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Message from the President — Al Luke
Friends,
Happy Holidays! We had a fantastic turnout for December’s T4
training and dinner meeting. It
was so fantastic that we broke
our attendance record while at
Holiday Inn, College Park. With
more than 90 folks in attendance, we were scrambling to add
seats and that was a great problem to have! It was a festive
night with a spot-on training
from Herbert Harvey, Jr. on
Jetglas Commercial Water Heaters.
As many of you know, the
MWPHCC December Training
and Dinner meeting has been
synonymous with our longest
running Industry Sponsor and

Monthly Meeting

supporters, Sharron and Roy
Brenneman of D&B Distributing
Company, Inc.
For more that 40 years, D & B
Distributing Company, Inc. has
been a strong support for our
organization and in turn, each of
you. One way to show our support to Sharron and Roy is to
support them. Located in Silver
Spring, give Roy and Sharron a
call at 301.565.2222 for your
water heater needs.
At our upcoming January
4th meeting, we will be installing
our officers and Board Members. I’m sure you would agree
that new energy and new blood
will keep MWPHCC alive and
moving forward. For anyone
interested in joining our Board of
Directors, please email me
at allanluke9111@gmail.com or

call me at 301.277.9111. I will
be entering my second year as
President as have enjoyed every
minute of it. I like the progress
we are making. We are taking
strides toward new initiatives for
online trainings (coming soon!),
reworking our website to become more user-friendly and
interactive. We are also interested in building community and
will be hosting a networking
event in the spring. We want to
grow our membership. Please
help us do that by sharing information about MWPHCC. Please
encourage colleagues to attend
our trainings and dinner meetings. We have a lot to offer and
we stand to gain so much more
when our numbers increase.

WARDS... and
especially, here's
to a cold, icy,
windy and hard
winter. That's
right! All FOUR!
Brrrrrr!!
And in closing, I sincerely wish
you and your families a happy
and safe holiday season. Keep
giving that world-class MWPHCC
service to the buying public because WE ARE PLUMBING HEATING COOLING CONTRACTORS —
BEST PEOPLE. BEST PRACTICES.
— Al

So 2018, here's to a new year at
MWPHCC! ONWARDS & UP-

January 4, 2018


4:30 - Board Meeting

January T4 Training: Industry Testing Equipment



6:00 - T-4 Training

Sponsored by : The Washington Winnelson Company



7:30 - Dinner and
General Meeting

KICK-OFF 2018 WITH MWPHCC
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Please join us for the January
4th meeting and training session,
sponsored by The Washington
Winnelson Company. The T-4
training begins at 6:00 p.m. followed by a complimentary dinner
and the General Meeting.
This training session will look specifically at Industry Testing Equipment.

Washington Winnelson was established in
2004 by people who bring forth strong
industry experience – both wholesaler and
contractor. The entire team combined has
over 300 years of industry expertise, and
have strong “get it done right” attitudes, with
a focus on dynamic service. Our counter at
Washington Winnelson is staffed by "Pros
Like You" who have done the job and know
how to provide exceptional service.
Washington Winnelson is a major wholesale
distributor, serving specialized markets and
we are experts in the industry.

METROPOLITAN WASHINGTON ASSOCIATION OF PLUMBING-HEATING-COOLING CONTRACTORS
Founded in 1873
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MWPHCC Board Member Spotlight

Fred Werth
Plumber and Heating
Specialist for Kensington
Plumbing and Heating, Inc

Long term Board Member Fred Werth (Kensington Plumbing) went
above and beyond in working with students from the University of
Maryland, who finished in second place in the Dept. of Energy’s
Solar Decathlon last month in Denver, Colorado. Read how the Maryland team developed Resilient Adaptive Climate Technology
(reACT) for a couple living in Denver who remain registered members of the Nanticoke Indian Tribe. PHCC thanks Werth for helping
the students design and install a greywater system for the solarpowered house. Check out the link below for more details about
the competition!
https://www.solardecathlon.gov/2017/competition-teammaryland.html

"The most rewarding part of working on Water
Shed has been seeing how the students move
through the challenges they face."

D & B Distributing Co., Inc.
Many thanks to D & B Distributing Company, Inc. sponsor of the December Monthly meeting, training and awesome dinner!

MWPHCC

wishes to commend and thank Herbert Harvey, Jr. Regional Field
Trainer for Jetglas. Mr. Harvey’s message to a packed room was informative and engaging.
As many of you know, D & B Distributing Company is a longtime
supporter and friend of MWPHCC and we appreciate their support!
Photo below taken at the December Meeting (left to right): Al Luke, MWPHCC President, Roy
Bremerman III and Sharron Bremerman.

D & B has been selling Jetglas Water Heaters since
1961. In 1976 Roy Bremerman, Jr (Roy’s Father)
bought the company from the Denny Gaeth. Sharron and Roy have been the December sponsor for
as long as Roy III can remember!
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800-556-7556
www.harryeklof.com

As much as half of the energy used in your home goes to heating
and cooling. The high energy efficiencies of these systems slash utility bills by up to 24%. To encourage customers to buy energy efficient products, many local utility companies offer significant rebates
for the purchase of a ductless mini-split system. To solve your
heating and cooling needs visit www.fujitsugeneral.com.

MWPHCC Membership Corner
It’s 2018! What a year it has been for the
MWPHCC. New members, new ideas, tried
and true dinner meetings and trainings
with new twists,
and text messaging notifications
to name a few
changes!!
Our
dinner meetings
have experienced
a
significant
growth with over
90 people in
attendance for D
& B Distributing
Co., Inc.’s great
training on Commercial Jetglas heaters!
What made it an especially great training is
that not only did the technicians, sales
teams, and owners learn about Jet Glass,
but everyone got valuable insight on troubleshooting and installing heaters in general.
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One exciting benefit of being part of the
membership committee is getting to meet
and work with so many great people with
positive energy
and great ideas!
Our next meeting is on Thursday,
January
18th at 2 pm at
the United Service Specialists
offices. As much
as we like to
laugh and have
fun, we are productive and are
always welcoming new attendees and ideas. If you can squeeze us on your calendar, give me a call and stop by and meet
the team! We are always looking for great
ways to bring more value to the membership.

Know someone who
could benefit
from being a member
of MWPHCC
or have suggestions?
Give me a call!

Laura Warshauer
United Service Specialists / AB Chelini
301-924-3500!

Who Needs Social Media Anyway?
By: Elton Rivas, Director, Marketing & Corporate Sales for Barnett Pro Contractor Supplies

“Social media… social schmedia,” I say.
Okay, maybe not, as it has definitely become the hot topic for conversation
amongst us marketing types right now and
for good reason.
“Facebook, Twitter, Technorati, LinkedIn…
what’s next? More importantly, what the
heck do I do with these mediums today
and how can they help my business? This
is just overwhelming. Period!”
This is a compilation of phrases that I hear
all too frequently lately and I can’t blame
those who say it. However, rather than do
nothing, I encourage you to take some
steps, learn a bit, and act. This trend is not
going anywhere in the near future, so let’s
break this down into a digestible format for
contractors and use these new tools to
help increase sales. Because, let’s face it,
at the end of the day, that’s really what any
marketing tool is about.
Social media marketing is the Internet’s
version of “word of mouth advertising.”
The explosion of social networks on the
Internet however, has simply changed the
game. We’ve gone from the normal word of
mouth advertising, where people would tell
a few friends about something (good or
bad), to now allowing for the possibility for
a rapid spread of information throughout
the world in a few days, or even hours!
Picture this; you add a blog to your current
website and post something of value (think
expert tips from you for a homeowner, or
that hilarious, brand-building television
advertisement you created). On this post
you were crafty, and placed a “ShareThis”
icon, which allows your post to be easily
shared through a multitude of social media
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sites (YouTube, Twitter, Facebook, Digg,
and del.icio.us to name a few). One person
shares the post with their 250 friends on
Facebook, and 10 of their friends do the
same. You’ve got an army promoting your
business.

Be Selective & Think Through Your Strategy Hand-select your tools for a social media marketing strategy as you would for
any new program. This has the potential to
be a serious portion of your overall marketing plan and should be treated as such.

Sure, sounds great doesn’t it? Seems simple too? It’s not as simple as it may seem,
but that doesn’t mean you shouldn’t begin.
Numerous leaders in the social media
marketing space have key components to
begin developing a social media strategy.

Be You If you decide that a portion of your
strategy is to engage with customers via
blogs and comments on social networks,
be genuine. Be consistent. Be you. At the
end of the day your personal/company
brand will come across as human if you
are yourself. At the end of the day remember, people want to interact with people…
think about it.

Not all are the same, but they do have
some core components that I’ve outlined
for you below from a recent webinar that I
gave to PHCC members:
Define Your Goal(s) & Start Simple What
are your goals for this month? I’m sure you
have an answer to that for your business.
The same should apply to your social media marketing strategy. Goals can include
creating additional leads, increasing your
brand awareness, monitoring feedback
about your business, or a variety of others.
Listen, learn, and identify, what the “tone”
and “language” or social networks are for
your customer group/target market before
implementing any communication with
them directly.

Be Inspired.

Be the Best.

Technology is a Tool Remember, a good
solid marketing strategy with social media
marketing as a portion of it will generate
new business and keep your brand strong.
All of these new social media sites are
there to aid that strategy, NOT to be the
strategy.
Social media marketing can rapidly enhance your brand and business. It can
provide the accelerant that many contractors need to help boost sales. I encourage
you to learn more about it. Ask questions
and start small.
In the upcoming months, in partnership
with PHCC, we will publish tools & tips on
how to utilize social media to boost your
business. Stay tuned…

You can contact Elton by email at
erivas@interlinebrands.com, or via his
LinkedIn page at www.linkedin.com/in/
eltonrivas

Join PHCC.

Newsleak

Page 6

MWPHCC 2018 Officers and Board of Directors
During our December General Meeting, we held our annual elections and voted on the proposed

2018 Officers and Board of Directors.

Unanimously accepted, the Metro Washington PHCC would like to present our
dedicated and hardworking Officers and Directors for 2018:

OFFICERS:
President:

BOARD OF DIRECTORS
Al Luke

1st Vice Pres: Dave Warner
2nd Vice Pres: Fred Werth
Treasurer :

Glenn King

Secretary :

Buck Hudson

Carl Anderson

The officers and
Board of Directors
will be installed at
our January meeting!

Chris Erdle
Jamey Gray
Steve Heidler
Gary Markle

Sergeant at Arms: Charlie Perkins

Dick Rhodes

Past President:

Otto Seidel

Charlie Perkins

MWPHCC Auxiliary: Marcia Shapiro

David Shapiro

Bill Warshauer
Laura Warshauer
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At Ferguson, nobody expects more from us than we do. And why should
they? We’re the ones who set the bar. Who expect more than the
industry standard. From the warehouse to the job site, whatever it takes,
we’ll take you there. Put us to work for you. Visit Ferguson.com.
Ferguson proudly stocks

Beltsville 11730
Baltimore Ave
(240) 264 –3600

©2017 Ferguson Enterprises, Inc. 0217 390022

HR Question of the Month:

FERGUSON.COM

Employees Discussing Wages?

Question: I was told that it is illegal for
employees to discuss their wages with a
fellow employee. Could you verify if this is
correct?
Response: The opposite is actually true.
Employers cannot prohibit employees
from discussing their salaries/wages with
one another and generally cannot take
adverse action against employees who do
so. The National Labor Relations Board
(NLRB) broadly defines activity that is
protected under the National Labor Relations Act (NLRA) and the right to discuss
wages is among the protected rights that
employees have under this law.
Specifically, salary discussions among employees are protected under the NLRA,
which applies to both unionized and nonunionized employers alike, and prevents an
employer from interfering with, restraining,
or coercing employees in exercising their
rights under the Act. The NLRA protects
employees' right to discuss their wages,
hours, and other terms and conditions of
employment for their mutual aid or protecPage 8

tion. In 2005, the NLRB expanded the potential arena for these violations in a case
holding that even a broadly stated generic
corporate confidentiality policy (as opposed
to a more narrow policy prohibiting only
salary discussions) also violated the Act
because it "could reasonably be construed"
to prohibit employees from discussing their
wages or other terms and conditions of
their employment. This case was subsequently affirmed by the federal Circuit Court
of Appeals that reviewed it in 2007. You
may wish to review the NLRB's guidance on
protected concerted activity at http://
www.nlrb.gov/rights-we-protect/protectedconcerted-activity (see internal links for
additional information). This article from the
U.S. Department of Labor also addresses
this issue: https://www.dol.gov/wb/media/
pay_secrecy.pdf.
Accordingly, any employer mandate or rule
prohibiting or even discouraging employees
from discussing their own wages (or other
terms and conditions of employment) with
co-workers -- and any policy that seeks to
take adverse action against employees

who do so -- likely violates Section 8(a)(1)
of the NLRA, and is not advised. We recommend that you have local counsel review
the employer’s policies to ensure they do
not run afoul of applicable laws.
© 2014 Advisors Law Group, All
Rights Reserved
To learn more about the Federated Employment Practices
Network®, contact your local
Federated Marketing Representative, or visit
www.federatedinsurance.com.

Leadership Freak Blog: HOW TO WAKE FROM SLEEPWALKING AND FIND VITALITY AGAIN
December 8, 2017

Old sneakers feel like home.
Rituals are an oasis in turbulence.
Rituals are stability. But rituals enable you
to sleepwalk into the desert.
What worked in the past is perilous now.
The danger of rituals is comfort.

5 signs you’re sleepwalking:
 Stretching yourself is replacing French






salad dressing with Italian.
You can’t remember the last time a
new face sat in the meeting.
Nagging frustrations are “just the way
things are”.
You know the outcome of conversations and meetings before you have
them.
You feel relief when new ideas are
tabled.
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5 ways to find vitality again:
#1. Buy new shoes.
Choose a new leadership skill to develop and allow your inner-circle to see
your journey.
* Tell others what you’re working on.
* Invite participation from others.
* Establish behavioral goals.
* Invite feedback.
* Practice the skill until it feels like
worn jeans.
#2. Prepare for resistance.
Other sleepwalkers don’t want you to
wake up. It’s jarring for you to hold yourself and others accountable, if you’ve
neglected that skill, for example.
Sleepwalkers love predictability and
stability. They push against change.
Tips for facing resistance:
* Communicate positive intentions
and goals.
* Allow time for others to adapt.
* Ask others for help.
#3. Turn toward the sun. Don’t fight the
night.
Don’t simply react against things you

don’t like. Choose positive intentions
and forward-facing goals.
Focus more on where you’re going and
less on where you’ve been.
#4. Bring new voices into the mix.
I received an email from a leader that
said, “I’m interested in exploring another voice.” He realized the wisdom of
bringing the outside in. I’ve worked with
his company over two years.
#5. Don’t turn on all the lights at once.
A little instability ignites vibrancy. Too
much change blinds sleepwalkers.
Rock the boat. Don’t sink it.

Newsleak
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Metropolitan Washington Association of Plumbing-Heating-Cooling Contractors
President
Al Luke, Jiffy Plumbing & Heating,
301-277-9111
allanluke9111@gmail.com
1st Vice President
Dave Warner, Real Plumbers
301-567-2001
realplumbers@earthlink.net
2nd Vice President
Fred Werth, Kensington Plbg

301-864-1117
mystical.plumber@comcast.net
Secretary
Buck Hudson, CW Hudson Plumbing & Htg

240-375-0185

Treasurer
Glenn King , G.R. King Plbg
301-982-5373
grkingplumbing@comcast.net

Board of Directors

Sergeant at Arms
Charlie Perkins, Beltsville Heating & AC
301-937-6700
cperkbhac@hotmail.com
MWPHCC Auxiliary
Marcia Shapiro, President
301-475-6760
Executive Director
Susan Thompson
(301) 278.2962
sue@mwphcc.org

Carl Anderson 240-264-3600
Chris Erdle
301-490-9500
Jamey Gray
301-953-9370
Steve Heidler
410-268-7191
Gary Markle
202-421-6195
Dick Rhodes
443-561-1692
Otto Seidel
202-397-7000
David Shapiro 301-475-6760
Bill Warshauer 301-924-3500
Laura Warshauer 301-924-3500

To Contact the National PHCC Office
1-800-533-7694 or on the web at
www.phccweb.org

hudplumb@aol.com

We’re on the web! Visit us at www.mwphcc.org

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
5510 Tuxedo Road
Hyattsville, MD 20781-1318

