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Alex Getelman

He founded and heads a leading
New York City-based general con-
tracting, construction management
and consulting firm specializing in
interior construction fit-outs for
both the public and private sectors,
working with some of the city’s
most distinguished companies.

He is a devoted husband to his
wife, Kristine, and dedicated fa-
ther to his two children, a two-
year-oldson, Luke, and aone-year-
old daughter, Sydney.

And, in his spare time, he com-
bines professional and personal
pursuits, splitting his time between
industry organizations and chari-
table committees. His firm is an
active member of the International
Facility Managers Association
(IFMA) and CoreNet, and he con-
tinues to sponsor the Foundation
for Fighting Blindness, Big Broth-
ers/Big Sisters and the Emmory
Reagan Shapses Classic, anannual
event that raises funds for tuberous
sclerosis, among others.

Who isthis go-getter? He’snone
other than Alex Getelman, the 32-
year-old president and owner of
Aragon Construction.

His meteoric rise in the world of
construction has been an interest-
ing journey so far. Getelman was
raised with what he calls “one part
innovation and one parteducation.”
His father was a garment industry
business owner and his mother a
school teacher, but Getelman always
knew he wasanentrepreneur atheart,
even from the time he was 13.

At an age when most children
were playing video gamesand base-
ball, he started his very own busi-
ness, Alex’s Car Washing Service.
Never one to settle— his mantra is
“never give up” — Getelman grew
his business into a larger company
that specialized in automobile de-
tailing, named Mirror Finish De-
tailing. By the age of 16, he was
incorporated in Nassau County,
Long Island and employed several
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of his friends.

When Getelman headed off for
college, where he earned a BS in
Business Management, he had a
simple plan — to be “a business-
man.” Before long, his path re-
vealed itself. Taken under the
wings of an acquaintance, “big
brother,” and mentor who had long
admired his work ethic and ambi-
tion — and who also happened to
own aprominent interior construc-
tion management and general con-
tracting firm — he swiftly rose
through the ranks.

He began his career in construc-
tion in the estimating department,
working alongside the company’s
chief estimator, and earned a Con-
struction Managementdiplomafrom
the NYU Real Estate Institute.

“The estimating department is
the foundation of any solid con-
struction business because that is
where money is lost or made, jobs
are bid and released to all internal
departments and all the intricacies
of the various trades come to-
gether,” said Getelman. “It was
the perfect place to get my startand
learn from the ground up.”

From estimating, his talents were
next put to use as a site superinten-
dent and, after that, a project man-
ager where both positions oversaw
the construction of countless high-
end retail stores. These positions
enabled Getelman to take on abusi-
ness development role, where he
learned to fully service the client
and honed the values upon which
his firm is based today.

“You only get one chance, one
opportunity, to make the right de-
cision, which is important to re-
member when working with cli-
ents,” he said. “Once you make a
choice, you never look back.”

After seven years, Getelman
knew he had outgrown his current
position and that it was time to
follow his own vision.

He explains, “I started to notice
that | could contribute something
that was lacking in the construc-
tion marketplace — a passion and
commitment to excellence from
start to finish. The best way for me
to deliver the type of client service
and level of finished product I
wanted to provide to my clients
wasto funnel that energy into start-
ing my own company.”

In 2000, he did just that. That
same year he also married his wife,
a facilities manager for a financial
firm, who he had met while out in
the field and considers his “good
luck charm.” He also moved into
hispresenthomein Bellmore, Long
Island.

Humbly launching Aragon Con-

The Getelman Family

struction with only himself and two
employees, a super and a laborer,
he set out to create an interior con-
struction firm to thoroughly ser-
vice the mid-level market. In five
short years, he has grown the firm
to a $50 million operation with
class A clientele and over 30 con-
struction professionals.

In fact, Getelman personally
hand-selected every employee,
from the receptionist and team of
laborers onup to the executive vice
president of operations.

“Since we work inside other
company’s corporate cultures and
occupied spaces, it is important
that everyone at Aragon not only
knows how to produce a quality
product, but also how to handle
safety and human resource con-
cernsand communicate effectively
within a team environment,” said
Getelman. “That philosophy per-
meates our office as well. | employ
an ‘opendoor policy’ and consider
my colleagues to be one big fam-
ily. We work hard, but we also
have fun.”

This attention to detail carries
over to Getelman’s relationships
with the more prominent subcon-
tractors with whom Aragon works.

“| fervently believe that you’re
only as good as your staff and your
subs,” he said. “Having a rapport
with some of the city’s largest and

most reputable subcontractors is
integral to delivering a product of
superb quality on schedule. We
maintain that reputation by paying
our bills ontime, finishing our jobs
on schedule, turning them over,
with punch list items completed,
by the completion date, and man-
aging the process with frequent
meetings and updatesto all parties,
which is why subcontractors are
willing to work with our firm.”

Getelman adds, “Ultimately, we
are hired to produce a product for
our clients and without the right
people in place it is not the seam-
less process it should be. It is our
job to push and coordinate to make
that happen.”

Getelman’s strategy has paid off
handsomely, as witnessed by
Aragon’s extensive client roster,

-

including Lehman Brothers, The
Bisys Group Companies, Elizabeth
Arden, Macklowe Properties, Eq-
uity Office Properties, DHL, Sand-
ers Morris Harris and The New
York City Department of Admin-
istrative Services (DCAS). The
firm’s niche work has resulted in
remarkable corporate build-outs,
boutique retail spaces, industrial
structures and multi-level parking
facilities.

With additional staff in place,
including newly appointed execu-
tive vice president and former Eq-
uity Office Properties executive
Richard Hartz and experienced es-
timating professional Steven Knoll,
Getelman projects $100 million in
revenues over the next two years.

“l continue to add the proper
layers to support our growth and
meet our goals,” he said. “I’d like
to continue working for financial
firms, landlords and boutique re-
tailers, growing our business by
doing what we do best and devel-
oping from there. Eighty percent
of our business is in Manhattan,
which I consider my backyard, and
I’d like to continue increasing our
presence by focusing on tri-state
businesses.”

Asked about what else differen-
tiates him from his competitors,
Getelman says, in one word, “pas-
sion.”

Rising before the sun does and
logging long days at the office,
Getelman takes great pride in de-
livering a beautiful space no matter
what.

Whether it’s creating an office
or showroom foraclient, or elevat-
ing his own company to new
heights, Getelman sets out to ac-
complish his goals. The child who
once detailed cars for customers
now does the same for his interior
construction clientele, with the en-
thusiasm and tenacity that has al-
ways been his hallmark.

“I enjoy my work because, with
construction, you physically cre-
ate something for a client,” he con-
cludes. “You can literally build
dreams.”

The Aragon Construction staff




