing of The New York Homes and Community Re-
newal Agency (HCR) on proposed changes to New York State’s Rent Stabilization Regula-
tions. Pictured speaking during the hearing is AOAC Member Brigite Rocha. Rocha is with 
DeRosa Builders of White Plains.   Photo by Jeff Hanley

If a unit was occupied eight 
years or more, an additional in-
crease of 0.6 percent per year 
is allowed. For example, a unit 
occupied for 10 years can be 
increased 26 percent (20 per-
cent, plus .6 percent x 10 years 
= 26 percent) in the event of a 
Two-Year Lease.

The Realty Industry’s 
Strong Participation 

Was a Factor
“We thank the many AOAC 

members who issued testimo-
ny at the Public Hearings of 
The Guidelines Board, as well 
as those many members who 
joined us at the June 26th De-
liberation Session as repre-
sentatives of the building and 
realty industry,” said Carmelo 
Milio, chairman of The Apart-
ment Owners Advisory Council 
(AOAC). “The participation of 
our members was very impor-

tant. We feel it played a major 
factor in the positive outcome 
that we achieved.”

Milio also thanked Ken Fin-
ger and Carol Kope, the own-
er representatives on the 
Guidelines Board, for what he 
termed as their strong efforts 
during the Public Hearings and 
Deliberations.

AOAC members with any 
comments or questions can call 
the AOAC offices at (914) 273-
0730, association officials said.

The AOAC is a realty indus-
try membership organization. 
The association, an affiliate 
of The Building and Realty In-
stitute of Westchester and the 
Mid-Hudson Region (BRI), is 
composed of more than 300 
Owners and Managers of rent-
al apartment buildings and 
complexes. Those Owners 
and Managers are responsible 
for approximately 20,000 units, 
association officials said.

Continued from page 1

Rent Guidelines Board 
Issues Increases

CCAC MEETING FOCUSES ON FINANCES - “A Look at Key Financial Issues Affecting Your 
Building or Complex” was the topic of the May 22 Membership Meeting of The Cooperative 
and Condominium Advisory Council (CCAC). More than 50 CCAC members attended the 
conference at The Crowne Plaza Hotel in White Plains. Pictured during the event are, from 
left to right, Jane Curtis, vice chair, CCAC; Jeffrey Chin (speaker), Merrill Lynch; Diana Vir-
rill, CCAC chair; John Naclerio, Bank of America and a member of The Building and Re-
alty Institute (BRI); and Dan Sirota, Merrill Lynch. Mindy Eisenberg Stark, CPA, and Jason 
Schiciano, Levitt-Fuirst Associates, the Insurance Manager for the CCAC/BRI, were also 
speakers. Carl Finger, Esq., of Finger and Finger, chief counsel to the CCAC/BRI, was a co-
coordinator of the meeting.    Photo by Myron Marcus

sory Council (CCAC).
The seminar will continue 

the finance program from the 
May 22 membership meeting 
of the CCAC, association offi-
cials recently announced. It is 
scheduled to begin at 6:30 p.m. 
at The Crowne Plaza Hotel in 
White Plains.

The following topics are 
scheduled to be covered at the 
conference:
•	 Current scenarios regarding 

Underlying Mortgages.
•	  Re-Fi Situations for Build-

ings/Complexes, etc.
•	  A review of issues related to 

Condo Financing.
Barry Korn, managing di-

rector of Barrett Capital Cor-
poration, is a scheduled panel 
member. Barrett Capital Corpo-
ration is a member of the Build-
ing and Realty Institute (BRI).

Other scheduled speakers 
include John Naclerio of Bank 
of America, a BRI member. 
CCAC officials said that full de-
tails on the panel and the event 
will soon be released.

“Our May 22 meeting cov-
ered understanding and re-
viewing audited financial state-
ments, the investing of co-op 
and condo funds and available 
options, as well as financial is-
sues and your insurance, so the 
agenda for Sep. 25 is giving us 
a well-rounded, two-part pro-
gram,” said Diana Virrill, CCAC 
chair. “We urge our members 
to attend this meeting. It will be 
very, very informative.”

CCAC and BRI members 
wishing to make advance res-
ervations may do so by call-
ing (914) 273-0730. Reserva-
tions are also being accepted 
at jeff@buildersinstitute.org.

The CCAC is a realty indus-
try membership organization. 
The association is composed 
of more than 400 co-ops and 
condos. Meetings, Seminars, 
Group Insurance, Referral Ser-
vices, Lobbying Services, Pub-
lications and Bulletin Services 
are among the membership 
benefits of the association. 
Founded in 1979, the CCAC is 
an affiliate of the BRI.

dition, the law allows landlords 
to use reasonable business 
judgment and level of income 
in evaluating potential ten-
ants. The legislation will sun-
set in five years, unless it is re-
enacted. It includes a 180-day 
phase-in period,” said Albert 
Annunziata, executive director 
of the BRI.

“The BRI and its apartment 
industry affiliate, the Apart-
ment Owners Advisory Coun-
cil (AOAC), are now committed 
to informing and educating our 
members—and the rental in-

dustry at large—on the require-
ments of the new law,” added 
Carmelo Milio, chairman of the 
AOAC.

To that end, BRI/AOAC offi-
cials said that the associations 
will be working with their Chief 
Counsel, Kenneth J. Finger, 
and the law firm of Finger and 
Finger, P.C. of White Plains, in 
conducting educational sem-
inars on the new law in the 
weeks ahead.

Further information can be 
obtained by calling the BRI/
AOAC at (914) 273-0730.

—AN IMPACT Staff Report

“Source of Income” Now 
Law in Westchester

Continued from page 1

Co-op and Condo Group to 
Meet on Sept. 25

Continued from page 1

http://www.BuildersInstitute.org
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DES PLAINES, Ill.—The Na-
tional Association of the Re-
modeling Industry’s (NARI’s) 
second-quarter Remodeling 
Business Pulse (RBP) data of 
current and future remodeling 
business conditions continues 
to soar, association officials 
recently announced.

The report said that quarter-
over-quarter increases are seen 
in nearly all sub-components 
measuring remodeling activity.

Deep into the “remodel-
ing season,” the study said, 
remodelers are reporting the 
highest overall rating on over-
all business conditions at 6.31, 
up from 5.97 reported during 
the first quarter. The rating has 
steadily increased in the six 
quarters NARI has been track-
ing thus far, the report added.

“This summer, many com-
panies entered the summer 
with a backlog of jobs, which is 
something most haven’t seen 
in the past few years,” said Tom 
O’Grady, chairman of NARI’s 
Strategic Planning & Research 
Committee. “What’s also posi-
tive is that the inquiries and bid 
requests are still steady, which 
provides some more market 
stability for remodelers.”

Key Facts
Growth indicators in the sec-

ond quarter of 2013 highlighted 
in the report are as follows:
•	 Current business conditions 

up 5.7 percent since last 
quarter;

•	 The number of inquiries up 

4.7 percent since last quarter;
•	 The number of requests for 

bids up 3.3 percent since last 
quarter;

•	 The conversion of bids to 
jobs up 4.6 percent since 
last quarter;

•	 The value of jobs sold is up 
5.9 percent since last quarter.
The report said that the trend 

is expected to continue, as re-
modelers predict that three 
months out, their sales will be 
as strong as they are now.

The number one and two 
reasons for growth continues 
to be the postponement of proj-
ects (up 5 percent at 87 per-
cent) and the improvement 
of home prices (up 6 percent 
to 65 percent), but econom-
ic growth has moved into the 
number 3 reason for growth, at 
49 percent (up 7 percent), ac-
cording to the report.

“As consumer confidence 
has increased, so has the con-
fidence of the remodeling com-
munity,” O’Grady said. “It ap-
pears that everyone has finally 
settled into this ‘new normal’ 
economic picture, and more 
bids are turning into remodel-
ing projects, and at higher price 
points.”

Other significant contribu-
tors to overall activity cited in 
the report are:
•	 The certainty about the fu-

ture was reported by 47 per-
cent of respondents;

•	 The Low Interest Rates Fac-
tor was reported by 35 per-
cent of respondents (its low-

Study: Remodelers Continuing to See Increases in Business
est rating in three quarters);

•	 The growth in the stock mar-
ket was reported by 37 per-
cent of respondents.
“One of the things we saw 

from the comments of the sec-
ond-quarter RBP is that many 
homes were impacted by disas-
ters in the past three months - 
from the storms along the East 

Coast, tornadoes in Oklahoma 
and the explosion in Texas,” 
O’Grady said. “Remodelers in 
those areas are involved in the 
clean-up, and that’s impacting 
their businesses.”

Those interested in review-
ing the research in its entire-
ty may send their requests to 
marketing@nari.org.

NARI is the only trade as-
sociation dedicated solely to 
the remodeling industry. The 
organization, which repre-
sents 7,000 member compa-
nies nationwide, is composed 
of 63,000 remodeling contrac-
tors. It is known as “The Voice 
of the Remodeling Industry,” 
association officials said.

WASHINGTON, D.C.—Sales 
of newly built, single family 
homes surged 8.3 percent to 
a seasonally adjusted, annual 
rate of 497,000 units in June, 
their fastest pace in the last 
five years, according to data 
recently released by the De-
partment of Housing and Ur-
ban Development (HUD) and 
the U.S. Census Bureau.

The data was analyzed 
by The National Associa-
tion of Home Builders (NAHB) 
and then released as a build-
ing and realty industry study. 
“New home buyers are returning 
to the market in larger numbers 
as firming prices, shrinking in-
ventories of homes for sale and 
improving local economies con-
vince them that now is the time to 
make their move,” said Rick Jud-
son, chairman of NAHB. “Mean-
while, the very low supply of new 
homes on the market is indica-
tive of the difficulty that builders 
are having in keeping up with de-
mand due to availability issues 
with regard to materials, credit, 
labor and lots for development.” 
“The takeaway from this report is 
that the housing recovery is sol-
idly on track and isn’t going to be 

derailed by slightly higher mort-
gage rates,” said NAHB Chief 
Economist David Crowe. “After 
years of fence-sitting, buyers are 
back and are ready to move for-
ward with an investment in hom-
eownership.”

Looking ahead, Crowe 
said that he anticipates fur-
ther, though more incremental 
gains in sales through the end 
of the year.

Specifics
The report said that three out 

of four regions saw solid gains 
in new home sales activity in 
June, with the Northeast, South 
and West posting increases of 
18.5 percent, 10.9 percent and 
13.8 percent, respectively.

The Midwest posted an 
11.8 percent decline following 
an above-trend bump in ac-
tivity in May, the study added. 
The inventory of new homes 
for sale declined to 161,000 
units in June, marking a ra-
zor-thin, 3.9-month supply at 
the current sales pace. The 
months’ supply of homes for 
sale has not fallen below this 
level since March of 2004, ac-
cording to the report.

Study: New Home Sales 
Jump 8.3 Percent in June 

WASHINGTON, D.C.—Build-
er confidence in the market 
for newly built, single fam-
ily homes rose six points to 57 
on the National Association of 
Home Builders (NAHB)/Wells 
Fargo Housing Market Index 
(HMI) for July.

The index was released on 
Jul. 16. Report officials said that 
it is the index’s third consecutive 
monthly gain and its strongest 
reading since Jan. of 2006.

“The report is particular-
ly encouraging in that it shows 
improvement in builder confi-
dence across every region, as 
well as solid gains in current 
sales conditions, the traffic of 
prospective buyers and sales 
expectations for the next six 
months,” said NAHB Chairman 
Rick Judson.

Judson, however, cautioned 
that “this positive momentum 
could be disrupted by threats 
on the policy side, particular-
ly with regard to the mortgage 
interest deduction and federal 

support for the housing finance 
system.”

“Builders are seeing more 
motivated buyers coming 
through their doors as the inven-
tory of existing homes for sale 
continues to tighten,” said NAHB 
Chief Economist David Crowe. 
“Meanwhile, as the infrastruc-
ture that supplies home building 
returns, some previously sky-
rocketing building material costs 
have begun to soften.” 

Derived from a monthly sur-
vey that NAHB has been con-
ducting for 25 years, the NAHB/
Wells Fargo Housing Market 
Index gauges builder percep-
tions of current single family 
home sales and sales expecta-
tions for the next six months as 
“good,” “fair” or “poor.”

The survey also asks build-
ers to rate the traffic of prospec-
tive buyers as “high to very 
high,” “average” or “low to very 
low.” Scores from each compo-
nent are then used to calculate 
a seasonally adjusted index 
where any number over 50 in-
dicates that more builders view 
conditions as good than poor, 
study officials said.

Positives
All three HMI components 

posted gains in July, according 

to the report. The component 
gauging current sales con-
ditions rose five points to 60 
– its highest level since early 
2006. Meanwhile, the com-
ponent gauging sales expec-
tations in the next six months 
gained seven points to 67.

The component gauging the 
traffic of prospective buyers 
rose five points to 45, marking 
the strongest readings for each 
since late 2005.

All four regions also 
posted gains in their HMI 
scores’ three-month mov-
ing averages. The North-
east showed a four-point 
gain to 40, while the Mid-
west reported an eight-point 
gain to 54. The South posted 
a five-point gain to 50 and 
the West measured a three-
point gain to 51, according 
to the report.

The NAHB/Wells Fargo 
Housing Market Index is strict-
ly the product of NAHB Eco-
nomics. It is not seen or influ-
enced by any outside party 
prior to being released to the 
public, spokesmen said.

HMI tables can be found at 
nahb.org/hmi. More informa-
tion on housing statistics is 
also available at housingeco-
nomics.com.

NAHB Report: Builder Confidence
Rises Six Points in July
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COUNSELS’ CORNER
By	 Kenneth J. Finger, Esq.,
	 Carl L. Finger, Esq., and
	 Daniel S. Finger, Esq.
	 Finger & Finger, Chief Counsel, 
	 Building & Realty Institute (BRI)

WHITE PLAINS—In the days 
when there is some difficulty 
renting apartments, or alterna-
tively, keeping good tenants, 
or even in providing amenities 
in the building, landlords fre-
quently offer inducements to 
tenants.

These can be of a variety, 
but the within comments will 
have to do with “parking” in an 
Emergency Tenant Protection 
Act (ETPA) community/build-
ing /apartment.

As every landlord and ten-
ant knows, a parking space is 
a valuable commodity. It can 
be a space attached to a lease 
with the rent for the space in-
cluded in the base rent, there 
can be a separate lease for the 
space, or it can be given on a 
temporary basis.

Generally, when a parking 
space is given as part of the 
lease, it is given to the tenant 
with the same conditions and 
caveats as the regular lease 
and rental. In other words, the 
rent increase for the space has 
to be with the same guidelines 
as exist for the apartment.

A Recent Scenario
 In a recent case handled by 

this office, an owner client al-
most was subject to the cliché 
of “no good deed goes unpun-
ished.” Factually, as a familial 
accommodation, a tenant—
let’s call him Amos—was rent-

ed an apartment with a parking 
space included in the rent.

Thereafter, Amos was rent-
ed another parking space at a 
market rent. Years later, Amos 
came into possession of a third 
car and wanted a third parking 
space. Insofar as the policy of 
this landlord was to only provide 
a maximum of two parking spac-
es—and then only to tenants of 
two-bedroom apartments—the 
landlord was hesitant.

However, again, to accom-
modate this family relation, the 
landlord agreed to allow Amos 
the limited use (evenings only) 
of a third parking space, but 
only on a “month-to-month” 
basis, with the understanding 
that when the landlord needed 
the space for other tenants, it 
would be surrendered.

Amos’ wife (on his behalf) 
signed a month-to-month ap-
plication for the space and then 
used it until the Landlord ad-
vised that he wanted the space 
back. Amos at first agreed and 
then balked, arguing that under 
the Rent Stabilization Law (al-
though this was an ETPA com-
munity) that the space became 
an “ancillary” or “essential” ser-
vice once given to him and could 
not be taken back without a re-
duction in rent for loss of servic-
es. He filed a complaint with the 
Division of Housing and Com-
munity Renewal (now known as 
The New York State Homes and 

Community Renewal Agency, 
HCR) for loss of services. On 
the local level, DHCR found in 
his favor and directed a reduc-
tion in rent and the return of the 
third parking space.

The tenant claimed that as 
an ancillary service, the owner 
must continue to maintain the 
services as a matter of law un-
til DHCR or the Court decided 
to the contrary. DHCR looked 
to “consistent DHCR policy … 
that a landlord may become 
obligated to continue furnish-
ing services which it begins 
furnishing on the base date, 
or at some point subsequent 
thereto, related to the use of an 
apartment but not directly ap-
plicable to the apartment itself.”

 The “PAR Process”
The Landlord brought a Pe-

tition for Administrative Review 
(“PAR”) which is the statuto-
ry procedure for challenging 
an unfavorable DHCR rul-
ing, claiming that (1) the space 
was only rented on a month-
to-month basis; (2) the space 
was “temporary;” (3) the statute 
/ rules / regulations were differ-
ent for New York City and West-
chester; (4) the landlord’s policy 
was to rent one space for a one-
bedroom apartment and two 
spaces for two-and –three-bed-
room apartments, and (5) this 
would deny other tenants the 
use of a parking space, albe-

it a limited use, while indulging 
Amos’ desire to keep his third 
vehicle with a parking space.

In a detailed and well-rea-
soned decision, DHCR found 
that the use of this third park-
ing space was only “temporary” 
and the landlord was within its 
rights and not violating the law 
by requiring that the space be 
returned. (In a lawsuit started 
by the tenant for virtually the 
same relief demanding the re-
turn of the third space, the Su-
preme Court also found in the 
Owner’s favor, stating that this 
was a “month-to-month” park-
ing arrangement).

DHCR looked to, among oth-
er things, the fact that the appli-
cation was “month-to-month,” 
the service was not included in 
the apartment rent; there was a 
limitation on the use of the space 
for evenings only; and, in this sit-
uation, the space was actually 
outside the building and used for 
visitors during the day.

While it is not known which, 
if any of those factors, or the 
combination of same was de-
terminative, it is clear that the 
most significant factor was 
that the space was taken as a 
“month-to-month” space and 
the Owner’s policy as to limi-
tation of the number of spaces 
was also an important factor.

Therefore, DHCR found that 
“the owner’s decision to remove 
the parking space from the ten-

ant’s use did not constitute a de-
crease in ancillary services war-
ranting a rent reduction.”

Caution Is Urged
We believe that this case 

is a significant victory for the 
Owner in the DHCR recogni-
tion of the care that the Own-
er took herein in assuring that 
the application was “month-
to-month,” that the use of the 
space was temporary and 
that it conformed with the pol-
icy of the Owner in its assign-
ment of spaces. We suggest 
that all Owners dealing in an 
ETPA (and RSL) environment 
be very careful when adding 
services that are not necessar-
ily attendant to the use of the 
apartment, such as parking, 
pool, storage, use of roof, etc.

Appropriate documentation 
must be prepared with advice 
of counsel and signed by the 
Tenant and Owner before utili-
zation of the particular amenity 
is commenced. Avoid having 
a disastrous and unnecessary 
result by some careful fore-
thought and documentation.
Editor’s Note: The authors 
are with Finger and Finger, 
A Professional Corpora-
tion. The firm is Chief Coun-
sel to The Building and Re-
alty Institute of Westchester 
and The Mid-Hudson Region 
(BRI). Finger and Finger is 
based in White Plains.

A Look at Issues Involving Ancillary Services
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Silvio Solari, a longtime member of The Apartment Owners 
Advisory Council (AOAC), is pictured while speaking during 
the Yonkers Public Hearing of The Westchester County Rent 
Guidelines Board on Jun. 11. Solari stressed the many nega-
tives facing small Owners and Managers in the county.

Howie Ravikoff, a board member of The Apartment Owners Advisory Council (AOAC), 
spoke at the June 11th Public Hearing of The Westchester County Rent Guidelines 
Board in Yonkers. Ravikoff stressed the need for a Low-Rent Surcharge.

Jim Lanfranchi, a member of The Building and Realty Institute (BRI), is pictured at the podi-
um while addressing members of The Westchester County Rent Guidelines Board at its June 
17 Public Hearing in White Plains. Lanfranchi stressed that certain components of Rent Stabi-
lization eventually produce negatives for the general public, including owners of single family 
homes.

Lisa DeRosa, a board member of The Apartment Owners Advisory Council (AOAC), is 
pictured at the podium while answering questions from The Westchester County Rent 
Guidelines Board during the board’s June 17 Public Hearing in White Plains. DeRosa 
reviewed a series of negative factors affecting Owners and Managers in the county.

The Overall Realty Industry Presentation of The Apartment 
Owners Advisory Council (AOAC) before the Westches-
ter County Rent Guidelines Board was delivered by AOAC 
Chairman Carmelo Milio. Milio presented the summary to the 
board at its Jun. 17 Public Hearing in White Plains. Milio is 
pictured at the podium during his presentation.

Jerry Houlihan, vice chair of The Apartment Owners Advisory Coun-
cil (AOAC), delivered a presentation on the continuing increases in 
local property taxes to members of The Westchester County Rent 
Guidelines Board at its Jun. 17 Public Hearing in White Plains. Hou-
lihan, pictured at the podium, noted that the increases produce con-
sistent challenges for Owners and Managers of Emergency Tenant 
Protection Act (ETPA) properties.

By Jeff Hanley, IMPACT Editor
WHITE PLAINS – Representatives of The Apartment Owners Advisory Council (AOAC) recently 
testified at the Public Hearings of The Westchester County Rent Guidelines Board.

The board held the hearings in Mount Vernon (Jun. 10), Yonkers (Jun. 11) and White Plains (Jun. 
17). The board, during its Jun. 26 Deliberation Session at The Westchester County Courthouse in 
White Plains, approved the following Guideline Increases for Renewal Leases between October 1, 
2013 and September 30, 2014:
•	 A 1-Year Lease Term: 3 percent, or a $15 increase, whichever is greater;
•	 A 2-Year Lease Term: 4 percent, or a $20 increase, whichever is greater.

A photo montage of the hearings is below. A full report on the guidelines process is on page one. 
Photos by Jeff Hanley

AOAC Testifies Before Rent Guidelines Board
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Peg Conover (left) and Pat Kinsey, board members of The Cooperative and Condomini-
um Advisory Council (CCAC), are pictured during the dinner portion of the event.

Pictured moments before dinner are, from left to right, Bob Lupica, 
JP McHale, Building and Realty Institute (BRI) member; Michele La-
varde, board member, Cooperative and Condominium Advisory 
Council (CCAC); and John Bonito, vice chairman, Advisory Council 
of Managing Agents (ACMA).

A full range of Clambake and Barbecue menu items were available for participants. 
Pictured during the dinner portion of the event are, from left to right, Brett LaRocque, 
Building and Realty Institute (BRI) member and event co-chairman; Mike Beldotti, BRI 
president and event co-chairman; Lila Beldotti; and Alex Beldotti, BRI member.  

Pictured in the main picnic area are Bruce Desmond (left), Building 
and Realty Institute (BRI) member, and Marc Sheridan, Esq., a guest 
of Desmond.   

By Jeff Hanley, IMPACT Editor
MONTROSE – More than 60 Building and Realty Institute (BRI) members 
attended the association’s July 18 Clambake/Barbecue.

The event, held at the Kolping-on-Hudson in Montrose, featured a full 
range of traditional Clambake and Barbecue menu items. BRI officials 
termed the event as a huge success.

“Despite uncomfortable temperatures that soared close to 100 degrees, 
the feedback from our membership was very, very positive,” said Michael 
Beldotti, president of the BRI. “We were very happy with the comments we 
received.”

Albert Annunziata, executive director of the BRI, said that non-members 
in attendance also praised the event while having the opportunity to learn 
more about the association.

“We are continuing our efforts to develop new services and events for our 
membership, while showing non-members the benefits of membership in 
our organization,” he said. “We feel this event was an example of our con-
sistent efforts to enhance our membership services and show non-members 
how membership in the BRI can be so very valuable.”

Beldotti and Brett La Rocque, a BRI board member, served as co-chair-
men of the event. Hillary Sheperd, a BRI member and a member of the asso-
ciation’s Membership Committee, assisted Beldotti and LaRocque.

A photo montage of the occasion is featured below.
Photos by Jeff Hanley

BRI Sponsors Summer Clambake & Barbecue

Pictured during the opening portion of the event are, from left to right, Jim Lanfranchi, 
Building and Realty Institute (BRI) member; Anthony J. Calbi, Marks Paneth & Shron; 
and Bruce Davison, BRI member. Lanfranchi and Davison are with Webster Bank.
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TECH TALK

By Andrea Wagner
Wagner Web Designs, Inc.

DANBURY, CONN.—As I am constantly browsing 
through the internet, I come upon websites that are 
utterly absurd, as well ones that are creative and in-
novative tools.

Below I have a listed a few that I find particularly 
useful:

1. Free online file converter. Covert your text, image 
and audio files to other formats without any software. 
online-convert.com.

2. Learn and or teach a new language. livemocha.
com or memrise.com.

3. A network of people giving away free stuff in their towns. freecycle.org.
4. Crash on someone’s couch anywhere in the world. couchsurfing.org.
5. Find coupons for just about anything. retailmenot.com.
6. An easy way to send big files. wetransfer.com.
7. Find cheap stuff the government is getting rid of. govdeals.com.
8. Compare cell phone and credit card plans. billshrink.com.
9. Evaluates various charities. charitynavigator.org.
And, my personal favorite:
10. Talk to an actual person instead of a machine when you call Customer Service. nopho-

netrees.com.
Editor’s Note: Andrea Wagner has been creating websites and offering services for 
small business for more than 16 years. Her firm can offer design, redesign, updates for 
your site, SEO, or the creation of a mobile site for your business. Her company’s web 
address is www.wagnerwebdesigns.com. 

A Look at Web Sites That Can 
Offer Valuable Services

YONKERS—Robert (Bob) 
Friedland, founder and chair-
man of NAI Friedland, recently 
announced the merger of NAI 
Friedland with Benson Com-
mercial Realty of Tarrytown 
and Greenwich (Conn.).

Scott H. Benson will take 
the helm of the merged com-
pany, which will keep the name 
NAI Friedland.  Benson will as-
sume responsibility for broker-
age operations, business de-
velopment and expansion into 
new markets, Friedland added.

The merger combines two 
established, privately held 
commercial real estate firms 
that have been in business for 
a combined 65-plus years, of-
ficials said. Benson’s exten-
sive knowledge of the West-
chester, Fairfield (Conn.), and 
Rockland markets comple-
ments NAI Friedland’s long-
standing presence in Southern 
Westchester and the Bronx. 
The combined firm handles 
over 180 exclusive commercial 
properties, officials added.

“I’ve known Scott profes-
sionally for 27 years and hold 
him in the highest regard,” said 
Friedland. “At this stage of my 
company’s lifecycle, it is time 
for a dynamic real estate pro-
fessional such as Scott to step 
in as the visionary and trans-
form our company.”

Benson, founder and chief 
executive officer (CEO) of 
Benson Commercial Real-
ty, launched his firm in the late 
1980’s by securing exclusive 
properties near train stations 
throughout Westchester and 
Connecticut. By 2010, his firm 
had completed in excess of 
2,400 transactions with an ag-
gregate value of close to $1 bil-

lion, officials said.
Officials added that Benson 

is known for his unparalleled 
experience in landlord and ten-
ant representation, new con-

struction, commercial and 
industrial leasing and subleas-
ing, investment and user sales, 
consulting and advisory servic-
es. Benson’s list of prestigious 
clients includes many of the 
premier companies, owners, 
and investors domestically and 
worldwide, spokesmen said. 

Benson, a noted writer and 
lecturer, has been affiliated 
with numerous business and 
industry groups, including The 
Arete Group, NACORE, The 
Building Owners and Manag-
ers Association (BOMA) and 
The Westchester County As-
sociation. He is highly active in 
UJA, The March of Dimes and 
other community philanthropic 
organizations. He recently re-
ceived the Family Leadership 
Award for the advancement of 
Jewish continuity by Chabad 
Lubavitch, officials said.

Spokesmen added that 
Benson has received more 

By Jeff Hanley, IMPACT 
Editor
YONKERS—New York State 
Workers Compensation Group 
458 – the compensation insur-
ance group for The Builders 
Institute (BI) – recently an-
nounced a 30 percent divi-
dend for the policy year end-
ing June 29, 2012.

The dividend was an-

nounced at the group’s Annu-
al Meeting on May 30 at the of-
fices of Component Assembly 
Systems in Pelham. The divi-
dend is in addition to the max-
imum 25 percent advance dis-
count that group members are 
eligible to receive. Officials 
from Levitt-Fuirst Associates 
Ltd., manager of Group 458, 
made the announcement. Offi-

cials added that the group has 
now had 60 consecutive years 
of dividends.

The Dividend of
Group 530

New York State Workers 
Compensation Group 530—  
the compensation insurance 
group for The Cooperative 
and Condominium Advisory 

Construction Compensation Group Reports a 30% Dividend;
Real Estate Group Announces a 20 Percent Dividend

Council (CCAC), The Apart-
ment Owners Advisory Coun-
cil (AOAC) and The Advisory 
Council of Managing Agents 
(ACMA) of The Building and 
Realty Institute (BRI) – recent-
ly announced a 20 percent divi-
dend for the policy year ending 
June 1, 2012. The dividend is 
in addition to the maximum 20 
percent upfront discount.

The announcement was 
made at the group’s Annual 
Meeting on Apr. 18 at the of-
fices of Group Manager Lev-
itt-Fuirst Associates, Ltd. More 
than 500 cooperatives, condo-
miniums and apartment build-
ings – as well as office buildings 
– participate in the program, 
spokesmen said. Group 530 
was formed in 1990.

Robert Friedland Announces The Merger of
NAI Friedland & Benson Commercial Realty
Scott H. Benson Named President of Merged Company

than a dozen Robert Martin 
Company and Mack Cali in-
dustry awards. He was in-
volved in the initial fundraising 
for the Maria Fareri Children’s 
Hospital and actively sup-
ports Make A Wish, My Sister’s 
Place, UJA, the Maria Fareri 
Children’s Hospital, the Amer-
ican Cancer Society and other 
entities throughout the metro-
politan area.

“NAI Friedland has some 
of the finest brokers in each 
of its five divisions – office, 
retail, industrial, investment/
user sales, and consulting 
– and I look forward to add-
ing new talent that will make 
our team of brokers an even 

more dominant force in the in-
dustry as we establish a larg-
er presence in launching our 
new White Plains and Green-
wich offices and expanding 
our New York City office,” Ben-
son said. “It will be an honor to 
uphold and build upon the tra-
dition and reputation of NAI 
Friedland.”   

NAI Friedland is headquar-
tered in Yonkers, with new of-
fices at 777 Westchester Av-
enue in White Plains and 
recently expanded Benson of-
fices in Manhattan and Green-
wich (Conn.). The company, 
founded in 1970, is a multi-
discipline, full service com-
mercial real estate firm cover-

ing the New York environs, 
with a majority of its business 
in Westchester County and 
the Bronx. The company also 
covers Putnam and Rockland 
counties, New York City, Con-
necticut, and New Jersey.

Company officials said that 
brokers in Friedland’s five di-
visions—office, retail, industri-
al, investment/user sales, and 
consulting—understand their 
markets and are supported by 
a sophisticated computer da-
tabase of available properties 
and potential tenants. Fried-
land is a member of NAI, the 
largest managed network of 
commercial real estate firms 
in the world, officials added.

Scott H. Benson

BECOME A MEMBER OF THE BRI: www.BuildersInstitute.org

http://www.BuildersInstitute.org
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BRI 2013 Golf Outing/Tournament
Monday, Oct. 7

Anglebrook Golf Club in Lincolndale
TO REGISTER, CALL  914-273-0730

OR CLICK HERE TO E-MAIL

 

Town of Ossining  
16 Croton Ave, Ossining, NY 10562 

2 VACANT LOTS 
 

TO BE SOLD TOGETHER 
 

Preview Any Time 
Priestley Street off Agate Ave 

 

Priestley is a Paper Street 
 

OPENING BID: $28,000  

94 STATE ST 
 

HOUSE AND PROPERTY 
 

Preview Open House 
August 7, 2013, 3 - 5PM 

      
LR, DR, Kit, 3 BR, 1 BA 

 

OPENING BID: $49,000 

FORECLOSURE AUCTION 
August 14, 2013, at 1:00 PM 

Download information and bid forms at 
www.townofossining.com 

 

Or, for paper copies, send a check for $5.00, payable to Town of Ossining,  
and a 9x12 Self‐Addressed Stamped Envelope to: 

Gloria Fried, Town of Ossining Auction, 16 Croton Avenue, Ossining, NY 10562 

INSURANCE
INSIGHTS
By Ken Fuirst and
Jason Schiciano,
Levitt-Fuirst Associates Ltd.

YONKERS—If you are re-
sponsible for your company’s 
commercial insurance, then 
you may be familiar with the 
dreaded topic of “Insurance 
Carrier Recommendations.”

You know, the “To-Do List” 
—sometimes one or two items, 
often many more—that comes 
from your Property and/or Liabil-
ity Insurance Carrier, usually by 
way of your insurance broker.

Recommendations are typ-
ically issued following an On-
Site Inspection of your build-
ing, office, or jobsite by the 
carrier. Examples are listed in 
the chart to the right. 

Questions and Answers
These lists are called “Rec-

ommendations.” Are they op-
tional, or mandatory? Good 
question. Frankly, it’s a poor 
use of terms that unfortunate-
ly is “standard” in the insurance 
industry, not to mention mis-
leading. In most cases, compli-
ance with recommendations is 
mandatory.

What happens if I don’t 
comply with the “Recom-
mendations?” It depends. 
If your insurance has been 
placed with a new carrier, who 
issues Recommendations fol-
lowing an initial inspection, in 
most cases, the carrier may 
have the option to cancel (per 
policy terms) your insurance 
if you fail to comply with rec-
ommendations. If your insur-
ance has been with a carrier for 
more than 60 days, the carrier 
may non-renew your policy at 
its expiration date.

What if I intend to comply 
with the “required” Recom-
mendations, but I don’t have 
the time (and/or money) to 
address them by the carri-
er’s compliance deadline? 
As with so many other things in 
life and business, it pays not to 
procrastinate. If you think that 
“dragging your feet” and avoid-
ing the carrier’s recommenda-
tions will somehow make them 
disappear, you’re wrong. In 
fact, often times, a carrier will 
delay acting on your non-com-
pliance until a couple months 
prior to your renewal, when 
they may issue a non-renew-
al notice. Then, it may be too 
late to comply with the recom-
mendations (e.g., you can’t re-

Insurance Carrier Recommendations:

How Can a “Recommendation” Be a “Requirement”–
and What Will Eventually Happen If I Do Not Comply?

pair a concrete sidewalk in the 
winter). Worse yet, the options 
to replace your non-renewing 
insurance may be far more ex-
pensive and/or provide far less 
coverage. The key is to commu-
nicate with your broker regard-
ing Recommendations as to 
what you can do, and when you 
can do it, and to keep your bro-
ker informed of your progress.

If you can’t comply by a 
deadline date, but the carrier 
sees you are making a genu-
ine effort (e.g., completed 50 
percent of a sidewalk replace-
ment), often times that will be 
enough to buy you additional 
time, and/or get you through 
the next renewal. 

The recommendations are 
costly to address. Couldn’t I 
save money by not comply-
ing and moving to a new car-
rier? Not necessarily. Espe-
cially during rising insurance 
rate environments, any new 
carrier may quote a significant-
ly higher premium than your 
current carrier. The cost dif-
ference may be substantially 
more than what it would have 
cost to complete the recom-
mendations. What’s worse: the 
new carrier may inspect, and 
issue the exact same recom-
mendations as the old carrier!

What You Need To Know
Consider an insurance car-

rier’s “Recommendations” as 
“Requirements.” If you fail to 
address them, you can expect 
a policy cancellation or non-re-
newal. 

The incumbent carrier fre-
quently (especially during pe-
riods of rising insurance rates, 
like now), offers the best re-
newal premium, so don’t risk a 
non-renewal due to non-com-
pliance with recommendations. 

Something is better than 
nothing, and sooner is better 
than later. Communicate with 
your broker about progress on 
recommendations, and if you 
require more time, for some 
reason, ask! The earlier, the 
better. Last-minute requests 
for more time are often denied 
by the carrier. 

Some of the most econom-
ical insurance policies offer-
ing the broadest coverage are 
those that have been in-place 
for many consecutive years. 

INSURED	 POLICY TYPE	 EXPOSURE	 EXAMPLE RECOMMENDATION 
Building	 Property	 Fire Hazard	 Maintain BBQ Grill at a minimum distance from 
			   building, in accordance with local building codes.
Building	 Property	 Water Damage	 Repair loose roof shingles at north end of roof and 
			   flashing around chimney. 
Building	 Property	 Water Damage	 Repair brick pointing where loose mortar exists on
			   south side of building. 
Building	G en. Liability	T rip/Fall Hazard	 Replace cracked/uneven sidewalk slabs at
			   front entrance. 
Building	G en.Liability	 Bodily Injury/	I nstall mounting brackets on all exterior/window 
		  Prop. Damage 	 air conditioners. 
Building	 Property/Liability	 Fire Hazard/Egress	 Remove all trash/contents/clutter from
			   basement hallways. 
Contractor	G en. Liability	 3rd Party Injury/	 Provide certificates, identifying you as an 
		  Prop.Damage 	 “Additional Insured,” and indemnification/additional 
			   insured agreements for all sub-contractors.
Contractor	G eneral Liability	 Bodily Injury	 Provide a Jobsite Safety Manual/Requirements 
			   (e.g. hardhat, eye protection, fall protection).
Contractor	 Auto Liability	 Bodily Injury/	 Provide evidence of a Commercial
		  Prop. Damage	 Vehicle Maintenance Plan. 

In order for a multi-year rela-
tionship to exist between an 
insured and a carrier, Rec-
ommendations must be ad-
dressed in a timely manner. 

When in doubt as to how to 
address Recommendations, 
call your broker (sooner than 
later) for advice.

While Insurance Recom-
mendations are issued by in-
surance companies in an effort 

to avoid claims, almost all Rec-
ommendations are for your 
own good—to protect your 
property and/or prevent injury.
Editor’s Note: Levitt-Fuirst 
Associates Ltd. is the Insur-
ance Manager for The Build-
ing and Realty Institute of 
Westchester and the Mid-
Hudson Region (BRI). The 
firm is based in Yonkers.
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WHITE PLAINS—Faros Prop-
erties, LLC and Caspi Devel-
opment, LLC are planning to 
begin interior renovations to 
their 145,000-square-foot, Art 
Deco property at 120 Bloom-
ingdale Road in White Plains, 
officials recently announced.

The facility is the former 
headquarters for Nestlé. Gal-
lin Beeler Design Studio in Tar-
rytown has been named ar-
chitect for the project, officials 
added.

“The lobby will convey a so-
phisticated ambiance, with 
wood panels, cove lighting, 
stone flooring, a comfortable 
waiting area with a flat screen 
TV, and a dramatic wood and 
granite reception desk,” said 
Alexander Leventhal, manag-
ing partner of Faros Properties.

Officials said that a cafete-
ria upgrade will create a res-
taurant-like facility for tenants 
and guests. An expansion of 
the gym space incorporates 
new locker rooms with private 
showers and changing areas, 
state-of-the-art exercise equip-
ment, a refreshment counter, 
a cool-down seating area, and 
flat screen TV’s.

A luxurious new conference 
and board room will seat up to 
30 people and provide tenants 
with a level of flexibility and AV 
equipment not found in similar 
facilities, spokesmen added. 
Also included in the renova-
tion is the incorporation of pri-
vate decks into fourth floor of-
fice space.

Among the scheduled exte-
rior renovations are:
•	 Wood paneling.

Faros Properties and Caspi Development Report
Upgrades at 120 Bloomingdale Road

•	 Landscaping and Exten-
sive Plantings of Trees and 
Shrubs.

•	 New Pedestrian Walkways 
and numerous “Green Ele-
ments” that meet require-
ments for LEED certifica-
tion.
“We commissioned Gallin 

Beeler Design Studio to create 
an environment and ameni-
ties commensurate with the fin-
est first class office buildings in 
the tri-state area,” said Joshua 
Caspi, principal, Caspi Devel-
opment. “Additionally, the dra-
matic fourth floor office space 
and private decks provide an 
attractively-priced indoor/out-
door option not usually found in 
commercial properties.”

The owners said that they 
are actively seeking additional 
tenants to fill the approximately 
50,000 square feet of available 
space in the building, including 
a 28,000-square-foot full floor 
that is divisible. Among the 
building’s features are flexible 
floor plans, fourth floor offices 
with outdoor decks and served 
by a private 100-car parking 
deck with an overpass directly 
to the fourth floor, on-site prop-
erty management and con-
cierge, 24/7 building access, 
and a main parking lot.

Spokesmen added that the 
property is across from Bloom-
ingdales, one block from The 
Westchester shopping mall, 
and within easy access of both 
highways and public trans-
portation. Current tenants in-
clude Oxman Tulis Kirkpat-
rick Whyatt & Geiger L.L.P., 
Nationwide Insurance, By-

ram Healthcare, the New York 
State Department of Labor, 
and Keller Williams Realty of 
White Plains.

Officials said that Faros Prop-
erties seeks additional direct 
and venture investment oppor-
tunities in the New York and Bos-
ton areas as the firm expands its 
portfolio, primarily seeking dis-
tressed opportunities created 
from the economic downturn. 
Caspi Development is seeking 
investment opportunities in New 
York City, officials added.

Background
Faros Properties is a New 

York City based real estate in-
vestment firm established by 
Alexander Leventhal, Jeremy 
Leventhal and Elliot Gould as 
a platform to target long-term 
private investment opportuni-
ties, spokesmen said. Faros pri-
marily targets core investments 

in supply-constrained markets 
with high concentrations of in-
tellectual capital. Faros and its 
predecessor companies trace 
their roots to family owned oper-
ations. The family has, for over 
six decades, been actively in-
volved in the construction, de-
velopment, acquisition, man-
agement, and financing of more 
than 50 million square feet of 
real estate internationally.

Officials added that Caspi 
Development has been a lead-
er in the ownership, manage-
ment and development of res-
idential and commercial real 
estate for more than 40 years. 
Based in Purchase, the com-
pany is known for its diversity 
and ability to respond to mar-
ket conditions and capitalize 
on opportunities, officials said. 
In recent years, the compa-
ny has acquired, through joint 
ventures, approximately 1,600 

apartments in New York City.
Recent Caspi Development 

projects, officials said, include 
a 500-unit apartment package 
in the Bronx with Finkelstein 
Timberger and CBRE Capital 
Markets, as well as a number 
of high-end apartment projects 
in Brooklyn with Artemis Real 
Estate Partners.

Other notable Caspi De-
velopment projects include 
the 600-room Holiday Inn in 
Midtown Manhattan on 57th 
Street; the Chambers Ho-
tel, a luxury 80-room hotel off 
Fifth Avenue and 56th Street; 
the Stamford Marriott Hotel in 
Stamford (Conn.); the Clas-
sic in Stamford and Harts-
dale; 235-245 Main Street, 
a 158,000 square-foot office 
property in White Plains; and 
The Sanborn Map Building, a 
75,000 square-foot office prop-
erty in Pelham.

FRESH MEADOWS, N.Y.— 
US Energy Group recently 
announced the release of 
TEEMSM, a new and en-
hanced energy management 
and metering service that pro-
vides clients with a dedicated 
Energy Manager who works 
to maximize their fuel, electric, 
and water savings while im-
proving tenant comfort.

Officials said that participat-
ing TEEMSM clients will out-
source their energy monitoring 
to US Energy Group. A dedi-
cated expert will then check 
their buildings daily, compar-
ing them to other buildings and 
providing a weekly update on 
the efficiency of each building.

“Using the most advanced 
technology in the industry and 
experts who are knowledge-
able and customer-focused, 
TEEMSM makes running an 
efficient building completely 
hassle-free,” said David Ung-
er, chief operating officer of US 
Energy Group.

Details 
TEEMSM is an add-on ser-

vice, available in buildings us-
ing US Energy Group’s flag-
ship BEMS—which reduces 
fuel usage by 15-to-30 percent 
with a payback in less than two 
years—and the USE Manager 
Information Portal, officials said.

The dedicated TEEMSM 
Energy Manager handles dai-
ly Alert Monitoring, reviewing 
all HVAC system issues and 
trouble-shooting with the build-
ing staff to determine the exact 
cause of the issue. The expert 
also conducts trend analyses 
and identifies concerns. The 
concerns include short cycling 
and heat imbalances. Solu-
tions are recommended for on-
going operational issues and 
are tracked until they are re-
solved, officials added.

Spokesmen added that 
TEEMSM clients also receive 
comprehensive BEMS and 

USE Manager Training for 
property managers, superin-
tendents and administrators, 
as well as unlimited phone 
support.

During weekly conference 
calls, the TEEMSM Energy 
Manager provides a compre-
hensive and succinct status 
update on all open issues and 
discusses the overall perfor-
mance of the building. The cli-
ent receives a building report 
card each week, providing 
three separate grades for the 
building. The Energy Grade 
reflects energy consumption 
in comparison to other similar 
buildings, officials said.

The Comfort Grade is 
based on interior space tem-
perature, while the Operations 
Grade is based on quantitative 
metrics reflecting boiler plant 
operations, such as stack tem-
perature and water loss, offi-
cials added.

Spokesmen said that, as 
the leading pioneer in ener-
gy management solutions for 
existing residential, commer-
cial, and industrial buildings 
from 20,000 to 500,000 square 
feet, US Energy Group’s BEM 
and USE Manager are cur-
rently in more than 3,500 build-
ings. Those buildings include 
high-profile portfolios owned 
by Newman Knight Frank (37 
commercial buildings) and 
OMNI Properties (110 resi-
dential buildings). TEEMSM 
makes these robust and pow-
erful systems even more ver-
satile and personalized, offi-
cials said.

“TEEMSM clients can let us 
worry about the details,” said 
Jerry Pindus, chief executive 
officer of US Energy Group. 
“They have peace of mind 
knowing that their buildings are 
running efficiently, their tenants 
are comfortable, and they are 
saving money.”

Those interested in more 
information on TEEMSM and 

US Energy Group’s BEMS can 
contact Justin Rumack, vice 
president of client services, at 
(718) 285-9172, or Justin@
use-group.com.

With 30 years in the indus-
try and more than 3,500 sys-
tem installations, US Energy 
Group has earned a reputa-
tion for product quality and per-
sonalized customer support, 
spokesmen said. Founded 
in 1978 by Pindus, US Ener-
gy Group is a metro-New York 
based building energy man-
agement solutions firm which 
develops and integrates en-
ergy control, monitoring and 
analysis hardware and soft-
ware systems for large resi-
dential and commercial prop-
erties.

With the slogan “Building Ef-
ficiency Through Information 
Management,” the company’s 
Building Energy Management 
System (BEMS) integrates: 
USE-Manager™ Online Mon-
itoring, heating and cooling 
system USE-Controllers, and 
USE-TEEMSM (Total Energy 
Efficiency Management Ser-
vices), officials said.

US Energy Group’s BEMS 
controls and monitors energy 
and fuel use, prevents over-
heating and provides signifi-
cant savings, with payback in 
less than two years, officials 
added.

US Energy Group’s Veri-
fier® Digital Fuel Gauge is a 
patented ultrasonic measure-
ment system which enables 
building owners and manag-
ers to verify the amount of oil 
they receive, as well as con-
trol their inventory and budget. 
The USE-Controller and USE-
Verifier have received the ETL 
Mark, indicating superior prod-
uct safety and quality. With 
US Energy Group’s products 
and services, building owners 
save money, conserve energy 
and enhance tenants’ comfort, 
company officials said.

Mack-Cali Sells Its 
Connecticut Facility
NORWALK, Conn. - Mack-Cali Realty Corporation recently 
announced that it has sold its commercial office property at 40 
Richards Avenue in Norwalk for $16.5 million.

The approximately 64 percent occupied, seven-story, 
145,487-square-foot property was sold to The Davis Companies, 
officials said. Matthew F. Keefe of HK Group represented Mack-
Cali in the transaction. 

  Mitchell E. Hersh, president and chief executive officer of 
Mack-Cali, said that 40 Richards Avenue was Mack-Cali’s sole 
asset in Norwalk and was no longer consistent with the compa-
ny’s overall strategy.

“This was the right time to sell given market conditions and we 
look forward to redeploying the proceeds into more strategic in-
vestment opportunities,” he said.

 Mack-Cali Realty Corporation is a fully integrated, self-admin-
istered, self-managed Real Estate Investment Trust (REIT). The 
firm provides management, leasing, development, construction 
and other tenant-related services for its Class A real estate portfo-
lio, officials said.

Officials added that Mack-Cali owns or has interests in 273 
properties, consisting of 264 office and office/flex properties total-
ing approximately 30.6 million square feet, and nine multi-family 
rental properties containing more than 3,300 residential units, all 
in the Northeast. The properties enable the company to provide a 
full complement of real estate opportunities to its diverse base of 
commercial and residential tenants, officials said.

US Energy Group Announces New 
Product Release
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YONKERS—NAI Friedland 
recently announced that its 
Industrial and Office Divisions 
closed seven transactions in 
Westchester County and the 
Bronx during April and May.

The combined deals repre-
sent more than 82,799 square 
feet of space, company offi-
cials said.

The firm’s Industrial Division 
completed five transactions:
•	 The sale of 23,500 square 

feet at 1320 Zerega Aven-
nue in the Bronx. Ross Sch-
neiderman represented both 
the seller and the purchaser 
in the transaction between 
Inductoweld Tube Corp. 
(seller) and Four One Man-
agement Corp. (purchaser).

•	 The sale of 18,000 square 
feet at 3494 Park Avenue in 
the Bronx. Schneiderman 
and Atanu Bhattacharjee 
represented both the sell-
er and the purchaser in the 
transaction between NYC 
174th Realty Co. Corp. (sell-
er) and 3494 Park Avenue 
Corp. (purchaser).

•	 The sale of 10,000 square 
feet at 761 Nepperhan Av-
enue in Yonkers. Schneider-
man and Steve Kaufman 
exclusively represented the 
seller, while Peter Cokin 
represented the purchaser 
in the transaction between 
Atlantis Worldwide (seller) 
and 761 Nepperhan Avenue 
(purchaser).

•	 The lease of 5,625 square 
feet at 18 Belway Place in 
White Plains. Andy Gross-
man represented the land-
lord in the transaction be-

tween Tesla Motors (tenant) 
and Sciullo Construction 
(landlord).

•	 The sale of a 2,400-square-
foot building, plus 13,000 
square feet of land at 676 
Saw Mill River Road in Yon-
kers. Cokin represented 
both the seller and the pur-
chaser in the transaction be-
tween Seabury Construction 
Corp. (seller) and CI Con-
tracting Corp. (purchaser).
NAI Friedland’s Office Divi-

sion completed two transac-
tions:
•	 The sale of 22,000 square 

feet at Two John Walsh 
Boulevard in Peekskill. Carl 
Silbergleit represented both 
the seller and the purchaser 
in the transaction between 
Singer Properties (seller) 
and Bertram Realty LLC 
(purchaser). 

•	 The lease of 1,274 square 
feet at 935 Kelly Street in the 
Bronx. Kaufman and Steve 
Lorenzo represented the 
tenant in the transaction be-
tween Versatil Beauticians 
(tenant) and Kelly Street 
Partners LLC (landlord).
“The real estate market is 

showing positive signs of re-
covery, and NAI Friedland is 
actively working with buyers, 
sellers, landlords and tenants 
to help them take advantage of 
the great opportunities that are 
available,” said Tony Lembeck, 
NAI Friedland’s chief executive 
officer (CEO).

He added: “We are seeing 
prices of real estate increase in 
the Bronx, but not much being 
offered for sale, making each 

transaction significant. Leas-
ing prices have leveled, and 
we are seeing an increased 
amount of activity in that area.”

Lembeck added that, with 
the announcement of the pos-
sibility of increased interest 
rates, his firm has seen a sig-
nificant increase in the number 
of potential purchasers who 
wish to take advantage of cur-
rent trends and “lock-in to to-
day’s rates.”

“Our clients are seeing the 
value in working with a local 
firm that has the global reach 
of NAI and even in this difficult 
economy, our brokers are con-
tinuing to match clients with 
space that suits their needs,” 
he said.

NAI Friedland, founded in 
1970, is a full service com-
mercial real estate firm cov-
ering the entire metropolitan 
New York area, with a majority 
of its business in Westchester 
County and the Bronx, but ad-
ditionally in Putnam and Rock-
land Counties, New York City, 
Connecticut, and New Jersey, 
company officials said.

Headquartered in Yon-
kers, Friedland also maintains 
a satellite office in Manhattan. 
Brokers in Friedland’s four di-
visions—Retail, Industrial, Of-
fice, and Investment Sales —
understand their markets and 
are supported by a sophisticat-
ed computer database of avail-
able properties and potential 
tenants, officials said. Fried-
land is a member of NAI, the 
largest managed network of 
commercial real estate firms in 
the world.

NAI Friedland Reports Local Activity

WHITE PLAINS—GHP Of-
fice Realty, LLC, recently an-
nounced that it has leased 
and renewed approximately 
42,369 square feet of office 
and flex space in the 80,000 
square-foot, two-building of-
fice campus known as the 
Ramland Road Corporate 
Park in Orangeburg.

Andy Greenspan, principal 
of GHP and Jamie Schwartz, 
executive vice president of 
GHP, represented the owner in 
the following transactions:
•	 Sensormatic, a TYCO com-

pany, leased 7,297 square 
feet at 30 Ramland Road. 
Sensormatic designs, man-
ufactures, sells and ser-
vices its own products in 
markets worldwide, includ-
ing Electronic Article Sur-
veillance, Access Control 
and Closed Circuit Televi-
sion Systems. With around 
1,200 patents, the engi-
neering department has a 
wide-area focus. It excels 
in the development of inte-
grated software packages 
for control and security sys-
tems, optic/video, RFID and 
magnetic. Employing more 
than 35,000 people, it is the 
world’s largest firm in the 
electronic security sector. 
The tenant was locally rep-
resented by Robert Norton 
of CBRE, officials said.

•	 Katapult, LLC, an affiliate of 

Octagon Process, Inc., an 
airplane de-icing company, 
signed a longterm lease to 
occupy 6,700 square feet at 
30 Ramland Road. Bill Pas-
tuszak of Resource Realty 
of Northern New Jersey rep-
resented the tenant.

•	 Greenwald Doherty, LLP 
renewed its lease for 5,600 
square feet at 30 Ramland 
Road. The law firm concen-
trates in labor and work-
place legal matters.

•	 Orangeburg Pediatrics As-
sociates signed a 5,000 
square foot lease at 30 
Ramland Road. The local 
pediatric practice is relo-
cating from its longtime lo-
cation in Tappan to its new 
state of the art facility. Ran-
dy Eigen of CBRE repre-
sented the group.

•	 Davidson and Grannum, 
LLP, a securities law firm, 
renewed its 4,827 square-
foot lease at 30 Ramland 
Road.

•	 Impulse Dynamics, Inc. 
signed a lease for 4,513 
square feet at 30 Ramland 
Road. The company is fo-
cused on the development 
of electrical therapies for the 
treatment of chronic heart 
failure, officials said.

•	 Facilities Management LLC, 
a home healthcare com-
pany, renewed its 4,468 
square foot lease at 40 

By Jeff Hanley, IMPACT Editor
LINCOLNDALE – The Building and Realty Institute (BRI) re-
cently announced that it is continuing to accept reservations for 
its 2013 Golf Outing/Tournament.

The event is scheduled for Monday, Oct. 7 at Anglebrook Golf 
Club in Lincolndale. BRI officials said that the association is accept-
ing reservations on a first-come, first-served basis. The tournament 
is scheduled to begin at 10:30 a.m. with the Registration Process.

“We are really happy that our tournament is returning to Angle-
brook Golf Club,” said Michael Beldotti, president of the BRI, who 
is serving as an Event Co-Chair with BRI Board Member Brett 
LaRocque. “Anglebrook is regarded as one of the nicest facilities 
in our area and it has become a favorite of our membership.”

Beldotti added that the price of the event is $295 per golfer, the 
same price as the 2012 tourney.

“We really feel that is a great price for an event at such a tremen-
dous location,” Beldotti added. “We are urging our members to re-
serve soon. We’re anticipating that spots will go at a quick pace.”

The schedule for the tournament is as follows:
•	 10:30 a.m. – Welcome and Registration.
•	 11 a.m. – Barbecue Lunch/Buffett.
•	 Noon – A “Shotgun Start.”
•	 5:45 p.m. – A Networking Reception, Followed By Dinner and 

the Event Program.

Sponsorship Opportunities
Event officials said that Sponsorship Slots are available for the 

tourney. They are:
•	 Event Sponsor, $1000.
•	 Dinner Sponsor, $500.
•	 Golf Cart Sponsor, $300.
•	 Lunch Sponsor, $300.
•	 Cocktail Sponsor, $300.
•	 Photography Sponsor, $250.
•	 Driving Range/Putting Sponsor, $200.
•	 Tee Sponsor, $100.

BRI officials said that full information on the tournament will 
soon be mailed to the organization’s membership. Officials added 
that an event flyer was recently placed on the association’s Web 
Page, buildingandrealtyinstitute.org.

Other BRI members joining Beldotti and LaRocque on the 
Tournament Committee are Eric Abraham, Tim Allen, John Bo-
nito, Carl DiMaio, Ken Finger, Bob Lupica and Jason Schiciano. 
Albert Annunziata (executive director of the BRI), Jane Gill (con-
troller, BRI) and BRI Staff Members Margie Telesco and Peggie 
MacDougall are assisting the committee.

Those interested in further information can call the BRI offices 
at (914) 273-0730.

BRI Schedules Its Annual 
Golf Tournament for Oct. 7

Ramland Road.
•	 Amerlist, Inc. relocated 

from Pomona to lease 
2,464 square feet on the 
second floor of 40 Ramland 
Road. Amerlist is a leading 
online database company 
focusing on sales leads, 
e mail marketing and data 
processing for companies.

•	 Blue Laurel Marketing, a mar-
keting company concentrat-
ing in the telecommunica-
tions industry, signed a 1,500 
square foot lease at 30 Ram-
land Road.
GHP Office Realty is the of-

fice building division of Hou-
lihan-Parnes Realtors, LLC. 
Houlihan-Parnes Realtors is 
one of the New York area’s 
leading owners, operators and 
purchasers of suburban Class 
A Office Space.

In the past 10 years, GHP 
Office Realty has acquired, fi-
nanced, redeveloped, leased 
and managed more than 
7,000,000 square feet, com-
pany officials said. The firm’s 
current portfolio consists of 
32 buildings totaling approxi-
mately 3,000,000 square feet. 
Regionally, the company’s 
partners presently own and 
manage buildings in West
chester County, Fairfield 
County (Conn.) and Rockland 
County, as well as in Bergen 
County (N.J.) and Princeton 
(N.J.).
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