Calendar of Events

¢ January 10th Meeting
= 5:00 Board Meeting

= 6:30 Training
Seminar

= 7:30 p.m. Dinner
and General Meet-

ing
e February 7 Meeting

e February 26 Training
Seminar
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Message from the Presidenti Glenn Kin

| want to wish all of our members contributions that our industry business more prog
and their families a Happy New provides to the community and getitable. It is an al
Year! | think this is going to be more people interested in our pro-day seminar wit
an exciting year for the fession. | hope that all of you will breakfast and lunch provided, of-
MWPHCC. continue your involvement with fered for only $99. More informa-
our association and help come ugion is provided with the insert in
with new ways to attract our youth this edition of the Newsleak.

to our industry.

At our December meeting, general
elections were held and the new
officers were installed. | am hon- I hope you will start the New Year
ored and proud to serve as your We hope you will join us for a right by joining us on January 10,
new president and look forward to training class called 2007 at our monthly meeting.
working with you. iuUnderstanding Nohangl IConmgpanyl will be spansor-
How it Impacts the Success ofing the meeting and dinner. Please
our Companyo f inustandebe dure $oibring yosr
owner/bookkeeper/manager onideas of ways that you can become
February 26, 2007 at our usualinvolved with and improve our
meeting place, The Clarion Inn in association.
College Park. This training semi-

This is an important year for the
PHCC as it celebrates 125 years
of service to the plumbinbeating
-cooling industry.  During the
week of April 2 May 3, 2008

the celebration will combine with : ) ) If you have any questions, please
) . nar will offer instruction to help .
National ~ Plumbing  Industry do not hesitate to contact me at

ou better understand your over-
Week. We hope to highlight the y y 301-9825373.
head costs and how to make your

Noland Company Sponsors January Meeting

Join us for the January Membershi ucts and showing the benefits an hundreds of manufacturers, en-
Meeting on January 10, 2008 spor features of this new product line. compassing plumbing fixtures and
sored by Noland Company. Ou piping products, HVAC equipment
Membership Meeting and dinne and accessories and a wide array
begin at 7:30 p.m. at the Clarior of electrical and industrial operat-
Inn in College Park, MD. Noland ing and maintenance supplies.

will be providing free technical

training during the T4Table Top
Technical Seminar beginning a
6:30 p.m. They will be introducing
NuTone Heating and Cooling prod

Noland Company is a leading inde
pendent wholesale distributor of
mechanical equipment and supplie
to the construction and manufac
turing industry with nearly 100 Please be sure to join us in January
locations across the Eastern anand see how Noland Company can
Southern U.S. Noland stocks i help your business!

warehouses with products fromr

METROPOLITAN WASHINGTON ASSOCIATION OF PLHEBIINGEZOOLING CONTRACTORS

Founded in 1874
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Steve Heidler (President 2006i2007)
installing the new officers.

From Left: New MWPHCC President
Glenn King, Steve Heidler, Philip Heitmul-
ler, Mark Crooks and Buckey Davis

£ o

1 z ~—
Current and Past MWPHCC Presidents.
From Left: Sydney Paskel (®ne Air),
Glenn King (G.R. King Plumbing) & Steve
Heidler (Heidler, Inc.)
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Installation of New Officers and December Meeting

Our December meeting was a  Presidentd Glenn King

busy one with the election and  1st Vice Presd Buckey Davis
installation of our new MWPHCC 2nd Vice Presd Ray Handy
Officers, Toys for Tots and a Treasurer 8 Mark Crooks
wonderful dinner. Congratula- Secretaryd Philip Heitmuller
tions to our new Officers. They Sergeantat Armg John Barry
will officially begin their term at
our January meeting on January
10, 2008.

We had a very successful toy
drive with the US Marine Corps

Toys for Tots program. Thank
Our 2008 officers are as follows: you to all of our members who

Legislative Update

Sen. Norm Coleman Offers Contractor Act of 2007 repeals
Alternative To Three Percent section 511 of the Tax Increase
Withholding Tax Prevention and Reconciliation Ac

Sen. Norm Coleman ¢RIN) of 2005.

introduced a bill Nov. 16 that
would eliminate the three per-
cent withholding tax opposed by
PHCC contractors, particularly
those involved in government
projects. PHCC believes that the
withholding tax, which is sched-
uled to go into effect in 2011,
would punish contractors who
hold government contracts with
a three percent withholding of
their final payment.As an alter-
native, Coleman's bill requires
that all government agencies
certify a contractor is current on
all taxes prior to giving them a

Energy Bill Signed into Law

H.R. 67 Energy Independence
and Security Act of 2007 was
signed into law by President Bust
on December 19, 2007. The
modifications and eliminations
made by the Senate allowed Pres
dent Bush to sign this legislation
into law and give the House Ma-
jority the opportunity to check off
a major item on its "talo"

list. Though this version of the
energy bill has been trimmed
down, the regional standards for
heating and air conditioning prod-
contract. An electronic database UCtS that PHCC opposes, remain

will be maintained which will  firmly planted in the bill. Re-

allow all federal agencies accessdional standards are a part of the
new law; however, they will not

affect the ph-c industry for some
time because of the very tedious
rule-making process.

to IRS records by which all unre-
ported or undereported taxes

for contractors will be listed.
Coleman's Good Government

generously contributed toys and/
or money at the meeting. We
collected over five hundred dol-
lars in donations and many more
toys for the children in our com-
munity.

We want to extend a special
thank you to D & B Distributing
for a great training session and a
wonderful holiday dinner.

Ed Verify System Available
to Employers

For employers interested in a
way to electronically verify the
employment eligibility of new
employees, the &erify system
administered by the U.S. Citi-
zenship and Immigration Service
is anew solution.PHCC learned
details about the free-Eerify
system at an Essential Workers
Immigration Coalition (EWIC)
meeting this weekWhile the
Internetbased system has not
been federally mandated for all
employers yet, it can be used
voluntarily. There are some
states, however, that are sched-
uled to mandate the use of this
system for all employers within
that state: Arizona, Colorado,
Georgia and Oklahomaror
more information on &/ erify or
to become a voluntary user of
this new system call-800-357-
2099.


http://www.mmsend1.com/ls.cfm?r=126701737&sid=3215119&m=407893&u=PHCC&s=http://www.uscis.gov/portal/site/uscis/menuitem.eb1d4c2a3e5b9ac89243c6a7543f6d1a/?vgnextoid=a16988e60a405110VgnVCM1000004718190aRCRD&vgnextchannel=a16988e60a405110VgnVCM1000004718190aRCRD
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Make Recruiting Employees Everyone Responsibility

Eﬁ;—fg"rence Snow, QSCBusiness  t gr s. You canat there, growyour own. These newe a t
pl ace to wor ko team members have fewer bad

As | travel the country,acommon ar ound f or 52 y habitsto break and are excited

guestion | hear from contractors is printed document explaining what about the possibilities of lorgrm

Awhere do | f i nyourcompany offers. Benefits employment. Set goals with them,
cians?0o T h e a n ¢suchas health insurance, 401K, establish career paths and review
wh e n Iwhoassrdsponsible for disability insurance, vacation, their progress monthly.

recruiting good people for your  truck & tool policies, flexible

If an individual is a good fit for
your compan;ll make a job gffer on Al f Fecruitinec
the spot, contingent on their pass- ) ) ) h
ing a drug test and background Important issue, It

check. Make sure you work with ~ should be clear that it is

testing companies that can get the everyoneods jo

organizatiom ar e t el | workschedules, uniforms,inven-

 fory system, etc. should all be

" outlined in the document the ap-
plicant can take home. When his
or her spouse asks about benefits
it is all right there.

Often itds the
the new construction manager.
Yet, the managers point to the
owner. If recruiting is such an

important issue, it should be clear . . results in one day and always company to recruit, and
that it i s ever yRememberto hirefor attitude andl check references and past employ- . .

: . . . it should be very high on
pany to recruit, and it should be train for performance. In the ser- ers. Introduce the prospective ) _
very high on the list of importance. vice business, we should look for team member to your employees, ~ { he list of I

people with great people skills, | and be sure to ask your female
selling ability, and the willingness workers for their opinion. Remem-
to learn new things. Appearance ber, on about 80% of service calls,
is also a priority. Would you want we work with women.

your wife, daughter or mother to
let someone into your home that

Letds talk about
someone calls looking for work.
When a prospective employee
calls, you need to do whatever it
takes to have a fage-face inter-
view with him or her ASAP. The

To have your company be success-
ful in the future you need to make _

) l ooks Iike they ~ . ?% . .
longer you wait, the more offers . everyoneds job e recruiting pro
. Most Wanted List? A clean, well R . .
they may get, and then it comes . Dondét |l et potenti al new hir
. groomed appearance is a must! .
down to only a money issue. wait days or even hours to talk to a
Now that everyone in your opera- hiring person. Treat them as you
The look and feel of your company ., . . y y P gp Y
tion is looking for new team would your best customer. You
can say a lot. | have seen opera- i . _—
members, where do you find never knowi they might just be

tions that anyone judging from the
outside appear al
bother to apply. However, once
inside, some have great things go-
ing for them. A company should
present a positive image from the
appearance of the building and
grounds to the interior office and

them? There are many potential your best employee.
future employees in front of us
daily. How about the person who
just served your meal in your
favorite restaurant, recently dis-
charged military personnel, or
apartment maintenance person-

(Lawrence Snow is a business
coach for Quality Service Contrac-
tors, an enhanced service group of
the PlumbingHeatingCooling
ContractorsNational Association.
For more information about QSC,

nel? .
warehouse space. Keep your visit www.qgsephcc.org.)
: ho uhs.e_ooI .| n orde anu ct"?m. exi):nd ysur selarch Wlt-I‘E Reprinted with Permission from
now who is judging you. ahverhlsmg Ir(t)tug f_err;pfo_yee;,fm the PHCC- National Associa-
church newsletters, job fairs, dif- . .
During the interview, highlight J tion ChapterBulletin, December

ferent ethnic groups in your area
(in their native language) and
mor e. I f Agood out

how your company offers better 2007 / January 2008.

opportunities than your competi-
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http://www.qsc-phcc.org

in erator

n. ..l oyal
spend 33% more than
nor-loyal
customers.And
referrals among loyal
customers are 107%
greater than among
nonloyal customersii
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InSinkErator Boosts Support for Foundation & Auxiliary

Excitement is growing over the
20t h annual
in Your

raiser by matching individual
I n £ and company contributions byv ¢ newsletters. You can make sure
Fut ur e onethird. Every contribution

fundraising program that benefits goes farther toward supporting
the PHCC Educational Founda- scholarships and educational

tion and PHCC National Auxil-
iary scholarships.

This year, InSinkErator is con-
tinuing their support of this fund-

Lists of contributors are being

Retaining Customers

Best Practicesfi The Rich Rewards
of Customer Retention

ship is strengthened by your

good service al

By the time each customer enters quality products.

your database,
spent an average of $2%325 in
marketing costs to get him

there. So you can see right away
that each customer name repre-
sents a pretty serious investment
on your part.But more impor-
tantly, each name represents an
opportunity for a steady income
stream.

Think of it -thi
year customer buys one system,
has a continuous maintenance
agreement and only refers 2
customers like him a yeahat
level of customer is worth over
$90,000insalesl t 6s har
imagine, but the math is not
debatable.

The fact is, loyal customers
spend 33% more than ndoyal
customers.And referrals among
loyal customers are07%
greaterthan among noioyal
customers.

How does this happeni? begins
with a relationship between you
and the customerThe relation-

A 8ugtc9'n\érereteﬁtfor{ cgn"fbgig}'n

investment will range from a
minimum of 8% to a maximum
of 24% of the total marketing
budget. The higher figures
would include Maintenance
Agreement promotions, which
are designed to secure a loyal
customer base for years to
come.

Fhe m&é/rrérodeistfﬁgur%s in]cI8d<
the fundamentals of retention,
including thank you notes, holi-
day cards, ficuc
rect mail offers and customer
newsletters. The last item is the
rﬂostﬁm%ortant method of
friendly, -shadlesi

communication.

Effective newsletters are not
solely about plumbing, heating
and cooling, ai
only about the company. Insteac
they provide genuinely useful
information to help your custom-
ers run their households safely
and costefficiently.

But just because yoyrimary

printed in upcoming Foundation

you are included by making your
tax-deductible contribution to-
day. Call (800) 533694 or fax

programs because of this gener- in a payment form downloaded
ous match.

from: http://
www.foundation.phccweb.org/
Invest/

focusi snét for the
doesndét mean
low. The benefit folyouis that
this helpful newsletter brings
your company name and logo
right into your
homes. It reminds them that

y o u their beating and air con-
ditioning company, and it keeps
them informed about new prod-
ucts and services that will be of
benefit tothem

The fact is,
current customers are the abso-
lute #1 source of your future
sales.When you lose customers
through neglect, you lose all of
their future business and all of
their referrals to your competi-
tion. When you keep custom-
ers by maintaining regular con-
tact, you keep that pool of sales
for yourself. A strong customer
retention program is the tried
andtrue method for making that
happen.

This best practice is courtesy of Adams
Hudson, president of Hudson, Ink. Request
a FREE newsletter and special discounted
pricing information for PHCC members:

fax your letterhead with the request to 334
-262-1115. You can also call800-489-

9099 or visitwww.hudsonink.com
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http://www.hudsonink.com/

Noland Company Is Pleased to Present:

NuTone

Heating and Cooling Products
Available Exclusively at Noland Company

A Wi Whalesale Comaary Heﬂtll‘lg and I:Ucl'lll'lg Products

Warranty: 10 Year NuTone Quality Pledge

If there is 3 compressor failure ar 3 heat exchanger @ilure within the first 10 years, the producdt will
be replaced with the same ar ke product.

Product must be registered with NuTone.
Product must be matched with ART rated NuTone system.,
Please reference product speciffcation sheets for further requirernents.

Local Washington, DC Noland Company Locations:

Moland — Falls Chunch Moland — Manassas MNoland — Hyattsville MNaoland —Rockwille Malznd — Sikver Spring
G607 Wilson Bhed. 10512 Balls Ford Rd. AT00 Kenitworth Ave. 4977 Boding Brook Pkwy.  BE49 Brookwille Rd.
Fallz Church, VA 22044 Manzzzas, VA 20109 Hyattsville, WD 207E1 Rockeille, BD 20852 Silver Spring. MD 20910
T03-241-5000 T03-365-5531 301-775-8282 301-581-4225 301-588-0223
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