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A Managing
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By JAY ROMANO

OR co-op boards in the market for a

managmg agent, making the right

" choice is a bit like buying new. shoes —_
you can't be sure of the fxt nnul you've wom
them..

Still, prehminary work can make agood
fit more likely. Here, then, are some tips de--
sighiedto take the guesswork outof plck

ogat@parent for your building.

t5-do your homework;” sai
Eric Gonchag. : Manhattan lawyer wh

onthe board ofa 2

ly decnded to switch managing agents and
invited several concerns to pitch their .
~wares. There was no-shortage of takers. “If

we wanted, we could have had every manag- |

ing agentin New York knockmg atthe

door,” he said. - :
Mindy Etsenberg, a Manhattan account-

ant who conduct$ seminars on managing

agents for the Council of New York Coopera- -

tives, said that in recent years the manage- -
ment industry has changed as mergers and
acquisitions among established firms have
allowed smaller, newer firms to flood the
- market with promises of personalized serv-’
icesat premlum rates. Accordingly, she .
said, boards can now be more discriminat+
ing when prospecting for-an agent. )
““You should always get sample copxes ‘of
the monthly report that the managing agent
sends out,” Ms. Eisenberg said, explaining
that most cornpanies will provide such cop-
ies with the client’s name deleted. There- -
port should include a copy of every bill paid,
amonthly checking account reconciliation, )
a copy of all bank statements in the control
of the management company, a collection
report for maintenance charges, alistof -
shareholders in arrears, a disbursements

report and a comprehensive report tying the -

others together. -
_Then, for good measure, board member

rmght want to visit the managing agent’s of N
ﬁce' “We've faund some agents who don’t e

even have a real office,” Ms. Eisenberg -
‘said. “We’ve found others that are totally

chaotlc. And that may be indicative of how ..

they are going to handle your building."”

It would also be wise, she said, to deter-
mine whether the company has ever come
under the scrutiny.of law enforcement offi-
cials. .

" Errol Brett, a Manhattan co-op lawyer,
takes that advxce and puts it in writing.

-“I'require a representation in the con- -
tract that none of the principals or agents
have been subject to indictment or investi-
gation,” he said, explaining that ripples re-’
sulting from fraud indictments against sev-
eral management firms in the last few
years are still being feitin the industry. .

Mark B. Shernicoff, a Manhattan account-
ant, sald that boards should be cautious
whena prmclpal of an agency promises to
handle the account personally. “It’s not im-
possible;” he said, “but frequently they have
dtfﬁculgy fnlfxlhng their promise.”

X Personality is going tobe very
* . important,”’ he said. ““All the glossy
brochures in the world won’t make
up for a personality clash between
" the agent and the board.” .
Frederick J. Rudd, president of
" Eichner Rudd Management Associ-
" ates,al Manhattan management
“company, sdid that it often pays for a
" board to find out how busy the agent
.assigned to their building will be.
Generally, hesdid, individual
agents are pushing their limit if
they’re handling more than 2,000
units. In'addition, Mr. Rudd said,
boards should ot assume that every " -
management company offers the
same standard services. Caution
. ‘should be exercised, he saxd when
dealmg with companies that offer -
. per-unit rates that appear signifi- -
cantly lower thar’ compeutors
“They might say they're only charg-
ing you $300 a unit per year,” Mr. -
Rudd said, *“But when you addinall
. theextra cha.rges, you re really pay-.

- lets or ieasing of rétail space.

p _managing dgent.’

“onyour own 6ot ™,

. .. Nearly every expert mentionéd
strong back-office support.as a sig-

" nificant asset. “The more diversea .

management firm becomes, the
more the individual agents are goifig -
to be able to cater to individual cli-
ents,” said Philip Miller, a Manhat—
tan accountant. :

. Jeffrey M. Hexdings, pres:dent of

- Siren Management Corporation in
Manhattan, said that to “‘separate

" the egg from the; yolk " boards

". should look for companies that gobe-

yond being bookkeepers and superin- .

" tendents to those that offer cost-con-

_trol and asset—management services.
* “There’s nothing inthe standard =~ -
‘management contract that saysa
manager has to look for ways tosave
aclient money,” Mr. Heidings said.

* “But the managemert company

* should know enough to saytoa
- board, ‘Hey, if we spend a few dollars -
moré on this pro)ect it will qualify'~ -
 for capital improvement or J-51.

.. “benefits,’ *” he said; refemngmtax- ’

ving beneflts avatlable for certam

Michael Alan Dym, a Manhattan h
¢o-op lawyer, added that since there -
'wasno specific license for marnaging -

“agents (they must only be licensed

real estate brokers it is essential to

: inisure that the company is borided .
and has errors and omission cover-
age Bonding, he explained, protects .

" against theft and other. intentional
acts whilé errofs and omission.cov- -
erage will protect a co-op for dam- -
.ages caused by the neghgence of the

. Ty, er of
Association of Cnoperatlve and Con-

dominium Managers, atrade associ-
‘ation based in Manhatta, said that *

o management companies should also’

- be able to provide clients with a writ-

.. ten code of ethics, apohcy for deal-
“ing with'vendors and accepting bids,

“and written disclosure of any poten-
tial conflicts of interest among man-
agement employees boa.rd members
andvendors. . .-

Moredver; he said, boards should '
insure that their management.com- -

. pany maintains separate-accounts’ -
- for every €0-0p orcondommlum it
- fepresents, and thattheboardhas -
- access'to’its own funds at all times. -

*-And finally, as’ honesty isa crmcal
attribute for &ll concerned; boards -

: - -should be as: -up-front:with prospec-. .

tive managers as they would want .

.- the managers to be with them.

-*“You have to be honest about any:
toblems in your building,” said Mr.

: Gonchar, the lawyer whose co-opre-- -

ntly changed management compa-
s. “If you don’t tell the managmg

ent the whole'story.up front, . .
’re only going to end up steppm




