
 

 

Calendar of Events 

 April 5 - Meeting 

 5:00 -Board Meeting 

 **6:00 -T-4 Training  

Seminar  - **Note the 

earlier time 

 7:30 p.m. - Dinner and 

General Meeting 

 May 3  - Meeting 

event.  You 

can go to our 

website for all 

of the details. 

Important Reminder:  Our T-4 

Training will begin promptly at 

6:00 pm beginning this month.  

Please be on time for the class. 

With so much going on this month, 

I hope to see many of you through-

out the month.  Be sure to check 

our website and your emails from 

the association to stay up-to-date 

on the latest news and events. 

Please feel free to contact me any-

time at 202-288-6300. 

April is a very busy month for 

PHCC with a lot of activities for 

our members.  The Legislative 

Conference will be on April 25th 

and 26th at the Key Bridge Mar-

riott.  There are many esteemed 

speakers already lined up and the 

visits to our legislators on Capitol 

Hill will be scheduled for the sec-

ond day of the conference on 

Thursday, April 26th.  We have 

always had a great showing for this 

day and it is really  fascinating to 

see the legislative process up close.  

With so much at stake in an elec-

tion year it’s important to be a par-

ticipant and with the conference in 

our backyard, there is no excuse for 

us to miss it.   

On April 28th our members will 

again volunteer with Christmas in 

April, PG County and Rebuilding 

Together, DC.  This is an incredi-

bly rewarding experience and we 

always need additional volunteers.  

You can get more information 

about helping in your community 

on page 2 of this newsletter.   

And our last event of the month, on 

the last day of the month is our 

fishing trip.  On Monday,  April 

30th we’ll be back on the water out 

of Chesapeake Beach, fishing and 

having a great time.  You do not 

want to miss this event and need to 

register early because once the four 

boats fill up we have to close the 

Message from the President — Buckey Davis 

Cummins-Wagner Sponsors MWPHCC April Meeting 

We hope that you will join us for 

the MWPHCC April meeting on 

Thursday, April 5, 2012 sponsored 

by Cummins-Wagner Co.   The T-4 

Training, “Bell and Gossett 

Pumps” will begin at **6:00 pm 

(please note the earlier time) at the 

Holiday Inn in College Park, MD.  

Our General Meeting and dinner 

will immediately follow at 7:30 

pm.  

Cummins-Wagner Co. is a distribu-

tor for industrial and mechanical 

equipment covering the mid-

Atlantic states.  They serve Mary-

land, Virginia, Washington, DC, 

Delaware, West Virginia, and Penn-

sylvania with the leading brands of 

compressors,  pumps, and heat 

transfer equipment, and offer sup-

port services such as system design, 

assembly and aftermarket service 

and repair. 

Headquartered in Annapolis Junc-

tion, Maryland with branches in 

Pennsylvania and Virginia, Cum-

mins-Wagner acquired Siewart 

Equipment and Siewart Classic in 

2008, expanding their reach to 

include markets in New York State 

and Florida.  Cummins-Wagner is 

a 100% employee-owned com-

pany.   

Be sure to join us for the April 

meeting and see how the great 

people at Cummins-Wagner can 

help your business! 

 

Metropolitan Washington Association of 

Plumbing-Heating-Cooling Contractors 

April 2012 

Newsleak 

Inside this issue: 

Xmas in April 2 

New Member 2 

March Meeting 4 

Monthly Meeting Insert 

Calendar Insert 

Collections Policy 9 

Tax Mistakes 10 

METROPOLITAN WASHINGTON ASSOCIATION OF PLUMBING-HEATING-COOLING CONTRACTORS 
Founded in 1865 



 

 

Page 2 

Newsleak 

Rebuilding Together, DC and Christmas in April, PG County 

Saturday, April 28, 2012 is the last 

Saturday of April this year.  The 

last Saturday in April is known as 

Christmas in April and also as Re-

building Day.  On this day, we are 

asking for volunteers from our 

most skilled members of the indus-

try to donate some time to help 

restore services in homes of those 

less fortunate.  Many of the repairs 

can be done on other days prior to 

April 28th and can be coordinated 

with house captains.  This makes 

the process go more smoothly and 

then the non trades volunteers can 

complete the repairs by Saturday, 

April 28, 2012. 

Both programs are expecting re-

cord number of renovations this 

year as the economy has continued 

to present financial difficulties for 

many families.  Because of this 

great need in our community we 

will again be working with both 

organizations to rehabilitate houses 

and revitalize neighborhoods. 

Members from our chapter have 

volunteered for many years and 

find this to be a very rewarding 

experience and come back year 

after year to give back to their 

community.  We are hoping 

that our regular volunteers will 

have time again to donate this 

year as well as some new vol-

unteers who would like to help 

out in their community. 

Both programs are non-profit 

and rely on volunteers to pro-

vide the work.  Volunteer 

teams rehabilitate homes for 

low-income elderly and dis-

abled homeowners, families 

with children, and for nonprofit 

facilities such as schools, shel-

ters, and 501(c)(3) community 

service organizations. Repairs 

help those who would be other-

wise unable to make them (for 

financial and/or physical rea-

sons) to continue living inde-

pendently in warmth and 

safety.    

Rebuilding Together has re-

paired over 2,800 homes in 

Washington, DC’s poorest 

neighborhoods.  This is their 

30th year in helping their com-

munity.  Last year, Christmas in 

April’s repaired 96 homes and 

renovated their 2,000th home in 

Prince George’s County, MD 

over the course of 23 years.  

This is their 24th annual Christ-

mas in April Day.   

All work is done by volunteers 

at no cost to the homeowner or 

facility. Corporations and other 

groups raise funds and provide 

sponsorship fees to cover the 

cost of materials and skilled 

labor.  

Christmas in April PG County is 

in need of materials and supplies 

to be donated.  They have a 

warehouse located in Upper 

Marlboro, MD.  They can ar-

range for pick-ups and appreci-

ate deliveries as well. 

If you or anyone you know is 

interested in volunteering or 

donating supplies, please contact 

Susan Northcutt at 301-879-

2912 or 

susan@northsecure.com. 

Welcome New Member                           
 

 

 

We would like to welcome Naumann Plumbing as a new member to 

our association.   Michael Naumann, Owner and CEO of Naumann 

Plumbing, LLC has worked in the plumbing industry in the Washing-

ton DC Metro area since he was a child and his family has a strong connection to our association.  His grandfather, Pete Lambden 

was a Past President for our chapter in 1985 and his grandmother, Susan Lambden worked with our Auxiliary.  With a lifetime of 

experience, Michael decided to open his own company and founded Naumann Plumbing in February 2011.  They provide both 

commercial and residential plumbing services and we are happy that they have decided to join the association.  Their website is 

naumannplumbing.com.  
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John Jacobs, Jacobs Financial 

Group and our own Retire-

ment Lion King 

Our esteemed association 

President, Buckey Davis 

Zone 2 Director and MWPHCC Past President, 

Steve Heidler presenting current association Presi-

dent, Buckey Davis with our Chapter Affiliation 

agreement from PHCC National Association. 

MWPHCC Members, Dave and Marcia Shapiro 

Metropolitan Washington PHCC March Meeting 

Every month, the MWPHCC puts 

on a great training and meeting.  

Last month’s meeting was no dif-

ferent.  If you were unable to at-

tend the meeting, you really 

missed out!  We had 2 trainings.  

John Jacobs offered a seminar for 

business owners on retirement and 

financial planning.  As the pictures 

below demonstrate, the members 

had a great time in addition to 

learning a lot about how to best 

plan for their retirement and plan-

ning for all of their financial needs.  

Ken Herne from Eklof & Asso-

ciates put on a dynamic training 

for our students, tech and me-

chanics on Condensing vs Non-

Condensing Boilers and Vent-

ing.   Ken responded immedi-

ately to a last minute request by 

the association  to provide a 

training for us and we appreci-

ate his willingness to help out. 

During our general meeting, 

Steve Heidler presented our 

Chapter Affiliation Agreement 

to Buckey Davis and to our 

chapter.  This agreement is new 

this year and enables our chapter 

to take advantage of various 

rebate programs from the Na-

tional Association for new mem-

bers and retention of current 

members.  It also reaffirms our 

partnership with the National 

Association. 

Be sure to attend Aprils meeting 

so you don’t miss out on any-

thing! 
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A Simple Collections Policy Really Does Help Cash Flow 
By Tom Grandy of Grandy & Associates 
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This month we are going to take a 

look at a simple, but effective, collec-

tions policy to get those last dollars 

paid. 

Step one is to focus. It is a simple 

principle, but effective. What you 

focus on gets done! If the focus of the 

company is selling maintenance 

agreements, maintenance agreements 

get sold. If you focus on customer 

service, all employees become en-

gaged and you have happy customers. 

Guess what? If you will focus on 

collections, your unpaid invoices will 

be paid. 

Many of our programs are sponsored 

by distributors. When the boot camp 

is over, I often ask the distributor 

what percentage of their contractors 

pay every month, within the 30-day 

pay period. Most tell me 10-15% of 

the entire customer base pays on 

time, every month. I have found that 

to be a pretty normal percentage 

among distributors. 

However, a few years ago, I asked 

this routine question. In this case, the 

distributor had several family mem-

bers working in the company, which 

meant each had a vested interest in 

making the company profitable. I was 

told one family member’s only job 

was collections. That person followed 

up with every contractor every month 

if the bill was even one day past due. 

Do you know what percentage of 

their contractors paid on time? The 

number was 95%. Thanks right, 95% 

of the contractors paid on time, every 

month. How did they do it? They 

focused on that part of their business, 

and got very positive results! 

Let’s talk about the customers who do 

not pay when the job is completed. If 

you want to collect their money, you 

will need a plan. A system must 

be put into place and followed. 

Here is a very simple collections 

policy: 

Have a written policy. Be sure 

the collections policy is well 

thought out and in writing. Every 

person who has any part in col-

lecting money should be thor-

oughly familiar with the 

“company policy” when it comes 

to collections. 

Have a stated time for invoicing 

to take place. The policy should 

be that an installation job or ser-

vice call should be invoiced the 

same day it is completed, or at 

least within 24 hours. Do not wait 

till the end of the week, or month, 

to invoice the customer.  

 

When payment is past due, a 

second notice should be sent 

IMMEDIATELY, requesting 

payment within 10 days. Send 

out a statement when payment is 

not received. Again, you would be 

amazed at the number of contrac-

tors who send the original bill, 

then never send a follow-up state-

ment when payment is not made. 

When the statement is sent, re-

quest payment within 10 days. 

There is no reason to allow them 

an additional 30 days to pay their 

overdue invoice! 

If payment is not made in 10 

days, then call the customer and 

find out why. Have someone in 

the office make the initial call, but 

not the owner or manager. Why? 

About 70% of the time, customers 

will pay their bill when they re-

ceive a physical phone call. Yes, 

you will get all kinds of excuses: 

“We never got the invoice.” “It 

must have been lost in the mail.” 

“Are you sure you sent one?” How-

ever, when the initial call is made, 

most customers will pay their bill. 

Be sure the office person making 

the call keeps a detailed log. When 

was the call made? Who did they 

talk to? Before the phone call ends, 

ask the customer when they will be 

writing you a check. Keeping good 

records may become very helpful if 

you ever have to go to small-claims 

court. The person with the detailed 

records is usually the one who wins 

the case! 

Follow up with a second call if 

payment is not received as prom-

ised. This is where you get the 

owner and/or manager involved. 

There is something magical about 

the owner or manager calling the 

customer. They get results that no 

one else gets. 

Use an attorney or collections 

agency. Neither of these are usu-

ally great options. However, you 

might want to make a note to call 

your state bar association and get a 

list of last year’s law graduates. 

Believe it or not, not all lawyers are 

employed and many are under em-

ployed. Give them a call and ask 

them to write some collections 

letters for you. When a customer 

receives a letter from a lawyer, it’s 

effective and they have no idea if 

the lawyer is a one-man operation 

or with a multi-million-dollar law 

firm. 

When it comes to collections, you 

need to have a plan. Take the time 

to sit down with your team and 

hammer out a collections policy 

that works for your company. 

“When it comes to col-

lections, you need to 

have a plan. Take the 

time to sit down with 

your team and hammer 

out a collections policy 

that works for your com-

pany.” 
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The U.S. tax code is so complicated 

that its no surprise many small busi-

nesses and individuals make mistakes 

in their bookkeeping and filing. 

Here are the more common mistakes, 

and what you need to do to avoid 

them. 

1. Not saving receipts of less than 

$75 

People sometimes get excited when 

they hear that the IRS doesn’t require 

receipts for meal and entertainment 

expenses of less than $75.  Don’t fall 

into this trap.  You may not need the 

receipt, but you still need to have some 

sort of record documenting where you 

went, when you went there, who you 

were with, the business purpose of the 

meal or entertainment and the business 

relationship between you and the peo-

ple you were with. 

When you look at the list of require-

ments, what could be better for docu-

mentation than a credit-card charge 

receipt? In most cases, the charge slip 

will already have printed on it the 

name and address of the restaurant and 

the date and time you were there. All 

you have to do is write on the slip who 

you were with and what the business 

relationship and purpose was of the 

event. While a receipt may not be re-

quired, for many people hanging onto 

the receipt is going to be easier than 

keeping an entirely separate log of the 

expense information. 

2. Lumping equipment with supplies 

Equipment is a capital expenditure, 

and capital expenditures have to be 

depreciated.  Special rules do allow 

most small businesses to write off up 

to $24,000 in capital expenditures for 

tangible personal property (such as 

computers and office furnishings) in 

the year it is purchased. However, you 

still have to report these purchases as 

capital expenditures and elect to use 

this special method of expensing the 

costs. 

What if you don’t report the purchases 

properly and instead just deduct your 

computers and other capital items as 

supplies? The IRS could rule that you 

improperly characterized the expense 

and are not entitled to the deduction 

you claimed.  Not only that, but since 

you failed to properly categorize the 

property or make an election, you 

could also find that you’re required to 

add the cost of the property to your 

overall investment in your business. 

Result: no current deduction at all. 

3. Forgetting to track reimbursable 

expenses 

Many small-business owners pay for 

some business expenses with cash out 

of their own pocket or through a per-

sonal credit card.  That’s fine. The 

mistake is if they don’t track those 

costs and submit the expenses to their 

company for reimbursement. Also, the 

company must have an established 

plan that does deduct the expenses 

and enables reimbursements to be 

nontaxable to employees.  But if you 

don’t keep track of and substantiate 

the expenses, you will at best have a 

non-reimbursed business expense. 

These can be deducted on your per-

sonal tax return only to the extent that 

all of your miscellaneous Schedule A 

expenses exceed 2% of your adjusted 

gross income. 

4. Miscalculating automobile deduc-

tions 

Part of the problem here is that there 

are many ways to calculate deductions 

for business use of a car. Here are 

some brief guidelines that can help 

you: 

You can take a standard mileage 

deduction per business mile, or you 

can take a deduction for actual ex-

penses, including depreciation of the 

car. But you cannot claim the stan-

dard mileage deduction and the de-

preciation for actual expenses.  You 

can switch between the two meth-

ods. However, if you go from stan-

dard mileage to actual expenses, you 

cannot take depreciation using the 

MACRS (modified accelerated cost 

recovery system) depreciation sys-

tem. You have to take a straight-line 

depreciation, which typically yields 

a smaller initial deduction.  If the car 

is owned by the corporation, 100% 

of the costs can be deducted. How-

ever, any personal use by an em-

ployee has to be included as taxable 

income to the employee. Your tax 

pro or IRS Publication 917 

("Business Use of a Car") can help 

you figure out how to determine the 

value of personal use. 

5. Giving more than you can re-

ceive, tax-wise 

It seems like every year I see at least 

one small business saying that it had 

a couple thousand dollars in deducti-

ble business gifts in the previous 

year.  The IRS allows us to deduct 

only up to $25 worth of gifts to any 

individual per year. So $2,000 in 

deductions would mean that gifts 

were given at least 80 different peo-

ple. That’s a lot of gifts. 

Usually it turns out that while the 

money was indeed spent, it was 

divided into several gifts that were 

more than $25 apiece. There’s noth-

ing wrong with being generous. But 

only that first $25 per recipient is a 

deductible business expense. The 

rest is a nondeductible expense. 

 

Small Business Tax Advice:  5 Common Mistakes  by Joseph Anthony 

“You can take a 

standard mileage 

deduction per busi-

ness mile, or you 

can take a deduction 

for actual expenses, 

including deprecia-

tion of the car. But 

you cannot claim the 

standard mileage 

deduction and the 

depreciation for 

actual expenses.“  
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President 

Buckey Davis, John C. Flood (DC) 

202-288-6300 

Butane1970@msn.com 

 

1st Vice President 

Bill Royston,  All-Pro Services, Inc. 

301-350-3800 

allproserv@rcn.com 

 

2nd Vice President 

Charlie Perkins, Beltsville Htg & Air Con 

301-937-6700 

charlieperkins@beltsvilleheatingandac.

com 

 

Secretary 

Al Luke, Jiffy Plumbing & Heating, 

301-277-9111 

alluke9111@gmail.com 

Treasurer 

Mark Crooks, John C. Flood (MD) 

301-277-7300 

 

Sergeant at Arms 

John Barry, J.E. Barry Plg & Htg 

301-583-0081 

 

Past President 

Glenn King, G.R. King Plumbing Co.  

301-982-5373 

grkingplumbing@comcast.net 

 

MWPHCC Auxiliary 

Marcia Shapiro, President 

301-475-6760 

damar@md.metrocast.net  

 

Executive Director 

Susan Northcutt 

301-879-2912, susan@northsecure.com 

Metropolitan Washington Association of Plumbing-Heating-Cooling Contractors 
MWPHCC 

1322 Gresham Road 

Silver Spring, MD 20904–1436 
Board of Directors 
 

Carl Anderson 240-264-3600 

Warren Blake 301-589-1771 

Bob Clendening 202-641-8888 

Ray Handy 240-433-1300 

Steve Heidler 410-268-7191 

Phil Heitmuller 202-726-8879 

Buck Hudson 301-261-4184 

Jonathan Lang 301-772-1700 

John Jacobs 301-580-2227 

Gary Markle 202-421-6195 

Dick Rhodes 443-561-1692  

Otto Seidel 202-397-7000 

David Shapiro 301-475-6760 

Dave Warner 301-567-2001 

 

We’re on the web!  Visit us at www.dcplumbers.com or www.dcplumbers.org 

PHCC Mission 

Dedicated to the promotion, advancement, edu-

cation and training of the Industry, for the pro-

tection of our environment and the health, 

safety and comfort of society. 

To Contact PHCC - NA: 1-800-533-7694 

or on the web at 

www.phccweb.org 
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