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COVERSTORY

By ADINA GENN

I f you hop on a flight from Long Island 
MacArthur Airport to South Florida, don’t 
be surprised to spot attorneys, elected and 
other business leaders from New York on 

the plane. They like the warm weather, sure, 
but the business climate there is part of the 
big draw.

Lew Meltzer – the chairman of the Mine-
ola-headquartered law firm, Meltzer, Lippe, 
Goldstein & Breitstone – estimates that as 
many as 15 percent of the firm’s clients have a 
base in New York and Florida.

On Monday, the 50-year-old firm opened 
an office in Boca Raton, with the already es-
tablished practices of two Florida-based trusts 
and estates attorneys and a paralegal. The 
firm also has a satellite office in Miami.

Trust and estates was the right practice area 
for the firm’s Florida launch, David Heymann, 
Meltzer Lippe’s managing partner, told LIBN.

“We saw a need,” he said, adding that South 
Florida is where many of the firm’s “clients 
are and the potential is.” And as time goes on, 
Heymann anticipates the office adding more 
practice areas. The new office is the firm’s 
third, having added a Park Avenue location in 
2020. 

For businesses with a New York presence, 
expansion into Florida, favored by many 
high-net worth individuals, makes good busi-
ness sense. In New York State’s recently signed 
budget, those earning more than $1 million a 
year and couples earning more than $2 mil-
lion a year will see increases to their personal 
income tax rate. 

The tax increases for top earners, experts 
say, will prompt an exodus, as wealthier New 
Yorkers will move themselves and their busi-
nesses to more tax-friendly states, including 
Florida. 

Yet Florida’s gain presents new challenges 
for Long Island. 

Kyle Strober, 
executive director 
of the Association 
for a Better Long 
Island, said Al-
bany’s actions 
are driven not by 
budget realities but 
political ideology.

“Based on the 
billions of dollars 
in federal aid being 
funneled into 
New York that has 
been championed 
by Sen. Schumer, 

it is unfathomable that Albany politicians 
have put into place a draconian tax structure 
that invites high-net-worth individuals and 
corporations to leave thereby shifting the 
burden onto the backs of Long Island’s middle 
class,” Strober recently told LIBN.

Long Islanders 
are increasingly 
turning to 
such states 
as Florida 
for favored 
business and 
tax climate 

SOUTHBOUND

Photos by Judy Walker

Kyle Strober
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Still, many New Yorkers have already 
claimed a presence in Florida. 

On the culinary side, for example, Ben’s 
Kosher Deli has a busy location in Boca Raton, 
satisfying the consumer palate for authentic 
knishes, hot pastrami and matzo ball soup.  

And in the healthcare space, both NYU 
Langone and Mayo Clinic have a footprint in 
Florida. That stake allows patients “to main-
tain their relationships,” said Bernie Rosof, a 
trustee of Huntington Hospital, who is a  Melt-
zer Lippe client. And thanks to technology, he 
said, the easy transfer of records streamlines 
the process for patients and practitioners.

That increasing New York presence in Flori-
da was something Meltzer Lippe recognized. 

“A number of clients with high-net worth are 
starting to migrate there,” Heymann said. The 
new office gives us “the ability to attain new 
clients. There is a huge connection between 
New York and southeast Florida. A lot of 
people go back and forth. This is a natural out-
growth of our practice areas,” he added about 
the new location.

But in establishing a presence in a new state, 
there are “a whole set of rules to escape New 
York,” requiring a “coordinated effort,” Meltzer 
said. That effort calls for expertise and trust, 
experts said.

“You need to have relationships, which are 
always built on trust over a period of years,” 
Rosof said. “It’s hard to reestablish with some-
one new.” 

In opening the Boca office, Meltzer Lippe 
brought in experts “with a foothold here,” 
Heymann said.

That includes Seth Kaplan, the managing 
partner of the office. Kaplan most recently 
served as a shareholder in the private wealth 
group at Gunster, a nearly 100-year-old Florida 
law firm. Also joining the firm is Jennifer 
Einersen from the Miami law firm Bilzin Sum-
berg, who focuses on high-net-worth individu-
als. And Patty Gonzalez, a seasoned trusts and 
estates paralegal, joins the firm from Proskau-
er, a law firm with offices across the globe. At 
the office’s launch were Heymann and Gary 
Meltzer, who chairs the firm’s real estate prac-
tice group, to ensure for a smooth opening.

Highgate, a real estate investment firm with 
an office in New York, already has a strong 
presence in Florida, with its primary focus 
in the hospitality sector, and a new corporate 
footprint there as well.  

The firm already works with Meltzer Lippe 
in Mineola, but Matt Gunlock, a principal at 
Highgate, said his team was “excited to learn 
that Meltzer Lippe is opening a physical out-
post in South Florida,” Gunlock said, adding 
that the move enables Highgate to access legal 
expertise in New York and Florida.

For some, the expanded presence is a path 
for the future.

 The new office “will be a springboard for 
the firm for the next 50 years,” Heymann said.

 David Winzelberg and Associated Press con-
tributed to this report. 

■ AGENN@LIBN.COM
David Heymman, Seth Kaplan and Gary Meltzer outside Meltzer Lippe’s new Boca Raton office.

‘THERE IS A HUGE CONNECTION 
BETWEEN NEW YORK AND 

SOUTHEAST FLORIDA.’
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When you need the strength 
of two great financial partners 
working together as one. 

WE’VE  
GOT YOUR 
BANK 

SM

BNB Bank and Dime Community Bank have merged  
to create New York’s premier bank for business.
With over 60 locations from Montauk to Manhattan and a dedicated, experienced team,  
the new Dime will make your banking easier and your business stronger. Visit dime.com.

DIME018_LIBN_FP4C_10x13.875_BigBusiness_B.indd   1DIME018_LIBN_FP4C_10x13.875_BigBusiness_B.indd   1 4/29/21   10:47 AM4/29/21   10:47 AM
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REALESTATE

By DAVID WINZELBERG

Columbia Care, a publicly traded canna-
bis company, has acquired a 34-acre culti-
vation site in Riverhead for $42.5 million.

Columbia Care, which participates in the 
state’s medical marijuana program and also 
operates a retail dispensary in Riverhead, 
bought the site on Sound Avenue from Van 
de Wetering Greenhouses. 

The deal includes a multi-year lease 
to operate about 740,000 square feet of 
greenhouse space, which the company 
plans to acquire with “200,000 square feet 
of incremental grow capacity,” according to 
a written statement.

Columbia Care plans to harvest its first 
crop of marijuana at the Riverhead facility 
before the end of the year, pending regula-
tory approval.

The Riverhead location offers supple-
mental cultivation and manufacturing 
capacity for Columbia Care’s existing 
Rochester facility that has served New 
York’s more than 120,000 medical cannabis 
patients since 2015, to meet the demand of 
a growing medical market. With the adop-
tion of the state’s legalization of adult-use 
cannabis, the medical marijuana program 
was also expanded to offer whole marijuana 
flower later this year.

Columbia Care will pay a total purchase 
price of $42.5 million which includes 
$15 million in cash and $27.5 million in 
Columbia Care stock. The initial payment 
of $30 million has already been made. The 
remaining $12.5 million in stock payment 
will follow in August 2021 upon comple-
tion of the second phase of the transaction.

Van de Wetering was represented by 
attorney Lyle Mahler and Chris Kent of 
Farrell Fritz in Uniondale and Columbia 
Care was represented by attorney Erica 
Rice of the Boston office of Foley Hoag in 
the deal.

“As a company whose roots are in New 
York, it has been incredibly important that 
we build a scalable, vertically-integrated 

operation in the state that not only delivers 
the very best quality and prices to our pa-
tients and partners today, but also ensures 
that we can continue to deliver on our mis-
sion to New Yorkers through future legal 
cannabis programs,” Nicholas Vita, CEO of 
Columbia Care, said in the statement. “This 

is a commitment to our patients, commu-
nities, regulators, elected officials and social 
equity partners that we are here for the 
long term and intend to be the leaders who 
define cannabis in New York State – made 
in New York, by New Yorkers for New 
Yorkers. We are eager to see New York’s 

regulated market emerge as one of the top 
global cannabis markets, with some market 
size estimates exceeding $5 billion by 2025 
and more than 75,000 jobs created by 2027. 
We intend to continue to invest in opportu-
nities that support this growth for all.”

Walter Gravagna, Van de Wetering 
Greenhouses owner and president, called 
the deal with Columbia Care “an incredible 
opportunity” for his company, employees, 
customers and the community.

“This transaction allows us to continue 
servicing our customers while transitioning 
production space over to cannabis as the 
market demand increases,” Gravagna said. 
“We are very excited to work with Colum-
bia Care who is already our neighbor in 
Riverhead where one of its four medical 
cannabis dispensaries is located.”

The Columbia Care property purchase, 
one of the largest ever in the cannabis 
industry, is the first marijuana-related real 
estate transaction on Long Island since the 
state legalized adult-use cannabis at the 
end of March. However, industry observers 
say there will be many more, as the state’s 
adult-use program advances.

The state’s legalization of adult-use 
cannabis is poised to increase Long Island’s 
economic output by $878 million annually, 
according to a recent report from the Long 
Island Association, which projects the legal 
cannabis industry will create more than 
7,300 jobs in Nassau and Suffolk counties, 
supporting $317 million in employee com-
pensation.

■ DWINZELBERG@LIBN.COM

Cannabis firm buys Riverhead 
cultivation site for $42.5M

Inked

59 The Circle, East Hampton
Meurice Garment Care, which of-
fers garment cleaning, tailoring and 
interior restoration services, leased a 
630-square-foot retail space at 59 The 
Circle in East Hampton. The tenant was 
self-represented, while Joshua Roth 
served as in-house representative for 
landlord Manhattan Skyline Manage-
ment in the lease transaction.

435 East Lake Drive, Montauk
Restaurateur Jeremy Morton, who 
owns Morty’s Oyster Stand in Ama-
gansett and Provisions Natural Foods 
Market & Cafe in Water Mill, purchased 
Rick’s Crabby Cowboy Café, including 
its marina and hotel at 435 East Lake 
Drive in Montauk for $14 million. Be-
sides the restaurant, the sale includes 
19 motel rooms, a three-bedroom 
house and 22 boat slips on the 4.69-
acre property, which also comes with 
nearly 6 acres of underwater land. Hal 

Zwick and Jeff Sztorc of Compass 
Commercial Real Estate represent-
ed the buyer, as well as the sellers, 
Rick Gibbs and Laurie Cancellieri, in 
the sales transaction.

2454 Main St., Bridgehampton
Organic by John Patrick, a clothing 
line focused on sustainable practices, 
leased a 228-square-foot retail space at 
2454 Main St. in Bridgehampton. The 
store is slated to open this month. Jo-
seph Aquino of JAACRES represented 

the tenant, while Joshua Roth served 
as in-house representative for landlord 
Manhattan Skyline Management in the 
lease transaction.

35 DaVinci Drive, Bohemia
Island Fire & Defense Systems leased 
9,900 square feet of industrial space at 
35 DaVinci Drive in Bohemia. Michael 
Zere of Zere Real Estate Services 
represented the tenant, as well as the 
landlord, Gemina Realty Corp., in the 
lease transaction.

Photos of Van de Wetering via Facebook

The Van de Wetering Greenhouses facility on Sound Avenue in Riverhead will soon be 
growing a different type of flower after the deal with Columbia Care.
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Priciest home sales: April 2021

Priciest home sales in Laurel Hollow (11771, 11791) 

The three highest-priced home sales in Laurel Hollow 
last month ranged from $1.52 million to $2.75 million. 

The priciest Laurel Hollow home sold in April was a 
5-bedroom, 5.5-bath waterfront colonial on 4.21 acres 
at 12 North Road (pictured) that sold for $2.75 million in 
cash. It was listed and sold by Debra Quinn Petkanas 
and Christina Porter of Daniel Gale Sotheby’s Interna-
tional Realty.  

A 6-bedroom, 5.5-bath contemporary on 2.03 acres 
at 25 Wildwood Drive fetched $1.64 million. It was listed 
by Jeena Chandihok of Laffey Real Estate and sold by 
Thomas Denton of Douglas Elliman Real Estate.

At 4 White Oak Tree Road, a 8-bedroom, 4.5-bath 
colonial on 2.12 acres went for $1.52 million. It was listed 
by Shalini Schetty of Berkshire Hathaway HomeServices 
Laffey International Realty and sold by Tamanna Jaggi of 
Douglas Elliman Real Estate.

Priciest home sales in Dix Hills (11746) 

The three highest-priced home sales in Dix Hills 
last month ranged from $1.7 million to $2.05 million. 

The priciest Dix Hills home sold in April was a 
7-bedroom, 5.5-bath colonial on 1 acre at 6 Enclave 
Court (pictured) that sold for $2.05 million. It was listed 
by Roberta Feuerstein and Robert Korber of Douglas 
Elliman Real Estate and sold by Kristen James Lim-
berg of Compass.  

A 6-bedroom, 5.5-bath colonial on .79 acres at 11 
Turnberry Court fetched $2.04 million. It was listed by 
Janice Chavkin of Signature Premier Properties and 
sold by Jacqueline Pollack of Coldwell Banker Realty.

At 22 Ona Ave., a 4-bedroom, 4.5-bath newly built 
colonial on .75 acres went for $1.7 million. It was listed 
by Tamara Stark of Berkshire Hathaway HomeSer-
vices Laffey International Realty and sold by Mahmu-
da Karabay of Charles Rutenberg Realty.

Priciest home sales in Jericho (11753) 

The three highest-priced home sales in Jericho last 
month ranged from $1.545 million to $2.275 million. 

The priciest Jericho home sold in April was a 
5-bedroom, 5.5-bath colonial on .25 acres at 39 Holi-
day Pond Road (pictured) that sold for $2.275 million. 
It was listed by Huailing Deng and Rui Zhang of Daniel 
Gale Sotheby’s International Realty and sold by Tim 
Lau and Ira Gross of Laffey Real Estate.  

A 5-bedroom, 4.5-bath newly built colonial on .22 
acres at 60 Moss Lane fetched $1.55 million. It was 
listed and sold by Linda Freedman of Douglas Elliman 
Real Estate.

At 18 Warren Lane, a 5-bedroom, 4.5-bath newly 
built colonial on .24 acres went for $1.545 million. It 
was listed by Sandeep Sikka of National Real Estate 
Agency and sold by Wenjing Feng and Hong Guo of 
Voro.

Priciest home sales in Lloyd Harbor (11743) 

The three highest-priced home sales in Lloyd Harbor 
last month ranged from $1.445 million to $2 million. 

The priciest Lloyd Harbor home sold in April was 
a 5-bedroom, 5.55-bath home on 2.06 acres at 10 Fox 
Meadow Lane (pictured) that sold for $2 million. It 
was listed by Shalini Schetty of Berkshire Hathaway 
HomeServices Laffey International Realty and sold by 
Michael Bruderman of House of Rebate.  

A 5-bedroom, 4.5-bath ranch on 3.16 acres at 121 Jen-
nings Road fetched $1.925 million. It was listed by Luisa 
Fazzalari and Lori Caggiano of Douglas Elliman Real 
Estate and sold by Katherine Giouvalakis of Berkshire 
Hathaway HomeServices Laffey International Realty.

At 8 Lloyd Point Drive, a 4-bedroom, 3-bath ranch 
on 2.02 acres went for $1.445 million. It was listed by 
Robert Thomas of Berkshire Hathaway HomeServices 
Laffey International Realty and sold by Peggy Moriarty 
of Daniel Gale Sotheby’s International Realty.

Source: OneKeyMLS.com

Priciest home sales in Garden City (11530) 

The three highest-priced home sales in Garden City 
last month ranged from $1.557 million to $2.05 million.

The priciest Garden City home sold in April was a 
5-bedroom, 3.55-bath colonial on .35 acres at 43 Hilton 
Ave. (pictured) that sold for $2.05 million. It was listed 
by Christine Cudahy of Daniel Gale Sotheby’s Interna-
tional Realty and sold by Laura Carroll of Compass.

A 5-bedroom, 4.5-bath contemporary on .44 acres 
at 7 Saint James St. N. fetched $1.999 million. It was 
listed and sold by Karen Guendjoian of Coach Real-
tors.

At 73 Washington Ave., a 4-bedroom, 3.5-bath 
Tudor on .45 acres went for $1.557 million. It was list-
ed by Jayne McGratty Armstrong of Coach Realtors 
and sold by a non-member of OneKey MLS.

Priciest home sales in Islip (11751) 

The three highest-priced home sales in Islip last 
month ranged from $615,000 to $865,000.

The priciest Islip home sold in April was a 4-bed-
room, 2.5-bath bank-owned waterfront colonial on 
.43 acres at 46 Marvin Lane (pictured) that sold for 
$865,000. It was listed by Todd Yovino of Island Ad-
vantage Realty and sold by his Island Advantage col-
league Sharlene Bleier.

A 5-bedroom, 2.5-bath hi-ranch on .38 acres at 38 
Union Place fetched $650,000 in cash. It was listed 
and sold by Tracy Sobel and Lisa Kennedy of Eric G. 
Ramsay Jr. Associates.

At 184 S. Bay Ave., a 3-bedroom, 2-bath Victorian 
on .23 acres went for $615,000. It was listed by Mara-
lyn Diggin of Douglas Elliman Real Estate and sold by 
Steven Brennan of Pinpoint Realty LI.

Find us on:LIBN.COM

REALESTATE

Social icon

Circle
Only use blue and/or white.

For more details check out our
Brand Guidelines.
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Meltzer Lippe opens  
Southeast Florida office 

Practice areas:

Bankruptcy

Commercial Litigation

Construction

Corporate/Business

Environmental

Labor & Employment

Private Wealth & Taxation  

Real Estate

Social Media, Software, Privacy

Tax

Tax Exempt Organizations

Trusts & Estates

Trust & Estate Litigation

Locations:

Long Island
190 Willis Avenue
Mineola, NY 11501

New York City 
460 Park Avenue
New York, NY 10022

Florida 
2500 N. Military Trail 
Boca Raton, FL 33431

Whether you reside in Florida or own a business there, 
you can expect the same high level of service and  
expertise that is synonymous with Meltzer Lippe.

Want more?  Demand better!  Talk to us.
516.747.0300

eltzer Lippe’s newest office location opens with an initial 

emphasis on expanding its nationally recognized Private 

Wealth and Trusts and Estates practices to Florida. Two of 

the region’s top Trusts and Estates practitioners have joined 

the firm and will be resident in the Boca Raton office.

■   Seth R. Kaplan, Esq.

■   Jennifer M. Einersen, Esq.

M
Boca Raton Office - Crystal Corporate Center

Meltzer, Lippe, Goldstein & Breitstone, LLP 
meltzerlippe.com
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HEALTHCARE

By ADINA GENN 

If there were only one message medical 
experts could convey to  Long Islanders over 
the age of 16, it’s this: Get vaccinated.

It’s the best way to protect against 
COVID-19.

And if you already are vaccinated, encour-
age your reluctant friends, family members 
and colleagues to get the information they 
need so that they can protect themselves, 
and those around them.

That was the message of Dr. Mark Jarrett, 
senior vice president and chief quality officer 
and deputy medical officer at Northwell 
Health, and Dr. Adhi Sharma, the chief med-
ical officer and executive vice president of 
clinical affairs at Mount Sinai South Nassau,

The two were guests of LIBN|Now, Long 
Island Business News’ weekly webshow, 
hosted on libn.com and Facebook.  Airing 
Thursdays, the show is hosted by Joe Dowd, 
editor and associate publisher of LIBN, and 
Ali Jabbour, associate publisher of LIBN.

The episode aired as there is now expand-
ed access to walk-in vaccinations in New 
York, and where, more than one in three are 
fully vaccinated, according to state officials. 
On Long Island, at press time, more than 
1,445,652 have been vaccinated, according to 
New York State.

The value is to “vaccinate everybody as a 
public health measure so that the virus in 
this case would not circulate in the commu-

nity, making it very unlikely that anybody” 
who  didn’t or couldn’t take the vaccine, say 
for health reasons, is still “protected because 
the virus just didn’t circulate,” Jarrett said.

Vaccines are available at pharmacies, 
hospitals, mass vaccination sites operated by 
New York State, local health departments, 
and other providers statewide. New Yorkers 
are urged to contact their provider of choice 
to schedule their vaccine appointment.

And while there are concerns about those 
who are not yet vaccinated, additional con-

cerns include variants that emerge, Jarrett 
said. And the fewer variants out there, the 
safer for all of us, he said.

But convincing people to get vaccinated 
against COVID-19 brings challenges, espe-
cially when compared to earlier vaccination 
rollouts, including polio.

“It’s very challenging,” Sharma said, “The 
internet is an open source for information” 
with “as much correct information as there is 
misinformation.”

“Practitioners must take time to sit with 

patients who are hesitant, and say why they 
need to take the vaccine,” Jarrett said.

The doctors said a public campaign, led by 
a person who is widely respected and with 
officials from both parties, would go a long 
way towards getting people onboard to get-
ting vaccinating so that everyone can more 
readily get out and about.

Employers should encourage their team 
members to get vaccinated, as when the 
population is vaccinated, “it leads to some 
normalcy,” Sharma said.

In the meantime, masks are still war-
ranted, even for those who are vaccinated, 
in order “to protect one another,” Sharma 
said. No vaccine is 100 percent effective, the 
doctors said.

And while some cast doubt on the John-
son & Johnson pause, Sharma said it was 
“a blip,” adding that it showed that there is 
transparency in the vaccine rollout.

Looking ahead, Sharma said booster 
vaccines may be necessary, especially as 
developing nations are lagging behind in 
their rollout.

Sharma urged everyone who is concerned 
about getting vaccinated to seek answers to 
their questions about the process from their 
medical practitioner.

And for everyone who is vaccinated, Jar-
rett said, “be an ambassador,” and encourage 
at least two people who are not yet vaccinat-
ed, to do so.

■ AGENN@LIBN.COM

In its 2021 hospital ranking, the U.S. 
Centers for Medicare & Medicaid Services, or 
CMS, granted Northwell Health’s Huntington 
Hospital and Catholic Health’s St. Francis – 
The Heart Center in Roslyn five-star ratings.

The annual CMS stars program serves as a 
healthcare guide to hospital quality, com-
prising more than 50 individual measures 
that include hospital mortality, avoidable 
re-admission, hospital infections and patient 
experience.

“We are incredibly proud of the nurses, 
physicians and so many other professionals 
who come together every day to provide 
excellent, safe and compassionate care to our 
patients and families,” Huntington Hospital 
Executive Director Dr. Nick Fitterman said in 
a news release.

“CMS is a measure for both the public to 
easily understand how health care is deliv-
ered and for hospital staff to identify areas of 
improvement,” he added.

Posted on the federal “Hospital Compare” 
website, the CMS hospital rankings serve as 

hospital report cards to help inform where to 
best receive medical care.

Huntington Hospital and St. Francis were 
among seven in New York to receive the five-
star rating.

Providing expert care demands “constant 
focus,” according to the news release from 
Huntington Hospital.

“We ask ourselves two questions every day,” 
Dr. Michael Grosso, the hospital’s medical 
director, said in a statement. “What is best for 
the patient, and how can we deliver better care 
tomorrow than we provide today? That is the 
Northwell culture and we live by it here.”

According to the news release from 
Northwell Health, the healthcare system said 
five of its other hospitals earned four stars 
from CMS. Those hospitals comprise Glen 
Cove, Lenox Hill in Manhattan, North Shore 
University Hospital in Manhasset, Peconic 
Bay Medical Center in Riverhead and Phelps 
in Westchester.

— ADINA GENN

Doctors to Long Islanders: 
Get vaccinated

Two Long Island hospitals earn CMS 5-star rating

AP photo by Yuki Iwamura

New Yorkers who are already vaccinated are encouraged to serve as ‘vaccine ambassa-
dors’ to those not yet vaccinated, to help stop COVID from ciruclating.  

Huntington Hospital is one of two hospitals on Long Island to have earned the CMS five-
star rating.
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IN MEMORIUM 
RICHARD REICHLER
July 29, 1934 - April 18, 2021

Meltzer, Lippe, Goldstein & Breitstone LLP is saddened by the passing of our friend and colleague 
Richard Reichler. Born on July 29, 1934, Richard attended Columbia Law School where he was a Harlan 
Fiske Stone Scholar.

Richard was counsel to the firm’s Private Wealth & Taxation practice group.

Richard was a giant in the tax field. He started at SD Leidesdorf which eventually became part of Ernst 
& Young where he was a senior tax partner in the New York office. He was the National Director of 
Executive Compensation Planning. He worked with clients involved in mergers and acquisitions, 
corporate and real estate transactions, workouts and tax structuring of real estate investment trusts, and 
executive and employee compensation planning. At the same time, Richard served as tax advisor to the 
Urban Development Corporation’s High Technology Council.

After mandatory retirement from Ernst & Young in 1992, Richard became tax counsel at LILCO. Richard 
was responsible for all tax planning including tax audits, executive and employee compensation and 
benefits, real property tax litigation and state and local tax matters. Most notably, he directed the tax 
planning to obtain tax-free status in the $12 billion LILCO, LIPA, Brooklyn Union Gas transaction, 
including obtaining of the critical IRS tax ruling needed to close the transaction.

After six years at LILCO, Dick joined Meltzer, Lippe in November, 1998 where he graced us and our 
clients with his tax genius until retirement in 2019. Widely published, his most recent publication was 
Bloomberg BNA Portfolio 1750, “State Taxation of Executive and Employee Compensation and 
Benefits.” He was also the author of “Leveraged Buyout Financing in Business Combinations and 
Restructuring,” “The Limited Partnership as an Investment Vehicle,” and contributions to Practical Tax 
Strategies.

Richard was a member of the Bloomberg Bureau of National Affairs Tax Management Advisory Board, 
the International Fiscal Association and the Tax Executives Institute, as well as the tax section of the New 
York State Bar Association where he has served on its Executive Committee.

Richard was an Adjunct Professor teaching Advanced Corporate Tax at the Hofstra University School of 
Law and courses in Taxation for the Baruch College Zicklin School of Business.

Richard was a gentle giant of a tax luminary.
 
He is survived by his wife Pat, daughters Gayle and Beth, his son Jonathan and his three grandchildren 
Danielle, Harrison and Shayah.

We will miss this mensch.
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Mount Sinai South Nassau trains 
ER to help patients on autism 
spectrum

To help patients on the autism spectrum, 
Mount Sinai South Nassau has partnered with 
RVC Blue Speaks, a Rockville Centre-based 
grassroots autism charity that raises funds for 
related genetic research, support programs, and 
community initiatives.

RVC Blue Speaks donated $15,000 to sup-
port  Mount Sinai South Nassau’s expansion of 
its Child Life Program, including its new acqui-
sition of the Vecta System Sensory Station. With 
this specialized equipment, medical teams can 
help patients with special needs feel more at ease 
when arriving in the emergency department. 

The hospital also hired additional Child 
Life staff, which was funded in part through a 
grant from RVC Blue Speaks, and established 
a mandatory training program to educate 
emergency department staff in tactics and tech-
niques to communicate with patients and build 
their understanding of the special needs of the 
patients and their families. This education is now 
incorporated into the hospital’s new-employee 
orientation.

Other components of the program include 
giving take-home, sensory-friendly packets to 
patients with ASD when they are treated in the 

ER or admitted to the hospital, and providing 
them with tablets for gaming, animated movies, 
and other entertainment. Documentation in the 
hospital’s electronic health record system alerts 
nurses and doctors about patients with autism 
spectrum disorder, or ASD.

“Our comprehensive program ensures that 
when the hospital receives a patient with ASD, 
either through the emergency department or as 
an inpatient, our clinical team will work closely 
with the patient’s family to compassionately 
address specific needs of the patient while ad-
ministering medical care,” Dr.  Adhi Sharma, the 
hospital’s chief medical officer and executive vice 
president of clinical and professional affairs.

According to Mount Sinai South Nassau, 
about one in 68 children in the United States has 
ASD. Studies have found that people with ASD 
are 52 times more likely than others to visit a 
doctor or therapist and four to eight times more 
likely to go to an emergency department.

Hospital clinical staff use the Vecta Sensory 
System to instantly turn any treatment area into 
a relaxing and empowering multi-sensory room 
that distracts patients with ASD or other special 
needs from the potentially unnerving sights, 
sounds, and activity experienced during a visit to 
the emergency department or upon admission 
to a patient care unit.

— ADINA GENN

Suffolk County Regional Off-Track Bet-
ting Corporation made a record-breaking 
quarterly transfer of $7.25 million to Suffolk 
County on Friday, after a busy three months at 
Jake’s 58 Hotel and Casino. 

The quarterly contribution was the highest 
ever and even exceeded its largest annual con-
tribution for any year since 1989, according to 
an OTB statement. 

County officials had budgeted a $15 million 
take from Suffolk OTB for all of 2021, which 
the organization is expected to surpass. 

Besides the record payment to the county, 
Suffolk OTB also contributed $28.4 mil-
lion to the state in the first quarter, which 
includes more than $21.3 million for public 
education and state aid to Long Island school 
districts. 

“This is a jackpot for Suffolk County 
taxpayers and a testament to the hard work of 
the talented women and men of this orga-
nization,” Suffolk OTB President and CEO 
Jim LaCarrubba said in the statement. “Our 
mission is to provide support for the public, 
which is why we are very pleased that we are 

optimistic that we will exceed the county’s 
budgeted estimate for 2021. As we advance 
our purchase of Jake’s 58, we know this is just 
the tip of the iceberg for what we will be able 
to do to support Suffolk County taxpayers.” 

Suffolk OTB was able to put up record 
numbers despite the strict capacity limits and 
operating hour restrictions the state imposed 
because of the pandemic. Gov. Andrew 
Cuomo recently announced that Jake’s 58 can 
expand access beginning on May 15 which 
will further increase revenue.

Suffolk OTB continues to lobby the state for 
an additional 1,000 video lottery termi-
nals, which would add an additional $12 mil-
lion per year in net proceeds to the county, af-
ter OTB closes on its $120 million buy-out of 
Delaware North. Suffolk OTB is currently in 
the process of acquiring the Jake’s 58 property 
in Islandia from Delaware North, as well as 
buying out the remaining 46 years of the firm’s 
management contract and hopes to complete 
the transaction in the next few months, ac-
cording to a Suffolk OTB spokesman.

— DAVID WINZELBERG

Suffolk OTB makes record 
Q1 payment to county 

FROMLIBN.COM

POWERING  
THROUGH

IN WYANDANCH
PSEG Long Island is proud to safely support local 

businesses like Sir Shave with our energy efficiency 

programs. LED lighting rebates are just one of 

the ways we are helping thousands of businesses 

save energy and money every year. Just as the

Wyandanch community counts on Sir Shave,

Long Island businesses can always rely on us.  

Together, we’re powering through.  

PSEGLINY.com/BUSINESS

Find ways to save $$$ for your business.

REBATE$
TIP$

PROGRAM$
SAVING$
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This past year was hard. Really hard.  
And even as we glimpse a brighter future 
ahead, our nurses continue the fight to  
protect, treat and lead New Yorkers  
to better health. 

Along with all frontline staff, our 18,500 
Northwell nurses continue to set an  
example as true healers. Thank you for  
carrying us all to a healthier tomorrow. 

Michael J. Dowling
President & Chief Executive Officer

Filename: Northwell_w500654k_COVID vaccine ad update_HP_Long Island Business News_ 10x6.854_PRINT.pdf
Size: 10x6.854, HP, 4C
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 ALL DAY. 
EVERY DAY. 
OUR 
NURSES  
RAISE 
HEALTH.

NATIONAL NURSES WEEK: MAY 6-12
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u CONSTRUCTION

We welcome announce-
ments for businesspeople 
who work in Nassau or Suf-
folk. Please include your title 
and the name and town of 
your company. Also, include 
the title, company name 
and town for your most 
recent position. Submit your 
Movers & Shakers releases 
to jdowd@libn.com or online 
at www.libn.com. You must 
send a photo to be consid-
ered for publication. The 
photos must be high-resolu-
tion, color JPEGs of at least 
200 dpi in size.

Augustine E. Tornatore
The Riverhead Central School 
District Board of Education 
announced April 27 that 
Augustine Tornatore will take 
the helm as the next superin-
tendent of schools, effective 
July 1.

Anthony Saoulidis
Anthony Saoulidis has been 
promoted to vice president 
general manager at Michael 
Anthony Contracting Corp. in 
Garden City. Previously he was 
executive project manager.

Morgan Weber
Morgan Weber was promoted 
to counsel at Barnes & Barnes, 
P.C.  A native of Charlotte, 
N.C., she previously practiced 
at Sichenzia Ross Ference LLP 
in Manhattan.

Leigh Schuckman
Leigh Schuckman has joined 
Zuma Payroll & Processing 
in Melville as its new chief 
growth officer. She previously 
served as director of business 
development at Sandler Train-
ing in Hauppauge. 

Michele Pincus
H2M architects + engineers 
announced that Commack 
resident Michele Pincus, will be 
joining the firm as a real estate 
market specialist. She has a 
background as an attorney with 
a focus in real estate law. 

u SUBMISSIONS

MOVERS&SHAKERS
u SPOTLIGHT

JASON GOLBIN, DO
CATHOLIC HEALTH

Catholic Health has named Jason M. 
Golbin, DO, its executive vice president 
and chief medical officer. 

He most recently served as the health 
care system’s senior vice president, chief 
quality and chief patient-experience 
officer.

In his new role, Golbin will oversee 
quality, safety, regulatory, risk manage-

ment and the experience of care across 
Catholic Health. He will continue to pur-
sue clinical excellence and optimize the 
patient experience.

Before joining Catholic Health, Dr. 
Golbin was in private practice on the 
South Shore as a pulmonary and critical 
care physician. 

In 2013, he joined the health system as 
vice president and chief medical officer 
at St. Catherine of Siena Hospital. Four 
years later he was promoted to senior 

vice president/system chief quality offi-
cer. In 2020, he was named system chief 
patient experience officer.

Dr. Golbin obtained his medical de-
gree from the New York Institute of Tech-
nology College of Osteopathic Medicine. 
He continued his training in internal med-
icine at Lenox Hill Hospital followed by 
a Fellowship in Pulmonary Disease and 
Critical Care Medicine at the Mayo Clinic 
College of Medicine. He also earned an 
MBA from Adelphi University.

CATHOLIC HEALTH NAMES NEW CHIEF MEDICAL OFFICER

u LAW u ENGINEERINGu FINANCEu EDUCATION
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OPINION
Transmission investments key to success of offshore wind

The nation leading wind energy targets es-
tablished in the 2019 Climate Leadership and 
Community Protection Act (CLCPA) have 
become significantly more attainable thanks 
to recent developments at the state and fed-
eral levels. 

President Joe Biden last month announced 
a plan to expand the use of offshore wind 
power along the East Coast, designating an 
area between Long Island and New Jersey 
– otherwise known as New York Bight – as 
a priority offshore wind zone. When devel-
opers respond, this designation, combined 
with $3 billion in guaranteed loans for wind 
projects, promises to drastically reduce car-
bon emissions and according to an American 
Wind Energy Association report has the po-
tential to create 83,000 jobs by 2030.

Another recent and significant develop-
ment in the offshore wind industry was the 
state Public Service Commission’s (PSC) 
unanimous vote to permit the South Fork 
Wind project, being developed by Orsted and 
Eversource, to connect to New York’s power 
grid. In a separate action, the PSC declared 
a public policy need and through the New 
York Independent System Operator (NYISO) 
kicked off a proceeding to find transmission 
solutions to bring the energy created by in-
vestments in the offshore wind industry onto 
the grid.

These are crucial steps necessary to bring 
New York’s first offshore wind farm online. 
When complete, it will generate enough clean 
energy to power more than 70,000 homes. 
These actions also underscore a fact too often 
overlooked in the renewables debate: With-
out adequate transmission investments and 
upgrades, the state’s climate change goals will 
be difficult to achieve. 

Currently, New York has more than two 
dozen wind farms accounting for about 2,000 
megawatts of utility-scale wind capacity. 

These facilities produce roughly 3 percent of 
the state’s overall energy generation. The bulk 
of that is produced in remote areas upstate. 
But as the NYISO has noted in its “Tale of 
Two Grids” illustration, these wind facilities 
are dependent on congested transmission 
lines that at times force them to operate at 
reduced capacity. That means not all of the 
wind energy capable of being produced actu-
ally reaches consumers. 

To understand future system needs, the 
NYISO modeled the CLCPA’s 70 by 30 sce-
nario and found that in multiple areas - par-
ticularly upstate - generation from future 
renewable energy projects could not be fully 
realized absent increased transmission capa-
bility. 

Fortunately, New York is investing billions 
of dollars to improve energy efficiency and 
transmission as part of its overall climate 
change plan. The PSC recently approved two 
transmission projects, with a total invest-
ment of $1.4 billion, to enable the integration 
of more renewable power into the grid and 
advance its flow to high-demand downstate 

markets. 
But these efforts can only do so much. It 

will take the successful realization of New 
York’s offshore wind plans to generate enough 
renewable energy to meet both downstate de-
mands and the CLCPA goals.  

The sense of urgency is real and the NYISO 
has urged the PSC to “move quickly” in sup-
porting a meshed transmission network to 
support offshore wind development, noting 
it would “maximize the use of limited avail-
able transmission cable routing options.” NY-
ISO planning experts believe a coordinated, 
meshed network – as opposed to one-off in-
terconnections - would also improve reliabili-
ty as multiple renewable sources come online. 

Elected officials, policymakers and devel-
opers are thinking outside the box in order 
to assure the CLCPA’s success. That approach 
must be broadened to include the transmis-
sion system –New York’s clean energy future 
depends on it. 

John R. Durso is president of the Long Island Federa-
tion of Labor, AFL-CIO

IDAs are more important now than ever
By NICHOLAS T. TERZULLI

Seemingly every week detractors decry the 
need for Long Island’s Industrial Develop-
ment Agencies (IDAs). Questioning whether 
the financial tax incentives IDAs provide to 
the business community and real estate de-
velopers is legal, proper, and necessary, these 
stakeholders need to understand the history 
of IDAs to realize their importance today. 
Indeed, the reason why the New York State 
Legislature created IDAs in 1969 is the same 
reason why they are necessary today. IDAs 
provide the first and often last line of defense 
against lower cost states stealing New York’s 
commercial tax base.

In the 1960s, lower cost states began ag-
gressively poaching New York’s industrial 
and manufacturing base. These states used 
a combination of lower taxes, less regula-
tion (sound familiar?) and the ability to issue 
tax-exempt bonds, which provided compa-
nies access to low-cost financing, to success-
fully relocate businesses from New York. The 
political and business class noticed and de-
manded action.

In response to this assault on New York’s 
tax base, New York Gov. Nelson Rockefeller 
signed into law The Industrial Development 
Agency Act of 1969 which gives local New 
York municipalities the ability to use certain 

financial assistance vehicles, tax incentives, 
and tax-exempt bonds to maintain and grow 
New York’s industrial, commercial, and man-
ufacturing sectors. The Act gave New York 
cities, counties, and towns the ability to cre-
ate local Industrial Development Agencies. 
Each IDA is an independent public benefit 
corporation established by a special and sep-
arate act of the New York State Legislature at 
the request of a sponsoring municipality, and 
each IDA is expected to act in the interest of 
that municipality.

Today there are 109 active IDAs through-
out New York and 8 on Long Island.   Their 
raison d’etre in 1969 and 2021 is the same: 
incentivize businesses to remain and grow in 
New York and attract new capital investment. 

IDAs retain industry, attract capital in-
vestment, and preserve and grow the com-
mercial tax base by providing tax incentives. 
These incentives provide businesses with the 
financial assistance needed to remain in New 
York. These incentives provide developers 
the ability to attract debt and equity partners 
to finance and develop their projects here in-
stead of locating their projects in more de-
velopment-friendly states. Ultimately, these 
incentives lead to an expansion of the com-
mercial tax base and creation and retention 
of jobs.

Two incentives are easily quantifiable. 

They include an exemption from Mortgage 
Recording Tax (“MRT”) and an exemp-
tion from Sales and Use Tax (“Sales Tax”). 
IDAs can exempt up to 75 basis points of 
the 1.05% of the MRT levied in Nassau and 
Suffolk counties in connection with a loan 
secured by a mortgage for an approved IDA 
project. IDAs also exempt the entire sales 
tax amount, which in Nassau and Suffolk 
counties is 8.625% on all qualified furniture, 
fixtures, and equipment associated with an 
approved IDA project. These two exemp-
tions alone add up to significant savings for a 
business or developer.

While these exemptions are important, the 
most critical exemption an IDA can provide, 
especially on Long Island, is an exemption 
from real property taxes. IDAs exempt real 
property taxes through a negotiated payment 
in lieu of taxes agreement. PILOT Agreements 
allow a business to pay a certain percentage 
less than the stated real property taxes on the 
property, typically range in length from 10 to 
35 years, and control the assessed value and 
tax rate affecting the property.  With Long Is-
land’s suffocatingly high property tax burden, 
PILOT Agreements are essential to ensure 
businesses remain and grow on Long Island 
and developers locate new projects here. PI-
LOT Agreements are often the sole reason for 
development on Long Island.

IDA can also issue tax-exempt bonds, sub-
ject to the limitations of the Internal Revenue 
Code of 1986, for qualified manufacturing 
facilities. The proceeds of these tax-exempt 
bonds can be used to fund all or substantially 
all the costs of a qualified project. Tax-ex-
empt bonds are exempt from federal, state, 
and local income taxes. 

Following the end of the Cold War, Long 
Island became a front line in the national 
economic development battle. Thankfully, 
the Long Island IDAs are extremely effective 
at incentivizing businesses to stay and new 
developments to begin. According to the 
state comptroller’s report on IDAs in 2020, 
the 8 Long Island IDAs lead New York in in-
centivizing projects and creating jobs. It said 
Long Island IDAs are responsible for assist-
ing 846 projects and creating 45,783 net new 
jobs – the most of any region in New York.

IDAs are doing today exactly what Gov. 
Rockefeller imagined over 50 years ago: pro-
viding incentives to retain our manufactur-
ing, industrial, and commercial sectors and 
inducing new development to increase our 
tax base.

Nicholas T. Terzulli, Esq. is managing partner of 
Standard Advisors Group, a leading tax incentive 
consulting firm, and general counsel of a private 
equity real estate firm.

John R. 
DURSO  

https://www.whitehouse.gov/briefing-room/statements-releases/2021/03/29/fact-sheet-biden-administration-jumpstarts-offshore-wind-energy-projects-to-create-jobs/
https://www.boem.gov/renewable-energy/state-activities/new-york-bight
https://www.easthamptonstar.com/government/2021318/state-approves-offshore-wind-farm-landing-plan
https://www.eia.gov/todayinenergy/detail.php?id=45996
https://www.eia.gov/todayinenergy/detail.php?id=45996
https://www.nyiso.com/-/nyiso-s-great-expectations-for-a-grid-in-transition
https://www.nyiso.com/-/nyiso-s-great-expectations-for-a-grid-in-transition
https://www.nyiso.com/documents/20142/2226108/2019-CARIS-Phase1-Report-Final.pdf/bcf0ab1a-eac2-0cc3-a2d6-6f374309e961
https://www.nyiso.com/documents/20142/2226108/2019-CARIS-Phase1-Report-Final.pdf/bcf0ab1a-eac2-0cc3-a2d6-6f374309e961
https://www.governor.ny.gov/news/governor-cuomo-announces-additional-2-billion-utility-energy-efficiency-and-building
https://www.nsenergybusiness.com/news/new-york-state-psc-transmission-projects/
file:////Users/caitlinbrookner/Downloads/n%2525OyOEjf*0tD(U8S
https://energycentral.com/c/iu/mesh-networks-short-introduction
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ECONOMICOUTLOOK: 

The COVID-19 pandemic put many 
businesses in a Catch-22: they may want to 
postpone equipment purchases to reduce 
expenditures and reserve cash, but at 
the same time, many need to upgrade to 
new equipment and technologies to stay 
efficient, productive, and competitive. 
Equipment financing may make it possible to 
get the best of both worlds and avoid large, 
upfront expenditures while providing your 
business with the equipment necessary to 
keep your operation running smoothly. 

According to the Equipment Leasing 
and Financing Association, “78% of US 
businesses across all industries rely on 
financing equipment purchases through 

loans, leases and lines of credit.” 

Equipment financing can cover a wide 
range of business equipment, including 
farming equipment, manufacturing 
machinery, restaurant ovens and ranges, 
construction equipment, medical 
equipment, and IT purchases such as 
software, servers and more. 

Now, when liquidity and access 
to capital may be limited and/or time 
consuming, financing equipment may be 
a preferred path for flexible terms and 
quick execution. Here are five of the key 
benefits: 

1. Stay ahead of the competition – The 
pandemic acted as a catalyst for 
innovation and advancements in 
technology, and many businesses had to 

accelerate their digital transformation 
efforts to stay in business. Organizations 
that don’t stay up to date with the latest 
innovations in their industries can lose 
their competitive edge and risk being 
left behind. With equipment financing, 
you can invest in your future without 
burning through the cash you need 
today. 

2. Be more resilient – Old, outdated, 
slow, or malfunctioning equipment can 
drastically reduce your efficiencies, 
productivity, and ultimately, revenue. 
By financing the equipment, you need 
quickly, your organization will be set up 
for success and better able to adapt to 
changing market conditions. 

3. Reduce your upfront investment – The 
recent crisis took everyone by surprise. 
Even if you budgeted for equipment 
leases or purchases, an unexpected 
decline in revenue or growth may make 
those expenditures seem unattainable. 
With an equipment loan, you can avoid 
upfront lump sum payments and instead 
pay small monthly payments while 
benefitting from the latest machinery 
and materials. 

4. Exercise leasing options – If you are 
concerned about making a long-term 
commitment during turbulent times, 
you may want to consider leasing your 

equipment as your mode of financing. 
You’ll still get the advantages of using 
new technology and can always opt to 
purchase the equipment at the end of 
your lease. 

5. No collateral needed – Finally, 
equipment financing doesn’t require any 
collateral, unlike conventional business 
loans. In fact, the equipment you are 
obtaining acts as its own collateral, 
making it easier for businesses of all 
sizes to procure a loan. 

Bottom line: If your business needs 
to keep expenditures low but still wants 
to stay on the cutting edge, equipment 
financing might be the answer.  Contact 
Valley to learn more about flexible terms, 
fast-turnaround and options available 
through Highland Capital Corporation®.  

Valley Bank in Long Island is here to help. 
We can provide your company with the 
financial services and advice you need to 
ensure that your business recovers today 
and thrives tomorrow. To learn more, contact 
Bart Kerner at (516) 465-2351, extension 7157 
or by email at bkerner@valley.com. © 2021 
Valley National Bank. Member FDIC. Equal 
Opportunity Lender. All Rights Reserved.

WHY THE TIME MIGHT BE RIGHT FOR EQUIPMENT FINANCING
BART KERNER
Commercial Loan Officer – Long Island 
Valley Bank

SPONSORED CONTENT

The summer tourism season is fast ap-
proaching.  This is an historically important 
component of Long Island’s economy. The 
strong vaccination rollout in the U.S. has led 
to rapid declines in coronavirus cases.  This, 
together with pent-up demand seems to sug-
gest Long island will enjoy a strong tourist 
season.

But there are some areas of concern.  One 
major challenge is the ability to hire sufficient 
workers in the leisure and hospitality sector. 
March leisure and hospitality jobs were down 
17.6 percent year-over-year on Long Island. 
Many of these jobs are relatively low paying 
and workers may be reluctant to return to 
these jobs if their unemployment benefits 
are higher or if they have found better paying 
jobs as the economy has reopened. 

And rising gas prices may affect summer 
travel as well. For the 2021 summer driving 
season (April–September), the U.S. Energy 
Information Administration forecasts U.S. 
regular gasoline retail prices will average 
$2.78 per gallon, up from an average of $2.07/
gal last summer.

Moreover, foreign tourism is a significant 
component of the summer tourist season on 
Long Island. Foreign visitors tend to spend 
disproportionately since they stay on average 
for 14 days.  But with rising coronavirus rates 
and limited vaccinations in many countries, 
foreign tourism may be quite limited.

Still, more than 60 percent of Long Is-
land tourists come from the Northeast.  And 
Americans may be more reluctant to travel 
to areas where the coronavirus is spiking and 

prefer to travel more locally.
A recent study by Squaremouth Analytics 

suggests that tourist behavior will strong-
ly lean toward domestic travel this year. In 
comparing thousands of travel insurance pol-
icies purchased by customers both pre- and 
post-pandemic to detect changes in consum-
er behavior, they found that an estimated 48 
percent of insured trips were being booked 
within the U.S. This is a substantial increase 
in comparison with last summer when just 19 

percent of travelers kept their vacations with-
in the country.

With declining unemployment, a growing 
economy and a thirst for travel, the summer 
tourism season looks to be strong on Long 
Island, so long as the coronavirus is held in 
check.

Rizzo is chief economist for the Long Island Asso-
ciation.

What the rise in domestic travel means for LI 

John 

RIZZO

Photo by Krivosheevv
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FOOD BUSINESS

Craft-beer boom spurs local hops farmers

By Jason Scott

jscott@cpbj.com

Pennsylvania leads the nation in craft-

beer production.

But while more beer is being brewed in 

places like Carlisle, Harrisburg and York, 

brewers here must rely on some key in-

gredients that often travel long distances.

One is hops, which are not widely 

grown in Pennsylvania, or on the East 

Coast in general.

In fact, most hops come from Washing-

ton, Oregon and Idaho, which account for 

the majority of the country’s hop produc-

tion. Washington alone has about 40,000 

acres of hops.

Two Cumberland County hop farmers 

are hoping to claim a piece of that market 

and inspire other Pennsylvania farmers to 

consider cultivating the crop for breweries 

in Pennsylvania.

“It’s a niche thing. Not too many peo-

ple do it,” said Michael Reifsnyder, who 

planted 3,400 hop plants on his 15-acre 

West Pennsboro Township property in 

2017. 

A big reason for the lack of new hop farm-

ers is difficulty in getting started and com-

peting with larger established operations. 

“These local houses are up against com-

panies that can reach a better economy 

of scale, plus have quality control proce-

dures and logistics plans that have been 

in place for decades,” said Brandalynn 

Armstrong, co-owner of Zeroday Brewing 

in Harrisburg. “It makes it harder for the 

small producer to compete.”

Hop growing requires a large trellis for 

the twining vines and an irrigation system. 

Farmers also need special equipment to 

harvest, process and package the hops. 

Hops, which take three years to reach 

full harvest, also are prone to pests and 

diseases and can be difficult to grow in 

certain soil types and climates. 

But Reifsnyder, who retired in 2011 

from the U.S. Navy after 22 years of service, 

took a chance on hops after experiment-

ing with grapes and asparagus on his 

Carlisle-area farm, dubbed GEMS Farm. 

He also saw success at nearby hop yard 

Sunny Brae Farms and thought his farm 

could provide complementary varieties of 

fresh local hops to small breweries.

He and his wife, Sharon, along with 

their two teenage daughters, maintain 

the hop yard, which is entering its second 

year of harvest. GEMS currently grows five 

varieties of hops on 3.25 acres, but the plan 

is to eventually grow to seven acres, plant 

a wider variety of hops and reach more 

breweries.

“Expansion is on our radar,” he said.

Local thirst

In preparation for hop harvest later 

this summer and early fall, th
e Reifsny-

ders recently purchased equipment that 

will allow them to pelletize dried hops 

— meaning to grind them into powder 

and press them into small pellets. Pellet-

ized hops have a longer shelf life
 and are 

what many brewers rely on throughout 

the year.

The farm’s hop yard could yield about 

5,000 or 6,000 pounds of hops this year.

GEMS expects to pelletize the majority 

of its hops this year after selling almost 

all of its harvest last fall to local breweries 

making wet-hopped beers — also known 

as fresh-hop beers that use hops fresh off 

the vine. 

Wet-hop batches of beer can use five 

to 10 times as many hops as pelletized 

batches.  

Local brewers say they are eager to buy 

more local ingredients, including hops, 

but purchasing decisions come down to 

quality, price and availability.

Jeff Musselman, head brewer at the 

Millworks in Harrisburg, said the local 

market has struggled to check all three 

buckets. Most local hop farms are growing 

on one or two acres and not pelletizing.

“The vast majority of local hops are 

brewed in late summer or early fall for 

wet-hop beers,” he said. “That has been 

the big limitation.”

The Millworks and other breweries said 

they would like to buy more local hops 

year round, especially pelletized hops, to 

support farmers. 

“I think brewers absolutely want to use 

it,” Musselman said, noting the differences 

in smell and taste between East and West 

Coast hops. 

But Musselman said he expects local 

hops would cost more than those from 

larger West Coast suppliers, given the 

lower hop volumes at local farms. Nev-

ertheless, he said he would still b
uy local 

hops for special PA Preferred brews, i.e., 

beers made with Pennsylvania-produced 

agricultural commodities, like hops or 

grain.  

Victor Shaffer and Andrew Lyons start-

ed growing an acre of hops outside of 

Mechanicsburg last year. Th
eir company, 

called Lion Bines Hop Farm, is expected to 

produce a partial harvest of hops this year 

and a full harvest next year. 

But the partners are investing now in 

processing equipment to pelletize their 

hops, with an eye on making extra money 

by pelletizing hops for other farmers.

“In the future, we would love to process 

for other farms so there is less of a cost 

barrier,” Shaffer said. 

Both Cumberland County hop farms 

acknowledged the hops business in Penn-

sylvania is not much more than a seedling. 

But through trial and error, they are opti-

mistic hop farms will begin to sprout. 

“I hope we see more hop growers,” Rei-

fsnyder said. <

Lancaster County is continuing to draw 

more people, with 2018 as the ninth consec-

utive year that the county saw increases in 

visitors, visitor spending and tourism jobs.

The nine-year uptick is the result of a 

diverse group of businesses and continued 

changes in the perception of the county, 

the county’s tourist information center, Dis-

cover Lancaster, wrote in a recent report.

Visitors to the county spent $2.24 billion in 

2018, up 4.6 percent from $2.14 billion in 2017. 

Of that total, $482 million of went to wages and 

salaries for the 16,968 people working in the 

Lancaster County tourism industry, accord-

ing to the report by Discover Lancaster, which 

is based in East Lampeter Township.

The number of visitors to the county also 

increased, rising from 8.64 million in 2017 

to 8.85 million people in 2018, an increase 

of 2.5 percent.

The report’s data was provided by Oxford, 

England-based Tourism Economics and 

based on hotel-tax collections reported by 

the county, average hotel-room rates and 

trends in visitor spending.

Lancaster County has had a long tradi-

tion of enticing tourists to its Pennsylvania 

Dutch dining, outlet shopping and family 

attractions like the Strasburg Railroad in 

Strasburg Township and Dutch Wonder-

land in East Lampeter Township.

Those attractions have continued to pull 

in tourists from across the globe but now 

share the market with new businesses and 

destinations.

They include popular restaurants and 

bars, revitalized downtowns in places like 

Lititz and Columbia, and outdoor activities 

like Refreshing Mountain Retreat in Clay 

Township, according to Joel Cliff, director 

of communications for Discover Lancaster.

“We have worked on broadening our 

brand for the last five or six years to expand 

people’s expectations of what Lancaster is 

all about,” Cliff said. “There are eight or 12 

reasons to come to Lancaster not just the 

three you already knew.”

The tourism increases also mirror the 

economic growth in the U.S. as a whole, ac-

cording to Cliff.

“Clearly the economy has continued to 

build itself back after the Great Recession,” 

Cliff said. “It was building steam in 2017 and 

certainly last year.” <

— Ioannis PashakisLancaster County tourism sees gain in visitors

Mike and Sharon Reifsnyder stand in the hop yard of their West Pennsboro Township 

farm. They began growing the crop in 2017 in a bid to make locally grown hops more 

available.     PHOTO/MARKELL DELOATCH
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OPINION

GUEST VIEWAt risk: A win for health care over big tobacco 

A lot has changed since 1998, the year 

that Pennsylvania and 45 states stood up 

to big tobacco and helped create the To-

bacco Settlement Fund, or TSF. We may 

have moved on from CD-

ROMs, dial-up internet 

and the Y2K-bug frenzy. 

But a few things have 

stood the test of time:  

Pokémon, “Toy Story” 

and Pennsylvania’s com-

mitment to keeping the 

core mission of the TSF 

dedicated to health care.

It took the 46-state co-

alition years of fighting with major tobacco 

companies in order to come to the 1998 

Master Settlement Agreement; the funds 

weren’t distributed in Pennsylvania until 

the Tobacco Settlement Act of 2001.

Throughout that process, The Hospital 

and Healthsystem Association of Pennsyl-

vania and the commonwealth’s hospitals 

played a big role in ensuring that money 

was preserved for health care — not to fill 

one-time budget holes or fund other proj-

ects. We worked with health educators, re-

searchers and provider groups to find the 

right balance for everyone.

Since Pennsylvania hospitals first began 

receiving this money, it has been used to:

• Help people quit using tobacco prod-

ucts
• Provide access to health care for ev-

eryone, regardless of their insurance or 

health status
• Fund research to cure diseases like 

cancer, and improve the health of all 

Pennsylvanians
• Support financially fragile rural hos-

pitals, which serve large proportions of 

vulnerable patients

• More recently, help hospitals address 

the opioid crisis
Specifically, during fiscal year 2017–

2018, Pennsylvania’s hospitals received 

$28.5 million through the TSF at the state 

level, which is then matched by the federal 

government to total approximately $60 

million. This money goes to cover the cost 

of caring for the uninsured and underin-

sured.
Pennsylvania also received more than 

$44 million for CURE grants during the 

fiscal year 2014–2015. The grants help 

universities, hospitals and research orga-

nizations partner to unlock solutions for 

cancer, ways to improve the quality and 

outcomes of health care, and how to ad-

dress community health issues.

This year, these hospital dollars and re-

search funds could be at risk.

Gov. Tom Wolf’s budget plan kept the 

TSF whole, but we are concerned that this 

year some lawmakers want to use tobacco 

dollars to pay state debt. You see, during 

the 2017–2018 state budget process, the 

General Assembly authorized borrowing 

against $1.5 billion in future TSF payments 

to balance the state’s budget. The bond 

payments now are due, to the tune of $115 

million during this budget.

Some of the reasons that TSF money 

went directly to hospitals to fund uncom-

pensated care is because they are under-

paid by the safety-net payer, Medicaid, 

which a recent analysis indicates reim-

burses at 81 cents on the dollar.

There are no hospitals or hospital staff 

that treat only the uninsured or patients 

insured by Medicaid, and Pennsylvania 

doesn’t have a public hospital system. As 

a result, the hospital community treats all 

patients, regardless of the type of insur-

ance they have — and serves as the safety 

net for the underinsured and uninsured. 

Even with the improvement in the insured 

rate through the Affordable Care Act and 

Medicaid expansion, we still have people 

who are uninsured and need help.

Our hospitals rely on these funds to 

make sure they can stay open and contin-

ue to treat everyone. The state has options 

to balance its budget — options that don’t 

jeopardize the already stressed financial 

situations of many of Pennsylvania’s hos-

pitals.
More than a third of Pennsylvania’s 

hospitals operated in the red last fiscal 

year. Among that group, more than three-

quarters have been operating in the red 

for the last three fiscal years. Now, more 

than ever, these hospitals are relying on 

the enduring promise that the TSF will be 

there to help them continue to stay open, 

remain financially stable and treat every 

patient who walks through their doors.

Trends may come and go, but the Penn-

sylvania hospital community’s mission 

remains focused on health care. We call on 

the legislature to make sure it remains the 

mission of the TSF, too. Don’t rob patient 

care to fill budget gaps.
•

Andy Carter is president and CEO of The 

Hospital and Healthsystem Association of 

Pennsylvania in Harrisburg.

AndyCarter

A strong wellness program can be a 

differentiator for recruitment, reduce the 

cost of health care benefits and help build 

a team atmosphere based around healthy 

choices. However, communicating the 

benefits and program elements of a well-

ness initiative can be hard to navigate. Hu-

man resources and cor-

porate leadership need to 

walk a fine line – avoiding 

sounding paternal, mor-

alistic or even too per-

sonal while empowering 

employees and spurring 

participation.
How a company com-

municates can make a big 

difference. It can boost 

enrollment in the wellness strategy and 

create more engagement among employ-

ees. Those who are engaged at work will go 

the extra mile and demonstrate increased 

productivity, which shows up in a compa-

ny’s profitability, turnover numbers, safety 

incidents and quality. 

Communication is key for an employee 

health and wellness program and for a 

business overall. Looking to a professional 

communicator for ideas and best practices 

will help streamline communications sur-

rounding such a program and lead to more 

engaged, healthier employees.

What can you do?

• See things from the employees’ per-

spective. How will the wellness program 

components benefit them? Why should 

they care? Does it affect their work life or 

home life? Zero in on key factors affecting 

employees and highlight the benefits of 

healthy choices. 

• Avoid communicating to staff as if 

they are marketing targets. Trust them 

and communicate with them as if they 

are “one of us,” instead of “one of them.” 

Use “we” and communicate from a team 

perspective, rather than a top-down 

standpoint. 
• Talk about the rewards – not only for 

their personal lives, but rewards of the 

program. What’s in it for them can be a 

powerful motivator to expand participa-

tion. That participation, in turn, can build 

a team atmosphere and lead to higher 

engagement. 
• Consider health and wellness ambas-

sadors. Peer-to-peer communication is 

powerful and partnering with passionate 

team members to communicate can re-

move the paternalistic factor. 

• Connect the dots for employees to the 

bigger corporate picture. Participation in 

wellness programs has the potential to de-

crease company health benefit costs over-

all, which in turn could make a difference 

in employees’ premium or out-of-pocket 

health care costs. 

• Remove jargon, whether health care 

or HR wording that might not be easily un-

derstood. Remember, when jargon is used, 

it may mean the employees are unlikely to 

understand the message. 

• Avoid populating emails or messages 

with large amounts of information. People 

digest details in small chunks, so consider 

an ongoing campaign to share bits and 

pieces of information, or a web page to 

view the full information when employees 

are interested and have time. 

• Have a sense of humor when commu-

nicating. Loosening up a formal approach 

can go a long way to creating engagement 

with the communication and getting on 

board with the program.

• Make it a two-way conversation. Ask 

employees what program components 

they’d like to see. Find out what might mo-

tivate them to participate. Ask for ideas on 

communicating the details to staff. 

• Use social channels to help spread 

the word. Whether its an internal social 

tool such as Slack or Yammer or a closed 

group on Facebook or LinkedIn, encour-

age employees to share pictures of their 

healthy choices and/or program partici-

pation. Build a little competition between 

company segments and offer content 

meant to engage the group – ask ques-

tions, post a quiz or host a ‘meet this goal’ 

challenge. 

• Bring creative ideas to the effort. 

Consider interesting program elements to 

up the ante of interest and participation. 

Think about bringing in a local chef to of-

fer a cooking class, having a local farm 

stand bring in their fresh produce regu-

larly or bring in a gardening expert to offer 

a hands-on workshop for growing veg-

etables or herbs. At GRIT, team members 

in the wellness program are walking miles 

(via a step tracker) to earn a free airplane 

ticket to anywhere in the world. The more 

creative and out-of-the-box the program, 

when paired with easy ways to participate, 

the more people will want to take part. 

• Stay diverse with your communica-

tions focus. If there is a large subset of 

staff who bike to work, that’s great, but if 

that’s all communications are about, the 

company risks losing support from other 

parts of the employee base. The same goes 

for any topic: if it’s strictly about one thing, 

the business might lose the interest of its 

whole audience. 

Internal communications centered around 

health and wellness can make or break pro-

gram participation. Get together with HR, 

leadership and a few employees to brain-

storm the best ways to get the message out.

•

Julie Lando is the owner and president of GRIT 

Marketing Group, a marketing and communica-

tions firm with offices in York and Lancaster. 

GUEST VIEWHealth and wellness communications can be engaging

JulieLando
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By Stacy Wescoe
BridgeTower Media

Stefanie Angstadt started making cheese 
as a hobby soon after graduating from col-
lege in 2008.

After a few years she knew it was some-
thing she wanted to do full time.

She opened Valley Milkhouse in a former 
dairy farm in Oley in 2014 and began to 
manufacture and sell her cheeses profes-
sionally.

Not a dairy farmer, herself, she partnered 
with other small Berks County dairies to buy 
fresh warm milk “straight from the udder.”

Her cheeses — mostly a mix of softer and 
aged styles — were a hit.

“We make everything by hand. It’s very 
good cheese so there is a demand,” Angstadt 
said.

In fact, demand often outpaced her sup-
ply. Nonetheless, she struggled with the lo-
gistics of getting the cheese she was making 
to the people who wanted it.

While around 80 percent of the cheese 
she makes is sold wholesale to markets and 
restaurants, profits were much higher on the 
20 percent of the product she was selling at 
her farm stand and the two farmers markets 
she attends, the Easton Farmers Market in 
downtown Easton and one in Philadelphia.

 “The question was, how do we reach 
these people who want to buy our cheese 
without standing there at a farmers market 
all day — sometimes in the rain — hoping 
the right people will come buy it?” she said.

Organizing principal
In 2016, as fate would have it, an old 

friend of Angstadt’s, Alex Jones, a prominent 
organizer of commu-
nity-supported agri-
culture programs in 
the Greater Philadel-
phia area, had just 
left a job with a CSA.

In a typical CSA, 
a group of farmers 
connect with a group 
of consumers who 
want to buy fresh, 
local produce. They 
sell shares of their fu-
ture crop to the con-
sumers, who then 
pick up weekly or 
monthly boxes of the 
farmers’ latest crops, 
sharing both the risk and the rewards of the 
farmers’ season and giving those farmers a 
more reliable source of income. 

“My job was to buy products from dozens 
of local farmers,” Jones said.

She was looking to take her CSA skills 
and use them in a new way.  She thought of 
Angstadt and another cheesemaker she had 
met in her old job: Sue Miller of Birchrun 

Hills Farm in Chester County.
Jones pitched the idea of using the CSA 

format to develop a new way of selling craft 
cheese to cheese fans. That led Jones, Ang-
stadt and Miller in 2016 to create the Collec-
tive Creamery CSA, based out of Angstadt’s 
Oley creamery, with Jones as the operations 
manager and Angstadt and Miller as the two 
primary cheese makers.

“We thought between the three of us, we 
could pool our resources and move beyond 
farmers markets,” Angstadt said.

According to Jones, the trio didn’t invent 
the idea of a cheese-based CSA. But, she 
said, “A cheese CSA is still pretty unique.”

Jones said it also makes sense.
“You can get subscriptions for anything 

today — dog products, beauty products —
why not cheese?” she said.

A profitable boost
The Collective Creamery is now heading 

into its third year. And while it is still just 
a small part of each of the cheesemakers’ 
business, it is an important one.

By eliminating the middleman, the chee-
semakers get more of the profit.

Angstadt said her profit margin is gener-
ally about 15 percent to 20 percent on the 
roughly $150,000 in gross sales she has in a 
year. That makes it a challenge to maintain 
a capital-intensive operation. Anywhere 
she can improve the profit margin is a boost.

Profits on the CSA vary from month to 
month, but she said they tend to average at 
the higher end of her overall profits.

The current CSA package from the Col-
lective Creamery ranges from $180 for a 
once-a-month pickup of two pounds and 
four varieties of cheese for four months 

to $280 for a twice-
monthly pickup 
of one-and-a-half 
pounds and three 
varieties of cheese 
for four months. 
CSA packages gen-
erally run from five 
to six months. The 
current package is 
shortened since the 
current CSA season 
has already begun.

Customers pick 
up their orders at 
participating loca-
tions. Most are busi-
nesses that focus on 

local craft foods and products like farm 
stands or craft brewers, which support “buy 
local” efforts.

Having a variety of pickup locations in 
the region helps the Collective’s members 
spread their cheese sales farther than they 
could on their own.

Subscriptions can be picked up in two 
Berks County locations — Hidden River 

Brewing Co. in Douglasville and Covered 
Bridge Farmstand in Oley — and at one 
location in the Lehigh Valley — Bonn Place 
Brewing Co. in Bethlehem. Other pickup 
locations are in the Chester County and 
Philadelphia areas.

By having a wider client base, the chee-
semakers also are able to offer more variety. 
Angstadt and Miller rotate between six 
varieties of cheese, including Angstadt’s 
Witchgrass, her version of a French Valen-
cay cheese, and Miller’s Clipper, an aged 
raw-milk cheese. They also reach out to 
other cheesemakers in other regions, hop-
ing to include their specialty craft cheeses 
in the CSA to give customers more options.

For example, Miller is currently work-
ing with a sheep farmer to blend sheep 
and cow milk together to make a creamy 
Camembert-style cheese.

Ultimately, their goal is to turn cheese 
lovers into die-hard cheese fans.

“We want to cultivate the cheese culture 
in this area like it is in Europe. We don’t want 
people to see cheese as a guilty pleasure, but 
as a food you eat every day,” Angstadt said. 
“This is a way to grow the cheese community.

“People don’t see fine cheese as a neces-
sity,” added Jones. “When they go to the gro-
cery store they feel they have to get produce 
and bread … we want them to think of fine 
cheese like that, not as a luxury.”

Miller sees the craft cheese industry 
growing in much the same way the craft beer 
industry has developed and grown, with 
those in the industry working cooperatively 
instead of competitively to boost the entire 
industry by sharing tips and efforts.

“It’s the whole ‘a rising tide raises all 
ships’ kind of thing,” she said. “We all benefit 
from a stronger cheese industry.”

Jones said the trio is focused on being a 
regional leader in the craft cheese industry. 
They aren’t planning any major expansion. 

But they are on the lookout for more pickup 
locations along their current route and for 
pockets of cheese lovers who may want to 
get in on their offerings.

“We have to be lean and use the resources 
we have,” Jones said.

One secondary benefit to the women’s 
local craft cheese making is the small boost 
it gives to the region’s dairy farmers, which 
Angstadt said are struggling with low prices 
on the commodities market.

She said there is a dairy crisis across the 
nation.

According to the National Family Farm 
Foundation, America has lost over half 
its dairy farmers in just the last 16 years, as 
wholesale dairy prices have dropped below 
1970 prices.

“Because of the quality I demand, I pay a 
premium for the milk,” she said.

Her sources include Spring Creek Farm in 
Wernersville, an organic dairy farm.

Greg Stricker, a partner in Spring Creek, 
said he pays special attention to the milk he 
produces for Angstadt.

“I always try to make the highest-quality 
milk, but we try to concentrate on making a 
milk that is higher in protein and butter fat 
to make her cheeses,” Stricker said.

Stricker said the extra money a cheese-
maker like Angstadt is willing to pay repre-
sents a needed boost for small farms like his.

“It’s a huge benefit to us when a local 
business like that uses our product,” he said. 
“It’s essential to find someone making a 
higher-end product to compete.” <

DAIRY GODMOTHERS

Specialty cheese biz taps into local dairies

From left, Sue Miller, Stefanie Angstadt and Alex Jones brought together their collective 
talents to form the Collective Creamery CSA in 2016. PHOTO/SUBMITTED

Honey-Bell is a brie-style cheese made by 
Stefanie Angstadt in her Oley creamery. 
PHOTO/SUBMITTED

“You can get subscriptions 
for anything today — dog 

products, beauty products 
— why not cheese?”

— Alex Jones, Collective Creamery CSA
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NEWSMAKERS
Promotions, appointments, hires

ACCOUNTING
Chambersburg-based Rotz and 

Stonesifer named 
Dennis Shindle 

senior manager. 
He provides tax, 

consulting and 
financial state-

ment services 
to closely held 

companies. He is 
a CPA and a graduate of Shippens-

burg University. ARCHITECTURE/
ENGINEERING

Lancaster-based RGS Associ-

ates named Jake Krieger proj-

ect landscape architect. He has 

a bachelor’s degree from Temple 

University. Matthew Fauth was 

named a computer aided drafting 

and design designer. He also is a 

sergeant in the National Guard. He 

has an associate degree from York 

Technical Institute. Upper Dublin Township, Mont-

gomery County-based McMahon 

Associates Inc. named Christo-

pher K. Bauer an associate. He is 

general manager of the Camp Hill 

office. He has more than 20 years 

of project management and trans-

portation engineering experience 

and has helped municipalities 

through their responsibilities as 

local project sponsors on state 

and federally funded projects. He 

also serves municipalities’ day-

to-day traffic consulting needs. 

He is a professional engineer and 

professional traffic operations 

engineer.  
Swatara Township-based Skelly 

and Loy named LeShelle Smith 

marketing spe-
cialist. She will be 

responsible for 
graphics coordi-

nation, including 
preparation of 

brochures, charts 
and exhibit ma-

terials. She will 
assist with the development of 

special marketing and public rela-

tions programs, communications 

and media plans and ensuring 

that the website is current and 

consistent. She has a degree from 

Elizabethtown College.  

BANKING/FINANCE

Lower Paxton Township-based 

Centric Bank named Patricia A. 

Kuhn assistant manager of the 

Silver 
Spring 

Township Finan-
cial Center. She 

will cultivate new 

customer rela-
tionships, man-

age the internal 

sales process, 

maintain 
the 

branch’s operational proficiency 

and mentor her financial center 

team. Most recently, she was a cor-

porate social responsibility super-

visor and head teller II with First 

National Bank. She has a bach-

elor’s degree from York College.  

Lower Allen Township-based 

Members 1st Federal Credit 

Union named 

Alma Jimenez 

branch manager 

of the location 

inside the Gi-
ant Foods store 

on East Market 

Street, York. She 

was a branch 

manager for PNC Bank.  
Manheim Township-based 

Ambassador Advisors LLC named 

Christopher R. 
Coolidge chief 

investment of-
ficer. He leads 

the wealth man-
agement depart-

ment and works 

with various oth-
er departments. 

He is a chartered financial analyst 

charterholder.  
Manheim Township-based 

RKL Wealth Management LLC 

named William M. Onorato a 

senior wealth 

strategist. He will 

advise high-net-
worth families 

on multigenera-
tional planning, 

legacy planning, 

business succes-
sion and estate 

planning. He has 25 years of es-

tate planning and wealth strategy 

experience. He has a bachelor’s 

degree and an MBA from Loyola 

College and a law degree from the 

University of Baltimore.  Millersburg-based Mid Penn 

Bank named Julie A. Bramlitt 

financial adviser for Mid Penn 

Financial Services. She will help 

clients prioritize, organize and 

simplify their financial matters
 

with customized financial solu-

tions. She has 25 years of banking 

and financial services experience 

and was a financial adviser with 

Smoker Wealth Management. 

She has bachelor’s and master’s 

degrees from Ashford University. 

Laura J. Melfi was named senior 

vice president and cash manage-

ment officer with Mid Penn’s First 

Priority Bank division. She will be 

based in Chester County and con-

tribute to deposit growth through 

business development activities. 

She will also generate fee income 

through cash management prod-

ucts and services, and expand and 

retain customer relationships. She 

has 43 years of financial services 

experience.  CONSTRUCTION
Lancaster-based 

Wohlsen 

Construction Co. named Manuel 

Maza 
project 

manager and es-
timator. He was 

project engineer. 

He has a bache-
lor’s degree from 

Millersville Uni-
versity.  

York-based Wagman Construc-

tion Inc. named Joe Corson direc-

tor of business development for 

Maryland. He will 

expand the firm’s 

participation in 

o p p o r t u n i t i e s 

and 
enhance 

client relation-
ships throughout 

Maryland. He has 

30 years of con-
struction industry experience. He 

has a bachelor’s degree from the 

University of Baltimore. 
EDUCATIONMillersville University named 

John Cheek director of web and 

creative services. He will over-

see the creative 

production op-
eration and serve 

the university’s 

marketing needs, 

focusing on un-
dergraduate and 

graduate admis-
sions, advance-

ment and the president’s office. 

He will also oversee design aspects 

of the school’s website. He was 

creative director of Schiffer Pub-

lishing. He has a bachelor’s degree 

from Millersville. GOVERNMENT 
Harrisburg-based Pennsyl-

vania Public Utility Commis-

sion named Amy S. Goldman 

of Philadelphia and Matthew 

Hrivnak of Cumberland County 

members of the Pennsylvania 

Telecommunications Relay Ser-

vice Advisory Board. Goldman 

has been a public member of the 

board. She is a speech-language 

pathologist, has conducted 

trainings on the importance of 

telecommunications for those 

with disabilities and has been 

involved with the administra-

tion of Pennsylvania’s telecom-

munications device distribution 

program. Hrivnak will represent 

the PUC’s Bureau of Consum-

er Services on the board. He 

is manager of compliance and 

competition in the bureau’s pol-

icy division.   
Harrisburg-based State Civil 

Service Commission named Te-

resa Osborne of Lackawanna 

County a commissioner. She was 

secretary of the Pennsylvania De-

partment of Aging.  HEALTH CARE 
East Pennsboro Township-

based Geisinger Holy Spirit 

named Dr. Ming Jang a member 

of Geisinger Ho-
ly Spirit Primary 

Care. He will see 
adult patients 

and specialize 
in geriatric care. 

He was a clinical 
assistant profes-

sor of medicine 
in the division of geriatric medi-

cine at the University of Pennsyl-

vania’s Perelman School of Medi-

cine. He has a medical degree 

from Drexel University College 

of Medicine.  HOSPITALITY
Abbottstown, Adams County-

based Hanover Country Club 

named John Danehy manager. 

LAW 
East Hempfield Township-

based Russell, Krafft & Gruber 

LLP named Ju-
lia G. Vanasse a 

member of the 
family law prac-

tice group. For 
nearly 20 years, 

she was a Lan-
caster County 

divorce master, 
and she has 30 years of combined 

family law experience. She has a 

bachelor’s degree from the Col-

lege of William and Mary and a 

law degree from Dickinson School 

of Law. 
 

Susquehanna Township-based 

Mette Evans & Woodside named 

Matthew D. Co-
ble a sharehold-

er. He represents 

insurance com-
panies, fraternal 

benefit societies, 

insurance pro-
ducers and third-

party administra-
tors in insurance regulatory, trans-

actional and litigation matters.  

MARKETINGLancaster-based 
Godfrey 

named Luke Weidner an asso-

ciate creative director. He will 

oversee message unification and 

brand consisten-
cy and align cre-

ative resources 
with project and 

account needs to 
ensure efficien-

cy. Most recent-
ly, he was the 

design manager 
for Artisanal Brewing Ventures. 

Weidner has a bachelor’s degree 

from Penn State. NONPROFITS
Philadelphia-based Pennsyl-

vanians for Modern Courts named 

retired Judge 
Lawrence 

F. 
Stengel a board 

member. He is 
a shareholder 

with Manheim 
Township-based 

Saxton & Stump 
and former chief 

judge for the Eastern District of 

Pennsylvania. PUBLIC AFFAIRS
Harrisburg-based Triad Strate-

gies LLC named Rob Ghormoz 

a senior associate in the govern-

ment affairs practice. He was a 

senior adviser to Gov. Tom Wolf’s 

re-election campaign and led his 

2019 inauguration. He has a bach-

elor’s degree from Penn State.  

SENDING NEWSMAKERS

Send announcements concerning 

promotions and newly hired 

personnel to people@cpbj.com. 

Save photos at 300 dpi as TIFF 

or JPG files. Please do not embed 

photos in word documents. Photos 

sent through the mail will not be 

returned. Releases should include 

the municipality in which the 

company is located.
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OPINION

If yours is like m
any of the 

sm
all businesses I’ve studied, the 

price you quote 

for your prod-

ucts or services 

is determ
ined 

by a sim
ple for-

m
ula, based on 

your estim
ated 

costs. Feed in 

your costs and 

your desired 

gross m
argin 

and presto, out com
es the price. 

Th
ere’s just one problem

: price 

has nothing to do with cost. 

W
hen I tell m

y clients their 

prices should have nothing to do 

with their costs, they usually look 

at m
e as if I have suddenly sprout-

ed a third eye in m
y forehead. Af-

ter all, they’ve been doing that for 

(fill in the blank) years and it has 

worked, for the m
ost part. 

Th
at m

ay be true, but in do-

ing so they are probably m
issing 

opportunities to increase profits 

on som
e products or services, or 

to gain m
arket share with others. 

Th
ose two things are what pricing 

strategy is about. 

W
hen a business creates a 

budget, it estim
ates sales rev-

enue, costs, and a desired gross 

m
argin that will cover overhead 

and produce a budgeted profit. 

Looking at the budgeted profit 

and loss statem
ent, it is easy to 

fall into a trap of thinking, “If we 

can just get every sale for the es-

tim
ated cost plus gross m

argin, 

we’ll be right on target.” It sounds 

sim
ple and scientific, doesn’t it?

Th
e problem

 is that what buy-

ers are willing to pay has nothing 

to do with the sellers’ costs. You 

don’t believe that? I’ll give you 

two scenarios. 

I wear a Tim
ex Ironm

an 

watch that I can buy for about 

$35 from
 a num

ber of retailers. 

It is a very accurate watch with a 

quartz m
ovem

ent and som
e very 

nice features. “Casual” quartz 

watches from
 Gucci m

ade with 

sim
ilar m

aterials sell for $275 to 

$350. Trust m
e – I know m

anufac-

turing – there is no possible way 

to explain that price differential 

based on m
anufacturing costs. 

Th
at’s why you can buy fake 

Gucci watches for less than m
y 

Tim
ex on the street. Th

e differ-

ential is totally due to the cachet 

of the Gucci brand. Th
e price 

is what the m
arket will bear, 

the value the buyer puts on the 

product. 
Suppose you have two identi-

cal m
achines, except one is paid 

for and you took out a big loan 

for the second one. Th
e per-

son who runs it is a long-tim
e 

em
ployee, who m

akes a higher 

wage than the guy running the 

paid-off m
achine. Th

e cost of the 

second m
achine is higher than 

the cost of the first. Do you be-

lieve you can get a different price 

for a product based on which 

m
achine you decide to use? Of 

course you can’t.

Pricing is both strategic and 

tactical. W
orking with com

pa-

nies to im
prove profitability, we 

have adopted a strategy of slowly 

raising prices above what we 

get with the m
agic form

ula until 

custom
ers push back. W

e often 

end with prices at a higher, m
ore 

profitable level for m
any, but not 

all custom
ers. It’s the custom

er, 

not the form
ula that determ

ines 

the best price.

W
e have experim

ented tactically 

with what the m
arket will bear for 

change notices, usually m
uch high-

er m
argins than for the original 

orders. In that case the custom
er is 

a captive audience. But som
etim

es 

we ease up on the change adjust-

m
ent, and let the custom

er know it 

to build good will. 

W
e have som

etim
es reduced 

prices below the m
agic form

ula 

to build m
arket share or capture 

a new account. If the new busi-

ness is increm
ental, it is all good 

on the bottom
 line. 

Th
e m

agic form
ula gives you 

a nice target, but don’t fall into 

the trap of thinking that is your 

best price.

•

Richard Randall is founder and 

president of management-con-

sulting firm New Level Advisors 

in Springettsbury Township, York 

County. Email him at info@newleve-

ladvisors.com.

In his budget address, Gov. Tom
 W

olf 

stated to applause, “Th
is proposal asks for no 

new taxes. Not one dim
e. Not one penny.” 

Yet, as the General Assem
bly com

bs through 

the governor’s proposal, we find that there 

are, in fact, tax increases.

One specific tax being proposed by the ad-

m
inistration is a “double tax” on am

bulatory 

surgical centers (ASCs) like 

the ones in m
y district. 

ASCs are convenient 

health care facilities run 

by physicians that provide 

sam
e-day surgical and di-

agnostic care for focused 

care needs, such as eye 

surgeries, colonoscopies, 

spine and joint procedures, 

and m
ore. Th

ere are 234 

M
edicare-certified ASCs in Pennsylvania.

Th
e governor expects to take $12.5 m

illion 

from
 these innovative surgical centers, which 

is incom
e they would otherwise put toward the 

incredible services they provide at lower costs 

to patients. ASCs already pay incom
e, sales 

and property taxes, as opposed to general hos-

pitals, which do not pay these sam
e taxes.

Th
e governor is correct when he says there 

are no “new” taxes in his proposal, as he tried 

and was unsuccessful in getting this ASC tax 

passed through the General Assem
bly last 

year. It is m
y hope that the House Republican 

Caucus, along with the Pennsylvania M
edical 

Society and other m
edical-service advocates, 

will prove once m
ore that this tax would be 

detrim
ental to Pennsylvania surgery patients. 

First, this tax would cause ASCs to be un-

able to afford state-of-the-art equipm
ent. 

Such equipm
ent allows them

 to have higher 

productivity and healthier patients, but under 

this tax plan, this custom
er care m

ight no lon-

ger be possible.

Another advantage of surgical centers is 

that their nurse-to-patient ratios are generally 

lower than at general hospitals. Th
ese nurses 

are trained in one or a few specialized surgical 

procedures. Th
is system

 ensures that patients 

receive the best care possible with the sam
e 

nurses caring for them
 throughout their treat-

m
ent.Sm
aller facilities also help surgical hospi-

tals protect patients from
 spreading infections 

am
ong each other. Th

is large reduction in 

nosocom
ial infections is critical in a surgical 

environm
ent.

Not only are patients better cared for at 

ASCs, but they face lower costs at these cen-

ters than they do at general hospitals. M
edic-

aid patients face 50 percent lower costs and 

patients with com
m

ercial insurance plans 

pay as low as 25 percent the costs of a hospi-

tal-based visit.

In addition to saving patients m
oney, these 

practitioners also save M
edicare $2.3 billion 

a year on just the 120 m
ost-com

m
on proce-

dures that M
edicare patients receive, accord-

ing to UC Berkeley.

UC Berkeley noted in a recent study that 

in 2015, Pennsylvania ASCs saved M
edicare 

$32.6 m
illion on cataract procedures, $1.3 

m
illion on upper GI procedures and $6.9 m

il-

lion on cystoscopy procedures.

If the W
olf adm

inistration’s tax proposal 

were to be enacted, the Pennsylvania Am
-

bulatory Surgery Association, along with a 

coalition of state m
edical societies, warn that 

up to 25 percent of these centers m
ay need 

to close – pushing thousands of patients into 

costly general hospitals and forcing centers to 

withdraw from
 M

edicaid.

Th
is is the very problem

 that ASCs were at-

tem
pting to solve. 

Th
is ASC tax would be a blow to com

peti-

tion and innovation in health care. By tying 

the invisible hand of the free m
arket in health 

care with burdensom
e taxes, we get less 

health and less care.

Another tax on these ASCs would not only 

cost the state M
edicaid system

, it m
ay even 

cost lives.
I urge m

y colleagues in the Pennsylvania 

House and Senate to vote against this proposal 

and I urge Gov. W
olf to visit an ASC like W

est 

Shore Endoscopy in Cum
berland County to 

learn about the progress that is being m
ade by 

these entrepreneurial physicians and nurses.

As I m
eet with physicians and patients in 

m
y district, such as those at W

est Shore En-

doscopy, I have been am
azed at the benefits 

of their innovative approach.

W
e all can relate to the phrase, “Surgery is 

only m
inor if it happens to som

eone else.”

Nobody wants to be told they need surgery 

and they especially do not want an unpleas-

ant surgery experience.

Th
anks to ASCs, thousands of Pennsyl-

vanians have been given a convenient and 

quality outpatient experience with positive 

outcom
es and speedy recovery in the com

fort 

of their own hom
es. A double tax on these 

centers would not only be devastating to the 

m
any hardworking physicians in our com

-

m
onwealth but their patients as well.

For the sake of the health and wellness of 

our com
m

onwealth, I hope m
y colleagues in 

Harrisburg listen to our physicians and their 

patients and reject this tax.  •

State Rep. Greg Rothman (R) represents the 87th 

House District, which is in Cumberland County.

Proposed tax could harm specialty surgical centers

A formula for profit – or for missing out?

GUEST VIEW

THE WHITEBOARD

Richard 

Randall

State Rep. 

Greg 
Rothman

If there’s one constant in health 

care, it’s change. UPMC’s invest-

ment in southcentral Pennsylvania 

has brought positive change to 

our region, including new, highly 

specialized services, thousands of 

new providers and leading-edge 

technology to treat the most 

advanced diseases. However, even 

positive change can cause confu-

sion. I’d like to take a moment to 

clarify a question involving health 

insurance plans accepted at UPMC 

Pinnacle. UPMC Pinnacle hospitals and 

outpatient clinics continue to 

accept most major insurance 

plans, including Aetna, Capital Blue 

Cross, Highmark and UPMC Health 

Plan for all services. Changes in the 

relationship between Highmark 

and UPMC in the greater 

Pittsburgh and Erie areas will not 

affect the relationship between 

UPMC Pinnacle and Highmark.

W
e look forward to continuing 

to care for all of our patients in 

2019 and beyond. To learn more 

about full, in-network access to 

UPMC doctors and hospitals, call 

our toll-free help line at 1-833-

879-5013 or visit UPMC.com/

Choice2019. Philip W
. Guarneschelli,

President and CEO

UPMC Pinnacle

TO THE EDITOR
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Latest census data reveals trends to watch
The U.S. Census Bureau recently re-

leased new population estimates that 
account for and compare the resident 
population for counties between April 1, 
2010 and July 1, 2018. The outcome? There 
are shifts in population taking place across 
the nation that may differ from what you 
might assume. Here are the highlights at a 
national and local level.

What’s happening locally?
Cumberland, Dauphin, Lancaster and 

York experience consis-
tent growth. The most 
notable trend between 
2010 and 2018 in Central 
Pennsylvania is that these 
counties all experienced 
consistent growth year-
over-year. Moreover the 
growth was fairly even 
over the last eight years.

Another trend worth 
noting is that the counties have main-
tained the same order of ranking based 
upon population for eight-plus years. For 
example, in 2010 the counties in order of 
smallest population to largest were Cum-
berland, Dauphin, York and Lancaster. 
This is the same ranking we see in 2018, 

and every year in between.
Lancaster remains the largest and fast-

est-growing county. At 984 square miles, 
it also is the largest of the four counties. 
Between 2010 and 2018 it experienced the 
largest numeric growth at 24,112 people. 
No. 2 in numeric growth was actually the 
smallest of the four counties, Cumberland 
County, which grew by 16,017 people. 
York County grew by 13,301 people and 
Dauphin County grew by 8,997 people.

What’s happening nationally?
The census data confirmed that coun-

ties with the largest numeric growth are 
located in the south and the west. In 
fact, Texas claimed four out of the top 
10 spots. Looking at population growth 
by metropolitan area, Dallas-Fort 
Worth-Arlington, Texas had the largest 
numeric growth, with a gain of 131,767 
people, or 1.8 percent in 2018. Second 
was Phoenix-Mesa-Scottsdale, Arizona, 
which had an increase of 96,268 people, 
or 2.0 percent. The cause of growth in 
these areas is migration, both domestic 
and international, as well as natural 
increase. In Dallas, it was natural in-
crease that served as the largest source 
of population growth. For Phoenix it was 

migration.
The fastest growth occurred outside 

of metropolitan areas. Surprisingly, no 
new metro areas moved into the top 10 
largest areas. Of the 390 metro areas in 
the U.S., (including the District of Co-
lumbia and Puerto Rico), 102, or 26.2 
percent experienced population decline 
in 2018. The five fastest-shrinking metro 
areas (excluding Puerto Rico) were 
Charleston, West Virginia (-1.6 percent); 
Pine Bluff, Arkansas. (-1.5 percent); 
Farmington, New Mexico (-1.5 percent); 
Danville, Illinois (-1.2 percent); and 
Watertown-Fort Drum, New York (-1.2 
percent). The population decreases were 
primarily due to negative net domestic 
migration.

North Dakota was home to the fastest-
growing county. Among counties with a 
population of 20,000 or more, Williams 
County, North Dakota, claimed the top 
spot as the fastest-growing by percent-
age. This county’s population rose by 5.9 
percent between 2017 and 2018 (from 
33,395 to 35,350 people). The rapid 
growth Williams County experienced was 
due mainly to net domestic migration of 
1,471 people in 2018. The county also ex-
perienced growth between 2017 and 2018 

by natural increase of 427 people and in-

ternational migration of 52 people.

There is more growth than decline. Out 

of 3,142 counties, 1,739 (or 55.3 percent) 

gained population between 2017 and 2018. 

Twelve counties (0.4 percent) experienced 

no change in population, and the remain-

ing 1,391 (or 44.3 percent) lost people. 

Between 2010 and 2018, a total of 1,481 (or 

47.1 percent) counties gained population 

and 1,661 (or 52.9 percent) lost popula-

tion. Though there has been more growth 

than decline overall, the numbers indicate 

that this can easily shift year over year.

A deeper dive into the census data 

reveals several demographic changes 

impacting commercial real estate develop-

ment: household formations, aging baby 

boomers, growing millennials, women 

in the workforce and migration toward 

the South. Today’s demographic changes 

present challenges for commercial real 

estate developers, but they also offer lu-

crative opportunities to firms creatively 

adapting to new demands.
•

Mike Kushner is the owner of Omni Realty 
Group, a real estate firm in Harrisburg. He can 
be reached through www.omnirealtygroup.
com� 

Mike 
Kushner

2018 was a banner year for mergers 
and acquisitions. Global M&A activity was 
the second highest on record, with deals 
totaling $2.72 trillion. Looking ahead, 76 
percent of top executives at U.S. compa-
nies expect to close more 
deals this year than last, 
and a majority predict 
these deals will be larger, 
according to a report 
from Axios. These compa-
nies, and others around 
the globe, turn to M&A 
deals to increase market 
share and improve their 
business models. 

Throughout the M&A 
process, executives are hyper-focused 
on company synergies and big-picture 
goals. As a result, one very important fac-
tor often goes overlooked – the employer’s 
retirement plans. There are many details 
to consider when acquiring a company. 
Understanding the seller’s retirement plan 
and how it will fit within the current ben-
efit structure is vital to success.

If retirement plans are not considered 
upfront, executives may learn that the ac-
quired company has an underfunded pen-
sion plan – which can be a deal breaker 
– or that the seller’s 401(k) plan does not 
meet compliance standards. 

So, if you’re planning a merger or acqui-
sition, consider the retirement plans now 
to avoid a headache later on.  

If the transaction is a stock acquisi-
tion – where the buyer takes full owner-
ship of the selling company – the buyer 
then assumes all of the seller’s liabilities, 
including its retirement plan. The buyer 
has three options for how to handle the 
acquired company’s retirement plan. It 
can either maintain its own plan and the 
seller’s plan separately, terminate the 
seller’s plan, or merge the seller’s plan 
into its own plan. 

If the buyer decides to maintain both 
plans, the newly acquired employees can 
either be offered the same benefits they 
had previously, or a new formula for their 
employer benefits. Maintaining both plans 
can provide employees continuity of ben-
efits with no impact to the buyer’s retire-
ment plan. However, operating multiple 
plans can be burdensome and expensive, 
and nondiscrimination testing is needed if 
employees are receiving different benefit 
packages.

If the buyer is going to terminate the 
seller’s plan, this decision should be made 
and the process initiated before the com-
panies merge. If the acquired company’s 
401(k) is terminated after the transaction, 
the seller’s employees will face a one-year 

restriction before being able to join the 
buyer’s 401(k) plan, losing out on a full 
year of tax-efficient savings and employer 
contributions. 

The main advantages of termination 
are that employees can be integrated into 
the buyer’s plan with one benefit structure 
for all; there is only one plan to maintain; 
and the risk of any liability transfer into 
the buyer’s existing plan is avoided. The 
downside is that the employee accounts 
become immediately accessible. So, if not 
rolled over into an IRA or other retirement 
plan, employees could squander retire-
ment assets and face penalty taxes for 
early distribution. 

The final option – merging the seller’s 
and buyer’s plans – requires that both 
plans be the same type and have a similar 
plan design. This option can be efficient 
and cost-effective – one benefit structure, 
one plan to operate – and it also avoids the 
negatives of plan termination. 

The risk associated with merging are the 
unknown factors of the seller’s plan. Has it 
always operated in compliance with all the 
complex rules associated with retirement 
plans? If not, the buyer’s plan would be at 
risk.

Before deciding how to handle the sell-
er’s retirement plan, the buyer will need 
to perform exhaustive due diligence. This 

includes confirming past operational and 
procedural compliance, making sure all 
plan documents are up-to-date, and con-
firming general compatibility between the 
plans. Examples include reviewing non-
discrimination testing results from recent 
years, the seller’s fiduciary oversight prac-
tices, administrative operations such as 
distributions, payroll and loan processes, 
and fulfillment of government reporting 
requirements. 

Many companies partner with an out-
side consultant to conduct a thorough 
benefit plan review and help determine 
the best option. When experts are engaged 
from the start, they can help ensure the 
transition is smooth and employees have 
a clear understanding of the benefits with 
their new employer.

An organization’s retirement plan 
should be a consideration from the early 
stages of an M&A. Though the evaluation 
process can be lengthy, it’s better to an-
ticipate issues that could arise, instead of 
realizing them in the midst of the merger 
when it might be too late. 

•
John Jeffrey is a consulting actuary, specializing 
in retirement plan consulting and post-employ-
ment health care benefits, for Conrad Siegel, 
which is based in Susquehanna Township, 
Dauphin County. 
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Retirement plans should be piece of M&A puzzle 

John
Jeffrey
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Expecting a record year for lending and 

more growth, the Lancaster-based Commu-

nity First Fund has been adding staff and 

restructuring its executive team.

The nonprofit economic development or-

ganization recently hired Michael Carper, the 

former CEO of the Housing Development 

Corp. MidAtlantic, to be its chief credit officer. 

Community First Fund also contracted with 

a finance expert from Chicago to serve as CFO 

until it h
ires someone to the post full-time.

“We’re adding and growing dramatically,” 

said Dan Betancourt, the organization’s presi-

dent and CEO.

Community First Fund provides financ-

ing for small businesses, affordable housing 

projects and nonprofit organizations located 

in low-income communities and serving dis-

advantaged groups, including Latino and Af-

rican-American entrepreneurs. And the need 

for services is rising.

The organization, which started out serving 

Lancaster, now covers 15 counties in Central 

Pennsylvania, the Lehigh Valley and suburban 

Philadelphia. Its staff has grown from 20 to 40 

over the past five years and it is making more 

direct loans to businesses, with volume rising 

from about $10 million to $30 million in the 

past three years. 

The nonprofit also has opened new loan offic-

es in Allentown and Philadelphia where it would 

like to add more people to expand lending.

“We expect to go deeper into markets we are 

in,” Betancourt said.  

But depth, he said, requires a bigger team. 

That starts at the executive level.

In addition to adding new execs, the non-

profit has made some internal promotions.

COO Joan Brodhead was recently named se-

nior executive vice president and chief strategic 

initiatives officer, while senior vice president of 

lending James Buerger was elevated to execu-

tive vice president and chief lending officer.

Community First also has hired staff to work 

under each of the C-suite executives.

The growth comes at a time when Commu-

nity First has been positioning itself as a go-to 

resource for investors and developers inter-

ested in the federal opportunity zone program, 

in which investors can get a tax break on capi-

tal gains by investing in projects in qualified 

distressed areas, dubbed opportunity zones.

The investments typically will flow through 

what are known as qualified opportunity funds. 

Community First has been working to develop 

such funds, which could work in combination 

with other state and federal incentives.

Among the most notable of those is the 

New Markets Tax Credit program, a federal tax 

credit program operated by the U.S. Treasury 

Department that helps support large urban 

redevelopment projects.

Community First is one of two local orga-

nizations that can apply for those federal tax 

credits. 

The other — Harrisburg-based Common-

wealth Cornerstone Group, a subsidiary of 

the Pennsylvania Housing Finance Agency 

(PHFA) — recently was awarded $55 million 

in the latest round of funding.

Community First was shut out but hopes 

its clients still can take advantage of the in-

centives.

“We plan to work with clients and try to 

help them find an allocation through another 

organization,” Betancourt said. 

Community First and Commonwealth Cor-

Pictured, clockwise from bottom left, is Community First Fund’s executive team: Dan 

Betancourt, president and CEO; Mike Carper, chief credit officer; James Buerger, executive 

vice president and chief lending officer; and Joan Brodhead, senior executive vice president 

and chief strategic initiatives officer.      PHOTO/SUBMITTED

Tax credit plan

After being shut out in the last fund-

ing round in 2017, Central Pennsylvania will 

receive a share of 2018 tax credits under a 

new round of funding from a federal program 

designed to support large urban redevelop-

ment projects: the New Markets Tax Credit.

The U.S. Treasury Department last month 

awarded $55 million in tax credits to the 

Pennsylvania Housing Finance Agency’s 

Commonwealth Cornerstone Group, based in 

Harrisburg. 

Commonwealth Cornerstone’s executive 

director Charlotte Folmer said the funding 

will help the nonprofit tackle a hefty pipeline 

of projects seeking funding. 

“We have over 40 projects requesting 

over $700 million,” she said, noting that the 

requests come from across the common-

wealth.

Folmer said she hopes the tax credits will 

be able to support about seven projects this 

year — likely mixed-use, commercial and 

community service projects — with a focus on 

those that exceed $5 million.

Developers often have to spend more 

money to buy and fix up vacant and blighted 

properties than they can expect to get back 

in rental rates once construction is complet-

ed. The New Markets program takes private 

equity from investors, usually banks, and 

turns that money into gap financing to help 

developers offset some of the construction 

costs and keep rents in line with what a local 

real estate market can support.

The investors receive tax credits in return, 

which count against their federal income 

taxes.
Investors can receive credits totaling 39 

percent of their investment. They can use the 

credits over seven years as such: 5 percent 

per year for the first three years and 6 per-

cent for the next four years.

Folmer said it will be several weeks until 

Commonwealth Cornerstone receives its 

federal allocation, the organization’s eighth. 

The previous seven allocations have helped 

fund 38 developments in the state, including 

the Hamilton Health Center in Harrisburg, 

Lancaster’s Keppel Building and the renova-

tion of Gettysburg’s Schmucker Hall.

In the meantime, officials are narrowing 

down mixed-use and commercial projects 

across the state that could receive the tax 

credits. Part of that selection process could 

include working with Lancaster-based 

Community First Fund, which did not receive 

tax credits this year but has its own backlog 

of projects.

The two midstate nonprofits have part-

nered on tax-credit projects in the past, 

including the redevelopment of the former 

Bulova building in Lancaster. Commonwealth 

Cornerstone poured $10 million in tax cred-

its into the project, while Community First 

added another $8 million.

Folmer said project announcements could 

come this fall.

Community First Fund 

expanding executive team

please see EXPANDING page 7
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COMMENTARY

By GURPREET SINGH

Within the 20th Century, the United 
States experienced revolutionary changes 
to its social paradigms that would plant 
a seed for opportunity amongst women. 
Ranging from finally expressing their 
voice in society through suffrage to rup-
turing the gender norms that restricted 
the ambitions of millions of pioneering 
women, we have taken one step forwards 
an equitable society. 

However, despite precedent that was es-
tablished decades ago, problems contin-
ue to plague women from achieving their 
full potential, specifically the insufficiency 
of women in STEM related fields. Glaring 
statistics that point to only 28% of women 
participating within a STEM workforce, our 
organization is providing opportunities for 
young girls in New York to cement their 
passions towards a lifelong pursuit in the 
advancements of science and technology. 

TeenHacks LI is a student led organi-
zation that expands opportunities with-
in STEM fields by hosting hackathons in 
which students learn invaluable skills of 
programming and computer science that 
are often overlooked within our education 
system. On top of providing opportunities 
to hundreds of students that share a pas-

sion for programming to solve the world’s 
problems, our organization is striving to-
wards an equitable future, specifically to 
break the generational trends of the short-
age of women within science and mathe-
matical fields. 

These trends observed are often the 
result of the lack of opportunity in male 
dominated subjects juxtaposed with the 
lack of female role models that encour-
age young girls to take interest in STEM 
fields, causing a vicious cycle that seems 
to be never ending. However, our last vir-
tual hackathon, which featured over 500 

participants, specifically consisting of 280 
ambitious girls, tackled these root causes 
that prohibit progression. The hackathon, 
which occurred over the span of three 
weeks, provided numerous opportunities 
through workshops from renowned com-
panies on emerging technologies and ca-
reer choices for women, along activities 
that reinforce the skills being taught. 

Some of the many workshops included 
an intro to coding workshop in four dif-
ferent languages, the TIBCO Cloud Fast 
Track Workshop which taught participants 
how to incentivize online sales through 
cloud integration and API-led processes, 
and other sessions that taught participants 
about artificial intelligence, web develop-
ment, blockchain, and neural coding. 

These workshops taught fundamental 
skills in a way that even beginner pro-
grammers can understand, making Teen-
Hacks perfect for young girls embarking 
a journey in STEM. TeenHacks furthered 
featured workshops to empower female 
programmers through panels of women 
that shared their experiences in STEM 
fields, directly interacting with our partic-
ipants to provide inspiration and advice. 
We featured Abigayle Peterson, founder 
of Magnify Wellness, and Nia Asemota, an 
engineer and technical instructor at NYU, 

among other women speakers, to serve as 
role models for the emerging generation of 
engineers, programmers, and designers.

TeenHacks LI was able to offer a multi-
pronged solution to tackle the disparities 
found in STEM fields by making program-
ming accessible through workshops hosted 
by renowned companies, but also provided 
long term implications through inspira-
tional women that serve as role models for 
the next generation of engineers, doctors, 
programmers, and scholars.

The skills and inspiration TeenHacks 
provided within the hackathon came into 
fruition when our participants crafted 
solutions towards real world problems, le-
veraging the power of programming. The 
team that won the People’s Choice Award, 
NRG, created a multipronged solution to 
combat the implications of certain diseas-
es like Alzheimers. 

TeenHacks is now hosting another vir-
tual hackathon on June 26 to inspire an 
emerging generation of programmers and 
spread opportunities for marginalized 
populations —and we hope that you join 
us on that journey for a more equitable 
future in STEM.

Gurpreet Singh is the public relations coordinator at 
TeenHacks LI

Technology is no longer a boys club
 ‘OUR ORGANIZATION IS 

PROVIDING OPPORTUNITIES FOR 
YOUNG GIRLS IN NEW YORK 
TO CEMENT THEIR PASSIONS 

TOWARDS A LIFELONG PURSUIT 
IN THE ADVANCEMENTS OF 
SCIENCE AND TECHNOLOGY.’
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leaders.
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Changing currents in business require skilled talent 
able to chart a course for success.

That’s why KPMG is proud to recognize Maureen 
Evers-Willox on being named one of Long Island 
Business News’ 2021 Top 25 Accountants.

KPMG professionals like Maureen can help you 
address your pressing business issues to propel 
you to greater success.
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Editor’s Note 
POWER 25 ACCOUNTANTS 

Behind every successful business there’s an excellent 
accountant.

The Long Island business community is blessed with a 
rich amalgam of accounting and advisory firms with stellar 
professionals who have positively influenced the fortunes 
of thousands of companies. 

Here, we profile 25 of the region’s most esteemed 
accountants. These distinguished professionals work 
for small, midsized, national and global accounting 
and advisory firms. They specialize in a wide range of 
disciplines, from tax and attest services to operational 
efficiency, growth planning and more. They serve small, 
middle-market and global businesses in all of the 
industries that matter to Long Island, from manufacturing, 
wholesale, distribution and retail to healthcare, real estate, 
professional services, hospitality and others. 

The professionals featured here have decades of 
experience guiding their clients through the various cycles 
of their business, from startup through growth through 
succession planning. They have helped clients take 
advantage of growth opportunities or weather storms as 
the economy has ebbed and flowed, providing proactive, 
industry-specific advice based on wisdom stemming from 
a long history of working with all kinds of businesses. 
When the pandemic caused widespread economic pain 
and threatened the very survival of many companies, 
Long Island businesses appreciated the guidance of their 
trusted accountants more than ever. 

In addition to positively impacting their clients’ 
businesses, these distinguished professionals have 
helped to grow their own firms. While rising to the top 
of their profession, they have helped elevate others, 
providing mentorship and guidance to the next generation 
of accounting professionals. 

Beyond their day jobs, these standout professionals 
have a long track record of contributing to the community. 
They volunteer their time and their expertise to serve 
as board and committee members for professional and 
charitable organizations throughout the region and beyond. 

Please join LIBN in celebrating the top 25 accounting 
and advisory professionals. 
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A
udit Partner Eric Altstadter leads EisnerAmper’s cannabis and hemp services group, which is part 
of the fi rm’s manufacturing and distribution practice. A certifi ed public accountant with more than 
30 years of experience, Altstadter works with public companies and privately held businesses 
throughout the country.

Over the course of his career, the distinguished professional has helped numerous clients navigate the 
complex fi nancial reporting and compliance issues associated with the fi ling of registration statements 
with the Securities and Exchange Commission, as well as with raising capital. Altstadter has signifi cant 
experience working with businesses in the fi nancial services, technology, life sciences, manufacturing, 
distribution and retail industries.

A respected leader in the Long Island professional community, Altstadter is active in many industry 
organizations. He is an offi cer and executive board member of both the Long Island Capital Alliance and 
the Middle Market Alliance of Long Island. He frequently speaks at accounting industry events and has 
been quoted by various publications in articles about accounting, auditing, cannabis and other business 
topics.

A University of Buffalo graduate, Altstadter is a member of the New York State Society of Certifi ed 
Public Accountants, which appointed him to its professional ethics committee, and the American Institute 
of Certifi ed Public Accountants.

EisnerAmper is a large provider of audit, accounting, tax and advisory services, with more than 200 
partners and principals and 2,000-plus employees. EisnerAmper’s professional services include valuation, 
due diligence, internal audit, risk management, litigation consulting and forensic accounting. The fi rm’s 
expertise also extends to technology, compliance, regulatory and operational consulting, among other 
professional services.

EisnerAmper’s broad array of clients include more than 200 public companies, as well as privately 
owned companies and high-net-worth individuals. The fi rm focuses not only on helping clients meet the 
pressing issues they face in the present, but also helping to position them for success in the future.

CHARLES A. BARRAGATO, 
CPA, CFE

MELVILLE OFFICE MANAGING PARTNER, 
TAX PRACTICE

BDO USA

I
n addition to serving as offi ce managing partner of BDO’s Melville tax practice, Charles A. Barragato is 
the fi rm’s Northeast regional leader for private client services.

For more than three decades, Barragato has provided sophisticated tax planning and advisory 
services to corporations, family offi ces, executives and other high-net-worth individuals.
Barragato is a member of several professional organizations, including the American Institute of 

Certifi ed Public Accountants, Association of Certifi ed Fraud Examiners and New York State Society of 
Certifi ed Public Accountants. He is a past president of the latter’s Suffolk chapter and has also served as 
chairman of the chapter’s general taxation committee. The Suffolk chapter presented Barragato with its 
Distinguished Service Award in recognition of his outstanding service to the organization.

Barragato has contributed articles to a variety of industry publications, including The CPA Journal, 
The Tax Adviser and California CPA Magazine. He has also provided commentary on tax and accounting 
issues to The Journal of Taxation, Newsday, TheStreet.com and The Wall Street Journal.

Barragato is a member of the faculty at Stony Brook University’s College of Business. Prior to joining 
Stony Brook, he served as director and taught graduate-level accounting and taxation courses at the 
Long Island University-C.W. Post School of Professional Accountancy. He has also lectured extensively 
before professional groups.

Accolades for Barragato include the Foundation for Accounting Education’s Outstanding Discussion 
Leader Award and the New York State Society of Certifi ed Public Accountants’ coveted Dr. Emanuel 
Saxe Outstanding CPA in Education Award.

Barragato holds a Bachelor of Science in accounting and a Master of Science in taxation from Long 
Island University-C.W. Post. He earned his Ph.D. in business, with a concentration in accounting, from 
the CUNY Graduate Center-Baruch College.

BDO USA is a professional services fi rm providing assurance, tax and advisory services to a wide 
range of publicly traded and privately held companies. Established more than 100 years ago, BDO serves 
clients through more than 65 offi ces and more than 740 independent alliance fi rm locations nationwide. 
As an independent member fi rm of BDO International Limited, BDO serves multinational clients through a 
global network of more than 91,000 people working in more than 1,600 offi ces across 167 countries. 

ERIC ALTSTADTER, CPA
AUDIT PARTNER
EISNERAMPER

ALTSTADTER HEADS CANNABIS AND 
HEMP SERVICES GROUP

BARRAGATO RUNS PRIVATE CLIENT 
SERVICES IN THE NORTHEAST
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Congratulations to Jeffrey Cohen & Stephen Mannhaupt
and all of the

Power 25 Accounting Executives

Jeffrey G. Cohen, CPA
Partner, Tax Services Leader

grassicpas.com

Stephen J. Mannhaupt, CPA
Partner, Assurance & Attest Services Leader

T
he national leader of Marcum’s food and beverage services group, Louis J. Biscotti has been an 
entrepreneurial leader in accounting for more than four decades. Based in Melville, Biscotti focuses 
his efforts on improving his clients’ growth and profi tability. He has guided many companies in their 
development from small, emerging entities into organizations worth hundreds of millions of dollars.

While his clients represent a variety of industries, he is particularly well known for his work in 
manufacturing and distribution, especially with food and beverage companies. Biscotti’s multidisciplinary 
background has earned him national recognition as an accounting and business management specialist. 
In addition to his designations as a certifi ed public accountant and certifi ed information technology 
professional, he holds a Master of Business Administration with advanced study in manufacturing, 
systems analysis, management consulting, strategic planning and technology.

Biscotti contributes a monthly column on the food and beverage industry to Forbes and has provided 
expert advice in various business and food industry publications. He is a featured panelist and speaker 
at local and national events, including the WCBS Annual Small Business Breakfasts and the Capital 
Roundtable series. Biscotti is also the founder of a series of best practice forums for food and beverage 
companies, which attract nearly 500 senior executives annually, as well as an annual food and beverage 
survey.

An active member of many local chambers of commerce, Biscotti also served as a trustee for the 
Foundation for Accounting Education and was a board member of the New York State Society of Certifi ed 
Public Accountants. He is a former president of the Accounting Circle and an executive advisory board 
member of Molloy College and St. John’s University, his alma mater. He also serves on the advisory 
boards for many of his clients.

Marcum’s food and beverage services group provides a wide range of accounting, tax and consulting 
services. Just as the group’s service capabilities are diverse, so, too, are its types of food and beverage 
clients, which include distributors, manufacturers, importers, restaurant chains, processors, packagers, 
agricultural businesses and retailers.

Marcum is a national accounting and advisory services fi rm that focuses on helping entrepreneurial 
and middle-market companies and high-net-worth individuals achieve their goals. The fi rm was 
established in 1951.

LOUIS J. BISCOTTI, CPA, 
CITP

FOOD AND BEVERAGE SERVICES LEADER
MARCUM

BISCOTTI LEADS FOOD AND 
BEVERAGE GROUP
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M
ichael Ceschini is the managing member of Ceschini CPAs, a certified public accounting and 
profitability consulting firm with offices in Miller Place and New York City.

The well-rounded professional’s areas of specialization include accounting, profitability 
consulting, fiscal management, financial statement preparation and tax for businesses in 

a variety of industries, including construction, real estate, distribution, wholesale, retail and service 
industries. He also advises clients with respect to strategic business planning, tax minimization 
strategies, succession planning and mergers and acquisitions.

A recognized industry expert, Ceschini has frequently been called upon as a lecturer and business 
advisor for companies and industry trade organizations. He has also authored articles and has 
been sought for his expert opinions by various publications, including Long Island Business News, 
Construction Executive, Newsday, New York Construction Magazine and the New York Real Estate 
Journal.

Active in the professional community, Ceschini is a member of various trade organizations, where he 
gains a clear understanding of the problems and issues facing his clients.

A graduate of the State University of New York at New Paltz, Ceschini holds a Bachelor of Science 
in accounting. In addition to being a certified public accountant, he has earned the CCIFP (certified 
construction industry financial professional) designation, which is awarded by the Institute of Certified 
Construction Industry Financial Professionals, and the CM&AA (certified merger and acquisition advisor) 
designation, which is conferred by the Alliance of Merger & Acquisition Advisors.

His firm, Ceschini CPAs Tax & Advisory, is a progressive entrepreneurial firm of certified public 
accountants and business advisors serving companies in the construction, real estate, manufacturing, 
wholesale distribution, insurance, assisted living and professional service industries. The firm was 
established in 2002 and its professionals have up to 40 years of experience offering assurance, tax, 
advisory, accounting and merger and acquisition services. Ceschini CPAs continually requires its 
professionals to advance their certifications and stay abreast of clients’ current challenges, needs and 
trends.

MICHAEL B. CESCHINI, 
CPA, CCIFP, CM&AA

MANAGING MEMBER 
CESCHINI CPAS TAX & ADVISORY

CESCHINI IS A RECOGNIZED 
INDUSTRY EXPERT
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Where there is power in accounting,
there is power in one of our own. 

We proudly join with the Long Island Business News in congratulating our partner, Ellen Labita, in being honored 

among the 25 Most Powerful People in Long Island Accounting and extend our congratulations to all honorees. 

J
effrey G. Cohen is a partner and the tax services leader at Grassi, one of Long Island’s largest 
accounting firms. With more than 25 years of experience, Cohen has become a leading tax expert 
in the New York metropolitan area, serving as a frequent speaker, author and contributor to regional 
business associations and publications.

Over the course of his career, Cohen has enabled his clients to realize significant tax savings through 
proper tax planning and consultation. He also advises clients about COVID-19 tax credits; reorganizations 
and entity analysis; sales tax issues; estate and gift tax planning; IRS, state and local, and international 
tax audits; international entity structure; and pension planning.

Cohen specializes in serving companies within the manufacturing and distribution sector, with an 
emphasis on the food and beverage and pharmaceutical industries. He has extensive experience 
assisting clients with research and development credits, cost segregation studies, domestic production 
exemption, defined benefit pension plans, IC-DISCs, New York State Qualified Empire Zones and the 
Excelsior Program, as well as tax credit utilization.

In addition to Cohen’s role as the head of tax services, he sits on Grassi’s executive committee. He 
also serves as treasurer of Long Island Elite, a nonprofit organization focused on cultivating the growth 
and leadership capabilities of local business professionals while raising funds for charities.

A graduate of the State University of New York at New Paltz, Cohen is a member of the American 
Institute of Certified Public Accountants and New York State Society of Certified Public Accountants 
Nassau Chapter.

Grassi provides advisory, tax and accounting services to businesses and individuals. The firm’s 
advisors specialize in providing industry-specific business consulting, audit, tax and technology services 
to key market sectors, including construction, architecture and engineering, nonprofits, healthcare, 
manufacturing and distribution, financial services, real estate, cannabis and more. Headquartered in 
Jericho, the firm also has offices in Manhattan, Ronkonkoma and White Plains, N.Y., as well as Park 
Ridge, N.J., Needham, Mass. and Palm Beach, Fla. Grassi serves clients throughout the United States, as 
well as internationally through its membership in Moore Global Network Limited.

JEFFREY G. COHEN, CPA
PARTNER, TAX SERVICES LEADER

GRASSI

COHEN HELPS CLIENTS REALIZE 
SIGNIFICANT TAX SAVINGS
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J
effrey S. Davoli is a partner in the Hauppauge offi ce of PKF O’Connor Davies. The certifi ed 
public accountant has more than 30 years of experience serving a diverse client base, including 
companies in service industries, manufacturers, wholesale distributors and engineering fi rms, as 
well as governmental entities and school districts.

Davoli provides advisory services to individuals, corporations and business owners in fi nancial 
projections, business and estate tax planning, litigation support and forensic accounting. In addition, 
he advises governmental clients and school districts on new standards adoption, compliance and 
preparation of fi nancial statements in accordance with the Certifi cate of Achievement for Excellence in 
Financial Reporting program. Davoli has served on the Suffolk County Budget Reform Commission and 
the Middle Country School District Long-Term Planning Board. In addition, he is the treasurer of Habitat 
of Humanity for Suffolk County.

As a thought leader, Davoli is often asked to speak at industry events. He is a registered representative 
who has passed the FINRA Series 7 and NASAA 66 exams. He also holds a New York State life and 
health insurance license.

Outside the offi ce, Davoli is a third-degree black belt in the martial arts disciplines of karate and judo, 
and he has served as an instructor to many students.

In addition to membership in the American Institute of Certifi ed Public Accountants and the New 
York State Society of Certifi ed Public Accountants, Davoli sits on the advisory board of the Government 
Finance Offi cers Association. His other professional affi liations include the Association of Certifi ed 
Fraud Examiners and the New York State School Business Offi cials. He holds a Bachelor of Science in 
accounting from Long Island University-C.W. Post.

Founded in 1891, PKF O’Connor Davies delivers a full range of audit, tax and advisory services to 
a growing client base. Ranked No. 27 on Accounting Today’s 2021 Top 100 Firms in the United States 
and No. 7 in the Mid-Atlantic in terms of size, PKF O’Connor Davies is a member of the PKF global 
network of independent accounting and advisory fi rms. The fi rm’s partners are involved in the day-to-
day management of engagements, with the goal of ensuring a high degree of client service and cost 
effectiveness. Multidisciplinary teams work together to ensure solutions are customized to address 
specifi c needs and integrated for greater effi ciency.

MAUREEN EVERS-
WILLOX, CPA

MANAGING PARTNER, LONG 
ISLAND OFFICE

KPMG

As managing partner of the Long Island offi ce for Big Four accounting fi rm KPMG, Maureen Evers-
Willox oversees more than 150 audit, tax and advisory professionals serving clients in a host of 
industries.

Evers-Willox began working at KPMG more than 28 years ago as a pre-professional while 
attending Manhattan College. Her path to managing partner has been somewhat unusual. After launching 
her professional career on the audit side in the New York City offi ce, she served as a senior manager 
for two years in Germany on a high-profi le U.S. GAAP conversion project. She returned to work in the 
New York fi nancial services audit practice, assisting Securities and Exchange Commission audit clients 
in real estate, banking and asset management with SEC fi lings, Public Company Accounting Oversight 
Board audits and large global audit coordination. Then, in the dozen years prior to her promotion to offi ce 
managing partner, she took on roles of increasing responsibility within the fi rm’s independence group, 
where she was responsible for establishing fi rmwide policies on auditor independence, leading fi rmwide 
programs to support fi rm professionals in independence compliance, and responding to technical 
inquiries and regulators on independence matters.

Perhaps more unusually, for 14 years leading up to her offi ce managing partner role, Evers-Willox rose 
through the ranks while working part-time. Following the birth of her fi rst child, she continued to advance 
in the company while working either 60 percent or 80 percent of a standard week.

In her current role, Evers-Willox is responsible for the strategic direction, growth and culture for 
the Long Island offi ce’s audit, advisory and tax practices, and for overseeing delivery of high-quality 
client service. She represents the fi rm and the Long Island offi ce in the business and philanthropic 
communities. She also leads strategic initiatives for the fi rm’s risk and independence organization and 
serves as lead partner for one of the fi rm’s largest life sciences clients.

Evers-Willox is a member of the boards of the KPMG Foundation, the Long Island Association and 
Molloy College, in addition to serving on the Tilles Center Council of Overseers. She has also participated 
in KPMG’s Executive Leadership Institute for Women.  

KPMG LLP is the U.S. fi rm of the KPMG global organization of independent professional services 
fi rms providing audit, tax and advisory services. The KMPG organization operates in 146 countries and 
territories and has close to 227,000 people working in member fi rms.

JEFFREY S. DAVOLI, CPA
PARTNER

PKF O’CONNOR DAVIES

DAVOLI BRINGS EXPERTISE TO 
DIVERSE CLIENT BASE

EVERS-WILLOX LEADS LI OFFICE OF 
BIG-FOUR ACCOUNTING FIRM



Mazars is pleased to congratulate our own, Craig Fine, and 
all other honorees of the LIBN 2021 Power 25 Accounting 
recipients. Craig embodies Mazars’ core values and 
principles by demonstrating leadership while empowering 
the people he works with every day. 

Find out more at mazars.us

International scale, 
local roots.
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I
n leading the Long Island offi ce of Mazars USA, Craig Fine calls on more than 20 years of experience 
in the manufacturing and distribution industry, with concentrations in the food and beverage and 
pharmaceutical sectors.

Fine delivers business advisory and fi nancial management services to owner-operated companies in 
the manufacturing, distribution and service industries. His broad expertise includes accounting, auditing, 
tax, internal control matters and mergers and acquisitions. Fine also advises clients regarding profi tability 
and cash fl ow improvement, as well as tax minimization strategies and credits. He has audited employee 
benefi t plans, including pensions and 401(k) plans.

Prior to joining Mazars in 2012, Fine was a partner at Biscotti, Toback & Company CPAs, where he 
led the accounting and auditing department, specializing in closely held middle-market businesses. As 
partner-in-charge of the fi rm’s personnel and quality control, Fine provided leadership and training in all 
aspects of accounting, auditing and client service issues for managers and staff.  

Fine is a graduate of the State University of New York at Albany, where he earned a Bachelor of 
Science in accounting. In addition to his status as a certifi ed public accountant, he holds the chartered 
global management accountant designation.  

Passionate about helping to develop the next generation of accountants, Fine has lectured at local 
colleges about careers in public accounting in addition to participating in the fi rm’s campus recruiting 
activities.

He is a member of the New York State Society of Certifi ed Public Accountants and the American 
Institute of Certifi ed Public Accountants, and he participates in the latter’s Employee Benefi t Forum.  

A full-service accounting, tax and consulting fi rm, Mazars USA is based in New York and has 11 
offi ces around the country, including Long Island. The fi rm offers a broad array of industry specialists 
who provide services to growth-oriented enterprises and individuals. Originally M.R. Weiser & Co., the 
fi rm began a century ago – in 1921 – to serve the business and accounting needs of entrepreneurs. In 
2001, the fi rm rebranded as Weiser and embarked on a period of expansion. In 2010, it joined the Mazars 
Group, a global organization of which it became the U.S. independent member fi rm, and subsequently 
changed its name to Mazars USA. The Mazars Group operates in more than 90 countries and territories 
around the world, providing clients with access to the expertise of more than 26,000 professionals.

MARCY GREENFIELD, CPA
AUDIT PARTNER

BERDON CPAS AND ADVISORS

A
s an audit partner and co-leader of Berdon’s manufacturing, distribution and retail practice, Marcy 
Greenfi eld applies 20-plus years of experience to advising some of the fi rm’s most valued clients 
on complex matters.

One of Greenfi eld’s greatest attributes is her ability to connect with people and build 
meaningful relationships, not only with clients, but with the greater Long Island business community. As a 
result, she has developed an impressive network of associates, expanding her personal market presence, 
as well as Berdon’s, and establishing herself as a trusted resource among peers.

When 2020 brought havoc to the Island’s businesses, many turned to Greenfi eld and her Berdon 
colleagues, who were crucial in assisting clients recover from lost revenue. Greenfi eld and her colleagues 
helped clients benefi t from government programs while helping them prepare for a more secure future by 
leveraging transformative new technologies and business approaches.

Ever vigilant, Greenfi eld reviews operations and internal controls to identify areas of exposure 
and develop ways to strengthen operations and increase effi ciency. She also identifi es tax savings 
opportunities and ways to reduce exposure, alerting clients to current and pending credits and advising 
them on how to qualify.  

Greenfi eld also provides mentoring and technical training for new staff and participates in on-campus 
recruiting. In counseling young professionals and potential recruits, she advises them that her goal is to 
maintain a work-life balance in which she is able to service her clients beyond their expectations while 
also enjoying time with her family and friends.

Recognizing her growing presence and effective representation of the fi rm, Berdon asked Greenfi eld 
to play a pivotal role in the now-fi nalized relocation of its Long Island offi ces to 100 Jericho Quadrangle 
in Jericho. She helped create an adaptive space to meet the evolving and increasingly complex needs of 
employees and clients with an added huddle room, providing professionals the ability to collaborate in a 
tech-friendly space, and modular workspaces, providing the opportunity for COVID-safe interaction as 
more employees return on a regular basis.

Greenfi eld has authored and co-authored many articles on accounting topics and serves as treasurer 
of the Middle Market Alliance of Long Island. 

CRAIG FINE, CPA, CGMA
OFFICE MANAGING PARTNER, LONG 

ISLAND
MAZARS USA

FINE BRINGS BUSINESS ADVISORY, 
FINANCIAL MANAGEMENT EXPERTISE 

GREENFIELD IS A TRUSTED 
RESOURCE FOR CLIENTS, PEERS
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J
ill Grossman works in the Melville office of Grant Thornton as managing director of tax services. 
The certified public accountant has more than 30 years of public accounting experience spanning 
a wide variety of industries, with a significant emphasis on healthcare, manufacturing, distribution 
and professional services.

Serving private companies with global operations, Grossman provides tax consulting, tax compliance 
and ASC 740 tax provision services. She also has extensive experience in tax controversy, representing 
clients before the Internal Revenue Service.

Grossman is a sponsor of Grant Thornton’s Veterans and Allies Business Resource Group and is a 
supporter of the firm’s Women and Allies Business Resource Group. She serves as a mentor to young 
women professionals with a focus on recruitment, retention and advancement of women in public 
accounting. She also serves as the firm’s lead recruiter at Hofstra University.

In addition to memberships in the New York State Society of Certified Public Accountants and the 
American Institute of Certified Public Accountants, Grossman is a member of the American Heart 
Association’s Long Island Go Red for Women Committee. She also gives back to her alma mater, Hofstra 
University, where she received her Master of Taxation and her Master of Business Administration. 
Grossman serves as an accounting advisory board member for Hofstra’s business school. In addition to 
her Hofstra education, Grossman holds a Bachelor of Business Administration from the State University 
of New York at Albany.

Grant Thornton, a full-service audit, tax and advisory firm with about 50 offices coast to coast, is the 
U.S. member firm of Grant Thornton International Ltd., a global organization of independent audit, tax 
and advisory firms. Grant Thornton dates its roots to 1924, when Alexander Grant & Co. was founded 
in Chicago. The firm expanded to the New York market four years later. In 1980, Alexander Grant & Co. 
joined with 49 other accounting firms, including Thornton Baker, a UK firm with similar qualities and 
values, to form the Grant Thornton International. Following a 1985 merger with Denver-based Fox & Co., 
Alexander Grant & Co. became the ninth largest accounting firm in the United States, just behind the 
firms that were known as the “Big Eight” at the time.

JILL GROSSMAN, CPA
MANAGING DIRECTOR, TAX SERVICES

GRANT THORNTON

GROSSMAN ADVISES COMPANIES 
WITH GLOBAL OPERATIONS
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M
arks Paneth Partner Kurt S. Kiess has more than 30 years of public accounting experience. 
He has a broad background in audit and tax, with a concentration in serving clients in the 
restaurant, real estate, retail, insurance and manufacturing industries. Kiess is also a member of 
Marks Paneth’s executive committee, which sets policy and strategy for the fi rm.

As leader of the fi rm’s restaurant group, Kiess advises many of the premier restaurant owners and 
operators in Long Island and New York City. He has served as a resource to Long Island restaurants 
as they have navigated the impact of the COVID-19 pandemic and sought to protect and sustain their 
businesses, from the initial shutdown through reopening and today. He has advised his restaurant clients 
on Paycheck Protection Program loans and forgiveness; landlord and tenant relations amid the crisis; 
employee retention credits; and the new Restaurant Revitalization Fund. Kiess has published articles, 
presented webinars and served as a featured speaker on panels alongside leading restaurateurs to 
provide much-needed insights and guidance to the restaurant community.

Kiess is a member of the American Institute of Certifi ed Public Accountants and the New York State 
Society of Certifi ed Public Accountants. A lifelong Long Island resident, he is an active member of 
his local community. He serves as president of Adventures of Learning, a Manhasset-based nonprofi t 
providing educational assistance to needy families. Kiess is also a major fundraiser for the Colorectal 
Cancer Alliance and hosts a public golf outing every year to benefi t this charity. 

Marks Paneth dates its origins to 1907. Today, the fi rm has a team of nearly 700 professionals 
providing a full range of audit, accounting, tax and consulting services, with specialties in business 
continuity, international tax, forensic accounting, litigation support, technology, family offi ce and fi nancial 
advisory services. The fi rm has offi ces in Woodbury, New York City and up and down the East Coast. 
The Woodbury offi ce serves many of the state’s largest industries, including manufacturing, wholesale, 
distribution, real estate, hospitality, restaurants, fi nancial and professional services, and high-net-worth 
individuals. 

KURT S. KIESS, CPA
PARTNER, RESTAURANT GROUP 

LEADER
MARKS PANETH

KIESS ADVISES PREMIER 
RESTAURATEURS, OTHER SECTORS

© 2021 Grant Thornton LLP | All rights reserved |U.S. member firm of Grant Thornton International Ltd. In the U.S., visit gt.com for details

Celebrate  
your  
new heights.
Congratulations Jill Grossman on being  
named one of Long Island Business News’  
Power 25 Accountants. 

Best practices for your business?
A subscription to Long Island Business News

STAY CURRENT, SUBSCRIBE TODAY!
Don’t miss another issue of the news and 

analysis that affects you and your business.

Start your subscription by calling 
1.800.451.9998 or go to subscribe.libn.com



A
s the partner-in-charge of the Long Island offi ce of Marks Paneth, Andrew H. Kubrick oversees 
client service, business development and talent management for the Long Island region and 
spearheads the continued growth of the offi ce, which is in Woodbury. Kubrick also serves on 
Marks Paneth’s executive committee, setting policy and strategy for the fi rm. 

Kubrick’s extensive experience in all facets of accounting and tax issues has helped him establish 
himself as a leader in these areas. He is highly skilled in building client relationships, with a deep 
understanding of the competitive landscape and the needs of the client. He is a partner in the real 
estate group at Marks Paneth and serves a wide range of clients, including real estate entities, law fi rms, 
restaurants, liquor distributors, furniture companies and private foundations. Kubrick, who holds a Juris 
Doctor from New York Law School in addition to his Bachelor of Science in accounting from Ithaca 
College, counts serving lawyers and law fi rms as an area of specialty.

Kubrick is very active in the community. In 2013 he was named “Volunteer of the Year” by the Syosset 
Soccer Club. In 2019, the University at Buffalo School of Management honored him as a “Recruiting 
Partner of the Year” for demonstrating strong collaboration in supporting the school’s students through 
such events as Network NY Week, Meet the Professionals Career Fair, class speaking engagements, 
on-campus recruitment, employer-in-residence and the Beta Alpha Psi and UB Accounting Association 
clubs.

In 2020, he was named an “Executive Circle Honoree” by Long Island Business News for consistently 
demonstrating remarkable leadership skills, integrity, values, vision and commitment to excellence, 
company performance, community service and diversity.

Kubrick is a member of the American Institute of Certifi ed Public Accountants and the New York State 
Society of Certifi ed Public Accountants. 

Marks Paneth provides a full range of audit, accounting, tax and consulting services, with specialties in 
business continuity, international tax, forensic accounting, litigation support, technology, family offi ce and 
fi nancial advisory services. With offi ces across the East Coast, Marks Paneth is ranked among the top 50 
accounting fi rms in the nation and the top 10 in the Mid-Atlantic region in terms of size.

ANDREW H. KUBRICK, 
CPA, JD

PARTNER-IN-CHARGE, 
LONG ISLAND OFFICE

MARKS PANETH

KUBRICK BRINGS EXTENSIVE 
EXPERTISE TO CLIENTS, FIRM
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B
aker Tilly Partner Ellen Labita leads the fi rm’s not-for-profi t/healthcare services practice in New 
York and the not-for-profi t professional practice fi rmwide. 

A Long Island native with more than 30 years of experience in public accounting, Labita has 
multinational, national and regional fi rm experience. She concentrates on providing audit, tax 

and consulting services to nonprofi t organizations, including health/human services organizations, 
foundations, educational institutions and membership and religious organizations. Her services have 
included single audits, cost reports, employee benefi t plans, enterprise risk management, internal 
controls, resource optimization and rate consulting. 

In addition to her dedication to working with nonprofi ts, Labita focuses on supporting women in 
business. She serves on Baker Tilly’s fi rmwide Growth and Retention of Women (GROW) committee, 
which provides mentorship and other initiatives to remove barriers that prevent women from succeeding 
and advancing at the fi rm. 

Labita is an active participant in the American Institute of Certifi ed Public Accountants and New 
York State Society of Certifi ed Public Accountants; she has served as a conference vice chair for the 
latter’s not-for-profi t organizations committee. Labita has also served as a speaker and provided training 
seminars on various accounting topics.

Her passion for contributing to nonprofi t and community organizations extends beyond her career. 
She serves as a board member for both the Long Island Association and the American Red Cross on 
Long Island. She is also a founder and past president of Girls Incorporated of Long Island and a former 
treasurer for North Shore Child and Family Guidance Center. 

Labita graduated summa cum laude from Adelphi University with a Bachelor of Science in business 
administration. 

Baker Tilly US, which has offi ces in major markets around the country, including Melville, provides a 
wide range of accounting, assurance, tax and advisory services. The fi rm is an independent member of 
Baker Tilly International, a worldwide network of independent accounting and business advisory fi rms in 
148 territories, with 36,000 professionals and a combined worldwide revenue of $4 billion. 

STEPHEN J. 
MANNHAUPT, CPA

PARTNER, ASSURANCE AND ATTEST 
SERVICES LEADER

GRASSI

G
rassi Partner Stephen J. Mannhaupt leads the Jericho-based advisory and accounting fi rm’s 
assurance and attest services. Mannhaupt specializes in accounting, auditing, forensic accounting 
and management consulting for clients in the construction, architecture, engineering, professional 
services, real estate and nonprofi t industries. 

The certifi ed public accountant also provides expert guidance to clients in specialized areas such as 
internal control assessment, fraud prevention and investigation, Federal Acquisition Regulation auditing 
and corporate operational effi ciency, in addition to traditional accounting, tax and audit support.

In addition to his role as assurance and attest practice leader, Mannhaupt has been instrumental in 
developing technologies to enhance the effi ciency and accuracy of Grassi’s audit procedures. He and 
his team use data analytics, artifi cial intelligence and robotic process automation to deliver a streamlined 
experience and provide clients with the information they need to make confi dent, data-driven decisions. 
Mannhaupt uses this expertise to help clients streamline their own internal processes and reduce the risk 
of error and redundancy through innovative and cost-effective technology solutions.

A sought-after speaker and author, Mannhaupt has written articles on a variety of accounting topics 
and has conducted educational seminars for clients, staff, accounting societies and other professionals 
in banking, surety and law. He has led consulting engagements involving fraud detection, operational 
reviews, internal control analysis and the quantifi cation of lost profi ts. 

A Queens College graduate, Mannhaupt is affi liated with several professional organizations, including 
the Society for Marketing Professional Services, American Institute of Architects, Nonprofi t Coordinating 
Committee of New York, Subcontractors Trade Association, Construction Financial Management 
Association, American Institute of Certifi ed Public Accountants and New York State Society of Certifi ed 
Public Accountants, where he is a past chairman of the construction committee. He is also a member of 
the energy committee of the New York Building Congress. 

Founded in 1980, Grassi provides industry-specifi c business consulting, audit, tax and technology 
services to key market sectors, including construction, architecture, engineering, nonprofi ts, healthcare, 
manufacturing and distribution, fi nancial services, real estate, cannabis and more. Headquartered in 
Jericho, the fi rm serves clients across the New York metro area and throughout the United States, as well 
as internationally through its membership in Moore Global Network Ltd. 

ELLEN LABITA, CPA
PARTNER

BAKER TILLY US

LABITA LEADS NONPROFIT, 
HEALTHCARE PRACTICES 

MANNHAUPT HEADS ASSURANCE 
AND ATTEST SERVICES



R
obert O. Mayer, a Woodbury-based partner at Prager Metis, serves as co-practice leader of the 
firm’s CFO advisory services. 

In addition to more than 40 years of professional accounting experience, Mayer brings his 
entrepreneurial spirit and innovative growth strategies to assist his clients with a wide range of 

matters. 
In 1973, Mayer began his accounting career in what was then a Big Eight accounting firm. He moved 

on to join a much smaller firm – in fact, he was just the second staff person – but he helped that firm 
grow to 40 employees in just five years. He spent five years as a staff member at Prager and Fenton and 
then went on to serve as chief financial officer for a Long Island company, which helped expand from one 
location to five and increase sales from $12 million to $60 million over five years.

Mayer eventually founded his own accounting firm, Mayer CPAs, where he served as managing 
partner. Mayer CPAs joined Prager Metis in 2016.

Mayer is a member of the American Institute of Certified Public Accountants, the New York State 
Society of Certified Public Accountants and the National Conference of CPA Practitioners. He is also 
active in the local community. Mayer serves as an advisory board member for the Alzheimer’s Association 
Long Island Chapter and co-chair of the corporate committee of the Nassau County Museum of Art. He 
sits on the advisory board of the Hofstra University Business School, where he earned a Bachelor of Arts 
in accounting. 

Prager Metis, which is a member of Prager Metis International Group, is a full-service accounting and 
advisory firm with more than 100 partners and principals, more than 600 team members and 23 offices. 
The firm was formed in January 2013 by the combination of Prager and Fenton and Metis Group, two 
accounting firms with complementary philosophies and cultures. Prager and Fenton began providing 
expert accounting and advisory services for entertainment and music industry clients, professional 
practice firms, real estate groups and high-net-worth individuals nearly a century ago. Founded in 1987, 
Metis Group was known for a team approach to providing a full range of accounting and tax services that 
included forensic accounting, litigation support and business and strategic planning.

ROBERT O. MAYER, CPA
PARTNER

PRAGER METIS  

MAYER IS CO-LEAD FOR CFO 
ADVISORY PRACTICE 



32      Power 25   |  ACCOUNTING

POWER 25POWER 25

C
arolyn Mazzenga wears many hats at Marcum. As managing partner of the fi rm’s Melville offi ce, 
she is responsible for overseeing the growth of the fi rm’s Long Island operations. She is also 
leader of Marcum’s national family wealth services group, assisting clients in wealth preservation 
and succession planning to meet their lifetime goals and philanthropic objectives. In addition, she 

assists hedge fund managers with personal and business income tax solutions. 
Leveraging her distinction in the women’s business community, Mazzenga was instrumental in 

launching the Marcum Women’s Leadership Development Program, a cutting-edge initiative to help 
promote and nourish the careers of the fi rm’s female managers and partners. Currently, she serves on the 
fi rm’s national diversity and inclusion committee and co-chairs the annual Marcum Women’s Forum in 
New York City. 

A recognized accounting industry leader, Mazzenga has authored numerous articles and speaks before 
professional organizations on tax, estate and succession planning topics. In 2016, she was featured 
in Inc. Magazine’s “Playbook” video series, advising young entrepreneurs about different aspects of 
achieving success. 

Mazzenga also chairs the annual Marcum Workplace Challenge, which has raised more than $1 million 
for local nonprofi t organizations since 2006. 

Prior to joining Marcum in 1991, Mazzenga operated her own practice. Earlier in her career, she spent 
10 years with a Big Four accounting fi rm. 

Mazzenga’s professional affi liations includes the American Institute of Certifi ed Public Accountants 
and New York State Society of Certifi ed Public Accountants. She serves on the board of directors of the 
Long Island Association as well as the board of directors and fi nance committee for Long Island Cares-
The Harry Chapin Food Bank. She sits on the Girl Scouts of Nassau County’s fi nance committee and is a 
past president of the board of directors of the Long Island Center for Business and Professional Women. 
Honors for Mazzenga include the 2018 Humanitarian Award from the Long Island Association and the 
2017 Oneonta Alumni of Distinction Award from her alma mater, SUNY Oneonta. 

Marcum offers tax, assurance and advisory services, as well as an extensive portfolio of industry-
focused practices with specialized expertise for both privately held and publicly registered companies. 

DAVID P. MCKELVEY, CPA, 
PFS

TAX PARTNER-IN-CHARGE, LONG 
ISLAND OFFICE

FRIEDMAN

A
tax and business consulting partner at Friedman, David McKelvey serves as the tax partner-
in-charge of the Long Island offi ce. Over the past 25 years, he has worked with closely held 
consumer product companies, manufacturers and some of the largest real estate owners and 
contractors in the country, who seek his expertise in both business tax issues for companies and 

personal tax issues for owners. 
McKelvey works with companies in a broad range of sectors, specializing in tax issues related to 

apparel, consumer products, real estate and construction industries. He applies his knowledge and 
insight to meet the needs of his clients as well as their banks and other credit grantors, including sureties 
and factors. McKelvey cuts to the essence of complex matters and devises effective solutions.

His expertise includes taxation of real estate owners/developers and construction contractors; 
designing and implementing effective succession plans and buy/sell plans; taxation and uses of 
employee stock ownership plans and insurance captives; tax basis job costing and look-back analysis; 
and buy/sell analyses for properties and developments. He also focuses on cost segregation studies, 
Section 1031 planning, corporate consolidation and business operating structure, capital gains 
maximization strategies, personal fi nancial planning and other matters. 

McKelvey, who holds the personal fi nancial specialist designation from the American Institute of 
Certifi ed Public Accountants in addition to his CPA, has written and spoken on a wide range of topics 
for real estate and construction professionals, including income taxes, sales taxes, multistate planning, 
capital gain planning, insurance captives and tax planning. He has been a featured speaker at AICPA’s 
Annual Construction Conference. 

McKelvey is active in many industry and nonprofi t organizations. He is a member of the professional 
advisory committee for the Long Island Community Foundation and a member of the board of regents for 
Tomorrow’s Hope Foundation. He co-chairs the American Heart Association’s Long Island Annual Golf 
Outing and sits on the board of the Real Estate Institute at Stony Brook University. 

Friedman, which is headquartered in Manhattan, has locations in New Jersey, Philadelphia, Los 
Angeles and China in addition to its Long Island operations. Established in 1924, the fi rm provides 
accounting, tax and business consulting services to public and private companies. 

CAROLYN MAZZENGA, 
CPA

LONG ISLAND OFFICE MANAGING 
PARTNER 
MARCUM

MAZZENGA MANAGES MARCUM’S 
MELVILLE OFFICE

MCKELVEY SERVES AS TAX PARTNER-
IN-CHARGE
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I
n addition to serving as partner-in-charge of EisnerAmper’s Long Island Office, Mark Meinberg also 
leads the office’s private business services practice. 

As a business advisor, Meinberg has helped many of his clients grow their businesses while helping 
others reorganize and emerge stronger. He is a qualified expert witness in litigation and bankruptcy 

court proceedings and has expertise in real estate management, e-commerce, staffing agencies, and 
leisure and recreation firms.

Active in the professional community, Meinberg has represented the New York State Society 
of Certified Public Accountants in a council position for the American Institute of Certified Public 
Accountants. He is a former NYSSCPA vice president, executive committee member and board member 
and is a past president of NYSSCPA’s Nassau Chapter, where he also served as secretary, treasurer, 
vice president, president-elect and director. He is a current member of the board of governors of the 
Accountants Club of America. Meinberg formerly sat on the business advisory council for Sterling 
National Bank in New York City and is a past board member of the Institute of Management Accountants. 
He is the founder and past chair of the Regional Small-Size Managing Partners Forum and currently sits 
on the board of the Long Island Music Hall of Fame.

As a recognized expert in his field, Meinberg has met with Senate Finance Committee members 
in Washington, D.C., and is a frequent lecturer for various organizations. He has discussed tax, fraud 
and business turnaround topics on broadcast media and has been quoted in various newspapers and 
professional publications. UJA-Federation of New York honored Meinberg as a Long Island Business and 
Professional Leader.

EisnerAmper is an accounting, tax and business advisory services firm whose services include 
valuation, due diligence, internal audit and risk management, litigation consulting and forensic accounting 
services. The firm also provides technology, compliance and regulatory, operational consulting and other 
professional services. EisnerAmper’s broad range of clients includes more than 200 public companies. 
The firm has more than 200 partners and principals and 2,000-plus employees. 

MARK MEINBERG, CPA
PARTNER-IN-CHARGE, LONG ISLAND 

OFFICE
EISNERAMPER 

MEINBERG LEADS PRIVATE BUSINESS 
SERVICES PRACTICE 

MARKETS CHANGE. INDUSTRIES EVOLVE.
COMPANIES TRANSFORM.
Wherever you are heading, the accountants and advisors at 
EisnerAmper can connect market knowledge, industry experience, 
and personal support to provide solutions for your business.

In a world of change, let EisnerAmper be your constant.

Learn more at EisnerAmper.com
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CITRINCOOPERMAN.COM          

» Our Mission.
Our Solutions.

Citrin Cooperman is among the 
largest, full-service assurance, tax, 
and business advisory fi rms in 
the United States. We offer a wide 
range of services customized 
to meet the unique needs of our 
clients.  

Your Success.

Our professionals are full participants in our client’s businesses 
and goals, measuring our success by theirs, and our ability to 
drive signifi cant impact on their vision.

When you are free to “focus on what counts,”
business thrives.

Building a Stronger
Long Island Together

MICHAEL SABATINI, CPA
Managing Partner, Long Island offi  ce

 msabatini@citrincooperman.com  |  631.930.5000 x5610

Citrin Cooperman  |  225 Broadhollow Road Suite 401  |  Melville, NY  11747

A 
partner at Prager Metis, Marianna Mooney wears many hats for the expanding accounting and 
advisory firm, including serving as its team leader for transitions of internal mergers. Mooney 
also trains and develops new team members in addition to providing a wide range of services to 
clients, for which she applies more than two decades of professional accounting experience. 

Based in Prager Metis’ Woodbury office, Mooney is very proactive in handling all aspects of her 
clients’ needs. In addition to providing specialized advice in tax planning, she consults with her clients on 
business management, financial statements, and business and personal tax returns. She works closely 
with her clients in several industries, including hospitality, healthcare and professional services. Her 
accounting expertise in areas such as medical and professional practices has enabled her to engineer 
many financial success stories for her clients.

Mooney, who has been with Prager Metis since its 2016 combination with Mayer CPAs, is a former 
recipient of Long Island Business News’ “Top 50 Women” in business award. 

A graduate of St. John’s University, where she received a Bachelor of Arts in accounting, Mooney is 
a member of the American Institute of Certified Public Accountants and the New York State Society of 
Certified Public Accountants.

Prager Metis, which is a member of Prager Metis International Group, is a full-service accounting and 
advisory firm with more than 100 partners and principals, more than 600 team members and 23 offices. 
The firm was formed in January 2013 by the combination of Prager and Fenton and Metis Group. The 
Woodbury office is one of several offices throughout the tri-state area for the firm, which also has offices 
throughout California, as well as in Washington, D.C., Florida, Massachusetts, Nevada, North Carolina, 
London and Chennai, India. Clients come to Prager Metis for expert advice to allow them to protect and 
grow their value, whether locally or across international markets.   MARIANNA MOONEY, CPA

PARTNER
PRAGER METIS

MOONEY LEADS INTERNAL MERGERS 
TRANSITIONS 
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Anchin’s financial reporting, tax and advisory professionals
are dedicated to delivering tailored strategies with
unparalleled results. We empower privately-held businesses,
ultra-high net worth individuals and families, investment
funds, and portfolio companies to realize their financial
vision. 

When your financial future matters most, Anchin helps you
meet your challenges and succeed with knowledge, insight
and opportunities.

We feel privileged to be serving the Long Island
business community out of our office in Uniondale. 

Leading the Way 

New York
1375 Broadway
New York, NY 10018

For more information, please contact
Chris at chris.noble@anchin.com

 
anchin.com

The partners, colleagues, and clients of Anchin
congratulate partner and leader Chris Noble 

and all of the 2021 LIBN Power 25  in 
Accounting Award Recipients.

Partner, Leader of  Anchin's
Services & Technology Groups

Long Island
50 Charles Lindbergh Blvd
Uniondale, NY 11553

Chris Noble, CPA

C
hris Noble is an accounting and advisory partner at Anchin. The certified public accountant, who 
has more than 20 years of experience, leads the firm’s services groups, which include teams 
serving clients in the technology, public relations and law industries. Noble and his team of 55 
professionals provide accounting, business and tax planning services to privately held business 

and investors. 
In addition to advising on traditional financial statements and tax services, Noble is a strategic 

partner to his clients, providing value-added services including transaction advisory and due diligence, 
international accounting and tax strategies, tax credits and incentives (including the research and 
development tax credit), and consulting on ultimate exit and succession planning strategies. He is an 
advisory board member of multiple technology organizations, frequently speaking and hosting industry 
events, and has been featured in various publications.

As an expert in his field, Noble is always open to new approaches and diverse ideas to better service 
clients. He is hardworking, forward-thinking and, above all, a respected mentor to staff at all levels. He 
is committed to growing the firm’s Long Island presence in addition to working alongside Long Island’s 
charitable organizations to serve the local community. Noble has volunteered his time to benefit several 
organizations, including participating in Thanksgiving food and holiday gift drives for the Mary Brennan 
Inn and Big Brothers Big Sisters of Long Island. He is an integral member of Anchin’s CARE Committee, 
which organizes and conducts the firm’s charitable and recreational events. 

Noble graduated from Baruch College summa cum laude with a Bachelor of Business Administration in 
accounting. He is a member of the American Institute of Certified Public Accountants and the New York 
State Society of Certified Public Accountants.

Based in New York City, Anchin is a full-service accounting and advisory firm of approximately 400 
people, including 56 partners and highly specialized industry and service teams. The firm provides 
privately held businesses, funds and high-net-worth individuals and families with a wide range of 
assurance, tax and advisory services. In 2021, Anchin opened an office in Uniondale to better serve its 
growing client base in Long Island.  

CHRIS NOBLE, CPA, 
CGMA

PARTNER AND LEADER OF 
 THE SERVICES GROUPS 

ANCHIN

NOBLE HEADS ANCHIN’S SERVICES 
GROUPS
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S
teven Pinsky has 30 years of consulting and direct management experience guiding companies 
in both the private and public sectors through critical transition periods. He works with clients in 
a variety of industries on everything from strategic planning to process improvements to mergers 
and acquisitions due diligence and integration. Pinsky specializes in working with middle-market 

companies, particularly those that are fast-growing or looking to improve performance, whether with their 
ongoing operations or preceding a potential exit.

Pinsky advises companies seeking to seize and capitalize on high-growth situations, whether organic 
or through acquisitions. He has provided interim management (including chief fi nancial offi cer and 
chief operating offi cer functions), fi nancial planning and analysis, and consulting services to numerous 
companies. He also provides guidance regarding strategic restructuring and enhancement of business 
operations by implementing effi cient reporting and management structures. Pinsky provides fi nancial and 
operational due diligence during mergers and acquisitions in both a buy- and sell-side capacity, as well 
as advising on interim management strategies.

In 2020, Pinsky took on a leadership role in the development and delivery of UHY’s crisis management 
services, a service line established to guide companies through the sudden economic downturn. He 
leveraged his experience aiding companies in turnaround and fi nancially distressed situations to create 
strategies that addressed interim needs and identifi ed profi table and critical operations to ensure the 
businesses’ continued survival. During the past year, Pinsky was one of UHY’s top subject matter experts 
on Paycheck Protection Program loans, helping hundreds of UHY clients secure fi nancing.

Pinsky has often served as a moderator or speaker for fi nancial, due diligence and private equity 
events. He was founder, co-host and featured speaker of the Due Diligence Symposium. He was a 
featured faculty member during numerous Federal Reserve Bank of Chicago Private Equity Conferences. 

Pinsky holds a Bachelor of Mechanical Engineering from the Georgia Institute of Technology, where 
he serves on the external advisory board for the School of Mechanical Engineering, and a Master of 
Business Administration from The Wharton School at the University of Pennsylvania.

UHY LLP, a licensed public accounting fi rm, provides audit and other attest services to publicly traded, 
privately owned and nonprofi t organizations. organizations.

MICHAEL SABATINI, CPA
MANAGING PARTNER, LONG ISLAND 

OFFICE 
CITRIN COOPERMAN

M
ichael Sabatini leads the Long Island offi ce of Citrin Cooperman. A lifelong Long Island resident 
and a leader in the business community, Sabatini works hard to contribute to his fi rm’s success, 
mentor a growing team and give back to the community while helping his clients run successful 
businesses.

In his role of managing partner, Sabatini drives the growth and success of the fi rm’s Long Island offi ce, 
which is in Melville, while creating a positive and inclusive workplace for the Long Island team. Part of his 
job is to help team members reach their full potential, which he accomplishes by creating opportunities 
for career advancement, ensuring the proper continuing education and on-the-job training is available, 
and advising his team individually on how to achieve their personal and professional goals. 

As a business leader in the community, Sabatini also fi nds time to ensure that the fi rm is participating 
in and giving back to the local community. Under Sabatini’s leadership, Citrin Cooperman’s Long Island 
team supports and sponsors numerous local business associations and charitable organizations, 
and each year the fi rm closes the offi ce to spend a day volunteering together, a popular tradition for 
strengthening team bonds and giving back to the community. Pre-pandemic, the offi ce also hosted 
mixers for the business community and plans to resume those events in the future. 

In addition to his leadership roles, Sabatini has more than 20 years of experience performing and 
managing audits for companies with a variety of ownership structures, including both larger and smaller 
publicly held companies, middle-market privately held businesses, private family-owned businesses and 
private equity-backed companies. He understands the unique accounting, auditing and business aspects 
associated with each structure. He has extensive experience with acquisitions, divestitures, capital-
raising activities, debt and other restructuring activities, as well as other complex fi nancial reporting 
issues.

Citrin Cooperman, which ranks among the top 25 accounting and business advisory fi rms in 
the United States in terms of size, has steadily built its business since 1979. The fi rm provides a 
comprehensive, integrated business approach to traditional services, which includes proactive insights 
throughout the lifecycle of clients wherever they do business across the globe. Citrin Cooperman is an 
independent fi rm associated with Moore Global Network Ltd.

STEVEN PINSKY
CONSULTING PRINCIPAL

UHY ADVISORS

PINSKY PLOTS PATHS FOR CRITICAL 
TRANSITIONS

SABATINI LEADS LI OFFICE FOR 
CITRIN COOPERMAN 



CORPORATE CITIZENSHIP IS A LONG ISLAND BUSINESS NEWS EVENT

Applauding business leadership and 
above-and-beyond corporate social responsibility

COMMUNITY IMPACT AWARD
Peter Klein

ALINE Wealth, Hightower Advisors

HELPING HANDS AWARD
Eric Alexander, Rich Cave and Mike Cave

 CORPORATE TEAM OF THE YEAR
Ørsted and Eversource

NONPROFITS OF THE YEAR
Spectrum Designs Foundation 

The Nicholas Center 

PROFESSIONAL ORGANIZATION 
OF THE YEAR

Long Island Board of REALTORS

  LEADERSHIP EXCELLENCE - FOR 
PROFIT

Michael Farrell 
LDI Color Toolbox
Elizabeth Kase

Abrams Fensterman 
Hossam Maksoud
Community Care RX 
Anne Shybunko

GSE Dynamics 
Ronald Stair

Creative Plan Designs,Ltd.

 LEADERSHIP EXCELLENCE - 
NONPROFIT

Yolanda Robano-Gross
Options for Community Living, Inc.

CORPORATE CITIZENS OF THE 
YEAR – LARGE BUSINESS

Bank of America 
Brookhaven National Laboratory 

JPMorgan Chase 
PSEG Long Island

CORPORATE CITIZENS OF THE 
YEAR – MID-SIZED BUSINESS

American Portfolios Financial Services, Inc.
Custom Computer Specialists 

The Landtek Group 
Riverhead Building Supply

CORPORATE CITIZENS OF THE 
YEAR – SMALL BUSINESS

Pinelawn Memorial Park and Arboretum

CORPORATE SOCIAL 
RESPONSIBILITY

Alure Home Improvements 
Certilman Balin Adler & Hyman, LLP

VOLUNTEER OF THE YEAR
Terrence Flood 

HUB International Northeast 

THURSDAY, JUNE 10, 2021
ONLINE EVENT PROGRAM

4:00 PM
The Corporate Citizenship Awards recognize companies and 
individuals who believe that by being a good corporate citizen 

we contribute to the economic and social well-being of our 
employees, businesses and the community. 

This year’s virtual program will include video storytelling 
featuring each of our honorees.

REGISTER TODAY:
libn.com/corporate-citizenship-the-business-of-giving

EVENT OR SPONSORSHIP QUESTIONS?
Please contact Jenna Natale

at jnatale@libn.com or 631.913.4246

CONTRIBUTING SPONSOR
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S
engulen has two decades of experience in accounting, much of which have been spent helping 
clients meet compliance requirements, enhancing their internal controls and advising them on 
mergers and acquisitions, both before and after deal completion. 

Sengulen’s wide range of experience in capital markets includes initial public offerings, reverse 
mergers, SPAC transactions and various secondary offerings. He works with his clients on both buy- and 
sell-side engagements for a full spectrum of transactions, including acquisitions, divestitures, carveouts 
and fi nancing transactions. 

Sengulen is a leader in UHY’s national capital markets practice as well as one of the leaders of the 
transaction advisory practice group. He also serves as managing partner of the fi rm’s Long Island Offi ce. 

Despite being one of UHY’s youngest partners, Sengulen is a top performer fi rmwide and the highest 
revenue generator for the fi rm nationwide for the past two years. Recently named an “Emerging Leader” 
by The M&A Advisor, Sengulen has been responsible for managing more than 70 clients across a range of 
industries and completing more than 120 transactions since taking the helm of the Long Island offi ce.

Sengulen is on the board of Easter Seals NY on Long Island, an organization dedicated to providing a 
variety of services to veterans and people living with disabilities. As a board member, he helps organize 
an annual golf event to fund the organization’s activities. All proceeds, which exceeded $300,000 in 
2019, go directly into Long Island projects. A recent project included the opening of a Red Mango frozen 
yogurt store entirely staffed by veterans. Sengulen is also a catechist at St. Rose of Lima Roman Catholic 
Church along with his wife, Vanessa. 

What sets Sengulen apart is his support and mentorship of his team. He takes pride in seeing team 
members grow professionally and he actively creates a safe and nurturing environment for them to 
become leaders. 

A certifi ed public accountant, Sengulen received both his Bachelor of Science and Master of Business 
Administration from St. John’s University. 

UHY LLP, a public accounting fi rm, provides audit and other attest services to publicly traded and 
privately owned businesses and nonprofi t organizations in a number of industry sectors. UHY Advisors 
provides tax and advisory services to entrepreneurial clientele and other organizations, especially in the 
dynamic middle market.

MEHMET SENGULEN, CPA
LONG ISLAND OFFICE MANAGING 

PARTNER, UHY LLP
MANAGING DIRECTOR, UHY ADVISORS

SENGULEN PILOTS M&A ADVISORY 

Ceschini CPAs support our clients with the knowledge 
and the experience in attaining their goals by applying 
our intellectual capital and business resources in a 
partnering relationship with select clients.

We call this Business-Wise Accounting SM

We serve entrepreneurial owners and their closely-held businesses.

Michael B. Ceschini CPA, CCIFP, CM&AA  |  Managing Member   |   877.474.3747  |  ceschinipllc.com
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H
aving been with DDK since the beginning of her career, Sze Man Tam has grown with the fi rm, 
taking on increasing responsibility over the last 17 years. After beginning as a junior accountant in 
2004, Tam was promoted to assurance manager and later partner, and is currently on track to lead 
DDK’s audit department. 

Tam applies her advanced technical knowledge to assisting clients in a variety of industries, including 
nonprofi ts, real estate, manufacturing, distribution, wholesale, art galleries, jewelry and employee benefi ts 
plans. She particularly enjoys helping her clients grow and improve their business. 

Tam, who graduated from Baruch College with a degree in accounting, is a member of the American 
Institute of Certifi ed Public Accountants and the New York State Society of Certifi ed Public Accountants; 
for the latter, she is a member of the not-for-profi t organizations committee. Tam is also a member of 
DDK’s information technology committee. 

In her free time, Tam enjoys spending time with her daughter, and she looks forward to any opportunity 
to travel. She is an avid sports fan and enjoys following local sport teams, especially the New York Knicks 
and the New York Mets. 

DDK & Company strives to offer a thoughtful balance of experience and innovation. The fi rm has 
multiple offi ces in the tri-state area and serves clients both locally and nationwide. The fi rm’s partners 
provide a range of business consulting services, while DDK’s extensive tax and accounting departments 
manage those aspects of client portfolios. As the fi rm grows, it continues to position itself as a 
multiservice provider for businesses of all sizes, with a friendly, accessible approach and a focus on 
nurturing personal client relationships. With its medium size and diversity of services, DDK is able to 
continue serving the increasingly sophisticated needs of clients as they expand their business into new 
industries or regions.

CATHERINE VERRELLI, 
CPA

TAX PARTNER AND JERICHO OFFICE 
MANAGING PARTNER

ERNST & YOUNG

C
atherine Verrelli, who serves as managing partner of the Jericho offi ce of Ernst & Young, is also a 
tax partner in the fi rm’s global compliance and reporting practice.

The certifi ed public accountant joined the Big Four accounting fi rm nearly 20 years ago and has 
been based in the Long Island offi ce ever since. She primarily serves multinational clients in the 

construction, manufacturing, consumer products and technology industries, coordinating all aspects of 
tax services for her clients. Her experiences at EY include extensive accounting for income taxes and FIN 
48 advisory. Additionally, Verrelli has wide-ranging experience with U.S. corporate tax compliance and 
reporting.

Outside of EY, Verrelli is active in the local business community. She serves on the board of trustees 
and the President’s Dinner committee at her alma mater, St. John’s University. She also sits on the board 
of the Long Island Association, helping to support economic development and infrastructure investments 
on Long Island. Additionally, Verrelli is active in the Financial Women’s Association, which is dedicated 
to enhancing the role of women in fi nance and investing in the community. She is a member of the 
association’s Long Island committee, for which she previously served as a co-chair.

A member of the American Institute of Certifi ed Public Accountants and the New York State Society 
of Certifi ed Public Accountants, Verrelli holds a Bachelor of Science and a Master of Science, both 
in accounting, from St. John’s University, as well as a Master of Science in taxation from C.W. Post 
University.

EY focuses on building a better working world, which includes helping create long-term value for 
clients, people and society and building trust in the capital markets. Enabled by data and technology, 
diverse EY teams in more than 150 countries provide services to help clients grow, transform and 
operate. The EY teams work across multiple disciplines, including assurance, consulting, law, strategy, 
tax and transactions. 

SZE MAN TAM, CPA
PARTNER

DDK & COMPANY

TAM ON TRACK TO HEAD AUDIT 
DEPARTMENT 

VERRELLI MANAGES EY’S JERICHO 
OFFICE 
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STAGE-SPECIFIC DAY PROGRAMS
Monday - Saturday
10 - 3:30 pm
Lunch included

CAREGIVER PROGRAMS
Educational Trainings
Yoga Program
Social Luncheon Events

Here for the now.

L I A D  C e n t e r    |    l i d e m e n t i a . o r g    |   ( 5 1 6 )  7 6 7 - 6 8 5 6   |    W e s t b u r y ,  N Y

Your one-stop-shop for
guidance, support, and hope.

SUPPORT GROUPS
Adult Children
Spouses
Bereavement
Caregivers
Early-Stage Dementia

VIRTUAL ACTIVITIES

DAY PROGRAM TRANSPORTATION
Operated by dementia trained drivers

WEEKLY CHECK-IN

IN-HOME RESPITE
Home visits that relieve caregivers and
engage with diagnosed individuals.

ONE-ON-ONE COUNSELING
Supportive therapy provided by a
NYS Licensed Clinical Social Worker.
Accepts Medicare and private insurance.

CONTINUING EDUCATION TRAININGS

ANNUAL SPECIAL EVENTS
Luncheon, Golf Classic, Casino Night
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LIFOCUS COMMERCIAL REAL ESTATE/ARCHITECTURE/
ENGINEERING/CONSTRUCTION

By JULIANNE MOSHER

A board member donated a new 
floor of an office building to 
Family and Children’s Associ-
ation and, in the process, gave 

the nonprofit a whole new life. 
FCA has been helping the most vul-

nerable children, families, seniors and 
communities across Long Island for more 
than 100 years. During the COVID-19 
crisis, as most nonprofits were struggling 
financially while trying to come up with 
a new plan, the services that places like 
FCA offered were needed even more.

Jeff Reynolds, president and CEO of 
FCA, said the pandemic proved a need 
from the public for mental health coun-
seling, services for seniors and addiction 
support. But their space at 100 East Old 
Country Road in Mineola was no longer 
suitable after three decades. 

In March 2020, Reynolds said they 
were able to sell their old location and 
begin anew at 377 Oak Street in Garden 
City — a 28,000-square-foot space. 

“A number of the programs that we 
had to move into that site, were senior 
programs,” he said, noting the lack of 
parking or an elevator. “Quite frankly, the 
repairs, maintenance and upkeep in that 
building started to exceed what we felt 
was the long-term value.”

Reynolds said the office was dark and 
dingy, but that was because the focus 
was not on having a trendy space but on 
helping its clients. But over the course of 
a few years, FCA started to revamp its or-
ganization; changing its logo and redoing 
the website. Eventually the board decided 
it was time to give the office a facelift 
— but it had to be worth it. 

Board member Scott Treiber men-
tioned a vacant floor in a building owned 
by his family. For years, Treiber’s insur-
ance agency took over the fifth floor, but 
after staying bare for some time, he want-
ed to give the nonprofit he supported for 
more than 30 years a new home — with 
no catch.

Treiber, managing partner at Treiberx4, 
comes from three generations of insur-
ance professionals. He said the empty real 
estate wasn’t doing anything for him and 
his brothers, so they decided to give back 
— a trait their father always instilled.

“My father was always like, you got to 
do good stuff. You’ve got to give back, 
you’ve got to be part of the community,” 
he said. “This was a win-win for every-
body.”

Treiber and his family knew that gift-
ing the floor to the nonprofit would do 
good for others.

“It’s really about it’s about the kids. It’s 
about the seniors. It’s about the drug and 

alcohol treatment. It’s about families and 
it’s all about doing what’s right for the 
community,” he said. 

After checking the space out, while it 
needed some work, it had an elevator, 
parking and was imagined to be bright, 
airy and cheery — a complete 180 from 
the former location in Mineola. 

Right before the coronavirus hit New 
York, FCA sold its old location to a law 
firm and began to work on the Garden 
City spot. 

“I’m still shocked, but we managed to 
sell it during COVID,” Reynolds said. “So, 
that was pretty exciting.”

After hiring a project manager who 
helped Reynolds and his team scout of-
fice space muses that featured things that 
Reynolds hadn’t seen in years. 

“I realized we’ve always worked in like 
this dingy, lousy environment, and I had 
no idea what the current trends in office 

settings even look like,” he said. “Aside 
from going to other poorly funded not-
for- profits and school buildings, we had 
no idea what’s happening out there.”

But with the help of TPG Architecture, 
and mimicking things they liked from 
their field trips to other spaces, FCA’s 
new location became a dream come true 
— and COVID, while detrimental to 
fundraising efforts and mental health — 
provided new accommodations to keep 
everyone at work safe. 

Desks are now outfitted with all 
washable surfaces, disposable liners for 
surfaces. Shared space is more flexible 
and the lighting from outside makes the 
office bright, spacious and inviting — not 
to mention modern.

Technology was a key factor in design-
ing the new office. The pandemic proved 
the necessity of computers and acces-
sibility, especially regarding telehealth 
services.  

“We were able to put monitors in all 
the conference rooms, so now we can do 
telehealth in six different places within 
the organization,” he said. “For a lot of 
people, telehealth has been a blessing.”

While Zoom calls, webcams and virtual 
talks were pushed onto businesses and 
nonprofits like FCA, Reynolds said it 
happened at a good time and helped 
them modernize.

“All of that became incorporated into 

the new office design and our move in 
here really coincided nicely with peo-
ple working throughout the pandemic,” 
he said. “Each step was moved towards 
modernizing.”

The push for virtual sessions also helps 
eliminate transportation or scheduling 
issues. Reynolds said clients who live in 
Suffolk County don’t need to commute to 
Nassau for an appointment anymore. 

“This a game-changing opportunity for 
us,” he said. “We wouldn’t have been able 
to do it without [Scott’s] gift.”

Reynolds added the buildout cost 
just over $2 million, which FCA did not 
consider too expensive, given that the 
nonprofit helps more than 30,000 people 
annually. The new FCA location can now 
accommodate programs the old spot 
couldn’t fit. They offer financial counsel-
ing programs for seniors, children’s men-
tal health services — featuring a gaming 
room for kids who might be waiting for 
their siblings in therapy sessions. 

“It’s a brand-new fresh start,” Reynolds 
said. “It just feels better and spaced out in 
a different way. It’s just cleaner and airier. 
It feels healthier and safer.”

Treiber said that anyone who visits is in 
for a treat.

“We’re ready and we’ve got the state-
of-the-art facility, so we’re prepared,” he 
said. “When you come see it, you’re going 
to a special place.”

Jeff Reynolds, president and CEO of FCA, outside his new office home at the Treiber building. 

A ‘game-changing’ new space for 
Family and Children’s Association

‘IT JUST FEELS BETTER AND 
SPACED OUT IN A DIFFERENT 

WAY. IT’S JUST CLEANER  
AND AIRIER. IT FEELS  

HEALTHIER AND SAFER.’
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T H E L I S T

GOLF COURSES
Company Town Phone

No. of 
Holes

P-Public 
PVT-Private
SP-Semi-

Private

Guests 
O-Open 
M-w/

Member

Dress Code 
Y-Yes 
C-Call 
N-No

Metal 
Spikes 

Allowed
Fivesomes 
Allowed

Reservations 
Accepted

No. 
Yards

Course 
Rating

Course 
Slope

Course 
Par

18 HOLE GOLF COURSES
Atlantic Golf Club Bridgehampton (631) 537-1818 18 PVT - - - - - 6,940 74 136 72

Baiting Hollow Club Baiting Hollow (631) 369-4455 18 PVT M Y N N Y 6920 74 132 72

Bellport Country Club Bellport (631) 286-7206 18 P - - N - - 6,329 71.5 135 71

Bergen Point Golf Club West Babylon (631) 661-8282 18 P O Y N N Y 6,722 72.9 126 71

Bethpage State Park Golf Courses Farmingdale (631) 962-0220

                                                 Black Course 18 P O N N N Y 7,468 78.1 152 71

                                                 Blue Course 18 P O N N N Y 6,693 71.8 125 72

                                                Green Course 18 P O N N N Y 6,378 70 127 71

                                                Red Course 18 P O N N N Y 7,092 73.4 129 70

                                                Yellow Course 18 P O N N N Y 6,288 69.6 120 71

Brentwood Country Club Brentwood (631) 436-6060 18 P O C N N Y 6,173 69.3 121 72

� e Bridge Golf Course Bridgehampton (631) 537-8902 18 PVT - - N - - 7,341 76 140 72

Brookville Country Club Glen Head (516) 671-5440 18 PVT M Y N N N 6,625 71.5 131 71

Cherry Creek Golf Links Riverhead (631) 369-6500 18 P O Y N N Y 7,187 73.8 125 73

Cherry Valley Country Club Garden City (516) 746-4420 18 PVT M Y N N N 6,705 72 127 72

Cold Spring Country Club Huntington, 
Cold Spring Harbor

(631) 692-6550 18 PVT M - N N N 6547 72.2 131 71

Crab Meadow Golf Club Northport (631) 757-8800 18 P O Y N N Y 6,574 71.6 125 72

Deepdale Golf Club Manhasset (516) 365-9111 18 PVT M Y N - Y 6,670 72.7 131 70

Eisenhower Park East Meadow (516) 572-0327

                                                  Blue Course 18 P O Y N N Y 6049 68.3 117 72

                                                 Red Course 18 P O Y N N Y 6435 70.5 128 72

                                                White Course 18 P O Y N N Y 6576 71.4 128 72

Engineers Country Club Roslyn Harbor (516) 621-5350 18 PVT M Y N N Y 6801 72.7 131 72

Fresh Meadow Country Club Great Neck (516) 482-7300 18 PVT - - - - - 6,700 72.4 133 70

Friar’s Head Golf Course Riverhead (631) 722-5200 18 PVT M Y N - - 7078 74.4 140 71

Garden City Country Club Garden City (516) 747-2929 18 PVT - - - - - 6,578 72.8 130 70

Garden City Golf Club Garden City (516) 746-8360 18 PVT M N N N N 6,882 73.7 139 73

Gardiner’s Bay Country Club Shelter Island Heights (631) 749-1033 18 PVT M Y N N N 6,500 70.2 127 70

Glen Cove Golf Club Glen Cove (516) 676-0550 18 SP O Y N N Y 5,131 64.1 114 67

Glen Head Country Club Glen Head (516) 676-4050 18 PVT - - - - - 6,597 73.2 135 71

Glen Oaks Club Old Westbury (516) 626-2900 18 PVT - - - - - 6995 75 136 72

� e Greens Golf Club Melville (631) 271-4500 18 PVT M Y N N Y 4,100 60 97 60

� e Hamlet Golf & Country Club Commack (631) 499-5200 18 PVT M Y N N Y 6,462 71 132 70

Hampton Hills Golf & Country Club Westhampton Beach (631) 727-6862 18 PVT M Y N N Y 6718 74.6 148 71

Harbor Links Golf Course Port Washington (516) 767-4816 18 P O Y N N Y 6,927 73 128 72

Hempstead Golf & Country Club Hempstead (516) 486-7800 18 PVT M C N N N 6,567 71.6 126 72

Holbrook Country Club Golf Course Holbrook (631) 467-3417 18 P O Y N N - 6,252 70 127 71

Huntington Country Club Huntington (631) 427-0334 18 PVT - - - - - 6,432 72.1 134 70

Huntington Crescent Club Huntington (631) 427-3400 18 PVT M Y N N N 6,506 71.9 133 70

Indian Hills Country Club Northport (631) 261-5700 18 PVT M Y N N Y 6,623 72 134 72

Indian Island Golf Club Riverhead (631) 727-7776 18 P O C N N Y 5524 - 
6516

67.2 - 
71.5

121 - 
124

72

Inwood Country Club Inwood (516) 239-2800 18 PVT M Y N N N 6,639 72.8 137 71

Island’s End Golf Club Greenport (631) 477-0777 18 P O Y N N Y 6,655 72.2 129 72

Laurel Links Country Club Laurel (631) 298-4300 18 PVT M Y N N - 7,018 74.9 139 71

Lawrence Village Country Club Lawrence (516) 239-8263 18 P O Y N N Y 6,324 71.5 136 70

Lido Golf Club Lido Beach (516) 889-8181 18 P O Y N N Y 7000 73.5 130 72

Long Island National Golf Club Riverhead (631) 727-4653 18 SP O Y N N Y 7006 73.3 129 71

Maidstone Golf Club-West Course East Hampton (631) 324-5530 18 PVT - - - - - 6,560 72.8 139 72

Meadow Brook Club Jericho (516) 822-3354 18 PVT - - - - - 7,405 76.3 143 72

Middle Island Country Club Middle Island (631) 924-3000 27 P O Y N N Y 6550 72.4 126 72

Mill Pond Golf Course Medford (631) 732-8249 18 P O Y N N Y 6304 70.4 126 70

Mill River Club Oyster Bay (516) 922-3556 18 PVT - - - - - 6,623 72.6 138 72

Montauk Downs State Park Montauk (631) 668-5000 18 P O N N N Y 6,976 73.3 135 72

� e Muttontown Club East Norwich (516) 922-7500 18 PVT M Y N N Y 6,533 70.3 128 71

Nassau Country Club Glen Cove (516) 676-0554 18 PVT - - N N - 6,648 72 134 70

National Golf Links of America Southampton (631) 283-0410 18 PVT M Y N N N 6,873 74.3 141 73

Nissequogue Golf Club St. James (631) 584-7733 18 PVT M C N N Y 6,731 73 133 72

North Hempstead Country Club Port Washington (516) 365-7500 18 PVT M Y N N Y 6,293 71 129 70

Please contact research@libn.com with comments or to be considered for future listings.
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T H E L I S T

GOLF COURSES
Company Town Phone

No. of 
Holes

P-Public 
PVT-Private
SP-Semi-

Private

Guests 
O-Open 
M-w/

Member

Dress Code 
Y-Yes 
C-Call 
N-No

Metal 
Spikes 

Allowed
Fivesomes 
Allowed

Reservations 
Accepted

No. 
Yards

Course 
Rating

Course 
Slope

Course 
Par

North Hills Country Club Manhasset (516) 627-9100 18 PVT M C N N N 6,730 72.4 137 72

North Shore Country Club Glen Head (516) 676-0500 19 PVT M Y N N N 6,617 71 136 71.8

Noyac Golf Club Sag Harbor (631) 725-1800 18 PVT - - - - - 7007 74.9 144 72

Old Westbury Golf & Country Club - 
Champion Course

Old Westbury (516) 626-1810 18 PVT M C N N N 7,079 74.8 139 72

Oyster Bay Golf Course Woodbury (516) 677-5980 18 P O Y N N - 6,376 71.5 131 70

Pine Hills Country Club Manorville (631) 878-7103 18 P O Y N N Y 7132 74.4 131 73

Pine Hollow Country Club East Norwich (516) 922-0300 18 PVT M Y N N Y 6,731 72 131 71

Pine Ridge Golf Club Coram (631) 331-7930 18 P - - - - - 6,607 72 132 70

Piping Rock Club Locust Valley (516) 676-2332 18 PVT - Y N - - 6,877 73.7 134 71

Plandome Country Club Plandome (516) 627-1200 18 PVT - - - - - 6,610 71.7 138 71

Port Je� erson Country Club Port Je� erson (631) 285-1814 18 PVT M Y N N Y 6,763 72.7 134 72

Robert Moses State Park Golf Course - 
Par 3 Course Pitch & Putt

Babylon (631) 669-0449 18 P O N N N N 1,425 - - 55

Rock Hill Golf & Country Club Manorville (631) 878-2250 18 P O C N N Y 7,050 73 131 71

Rockaway Hunting Club Lawrence (516) 569-0600 18 PVT M Y N N N 6,251 71 129 70

Rockville Links Club Rockville Centre (516) 766-9200 18 PVT - - - - - 6,470 71.2 130 72

Rolling Oaks Golf Course Rocky Point (631) 744-3200 18 P O C N N Y 4,838 65 105 65

Sands Point Golf Club Sands Point (516) 883-3077 18 PVT - - - - - 6664 72.2 127 72

Seawane Club Hewlett (516) 374-1110 18 PVT M - N N Y 6,725 74.7 145 72

Sebonack Golf Club Southampton (631) 287-4444 18 PVT - Y N - - 7,534 77.3 151 72

Shinnecock Hills Golf Club Southampton (631) 283-1310 18 PVT - - - - - 6,940 75 140 70

Smithtown Landing Golf Club-
Smithtown Landing Course

Smithtown (631) 979-6534 18 P O Y N N Y 6,114 69 129 72

Southampton Golf Club Southampton (631) 283-0623 18 PVT - - - - - 6,287 71.3 129 70

Southward Ho Country Club Bay Shore (631) 665-1710 18 PVT - Y N - - 6,572 71.8 133 71

Spring Lake Golf Club-
� underbird Course

Middle Island (631) 924-5115 18 P O Y N N Y 7,048 73 128 72

St. George’s Golf & Country Club East Setauket (631) 751-0388 18 PVT M Y N N N 6,218 70 128 70

Stonebridge Golf & Country Club Smithtown (631) 724-7500 18 SP O Y N N Y 6,280 70.8 135 70

Swan Lake Golf Club Manorville (631) 369-1818 18 P O N N N Y 7035 73.7 124 72

Tam O’Shanter Golf Club Glen Head (516) 626-1980 18 PVT M C N Y Y 6887 73.1 134 72

Town of Babylon-Cedar Beach Golf 
Course-Par 3 Course

Babylon (631) 321-4562 
Golf Course; 
(631) 834-2100 
Parks O�  ce

18 P O N N N N 1,400 - - 54

� e Village Club of Sands Point Sands Point (516) 944-7400 18 PVT M Y N N Y 6,584 71 130 71

West Sayville Golf Course West Sayville (631) 567-1704 18 P O Y N N Y 6,715 72.1 127 72

Westhampton Country Club Westhampton Beach (631) 288-1110 18 PVT - - - - - 6,457 73 134 70

Wheatley Hills Golf Club East Williston (516) 747-8822 18 PVT M Y N N - 6,822 73.2 133 72

Willow Creek Golf & Country Club/Club 
Corp.

Mt. Sinai (631) 474-9200 18 P O Y N N Y 6,311 71.3 131 71

Wind Watch Golf & Country Club/Club 
Corp.

Hauppauge (631) 232-9850 18 SP O Y N N Y 6,686 72.4 136 72

� e Woodmere Club Woodmere (516) 295-2500 18 PVT M Y N - Y 6,316 71.9 133 70

� e Woods at Cherry Creek Riverhead (631) 506-0777 18 P O Y N N Y 6,550 71.1 130 71

9 HOLE GOLF COURSES
Bay Park Golf Course East Rockaway (516) 571-7242 9 P O Y N N Y 1,956 - - 30

Bridgehampton Club Bridgehampton (631) 537-9875 9 PVT - - - - - 2,846 68 122 35

Cantiague Park Golf Course Hicksville (516) 571-7061 9 P O Y N N Y 1,878 27 80 30

Cedars Golf Club Cutchogue (631) 734-6363 9 P O Y - N - 1,120 - - 27

Christopher Morley Park Golf Course North Hills (516) 571-8120 9 P O Y N N N 1,603 27 80 30

Colonial Springs Golf  Club East Farmingdale (631) 643-1050

                                                Lakes Course 9 PVT M Y N N Y 3,371 36.5 130 72

                                                 Pines Course 9 PVT M Y N N Y 3,470 36.8 136 72

                                                Valley Course 9 PVT M Y N N Y 3,488 36.9 134 72

Dix Hills Park Golf Course Dix Hills (631) 499-8005 9 P O Y N N Y 1,930 30 97 31

Gull Haven Golf Club Central Islip (631) 436-6059 9 P O Y N N - 2,705 66 111 35

Harbor Links Golf Course-
Executive Course

Port Washington (516) 767-4828 9 P O Y N N Y 1,668 30 119 31

Heartland Golf Park Edgewood (631) 667-7400 9 P O C N Y N 1,220 36 90 27

Merrick Road Golf Course Merrick (516) 868-4650 9 P O Y Y N - 3,200 34.7 112 36

Please contact research@libn.com with comments or to be considered for future listings.
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North Woodmere Golf Course North Woodmere (516) 571-7814 9 P O Y N N Y 2,282 - - 31

Northport Golf Course at the VA Northport (631) 261-8000 9 P O Y N N Y 2,410 - - 35

Old Westbury Golf & Country Club - 
Blue Grass Course

Old Westbury (516) 626-1810 9 PVT M C N N N 3452 - - 36

Peninsula Golf Club Massapequa (516) 798-9776 9 P - - - - - 3,346 36.2 127 37

Poxabogue Golf Center Sagaponack (631) 537-0025 9 P O Y N N Y 1,583 28 88 30

Quogue Field Club Quogue (631) 653-9885 9 PVT - - - - - 3,236 35 123 37

Sag Harbor Golf Club Sag Harbor (631) 725-2503 9 P O N N N - 2,661 - - 35

Sandy Pond Golf Course Riverhead (631) 727-0909 9 P O Y Y N N 1,070 - - 27

Shelter Island Country Club Shelter Island Heights (631) 749-0416 9 P O Y Y N - 2,512 64 107 33

Smithtown Landing Golf Club-
Par 3 Course

Smithtown (631) 979-6534 9 P O Y N N N 1,143 - - 27

Spring Lake Golf Club-Sandpiper Course Middle Island (631) 924-5115 9 P O Y N N Y 3129 35.1 126 36.9

Sunken Meadow State Park Kings Park (631) 269-5351 67.1 114 35

                                                  Blue Course 9 P O N N N Y 2,921 67.1 114 35

                                                Green Course 9 P O N N N Y 3,091 67.9 113 36

                                                    Red Course 9 P O N N N Y 2,988 67.8 111 36

Timber Point Golf Course Great River (631) 581-2401 36.4 124 36

                                                   Blue Course 9 P O Y N N Y 3341 36.4 124 36

                                                    Red Course 9 P O Y N N Y 3300 36.1 129 36

                                                White Course 9 P O Y N N Y 3149 35 122 36

Please contact research@libn.com with comments or to be considered for future listings.

FROMLIBN.COM

Restaurant owners struggling amid the 
COVID-19 pandemic can now apply for their 
share of the federal Restaurant Revitalization 
Fund, which rolled out Monday.

The program provides a total of $28.6 billion 
in direct relief funds to restaurants and other 
hard-hit food establishments that have experi-
enced economic distress and significant opera-
tional losses due to the COVID-19 pandemic.

The application will remain open until funds 
are exhausted.

In preparing for the roll-out, the SBA applied 
a “customer-first model,” one that “integrates 
technology” to meet demand and equity, SBA 
Administrator Isabella Casillas Guzman said in a 
call with reporters last week.

Field offices and partners “are working to 
get the information out to as many people as 
possible,” she added.

In announcing the roll out, Guzman said in 
a statement that “restaurants are the core of our 
neighborhoods and propel economic activity on 
main streets across the nation. They are among 

the businesses that have been hardest hit and 
need support to survive this pandemic. We want 
restaurants to know that help is here.”

“The SBA has focused on the marketplace 
realities of our food and beverage businesses in 
designing the Restaurant Revitalization Fund 
to meet businesses where they are,” she added. 
“And we are committed to equity to ensure our 

smaller and underserved businesses, which have 
suffered the most, can access this critical relief, 
recover, and grow more resilient.”

“Recognizing the great urgency to help 
restaurants keep their doors open – and with a 
clear mandate from Congress – the SBA worked 
at a breakneck speed and is excited to launch 
this program,” Patrick Kelley, SBA associate 

administrator of the Office of Capital Access, 
said in a statement. “From day one, we engaged 
with diverse stakeholders in the food industry 
community to make sure we built and delivered 
the program equitably, quickly, and efficiently.”

Applicants are encouraged to review the offi-
cial guidance, program guide, frequently asked 
questions and application sample.

They can also work with a point-of-sale 
vendor.

For the first 21 days that the program is open, 
the SBA will prioritize funding applications from 
businesses owned and controlled by women, 
veterans, and socially and economically disad-
vantaged individuals. All eligible applicants are 
encouraged to submit applications as soon as the 
portal opens. Following the 21 days, all eligible 
applications will be funded on a first-come, first-
served basis.

More information is available at sba.gov/
restaurants or in Spanish at sba.gov/restaurantes.

— ADINA GENN

$28.6B Restaurant Revitalization Fund rolled out Monday

Amazon to lease planned  
Woodmere warehouse

E-commerce giant Amazon will be leasing 
a new warehouse to be built in Woodmere 
near JFK International Airport.

The $76 million warehouse project is be-
ing developed by JFK Logistics Center LLC, 
an affiliate of Manhattan-based develop-
er Wildflower Ltd., led by managing partner 
Adam Gordon.

The Town of Hempstead Industrial Devel-

opment Agency had approved tax breaks for 
the project last year. The developer made a 
one-time $250,000 payment to the Lawrence 
Union Free School District as part of the deal.

The three-story, 235,230-square-foot JFK 
Logistics delivery station will be built on 11 
acres at 253-51 Rockaway Blvd. in Wood-
mere, where a portion of the site’s parking lot 
is situated in Rosedale, Queens. The delivery 
station, which replaces a long-term airport 
parking lot, is expected to bring at least 50 

full-time-equivalent jobs to the town within 
two years of its completion.

“We are excited to continue to invest in 
New York with a new Woodmere delivery 
station that will provide efficient delivery for 
customers, and create job opportunities with 
highly competitive pay, benefits starting on 
the first day of employment, and training 
programs for in-demand jobs,” Amazon 
spokeswoman Jenna Hilzenrath said in a 
written statement.

Frederick Parola, CEO of the Town of 
Hempstead IDA, said having Amazon lease 
the site is huge.

“We’re looking forward to their arrival,” 
Parola said in the statement. “This property 
as a parking lot generated minimal taxes for 
the town and school district. Now, it will be 
put to better use and provide tremendous 
economic benefits and employment oppor-
tunities. It’s incredibly exciting.”

— DAVID WINZELBERG

http://www.sba.gov/restaurants
http://www.sba.gov/restaurants
http://www.sba.gov/restaurantes
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Need to place a Public 
Notice ad in Nassau or 

Suffolk counties?

Our weekly rates start at 39.5 cents per line!

Please be advised that effective 
May 14th the deadline for 

submissions will be Friday at 3pm 
for the following Friday’s edition.

If you have any questions please call Robin Burgio 
631.737.1700 or email publicnotice@libn.com

By JULIANNE MOSHER 

Melville-based Cona Elder law is partner-
ing this month with the Center for Cognitive 
and Dialectical Behavior Therapy in Lake 
Success.

Together the two developed a customized 
program offering support to all of the firm’s 
30 employees, creating a forward-thinking 
program tailored to the issues facing their 
team.

“When we talk about mental health, the 
conversation tends to center on diagnosis 
and treatment,” said Jennifer Cona, manag-
ing partner of the firm. “I believe we have 
to put our efforts toward prevention. We 
learned long ago that prevention is the key 
to good physical health and the same holds 
true here.”

In response to the COVID-19 pandemic, 
Cona Elder recognized the stresses employ-
ees are feeling. 

“Since June, we’ve been coming to the 
office every day, operating under strict 
COVID regulations, wearing masks, staying 
six feet apart, and often working behind 
plastic shields,” Cona said. “On top of that, 
I’m well aware that so many people are also 
dealing with major disruptions to their 
personal lives, loneliness, anxiety, the fear 
of getting sick, and the loss of loved ones. I 

am personally invested in taking care of my 
own mental health and it was a very easy 
decision to push our collective mental health 
concerns to the forefront.”

With that motivation, Cona Elder Law 
asked CCDBT to craft a program aimed at 
proactively addressing the potential mental 
and emotional health concerns of its staff 
members. 

Based in Lake Success, CCDBT has been 
designing and providing empirically vali-
dated, compassionate therapy services since 

1999. Working within the same COVID 
realities, CCDBT created monthly, lunch-
time Zoom sessions wherein mental health 
professionals facilitate discussions with Cona 
employees around key issues and discuss 
techniques to manage thoughts and emo-
tions, minimize negative impacts and gain 
practical skills and tools.

Maddy Ellberger, senior staff clinician at 
CCDBT noted that, while such programs 
are just beginning to emerge in the busi-
ness community, Cona Elder Law is on the 

leading edge and also stands out for its clear 
vision. 

“What’s unique about the program with 
Cona is they’ve committed to a significant 
culture shift across all levels of management 
in the firm, normalizing and prioritizing 
mental health and overall wellness through 
long term and consistent programming,” 
she said. “Cona is unique in that it sought 
out programming to meet the specific needs 
of their staff, rather than a blanket wellness 
workshop. They are really going the extra 
mile to meet the needs of their people.”

Cona said the feedback has been out-
standing.  “I have been so pleased with how 
the team has embraced this program, from 
the feedback I’ve received to the amount of 
sharing the group does during our sessions. 
It validates my instinct that we would all 
benefit and has also brought us closer as a 
group to realize our common and differing 
struggles,” she said.

“We don’t think of law firms as being on 
the cutting edge of human resource trends 
and that’s usually true. But this is not about 
staying ahead of a trend. I see this entire pro-
gram as an example of a business recogniz-
ing a problem and identifying and imple-
menting a solution. I also see it as a program 
that makes a business stronger by keeping its 
people strong.”

Cona Elder Law partners with nonprofit for  
Mental Health Awareness Month

Members of Cona Elder Law participate in a Zoom call to discuss mental health issues as 
part of their partnership with the Center for Cognitive and Dialectical Behavior Therapy in 
Lake Success. 

FROMLIBN.COM
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Nassau Industrial

ONTHEMARKET
Real Estate

BIZMARKET
BUSINESS SERVICES REAL ESTATE HOTELS & MEETING PLACES

Nassau Industrial

Category: Industrial
County: Nassau
Location: 120 Adams Avenue,

Farmingdale
Available Sq. Ft. 58,347
Asking Price: $13.25
Agent: Chuck Tabone Dan Gazzola
Brokerage: Newmark Knight Frank
Phone: 631-424-4800

BUSINESSCARDS

$125,000,000+ in Annual Real Estate Sales
Want a Definitive Date Your Property will Sell?

Now Accepting Consignments (Bridge Loans Available)

MaltzAuctions.com • 516.349.7022 • Richard B. Maltz

www.LIConstructionLaw.com
(516) 462-7051
Offices Uniondale, Melville, Ft Lauderdale

• Construction Contract preparation, review and negotiation
• Defective / Incomplete construction
• Post-Sandy House Raisings
• Non payment – Lien filings – Bond Claims
• Lien Foreclosures
• Union Hearings
• Construction Arbitrations, Mediation, Litigation

• Pre-Disability Filing Strategy
• Disability Claim Management
• Appeals for Denied or Terminated 

Disability Claims
• Disability and ERISA Litigation
• Lump Sum Settlements

516.222.1600 • www.frankelnewfield.com ATTORNEY  
ADVERTISING

Practice Exclusive to 
Disability Insurance MattersFrankel & newField, PC

PEER RATED
Peer Rated for Highest Level
of Professional Excellence

IRS & NYS TAX MATTERS 
NYS & NYC RESIDENCY 
AUDITS 
NYS DRIVER'S LICENSE 
SUSPENSIONS 
SALES AND USE TAX 

LIENS, LEVIES, & 
SEIZURES 
NON-FILERS 
INSTALLMENT 
AGREEMENTS 
OFFERS IN 
COMPROMISE

 

w w w . l i t a x a t t o r n e y . c o m   •   i n f o @ l i t a x a t t o r n e y . c o m  
6 3 1 - 4 6 5 - 5 0 0 0

Tax Attorneys Representing 
Taxpayers in IRS & NYS Tax Matters

Download Our App 
Tax Helpline

For over 100 years, Amato Furniture has been specializing in the 
repair, restoration, and renewal of office furniture.repair, restoration, and renewal of office furniture.

Specialists In
Custom Reupholstery • Leather Reconditioning • Wood Refinishing 
Antique Restoration • On-Site Architectural Woodwork RestorationAntique Restoration • On-Site Architectural Woodwork Restoration

718.391.0877 • 516.313.7702 
AmatoFurniture.com

Thomas M. Amato Co. Inc.

Background Investigations for Hiring Purposes
Criminal History Checks - Reference Checks - Drug Screening 

Due Diligence Investigations

WORK FROM HOME
and earn good pay per 

week.. no stress.

You can send your resume or 
contact jww056232@gmail.com 

for more details.

Category: Industrial
County: Nassau
Location: 3055 New Street, Oceanside
Available Sq. Ft. 2,000 Sq. Ft.
Asking Price for 
Sublease: $15.00 Gross
Agent: James Parnes
Brokerage: Schacker Real Estate Corp.
Phone: 631-293-3700, x45
Additional required information: Well maintained 
warehouse.  Short term available. Close to the LIRR. Car 
storage is allowed
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WINNERS ANNOUNCED!
WWW.IMAGINEAWARDSLI.COM

CONGRATULATIONS TO THE 9TH ANNUAL 
LONG ISLAND IMAGINE AWARDS AMAZING WINNERS!

PLATINUM HALL OF FAME GOLD SILVER

THANK YOU TO OUR MAJOR SPONSORS

COCKTAIL RECEPTION


