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WHAT WOULD HAPPEN IF?
Armando D’Accordo
CMIT Solutions of South Nassau
2019 Who’s Who in Technology, Security and Cybersecurity

In light of recent world events, focusing on the
importance of securing our data, our client’s data,
and expanding our protection against cyber-hacking
is more important than ever. We must remain alert
and committed to guard our data from being
compromised at any level.
“81% of all breaches happen to small and medium
sized businesses, and 97% of those breaches could
have been prevented with today’s security technology.”
There are other events, other than cyber-hacking, that
can compromise your data. What would happen in the
event of fire, flood, or theft? Could you recover? Do you
have a proper business continuity (BC) plan? Do you
have a fully actionable Disaster Recovery (DC) plan?
All business owners should be asking themselves
these questions.

LAYERS OF DEFENSES: One anti-virus program is no
longer enough when it comes to endpoint security. Not
all threats attack in the same way, expanding your
security profile through a layering of defenses will
enhance your ability to protect, detect, and respond.

Best practice dictates that you have insurance, a BC
and a DR plan at the very least. An employee facing
document and employee training are also important,
but we will save those topics for another article. For
now, let’s focus on key items you should have to
protect your business.

DARK WEB RESEARCH: Knowing in real-time what
passwords and accounts have been posted on the Dark
Web helps you be proactive in preventing a data
breach. Take action to protect your business from
stolen credentials that are being sold online.

The list below represents a variety of measures that
can add multiple layers of protection to your system
boosting its defense against many types of cyberhacking. It all starts with an assessment… It’s important
to establish a baseline and close existing vulnerabilities.
When was your last assessment? Have you ever had
one? A good assessment would include some of the
following major points:

MULTI-FACTOR AUTHENTICATION: Utilize Multi-Factor
Authentication whenever and wherever you can. From
your network logins to your banking websites and even
social media, multi-factor authentication is a simple way
to secure your business.

EMAIL SECURITY: Secure your email through dual
factor authentication paired with a business class Spam
Filter. Most attacks originate in your email, in fact
Phishing is considered the leading cause of breaches.

SECURITY AWARENESS: Train your users often! Teach
them about data security, email attacks, and your
policies and procedures. We offer a web-based training
solution and “done for you” security policies.

PASSWORDS: The longer the password, the better.
Apply security policies on your network that ensure
user passwords are complex while also having the
ability to lock users machine after a period of inactivity.

SOC/SIEM/LOG MANAGEMENT: A live monitoring
service that reviews activity and saves security logs
from all covered devices. This helps protect against
advanced threats, and in many cases meet compliance
requirements.

ENDPOINT DETECTION & RESPONSE: Protect your data
from malware, viruses, and cyber-attacks. Today’s latest
technology protects against fileless and script-based
threats and can even rollback a ransomware attack.

FIREWALL: This is your first line of defense between the
continued on following page
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WHAT IS A REGISTERED APPRENTICESHIP
PROGRAM?
A Registered Apprenticeship Program (RAP) is a proven
model of apprenticeship that has been validated by the
U.S. Department of Labor or a State Apprenticeship Agency.

may start to first explore how apprenticeship is used
across industry and geography. If you're already
familiar with apprenticeship, you can begin to build,
partner, and register your program. Regardless of
where you are on the journey, we are here to help you!

RAPs enable and energize more employers to participate
and provide them access to larger talent pools that have
been trained for entry-level to management positions,
thereby meeting industry demands and reducing
unemployment rates across the country.

Apprenticeship Industries
There are a wide range of industries that are adopting
and adapting apprenticeship to meet their needs. Explore
our industry pages to learn about high-demand
occupations and discover industry specific resources.

How It Works
There are five core building blocks involved in creating
and operating a Registered Apprenticeship Program.
Depending on where you are in the program creation
process, you may choose to start at a different building
block. For example, if you're new to apprenticeship you

https://www.apprenticeship.gov/employers/registeredapprenticeship-program)
https://www.dol.gov/newsroom/releases/eta/eta202202
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WHAT WOULD HAPPEN IF?
professional ASAP. Do it yourself IT is getting very risky
and as things get more complicated, and the threats get
more sophisticated, you will benefit by the expertise of
a firm that is immersed in the IT business daily.

continued from previous page

internet and your internal network. The log files and
traffic from this devise should be sent to a managed
SIEM as described above. Having a business class
firewall on your network is the difference between
having locks on your front door or not.

CONSTRUCTIONBLUNDERS

WEB GATEWAY SECURITY: Internet security is a must
as some attacks occur simply by visiting fraudulent
websites. Web filters can block bad sites, or block
categories of sites that are not needed for business use.
MOBILE DEVICE SECURITY: Today’s cyber criminals
attempt to steal data or access your network by way of
your employees’ phones and tablets. They’re counting
on you to neglect this piece of the puzzle. Mobile
device security closes this gap.
ENCRYPTION: Whenever possible, the goal is to encrypt
files at rest, in motion (email), and especially on mobile
devices.
BACKUP: Backup local AND backup to the cloud. Have
an offline backup for each month of the year. Test your
backups often.
If you aren’t convinced your backups are working
properly, or you do not feel you have enough of the
above-mentioned items to secure your data, and the
data of your clients, we suggest that you engage an IT

I have more than 3 words for this!
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An Evening of
Golf & Innovation
— sponsored by —
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DATE: Thursday, June 16th
NEW YORK

SAVE
THE DATE
INAUGURAL
PRO AWARDS GALA

TIME: 6:00pm – 10:00pm
LOCATION:
Chateau La Mer
845 S Wellwood Avenue
Lindenhurst, NY
ATTIRE: Cocktail Attire
TICKETS: $125
Enjoy a grand feast, open premium
bar, PROTY awards and
entertainment at the industry
party of the year!

Make sure you and your team
keep your calendars clear for
June 16th.
The PRO Awards Gala promises
to be a night to remember!
We are looking forward to a huge
celebration at Chateau La Mer
in Lindenhurst!
Take this great opportunity to
build Team Spirit and network
with fellow PRO Members!

Featuring
comedian
Rich Walker

FOR MORE INFORMATION
Regina@prony.org
prony.org
(631) 673-6274
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DON’T GET HAMMERED: WAGE LIABILITY TO
YOUR SUBCONTRACTORS’ WORKERS Adam Browser, Esq.
You may not have realized it but being a contractor in
New York got harder on January 4, 2022. On that date,
Labor Law section 198-e went into effect. It imposes
liability upon a contractor for any wage claim that its
subcontractor or sub-subcontractor owes to one of
their employees. In other words, contractors can now
be jointly liable along with its subcontractor for an
unpaid wage claim. Prior to this, a contractor could
be liable to pay a
subcontractor’s wage
claims if it was
considered a “joint
employer”.

are substantial, and include pre-judgment interest,
recovery of attorneys’ fees and liquidated damages
equal to 100% of the unpaid wages or 300% if the
violation is willful.
General Business Law 756-f, enacted as part of the
new law, permits contractors to demand that their
subcontractors and sub-subcontractors provide certified
payroll records,
including the names
of all workers and
independent
contractors. Failure
to provide the
information is a basis
to withhold payment.
Besides obtaining
payroll information
from subcontractors,
the contractor should
require, and strictly
enforce, sign-in
sheets, daily and
weekly logs and
other real-time
timekeeping records.
Contractors should
retain the records for
at least three years after the completion of the project.
That is the statute of limitation under Labor Law section
198-e.

Fortunately, the new
law does not apply to
home remodelers. It
specifically excludes:
(a) home improvement
contracts between
a remodeler and an
owner; and (b)
construction contracts
for one or two family
dwellings, except
where the contractor
will be constructing
ten or more one or
two family dwellings at one site. The law also excludes
public works contracts.
Those remodelers that occasionally handle a commercial
construction project or a residential development of ten
or more houses need to be wary. The law will apply to
those projects. Due to the additional potential liability,
a contractor may choose to forego such a project. If it
chooses to proceed, it should consider the additional
risk when pricing the job, when selecting what
subcontractors it will use and whether to allow the
subcontractor to use a sub-subcontractor. Moreover,
it must pay close attention to payment requisitions and
obtain reliable payroll records from subcontractors,
documenting that the subcontract has timely paid its
workers the appropriate wages, including overtime when
required, and complying with other wage-related laws.

The new law may not affect you. However, it is a
reminder that New York continues to take steps to
protect workers and toward that end continues to
impose new requirements on employers. This is also a
reminder of the significant potential liability that may
accrue for wage claims and the need to vigilantly
manage your business to avoid those claims.

Wage claims are difficult and expensive to defend. A
successful defense requires unimpeachable payroll
records, which many contractors fail to maintain. The
penalties that can be assessed against a contractor

East Tower, 15th Floor, 1425 RXR Plaza
Uniondale, NY 11556-1425
516.663.6600
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Tailgate Talk with
Kerry O’Brien, PE
T.F. O’Brien

became content with the status
quo. I thought business was good
just the way it was. A friend then
told me that “If you are coasting,
you are going downhill”. I snapped
out of it and got to work on the
business again.
Looking back, what advice would
you give your future self about a
career in remodeling?
It’s a business. Learn the business
side of it. Know the numbers. Focus
on what type of company you want
to be.

How did you get started in your
career?
As a teenager I started as a helper
in my family business. I would go
out on service calls and installations
with experienced technicians. As I
gained skills and experience I was
able do jobs on my own. I studied
mechanical engineering in college.
After college I worked for a
mechanical engineering firm in
Manhattan. Six to seven years later
I rejoined the family business.
Do you have any formal training?
I took a HVAC courses in college.
I acquired my New York State
Professional Engineer License.
Witch required experience,
education and testing.
What are the top 3 skills every
remodeling industry professional
should have?
People skills. Business skills and a
passion for improvement.

What’s your criteria for a
successful project
On time, on budget, happy customer.
What technologies have had the
greatest impact on your business?
Computers, Tablets, Smart Phones.
They all help give us access to
information and knowing our
numbers. Knowledge is power.
What is the best advice you even
received and from whom?
My Father said that change is
inevitable and we must always be
able to adapt to it. He also said
“Believe in Better” (we can always
be better). Also, “What gets
measured gets managed” I
probably read in a business book
somewhere.

What is your biggest success, or
defining moment in your career?
Purchasing and moving into our
present building which set the stage
for future growth.

In your opinion, what is the biggest
challenge facing the remodeling
industry today?
We face multiple challenges. Hiring,
keeping, developing and training
people is the lifeblood of any
business. The inconsistency of
local government procedures,
requirements and regulations are
increasing and a challenge.

What is your biggest failure and
what did you learn from it?
At one point, many years ago, I

How many people are in your crew
and office?
We have about 40 People.
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How many jobs per year?
We do all types of work including
service calls and installations. We
can be in 30 to 60 different locations
on any given day.
Most innovative product used this
year and why?
There are new technologies in
heating that are game changers in
the industry. High efficiency heat
pumps are incredibly effective and
efficient.
What is the best aspect of being a
member of PRO New York?
Through PRO NY I get to meet local
people in similar businesses or
other businesses related to our
industry. These contacts, friends
and relationships have enriched me
both personally and in my business.

SOMETHING
TO SHARE?
PRO NY members may
submit articles and/or
photographs of interest.
Contact Regina Biondo
at
631-673-6274 or
rbiondo@prony.org
for more information

HOMEIMPROVEMENT
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UN-LINKED-IN: REMODELERS’ SUPPLY CHAIN
STRATEGIES John Caulfield, Contributing Editor
Supply-chain disruptions were showing signs of easing
in early 2022, according to remodelers and replacement
contractors interviewed in January. However, these
same pros are still experiencing shortages and pricing
volatility, which they fear could persist for some products
through the summer.

without any slowdown in business, the backlog had
fallen below $225 million.
Lynch adds that Power—which completed north of
70,000 installs in 2021—has been relying more on
technology to forecast its product needs. The company
has also increased the frequency of its communications
with suppliers “to get ahead of this.” While Power is still
seeing delays in deliveries for some products like window
parts, “all seven of the verticals we install are moving
in the right direction.” When asked hypothetically how
long it would take to complete a project for the
installation of 15 windows, Lynch answered about
six weeks.

Now, at least, remodelers say they are somewhat
better prepared to deal with these fluctuations, having
used this period of uncertainty to refine and improve
strategies for ordering products, filing permits sooner,
and communicating more frequently and candidly with
suppliers and homeowners.

Spotty Relief
Breaks in the supply chain seem to have touched every
building product at one point or another. “It might be
easier to talk about what hasn’t deviated from the
norm,” says Bill Millholland,
executive vice president with
Case Architects & Remodelers
in Bethesda, Md.

'Inexplicable' Scarcities
One challenge for remodelers has been the randomness
of supply-chain interruptions. Shortages of bread-andbutter items like door and
cabinet hardware have been
“inexplicable,” and no less
impactful on installation,
says Millholland. “You might
have to send someone out
for an extra day to install 40
cabinet pulls, which may not
seem like much but can be
incredibly disruptive to
scheduling.”

Case’s biggest issue right
now is with cabinetry, whose
delivery times have “
doubled, and sometimes
tripled,” says Millholland.
Over the course of the
supply-chain debacle, Case
has also waited 25 weeks or
more to receive appliances,
and 16 to 20 weeks for doors and windows, compared
to the normal four to eight weeks.

Doug Cornwell, COO of Alure
Home Improvements in
Commack, N.Y., notes that shortages of products like
cabinet hinges or aluminum screens for windows have
held up projects for months. Garret Kelly, vice president
of production for the Portland, Ore.-based design-build
firm Neil Kelly Company, saw the same thing happen
when window weatherstripping and exterior paint were
suddenly scarce for a while last year. “There’s nothing
you can do to prepare for that,” he says.

The supply chain remains “spotty” for the full-service
remodeler SilverLining, which according to its president
Josh Wiener has had to reinstall old appliances on
some completed projects because the new ones took
several months to arrive. Appliances are also among
the products—others include steel studs, lighting, and
plumbing fittings and fixtures—whose prices have risen
after contracts with customers were signed, which
Wiener says is his company’s biggest current pain point.

Pros Expand Their Supplier
Networks

Matrix Home Solutions installs basements and baths
for homeowners in Illinois and Michigan. Last year,
it made a “customer service” decision when it shut
down its garage-installation/renovation business—
which represented around 5% of Matrix’s pre-pandemic
sales—because of problems obtaining cabinets. Supply
problems still linger, especially for cabinets and
counters, says Matrix’s Vice President Brian Barrick.

On the brighter side, Power Home Remodeling Group
hasn’t been immune from supply-chain snags, but
“things are getting better,” insists Mick Lynch, senior
vice president of installations for this exterior home
remodeler that operates in 22 states and the District of
Columbia. Lynch points to Power’s backlog, which
stood at $275 million last November; by mid-January,

continued on following page
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UN-LINKED-IN: REMODELERS’ SUPPLY CHAIN STRATEGIES
continued from previous page

Case in point: on February 1, the U.S. Department of
Commerce announced plans to scale back tariffs on
Canadian softwood lumber to 11.64%, just two months
after the department raised tariffs for most Canadian
lumber producers to nearly 18%.

Matrix’s purchasing strategy has been to, in Barrick’s
words, “pick our battles,” by simplifying product
selections. For example, its marketing and discounts
now focus on cabinets from
suppliers that Matrix knows it
can get product.

Nevertheless, this latest chapter
in the global supply-chain saga
has taught remodelers and
contractors valuable lessons
about their companies, partners,
and customers.

Barrick says that Matrix has
had to go outside of its regular
supplier network in virtually
every product category it
installs to keep up with demand.
Concurrently, it has been “very
aggressive” in strengthening
its purchasing department
during the pandemic, which has grown to five people
from one, and has added a “high level” purchasing
director, says Barrick.

“Companies that have the best
practices and can forecast
challenges will benefit from all
of this,” says Matrix’s Barrick. Particularly on its
design-build projects, Matrix’s goal is to get prospects to
commit earlier within the preplanning stage of a project,
so it can accelerate planning and permitting.

Indeed, their hunting for products when shortages are
rampant has made remodelers more open to trying out new
suppliers. “We are a national company with a balanced
portfolio of vetted suppliers, but that vetting process has
been accelerated during the pandemic,” says Lynch.
Shortages have also forced remodelers to be creative in
their purchasing. “Vendors for dishwasher drawers were
all telling us ‘six months, six months’ for delivery. So we
tried ordering through Amazon, which was able to deliver
the product in three days,” says Millholland.

Neil Kelly Company—whose business rose by 120%
from 2020 through the start of 2022—now places
greater emphasis on “moving a project forward,” in
part by ordering materials earlier, even before contracts
are inked, says Kelly.
Case Architects & Remodelers—for which 2021 was one of
its best years in sales, profit, and projects completed—has
been leveraging its size to manage its supply line, says
Millholland. Now, it orders everything for a project at once,
and files for permits immediately. Case has centralized its
permit tracking, and has someone internally who keeps
tabs on and posts delivery lead time updates online.
“We’ve become more diligent about job costing and
estimated,” says Millholland, which is now conducted
biweekly, from monthly in the past.

Delays Undermine Cost Estimating
Wiener of SilverLine says that it’s usually no big deal
substituting one vendor’s product for another’s, but
such switching gets complicated when substitute
products cost more, especially after a project’s pricing
has been set contractually.
Neil Kelly Company prides itself on its fixed-price contracts.
But as product costs have risen, on average, by 10% to 15%
since last September, the company has had to rewrite
some contracts for projects with prolonged start delays to
account for post-contract inflation. “Transparency is the
key,” says Kelly. “Customers are smart, and it’s best to
have these discussions upfront.”

One of the ways Power Home Remodeling Group
manages to abide by its contracts with homeowners,
regardless of price gyrations, is by “looking inward to
make our business more efficient, so we don’t have to
pass along unexpected costs,” explains Lynch.
“Communication, which was always key, became essential”
during supply-chain disruptions, says Cornwell of Alure,
which has added back-office support for its sales team that
coordinates projects with customers.

Alure Home Improvements also has gone back to
customers “when the numbers got crazy,” says
Cornwell, but gives them the opportunity to back out
of contracts if the price gets too high.

Contributing editor John Caulfield writes about issues
affecting the new-construction, exterior-replacement,
and remodeling industries. He is a senior editor with
Professional Remodeler's sister publication Building
Design + Construction.

Reaching Out During Anxious Times
Supply-chain disruptions are always stressful (remember
$96 sheets of plywood?), and tend to be unpredictable.
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TURNING YOUR WEBSITE INTO A LEAD
GENERATING MACHINE

TURNING YOUR
WEBSITE INTO A LEAD
GENERATING MACHINE
Ferguson Showroom
9 Northern Boulevard
Greenvale, NY 11548

WHEN

WHERE

NEW YORK

Tuesday, April 12
6:00 pm
Includes food & beverages

REGISTER at the PRO New York website: www.prony.org
For more information, contact Regina at (631) 673-6274 or Regina@prony.org
$30 PP members /

$60 PP non-members and walk-ins

(Reservations not cancelled 24hrs in advance will be responsible for payment)

Mark Harari an accomplished speaker and writer who, well . . . speaks and
writes, he's also the Vice President of Remodelers Advantage, co-host of
the PowerTips Unscripted podcast, and best-selling author of Lobster on
a Cheese Plate: How to Stand Out, Attract the Best Clients, and Win Every
Sale That Comes Your Way.
Most impressive, however, is that his pioneering work in developing targeted
audience acquisition strategies has influenced industry best practices. (That’s
a fancy way of saying he’s a lead-generating machine and others are copying
his ideas.)
He’s a big believer that learning should be fun, failure is critical to success, and
when faced with the choice, you should always leave the gun and take
the cannoli.
PRESENTER: Mark Harari

APRIL PRO NIGHT
Presentation & Networking

Mark Harari's presentation tonight
was informative and engaging!
Ferguson is such an excellent host food, drink, attendee gifts, and such
warm hospitality - outstanding!
Thanks for a great night!
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