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Message from the President — Charlie Perkins
Calendar of Events
 May 7 - Meeting


5:00 - Board Meeting



6:00 - T-4 Training :
Water Heaters



7:30 - Dinner and General Meeting

No Meetings in June, July or
August

A lot is going on in the industry.
On April 16th, the new NAECA
requirements for water heaters
went into effect. We’ve been discussing and preparing for this for
quite some time including a class
at our last meeting offered by
Washington Winnelson. Now the
Department of Energy (DOE) is
talking again about eliminating
80% efficient class of gas furnace
equipment. PHCC National has
voiced their concern with the
DOE. PHCC opposes the discontinuation of the 80% efficient class
of gas furnace equipment and is
currently collecting information
from a survey sent to members
regarding installation costs in new

construction and retrofit installations.
We can’t predict if PHCC National and other organizations will
make an impact with the DOE. It
seems that the standards for equipment may keep changing and both
contractors and customers will
need to adjust to these new requirements.
To help us with marketing energy
efficient equipment, we are lucky
to have the DC Sustainable Energy
Utility (DC SEU) sponsoring our
meeting this month. They are
going to provide information on
their rebate programs and helping
our businesses to better explain

and sell energy
efficient
equipment to
customers.
We won’t be
meeting
in
June, July or
August
but
hope to see you in the summer at
our Golf Tournament on Friday,
August 28th at Glenn Dale Country Club in Glenn Dale, MD. If
you haven’t been before we hope
that you’ll join us for this very
popular event.
If you have any questions or
would like to make suggestions
for the association, please feel free
to contact me at 301-937-6700.

MWPHCC May Meeting Sponsored by DC SEU
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Join us for our May meeting on
Thursday, May 7th at the Holiday
Inn in College Park, MD. At 6:00
pm, Cameron Griffith and Oliver
Curtis, Trade Ally Managers with
the DC SEU, will provide a training on using utility rebates to market and sell energy-efficient heating and cooling equipment.
The District of Columbia Sustainable Energy Utility (DCSEU) helps
DC residents and businesses use
less energy and save money. Since
2011, the DCSEU has delivered
rebates, technical assistance, and

information to tens of thousands
of District residents and businesses, helping them to save millions
of dollars on their energy costs.
The DCSEU offers rebates on a
variety of energy-efficient commercial and residential heating
and cooling equipment. On the
residential side, the DCSEU
works with more than 15 local
participating contractors to deliver rebates to DC customers on air
source heat pumps, efficient central air conditioning systems,
efficient furnaces and boilers,

ENERGY STAR qualified water
heaters, programmable thermostats, and more. Commercial customers can work with the contractor of their choosing and take
advantage of heating and cooling
rebates that will save them on the
up-front costs of energy-efficient
equipment and save money for
years to come.
For more information on the
DCSEU,
please
visit www.dcseu.com or call 202-479
-2222.
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Then and Now …. Heidler, Inc.
Metro Washington PHCC is proud to have members that have been involved with this chapter for
many years; some even spanning several generations. We would like to showcase some of these
businesses that have given so much to the plumbing and heating trade. This month we are going
to feature Heidler, Inc.

tors in the area under the current leadership of
brothers, Steve and Mickey Heidler and with
the assistance of their sister Judy Heidler Scott,
the company’s business manager.

Heidler, Inc. began in 1947 when Harry Heidler
and an associate established a plumbing and
heating business in Annapolis, MD.

In addition to plumbing services, Heidler, Inc.
specializes in custom kitchen and bathroom
remodeling with Steve doing all of the design
work. Mickey’s focus is on commercial work,
new construction and underground sewer drain
jobs.

The business has expanded and developed into
one of the most versatile, progressive plumbing,
heating and kitchen and bath remodeling contrac-

Consumer demand led Heidler to gain particular expertise with retro-fitting various hydronic
heating systems in existing homes. The com-

pany also sells, installs and services water
conditioning, solar water heating, gas logs,
fireplace systems, lights and appliances,
including high-efficiency, tankless water
heaters. All of the techs are licensed master
plumbers or journeyman.
Both Steve and Mickey Heidler have master
plumber, master gas, and master HVA/CR
licenses. They place a strong value on encouraging young people to pursue careers in
plumbing and other skilled trades. They are
both active in professional associations and
Steve has been a long-time supporter and
active member of Metro Washington
PHCC. Steve served as president of this
association from 2006 - 2007 and served as
the Zone 2 Director for PHCC National
from 2010- 2013. Steve continues to serve
on the Board of Directors for MWPHCC
and actively participates and supports all of
the chapter’s meetings, initiatives and
events.
Both Mickey and Steve have sons, thirdgeneration Heidlers, who have joined the
family business. Both sons have their master plumber’s license and we look forward
to watching the business continue to grow
and thrive under their leadership and having
them involved in our association.

Founder of Heidler, Inc. - Harry Leeds Heidler. The company was
founded in 1947 and still operates in the same location 68 years later.

Steve & Mickey Heidler

Brothers, Steve (pictured above) and Mickey Heidler, along with
their sister Judy continue to run the family business.
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Tool Box Talks: How to Reduce the Threat of Internal Credit Card
Fraud presented by Quality Service Contractors - An Enhanced Service Group of PHCC
Credit cards are a fact of life in the business
world today.
They can streamline purchases and minimize the
need for cash or cash advances. They are widely
accepted and recognized in situations where
company or personal checks may not be. They
can reduce transaction time and reduce the volume of payments, paperwork and transaction
costs.
Because credit cards are almost as liquid as
cash, they are subject to risk. Theft or abuse by
an unauthorized outside party is typically the
first concern, but credit card abuse and fraud by
those within an organization can also be a
source of threat.
Employees already have access to the credit
cards, and they know the credit card issuer,
number, expiration date, credit limit and, perhaps most importantly, whether their activity is
being monitored.
The most common types of credit card fraud
are:
Personal charges benefit the individual and
could include gasoline for their own vehicle,
meals, groceries or other personal expenditures.
Double dipping is using an organization’s credit
card to make a purchase and then submitting the
documentation for the expenditure for reimbursement. An example is charging a business
meal using the company credit card, and then
submitting the invoice or receipt for the same
transaction for reimbursement on the individual’s expense report.

Safeguards can be put in place to reduce risk
and detect mistakes or fraud:

review them. Credit card statements can be
altered, revised or edited.





Limit the number of credit cards and authorized credit card users. Use as few providers
and cards as possible. One or two issuers might
fit all your needs. All authorized users should
have their own unique cards that they are responsible for. They should not be loaned or be
available to others. Collect and cancel cards
when employees leave the organization.



Establish credit limits to limit your exposure. Review your users and their needs. If they
don’t need more than a $1,000 line of credit,
reduce and limit it to that. Establish low or no
ability to obtain cash advances.



Subscribe to credit card company alerts.
They can notify the organization of significant
or unusual transactions as they occur. Investigate unusual activity immediately.



Be able to quickly report loss, theft or
unauthorized use. Maintain in a secure area a
list of credit cards by issuers, account numbers,
authorized users and issuer phone numbers so
that contact can be made quickly if necessary.
Prompt notification can reduce or eliminate
responsibility for fraudulent charges.



Communicate your organization’s policies. Employees are responsible for the activity
on their card and for reviewing the statement
for activity each period. Make it clear that the
organization’s credit card is for its activities
only and that fraud will not be tolerated. Violators should be terminated and prosecuted.



Set the tone at the top. You can lead by
example – good or bad.



Request a credit card statement cutoff
date for all cards that facilitates your organization’s ability to obtain, review and post
credit card activity once a month and before
month-end to facilitate accounting.



Review credit card activity for the type
of expenditure, the vendor and the reasonableness of the amount. Do the types of
transactions and the amounts seem reasonable for the organization and the user?



Insist on receipts. As the credit card is
used, insist that original receipts be obtained as part of the documentation for the
expenditure. Do not let the invoice, the
credit card receipt or the credit card statement be the only supporting piece of documentation. The credit card transaction is the
means of payment. It is usually not the sole
piece of documentation.



Review expense reimbursement
claims. Compare the expense report activity
to the organization’s credit card statement,
scrutinizing for the same vendor and/or
amounts. Be alert to altered amounts and
claims, as well as expense report claims
made months after the original charge was
made. Analytically review expenses, compare them to budget and investigate variances.



To effectively reduce the threat of
credit card fraud, monitor credit card activity closely – and let your employees know
that you are watching.

Receive credit card statements intact and

Upcoming PHCC Education Foundation Webinars
Register online at foundation.phccweb.org -- Free for Members!
Navigating Effective Performance Management of Employees

Date: Wednesday, May 20th, 2015
Time: 3:00pm - 4:00pm

Internal Controls Including Inventory

Date: Wednesday, June 10th, 2015
Time: 3:00pm - 4:00pm
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Keep Your Customers Paid Up

“Keep your customers current and
paid up. Why? So
they have the freedom to continue to
buy from you.”

Receivables are a major problem for
nearly every contractor. It’s not unusual for contractors doing gross sales in
the $1 million range to have anywhere
from $100,000 to $200,000 outstanding at any point in time. Of course it
depends on the mix of business. If the
company is heavy commercial the
$200,000 range could easily be exceeded since payment, by contract
agreement, is often 30, 60 or 90 days.
If the company is primarily residential
replacement and service the number
should be well under $100,000 for a
$1
million
business.
When times are busy the paperwork
often gets left undone. We’ve all
thought the same thing: "Yes, I know I
should collect on the job, or at least
bill immediately after the completion
of the work. But I'm busy! We are
behind schedule, the parts are late, and
I have three jobs to quote this evening.
I will invoice my customers when
things
slow
down
a
bit."
Nothing wrong with that logic except
for one minor detail: things never slow
down! So when do we bill? Typically
when we are out of money and payroll
is coming up and/or it's time to pay our
distributor!
Keep your customers current and paid
up. Why? So they have the freedom to
continue to buy from you. Let me
explain with an example. Let's assume
I am a handyman around the house,
and I like to do small projects around
my house on weekends. Each weekend
I purchase my materials from the same
local hardware store. A typical weekly
purchase is $30 to $50 worth of materials, and I always pay with cash or
credit
card.
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Now there is a three-day holiday
weekend coming up. That means I can
tackle that really big job I been putting
off for lack of time. In order to get a
jump start, I stop by my local hardware store on Friday evening on my
way home from work. The bill comes

by Tom Grandy

to $200; however there is a small
problem. I don't have $200 cash
on me and my do-small-jobsaround-the-house credit card is at
the house. However that is not a
major problem. I've been buying
from this store for a number of
years. I know the owner and most
of the employees. Bottom line,
they allow me to charge the $200
worth
of
materials.
A week or so later the bill comes
and I put it with the other bills to
pay later. My long weekend project drags on for a few more
weekends; meanwhile I have not
paid my hardware bill. Maybe I
was low on funds or perhaps I
simply just never got around to
paying it. Now I need a hammer.
What are the odds of me going
back to my same hardware store to
buy it? The odds are slim since I
owe them $200. My fear is that if
I go to that store the clerk will
jump up and holler out "Mr.
Grandy, Mr. Grandy, you owe us
$200!"
The reality is that the clerk probably has no idea who owes them
money and who doesn’t, but I
don’t want or risk it. Instead, I
went to another hardware store to
buy the hammer I needed. When I
went to the other store they might
have a better selection, lower prices and/or better informed employees. Bottom line, I ended up liking
the new store better than the old
one!
Now think about what just happened. I stopped buying from the
original hardware store for one
reason only – I owed them money
and did not want to risk being
embarrassed over my unpaid bill.
Not being paid up just cost the old
hardware store a customer. The
best thing you can do for your
customer, and yourself, is to keep

your customers current and keep
them paid up!
Before we wrap this up let me share
one other tidbit with you. Be sure
your business is customer friendly.
In other words, understand exactly
when customers are most likely to
want and/or need you. I’ll give you
another example. My wife has been
going to a natural food store downtown to buy honey. The honey was
$17 a jar, but my wife considered it
worth it. A few weeks ago, we got
12 inches of snow, which is a LOT
of snow for our area. The day after
the storm, the main roads were clear
so my wife and I drove down town
to buy some overpriced honey. The
store was closed, presumably because of the weather. The next day
we called, but were greeted with an
answering machine telling us to
leave a message. Finally, on the third
day, my wife was out of honey and
needed some to make granola. Since
our downtown store was still closed,
she went to the organic section of the
local grocery store and found organic honey for $12 a jar. She got home,
sampled the honey, and liked it. The
grocery store’s organic honey just
replaced the $17 a jar honey we had
been buying downtown. Get the
point? The store where she wanted to
buy the honey was closed and she
was forced to purchase elsewhere
and guess what happened? Just like
our hardware store example, the end
result was a lost customer.
Grandy & Associates has trained
over 16000 contractors across the
US and Canada on profitable business strategies. It is their desire to
teach contractors in a way so that
they can positively impact their life
and the lives of every employee on
their team. To get more information
on the program that they offer you
can
visit
their
website
at
www.grandyassociates.com or call
directly at 1-877-202-8891
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Independent Contractor (Self-Employed) or Employee?
It is critical that business owners correctly determine whether the individuals providing services
are employees or independent contractors.
Generally, you must withhold income taxes,
withhold and pay Social Security and Medicare
taxes, and pay unemployment tax on wages paid
to an employee. You do not generally have to
withhold or pay any taxes on payments to independent contractors.

Select the Scenario that Applies to You:
I am an independent contractor or in business for myself
If you are a business owner or contractor who
provides services to other businesses, then you
are generally considered self-employed.
I hire or contract with individuals to provide
services to my business
If you are a business owner hiring or contracting
with other individuals to provide services, you
must determine whether the individuals providing services are employees or independent contractors. Follow the rest of this page to find out
more about this topic and what your responsibilities are.

Determining Whether the Individuals
Providing Services are Employees or Independent Contractors
Before you can determine how to treat payments
you make for services, you must first know the
business relationship that exists between you
and the person performing the services. The
person performing the services may be:



An independent contractor



an employee



a statutory employee



statutory nonemployee.

In determining whether the person providing
service is an employee or an independent contractor, all information that provides evidence of
the degree of control and independence must be
considered.

Common Law Rules
Facts that provide evidence of the degree of
control and independence fall into three categories:
1.

Behavioral: Does the company control or
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2.

3.

have the right to control what the worker
does and how the worker does his or her
job?

the appropriate forms and paying the associated taxes.

Financial: Are the business aspects of the
worker’s job controlled by the payer?
(these include things like how worker is
paid, whether expenses are reimbursed,
who provides tools/supplies, etc.)

Consequences of Treating an Employee
as an Independent Contractor

Type of Relationship: Are there written
contracts or employee type benefits (i.e.
pension plan, insurance, vacation pay,
etc.)? Will the relationship continue and is
the work performed a key aspect of the
business?

Businesses must weigh all these factors when
determining whether a worker is an employee
or independent contractor. Some factors may
indicate that the worker is an employee, while
other factors indicate that the worker is an independent contractor. There is no “magic” or set
number of factors that “makes” the worker an
employee or an independent contractor, and no
one factor stands alone in making this determination. Also, factors which are relevant in one
situation may not be relevant in another.
The keys are to look at the entire relationship,
consider the degree or extent of the right to
direct and control, and finally, to document
each of the factors used in coming up with the
determination.

Form SS-8
If, after reviewing the three categories of evidence, it is still unclear whether a worker is an
employee or an independent contractor, Form
SS-8, Determination of Worker Status for Purposes of Federal Employment Taxes and Income Tax Withholding (PDF) can be filed with
the IRS. The form may be filed by either the
business or the worker. The IRS will review the
facts and circumstances and officially determine the worker’s status.
Be aware that it can take at least six months to
get a determination, but a business that continually hires the same types of workers to perform
particular services may want to consider filing
the Form SS-8 (PDF).

Employment Tax Obligations
Once a determination is made (whether by the
business or by the IRS), the next step is filing

Misclassification of Employees

If you classify an employee as an independent contractor and you have no reasonable
basis for doing so, you may be held liable
for employment taxes for that worker (the
relief provisions, discussed below, will not
apply). See Internal Revenue Code section
3509 for more information.
Relief Provisions
If you have a reasonable basis for not treating a worker as an employee, you may be
relieved from having to pay employment
taxes for that worker. To get this relief, you
must file all required federal information
returns on a basis consistent with your treatment of the worker. You (or your predecessor) must not have treated any worker holding a substantially similar position as an
employee for any periods beginning after
1977. See Publication 1976, Section 530
Employment Tax Relief Requirements (PDF) for more information.
Voluntary Classification Settlement Program
The Voluntary Classification Settlement
Program (VCSP) is a new optional program
that provides taxpayers with an opportunity
to reclassify their workers as employees for
future tax periods for employment tax purposes with partial relief from federal employment taxes for eligible taxpayers that
agree to prospectively treat their workers
(or a class or group of workers) as employees. To participate in this new voluntary
program, the taxpayer must meet certain
eligibility requirements, apply to participate
in the VCSP by filing Form 8952, Application for Voluntary Classification Settlement
Program, and enter into a closing agreement
with the IRS.
For more information regarding this, visit
the IRS.gov website and use keywords
“independent contractor” in the search box.
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Aztec-5@msn.com

Treasurer
Glenn King , G.R. King Plbg
301-982-537
grkingplumbing@comcast.net
Sergeant at Arms
John Barry, J.E. Barry Plg & Htg
301-583-0081
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Bill Royston, All-Pro Services, Inc.
301-808-6800
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Board of Directors

Mark Crooks
Buckey Davis
Ray Handy
Steve Heidler
Buck Hudson
Otto Seidel
David Shapiro
Fred Werth
Carl Anderson
Eddie Grierson
John Jacobs
Gary Markle
Dick Rhodes

202-546-5500
202-288-6300
240-433-1300
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202-397-7000
301-475-6760
301-864-1117
240-264-3600
301-772-1700
301-580-2227
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To Contact PHCC - NA: 1-800-533-7694
or on the web at
www.phccweb.org

We’re on the web! Visit us at www.mwphcc.org or at www.facebook/MWPHCC

Dedicated to the promotion, advancement, education and training of the Industry, for the protection of our environment and the health, safety and comfort of society.

PHCC Mission

MWPHCC
1322 Gresham Road
Silver Spring, MD 20904–1436

