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Thursday, October 23, 2003 
Pier 92 @ W. 52nd St, 8:30 AM - 4 PM

NYARM      
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at the Show
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OCTOBER/EXPO EDITION 2003          $9/issue

New York Association of Realty Managers is dedicated to raising the standards of excellence for the real estate 
professional through education, information, legislative initiative and a peer network that makes NYARM the 
benchmark for technological advancement and career enhancement.  

NYARM • 29 West 30th Street, 4th Floor
New York, NY 10001
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(800) 548-3434
THE EPIC BUILDING • 2067 BROADWAY • NYC 10023

When you’re ready to demand 
more from your security service! SM

OFFICIAL SECURITYNY STATE APPROVED

Because the times demand it®

© 2002

®

• ARMED & UNARMED SECURITY OFFICERS
• TRAINED BY NY PRIVATE POLICE ACADEMY®
• CONCIERGE & DOORMAN SERVICE
• BUILDING, BLOCK & NEIGHBORHOOD PATROLS
• GATED COMMUNITIES & FACILITIES
• NYC FIRE DEPT CERTIFIED FIRE GUARDS
• TOP SECURITY AT UNBEATABLE RATESSM

Mark J. Lerner, PhD President & CEO Steven F. Goldman, Exec. VP Selwyn Falk, CPP Vice Pres.

email: info@EPICsecurity.com

LICENSED BY NY STATE DEPT OF STATE
BONDED • FULLY INSURED • $5 MILLION CGL

®

We Serve All 5 Boroughs & The NYC Metro Area.

MEMBER

REAL ESTATE BOARD OF NEW YORK
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New York Association 
of Realty Managers, Inc.

29 West 30th Street, 4th Floor
New York, NY 10001

1-212-216-0654 • Fax: 212-216-0680
info@nyarm.com • www.nyarm.org

-------------- Executive Board --------------

Rochelle Captan
President

Greg Carlson
Executive Vice President

Stephen Elbaz
Vice President

Brendan Keany
Treasurer

Timothy Clancy
Secretary

George Brady
Sergeant-at-Arms

P. Leonard Jones
President Emeritus

-------------- Board of Directors --------------

Manager Members
Jay Fingerman

Jeffrey Friedman
Robert Grant

Elaine Kornblum 
Joan Saberito

Associate Members
Jerry Blumberg
Ben Jacobson

Bill Jebaily
David Koegel

Tom Maniuszko
Wayne Reed

---------------------------------------
Honorary Members

Michael Burton
Nelson Davis
Otis Jones

---------------------------------------

Executive Director
Margie Russell

Assistant Executive Director
Dorie Davidson

Dedicated to the Advancement of the 
Real Estate Management Profession

-------------- Newsletter --------------
Margie Russell, Editor

Dorie Davidson, Advertising Sales
Arlene Stock, Editorial Assistant

Testa Advertising, Production
973-744-5406

Subscription included in annual membership dues.
Non-members $75 for annual subscription.

Message from 
the President 

Thursday, 10/23, NYARM Real Estate Expo, Pier 92 at West 52nd Street
(3) Seminars-at-the-Show, 8:30 AM - 9:30, 9:45 - 11 AM and 2 - 3:30 PM

Wednesday, 11/19, Tavern on the Green, CPW at 67th St.
Learning Session, 10 AM • Ethics Session 11 AM  
Networking Meet the Panelists, Noon • Luncheon, 1PM

Saturday, 12/6, NYARM Dinner Dance 2003, Crest Hollow County Club, Woodbury, NY
Black Tie Optional, 7 PM Cocktail Hour, Buffet Dinner and Dancing until midnight.
To honor this year’s award recipients.
See page 31 for ticket and advertising information

To RSVP on any of these events, or to advertise in the next NYARM 
publication, call 212-216-0654

Upcoming 2003 NYARM Events

Rochelle Captan, nyarm
New York Association of Realty Managers
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SSeeee  ppaaggee  66  ffoorr  ffrreeee  aatttteennddeeee  rreeggiissttrraattiioonn  ffoorrmm

OOccttoobbeerr  2233  ••  PPiieerr  9922  ••  NNYYCC

Board elections were held on September 24th at NYARM’s Annual Membership Meeting
at Tavern on the Green. Placed into nomination and elected to the Board of Directors were
the members as listed in the column to the right and, in accordance with the By-Laws, the
officers of the board were elected at a subsequent meeting of the directors on October 9th.
At that board meeting I accepted the honor of being elected President. My acceptance was
with hesitancy because taking the gavel from P. Leonard Jones is no easy feat. Len’s lead-
ership qualities brought NYARM to the successful place that we are at today and I ask
everyone to please join me in offering him a heartfelt THANK YOU.

Allowing us to continue to flourish and grow are the recently enacted organizational
changes (see page 30 for the By-Law amendments) and staggered term expirations (see
below). This staggering of terms means there will always be room to add new people to
the board insuring the organization’s continued success. 

The past few years have proven to be extremely exciting. New goals were set and
reached, which allowed the membership to experience the fruits of our labors. The orga-
nization’s growth however, is in large part due to the diligent and outstanding efforts of our
Executive Director, Margie Russell, and Assistant Executive Director, Dorie Davidson.

With the addition of several new Board Members we can already foresee the changes
that will be taking place in the next few years. These changes will build on the lofty heights
achieved thus far by our educational seminars, as was evident at the Summer Seminars and
at our recent General Meetings, specifically the extremely successful September meeting. 

Additionally, one only has to have read our wonderful monthly publication to recog-
nize our new image and the quality of the content produced collectively by NYARM’s
management, board and membership.

We certainly are living up to our mission statement, "New York Association of Realty
Managers is dedicated to raising the standards of excellence for the real estate profession-
al through education, information, legislative initiative and a peer network that makes
NYARM the benchmark for technological advancement and career enhancement."

As the newly elected President, I turn to all of you to support our functions and edu-
cational undertakings. We look forward to seeing you at the NYARM Real Estate Expo on
October 23rd, your attendance at the Holiday Dinner Dance on December 6th and your
participation in supporting us through the Dinner Dance Journal. Speaking of this year-end
function, the Dinner Dance and Journal are our main and most popular fund raisers. Please
support our future educational programs while at the same time congratulating our 2003
Honorees as announced on page 31. A very exciting lineup.

See you on October 23rd.

The term expirations assigned to the newly elected Board members as voted on at the October 9th
Board of Directors meeting are as follows: THREE YEARS; Jerry Blumberg • Timothy Clancy •
Jay Fingerman • Jeffrey Friedman • Robert Grant • Bill Jebaily • TWO YEARS; George Brady •
Gregory Carlson • Brendan Keany • David Koegel • Elaine Kornblum • Tom Maniuszko • ONE
YEAR; Rochelle Captan • Stephen Elbaz  • P. Leonard Jones • Ben Jacobson •  Wayne Reed •
Joan Saberito.

Attention paid to your boilers is not only
good business but is dictated by law.
Which brings us to, "It’s mid October, do
you know where your boiler inspections
are?" The deadline is December 31st to
both perform the inspection and file the
report with the Department of Buildings.
Those authorized to do the inspections
are employees of a state authorized insur-
ance company or a DOB inspector for
HIGH PRESSURE BOILERS. For
buildings with LOW PRESSURE BOIL-
ERS the inspection can also be performed
by a licensed master plumber or a jour-
neyman working under his supervision, a
licensed oil burner equipment installer or
a licensed high pressure boiler operator. 

Regular maintenance of those sys-
tems is good business, not only for the
longevity of your heating plant, but also
for increased efficiency. Less oil is
required to produce the heat that is
required both by law and for the comfort
of your residents.

Clean, brush and vacuum tubes and
passages because dirt and soot prevent heat
from conducting properly. Also, soot con-
tains sulfur and when it is mixed with water
it can create sulfuric acid furthering the cor-
rosion of both the boiler and the pipes.

All low-water cut-offs MUST be
checked and flushed because if a boiler
runs out of water, the low-water cut-offs
will shut down the burner and if a burner
fires in an empty boiler, the BOILER
WILL MELT. Contaminants such as oxy-
gen, which will rot the boiler’s steel, can be
reduced by staying on top of analyzing and
chemically treating the boiler water.  And
remember, even though heating season has
begun it is not too late to perform regular
cycle maintenance on your heating plant.

Mr. Jebaily is president of Aggressive
Heating and Bay Ridge Fuel Corp.,
9009 5th Ave., Brooklyn, NY 11209
(718) 836-9222   fax (718) 833-8831.

BOILERS NOW
By Bill Jebaily

Pictured at right are The PANELISTS
from the Sept 24th event (standing): Sam
Haffey, Haffey Architects & Engineers •
Gabriel Miller, Camp Dresser & McKee,
Environmental Engineers •  P. Leonard
Jones, NYARM President Emeritus •
Daniel Wollman, Gumley Haft • Patrick
Macken, Resident Manager, 895 Park
Avenue • Harry Smith, Gumley Haft •
Joseph Walsh, Gumley Haft, Tony
DeFalco, Securecom Group • William
Howard, DTE Technologies • (seated):
David Perri, Jasper Energy • Phyllis H.
Weisberg, Esq., Kurzman Karelsen &
Frank, LLP • Edward T. Braverman, Esq.,
Braverman & Associates, • Zvi
Herskovits, Caretsky & Associates
Consulting Engineers • (not pictured)
Dean Bruno, Metro Power. See related
articles on pps 12, 16 & 28 concerning
the Electrical Power Seminar. Vantage Group Automatic Meter Reading, Page 20
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Dominating this monthly issue are, the
upcoming NYARM Real Estate EXPO and
Electrical Power...how to get more, how to
have it in place prior to a blackout and how
to take a building off the power grid. The
panel of speakers, as pictured on page 5,
offered us at last month's meeting a point-
ed comprehensive Start-Plan. This plan
spelled out the hurdles and barriers man-
agers face while determining if a building
is a viable candidate for backup generation,
and, how does emergency backup power
differ from cogeneration (see related arti-
cles on page 12, 16 and 28).

At the expo, Part II of the electrical topic
will take place at the opening Seminars-at-the
Show. We will get to the heart of how to man-
age the power your building already has and
how to plan for the future (see flier on oppo-
site page). Please know that each seminar was
carefully constructed to maximize your edu-
cational experience and eliminate waste on
your time.

Comments from the
Executive Director 
By Margie Russell 

Let's reflect for a moment about you
being able to maximize every minute you
choose to invest in a learning environ-
ment. Before any speaker is granted per-
mission to present material at a NYARM
meeting and before any writer is allowed
to write an article in the monthly publica-
tion, they must first convince me that
you, the listener/reader, will leave with
the impression that your effort was well
worth it. This means that the messages
are clear, concise and organized. It also
means that the author has gone the extra
mile to delve deep into the subject elimi-
nating obvious surface information.

The feedback I receive assures me
this goal has been accomplished.
However, since there is always room for
improvement, my commitment to you is
to not let up and to continue my efforts
editing out what you already know and
infusing material the industry demands
that you develop a fluency in.

FOR FREE TICKETS, FAX THIS COUPON TO (908) 206-1272

FOR FREE TICKETS, FAX THIS COUPON to (908) 206-1272

McCarthy Expositions, 2816 Morris Avenue, Suite 16, Union, NJ 07083

Thurs., October 23 2003, One Day Only, Pier 92, NYC

Attendee Registration Form

Thanks for taking a moment to 
answer four short questions.
1. Your occupation: 1 Building Owner     2 Managing Agent           3 Facility Manager    

4 Superintendent             5 Co-op or Condo Board Member        6 Property Manager     
7 Leasing Agent/Broker      8 Architect or Engineer                  9 Lender/Financial Institution   
10 Developer                   11 Contractor            12 Resident Manager          13 Other

2. How many buildings do you manage? 1 2 - 5       2 6 - 10        
3 11 - 20             4 Over 20 

3. If residential, number units you manage? 1 < than 50     2 51 - 100        
3 101 - 500  4 501 - 1,000       5 1,001 - 5,000          6 Over 5,000

4. If commercial, how many sq. feet of space do you manage?
1   Less than 50,000     2   50,000 - 99,999        3 100,000 - 299,999     4 300,000 - 599,999
5 600,000 - 999,999          6 Over 1,000,000 

For questions or exhibitor info, call 800-510-5636

Please circle the appropriate numeric  answers

Name

Company

Address

City / State / Zip

Phone (With Area Code)

Fax (With Area Code)

Register a Friend: Others 
in your co. to register also:

Title

FREE ADMISSION
when you fax back this page

to 908-206-1272
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Manager’s Corner
Stephen Elbaz, nyarm

FREE ESTIMATES • 212-353-3490 • FAX: 212-987-1071

All Types of Wood
Floor Installations
& Repairs

1455 Cromwell Ave., Bronx, NY 10452
sullivanfloors@verizon.net

COMMERCIAL  •  RESIDENTIAL

• Floors Sanded
• Stained & Bleached
• Polyurethane
• New Floors Installed
• Floors Repaired

Members:

Fully Insured • Owner Supervised

EXCELLENT SERVICE  & WORKMANSHIP FOR OVER 35 YEARS

With year end tasks, the holidays & snow season moving rapidly upon us, managers
should verify that all items on this quick checklist are completed for each of our buildings.

1. Heating plants have been fully serviced & cleaned. See Bill Jebaily’s reminders on page  5.
2. Snow removal machines are tuned & "snow ready". 
3. Inventory of snow melt, shovels, rubber mats, etc., is sufficient for snow season.
4. Staff members that work outside have parkas, gloves, hats, etc. This is usually mandato-
ry for union buildings, & a good idea for all buildings.
5. Holiday time & the last of the employee’s vacation schedules are in place and covered.
6. The contact list that we keep at home, in our car and wallet has current phone & cell num-
bers for our key vendors, boards and employees.
7. Any exterior hose bibs and exterior plumbing lines are closed & winterized.
8. October 24 is the last day to file the real property assessment petitions to NYC for the Tax
Commission’s final determination of the 2003/2004 assessment.
9. November 1st through December 15th is the window for the fourth filing period in
2003 for filing applications with HPD for J-51 tax exemptions and abatements.
10. By now you should have collected the data to begin completing your draft budgets.
Any missing info can surely be collected at the NYARM RE EXPO on October 23rd.

Reminder - Our annual holiday dinner dance will be Saturday, December 6th. We hope
you will join us at this "industry event of the year". See the RSVP form on page 31.

Ben
Jacobson
Painting

Specialists in

Tile Repair
Plastering
Painting

244 Fifth Ave.
Suite 2042

New York, NY 10001

TTeell::  221122..225522..33775599
Beeper: 917.467.4266

Prepare for the Winter and Year End
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GOOD NEWS
ON MOLD - The
National Assoc. of
Home Builders
(NAHB) has issued
a 150-page white

paper on “MOLD.” NAHB convened a
panel of experts from four relevant disci-
plines to review, critique and evaluate the
existing scientific literature on mold. The
panel poured over 500 documents on the
subject and chose the top 25 to analyze. In
some reports the conclusion came from
improper methodology. No literature
proves any casual effect from mold. In
short, at this time, there is no scientific proof
that mold, except in very extreme cases,
causes any human aliment. The study does
support more focused study on the subject. 

MORE ON ELECTRIC - The New
York State Research and Development
Agency (NYSERDA) is putting together
“focus” groups targeting cooperatives and
condominiums to discuss the installation
of electrical sub-meters. Through my
insistence, one of the focus groups will be
residential property managers. After all,
these are the people that usually are at the
forefront of any installation. The process
requires only a few hours of your time and
you get fed and paid. If any property man-
ager is interested, please let NYARM’s

Executive Director Margie Russell know.
CITY COUNCIL INTRODUCES

NEW BILL - On August 18, 2003 New
York City Council Member Gail Brewer
introduced legislation, Intro 524-03, in
regards to dealing with the misconception
and misinterpretation regarding J-51 tax
benefits for Mitchel-Lama buildings.

The Dept. of Housing Preservation
and Development (HPD) currently denies
Mitchell-Lama developments to claim J-51
benefits for energy conservation equipment
(sub-meters) if the development receives a
subsidy from the NY State Energy Research
& Development Agency (NYSERDA).
Under present law, if a Mitchell-Lama
receives any government subsidy they are not
entitled to J-51 benefits (no double dipping).

HPD has interpreted the law to mean
that any subsidy from NYSERDAis a gov-
ernment subsidy. The problem with this
interpretation is that they are wrong!
NYSERDA is funded by consumer dollars,
from what is called the System Benefits
Charge (SBC) on our electricity bills. It is
not tax revenues that NYSERDA grants,
but rather electrical consumer money. Intro
524-03 provides load curtailment devices
may be considered for J-51 tax abatements
for all buildings, including Mitchell-Lamas.

The second part of the bill would add
load curtailment devices as a J-51 tax

Carlson’s Greg Carlson, 
nyarm

abatement for all buildings (including
Mitchell-Lamas). Hearings on this bill will
begin shortly. All we needed was the
biggest blackout in U.S. history in order
for the city administration to see the light.

The Coalition to Prevent Blackouts,
the leading organization representing
cooperatives and condominiums in the
fight for electrical equity and benefits, is
headed by Jordi Reyes-Montblanc,
President of the HDFC, Donald West,
board member of Seward Park, attorney
Peter Funk and Gregory J. Carlson, execu-
tive director of the Federation of New
York Housing Cooperatives and
Condominiums. The Coalition is guided
and uses the consulting expertise of Lewis
Kwit of Energy Investment Systems (EIS).

LEAD PAINT - Since Local Law 38
(lead paint law) has been struck down by
the courts, only one hearing on the pro-
posed new lead paint law, Intro 101A, has
been held. The second hearing was post-
poned indefinitely. One can only presume a
lot of back office politics is going on.

See you at the NYARM Expo on
Thursday, October 23 at Pier 92.    

Gregory J. Carlson is the Exec. Dir. of the
FNYHC, holds Advanced RAM, RCM,
HCCP and nyarm, and is president of
Carlson Realty.  He is the national chair of
the Registered Cooperative Manager pro-
gram for the Nat’l Assoc. of Housing
Cooperatives and serves as Executive VP of
the NYARM Board of Dir. and can be reached
at crealty@nyc.rr.com or (718) 271-1378

RADAR
SCREEN



Automatic Standby Generating Systems
By Lora Cusumano & John Gergela

Since a power outage or brown out can
occur at any time, many buildings are
seriously considering an automatic
standby generator system to assume the
electrical load of the building when the
normal power source fails. Such sys-
tems are designed to be clean, quiet,
environmentally friendly, and a reliable
source of back-up electricity. Once the
electrical service is restored, the gener-
ator automatically shuts itself off until
it is needed again. Every generator set
has unique custom requirements, there-
fore, each unit should be designed by a
generator specialist or consulting engi-
neer in order to fit your buildings spe-
cific needs.

A standby generator is driven by a
reciprocating engine that is fueled by
diesel, natural gas, or liquid propane
(LP). Proper site evaluation will help in
determining which option is the best for
your location. Natural gas, if available,
can provide a constant flow of fuel
without requiring storage capacity.
Liquid propane gas is also an option
where natural gas is not available.
Diesel powered units can be fed from
an existing tank via a day tank or can be
supplied with a UL approved, double

wall, rupture basin tank with leak and
level detection in accordance with most
local codes.

How does this engine produce elec-
tricity? The rotating velocity of the
engine flywheel spins at a governed
engine speed or RPM (revolutions per
minute). This is connected to an alterna-
tor which converts mechanical energy
into alternating current electrical energy
which is sent through cabling to the
buildings panel box. The standard alter-
nating current utility frequency in the US
is 60 Hz.  For frequency sensitive equip-
ment, it is important to have a generator
designed to ensure the lowest harmonic
distortion. This is necessary to work com-
puters and modern electronics properly.

When the power goes out, the auto-
matic transfer switch senses the loss of
utility power and automatically transfers
the load to the standby generator. This
switching device is the connection
between the generator and the panel box.
It can be mounted indoors or outdoors.
The enclosures are rated by N.E.M.A.
(National Electrical Manufacturers Assoc.)
which is engaged in the standardization to
facilitate understandingbetween the manu-
facturer and the users of electrical parts.
Automatic transfer switches are NEMA
rated, UL listed, and meet the N.E.C.

•

•

•

•

•

•

Competitive Bidders 
& Specifiers

Continental Carpet
Architects • Designers 

Contractors • Property Managers 
Commercial Tenants

Serving the Tri-State Area

All Types of Commercial Flooring
All Major Brands of Carpet
VCT Tile • Custom Rugs

Hardwood & Laminated Flooring
Sheet Vinyl (heat-welded & flash

covered) • Custom Carving,
Beveling & Border Work
Ceramic, Marble, Granite

Carpet Cleaning & Floor Waxing
Rubber Flooring & Stair Treads

Window Treatments • Interior Painting

Specializing in Carpet Cleaning 
and Water Damage Restoration

Telephones: (212) 355-6777
(516) 223-8700 • (718) 217-9008

Fax: (516) 223-7003
1565 Merrick Rd, Merrick, NY 11556

In a city that never sleeps, you need
a company that stays up all night.

You need Aggressive Heating.

Aggressive Heating, Inc.
a Bay Ridge Fuel Company

9009 Fifth Avenue
Brooklyn, NY 11209

Tel: 718-836-9222
Fax: 718-833-8831

(National Electric Code) requirements.
The time from power out to standby
power on is approximately ten seconds.

There are several items you need to
think about before selecting a standby
generator system. Where will it be situat-
ed and what type of fuel system? Outdoor
units have special enclosures to protect
the generator from the elements. If the
unit is placed on a service floor or roof
top, structural issues could be involved
due to the weight of the unit. If the unit is
placed on a service floor or basement, air-
flow needs to be factored in. A generator
engine requires a specific amount of air to
mix with the fuel for the combustion
process and cooling to occur. Exhaust
fumes need to be vented as well. Noise
can be an issue and decibel ratings should
be considered. There are critical silencing
mufflers for exhaust and special sound
attenuation for enclosures to help reduce
noise. Your next question is what size
generator will be required? Many vari-
ables go into the sizing of a generator sys-
tem. Amps are converted to kilowatts and
a unit is selected based on load data.
Special consideration needs to be given
to the start up of motors on refrigerators
and air conditioning units, these units
spike when they start. 

The best companies design, install,
service, and warranty the equipment.
Look for genuine OEM parts from a
manufacturer/distributor who has an
emergency parts response team that is
available 24 hours, 365 days per year.
This way the part you need can be on
its way as quickly as possible to your
location. Automatic standby generators
are generally set up with an exerciser
that runs the engine at a certain time
and day for 30 minutes per week.

Choose your generator manufac-
turer carefully. A less expensive price
could mean an inferior product and
could cost you more time and money in
the long run. Compare your products
carefully, your building is relying on
you to provide back up power when
you need it most.

John Gergela,  Sales Engineer and
Lora Cusumano, Sales Director 
can be reached at:
North Shore Generator Systems, Inc.
Distributor of Katolight Generator
Systems, 1860 Pond Road,
Ronkonkoma, New York 11779  
(631) 243-6601 Fax (631) 467-2722
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Jordan Intercom Systems, Inc.
Intercom and Video Intercom Systems
Government-Approved Letterboxes
Aluminum or Iron Entrance Doors

Closed-circuit TV Systems • Master Antenna Systems
Telephone Entry Systems • Elevator Cameras

Electromagnetic Locking Systems
Time-Lapse Recorders • Keykeeper Boxes • Alarms

Motion Sensors • Roof Alarms • Card Access Systems 
Keypad Entry Systems • Concierge Switchboards

Directories and Nameplates • Apartment Doors • Roof Doors
Inter-Office Communications • Store Fronts 

Medical Office Communications • Locksets and Keys
Remote Control Door-Opening Devices

1-800-6-JORDAN

Wass Construction Company
Exterior Restoration, see ad page 9

Wally Misiurek, 718-445-6110



It’s Back to School for Managers
NYARM recommends the following
courses for property managers, board
members and building staff. Credit will be
awarded towards nyarm certification for
those eligible candidates who attend any
one of the following classes during the
2003-2004 academic year. To determine
eligibility contact Margie Russell in the
NYARM office at (212) 216-0654.

CNYC: For you and YOUR BOARDS on
Sunday, November 16th. To request a
conference brochure contact Council of
New York Cooperatives &
Condominiums by phone at (212) 496-
7400 or online at workshops@CNYC.coop.

At their 23rd annual housing confer-
ence you will find a full gamut of informa-
tive seminars on virtually every aspect of
running cooperatives and condominiums
today. Sessions are geared to all interests and
all levels of experience.  Novices can get an
introduction to the legal or financial respon-
sibilities of the board or learn about how
building systems work. Experienced board
members can examine significant legal deci-
sions, discuss conflicts of interest, or explore
whether their management services meet

appropriate standards. Interactive discus-
sions provide opportunities to share experi-
ences and ask questions.

The Conference always presents a
number of classic sessions examining basic
issues, while also providing variety and
innovation for repeat Conference attendees.
This year there are 17 new sessions, touch-
ing many timely topics, from emergency
preparedness to coping with birds.

In another innovative step, CNYC
has partnered with the Urban
Homesteading Assistance Board (UHAB)
to increase opportunities for residents of
limited equity cooperatives to benefit
from this Conference. For 30 years,
UHAB has been forming ‘sweat equity
HDFC cooperatives’ and training the
homeowners to operate their buildings.
UHAB leaders will teach three courses at
the Conference that target thorny issues
for its member cooperatives, namely  -
When Shareholders Die Without a Will -
Preserving Housing Affordability and
Understanding and Curing Violations.
Any Conference registrant is welcome to
attend any of these classes.
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The United States Postal Service is about
to release a new apartment house mailbox
design.  The USPS has determined that the
current mailbox design, mandated almost
thirty years ago, is not to suited for current
or future needs.

In January 2003, the USPS assembled a
Commission comprised of representatives
from the Housing & Building Industry,
Mailbox Manufacturers & Installers to
update the standard. A draft of the new stan-
dard is expected to be finalized in early 2004.

The existing approved mailbox size is 6
inches wide and 5 inches high. This size
requires mail delivery to be rolled in order to
fit into the mailbox. If there has been a large
delivery, retrieving the mail can prove to be a
real challenge. The new size will be 12 inch-
es wide by 3 inches high; only slightly larger,
but able to accept most mail without rolling it
up. Not only will this configuration save
delivery time, but is also “customer friendly”.
No more scraped knuckles or damaged mail.

The Commission is also addressing
vandalism of mailboxes.  Identity thieves
have been using the apartment house mail-
box as a source of information. Identity
Theft has become one of the most preva-
lent crimes in America. Current mailbox
products are extremely vulnerable.  The boxes

can be jimmied open within seconds, without
causing any noticeable damage to the box.
The new mailbox designs will be much
tougher. As part of the proposed testing pro-
cedure, all of the new mailboxes will be
required to withstand any attack, even when
the vandals are using tools such as vice grips,
hammers, screwdrivers or even a pry bar.

How are the new standards going to
affect the average apartment building?  The
installation will require 25 percent more
width than a current installation. The height
and depth will remain the same.  What
about the cost?  Installation costs will
increase the total cost of the average instal-
lation 25 to 35 percent.

The new mailbox standard will have a
minimum one year phase-in period, making
conformity optional on all pending installa-
tions.  Waivers will always be available to
address items such as limited space, land-
mark status, safety and security issues,
alternate delivery systems now in place,
along with other considerations.

Matt Arnold is the President of Academy
Mail Box Co., and is a member of the
USPS Committee to Revise Apartment
Mailbox Standards.  Matt can be reached
at 718/212- 539-1000 X 106 or at
ma@academymailbox.com. 

New Apartment House Mailbox Standard
to Take Effect Early Next Year by Matthew Arnold
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Real World Issues To Be Considered When Developing a 
Cogeneration Project For Multifamily Housing By David Perri, P.E.

Executive VP of Jasper Energy LLC
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DETERMINE ENERGY USAGE
The economics of a project begin with quantifying the amount and type of energy used by
the property on an annual, seasonal, and daily basis. This is accomplished by evaluating
multiple years of electric and fuel use data to determine average and peak load profiles.
The best candidates for cogeneration are properties that have a balance between electric
and thermal uses allowing the optimum use of fuel to meet both requirements. This bal-
ance can often be enhanced with third party energy sales. The balance and load profile will
allow an engineer to conceptualize the best equipment configuration for the facility. For
example, the Warbasse Cogeneration Facility was originally constructed with reciprocat-
ing engines to supply the housing complex as a stand-alone facility and was reconfigured
to a combined cycle facility utilizing new combustion turbines integrated with the origi-
nal steam turbines when a sales contract was executed with Con Edison. This allowed
energy to be produced more efficiently. 

DETERMINE WHO IS DEVELOPER/OWNER OF THE PROJECT
There are two distinct methods to approach development of this type of project. The first
is for the property owners to undertake the complete effort to develop and build the proj-
ect and the second is for a third party developer to partner with the property to develop the
project. A third method would be a combination of these in a partnership arrangement.

Each method has merits and drawbacks. The fundamental issues to consider are risk
versus reward and the ability for either party to obtain funding for the project. 

DEVELOPMENT BY A PROPERTY OWNER
When a property owner undertakes the entire project the project risks and rewards become
the owners. Some of the issues to consider if you choose this method,

1) Development costs-This cost includes permitting, preliminary engineering, utility
interconnect studies, gas interconnect studies, and completing the various contracts. This
process can be costly and requires expertise in several areas. Property owners developing
a project on their own will normally require a team of consultants to accomplish the devel-
opment tasks. This cost can be several hundred thousand dollars to bring a project to real-
ity. In addition, there is no guarantee that all required aspects of the project would be sat-
isfactorily completed. 

2) Capital cost of the facility – This cost to build a cogeneration facility in New York
is approximately $1,000-1,500 per installed kilowatt of capacity depending on a number
of factors. For redundancy the installed capacity may be 50-100% larger than the maxi-
mum energy load. A property owner will need to fund this cost either off its balance sheet
or by borrowing the funds. Availability of loans may be contingent on the experience a
property owner and/or the team of expert consultants and contractors have in the cogen-
eration business and the ability to repay the amount borrowed; the less expertise you have
the higher the borrowing cost.

3) Back up service – If your property is currently receiving electricity from the utili-
ty, and you wish to keep this service as a back up, there are certain associated charges. You
may elect not to maintain the costly utility back up but this choice is a trade-off with the
capital cost of a larger redundant facility and outage risk.

4) Current operating staff expertise – In some cases you may have a full complement
of staff, however, generally they will not have the experience or training for a modern
cogeneration facility. This is particularly the case when it comes to environmental per-
mitting, fuel purchasing, third party energy sales (if any), and the general mindset of oper-
ating the facility as a business. The profit of this business results in the savings in energy
costs to the property.

This article is intended to provide Owners, Managers and Operators of multi-family hous-
ing several real world issues to be considered when developing a cogeneration project for
their developments. Additionally, it will also provide guidance about steps to take when
considering cogeneration for your properties.

First, it is important to briefly discuss the concept of cogeneration. Cogeneration, by
definition, is the production of two or more useful forms of energy with the consumption of
a single fuel. In the case of real estate projects these forms of energy are typically electric-
ity and thermal energy. Thermal energy is generally realized in the form of heat, air condi-
tioning and/or domestic hot water. Production of energy can be accomplished in a variety
of ways using a number of different technologies including reciprocating combustion
engines, combustion turbines, steam turbines and heat recovery boilers. This presentation
will not focus on the components of the systems per se, but rather the various issues that we,
as developers, use to screen potential projects and the factors that you, as real estate man-
agers, need to consider in evaluating the merits of cogeneration for your properties. 

In order to proceed to develop a cogeneration project two fundamental issues must be
analyzed: First, can a cogeneration facility physically be installed at or near the property
and second, can the facility be constructed and operated economically.

SITING - The ability to physically install a project at or near a property must be deter-
mined to move a cogeneration project forward. Physical constraints may make the regula-
tory permitting or construction not feasible. This criterion is dependent on the ultimate size
of the facility, which may not be known initially, but a cursory review of the property will
allow a developer or engineer to determine if there is a fatal flaw in locating the facility on
or near the property. For example, the value of real estate for other uses might outweigh
the benefits of cogeneration. This may be the case in areas like Manhattan where rental val-
ues are high and space is at a premium. Another example might be an apartment building
that is located at or near the property line or up against an adjacent property and does not
have a boiler room or other space that can be converted. 

The screening criterion that we look for to site a project includes:
1) Open land or location that can be modified to install the facility (ie. existing boiler
rooms, outdoor area next to the mechanical or electrical rooms)
2) Proximity of available space to residents for noise and other operational considerations
3) Proximity to an existing stack to potentially tie in
4) Height of adjacent structures
5) Natural gas availability (quantity and pressure)
6) Fuel oil storage
7) Location of existing electric utility service(s) and number (single service is preferable).
8) Existing equipment that may be able to be incorporated in the facility
9) Review of thermal systems (Central systems that supply the complex are preferable).

ECONOMICS becomes the key component in the development of a successful project if
a preliminary review indicates that there are no fatal flaws to physically locating a facility
at a property. There are several items that need to be investigated, including:

1) Current energy usage
2) Development method (ie. who is the facility owner)
3) Creditworthiness of end user(s)
4) Opportunities for third party sales.
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Development by a Third Party
The second method of development

is to utilize a third party developer. This
method allows the property owner to
essentially lay off some of the risk of the
project. By definition, the property
owner then shares some of the reward
with a developer in a win-win scenario.
Risks that can be taken by a third party
developer include permitting, construc-
tion completion, fuel procurement, back
up charges, and operational costs.
Developers will often fund the develop-
ment of a project if there is an exclusivi-
ty agreement in place with the property
owner. Most developers will not put the
significant resources into a project only
to be cut out of a potential deal they
helped to create later. In this case, a prop-
erty owner needs to evaluate developers
and team up with them before a project is
actually defined. In almost all cases the
final project and business structure is not
the one originally contemplated when
the development starts. As such the
developer and owner must work together
to structure the optimum deal for both.
This can be completed under a somewhat
defined set of guidelines and understand-
ings but each party must be flexible or a
deal will never be consummated.

The items previously mentioned will
also need to be addressed by a third party
developer. In addition, the developer may
bring alternative financing methods to a
project allowing for no capital investment
by the property owner.

FINANCING – Developers will typi-
cally use a project financing method to
fund the construction of a facility by
creating a special purpose entity or proj-
ect company that enters into all agree-
ments for the project. These agreements
include but are not limited to leases,
power sales agreements, fuel contracts,
environmental permits, and construc-
tion contracts. These agreements are
pledged as security to the debt providers
as collateral. The amount of debt that
can be carried is a function of the con-
tracts that support the project and the
credit worthiness of the host. Typically
the debt/equity ratio is 80/20 but sever-
al factors might require more or less

equity. The equity may be provided by
the developer and/or other participants
and may also be provided by the owners
of the property. The terms of the project
agreements are the basis used to deter-
mine if a project will be able to repay
the debt and maintain acceptable debt
coverage ratios for an added margin of
security. Debt providers look for many
items in the project evaluation such as:

a) Is the developer/constructor
experienced?

b) Are the terms of the agreements
coordinated and consistent with the
financing term?

c) Does the project proforma pro-
vide adequate debt coverage ratios?

d) Are the entities ultimately pay-
ing for the energy creditworthy and do
they have the ability to pay for the term
of the power sales agreement?

e)  Is the project environmentally sound?
f)  Is the technology proven?

It is unlikely that a developer will
fund the entire project off the develop-
er’s balance sheet. In fact, most devel-
opers do not have the means to fund the
entire project cost and if they did, lever-
aging the project with debt is a better
use of resources. Developers use their
expertise to put all of the pieces of the
project together to obtain a project
financing. We work with financing
attorneys while developing contracts to
produce consistent contracts that mini-
mize risk to the debt providers.

THINGS PROPERTY OWNERS
CAN DO TO FACILITATE A
FINANCING WITH A DEVELOPER

1) Have good credit and the means to
pay for the energy services pursuant to a
negotiated Power Sales Agreement.
2) Enter into an Energy Sales
Agreement and a lease agreement with
the project commensurate with the term
of the financing or project life.
3) Bring other value-added items to the
project like real estate tax incentives,
existing union contracts and existing
plant equipment, to name a few.

THIRD PARTY ENERGY SALES
can offer alternatives to housing com-

plexes that do not have an optimum bal-
ance of electricity and thermal energy
usage. It may be prudent to identify
these potential third party sales to better
balance the properties’ loads and pro-
vide additional revenue to the project.
In this case, economy of scale helps
produce additional energy at a minimal
additional cost for labor and fixed
O&M. If the energy contracts are coor-
dinated the heat rate (or amount of fuel
required to provide the services) will be
reduced. Third party contracts with util-
ities are harder to come by these days
and are often competitively bid.
Allowing for future expansion when
opportunities arise enables the econom-
ics of a project to potentially get better
over time. Being ready to bid these
opportunities is important. Alternatively
a facility can sell power on the open
market as a merchant plant, however,
financing of this type of plant is more
difficult. Lenders prefer to have predi-
cable revenue streams from a Power
Purchase agreement. 

IN SUMMARY cogeneration can be a
large benefit to a multifamily complex.
Several issues need to be overcome to
produce a winning project. Working
with a developer allows a property
owner to review options that may be
unknown to them in structuring a power
deal and bring expertise to the process.
It may also allow the property to mini-
mize it’s capital investment and limit
the risk. There are also unique aspects
of particular properties that a power
developer may not be fully aware of
which could enhance a deal. By work-
ing as partners with open communica-
tion in the development of a cogenera-
tion project the best of both worlds can
be considered and put into practice to
come up with the most cost effective
creative solution to your power needs.

Mr. Perri is Executive Vice President 
of Jasper Energy LLC. He has over 20
years of experience in the energy
industry and holds both a Bachelor
and a Master degree in Mechanical
Engineering from Rensselaer
Polytechnic Institute and is a licensed
Professional Engineer in the State of NY. 

Cogeneration, continued
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Our Motto: “An informed board is an effective board”

Co-op Managers & Shareholders 
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TURN WATER METERING
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AUTOMATIC METER READING
SAVE MONEY – SAVE TIME
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VANTAGE GROUP, INC.
Strategic Water Cost Management

Automatic Meter Reading Specialists
(888) 860-2990 • vantageh2o.com • fax: (609) 860-2989

Reduce water bills as much as 30% to 40% easily!
Fix DEP bill errors forever!

First Capital Bank of Atlanta, Georgia has
launched a program in NYC to provide inno-
vative, internet-based banking services to con-
dominiums, cooperatives and the companies
that manage them. The announcement of the
availability in New York City of the new
suite of services, bundled in a program
called SmartStreet, was made at the
September luncheon of the New York
Association of Real Estate Managers.
SmartStreet President, Michael Flores, is pic-
tured here with P. Leonard Jones, NYARM
President Emeritus, and SmartStreet Director,
Robert Schwarting. Schwarting is a long-
time property manager, and now represents
First Capital Bank in the New York real
estate market. SmartStreet provides compli-
mentary websites to management compa-
nies and their client buildings. They offer
free or reduced cost checking, no cost check
scanners, integration of banking activities
and in-house accounting systems, automat-
ed monthly charge collection and receipt of
automated, e-check or credit card payments
from residents. These innovations provide
efficiencies, timely collections and fewer
errors for the average back office. First
Capital Bank offers highly competitive rates
for renovation loans and for certificates of
deposit. See related advertisement on page 19.

Postcards from the September

Membership Meeting

Alan Tuckman, Industrial Distributors
Quality Maintenance Supplies

1-800-400-8190

(L to R): Robert Grant, Midboro
Management; Joesph Walsh, Gumley Haft;
Irwin Chopak, Midboro Management. See
related articles resulting from the Electrical
Power Seminar on pages 12, 16 and 28.
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RAND ENGINEERING, P.C.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . .212-675-8844 . . . . . . .23
ROSENWACH TANK CO.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .718-729-4900 . . . . . . .23
STATEWIDE FIRE CORP  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .718-494-6798 . . . . . . .11
STEVEN KRATCHMAN ARCHITECT,  P.C.  . . . . . . . . . . . . . . . . . .212-944-9204  . . . . . . .5
STERLING NATIONAL BANK . . . . . . . . . . . . . . . . . . . . . . . . . . . .212-575-5860 . . . . . . .23
SULLIVAN FLOOR SERVICE  . . . . . . . . . . . . . . . . . . . . . . . . . . . .212-353-3490  . . . . . . .8
SUPRO SUPPLY CO., INC.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . .718-782-2525 . . . . . . .24
THE SUPER AGENCY  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .718-258-9202 . . . . . . .24
TOTAL SERVICE LTD . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .718-805-0554 . . . . . . .17
VANTAGE GROUP, INC.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .888-860-2990 . . . . . . .20
WALLACE EANNACE ASSOCIATES, INC.  . . . . . . . . . . . . . . . . . .516-454-9300 . . . . . . .23
WASS CONSTRUCTION  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .718-445-6110  . . . . . . .9
WAYSIDE FENCE COMPANY . . . . . . . . . . . . . . . . . . . . . . . . . . . .800-847-7749 . . . . . . .15
WEORTH LAWRENCE  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .212-877-0700 . . . . . . .28
WIRECRAFTERS, INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .718-359-1619 . . . . . . .27
WORLDCLASS RESTORATION  . . . . . . . . . . . . . . . . . . . . . . . . . .718-505-2791 . . . . . . .28

Daniel J. Wollman, CPA
Managing Director

Chief Operating Officer

415 Madison Avenue, New York, NY 10017
(212) 371-2525, Ext. 220  Fax: (212) 935-4939

E-Mail: dwollman@gumleyhaft.com

Mark Rosenberg
Account Manager

250 44th Street
Brooklyn, NY 11232

718-439-6666
Fax: 718-630-5063

Wholesale distributor of fine cabinets

Telephone             Page
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990 MARCONI BLVD.
COPIAGUE, NY 11726

Anlen Supply Corp.

Since 1963

BULBS • FIXTURES • LIGHTING
Compact Fluorescents • Electrical & Janitorial

Specialists in Emergency Lighting

specialty cleaning chemicals

World Class Restoration
MARBLE AND METAL

RESTORATION AND MAINTENANCE

Marble • Tile • Granite • Terrazzo

STEVEN CHRISTMANN

Tel: 718-505-2791 • Fax: 718-507-2595 
worldclassres@aol.com

Shimie Silver
President

Placing Supers, F/T, P/T
Handymen, Porters, etc

THE SUPER AGENCY
If you have to work for a living

No fee to employer

1427 Coney Island Ave., Brooklyn, NY 11230 • 718-258-9202

GUARANTEED SATISFACTION
Ace Landscape Contractors

Landscape Design • Installation • Maintenance
• Clean Ups
• New Lawn Installations
• Existing Lawn Renovations
• Flowers, Shrubs and Tree Planting

• Sprinkler System Installation & Service

We’re Your 
Full Service

Landscaping &
Maintenance
Specialists

• Rail Road Tie Construction
• Tree Work
• Masonry
• Asphalt

Visit us at:

WINDY FARM GARDEN CENTER
Pick-up and Delivery Available of All Landscape Supplies

Including: Bulk Soil • Mulch • Plants • Flowers • Seed
Trees • Vines • Fountains • Much More

Fully Insured • Free Estimates • Competitive Rates

Licensed & Insured
SERVING THE TRI-STATE AREA

FOR OVER 30 YEARS

718-543-0912
914-969-6459

FAX 914-966-1468

This NYARM publication has a 3,000 copy print-run with a combined pass-along/ website readership of 6,000 building owners,
property managers, managing agents and industry vendors, contractors and professionals in the New York Metropolitan area.
These include the largest apartment buildings, the management companies of large co-op and condo developments, as well as
housing authorities and residential developers. This is the official publication of the New York Association of Realty Managers.
The opinions expressed in articles, editorials and advertisements are those of the authors or advertisers and not necessarily

those of the New York Association of Realty Managers, Inc.
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MCS
DEBT COLLECTION AGENCY

METROPOLITAN CREDIT SOLUTIONS

• COMMERCIAL / RESIDENTIAL
• JUDGMENT EXECUTION

• SKIP TRACING
• ACCOUNTS OF ALL SIZES
• NATIONWIDE COVERAGE

No Collection – No Fee
63 Flushing Ave, Brooklyn, NY 11205

Tel: 718-246-8381

MMCCSS
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800-523-2247. All the help you’ll ever need.
For over 30 years JAD has been supplying New York with quality
products and service. So when it comes to building maintenance

and waste management, turn to JAD for everything you need.

TENANT STORAGE...TENANT STORAGE...
......AATT  NNOO  CCOOSSTT  TTOO  YYOOUU!!

• Generate Income for Your Building 
• The Best Storage System on the Market
• Bargold Handles All Management,

Administration & Maintenance

41-41 38th St. • Long Island City 11101
718-247-7000 • Fax: 718-247-7007
www.bargoldstorage.com

beacon
212-787-1090

Membership Application 
New York Association of Realty Managers, Inc.

Name_____________________________________________________________________

Business Name_____________________________________________________________

Business Address___________________________________________________________

_________________________________________________________________________

Tel ________________________________Fax ___________________________________

E-mail:_________________________________Website:____________________________

Home Address_____________________________________________________________

_____________________________________________Tel_________________________

Please send one year’s annual dues, indicating type:       
MANAGEMENT COMPANY $300     INDIVIDUAL PROPERTY/BUILDING MGR  $150 
ASSOCIATE (Vendors, Contractors & Professionals) $600         CIVIL SERVICE EMPLOYEE  $65 

Dues Paid $_____  Circle one   AMEX   MC   VISA   Discover   Check   (payable to NYARM)

Card# ________________________________________________________Exp.________

Name on Card (Please print)__________________________________________________

Signature ________________________________________________________________

HIGHLIGHTS WHEN PLANNING
FOR BACK UP ELECTRICAL
POWER By Margie Russell
Overlapping limitations will dictate the type
and capacity of the backup generator and how
the auxiliary systems that support the genera-
tor will fit into the puzzle. Questions to ask: is
there a location in the building that can both
house a generator and allow for adequate air
intake and emission exhaust • can a path from
that location be cleared to bring diesel fuel
from the street • if a new liquid fuel line can’t
be brought in is there adequate natural gas • if
an upgrade to the gas service is necessary, is
there a path that can be cleared to handle the
line • will the gas provider allow a service
upgrade • once the fuel needs are solved can a
path be cleared to connect the generator to the
building’s main electrical automatic transfer
switch • what is the degree of ease or difficulty
in isolating the electrical lines serving the
common areas and mechanical rooms that
will most likely be connected to a backup
generator • is there a location that can be retro-
fitted to adequately accept a new chimney or
stack while at the same time not adversely
affect the value of an individual’s apartment
(view, noise)? 

After considering all of the limita-
tions and you know what size generator the
building is capable of accepting, then fit that
equation into the service needs that the build-
ing expects to meet and compare that
with the total investment. Will the: ele-
vator(s) run; common areas and stair-
wells be lighted; pumps (water, sewer
ejector, sump and fuel) operate? 

Real Estate Managers
Let Us Be Your Back Office Operation

Your office or ours and you can operate free of backoffice concerns at
affordable costs...

We will provide:
• Billing/Collection

• Payroll/Payroll Tax
• Disbursements

• Complete General Ledger Reports and Services
• Year to Date Budgets

And Any Other Back Office Services That Your Clients Need

24 HOUR TELEPHONE COVERAGE,
TAKING & TRANSMITTING MAINTENANCE REQUESTS & MESSAGES

Everything needed to run a successful management operation at less
cost than you thought possible

WEORTH LAWRENCE
212-877-0700

MULTI-FAMILY
& UNDERLYING

MORTGAGES

ALL PROGRAMS, 
BEST RATES, 

REFERRAL-PROTECTED

Dennis Dionisiou,President
“Call me direct 917-686-8064”

�
Also full real estate services 

for Queens & Nassau Counties

Management • Sales • Leasing

THE INTERCITY GROUP, INC.
REAL ESTATE & FINANCIAL SERVICES

�

30-83 31st St., Long Island City, NY 11102
Voice: 718-267-8500 • Fax: 718-267-6565
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NU-WAY BOILER
“Specialists in Boiler Cleaning”

High-Power Truck Mounted 
Vacuum Systems

WELDING – TUBES – COILS
MUDLEGS – CHAMBERS

CERTIFIED 
ASBESTOS & LEAD ABATEMENT 

LEAD TESTING & RISK ASSESSMENT

NU-WAY
COMPACTOR CORP. 

“Specialists in Waste
Compaction Systems”

SALES – SERVICE – INSTALLATIONS
FACTORY TRAINED MECHANICS

33 YEARS EXPERIENCE SERVICING 
ALL MAKES AND MODELS

CHUTE DOOR REPAIRS & REPLACEMENT 
CHUTE CLEANING & SANITIZING

( 7 1 8 )  2 4 1 - 0 2 0 0
1 0 1 5  E A S T  1 0 8 T H  S T R E E T  •  B R O O K LY N ,  N Y  1 1 2 3 6  •  F a x  # ( 7 1 8 )  2 0 9 - 9 2 3 2

M I C H A E L  J .  S A N D L E R ,  P r e s i d e n t

also known as Scientific

also known as Scientific

[TO DESIGNATE ONE MANAGER MEMBER SEAT
FOR A MANAGEMENT COMPANY] 
Article IV add to Section 4.02 (c) One Manager Member Seat
shall be held by a principal officer of a Management Company.
The Board of Directors shall be authorized to establish any fur-
ther qualifications to be elected as a Manager Member.
[TO CREATE A NEW DIRECTOR CATEGORY]
Article V add a new Section 5.10 to read as follows: The Board
of Directors may create an Advisory Board in which the selec-
tion, the qualifications and the number serving on said adviso-
ry board will be determined by the Board of Directors. A mem-
ber of the Advisory Board shall be welcomed and encouraged
to participate at meetings of the Board of Directors. However,
such members shall not have voting privileges.
[TO CREATE A STAGGERED THREE-YEAR TERM
FOR BOARD MEMBERS]
Article V add a new Section 5.02 to read as follows: Directors
shall be elected at the annual meeting of Members.  At the first
meeting of the Board of Directors following the September 2003
annual meeting of Members, the Board of Directors shall divide
the number of Directors into three (3) classes of approximately
equal size.  Each class must contain at least three (3) Directors.
The first class (“Class A”) shall serve for one year, the second
class (“Class B”) shall serve for two years, and the third class
(“Class C”) shall serve for three years.  Thereafter, at each annu-
al Meeting of Members, only the class of Directors whose terms
are expiring shall be balloted for election.
[TO CREATE A NEW ASSOCIATE MEMBER CATEGORY]
Section 4.02 of Article IV change Section 4.03 to read as fol-
lows: (i) A principal or member of a firm engaged in a trade or
occupation having connection with or incident to the operation
of property, who would otherwise not be eligible for member-
ship as a Manager Member, may, upon written application, be

elected an Associate Member. (ii) An attorney, accountant,
architect, engineer or insurance professional having connec-
tion with or incident to the operation of property, who would
otherwise not be eligible for membership as a Manager
Member, may, upon written application, be elected an
Associate Member. (iii) The dues of associate Members shall
be determined by the Board of Directors on an annual basis.
[TO PERMIT VOTING BY PROXY]
Article IV Section 4.09 delete the words “No proxy shall be valid
at a meeting of the Membership” and replacing them so as to
read as follows: A Member may vote by proxy.  A proxy, to be
valid, shall be executed in writing or in electronic format by the
Member or by his attorney-in-fact. No proxy shall be valid after
the expiration of eleven (11) months from the date thereof, unless
otherwise provided in the proxy. Every proxy shall be revocable
at the pleasure of the Member executing it, except in those cases
where an irrevocable proxy is permitted by law.
[TO CHANGE THE DATE FOR ELECTION OF OFFICERS]
Article VI add a new Section 6.07 to read as follows: Section 6.09
Election of Officers.  The Officers shall be elected by the Board
of Directors at the first meeting of each newly elected Board of
Directors as provided in Section 5.07 of these Bylaws.
[TO PERMIT THE BOARD OF DIRECTORS TO ESTAB-
LISH CRITERIA FOR THE NOMINATING COMMITTEE]
Section 7.05 of Article VII – add to the end of such section a new
sentence to read as follows: sentence: “The Board of Directors
shall establish the qualifications for a Member to serve on the
Nominating Committee.”
[TO CORRECT DATE FOR ANNUAL MEETING OF
DIRECTORS AND ELIMINATE ELECTION OF OFFI-
CERS AT THE ANNUAL MEETING] Section 4.05 of
Article IV - delete the words ”and officers” from the third line
and deleting the word “May” on line five and replacing it with
the word “September”.

AMENDMENTS TO THE NYARM BYLAWS 
as voted to be changed at the September 24, 2003 membership meeting.
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Take Control of 
ContractorJobTime!

Here’s The Problem
High-rise residential buildings must be maintained by multiple
trade personnel. Most repair services are charging an hourly
rate. Time on the job is costly and should be accounted for. The
sign-in/sign-out log book record keeping used until now is inef-
ficient and outdated.

Here’s The Solution!
LaborTracker™ is the answer to total control of job time costs.
Each contractor is issued a personal identification number or
“PIN”. This PIN is entered into a key pad upon arrival at the job
site. Upon departure the service person enters the PIN again.
The record is stored in buffer at the job site. Up to 350 records
can be stored at the site in buffer.

The manager, owner or agent can dial in via modem, extract the
event log daily, weekly or monthly uploaded to his/her computer.
The information depicted on the computer as example: Blue Claw
Roofing arrival 2/3/03, time-in 10:00 AM – time out 3:00 PM.

W I T H  O U R  E L E C T R O N I C  S I G N - I N  &  S I G N - O U T  S Y S T E M !

LaborTracker™ is a valuable tool to get an exact job time
documentation not controlled by on-site superintendent
or contractor.

Key pad location is usually placed outside the superintendents
work shop. Contractors are instructed that payment will only
be made when this procedure is followed. LaborTracker™ can
use existing phone lines and still receive/send telephone
calls. Wrong PIN entered will alert the user to try again.

LaborTracker™ comes complete with a 350 event activity log
(500 users), modem, lock box, vandal resistant stainless steel
key pad, windows based software and instruction manual.
Installation is available upon request.

Call Access Controls International toll free at
888-810-6060 for more information and pricing.
We have led the way in the industry for over 40 years with high
tech solutions for this ever changing world.

Owners Demand Accurate Job Times 


