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CONTACT BECKY BUCKLEY
TO ATTEND A FREE
MEETING SO YOU CAN
"TEST THE WATERS”
BEFORE YOU JOIN!



Bryon Scholz / Bryon Scholz Plumbing

Bryon Scholz - President
Bryon Scholz Plumbing
149 Swain Ave.
Greenacres, FL 33463
561-588-8689 ~ 561-643-2760 Fax
bsplumbing@beilsouth.net

James Peterson - Vice-President
Peterson Plumbing

2837 SE 1st Ct.

Boynton Beach, FL 33435
561-369-8573 ~ 561-369-9736 Fax
petersonplu83912@bellsouth.net

Mark Hysong - Secretary
Paragon Plumbing. Inc.

518 North G Street

Lake Worth, FL 33460
561-547-3350 ~ 561-547-9020 Fax
kfboss@aol.com

Kevin Lesiak, Treasurer
Custom Plumbing

1414 Point Road

West Palm Beach. FL 33405
561-533-5470 ~ 561-687-1175 Fax
kevin@custompiumb.com

Darrell Beabout, Director

Darrell Beabout Plumbing Service

7040 Seminole Pratt Whitney; Ste. 2541
West Palm Beach, FL. 33470
561-568-5322 ~ 561-792-8728 Fax

abeabout@aol.com

Richard D’'Addio, Director

R.L. D'Addio Plumbing Co., Inc.
1125 Crestwood Bivd.

Lake Worth, FL 33460
561-582-5500 ~ 561-585-6474 Fax
piperite@bellsouth.net

Warren Malkiel - Director
Warren Malkiel Plumbing

7363 Overlook Drive

Lake Worth, FL 33467
561-304-7964 ~ 561-304-7180 Fax
dwmalkiel@aol.com

John Riley - Associate Director
Al Packer Ford

1530 N. Military Trail

West Palm Beach, FL 33409
561-689-6550 ~ 561-478-4388 Fax
fleet@alpackerford.com

Lee Wilder - State Director

Lee Wilder Plumbing

P.O. Box 1051

Deilray Beach, FL 33444
561-265-1772 ~ 561-278-4566 Fax
Clwjr02@aol.com

Rob Brinkley - Associate Director
Ferguson Enterprises

1750 Old Okeechobee Rd.

West Palm Beach, FL 33409
561-683-0635 ~ 561-683-0267 Fax
rob.brinkley@ferguson.com

Message from Palm Beach PHCC President Bryon Scholz

[ was there...so L can teli vou firsthane tna
the ~Get Certified” Traveling Gas borom
rocked. Well at least the Ist in the ~eries
rocked. Here is the deal - we have
more coming down the pike. There were
20 in attendance on Sat. Oct. 18th at
Ferguson WPB for the Rinnai Tankless
and Omega Tracpipe class. They also gt

W

a product knowledge demonstrazion on
Fusion ot PE-2406 Yellow | ngergraune
Gas Piping done by Kevin Lesian Anige

thank vou to Rob Brinkley ot tergisen tor
taking care of all the business of'this event
and to Sunbelt Marketing for presenting
the class and bringing the cotfee and do-

“nuts. It was great to see local inspectors
attend along with a few of our members.
and better yet we sot
there who are not members ~ut »
now interested in joining the Palm Beaor
PHCC - because they see the benefits of
being an active member.  OK. those
dates coming down the pike will be lanc-
ary 24,2009 at Technico in Lake Wonn to
present Takagi Tankless Heaters and
Wardflex Gas Pipe:and March 21, 2009 at
Ferguson in Boca. We are still ironing out
the details for the Boca seminar...so stay
tuned to get the details.

Grres E—

SO canTTe

AOCoaly

Then there was our general membership
meeting in October that was by far one of
the best meeting - supercharged and
packed with useful information. Thank »ou
to Hector Rivera and Dennis Thompson

oy FPC-Flkhart who gave a presenta-
on therr products and provided us
witroosoar condies 1o take home. As it
wasr U eroaeh we had a dynamic

wems Comp. Tknow - your

(R % anvene be dynamic on
Woraen Comp  Batlam hereto tell you
©evenvene whe attended the meet-
moo ot was cood. No - he was great!

PRI
eV oy More information on the subject
'mar anyone of us contractors present had
ever known. Ok. his name is Tv Beba. H¢
hails from Brown & Brown Insurance and
is their Executive Vice Presidert He s
us a lot to think about and 0 tane Daa
and put to work for us in our business - te

" do a better job and to save monev. Al

PR T - ’ VT el
Tacler AT WL Tt gellniiess pave
: .7 tme Tuture sowatch tor his name
+72 2ot owourself in the front row to be
~lown awayr. A huge thank you to Ty for

~etting us on the straight path.

November 19th we are back at the Crowne

| Plaza with a special presentation by Kohler

Company on Green Products. 1am telling
you Green is BIG...we had all better get
on the bandwagon or be lett behind.

Happy Thanksgiving to you and your
I families. May you be safe, enjoy the feast,
and remember to share with others less
fortunate. Be thankful for all that you are
blessed with.



| ram mto Bubbe Jones at

i filling statron next to the
:umpthe 1in YeeHaw Junction a
couple of weeks ago. He was
Jrinking a siy pack of Bud and
“*hing-up his brand new shiny Ford
oo~ on-up wath the King Ranch
~aosasv and dualtes that he bought
- A" Packer Ford. [ remarked
=1 pusiness must be booming for
-:m 1o attord that awesome truck.
te ~ard. “hell. lain"t workin® na
mure: | got arich girlfriend hoo
done gimme the muney, and 1 ain’t
conna haff ta pay it back neithr.” |
asked. “why don’t you have to pay
her back”” Bubba said, “well | toll
“er [ would. but [ don’t haff ta
“cause b out the truck in my new
T rasmun. it soshe cin sue me.
Solafe caimt et ma truck causen
the corprahun ownstand foan

T T o Samast, el
e

against a person who uses a
corporation or LLC he she controls to
hide assets in order to avoid a pre-
existing liability of the person who
controls the corporation/LLC. Take
for example, Mr. and Mrs. Kane who
lost their home to creditors of Mrs.
Kane after the Kanes bought the
house through the corporation they
controlled in order to avoid her
creditors. Also, there was Mr
Estudios, who lost his farm because
he tried to defraud personal creditors
by putting the deed in a corporation in
which he was the sole shareholder.
There are dozens of cases. At that
point. Bubba guzzled the rest of his
beer. wiped his mouth with the back
of his hand. jumped in the trieh and
ok yelitng "whsea et oo
, U Beach me first! Wess
Vaginya heere I cum! After gettin’
my own six pack. | headed back to
West Palm Beach.

The good acws shout the
“outsader reverse corporate
prercing” theon 13 that credntors
have the burden ot proving that the
transter of the particular property 1o
the debtor-controlled entity was
intended to defraud creditors. and
that the transfer caused cognizable
damage to them. If Bubba had
stuck around long enough. I would
have told him, then he wouldn"t be
coolin’ his heels in the county jail in
Orangeburg, South Carolina, for
speeding and driving with an
expired license. Happy plumbing
everyone.

George D. Psoinos, Esq.. is the attorney
for the Palm Beach County PHCC and
represenis privaie clients primariiy in
the aroas o Business, Uomnemze o o

DR ST aiol L ADY T3 el
Suite 106. West Palm Beach. FL 33401
Phone (361)40-9010. Website:
Psomosl.aw.com

hanksgivin:
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> SLAB LEAKS
> POOL LEAKS
> PIPELINE LEAKS
> WATER INTRUSION
> LEAK SURVEYS
> METER RECORDING
M SERVICE...NOW COAST-TO-C

> OVER 26 YEARS PROUDLY SERVING FLORIDA'S PLUMBING CONTRACTORS AND THEIR CUSTOMERS

> THE MOST HIGHLY TRAINED AND EXPERIENCED LE'M( TECHNICANS IN THE INDUSTRY

> FLORIDA'S LARGEST INDEPENDENT WATER LEAK SPECIALIST WITH OVER 100,000 LEAK LOCATIONS
> USING TODAY'S MOST ADVANCED TECHNOLOGY INCLUDING EQUIPMENT EXCLUSIVE TO SLEUTH INC. }

NN
/ 1\ /1 \ / |\

“THE PIPELINE”
Business Card............. $250. 1/4Page......ccccoeennen. $350.
12 Page....cccoeveuvene. $500. Full Page.......ccoovemvene $700.

One Time Insert.......... $500.
Price for One Year (12 Issues) / Circulation - 350
Send copy ready ad to:
Rebecca Buckley; Palm Beach PHCC
P. 0.Box 17752; West Palm Beach, FL 33416

We can design your ad to fit your specification - or send camera ready ad

PALM BEACH PHCC
2009 NEWSLETTER
ADVERTISING RATES

Get more bang for your buck by advertising in ‘The Pipeline’ - targeting key people.
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Ve ATES DAaiviaGE ?
24 HR EMERGENCY SERVICE

Flood, Fire, Mold, Storm Prep & Clean Up

Water Extraction and Dehumidification
High Speed Drying:75% Faster Results
Hot Dry Air: Kills Bacteria and Mold
Less Demolition to Walls and Ceiling
Dries Hardwood Floors in Record Time

LICENSED & INSURED

. WWW.RESTOREMAX.US
RESIDENTIAL / COMMERCIAL



Worksite emergencies can

happen quickly. There may not be time |

to think. therefore, reaction time is
critical. By planning ahead through an
Emergency Actior Plan. reaction time
can be mmproved and the outcome
changed. A vital part of that plan 1s the
first aid kit A properly stocked and easih
accessthle first aid Kit can mean the
ditference between lite and death. First
aid khits can be custom-made or purchased
commercially

Before purchasing a standard first aid kit

or attempting to put one together. an |

assessment of each work area must be
completed 1o determine the types of first

ard ikely to be needed. o provide a !

picture of the basic tvpes of injuries. cheek

the companm accrdent logs. Also. fook
around the work arca tor hazards: sharp
pointed objects that can cut or puncture,
hot surtaces or chemicals that can cause
burns. heavy moving objects that can

cause crushing injuries. and sources of

electricity that can cause electnical shock
Environmental hazards such as insects.
potsonous plants. sun and heat exposure
<hould also be considered. Matenal satety
data  ~heets will gne  first aid
recommendations  tor
exposures o chemicals used in the
workplace A good tirst ard kit wall contain
1tems tootreat specttic hazards in the

treatment of

TOOLBOX TALKS - First Aid Kits

environment. The following list scts
forth the minimally acceptable number
and tvpe of first-aid supplies for first-aid
kits based on recommendations from the
American National Standards Institute
(ANST Z308.1 - 2003»

+ 1 ea Absorbent Uompress. 32 sq mch

(N side snairer than 4 inch)

+ 1o ea Adhesne Bandages. 17 % 3"

« 1 roll Adhesive tape. 3.8° x 3 vd

- I ea Anuseptic Applications, U S¢ application

« & ea Bum Treatment Applications, () Sg application
+4ea Sterile Pads. 3 x 3" min

» 2 pr Medical Exam Gloves

+ 1 ea Trianguiar Bandage. 40" x 407 « 67 min

In addiion to the above
minimum contents. a kit should have
optional items added. based upon specitic

workplace hazards. The selection of

additional supplies shouid be made by
consulting with a health care professional
or a person competent in tirst aid who 15
knowledgeable of the hazards found in
that specific workplace. The optional
items shall meet specitications stated in
Sectron 5.2 of ANSI Z308.1-2003. ltems
not addressed by the standard should be in
compliance with U.S. Food & Drug
Admimistration (FDA) or any other
coverning  body  or  regulation
Recommended contents nclude ras
analgesics. antibiotic  tredaiments,

compress bandages. CPR barriers, burn
dressings. cold packs. eve covers.
evewash. and a roller bandage The result
of the work area assessment will heip
determine the quantity as well as the
type of items 1n the first ard hat The
frequency and ~cverniy of previous
injuries and the haards in the work area
provide intormation abeut the quantity
O Htems 1o ~toon 17 Cdls 0F sOVeTe
IHCCY'AU\‘H\ WUTC T Pres ous
INJUIICS OF are ey Lo ne avperienceed.
be sure to~stock plents o hand-aids. toller
gause @nd Zioves Mostitems can be
purchasad dl iove Srug ~tores or through
VATIOUS MAnuts Lren A ems need o
be indnoidualin Pod o roimain
stertles reseaiahc
well Arrange the o miemts ~0 ot
needed 1tems can be toLng Coon
without unpacking the «wtire w2

The focane n time 77 ol
Kit s as impoertant as ~eiver 7o 07
proper contents Suppiv eneusn
Kits to provide a quick response -
locating them with tirst wid rained
desrenated
Anather cpties
vdrious places o

criplovee  respet durs
Nte loddie the s @
the w ksl s i o

CoanldNy T N

or back packs. Small Kits need onh
to have a small quantity of cach hae |
item. and will need to be restocacs
often. Virst aid kits of any size can ke
wall mounted in break areas or
supervisors” offices. As with all sateny
equipment. the location of the firu
aid kit should be identified with notices
or signs.

According to the
Occupational Health and Satets

Administration (OSHA) Code of

Federal Regulations CFR 1910031,
“Adequate tirst aid supplies shall be
readily available™ on company
premises. If it 1s reasonably anticipated
that emplovees will be exposed o blood
cr o oather  potentially  infectious
mutenals while using first aid supplies.
cminevers are required to provide
2 personal o oprotective
- comphance with the
. onelds Bloodborne
CamemTs e PR OTGI030)
SELT W ow t oo U st aid
Soacan it oremember o
IV BT prodoct
e especially with
w22 medianes) and restock
. -~ -~ Remember to practice
o Daer 1 ean it by aceident

(SUNBELT MARKETING, INC. )

SW10th Court

Sunbelt Marketing is

; 5 open for business in
3 S 3 Deerfield Beach

9%
Wiles Rd

NIBCO, General Wire, Nomaco, IPS,
Copper Tube and Domestic
Steel Pipe products are
all in stock

You have a new source
for material in
South FL
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FIXTURES.
REPAIR PARTS.
WATER HEATERS.

COMMERCIAL PVF

PASSIONATE

PEOPLE!

At Ferguson, it's true that our
inventory is huge. Our distribution
expertise is unrivaled. And our
one-stop shopping is the height of
convenience. But there's one thirg
that plumbing professionals have
relied on for over 50 years — our
people. Our associates make certain you can depend on
Ferguson — where a willingness to go the extra mile is

never in short supply.

E<

Nobody expects more from us than we do*

ferguson.com/plumbing

£ FERGUSON'

WEST pAL Y BEACH: 1750 OLD OKEECHOBEE RD {561) 683-04535

Ferguson

1041 5. ROGERS CIRCLE i561) 9G7-8735

© i



“People you can trust, Enuipment you can depend on!”

QIR

9775 W. Boynton Bch Blvd

Boynton Beach, FL 33437
561} 369-0414

‘2’1Jv45> ’6”

WE ARE PROFESSIONAL GRADE

lorida's GMC
South Florida's e e
-
Commercial Truk =~ oo
Headu“arters ® Nou s . - _epa ‘mar:
- .

[

Eypprien. 2 --2fassi0nals thai untarsian
T At I c L

et

2 -

OUR BUSINESS IS DONE
AT YOUR BUSINESS

www.schumacherauto.com

Fleet and
Commercial

satisfymg Co-rooers For Ovar 30 Years

GMC SIERRA SCHUMACHER T cisis (81 292

8:30am - 6pm Saturday Ciosed Sunday

) BDRIAN STEEL

Uplifts By Advanced Work Van
Your Adrian Steel supplier




A Hard-Won Lesson
By Ken Wysocky
Virginia contractor credits trade association seminars. and the colleagues they
introduced him to, with boosting his business from pitifui to profitabie

After eight years owning Atomic
Piumbing and Drain Cleaning in Virginia
Beach, Va., Jim Steinle came to a painful
realization: He was a fine plumber, but
he didn't know how to run a business
profitably.

His onty business education :
was a seff-taught course in the school |

of hard knocks. He was tired of taking
punches something had to gve. Change
came n a new. tumon-free curnculum
Steinie discoverad nght under hes nose:
semmars and conferences sponsored

by trade associations and industry !

organizations.

Equally valuable was the
advice from fellow contractors he met
at those functions — people who were,
as he puts it, "smarter, brighter and more
successful than 1 was.”

Amned with more and more
knowledge, Steinle slowly transfonmed
his ways of doing business. The results
were as dramatic as the initial years
were painful. Annual revenue jumped
from about $450,000 in the early years
10 an estimated $2 million in 2007, and
proft margins went from little or nothing
to 6 to 8 percent.

van cafries three drain-cieaning
machines from Spartan Tool LLC, $8,000
worth of parts, $2,700 worth of tools,
and customized shelving and storage
from American Van Equipment.

These days, Steinle is a
changed man. With self-deprecating
humor, he can cite the virtues of flat-
rate pricing, list the principles of retaining
good employees, explain the intricacies
of inventory management, and report to
the decimal point the percentage of

service calls converted to jobs in the .

current month.
The hard way

Steinle admits he was naive about the
business world. He leamed the perils of
going into business with nothing more
than technical skills. I felt there wasn'ta
plumbing problem in the world | coukdn't
solve,” he recalls. “l just didn't know how
to run a business, much less a profitable
business.

“For years, | tried to run the
business from my truck, without
knowing a thing about profits, pricing,
insurance, taxes, inventory, a balance
sheet or, most important, how to manage
people,” Steinle says. “To pay
bills, | worked harder and longer
hours, but didn’t charge more money, $0
things never changed. It was the

definition of insanity: doing the same thing
over and over again and expecting
different results.”

His journey to business
enlightenment started in high school.
Having no urge to go to college, he
started taking plumbing classes at a
vocational technical center in his junior
and senior years. “| liked working with
my hands, and | thought plumbing would
be a way to make good money,” he
chuckles.

His teacher ran a small
plumbing business where students
couid work part-ime as plumbers. About
five months after he graduated from high

school, the owner of Afomic Plumbing, -
Jim Lane, asked the instructor he could
hire some of the teacher's part-imers
for a job that was too large for his staff.

The teacher agreed, so ;
Steinle and four others went to work for |

Atomic Plumbing. One thing led to
another, and soon Steinle was working
for the company full-time. Lane put
Steinle in a four-year apprenticeship
program, and he did well enough so that
Lane eventually asked him to buy a 25
percent share of the company Steinle
agreed.

Opportunity from tragedy

In 1986, Lane died of a heart attack.
Lane's widow asked Steinle if he wouid
like to buy the business, and he did, under
abuy/sell agreement that enabled him to
acquire the business over time. For eight
more years, he struggled to pay bills,
paid himself a scant salary, built up no
equity, and endured a revolving door of
employee tumover.

All that started to change
when he attended an annual Plumbing-
Heating Cooling Contractors Associ ation

. (PHCC) state convention in Wilkamsburg.

‘I'd been a member for eight years
because Jim had been a member, but |
never attended any meetings,” Steinle
says. “But | heard about some of the

seminars they were holding, and |

wanted to see if | could leam how to do
things differently.

“At the convention, | was
welcomed with open arms by guys who
remembered Jim and Atomic Plumbing,”
he says. “I coukin't tell you what the
seminars were all about, but | do
remember talking to many other
contractors and discovering we all
shared many of the same problems:
how to keep good employees, pay bills
on time, understand insurance, keep
costs down and the like.

" Another contractor told
Steinle how he handled emplioyees who

showed up late: Send them home for
the day. Several days after the
convention, an employee gave Steinle
a chance to give that method afry. “The
next day he was at work 20 minutes
earty, and he came to work 20 minutes
early right up until the day he retired
recently,” Steinle notes. “That policy is
still in place today.”

Knowledge pays dividends

tnspired by the positive results, Steinle
attended every seminar and .
conference he could, especially
seminars put on by Frank Blau and

“When Frank explained
about mark-up and profit, that got
everybody's attention,” he recalls. “Up
to that point, | was doing everything on
a time-and-materials basis. | realized
that by not charging enough, | was being
unfair to mysetf, my employees or the
company.” Flat-rate pricing turned
Steinle’s business around.

“It allowed me to be the
professional I'd always wanted 'c pe ”
ne noes. For the st ome . a3 ong
time, | started to enjay running ny
business again.” But it wasn't just
flatrate pricing that jump-started Atomic
Plumbing

Steinle bought uniforms for
employees so they would look
professional. He trained them to put '
down a red mat on customers’ .
doorsteps, then don plastic “booties”
before entering a home. Technicians
also present customers with a
business card, and put down another
red mat on which to place their toolbox

“That immediately shows
the customer you care about their
carpet or hardwood floors,” Steinle
says. “These are all tiny little things we
do to exceed a customers
expectations before we even give them
a price.”

Technicians are also trained
to look at the big picture — not just the
problem the customer called about. With
the customer's pemission, they inspect
the plumbing and suggest cther things
that could be fixed to prevent larger
problems in the future — and offer a 20
percent discount if the customer
agrees to have the work done right |
away. ‘

|

Reaching the next level

Steinle credits NexStar Inc., a member-
owned network of contractors, with
taking the business to the next level by

teaching him pnnaples of eflectve
management.

Atomic uses NexStar
software that helps Steinle track a
hast ofinformation aimed at increasing
employee efficiency and profitability.

ltems tracked include each
technician’s dispatch, arrival and
departure times; sales and biilable
hours; and the number of jobs
performed per call. Steinle posts the
results to create a friendly competition
among technicians.

“NexStar taught me how
to get down to the real nuts and bolts
of running a business — how to
determine your break-even point, then
add profit on top of that. How to coach
and retain employees and track their
performance,” Steinle says. ‘l used to
think | had to stand on a desk and yell
and scream at employees toget things
done. | can't tell you how many good
employees | lost. Nowwe haven't had
an employee leave in years. I've
leamned there are much better ways

to do things.”
Steinle periodically
‘ev ews "¢ cZ~rpany s “al-rate

pacng scnecuse, Consulng wilh s

; techmcians in the process. Sufficient

proft margins enable Steinle to offer
decent benefits, such as paid
vacation time, heatth insurance, and

. a dollar-for-dollar company match for
¢ employee IRA funds, up to 6 percent

of the individual's salary.
Lessons leamed

Looking back, Steinle is amazed at how
much his business has changed since
1996. He's certain many small
contractors face the same
predicament he did — and could benefit
from educational resources.

“if you don't belong to a
trade organization that can help you
better yourself and your business,
you should,” Steinle says. “There is
so much help out there for the typical
technician. | know some people don't
join associations because of the
annual fees. But I'll tell you they don't
cost you money, they make money. !
get back many times over what | pay
for various memberships. If | had
started attending PHCC seminars and
conferences from the start, I'd be
retired by now.”

By having transferred
from the school of hard knocks, he's
quickly making up for lost time.
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NiBco Perfection by Design @ D E LTA

\j v ...and more in stock now!
/J\ // 3 P (7 /—/ TWO LOCATIONS
PLUMBINC SUPPLY TO SERVE YOU!

WEST PALM BEACH
1839 OLD OKEECHOBEE ROAD
WEST PALM BEACH, FL 33409
561.689.9060 (phone)
561.689.3590 (fax)

DEERFIELD BEACH
710 S. POWERLINE ROAD, SUITE A
DEERFIELD BEACH, FL 33442
954.421.3212 (phone)
954.421.3202 (fax)




' cimPRESS !/
N P
~ CIm¢ Kani

Eliminate the Torch, Flame, Flux, & Solder

For Sizes 212" - 4"

Designed for direct connection to stainless steel pipe and
copper tubing using standard cold press tools

CimPRESS valves install without the use of the torch or the
need to clean, flux and solder; avoiding potential fire risks
and significantly reducing average installation time, saving
time and money

é All CimPRESS valves feature DZR brass bodies to withstand
" corrosion and prevent leaks

CimPRESS valves are designed to meet MSS-SP-110 and
manufactured ISO 9001

Available in sizes 22", 3", and 4"

CimPRESS XLB valves are for use with XL press jaws and
rings only.and are fully comaptibie with Viega<'s ProPress-
XL fittings and Elkhart®s XPress® fittings.

CimPRESS XLC valves are for use with XL-C press jaws and

rings only and are the only press valves fully compatible
with Viega®'s ProPress® XL-C fittings.

e

XLB End

Represented by: Merrell Poole & Associates
4329 Emerson Street
Jacksonville, FL 32207
(904) 398-7334
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cimPRESS XLB Valves

i REREE

o\ cimPRESS XLC Valves

Full Port Ball Valve
For Use with XL Jaws & Rings Only

5.ast 'mpact proof stem

L 2% | 220X(B-1T

igeal for: residential/commercial potable | 3" | 220XLB-12

~ater applications, sanitary applications, ————
g v epp | 4" | 220X1B-14

heating applications g‘

Inline Check Valve
For Use with XL Jaws & Rings Only

-
agg‘m

it 3
B
s.otar e tor verhical or s

T IIrTa pipehnes
UTelk .3 W€ TubDer seat
s.race *orieak proof seal

27" 30XLB-T
3" 30XLB-12

| & | sousu |

geal 1or: plumbing, heat-
ing, watenworks, sanitary,
compressed air systems, % 1
autoclaves, pumps

“Y” Strainer
For Use with XL Jaws & Rings Only

Stainless steel strainer to collect impurities 2% 7AXLB-TV |
Ideal for: filtering: sanitary systems, heating 3" 74XLB-12 ’
systems, pneumatic systems, waterworks, I B

\ 4" | 74X1B-14 |
gasoline networks LA B e

Swing Check Valve
For Use with XL Jaws & Rings Only

| 2%" | 8OXIB-1 |
Suitable for vertical or horizontal pipelines 3 8OXIB-12 |
4" | 8OXLB-14 |

Ideal for: sanitary systems, heating systems,
pneumatic systems, autoclaves, pumps 1

Full Port Ball Valve
For Use with XLC Jaws & Rings Only

T A [ ot
JE G .
"h"’ F ‘ )
Yoot 5 Size Cim No.

i oy -
Blast impact proof stem . 2" | 220XLC-N ‘

Ideal for: residential/commercial potable | 3" | 200XLC-12
water applications, sanitary applications, r
PP y app | 4" | 220X.C-14

heating applications i

Inline Check Valve
For Use with XLC jaws & Rings COnly

1
¥
i

'
!

Surtable for vertical or
horizontal pipelines
Check valve rubber seat
surface for leak proof seal

2" 30XLC-TT |

Ideal for: plumbing. neat-
ing, watenworks, sanitary, 3 30XLC-12
compressed air systems,

autoclaves, pumps | 4" I 30XLC-14

]

“Y” Strainer
For Use with XLC Jaws & Rings Only

2% 7axcm |

Stainless steel strainer to collect impurities

Ideal for: filtering: sanitary systems, heating | 3¢ 74X.C-12
systems, pneumatic systems, waterworks, |
ystems, p y L4 7axc4 |
gasoline networks —

Swing Check Valve
For Use with XLC Jaws & Rings Only

212" | 8OXLC-11 |
' ]

—_

Suitable for vertical or horizontal pipelines | 3" 8oXLC12 |

| |
Ideal for: sanitary systems, heating systems, .
pneumatic systems, autoclaves, pumps

| 4" | 8OXLC-14




Risk of Disease Rises With Water Temperatures

When a 1991 cholera outbreak that killed
:housands in Peru was traced to plankton blooms
tucled by warmer-than-usual coastal waters,
linking disease outbreaks to epidemics was a new
idea

This Story

Risk of Disease Rises With Water
Temperatures

Waterborne Disease

Monday. Oct. 20, 1 pm. ET: Science:
Climate Change and Waterborne
Disease

Now, scientists say, it is a near-certainty that
global warming will drive significant increases in
waterbome diseases around the world.

Rainfalls will be heavier, triggering sewage
overflows, contaminating drinking water and
endangering beachgoers. Higher lake and ocean
termperatures will cause bacteria, parasites and
Algal blooms to flourish. Warmer weather and
heavier rains also will mean more mosquitoes,
w‘mch can carrv the West Nile virus. malaria and

o b menddyee and shelltish are
MM UKet) 10 become contaminated.

Heavier rainfalls are one of the most agreed-upon
effects of climate change. The frequency of
intense rainfalls has increased notably in the
Midwest, the Northeast and Alaska, and the
trend will accelerate, said the 2007 report of the
United Nations® Intergovernmental Panel on

Climate Change.

The consequences will be particularly severe in
the 950 U.S. cities and towns — including New
York, the District, Milwaukee and Philadelphia
— that have “combined sewer systems,” archaic
designs that carry storm water and sewage in the
same pipes. During heavy rains, the systems
often cannot handle the volume, and raw sewage
spills into lakes or waterways, including drinking-
water supplies.

On Sept. 13, during an unrelenting downpour,
Chicago chose to prevent urban flooding by
opening and releasing runoff containing raw
sewage into Lake Michigan. About a month later,
a University of Wisconsin study published in the
American Journal of Preventive Medicine
predicted an increase of 50 to 120 percent in such
releases into the lake by the end of the century,.

“One of the strongest indicators from climate
models is more intense rains,” said co-author
Stephen Vavrus, director of the university’s
Center for Climatic Research. “They don’t agree

By Kari Lydersen
Washington Post Staff Writer

Monday, October 20, 2008; Page A08

on everything, but they do agree on that A warmer
atmosphere holds more moisture. so as we get more
moisture in the air. when we do have a storm
situation, you get more total rainfall.”

From 1948 to 1994, heavy rainfall was correlated
with more than half of the nation’s outbreaks of
waterbome illness, according to a 1991 study
commissioned by the Environmental Protection

. Agency. In one of the worst, torrential rains in
- Milwaukee in 1993 triggered a sewage release that

exposed 403.000 people to cryptosporidium, a

' protozoan parasite transmitted in fecal matter. Fifty-

tour people died.

“Raw sewage got sucked back into the clean water
supplies,” said Paul Epstein. associate director of the
Center for Health and the Global Environment at
Harvard Medical School. “Cryptosporidium is a
parasite that chlorine doesn’t kill, so it escaped water
treatment.”

On Ohio’s South Bass Island in Lake Erie in the
summer of 2004, at least 1,450 residents and tourists
suffered gastrointestinal illnesses linked to several
months of above-average rains that contaminated the
town’s drinking water.

Maore than 10U pathogens can cause iiness 1 you
drink or swim in water contaminated by sewage,
including norovirus Norwalk and hepatitis A viruses
and bacteria such as E. coli and campylobacter.

“If someone gets something swimming, they could
bring it into work or day care. This is what’s
happened with cryptosporidium before,” said Joan

Rose, a Michigan State University professor and
water researcher. “So we have all these rippling

effects that occur in our community.”

Combined sewer overflows can be eliminated by

upgrading sewerage systems, but it is an expensive
process.

This Story
Risk of Disease Rises With Water
Temperatures

Waterbome Disease

Monday, Oct. 20, 1 p.m. ET: Science:
Climate Change and Waterbomne Disease

“Here we are in a wealthy country with a very
strong public health infrastructure,” said Jonathan
Patz, a professor of environmental studies and
population health sciences at the University of
Wisconsin at Madison. “But we need to realize it’s
not as strong as we thought it was, and water
systems really need tremendous resources for
upkeep in the face of climate change.”

A report last week by the National Research
Council concluded that the EPA’s storm-water
program needs major overhauls to deal with
increasing runoff, including a more integrated
permitting system based on watersheds and a focus
on land use by growing municipalities. Benjamin H.
Grumbles, EPA assistant administrator for water,
said Friday that upgrading combined sewer
systemns is among the agency’s top priorities.

Runoft from agricultural land can also spread
waterborne diseases, and rising water temperatures
are conducive to the growth of pathogens such as
naegleria, an amoeba that enters the nasal passages
and [eads to often-fatal meningoencephalitis.
Warmer waters also trigger blooms of algae and
plankton. which themselves can be toxic or can
harbor pathogens such as the bacteria that cause
cholera, as has happened in Peru and the Bay of

Bengal

Algae blooms are also fostered by nitrogen and
phosphorus that are washed into rivers, lakes and
the ocean by heavier rainfalls,

Downpours are likely to lead to more seafood
contamination as human waste, animal manure,
nitrogen and phosphorus make their way to coastal
dreas.

Epstein said the recent flooding in Texas from
Hurricane [ke and the mosquito infestation that
followed are one example of climatic conditions
that are Jikely to foster more waterbomne disease in
coming vears, despite efforts by the EPA and the
Centers for Disease Controf and Prevention.

It will be the next few years. This is not 20 years
away.” Epstein said. “It’s already occurring. The
CDC is geaning up to deal with {it], but at the same
time, we need to be focused on the primary driver,
which is our unstable climate. We need to do all of
the above — protect, prepare and prevent.”
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We do business uat your business. We come to you!
e Adrian up-fit commercial bin package included with purchase.
e We extend commercial price buying privileges to your staff.

We offer a complete line of
Chevrolet work vehicles:

HD Pickups & Cargo Vans
Utility & Dump Bodies
Dry Freight Bodies
Landscape Bodies
Wrecker Bodies
Spartan Bodies
Flatbeds & More!

Flexible financing,
credit lines and
leasing programs
are available.

CALL US TOLL-FREE FOR THE LOWEST PRICE TODAY!?
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Maintenance Agreement Productivity and Profitability
By Tom Grandy

Another productivity factor that needs to
be tracked is the sale of maintenance
agreements. Most companies have
some means of recording which tech sold
how many agreements. Maintenance
Agreement sales per tech are an mportant
number to know, but it the beginning of
tracking. not the end The service
manager also needs to know
Part of the opportuntty invoives how marny
of each of therr service call customers
already had maintenance agreements,
therefore making a sale impossible.
how many “opportunities” a service tech
nad to sell service agreements. Let's talk
about Bill. For the previous month Bill
soid nine annual service agreements while
Sam sold 14. On the surface Bill seems
Toor closer on mainteriance
i oronTemussing factor is how

L2 : I IzocTonmes' 2ach one
ST TFENICAS TN
JOOOreNy TVONES NOW Many Cf each :f

o SR TR I8

Tooe &

Tant oot s

number of service calls was reviewed for
the previous month we might find Bill
made a total of 60 service calls, of which
fifteen customers already had service
agreements. Sam however had 100
service caiis and 20 of his customers
already had service agreements. Bill had
the “opportunity” to sell 45 customers and
the other tech had the “opportunity” to sell
80. What was the closing rate for each
tech? Bill closed 20% of his customers
(9 sales / 45 opportunities) while Sam
closed only 17.5% (14 sales / 80
opportunities). Upon examination of the
data we find Bill actually had a
substantially higher percentage of his
customers purchase the agreements than
Samdid. As you can easily see, simply
looking at raw numbers can be deceiving,
therefore bringing the service manager to
the wrong conclusion.

While we are on maintenance
agreements lets look at two other KPI's
that need to be tracked. How longis each
service tech taking to do the maintenance
agreement? Ifthe pricing is set on taking

45 minutes wrench time per call two
questions immediately pop up. First, whatif ‘

he is taking less than 45 minutes? The
answer normally means the tech is rushing

through the job, therefore not doing itcomectly

and it also means he or she is not taking
enough time to look around for additiona!
repairs and/oradd-on sales. Ifittakes more
than 45 minutes guess what happened to
our profitability? Right, it just went out the
window.

Once last thing' The tech “should” be
producing an addrbonal $40 00 per houron
each mantenance cal n the form of addional
add-on sales andvor repairs  If you don't
measure these KPI's how will you know
which tech is making you money and which
is not?

It is vitally important that today's service
manager have produdwr‘v information at his
B icrease his depariments

JET=Z ’ T T

s rona of nbtmanon DUt most gontL i
you want a simple want to track all 24 KPI's
in your seryice dapartment than you mrght
want ic check out our hidusiry eang
performance-based software program called
ProfitMaxx. The program produces riutipke
reports that will instantly tell the manager
which techs are productive and which are
not. if youwould like some free literature on
the program simply give us a call or check
out ProfitMaxx on our website at
www.GrandyAssociates.com.

Grandy and Associates also holds FREE

regularty scheduled "live" webinars to show

you some of the power that ProfitMaxx has
and how easily it can fit into your company.
Upcoming webinars are scheduled at 10:30
AM & again at 2:30 PM Central on:

* QOctober 10
* October 24

Participate in a live webinar or watch a
brief videc overview now. Or call us at 800-

432-7963 and we will mail you a pre-recorded
overviewonCD.

Reprinted with permission from Grandy & Associates.

OVERCOMING
HIGH GAS PRICES

Although at press time gasoline prices have
gone down a bit. they are still a challenge to
PHCC members. Here are some solutions
members have adopted to offset the costs.

~ Reduce the geographical area you work in.

~Add fuel adjustments charges to service call fee

- Add fued surcharges to imvoices and bids.
Consoidate emplovee mips o customer job sie
Cut costs 1n other arcas of business

~ Implement 2 leet management service {or gas cards

~ Maintain truck/tires torm trequentls

~ Monitor sert ice routes more closels
Provide same-day service for emergency onls

- By amlior rucks for fickd supervisors

~ d>WIich W [our 1U-nour Jas s

~ Schedule men to job site without trip 1 <hior fipst

Scin st Tuer trips to supply house
Dovinsize ot o3 woinpany s chicles
CITGLD 7 el walis 1 e arc

Make sure tnucks are properly inventoned
[nspatch cach call to minimize drive time

- Install speed control devices

~ Install GPS to monitor driving habits

~ Expand marketing to get more market share

~ Raise labor rates

~ Stock more commonly used parts 10 reduce trips

to supply house

~ Purchase more vans than pickups so more

employees can go to jobsites in one vehicle

“QOver the last two years, our company fuel costs
have nearly tripled. Our monthlv usage in 2006 was
822,000 per month...it is now 835,000 per month!
This all happening at a time when the downward
price pressure of the market wont allow us to raise
owr prices! Thats $33,000 right of the bottom line
every month.. $400,000!”

- APHCC member response
in the Spring 2008 gasoline price survey
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A Typical Plumber Profile: A Proud, Trained, Hard-Working Professional

With all the “"Joe the Plumber-related at-
tention this week in the media. on the street and at the
office water cooler. the Plumbing-Heating-Cooling Con-
tractors——National Association is compelled to offer
its thoughts on the plumbing profession today:

“First of all. plumbers are proud of the
important role they provide in protecting the health
and safety of the public.” said PHCC National Presi-
dent Joe Schmitt. ~The majority of plumbers today
are professional. educated owners of small businesses
that provide a significant number of jobs throughout

the country and stimulate economic growth. They

truly are the backbone ot the American economy.”™
Here is some intormation to help provide a
view of today s typical plumber:

* The average wage of plumbers 13 $47 0000 4 vear.
according to the U.S. Department of Labor's Bureau ot
Labor Statistics

* Many work tor small. famiv-owned busines s~
Many of these are second- or third- generation fims

* Apprentice traming. usually four sears or more. 1s
required o become a joumeyman plumber.

* Licensing 1s required in most states. but not all.

* Continuing education is required in many states to
maintain a plumbing license.

* Many plumbers start out working for plumbing
companies. and may end up starting or buying theirr own
COMPANY 00 W v Cars

. - — o number of women entering the

LIS DpeaAD N A e many employee
et sk health care and reuremient. tor them-
~xches and Lh<|r Iamlho

Foo 22 eI PHOC Member S0

WS abadl anal plmxkarq!csulam ol m: mn-
Justry ). annual business sales volume of plumbing.
hcaxing and air conditioning companies breaks down
like this:

* 26.3 percent. $500.000 or less

* 22.5 percent. $300.000-$999.000

*22.5 percent. $1 mitlion-$2 49 millicn

*28.7 percent. $2 49 million or more

“Its importint W remember that plumb-

ers throughout America provide eritical senvices that
namtain and protect our nation’s water supply.”
Schmitt said. I know firsthand that the trade can offer
a good living for plumbers and their familics. We are
looking for quatified peopleto getirained and involved
in our industry. We encourage any one interested in
learming more to contact us at (8(0)333-7694. or visit
the Careers sectior of our Web site.”

NAPHCC Responds To
“Joe the Plumber” Focus

President of the Plumbing-leating-Cool-
ing Contractors—National Association (PHCC) re-
leased 4 statement applauding the efforts of both presi-
dential candidates for their focus on plumbing contrac-
torsduring the presidential debate on Wednesday night.
Plumbing, heating and cooling contractors are small
business owners who are becoming a prominent part
of the debate on the country s economic future.

“We think it is great that comments from
“Joe the Plumber” were brought up several times in |ast
night’s presidential debate,” said PHCC President Joe
Schmitt. Joe Schmitt & Sons Plumbing & Heating.
Englewood, Ohio. “Plumbing, heating and cooling
contractors, most of whom operate small businesses.
have been a big part of the American economy during

ourorganization’s 1 26-year histons. Unfortunately.
smailer companies like ours can be forgotten as the
countrny tocuses on big business issues.”™

The impact of the next administration's

tax policy will have a major impact on our mem-

bers. no matter which party 1~ in otlice,

It is our

sincere hope that both the Democratic and Repub-
lican candidates will think long and hard about the
comments of my feftow Ohio plumber Joe
Wurzelbacher as they consider future tax programs.
It is imperative that entrepreneurs like Joe and
PHCC members across the country have the op-
portunity to buy small businesses and create jobs
for Americans. That is the American dream. afier
alt”

“Small businesses throughout the na-

“SERVING

SUNEX

INTERNATIONAL INC.

THE CARIBBEAN FOR 22 YEAF?S"

tion are hurting during this cconomic downtum, With
rising gas prices, the cost of health care and the uncer-
tainties facing our financial markets, they"re being hit
from all sides. Reform of our nation’s tax policies
should be a top priority for the next administration.
The survival of PHCC’s members and America’s small
businesses may depend on this. The next president
must constder the needs and contributions of plumb-
ing. heating and cooling contractors as small businesses.
This has to be priority in order to help this economy
recover and to encourage investment from new busi-
eSS OWNETS,

“Throughout our 126-year history PHCC
has helped to protect the health and safety of the na-
tion. Itis now Washington’s tum to step up to the plate
and help save our businesses.™

‘TOTO

291 WATERMV%
= Danze Al

FLE' 0

NEPTUNE

Tel: 954-418-2186

Fax: 954-418-4485
1401 Green Road, Suite 1, Pompano Beach, FL 33064
Email: Sunex@bellsouth.net
Website: www.sunex.info
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AMessage From Tom Grandy...
Partof a network? Why not form one! Share this information.
A Line of Credit Can Be Both A Blessing and A Curse

{7 »ow nave been n the trades industry for over
ter. munutes you have found yourself in the
position of needing cash, Everyone needed
money o start their business. Some used savings.
s0 got investors. while others borrowed money
trom a bank or got an SBA loan. Other brave
soles simply started with nothing but a supplier
who believed in them. Most started with high
expectations of eventually being a multi-million
dollar business that would pay it's bills, provide
tor our families. be a blessing to the community
and more than provide a comfortable retirement.
We all expected 1o borrow money o get staned.
That was a given

I'he timt major hurdle as the business began was

1o Jetermine what to charge per hour. That.
however, was not a major problem. We simply
called all over town to find out
Cash flow, or the lack thereof is the second major
cause of companies going out of business.
what others charged and that was what we
charged. or probably a little bit less. As the
- .~iness grew, and costs changad. we spent some
significant amounts of ime re~cakeulating our
hourly mates A our ¢ost ot Joing business
C e g e KUK Shose changes &5
well. What most were not prepared for were the
coming cash flow problems. Pricing we
understood - we had to price our products and
services in such a way as to cover cost AND
generate a profit. But cash flow problems? No
one told us about that. 1 thought if we were
priced correctly we would simply make a protit
and things would run smooth. Wrong - Cash
flow. or the lack thereot'is the second major cause
of companies going out of business.

How do we increase cash flow? Well the obvious
answer is to make enough profit that vou have
lots of extra money just laying around waiting to
be used. That may be the case for some
contractors, but for most of us other options
need to be explored. The best option for most
companies to get through short term cash flow
problems is to have a line of credit set up with
their local bank. Aline of credit however. can be
botha blessing and/or acurse. When used propery.
aline of credit can be a valid life preserver. When
used improperly, a line of credit can become part
of the problem - not part of the solution. The
bottom line is that every company is going to
have short term cash flow needs sooner or later.
Assuming those cash flow needs are a result of
uncollected receivables. and not poor pricing. a
line of credit is the proper thing to have and use.

Rule nurnber one. Aline of credit has one purpose
and one purpose only. It is to be used for short
term borrowing against receivables - not 10

subsidize poor pricing or slow sales. Perhaps you
were expecting a $20,000 check this week and now

you find out it will be 60 days before the check
comes in. That is when you write a $20.000 check
on our line of credit. Use the money for payroll.

overhead costs and to take those valuable material
discounts. When the check arrives in 60 days. pay
offthe line of credit!  From a banks point of view,
they expect a line of credit to be paid back to zero at
least once or twice a vear. Many contractors reading
this article have aline of credit set up and have been
tortunate enough not to have had need of it for some
ume. Rule number two. Be sure you show activity

on your fine of credit. Remember. you are you
banks customer. I their customers are not making
money for the bank. they don't need therm [t s ou
have a of credit set up. and have not used it op
reading this article right now and write yourselt
check for $10.000 or $15.000 and go deposititina
savingsaccount at another institution. Then. waita
few weeks, or months, and pay vour line of credit
off. If you don’t show activity on your line of
credit vou can expect a notice from your bank, sooner
or later. telling you vour line of credit has been
canceled for lack ofactivity. 1 can also nearly guarantee
vou than it wilbhe canceled the dey hetore s on eed
!

Now let’s look at the hidden dangers of having a line
of credit. Rule number three. If'you have a line of
credit set up. don’t abuse it. Remember. the sole
purpose of a line of credit is short term borrowing
against receivables. How can you abuse the line of’
credit? It’s easy, too easy. The business is growing
and you need a little extra inventons. No problem.
write a check on the line of credit. Need to hire
another tech to “prepare™ for tuture growth. Sure
we do. but the work isnt't there vet to cover his full
wage. No problem. we will finance the extra cost
trom our line of credit. How about purchasing
another vehiclke? Sure we could go to our banker and
spend a couple hours setting up a loan but it’smuch
casier to simply write a check on our line of credit.
The interest rate is low and the money is pre-
approved. What's the net result - our balance not
only doesn’t go to zero, it’s growing!

Many companies have found themselves in this
situation but it hasn’t been a problem. It hasnt
been a problemn because you have a great relationship
with your banker. When you get your monthly, or
quarterly, invoice for the interest on your line of
credit you pay it Everyone is happy - for now. 1
don’t know about your bank but my bank has
changed names (ownership) three times this year.
Guess what happens when the new bank takes
over. The first thing they do isreview each customer
with a line of credit. What do you think they are
going to do when they get to your account and find

it has not been below $40,000 for two years? The
new owners don’t know you and in all likelihood
they will do one of two things. [fthey are really nice.
they will call you on the phone and tell vou your
$40.000 balance has been converted to a twenty four
month note with amonthly payment of about $2,000
amonth. Thatis if they are nice to you. Ifthey want
to get really sticky they can. and do, give you notice
that the $40,000 balance will be due “in full™ the first
of the next month. Think it can’t happen? It does
every day, and it has the ability to put you out of
business.

One last thought. 11 you are thinking about setting
up ¢ line of credit Jo it when evenvthing is going
well. Only go see your banker when you HAVE
mone in the bank. Take the time to set one up with
vour bank when things are going well. Be prepared
when you go to the bank to show your banker you
have made money the last several years. More
importantly. take along several detailed cash flow
models with you tor the coming twelve months.
You should have a worst case model and a best case
model. Also create a model, or two, to show the
affects of a line of credit on vour cash flow and
seafinghiting e abead and build i the cost of the
line of credit so the banker can not only see how it
will affect your business but more importantly they
can see that you have the ability to pay for the cost
of the loan.

Having a line of credit available will be critical for
most contractors in the vears to come. Take the time
to set one up with vour bank when things are going
well. Remember - don’t abuse it! A line of credit
should help your company grow and prosper. not
be the cause of failure.

Need some help making cash flow projections.
Grandy & Associates has a NEW Windows version
software program to model your company for only
$299.95. 1t will tell you what to charge per hour
AND it will create a budget for each department to
project cash flow needs. Your banker will love it!
For more information click this link to our website:
http://grandyassociates.web.officelive.com/
laborpricing.aspx

Thanks,

Tom Grandy
TomGrandy@GrandyAssociates.com

Reprinted with permission from Grandy & Associates.
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Y Tenchiess Pipeline
Fey Rehabilitation Compqny

Licensed & Insured

*Pipe Cleaning
¢ Pipe Bursting
*Video Inspections

Oftice: (954)363-4233
Fax: (954)563-5595

Underground Utlity
&

Excavation Contractor

PHCC

Round Table Discussion
Business Skills
Budget Builders
Esrimarine
cel’s
Cost Analysis
SPREAD SHEETS

Nelworking
KNOWLEDGE

Business CD’s

ALL THIS AND MORE AT THE
MONTHLY PHCC mMeeTiNGs..




WHY HARBEN FOR YOUR JET CLEANING NEEDS?

« A HARBEN purchase is probably a once in a lifetime buy (although we have larger customers with 6 or more active machines)

* The Harben pump was designed over 30 vears ago for drain cleaning and is not a converted pressure washer pump

« At4,000psi/14gpm vou can recos er tull tlow capacity in clogged or scaled pipes

* Routine annual maintenance limited to oil changes

* Since competitors often use our pricing levels (we are the market leaders), why not get the true value for your money and avoid
paying a premium for a plunger pump

* Durability and reliabilits second to none

* Training provided at no charge for the life of the equipment

« Service and parts (when needed) available trom our Miami or Clearwater offices

* The ONLY genuine run dn pump on the market - our pistons move in oil not water!

* References available trom a Flonda customer database with over 200 entries

* Leasing available to suit vour needs. as required

Call today at 1-888-427-2538 for a demonstration anytime

2009 PALM BEACH MEMBERSHIP APPLICATION

UAssociate Member ‘@ $300.00 per vear* UGeneral Member @ $999.00 per year*
QCheck Enclosed for $ (Option: Qrtly payment of $249.75; Monthly $83.25)

I hereby apply for membership in the Plumbing. Heating, Cooling Contractors of Palm Beach and understand that this also includes membership in the
State & National Associations. In making this application, | agree to conform to the constitution and bylaws of the local, state and national associa-
tions. | further understand that payment of annual dues are in the amounts stipulated above which covers full entitlement and the rights, privileges and
services of state and national associations. Should this membership be terminated at anytime. I agree to surrender immediately any association insignia
and to terminate use of the association’s seals of membership.

Name:

Company Name:

Address: City, State, Zip+4:

Telephone: Fax: email: Website:

Please clip and mail application and check to: Palm Beach County PHCC, Post Officc Box 17732. West Palm Beach, FL. 33416-7752

Referred by: *Based on 2009 Prices
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DATES TO REMEMBER .

For additional information please call 740-173"

NOVEMBER 2008

11/2 - Davlight Savings Time Ends

11/4- ELECTION DAY

11/5 - CIMC - Crowne Plaza WPB 7:45AM

11/5 - PHCC Board Mtg - Crowne Piaza WPB 6PM

11/11 - VETERAN'S DAY

11/13 - PGMI - PB County Bldg. 3PM

11/19 - PHCC General Meeting - Crowne Plaza WPB 6PM
11/24- CILB Mtg - WPB 2PM

1127 - THANKSGIVING DAY

JANUARY 2009

I/INEWYEAR'S DAY

1/7 - CIMC - Crowne Plaza WPB 7:45AM

1/7- PHCC Board Mtg - Crowne Plaza WPB 6PM

1/8 - PGM1I - PB County Bldg. 3PM

1 21 - PHCC General Meeting - Crowne Plaza WPB 6P™M
126-CILBMtg-WPB2PM

z)
DECEMBER 2008

12/3-CIMC -Crowne Plaza W PB 7:434M

12/3 - PHCC Christmas Party - River House Restaurant
Urban Youth Impact Toy Drive

12/11 - PGMI - PB County Bldg. 3P™

12/22 - First DAy o HANUKKAH

12/22 - CILB Mtg - WPB 2PM

12/25- CHRISTMAS DAY

12/26 - KWANZAA BEGINS

12/31 -NEW YEAR'S EVE

Fesruary 2009

22 -Groundhog Day

24-CIMC -Crowne Plaza WPB 7:45AM

24-PHCC Board Mte - Crowne Plaza WPB 6PM
212-PGME-PBCounty Blde 3PV

2 14-Valentine’s Day

2 18- PHCC Gemersl Mecting - ( romme Paza WPB 6PM
223.CILBMtz - WPB 2PM




