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GROWING THE NEXT GENERATION
by Renee Sacks, Ph.D.

Every successful business has a plan. But success is measured by the effectiveness of its
leaders to implement and translate that plan into profitable business operations. Recently,
I had the opportunity to speak with a select group of industry leaders who shared their
insights on how the next generation of builders will grow. Here are some of the skills great
leaders will need.
profitability. Phillip Ross, CPA, Partner and
Co-Chair of Anchin, Block & Anchin’s
Construction Services Group, notes that he
has witnessed a new generation of leaders
who are open to new ideas and constantly
identifying better ways to complete projects
and improve profitability. The investment in
technology may be great; the payoff is the key
to the future.

Risk Assessors
All entrepreneurs are risk takers. But
successful business owners and operators
know how to assess and calculate business
risk. From a practical and legal perspective,
risk can be managed through common sense
and controls. According to Michael De
Chiara, Founding Partner at Zetlin & De
Chiara, “Great leaders are risk takers, but the
best leaders are strategic risk assessors.” His
partner Michael Zetlin agrees, adding, “The
most successful businesses have implemented
risk assessment processes into their standard
business operations, and that is creating the
new business model.”
Business Planners
According to Louis C. Grassi, Managing
Partner and Founder of Grassi & Co., one
of the area’s leading accounting firms with
a large construction practice, “Much of
the wealth of this country is vested in the
millions of owners of family businesses.
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These businesses supply fifty percent of the
nation’s jobs. Only thirty percent of these
businesses survive the second generation
and ten percent survive the third. Succession
planning is a major challenge for business
owners and an increasing concern of the
construction industry.”
“The industry is demanding a construction
company that develops its new leadership
from a variety of internal and external
sources,” adds Geri Gregor, Partner of Grassi
& Co.’s Consulting Division. More bonding
companies and banks are also pressing for
continuity plans to protect their interest. A
company without a practical succession plan
faces a real concrete barrier to growth.
Technologists
Adoption of new technologies has never
been more important to the growth of
the construction industry. Construction
performance is becoming integrally tied to
technology to control costs and increase

Culture Creators, Bloggers, Tweeters
Creating both a professionally and personally
fulfilling corporate culture for employees
and management is yet another top agenda
item for today’s business leaders. New
project management principles such as
IPD, lean construction as well as many
Six Sigma business management strategies
are becoming staples in the construction
industry. Effective business leaders are
translating these approaches into humanistic
processes for developing collaboration,
increased communication and camaraderie
among their teams.
Corporate culture is also reinforced
through social media, both internally and
externally, throughout an organization. It is
further enhanced through social corporate
responsibility initiatives, which include
corporate-wide philanthropy efforts, teambuilding and companywide campaigns.
Creative Time Managers
There is no question that business owners
have limited time. The impact of the internet
has created a new schedule and a new
perspective on work. Twenty four/seven
has been replaced with a broader 360 degree
focus on the need for immediate responses,
especially in a more global environment. To
succeed today, leaders never sleep!
Fast-Paced Matchmakers
The process by which business leaders develop
their internal culture as well as their business
development activities must be aligned with
new trends and opportunities. Owners need
to be quintessential matchmakers between
what their companies offer and what the
market needs and wants. And, they need to
act quickly to capture new opportunities.
Smart business leaders understand the
importance of aligning their company’s
messages and offerings with dynamic market
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demands. Anchin’s Ross sees increased
bidding activities signaling an upturn in
the market as well as companies exploring
new lines of business [such as institutional,
governmental, or health care] or investigating
new geographic areas, both nationally
and globally. He also notes that effective
leaders have a wider perspective than many
of their predecessors on the relationship
between government and the private sector,
and are willing to explore new cooperative
relationships. Strategic alliances and joint
ventures are also creating new vehicles for
participating firms to form a synergy to
successfully bid, win and build projects that
they might not have performed as effectively
on their own.
Money Managers, with Degrees
Contracts without cash won’t fly in the
construction industry. “The new business
leader closely monitors the financial situation
of their company rather than relying on
information provided by others,” notes
Anchin’s Ross. This responsibility shift is
creating the demand for more financially
sophisticated owners. This trend is confirmed
as more second generation leaders have
business, financial and legal degrees as part
of their credentials.
Teachers
Training and professional development have
never been more important in a changing
corporate culture. The psychology of the
workplace is different today. The connection
between
experienced
professionals
blended with a new team of younger, more
technology-dependent professionals has set a
high demand for company training. Also, job
satisfaction is a critical determinant for both
recruitment and retention. Training is fastbecoming a standardizing tool for creating
new sustainable, corporate cultures.
Engaged Mentors and Advocates
“Companies would do well to encourage
their future leaders to participate in
industry associations, especially those
that are devoted to industry-wide issues,”
encourages Richard Anderson, President
of the New York Building Congress and
himself a demonstrated industry leader who
has grown one of the leading associations
in the buildings industry. “Participation
yields great perspectives and collaboration
about the challenges that confront the
industry as well as the opportunities
available to improve the profession and
the overall economy. Tomorrow’s leaders
also should be encouraged to mentor the
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generation of leaders that will follow them,”
emphasizes Anderson.
Diversity Advocates
Minority and women business owners as
well as diverse professionals rising through
the ranks have changed the face of the
construction industry. Business leaders need
to shape their company policies to create the
right equal opportunities in a traditionally
oriented, relationship-driven industry. To
do so, the possibilities for new growth
are unlimited.
Authentic Professionals
Core values of honesty and integrity continue
to play a key role in how companies are
communicating to their clients as well as
their employees. Transparency contributes to
the authenticity and credibility of a business
leader. So as Jack Welch, former head of
General Electric Company and recognized
business guru says, “Be Authentic.” Authentic
leaders are sustainable.
Building the Next Generation
Leader building is a complex activity. It’s
an ongoing process that requires constant
learning and re-learning, adaptation of old
beliefs and adoption of new ones and the
energy to continue the process.
National
Electrical
Contractors
Association’s New York City Chapter
Manager Edwin Lopez deconstructs
leadership simply and poignantly. “Leaders
have a vision, are critical thinkers and make
the difficult decisions. They influence people
and organizations to do things they didn’t
plan to do and also inspire people to be better
than they are,” explains Lopez. “Leaders
understand an organization - its needs,
challenges, aspirations and chart a course to
get there.”
Sounds simple. It’s not.
There’s a lot of new building going on in
the construction industry today. To be a next
generation leader, you need to build more
than buildings.

Renee Sacks, Ph.D., is President of
Sacks Communications, Inc., a 25-year-old
strategic business development and
integrated marketing agency. Sacks
produces industry publications and agendasetting special events.
www.sackscommunications.com

This issue captures the sense and
sensibilities of a few firms that are
setting themselves apart from their
colleagues in the ways in which they
are building their firms. There are
more. You may be among them.
Gilbane, one of the world’s leading,

privately held construction companies, has
set a family-centric tone focused on a firm
set of core values which fosters respect and
collaboration. This, combined with stateof-the art management tools, is preserving
this 138-year-old firm’s family values while
building its next generation of leadership
from fifth generation Gilbane’s as well as from
within its non-family management ranks.
The three partners at RCDolner have
grown their firm from an idea into an
institutionalized organization using a
practical management style of versatility,
personal commitment and leading by
example. The firm provides the services of
a large-scale construction organization,
but operates with the flexibility of a small,
tightly knit firm, providing their clients with
continuous care and attention.

Plaza Construction, one of the

country’s leading construction managers with
early roots born of a development parent,
has transformed itself from a New Yorkfocused firm into a national organization
with offices in four regions across the
country, armed with new technologies and
a professional team, retrained and refocused
for new market opportunities.

Component Assembly Systems
Inc., one of the country’s leading wall and

ceiling subcontractors, is at the forefront of
the industry as an advocate for the use of
information, design intent and means and
methods construction technology initiatives
that have revolutionized its operations and
brought value to its clients.
Under the leadership of second and third
generation, E-J Electric Installation
Co., one of the oldest electrical contractors
in the United States, has become a leader in
the electrical field and continues to respond
to new market opportunities with the latest
technology.
Professional service firms like JFK&M
Consulting Group, a recent 2007
addition to the market and one of the fastest
growing engineering and consulting groups
in New York, attributes its early success
to a blend of experienced talent and next
generation leadership with a strategic focus
on market opportunities.
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GILBANE BUILDING COMPANY

BUILDING MORE
THAN BUILDINGS

TM

Gilbane is fast becoming the country’s premier company of choice for top talent in the construction industry.
In July 2011, Forbes ranked Gilbane as one of 15 Best Family Businesses, sharing honors with such firms as
Bechtel, Mars and Perdue, among others. For the past three years, FORTUNE ranked the firm among its 100 Best
Companies to Work For, along with Mercedes Benz, American Express, S.C. Johnson and Goldman Sachs.
With accolades continuing to accrue, the firm is setting its bar high as it cultivates the next generation of builders.

Fourth generation Gilbane President, William J. Gilbane, Jr. (Right) with fifth generation Vice President William J. GIlbane III
N4
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With its roots in Providence, Rhode Island
in the late 1880s, Irish immigrant William
Gilbane formed a family business to ensure
that his Irish relatives would have work in the
United States. That concern for others and
the emphasis on family values have shaped
Gilbane’ s roots and still resonates powerfully
throughout the 2400 employee Gilbane
Building Company and its sister company,
Gilbane Development Company.
This year, Forbes ranked the company
one of the top 200 largest private firms with
over $4.4 billion in revenue. “But size is not
important,” says William (Bill) Gilbane III.
“What’s important is our culture and how we
work in our project teams, our communities
and with our clients. This is what makes us
unique.” Gilbane has set a new standard
for corporate culture that is family-centric,
collaborative and unique in a traditionally
top-down corporate environment.
Ranked as the fifth largest CM At-Risk
by ENR, Gilbane Building Company has
offices in 30 markets throughout the country
and serves every construction segment in
the public and private sectors. Sister firm,
Gilbane Development, provides turnkey
real estate development services. The
recent acquisition of Innovative Technical
Solutions, Inc. has provided the platform for
Gilbane to expand its federal portfolio and
capture an immediate international presence.
Combined with another Florida acquisition,
the company added 350 more employees
this year.
“Collaboration is one of our core
competencies,” says Gilbane. “There is no
one way of doing things at Gilbane. While
building great buildings is in the forefront
of everyone’s mind, building collaborative
teams built upon mutual respect for all the
stakeholders is of equal importance. That
paradigm shift is creating a win-win formula
at Gilbane that is transcending through the
company and building the Gilbane brand as
the company of choice at which to work.”
“Our people are encouraged to find
solutions when challenges arise,” says
Gilbane. “We have a flat organization
and a ‘One Company’ philosophy. This
approach makes all the difference to
our clients.”

unturned in our effort to identify and recruit
the best talent for our teams,” notes Gilbane.

The Gilbane Experience
Gilbane reports one of the lowest turnover
rates in its industry. “We really provide
lifelong opportunities for our employees,”
maintains Gilbane. “We don’t hire for jobs,
we hire for careers.”
While good talent is hard to find in the
construction industry, Gilbane has designed
an aggressive recruitment program to attract
new graduates from top schools across the
country as well as locally. “We leave no rock

Legacy and New Leadership
Gilbane is a family-centric company with the
active participation of several generations.
The fifth generation Gilbanes include
Daniel M. Gilbane, Vice President, Houston
Texas; Paul J. Choquette III, Vice President,
Washington, D.C.; Denise E. Leber, Vice
President and Senior Legal Counsel,
Providence, R.I.; Catherine ‘Kitty’ Gilbane,
Management Trainee, Providence, R.I.; and
William Gilbane III, Vice President, New
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Technology, Training and Touchstones
According to Gilbane, the company has
made a massive investment in a firm-wide
technology program: Project Pathways. It
provides an enterprise system that integrates
all aspects of office and field management.
“We have partnered with a software firm
to build an enterprise-wide system that
integrates all aspects of our day to day tasks
from project controls to accounting. This
fully integrated system will make us more
efficient and lean, but will also give realtime accurate information to our clients,”
explains Gilbane. “Flexibility is facilitated
through the open technology platforms that
encourage invention, efficiency and define
the Gilbane work style.”
Training is another important facet
of Gilbane’s corporate culture, and the
award-winning Gilbane University provides
customized professional development. The
firm is ranked among the top 125 companies
in Training Magazine, along with Intel, New
York Presbyterian, Continental Airlines, Bank
of America and other large corporations. “In
the construction industry, we are number
one,” adds Gilbane.
Client Feedback is another institutionalized
process at the company. “We send out
hundreds of client surveys every year, and
we receive about 700 to 800 back,” says
Gilbane. “We consider our clients’ feedback
so seriously, my Dad, William Gilbane, Jr.,
personally reads every survey response. It
keeps our Executive Management team
extremely well connected to our clients, and
allows for us to look at trends and tailor
our training to our clients’ needs as well as
identify new areas of innovation.”
Innovations such as CostAdvisor,
iBuild and Interdisciplinary Document
Coordination have all been created as a result
of client feedback. Executive management
is also extremely connected to the employees
at Gilbane. “My father writes almost daily
on his blog, and Tom, my uncle (ChairmanGilbane) and he frequently address the whole
company in our Company-Wide Brown Bag
Videos,” adds Gilbane.

York. These next generation Gilbanes are all
poised for leadership. This ensures that the
company will continue to be a family-owned
and operated organization.
After a successful completion of Gilbane’s
Management Training program and
completing such projects as the US Capital
Visitors Center, Kings County Hospital
Center and the Prudential Center Newark
Arena, Bill Gilbane, 34, moved into a senior
management capacity, overseeing growth
in the New York, New Jersey and Puerto
Rico Markets.
Succession planning and leadership
transition are active initiatives at Gilbane.
According to Gilbane, the firm is always
reviewing and reinventing its succession plan,
not only for the family members, but also for
non-family senior management. “It is our
vision and mission as a family to maintain our
current ownership structure,” he adds. “We
are financially sound and poised to grow. We
engage with clients whose core values align
with ours. This allows us to have a constant
stable of repeat clients as well maintain a
solid balance sheet.”
Gilbane’s core values and mission align
almost identically with the industry trends
of Integrated Project Delivery and Lean
Construction Principles. These core values
and a mutual respect within the industry have
allowed Gilbane to expand its professional
relationships in more creative ways than ever.
The company has focused a tremendous
amount of energy on aligning itself with
architects and engineers, and in the end, add
more value to their clients through a more
efficient, lean and collaborative process.
Judy Pullar, Senior Manager for Business
Development at Gilbane, says the company
has successfully integrated collaborative
principles into their project approach as
well as their professional relationships.
Globally, the company has set up new rules
of engagement that focus on alignment and
partnerships. “Gilbane is the most integrated
firm that I have worked for,” notes Pullar.
“Every project is a partnership with a
client, and all of our clients are part of our
family,” says Pullar. “When we win a project,
we know we are going to spend extensive
time working together with that client,
architect and engineer. Consequently, our
collaborative approach is respectful, practical
and authentic.”
Bill Gilbane sums it up more personally.
“I love where I work and so much of that is
credited to the people with whom I work. My
personal goal is to foster a work environment
that insures that everyone at Gilbane feels the
same way.”
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LEADING BY EXAMPLE
With almost a quarter century of building success, RCDolner sets the standard
for growth and new opportunities.

Trial By Fire
Having

strong

connections

in an industry doesn’t always
ensure profitability or instant
success. The three founding
partners of RCDolner, Roger
Chartouni, Anthony Dolce and
Stuart

Koshner,

understand

this concept all too well. They
began the firm in February
of 1987 with an impressive
network

of

contacts

and

relationships, drawn from their
common experience working
in the construction industry for
many years.

Work at that time didn’t fall from the sky,
and the RCDolner team needed to build a
robust brand and sound reputation. “It
was trial by fire for us in the beginning; we
seem to gravitate towards more challenging
projects, ones that others would shy away
from,” asserts Stuart Koshner.
With each project, they grew and their
reputation developed. From the beginning,
the firm stressed the importance of
accountability and accessibility and strived to
create a cooperative environment amongst
all of the project participants – the Owner,
the Architect, the Engineers, and the Trade
Contractors.
RCDolner is a niche construction
management and general contracting firm
with offices in New York and New Jersey.
Its core competencies lie in renovation and
new construction of healthcare, nursing
and assisted living facilities, educational
institutions, high-rise residential buildings,
boutique condominium complexes in
landmark structures, hotels with multistar ratings, multi-tenant retail complexes,
commercial interiors and upgrades and
additions to internationally recognized
museums, universities, theaters and
performing arts centers. The firm also has
completed LEED® certified projects.
“We view ourselves as a niche firm. In
some regard we compete with the bigger
players, and we’re comfortable completing
projects of $250 million. But, if the client
asks us to come and move a door frame,
we’re there the next day doing it. We apply the
same care and attention to every project and
detail no matter the size,” confirms Stuart.
The RCDolner Brand: Passion &
Personal Commitment
With a shared history in diverse areas
of construction and development, the
partners provide a combined experience
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in the construction industry that stretches
over 100 years. Each project benefits from
this experience by their active engagement
– through direct communication with the
clients and design consultants and their dayto-day management.
“We pride ourselves on personal
commitment and participation. We’ve grown
to become an honest mid-size firm, but each
of my partners and I always remain involved
on each project. We participate in client
meetings and are always visible to our clients
and company. It’s important to us,” explains
Stuart.
In an industry of hard hats and
construction sites, true passion is hard
to come by. Wendy Koshner, the firm’s
Marketing Director and Stuart’s daughter,
began working at the company seven years
ago. The first project she worked on was on a
jobsite trailer at the Metropolitan Museum of
Art, working on shop drawings, submittals,
RFIs, contracts and different aspects of the
firm. Standard construction practice, but the
magic was in the bigger picture.
“My father has such a passion for the
industry. Initially, we would go on weekly
walkthroughs of the jobsite, where I came to
understand something much larger than the
small details of our site visits. This gallery
that we were renovating would become this
high quality end product - which our efforts
would eventually translate into a significant
work of art. So his passion became mine,”
articulates Wendy.
Passion and personalization drive
the firm’s corporate culture and brand.
“RCDolner was conceived as a company that
strives to give personalized attention to our
clients and we do. Everything that touches
my desk is a new potential opportunity; I
give it a little kiss before it leaves the office
for some good luck. You never know!”
shares Wendy.
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Lincoln Center Promenade
Photo by: Iwan Baan

Wendy understands the importance of
reputation and brand perception. “I view
the company as a brand. In terms of our
logo, we are known for the red and black.
People in the business see these colors and
instantly identify with our brand and valueproposition: ‘Early to Bed, Early to Rise,
Work like Hell and Advertise!’ in some regard
we are all walking advertisements for our
brand, for our company and for ourselves,”
explains Wendy.
The firm’s professionals have successfully
managed projects in occupied buildings with
minimal swing space, congested site logistics,
regular involvement of city agencies such as
the Department of Buildings and New York
City Transit Authority and multi-phasing
requirements as a result of operational
concerns.
Stuart Koshner has helped to strategically
grow the firm’s network and clients with a
focused approach. “We constantly draw
on our experiences to innovate and refine
methods for bringing a project to successful
completion. The value of our services is
reflected in the loyalty of our clients. We
have many repeat clients, since they know
they can count on our professionalism and
effectiveness.”
RCDolner understands the intricacies
of the industry. Stuart explains that,
“Our business is a service business, it’s
all about communication. No two clients
are exactly alike. But, it’s finding a way.
And that’s what we’re about - finding a
way. When you have challenging projects,
whether it’s scheduling or logistical issues,
you need to find a creative way to build.”
Strategic Growth
RCDolner provides the services of a largescale construction organization, but operates
with the flexibility of a small, tightly knit
firm. The company has intentionally not
July 25, 2011

grown too large and prefers its mid-size
presence. This enables the firm and the
partners to continuously have control over
their projects, leverage their competitive
advantage of quality and personalization as
well as to remain competitive in challenging
economic times.
“It’s a tough market. There used to be five
contractors bidding on a job, now there can
be 10 to 15,” Wendy continues, “Knowing
that there are that many more contractors
out there bidding, makes us really assess the
appropriateness of the job for our firm. We
pick and choose.”
RCDolner has been deliberate about
their growth. Their core competency lies in
the more difficult line of work. “We love a
challenge and the idea of new opportunities.
Of course, when presented with a new
request, we go after it - if it is the right fit for
the company. Our growth has to be strategic,”
asserts Wendy. The firm is exploring the use
of Joint-Ventures to enable them to enter
new geographical markets.
The Tone from the Top
The leadership of the firm sets the tone for
the entire company. “We like where we are
positioned at the moment. I know everyone
who works for us, my door is always open.
I like to stop at people’s desk and ask about
how they are doing and people aren’t bashful
about asking me,” explains Stuart.
All the RCDolner partners have an open
door policy and encourage questions and
communication. “Some employees learn by
sitting and watching, and there are others
that come knocking on my door and say,
‘Hey, you asked me to do something, I have
three or four ideas, which do you prefer?’”
explains Stuart. “I like to give my employees
some latitude; it helps to build their skill set.
Of course, it’s trial and error. This ties in
with our work in the ACE Mentor Program.”

MENTORING
THE NEXT GENERATION
“The
architecture,
engineering
and
construction world is a rather small world,
whether you’re a construction manager, a
subcontractor, design engineer or an architect.
The only way to grow is to get high school
students interested and college graduates
involved,” explains Stuart Koshner.
RCDolner sponsors Team 20 of the ACE Mentor
Program of Greater New York. “One of my
favorite things about the program is watching
the students starting to understand what we
are teaching them, as the wheels in their brains
start turning, the questions begin. That is
when we know we have their attention. These
students are there to learn from us, but most
importantly we learn from them. And that’s just
it - it is all about our students and the future
of our industry being led by those we mentor,”
says Wendy Koshner.
The team’s project for the 2009/2010 season
was to build a performing arts school in Miami
across from the Adrienne Arsht Center. The
students of Team 20 guided by their RCDolner
mentors Wendy Koshner, Joshua Kuskin and
James Barry reached out to officials in the
Miami-Dade County’s office and were invited to
fly out to Miami to present their project before
the Mayor and Recreation, Culture & Tourism
Committee of the Miami County Commission.
This introduced RCDolner to a new market
and new architects and engineers. “It was a
wonderful, rewarding experience that ACE
National was happy to support us on,” explains
Stuart.
Stuart Koshner is on the Board of Directors for
the ACE Mentors Program of Greater New York
and participates in meetings, planning and
fundraising activities.
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AN AWARD WINNING

TECHNOLOGY AGENDA

Skirball Center for the Performing Arts
New York University

An effective, accessible management style
breeds innovation and efficiency. Stuart learned
this prior to becoming a manager himself.
“When I was a young man working at Tishman
Reality, I had an opportunity to work with the
Senior Vice President on a one-to-one basis.
All throughout my career, I was able to knock
on my managers’ door and ask them questions,”
explains Stuart. “With that instilled in me, I
decided that I would provide my employees
with the same opportunity.”
Building Lieutenants
The firm’s succession model is a compelling,
multilevel approach that focuses on
sustainability, skill set development and trust.
Stuart explains, “It took many years before I
found my lieutenants – the professionals that
I felt comfortable with – allowing them to
manage the projects while guiding them from
the background.”

Greek & Roman Galleries
The Metropolitan Museum of Art
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“This is how you build a business; I had
to replace myself with them. And now I am
asking them to replace themselves with the
next generation of people they can trust and
that possess all the skills necessary to build
buildings. It’s great to promote from within,”
asserts Stuart. Summarizing his perspective,
Stuart explains that, “There’s no better feeling
for a manager to see someone grow and take on
more and more responsibility.”
Two of the firm’s partners have their children
working in the business. Anthony Dolce’s son,
Peter Dolce, and Stuart Koshner’s daughter
Wendy work for RCDolner. Neither of the
two were handed a golden ticket; both had to
work hard and learn their positions and the
firm’s operations prior to assuming their roles.
Peter began as an Assistant Project Manager,
then become an Estimator and is now a very
skilled Project Manager. Both generations work
together for a common goal.

RCDolner is deliberate about
their technology adoption
as well. They implement
BIM and other technological
innovations only when it is
relevant. “Tools can make projects easier
to build. But you have to be smart about
it and follow the same processes. Proper
sequencing and general common sense
cannot be ignored simply because we have
three-dimensional
modeling
software,”
explains Stuart.
RCDolner, along with their team members,
Theometrics and Polo Electric, received the
Celebration of Engineering and Technology
Innovation Award at FIATECH 2010 for the
David H. Koch Theater Renovation. Anthony
Dolce said, “This was a winner application.
It was performed by a ‘top notch’ team. The
benefits to the project were huge.”
Virtual design and construction, building
information modeling (BIM) and Integrated
Project Delivery (IPD) technologies have
gained significant acceptance in recent
years. RCDolner as a company has taken
the technology one step further by creating
a hybrid solution to achieve results never
before attainable. Use of this new technology
allowed the seamless installation of the
electrical, mechanical, plumbing and
structural steel through the use of this BIM
based technology.

East River Plaza
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Plaza Construction Corporation
Executive Team (left to right)
Ste ve n Fishe r
- Chai r man and CE O
Richard Wood
- P resi dent
J am e s A badie
- Nor th E ast Regi onal Di re ct o r
Michae l Pae se
- CFO and Secretar y

Plaza Construction
Corporation Invests
for the Future
Our mi s s io n a t P L A Z A C O N S TR UCTION is
to s e r v e a s a l e a d e r in o u r ind ust r y, m a ke a
di f f er en ce in o u r c o m m u n i t y, a nd a b ove a ll,
pr o v i de o u r c l ie nt s w it h o u t st a nd ing se r vice
th r o ug h a c o l l e c t ive c o m mit m e nt t o our core
v al ue s .
OU R C O RE VA L U E S
I nt e g rit y : A t r a d it io n o f e thica l a nd hone st
bus i n es s c o nd u c t is t h e c o r ne rst one of our
bus i n es s p h il o s o p h y, a nd t he found a t ion of our
en ti r e o r g a n iz a t io n.
V i s io n : A u n iq u e , in t r in s ic q ua lit y of our
c ompan y, o u r vis io n p r o p els us t o e xce lle nce .
We c l e a r l y id e n t ify o u r c l i e nt s’ g oa ls
an d v i s u a l iz e inno va t ive solut ions, using
c ar e f ul p l a n n in g , fo r e s ig ht , a nd p roa ct ive
c omm un ic a t io n t o a c h ie ve unp a ra lle le d re sult s.
P e o p le : O u r p e o p l e f o r m the b a ckb one of our
s uc c e s s b y d e l ive r ing c u s t om e r solut ions a nd
bui l di n g l o ng - t e r m r e l a t io n ship s. The re fore , we
s tr i v e c o nt in u o u s l y t o a t t r a ct a nd re t a in t a le nt e d
pr o f e s s i o na l s w ho s h a r e o ur va lue s.
Sa fe t y: We f o c u s o n c o n s ist e nt ly up hold ing
th e h i g h e s t s t a nd a r d s o f s afe t y, e nsuring t ha t
al l w or ke r s a n d t he p u b l ic g o hom e e a ch a nd
ev e r y da y.
Qu a lit y: We p r o vid e o u t s t a nd ing se r vice
th r o ug h t e a m w o r k, e x p e r ie nce , a ccount a b ilit y
an d i n n o va t io n – a l l o f w h ich is re fle ct e d in t he
qual i ty o f o u r r e s u l t s .
I nn o v a t i o n : We c o n t inu a l ly se e k ne w, m ore
en te r pr i s in g w a y s , w he t he r t e chnolog y- or
pr o c es s - b a s e d , t o m e e t o u r cust om e rs’ ne e d s
an d ex c e e d t h e ir e x p e c t a t ions.
Co n t in u ou s Imp r o v em en t: We cult iva t e a n
en v i r o n m e n t t h a t s u p p o r t s a nd e ncoura g e s
on g oi n g l e a r ning , d e ve l o p m e nt a nd p e rsona l
gr ow th .
Op e ra t i o n a l E x c el l en c e: We p rovid e t he b e st
v al ue to o u r c u s t o m e r s b y cont inuously re fining
our pr o c e s s e s a nd c o s t s t r uct ure .
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“After a prolonged economic
downturn, the U.S. real estate
economy looks poised and
ready for a return. When
that moment happens, Plaza
Construction Corporation will
be ready to hit the ground
running,” said Plaza President
R i c h a r d Wo o d .
“When it became clear that our country
was going to experience a long and painful
economic recession, we took a long, hard look
at our business and instead of cutting back, we
made the decision to reinvest in our people and
our company,” said Wood, who has led the firm
as president for the past 13 years.
Rather than try to cut corners for shortterm, bottom line gain, Wood wanted to take
a deeper look at Plaza’s business operations
and its staff. What he saw was the perfect
opportunity to invest in his people, upgrade
technologies and reinvigorate the company,
all at a time when other companies – across
every industry – hunkered down to weather the
recession.
“While others downsized, we made a
calculated decision to take a risk and invest in
new office technology, provide our staff with
more professional education and open new
offices around the country,” said Wood. “It was
unheard of in the construction industry – no
one was spending money in this economy. But,
from our perspective, it was more important to
plan for the long-term health of our company
and our clients, than cut corners for any
possible short term gains.”
Alongside Plaza Construction Chairman
Steven Fisher, Wood and his executive team
outlined a strategy to streamline internal
bureaucracy, create greater efficiencies in data
managment, empower their management teams
and allow the company to grow organically in
new markets. That strategy paid off. In addition
to its longstanding and successful Miami office,
since 2009, Plaza has opened offices in

Washington, DC, Los Angeles, Newark, NJ,
and Houston, Texas and has started work on
several new projects in those markets.
In New York, Plaza will relocate to new
midtown offices – a move that Wood feels is
critical to helping bolster morale and set the
stage for continued growth.
“Our new, modern office space is a
reflection of our core values to build value
with vision and deliver world-class service to
each and every client – no matter the size or
scope of the project,” said Wood. Located at
1065 Avenue of the Americas in the heart of
midtown Manhattan, Plaza’s new corporate
headquaters will be a stunning new flagship
office for the company. Similar to New York
City Mayor Michael Bloomberg’s innovations
at City Hall, Plaza will also eliminate most
of its offices and relocate staff into an open
floor plan model, allowing for more real-time
communication and collaboration across
divisions.
“We’re a better team when we can all
communicate easily, instantly and openly
with each other,” said Wood. “Our people
benefit from learning from one another and
our clients benefit from a more seamless
project team. We’re breaking down any silos
that existed in our old space, which will make
us more flexible and nimble as a company.
That’s a win-win for everyone.”
The company has also recently upgraded
and redesigned its website and logo. But even
with all of these changes, Wood says Plaza
continues to celebrate its roots as a Fisher
Brothers company.
“Plaza has evolved tremendously over the
past 25 years, but we’ve remained true to our
core values and mission vision,” said Wood.
“Our roots as an owner-developer are what
set us apart in this industry. We’ll continue to
grow and innovate, but we’ll always be proud
of that heritage and continue to deliver the
best-in-class service to our clients.”
www.PlazaCon str uction .com
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COMPONENT ASSEMBLY SYSTEMS, INC.

BUILDING VALUE WITH
VISION AND BETTER
I N F O R M AT I O N T R A N S F O R M
A N AT I O N A L WA L L A N D
C E I L I N G S U B CO N T R AC TO R
H . L E W I S R A PA P O R T

ARTHUR S. DOERNER

A Legacy of Integrity and Innovation
Component Assembly Systems, Inc. (CAS) is one of the
premier carpentry, drywall and acoustical speciality
contractors in the United States. The firm operates
seven offices nationally that serve 10 states, including
California. Founded almost a half century ago by H.
Lewis Rapaport, Chairman & CEO, CAS began with a
three-person operation and today has grown to over
1000 employees with a $600 million bonding line from
Liberty Mutual.

“What many subcontractors don’t realize
is that they house and own important
data, and as a result, subcontractors are
key information resources,” says John
Rapaport. “Information and its correct
interpretation are keys to managing risk
and being a valued member of the
team’s information chain.”

Under Rapaport’s leadership and CAS President Arthur
S. Doerner’s strategic guidance, CAS’ services have
evolved beyond framing and drywall to incorporate
acoustic and speciality ceilings, millwork installation
and all other carpentry related activities as well as the
design and installation of exterior wall components.
Whatever the carpenter does on a project, CAS
performs the work.

The Value of Information
While many subcontractors have been
reluctant to adopt new technologies to
manage information, CAS has become
the leading subcontractor throughout
the construction industry to apply
data collection and management tools
to improve productivity and provide
greater value to its clients during all
phases of the construction process.
Over the past 15 years, CAS has
developed, tested and deployed a new
information management system that
has revolutionized the way in which
the firm works and how it more
efficiently serves their clients. CASim
(Component
Assembly
Systems
Information Manager) has significantly
increased company revenue, improved
productivity and efficiency, bolstered
team performance and institutionalized
the development and implementation
of best practices and standards. It serves
to competitively differentiate CAS in
its industry.
CAS’ investment in technology is
aligned with its core values of innovation
and focus on business strategy born
by its founder H. Lewis Rapaport
and its President, Arthur S. Doerner.
John Rapaport, Lew’s son, joined the
family business in the early 1990’s
with a law degree from the University
of Pennsylvania and experience as
an attorney. His observations about
how data could be managed more
effectively have supported CAS’ growth
into a national leadership position as a
significant, value-added subcontractor.

According to both men, “Reputation is key and a sharp
focus on productivity and performance has guided
CAS’s growth.” Rapaport and Doerner are passionate
about CAS and have implemented innovations in
means and methods throughout the firm’s history.
The Next Generation of Builders
Innovation and the value it brings to both the
company and its clients are at the core of CAS’ culture
and leadership style. Over the past 15 years, CAS has
advanced itself and its industry with the adoption
and integration of information technology and 3D
modeling tied to corporate data that have increased
the firm’s ability to add significant value to its clients.
The impact of new technologies is resounding
throughout the entire construction industry through
the efforts of next generation leadership stewarded by
John A. Rapaport, Lew’s son, who serves as the firm’s
Director of Operations and its General Counsel.
CAS is consistently viewed as a valued partner in the
construction chain. “Our company is constant in its
respect for personal integrity and innovative thinking
in every area of our operations,” says Lew Rapaport.
“That core philosophy is responsible for the company
we have become,” adds Doerner.
John Rapaport affirms the facilitative leadership style
that resonates throughout CAS. “My Dad and Art
empower people to provide ideas on how to work
better, faster and smarter. This has been the basis for
the accomplishments that CAS has achieved over
its history, and it has fueled the transformative work
the company is producing through technology and
data modeling.”
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“You Can’t Teach Experience”
“You can’t teach experience,” says
Rapaport. “But you can change how
you work in the office and field to make
each successive project the best business
experience it can be.”
“Success as a subcontractor is contingent on risk mitigation,” explains
Rapaport, who looks at construction with both practical and legal eyes.
“Correct information is a key risk
management tool that supports and
validates decisions on a timely basis,”
he says.
“What we have mastered at CAS is
taking the proven experience of the
firm’s Founder and CEO, the President,
the Executive Vice President of the
New York office John Marone, as well
as the other division heads, many of
whom have been in the business for
several decades, and matched them
with new technologies,” Rapaport
explains. “This effort has built trust
within the firm, in the field and with
our clients.”

The Backstory
Early on, John Rapaport recognized
that to successfully plan and execute
work without the benefit of good data
to support decision-making created
challenges that impacted performance
and profitability.
He and a team of in-house engineers
examined every process that occurred
on paper and charted an in-house
information system that would organize
and map data and track project progress
July 25, 2011

SPECIAL ADVERTISING SECTION

INNOVATION
and performance to identify challenges
and point to solutions or avert
problems. Rapaport determined that a
proprietary information management
system, combined with regular project
status meetings between the field and
office, would help the CAS team identify
problems on a project early on and take
appropriate action to ensure that project
goals were met.
To accomplish this, CAS in 1993
purchased job cost accounting software
from C/F Data Systems LLC that
would serve as a foundation for a
more elaborate system that was later
to become CASim. CAS was honored
with the coveted Gold Vision Award
from Constructech Magazine in 2006.
The Power of Dynamic Data
The biggest challenge to technology
adoption is its integration between
the office and the field. According to
Rapaport, “Major technology adoption
issues are behind us and CAS is building
the next generation of BIM tools tied
to data. We have created an electronic
community that has built a cost effective
and more productive company which
retains the best and brightest talent
in our profession. Our technology
and software have become ingrained
within CAS,” continues Rapaport, “and
now instantaneously we can provide
information and point to solutions that
produce costs and schedule savings.”
Rapaport illustrates his point with
an example: “For a large hotel project
in a new market, the project manager
showed during a status net meeting that
we had exceeded the framing budget
by three times on the first four floors.
Our project team and field personnel
reviewed the assigned labor and worked
with over 80 different framers to find
the best 20 going forward. Had we
not identified the problem in a timely
manner, we would have lost money on
that task and most likely on the project,”
says Rapaport.
The key to CAS’ business success
has been in part creating data pools to
identify project trends. “It has allowed
us to know when we are not on track
and identify solutions for improving
performance. Most importantly, our
field professionals now understand
how to review and apply the data to
better manage our projects. Static
and non-adjusted data is not reliable
July 25, 2011

information for the construction
process,” adds Rapaport. “In addition,
CAS’ technology programs have helped
us to successfully recruit graduates
from schools like Purdue University
and from other institutions who see us
as leaders in our industry.
Moving Ahead
Today, CAS is the core and shell
carpentry, drywall and ceiling contractor
on the new Freedom Tower (1
WTC) at Ground Zero for Tishman
Construction. Originally after the
tragedy at 9/11, the firm was hired to
clear the site by Lend Lease. Now a
decade later, CAS and many of the same
brave workers are proud to be involved
in Ground Zero rebuilding as well as
the 9/11 Memorial and the Transit Hub.
CAS recent projects in New York also
include the new Yankee Stadium as well
current work on the Barclays Center
in Brooklyn.
CAS’ technology resources are
driving its success on these projects and
many others throughout the country,
with two new large projects in San
Diego, California. It is also fostering
a new generation of project managers,
supervisors and journeymen who now
have added ‘information logistics’ to their
traditional tool belts.
John Rapaport has grown in his
advocacy for bringing subcontractors
in early to affect the design and
construction process. He also sees great
importance for the use of construction
data later for facility managers. “We
have a great deal of construction
intelligence that should not be lost when
the building is turned over to the owners
and managed virtually, which most
buildings will be soon,” says Rapaport.
Rapaport is involved with the creation
of industry technology standards. He
serves on the Board of Directors as well
as Chair of the Technology Committees
for the Subcontractors Trade Association
(STA) and the national Association of
the Wall & Ceiling Industries (AWCI).
He is also a member of NYU’s Schack
Real Estate Institute’s Construction
Management Advisory Committee.
Rapaport is a co-chair of NYC BIM and
an active member of the Building Smart
Alliance International (BSAI). In 2010,
CAS was ranked among the top 500
information management companies by
Information Week Magazine.
WWW.NEWYORK.CONSTRUCTION.COM/RESOURCES/SPECIALAD/
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E-J ELECTRIC INSTALLATION CO.

THREE GENERATIONS OF EXCELLENCE

From one generation to the next, core values, keen business strategy and technical excellence grow E-J Electric
Founded in 1899, E-J Electric
Installation Co. is the oldest, privately
held electrical contractor in the United
States. Jacques Mann joined the firm
in 1912 and later acquired it. Cutting
edge electrical installation solutions
and a responsive approach to market
trends defined Mann’s vision from
the onset.
In its early years, E-J became known for
its work in the theatrical and performing
arts. The firm rapidly expanded
during World War II, establishing
offices at shipyards throughout the
country, and emerging as the leading
shipbuilding electrical contractor in
the United States.
E-J’s early focus on business strategy
and innovative technical capabilities
has shaped the company’s 112-year
path. Jacques’ son J. Robert (Bob)
Mann, Jr., P.E., joined the firm after
graduating from Yale University in 1951,
with honors in Electrical Engineering
and a two year stint in the US Army
Signal Corps.
Under Chairman and CEO Bob Mann’s
leadership, the firm has grown into one
of the leading electrical contractors
in the country with a stellar history
of complex installations in multiple
market sectors and emerging markets.
Over the past three decades, the
company responded to the industry’s
varied needs and formed relevant
new divisions and expanded business
lines. In 2000, E-J Communication
Systems was formed to promote
practical solutions for advanced digital
business communications. E-J Energy
Services was formed in 2009 to provide
renewable and alternative energy
applications. E-J has also significantly
expanded its work in transportation
and healthcare.

N 12

ANTHONY E. MANN
New Markets, New Opportunities,
Next Generation
Anthony (Tony) E. Mann, Bob’s son, joined
the firm in 1986 and continues the tradition
of three generations of hands-on leadership
at E-J Electric Installation. A graduate of
Tufts University with a Bachelor of Science
degree in Electrical Engineering and an
MBA from the Kellogg Business School at
Northwestern University, Tony serves as
President of E-J Electric Installation Co.
He is continuing the leadership legacy set
by his father and grandfather with a new eye
on converting market trends into profitable
opportunities. Under his leadership, over $1
billion in electrical construction projects have
been completed.

“Our strength comes from
our dedicated employees and
technical abilities.”
“Business has been good to us,” admits
Tony Mann, who at 48 is guiding the growth
of his family-owned firm into new markets.
“But we work very hard for our success.”
More than hard work, Mann underscores
the importance of strategy in his daily
activities, which begin each morning at dawn
as he heads into the Long Island City based
firm of over 650 employees. “Our strength
comes from our dedicated employees and
technical abilities,” explains Mann.
Sharp Market Focus:
Power, Energy, Transportation
Power has become a primary focus for
the firm over the past several years. Power
generation, transmission, distribution and its
accompanying facilities have been a specialty
of E-J’s for many years. High voltage
installations, cogeneration, emergency and

J. ROBERT MANN JR.
demand load generation projects are typically
delivered through fast track and/or design
build programs.
“Our reputation as a leading power
generator contractor is driving our work
in this market,” says Mann. The firm has
completed three 500 MW Power Plants: one
for the New York Power Authority and two
for Astoria Energy. E-J has also completed
a Pratt & Whitney Twin Pack independent
peaking facility at Bayswater for Florida
Power & Light, a Cogeneration Project of
Keyspan for Montefiore Hospital and an
extensive Methane Recovery Plant in Staten
Island. More recent projects include Con
Edison Grasslands Substation, 7 World
Trade Center Substation, 345 KV oil filled
cable relocation project, NRG Gas Turbine
Transformer replacement, Astoria 345 GIS
Switchyard, among others.
In the energy arena, E-J has responded
with the formation of a new division, E-J
Energy Services, which is providing turnkey
supply-side energy solutions and energy
management services to reduce demand and
to provide cost savings for the firm’s clients.
“We see the energy market as an immediate
need sector, especially in light of recent
legislation and new incentive programs that
will drive owners to replace current energy
systems for more efficient ones.”
E-J Energy Services is responding with
both supply-side and demand-side services.
Combined heat and power solutions, solar
energy installations, commodity procurement,
waste heat generator solutions and fuel cell
applications are among E-J’s capabilities
on the supply-side. On the demand-side,
control systems are key, explains Mann. E-J’s
capabilities include installation of automated
demand control systems, intelligent demand
response programs, high energy efficient
lighting solutions and overall energy program
development.
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S E CO N D AV E N U E S U B WAY T U N N E L
Transportation has become another
important market for E-J. “We are completing
all facets of transportation work from station
modifications, signal work as well as work on
the new tunnels for the MTA, including the
Second Avenue Subway, East Side Access
and the #7 Line,” says Mann. In addition,
the firm has grown a strong roadway division
that is performing extensive street, highway
lighting and traffic signal maintenance
services throughout New York.
“Our portfolio is really expanding in the
high growth transportation sector,” explains
Mann. The firm is working on the Fulton
Street Transit Center, connectors at Two
World Trade Center and the new Brooklyn
Arena subway station.
Every Project is Important,
Regardless of Size
The E-J tradition has been built on serving
clients successfully, regardless of the size of a
project. “That approach has built our brand,”
says Mann. “We know that the $10,000 client
can quickly convert to a large assignment as
a result of the relationship we have built and
the service we provided.”
E-J’s capabilities include small projects
and emergency response services. “We
maintain 24/7 response teams; our vendor
relationships are strong, and they will open a
warehouse at night or on the weekends if the
need arises,” explains Mann.
Large scale electrical installation and
maintenance are also part of the E-J project
portfolio. E-J’s stadium and arena work
include Yankee Stadium, the US Tennis
Center, Citifield and Barclays arena for the
Brooklyn NETS.
The firm is credited with the largest
installation of a computerized airlines
reservation system that connected 150
individual locations using 12,000 miles
of communication circuits in 120 cities.
According to Mann, “Our airport work is
extensive and built on a strong and unique
history.” Expanding upon its expertise, E-J
recently completed the electrical installation
at the new JetBlue Terminal 5 project at JFK
International Airport. The firm’s airport
credits read like a travel log, including the
International Arrivals Terminal at JFK,
Americans Airlines Concourse C, Delta
Airlines, British Airways, Korean Air,
Lufthansa and Air France.
Healthcare / Mission Critical
Healthcare for many of New York’s major
hospitals, mission critical, and signature high
rise assignments such as 11 Times Square,
round out E-J’s project portfolio which also
includes retail and interior installations.
E-J is also unique in its proven record of
accomplishments with extensive work as a
‘completion contractor.’ “We are often called
in to complete large projects that others
July 25, 2011

cannot complete,” explains Mann. “We often
work with the bonding companies to provide
project management and engineering that is
required to complete a project successfully.”
Talent, Training and a New Focus
Mann attributes the success of the company
to E-J’s talent. With over 650 employees in
multiple locations across New York, Mann
credits his Managers. They oversee Project
Managers, Engineers and field force who are
all key to the company’s success. “Our assets
go home every night,” he says.
But attracting the right professionals is
still a challenge in the construction industry,
he admits. To facilitate professional growth,
E-J has set up mentoring programs which
assign junior professionals to senior ones.
The firm also has a rigorous training and
professional education program that includes
team building activities as well as online
training. “We spend a lot of time doing
ongoing continuing education – even those
that are trained in technology need to keep
up,” explains Mann. “Our corporate culture
is focused on people, ethical values, personal
and professional fulfillment.”
Mann cites the focus at universities on
electronics and not power as a challenge
in recruiting the right talent today. “Our
industry needs to make an educated shift to
training ‘power’ in colleges and universities if
we are to find the right people to meet market
needs. Talent supply is simply not aligned to
new demands,” he notes.
Technology is another important focus.
“Over the last several years, we have made a
large investment in technology and that has
been a key competitive differentiator, which
has lead to increased productivity,” says
Mann. The firm recently completed Yankee
Stadium as a 3D BIM coordinated project.
“Labor has also has been receptive to new
technologies,” adds Mann. “They want to
be the best.” E-J is a member of the New
York City Chapter of the National Electrical
Contractors Association and is an IBEW
contractor.
E-J Moving Forward
The company’s history has been grounded
in engineering. “As engineers, we always
plan, but we must always respond to change
and adaptation,” says Mann. E-J’s family
legacy has provided their senior team with
resourceful tools for navigating the future
growth of the firm. “The greatest lessons
I have learned is to listen to and appreciate
people,” confirms Mann. “Growing and
supporting our people will be the key to our
future and our success.”
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EXPERIENCE + VISION
A SUCCESS FORMUL A FOR BUSINESS BUILDING
Opening a new engineering firm, just at the start of a long recession, is no simple feat.
Enter JFK&M Consulting Group, a success story in the engineering profession in New York.

C I N DY F E I N B E R G , P. E . L E E D A P

E D F E I N B E R G , P. E .

“At JFK&M, we are giving the traditional father-son business model a run for its money,”
notes Ed Feinberg. “With my current position at the firm, I have really entered my second
career, and it’s nice to see the fruits of 40 years of experience emerge in a new generation
of talent through Cindy, Michael, Jonathan and our talented team of engineers.”
A second generation engineer, Cindy
Feinberg, along with her partners, Michael
Jacob, Edward Feinberg and Jonathan
Michaeli, are bringing an amalgam of new
ideas and proven engineering know-how to
their growing portfolio of assignments. In
a few short years, JFK&M has emerged as
one of the fastest growing engineering and
consulting firms in New York.
Since it opened its doors in 2007,
JFK&M has increased its staff to almost 40
professionals. “Our employees range from
seasoned to entry level engineers,” explains
Cindy Feinberg, “which has created synergy
that translates into an important competitive
differentiator for us.”
The JFK&M senior management team
brings together three partners, each with over
25 years of experience, and Cindy Feinberg,
with a solid 12 years of experience. “Add
a young, talented team, equipped with new
skill sets, and we are setting on a new path for
growth,” says the thirty-something Feinberg.
The Business of Business
Building a business is a new experience for
Cindy Feinberg, whose father Ed Feinberg
began his own business over 25 years ago.
“You always have to think ten steps ahead,”
says the younger Feinberg, “I was new to
the business side of engineering. Critical
management functions such as bringing
in new business, managing cash flow and
collections and motivating the right talent
N 14

have created a new ‘to-do’ list for me, but one
that I now thrive on.”
According to partner Michael Jacob,
decision
making,
another
essential
management role, is a refined art for most
business leaders. “We take the time to gather
the right information, and then we make
our decisions. Our partners bring a lot to
the table. We make decisions based on our
collective experience, blending traditional
MEP solutions and cutting edge approaches
and technologies to create a unique advantage
for our clients,” says Jacob.
Clients, Clients and Clients
Driving new business is key to the firm’s
success and that begins with a strong client
roster. The partners have developed and
focused on nurturing long-term client
relationships, which they believe are the heart
of their consistent growth. According to
partner Jonathan Michaeli, those relationships
have anchored the firm, especially as the
partners explored new markets including the
public sector.
The firm’s WBE certification with New
York State, New York City, the Port Authority
of New York & New Jersey (PANYNJ),
the Metropolitan Transportation Authority
(MTA), and the Women’s Business Enterprise
National Council (WBENC) has opened
a business market for them in the public
sector. Recently, Anchin selected JFK&M as
a Winner of its ‘2011 Building the Future’

M I C H A E L J ACO B
“As senior managers, we see leadership
from the top down. But our perspective
is enhanced by our own careers, which
began by working from the bottom
up. For me, JFK&M truly benefits
from the collective experience and
varied perspectives of all of our senior
partners. This is what differentiates us
from other engineering firms.”

J O N AT H A N M I C H A E L I ,
P. E ., L E E D A P
“The next generation of engineers at
JFK&M is learning from our historical
experience and sharing their new
insights to develop creative, inventive
solutions that are winning additional
business with clients, new and old.”
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award as the Fastest Growing MWBE in the
Engineering category.
JFK&M is making strong inroads into the
public sector with term contracts from the
Dormitory Authority of the State of New
York (DASNY), the New York City Office
of Management and Budget (OMB), the
New York City Department of Design and
Construction (DDC), and the NYC Parks
Department, all of which require sustainable
design and LEED certifications for new
construction and major renovation projects.

“The next generation of JFK&M
leaders is managing projects for
us now,” says Michaeli. “Our plan is
to grow from within, training and
attracting highly skilled and diverse
personnel and technical talent and,
of course, that includes women.”
Game Changing Technology
“Technology is a great game changer in our
industry,” explains partner Ed Feinberg.
“We have made extensive investments in
technology, but not all of our projects have
called for it. Currently, we have several
assignments that require specific technology,
and we are deploying it with great success.”
“Technology is key to our future,” adds
Cindy Feinberg. “The younger engineers have
a different skill set than even I had when I
came out of school.” According to Feinberg,
new talent is bringing a very different
approach to the table. “The traditional
practice of putting pen to paper is missing,”
she notes. “I learned on AutoCAD. That
two dimensional focus is absent as you learn
to draft in 3D. Through application, we will
see if it helps engineers in the long term.”
Collaboration Key to Leadership
Personal leadership style is evolutionary,
especially with four partners, admits
Jonathan Michaeli. “Each partner brings his
or her own style to projects and the overall
firm administration. We focus on working
collaboratively as a team. Joint leadership is a
process,” he explains. “Balancing our varied
multiple skill sets is our goal as we plan for
the future.”
Their strategy for growing the firm lies
within it. “The next generation of JFK&M
leaders is managing projects for us now,” says
Michaeli. “Our plan is to grow from within,
training and attracting highly skilled and
diverse personal and technical talent and, of
course, that includes women,” he confirms.
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SIGNATURE PROJECTS
AWARD-WINNING LEED PROJECTS
A strong leader in sustainable design, JFK&M is
a member of the United States Green Building
Council and a supporting member of Labs 21.
A significant number of the firm’s engineers are
LEED Accredited Professionals and the firm has
completed or is working on Silver, Gold and
Platinum LEED projects. The firm received an
‘Award for Excellence in Engineering Design’ last
year from the American Council of Engineering
Companies for a full-scale sustainably-designed
infrastructure upgrade of The Foundation
Building at Cooper Union.

CO O P E R U N I O N

NET-ZERO FEASIBILIT Y STUDIES
JFK&M is performing a feasibility study for the
GSA on constructing a Net Zero Energy Building
(NZEB) in the southern US. This is moving LEED
to the next logical step in sustainable design
and construction.
INFRASTRUCTURE UPGRADES
Other notable projects at the firm include: a
major MEP infrastructure upgrade for CUNY
Baruch; a comprehensive condition assessment
and renovations for NYU Polytechnic Institute;
a 300,000 sq. ft. corporate restack for Mizuho
Corporate Bank, Ltd.; property renovations for
The New York Foundling; an award winning
historic preservation project in The Morgan
Library and Museum McKim Building; extensive
building upgrades for CBRE Investments
and Property Management groups; and a
comprehensive campus infrastructure upgrade
for a major New York healthcare institution.
HEALTHCARE
JFK&M is active in the healthcare market with
a new Women’s Healthcare Services Pavilion
at Elmhurst Hospital Center and a significant
new construction project for a major New York
healthcare institution.
MISSION CRITICAL PROJECTS
JFK&M has also been involved in mission
critical projects for large financial institutions
in the tri-state area. The firm is currently
working on another 25,000 sq. ft. data center
project located in a Manhattan high-rise office
building. As part of the new design, JFK&M
prepared a phasing plan that allows them to
construct the project in stages. This included
the required asbestos abatement work for the
new data center while keeping the existing one
in operation. The design also included locating
three 2000KW generators on the roof of the
existing building.
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SPECIAL ADVERTISING SECTION

NEXT GENERATION

OF BUILDERS
Gilbane
www.gilbaneco.com
RCDolner, LLC
www.rcdolner.com
Plaza Construction Corporation
www.plazaconstruction.com

Component Assembly Systems
www.componentassembly.com
E-J Electric Installation Co.
www.ejelectric.com
JFK&M Consulting Group
www.jfkmcg.com

Supplement Editorial & Design:
Sacks Communications, Inc.
www.sackscom.com
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