
 

 

Calendar of Events 

 Jan 3 - Meeting 

 5:00 -Board Meeting 

 6:00 -T-4 Training  : 

Carbon Monoxide  

 7:30 p.m. - Dinner and 

General Meeting 

 Feb 7 - Meeting 

from.  After 

the training we 

will have our 

general meet-

ing and dinner.  

During the general meeting, Carter 

Davis from John C Flood will be 

attending to update us on various 

issues in DC.  Carter sits on the 

Industrial Trade Board and is a 

great resource for us to learn about 

what is going on in the District of 

Columbia and how it affects our 

work.  

I look forward to seeing you in 

January and throughout 2013.  

Let’s make it a great year! 

Please feel free to contact me at    

301-808-6800.  

Happy New Year!  I want to wish 

all of our members and their fami-

lies a happy, healthy and prosper-

ous New Year.  We have a lot 

planned for the Metro Washington 

PHCC in 2013 and I hope that you 

will join us this year and participate 

actively in the association.  

At our December meeting, we held 

our elections for the 2013 Officers 

and Board of Directors.  I am hon-

ored and proud to serve as your 

chapter president and I look for-

ward to working with you this year.  

This association is a great place to 

learn from your colleagues and 

share the latest information in the 

trade.  As an association we are 

working hard to bring you the most 

current news on rebate programs 

and all issues that affect contractors 

working in the plumbing and 

HVAC industry.  We may try some 

new things at our meetings and 

change things up a bit.  Please feel 

free to provide me with suggestions 

and feedback so we can continue to 

provide quality trainings and infor-

mative meetings to our members. 

In January, we are starting the year 

off with a great meeting.  First we 

will have a T-4 training on Carbon 

Monoxide at 6:00 pm.  Everyone 

should be attending this training for 

the invaluable information.  GG 

Davis from Washington Gas will 

be providing important safety in-

formation that all of us can benefit 

Message from the President — Bill Royston 

Washington Gas Sponsors January Meeting and  

Presents Carbon Monoxide Training 

Join us for the first meeting of 2013 

on January 3, 2013 when Washing-

ton Gas will be sponsoring and 

providing a must attend T4 Train-

ing. 

At 6:00 pm our T-4 seminar, 

“Carbon Monoxide,” will be pre-

sented by Gerald “GG” Davis from 

the Washington Gas Company.  

This is an important training that 

all should attend.  Carbon Monox-

ide is a silent killer and everyone in 

our industry should be trained on 

this issue.  GG has over 28 years of 

experience in the natural gas indus-

try and will provide the latest infor-

mation on this issue so that we can 

work to keep our customers safe. 

Headquartered in Washington DC, 

Washington Gas Company delivers 

natural gas to residential, commer-

cial and industrial customers 

throughout the Washington, DC 

and the surrounding region.   

Washington Gas Company has 

been an active supporter of the 

MWPHCC for many years and we 

hope that you will come out for the 

January meeting and show your 

support. 

Metropolitan Washington Association of 

Plumbing-Heating-Cooling Contractors 
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Outgoing President, Buckey Davis and incoming President, 

Bill Royston honoring the U.S. Marines for their service to 

our country.  They later presented $1184 to them for the 

Toys for Tots Program in addition to donated toys. 

Mark Crooks (John C Flood), Otto Seidel (Seidel Plbg), 

Buckey Davis (John C Flood) and Carl Anderson 

(Ferguson) 
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If you didn’t attend our year-end 

meeting, you really missed out.  

This years December meeting 

was a huge success and filled 

with holiday cheer.  We had great 

attendance and we hope that our 

members will continue to partici-

pate strongly in 2013. 

Continuing with our December 

tradition, we held a toy drive for 

the U.S. Marine Corps Toys for 

Tots Program.  We collected a 

large amount of toys and a very 

generous $1,184. Two Marines 

attended and we honored them at 

the meeting for their service to 

our country.  They were very 

appreciative of the donations 

knowing that this has been a hard 

year for many.  This was sure to 

make many children’s Christmas 

brighter. 

We want to extend a special 

thank you to D & B Distributing 

for providing a great training 

session on Trouble Shooting 

Residential Water Heaters and a 

wonderful holiday dinner.  D & 

B has been sponsoring our De-

cember meeting for many years 

and we appreciate their ongoing 

support to our association.  

During our general meeting we 

voted for our new slate of Offi-

cers and Board of Directors. 

 The Metro Washington PHCC 

would like to present our 2013 

Officers & Board of Directors. 

 

Officers: 

President:  Bill Royston  

1st Vice Pres: Charlie Perkins 

2nd Vice Pres:  Al Luke   

Treasurer :  Mark Crooks 

Secretary:  Buck Hudson 

Sergeant at Arms:  John Barry 

Past President:  Buckey Davis 

Auxiliary:   Marcia Shapiro 

 

 

Board of Directors: 

Ray Handy 

Steve Heidler 

Philip Heitmuller 

Glenn King 

R.C. Scott 

Otto Seidel 

David Shapiro 

David Warner 

Fred Werth 

Carl Anderson  

Jonathan Lang 

John Jacobs 

Gary Markle 

Dick Rhodes 
 

The officers and directors will 

be installed at a later date. 

We are happy to welcome two 

members to our Board of Di-

rectors: RC Scott and Fred 

Werth.  Thank you for your 

willingness to join the Board 

and help with the association.  

We know that you will help 

make 2013 a great year for the 

association! 

MWPHCC December 2012 Meeting 
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Do you want increased success in the 

coming year or the chance to enjoy 

the success you've achieved? These 

top 10 New Year's resolutions are 

designed to help you strike a bet-

ter work-life balance, so you can 

achieve a truly satisfying success in 

the New Year.  

1) Learn how to delegate and do 

more of it. 

There are so many things to do when 

you're running a small business, it's 

easy to delude ourselves that we need 

to do all of them. Then we wonder 

why we're so tired and frazzled and 

have no time to do anything 

else! Determine your personal return 

on investment, and decide to let 

someone else do some of the tasks for 

a change. Delegation is the key to a 

healthy work-life balance. 

2) Promote your business regularly 

and consistently. 

Too often the task of promoting a 

small business slips to the bottom of 

the to-do list in the press of urgent 

tasks. If you want to attract new cus-

tomers, you have to make promotion 

a priority.   Take the time to create a 

marketing plan on your own and fol-

low through.  

3) Make business planning a weekly 

event. 

Planning is vital if you want a 

healthy, growing business. Business 

planning lets you take stock of what 

worked and what didn't work, and 

helps you set new directions or adjust 

old goals. So why do it just once a 

year or once a quarter? Set aside time 

each week to review, adjust, and look 

forward - or even better, make busi-

ness planning a part of each day. Not 

only will this help you avoid costly 

mistakes and stay on track, but you'll 

feel more focused and relaxed. 

4) Learn something new. 

What you choose to learn may be 

directly related to your business or 

completely unrelated. Learning 

something new will add to your 

skills and add a new dimension of 

interest to your life - another im-

portant part of achieving a healthy 

work-life balance.  

5) Join a new business organiza-

tion or networking group. 

There's nothing like talking to 

other business people for sparking 

new ideas, refining old ones, and 

making contacts. Whether it's a 

group specifically designed 

for networking or an organization 

dedicated to a particular type of 

business, in person or over the 

'Net, making the effort to be a part 

of a group will revitalize you and 

your business. 

6) Give something back to your 

community. 

There are all kinds of worthy or-

ganizations that make a difference 

in your community. Make a New 

Year's resolution to find a cause 

that matters to you, and give what 

you can. Make this the year that 

you serve on a committee, be a 

mentor, volunteer, or make regular 

donations to the groups in your 

community that try to make the 

place you live a better place.  

7) Put time for you on your cal-

endar. 

It is very  important to take the 

time to recharge and refresh your-

self; a healthy work-life balance 

demands time out. All work and no 

play is a recipe for mental and 

physical disaster. So if you have 

trouble freeing up time to do the 

things you enjoy, write time regu-

larly into your schedule to "meet 

with yourself" and stick to that 

commitment.  

8) Set realistic goals. 

Goal setting is a valuable habit - if 

the goals lead to success rather than 

distress. Make a New Year's resolu-

tion that the goals you set will be 

goals that are achievable, rather 

than unrealistic pipe dreams that 

are so far out of reach they only 

lead to frustration. 

9) Don't make do; get a new one. 

Is there a piece of equipment in 

your office that's interfering with 

your success or something that you 

lack that's making your working 

life harder? Whether it's an old fax 

machine that's a pain to use, or the 

need for a new employee to lighten 

your work load, make a New Year's 

resolution to stop putting off get-

ting what you need. The irritation 

of making do just isn't worth it.  

10) Drop what's not working for 

you and move on. 

All products aren't going to be su-

per sellers, all sales methods aren't 

going to work for everyone, and all 

suppliers aren't going to be ideally 

suited to your business. If a tech-

nique or a product or a business 

relationship isn't working for you, 

stop using it. Don't invest a lot of 

energy into trying to make the un-

workable workable. Move on. 

Something better will turn up. 

Achieving a healthy work-life bal-

ance is like maintaining a good 

relationship; you have to keep 

working on it. But if you apply 

these New Year's resolutions 

throughout the year, your success is 

guaranteed! 

Top 10 New Year’s Resolutions for Business Success  by Susan Ward 

“Achieving a healthy 

work-life balance is like 

maintaining a good rela-

tionship; you have to 

keep working on it.”  
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I have a quick question for you: 

Does the customer really care 

where you park your vehicle?  The 

answer is a resounding yes! 

Here are just a few reasons why 

from the customer’s perspective 

and from your company’s perspec-

tive. 

• Parking in the driveway – 

That’s no big deal, right?  Well it 

might be from the customer’s 

standpoint.  What if one of the 

members of the family wants to 

leave while you are still work-

ing?  Now they have to ask you to 

move the truck.  That just caused 

lost time (and increased expense to 

the customer, if you are still on 

time and material pricing).  Not 

only that, but now the customer is 

a bit irritated that you are in the 

way and a bit embarrassed that 

they have to come to you and ask 

you to move the vehicle.  Both 

strain customer relations. 

• Does your vehicle leak fluids? – 

Do you want someone else’s vehi-

cle leaking oil on your drive-

way?  The homeowner doesn’t 

appreciate it either.  Parking in the 

street helps, but here’s a better 

solution.  Carry a pack of card-

board with you to the service loca-

tion.  When you get out of the 

vehicle place the cardboard under 

your vehicle in the area where it 

leaks.  If you do that, and the 

customer sees you doing it, that 

earns brownie points.  The cus-

tomer is thinking, “If the tech 

cares about dripping oil on my 

driveway or the street, surely he 

will care about my home and 

equipment as well.” 

• Marketing – There is no better 

marketing and/or advertising 

than word of mouth.   How many 

times has a neighbor seen your 

truck at their neighbor’s home 

and then called your company 

for service?  The neighbor may 

be thinking, “If ABC Company 

is doing work for my friend, Bill, 

they must do great work. I will 

call ABC Company next time I 

need work done.” Your vehicle is 

a moving billboard.  

Now let’s take a quiz.  Would 

more people see your vehicle 

parked: A.) in the driveway, B.)

next to the house, or C.) on the 

street in front of the 

house?  Answer: C.) in front of 

the house. 

• Don’t kill the customer’s 

grass – Now that we are parking 

in the street, remember one more 

thing.  Don’t pull too far off the 

street and, therefore, onto the 

customer’s grass.  Parking in the 

street is the best place to be, but 

killing your customer’s grass 

wipes away all the benefits of 

parking in the street! 

• Beware of where you walk – 

It’s the first call of the 

day.  You did a great job of 

parking in front of the cus-

tomer’s home without being on 

the grass.  Since it’s early 

morning, the grass is still 

damp.  PLEASE use the drive-

way and/or sidewalk to get to 

the customer’s front 

door.  Don’t walk through the 

yard and track all that wet grass 

into the customer’s home.  Yes, 

that does sound a bit ridiculous, 

doesn’t it?  It did to me … until 

the plumbing tech did exactly 

what I just described!  Think 

before you walk. 

These are just a few things to 

think about as you arrive at the 

customer’s home.  They may 

not seem like a big deal to you, 

but they are in the eyes of the 

customer and they are the ones 

that will make to decision 

whether to use your company 

again … or not! 

Tom Grandy is founder and Presi-

dent of Grandy & Associates.  They 

have helped over 16,000 contrac-

tors to run profitable businesses.   

You can contact Tom at Tom-

Grandy 

@GrandyAssociates.com or 1-800-

432-7963 

Where You Park Makes a Difference by Tom Grandy 

We’re on Facebook!   

Be sure to check us out for the latest events, meetings 

and photos at www.facebook.com/MWPHCC 

“I have a quick question 

for you: Does the cus-

tomer really care where 

you park your vehi-

cle?  The answer is a 

resounding yes!” 



 

 

 Barger & Associates 

 Barnett    

 Bradford White Corporation 

 Cummins-Wagner 

 D & B Distributing Co. 

 Ferguson 

 Harry Eklof & Associates 

 Insparisk 

 Jacobs Financial Group 

 NH Yates 

 Rheem Manufacturing 

 ROI Marketing 
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The Metro Washington PHCC Industry Associate Members provide  

tremendous support to our association.  Please show your support to them 

when you purchase your supplies and are in need of their services. 

 SE Taylor & Associates 

 Taze & Hewitt, a Division of 

Chesapeake Systems 

 The Joyce Agency 

 Thompson-Withers, LLC 

 Thos. Somerville, Co. 

 Tri-State Restoration 

 U.S. Boiler Company 

 Viega, LLC 

 Washington Gas 

 Washington Winnelson Company 

 Weil-McLain 
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President 

Bill Royston,  All-Pro Services, Inc. 

301-808-6800 

allproserv@rcn.com 

 

1st Vice President 

Charlie Perkins, Beltsville Htg & AC 

301-937-6700 

cperkbhac@hotmail.com 

 

2nd Vice President 

Al Luke, Jiffy Plumbing & Heating, 

301-277-9111 

alluke9111@gmail.com 

 

Secretary 

Buck Hudson, CW Plumbing & Htg 

301-261-4184 

hudplumb@aol.com 

Treasurer 

Mark Crooks, John C. Flood, Inc. 

202-546-5500 

 

Sergeant at Arms 

John Barry, J.E. Barry Plg & Htg 

301-583-0081 

 

Past President 

Buckey Davis, John C. Flood, Inc. 

202-288-6300 

 

MWPHCC Auxiliary 

Marcia Shapiro, President 

301-475-6760 

 

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 
 

Ray Handy 240-433-1300 

Steve Heidler 410-268-7191 

Phil Heitmuller 202-726-8879 

Glenn King  301-982-5373 

RC Scott  410-315-8558 

Otto Seidel 202-397-7000 

David Shapiro 301-475-6760 

Dave Warner 301-567-2001 

Fred Werth 301-864-1117 

Carl Anderson 240-264-3600 

Jonathan Lang 301-772-1700 

John Jacobs 301-580-2227 

Gary Markle 202-421-6195 

Dick Rhodes 443-561-1692  

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 


