
It is with great sorrow that PMA
reports  the passing of PMA Past
President Lee R. Greene, Jr.   Mr.
Greene served as President from
1956  - 1957.  He also was the
father of Past President Chip
Greene 2004 - 2006.  

Lee R. Greene, Jr., 87, a lifelong
resident of Macon, son of the late
Lee R. Greene, Sr. and the late Lollie

Lewis Greene, died Wednesday, September 3, 2008.
Mr. Greene attended Three Oaks Bible Chapel where he
was an elder. He was founder and owner of Greene
Plumbing & Heating Company from 1948-1982. In addi-
tion to serving as PMA President, Mr. Greene served as
President of Macon Rescue Mission during the 1970s.
He also was a founding director of Security Bank.  Mr.
Greene was an avid golfer and a member of Idle Hour
Country Club. He won the city championship in 1960.
He had eight holes-in-one, the 8th one at age 80. Mr.
Greene is survived by his wife of 60 years, Edna Crowe
Greene; four children, Sandra Blalock of Atlanta, Buddy
Greene and wife Vicki of Brentwood, TN, Chip Greene
and wife Susie of Macon, Dale Wybrow and husband
Pat of St. Petersburg, FL; three brothers, Roy Greene
and wife Helen of Macon, Tommy Greene and wife
Margaret of Bolingbroke, Arnold Greene of
Milledgeville; eight grandchildren and three great-
grandchildren. 

The photo below, was taken at the 2004 PMA
Annual Meeting Saturday Night President’s Banquet.

Mr. Greene was
present to wit-
ness the installa-
tion of his son
Chip, as PMA
President, a posi-
tion he held 49
years earlier.  

101 Pilg rim V illa ge Driv e, Suite 200
Cumming , Geor gia • 30040 •  678-947-3473 • www .PlumbingPr os.com
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GEORGIA APPRENTICES T O 
COMPETE AT NATIONAL 

The 2008 PHCC Educational Foundation Plumbing
Apprentice Contest offers plumbing apprentices a unique
opportunity to demonstrate their knowledge and skills in
a practical, hands-on event that is fun and exciting for
everyone involved. The Plumbing Apprentice Contest will
be held in conjunction with the Network '08 Event and ISH
North America Trade Show in Atlanta.  This year's contest
will be held on Thursday, Oct. 2 at the Georgia World
Congress Center in Atlanta, GA. 

Contestants will have a great opportunity to take in the full
convention experience by attending the industry's single
biggest event of the entire year, complete with peer-to-
peer networking and exposure to the latest technologies
and products available to the industry.   

Georgia will be well represented this year by Jonathan
Raines, from Covenant Mechanical of Douglasville and
Alexandru Chirias from Plumb Works of Atlanta.

Jonathan has been employed with Covenant Mechanical
for one year and was chosen as the top candidate out of
five plumbing apprentices.  This is the first year Covenant
is competing in the National Competition.  Plumb Works is
no stranger to this competition.  They have competed
numerous times on the national stage and are hungry for

a win!  

Please plan to attend this event and
show your support.
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Jonathan Raines, from Covenant
Mechanical is pictured at left.



Identity theft can carry 
a hefty price tag for a 
businessowner. Where 
would you turn if you 
were a victim of...

s��CREDIT�CARD�FRAUD

s��DEBT�COLLECTION

s��INVESTMENT�FRAUD

s��PHONE�FRAUD

s��MAIL�THEFT

s��TAX�FRAUD

s��PASSPORT�FRAUD

s��SOCIAL�SECURITY�NUMBER�
    misuse

s��STUDENT�LOAN�FRAUD

Federated’s Identity 

Recovery Coverage 

provides a telephone help 

line, reimbursement for 

COVERED�EXPENSES��ANDˆ

MOST�IMPORTANTˆA�CASE�

manager who can help 

put your busy life back 

together.

The FEDERATED Insurance Companies
(OME�/FlCE������%AST�0ARK�3QUARE�s�/WATONNA��-INNESOTA������
0HONE������	����
�����s�WWW�FEDERATEDINSURANCE�COM
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9OU�MANAGE�THE�DAILY�
operations of a 
SUCCESSFUL�
busiNESS��

  You are a 
PILLAR�OF�

THE�COMMUNITY�
AND�A�

person of 
��HONESTY�
�AND�
inTEGRITY�



2008 - 2009 President
Ron Kikta

My Fellow Plumbers,

I hope this Hotline finds you
well, and I know it can be hard
to be well in the plumbing
business at this time.  It is
times like these some of us
look back and question why we
got into this business in the
first place.  For some, like me,

it is a family business and you followed in your
father, his father, or some other member of the
family's footsteps.  But for the most part it was to
make money and earn a living for our families.
Right now it may be a little harder to do that.  So we
all must adjust our business and work a few more
hours a week.  This may be a good thing.  I know for
me it has helped me cut and adjust some expenses
that weren't necessary.

Many years ago when I was a lot younger
and working for my father I wanted to hang out with
my friends and not work everyday, including
Saturdays.  He would always ask me if I wanted to
be a plumber or a playboy.  As the years have
passed, I don't think about that questions any more
(being married helps too) but I sti ll like to hangout
with the guys.  We all need time to get away, to re-
charge our "solar panels".   The business will sti ll be
there, you're a good business man or you wouldn't
be where you are now.  

Take advantage of this slower pace to re-
evaluate your business.  In tough times like these,
the Plumbing and Mechanical Association is where
to turn to for advise, ideas, networking, etc.  Use
the Association. Ask someone who's not a member
to come to an area meeting so they can see what
we're all about.  Call up and talk to some of your fel-
low PMA Members, go to the next area meeting
and meet and listen to what other members are
doing at this time.  You'll be surprised, there are
some pretty smart guys in this association, so only
listen to the smart ones!!!! So it's be a plumber or a
playboy, but guy's if you are married and have kids,
it may be to late for you, but you can always ask
your wife, good luck with that.  For the rest of us it's
time to work a little harder at being a better busi-
ness man.

See you at the next area meeting,

Ron
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PRESIDENT’S REPORT

Copper 
gas tube
will bend
but not 

break you.

www.copper.org

Great news! ThereÕs a flexible, easy to use,
time-tested, code-approved material that
costs less than what youÕre using now. And
now, for a limited time, get a free copper
tube sizing calculator for fuel gas systems
just for visiting our Web site.

Get your free gift:

PMA FALL BOARD MEETING
OCTOBER 1ST

PMA Fall Board Meeting to be held in conjunction
with PHCC Annual Meeting and ISH North America
Trade Show in Atlanta, October 1st.  

2:00 - 4:00 PM
ROOM B 210

ATLANTA, GEORGIA
WORLD CONGRESS CENTER

ISH NORTH AMERICA TRADE SHOW

In years past, PMA has traditionally scheduled this
meeting as part of a fall retreat and headed off to
the mountains. “With all the great speakers, semi-
nars, and networking opportunities coming to
Atlanta as part of the Network 08  ISH Trade Show,
it seemed like a no brainer to combine our meeting
with these events” stated Executive Director Ellen
Whitaker.

PMA invites you to come out and support the
National Association and visit the ISH North
America Tradeshow in Atlanta, Georgia.  Many of
us never take the opportunity to explore our capi-
tal city and its many offerings.  Don’t miss the spe-
cial PHCC One Day Registration flyer in this issue.
See you there!
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2008 MEMBERSHIP DIRECTORY
Corrected Information: 

Lowden & Associates
Email: karen@laihr.com

Runyan Plumbing 
Email: plumbingdoctor@ymail.com

PMA asks that you keep Board Member, Earl Lively
of LECO Mechanical, in your thoughts and prayers.
Earl under went a successful triple by-pass opera-
tion on September 4th.   He will be recovering at
home over the next four to six weeks.  PMA wish-
es him a speedy recovery.

CARE AND CONCERNS

This combination class offers "hands on" live first aid
and CPR training.  This class includes:

•Instruction on scene survey, recognizing the signs and   
symptoms of sudden illness, shock or injuries  

•Methods of treating patients with injuries by control
ling bleeding, bandaging, splinting, transporting 
patients, treating victims for shock legal aspects of pro
viding first aid

•Rescue breathing techniques, airway obstruction &  
choking prevention, basic description of physiology & 
anatomy of the heart and lungs

•Recognition and treatment of cardiopulmonary emer
gencies such as heart attacks, strokes, seizures, blood 
borne pathogens

•Personal protection and Good Samaritan laws
•CPR & First Aid student workbook and 2-year certifica
tion card

This course also qualifies for 4 hours of C.E. Credit

October 18
8:00 AM - 12:30 PM

PMA Member:    $75 per person
Non  Member:    $95 per person 

Instructor:  American Heart Association

Location:  Macon, GA

The exact location of the course was not available at
press time.  Registration forms can be found at:
www.plumbingpros.com/education

Sept 27 Plumbing Code Up date 
CE 4 HRS
Dupree Plumbing
Mariett a, GA

Sept 29-Oct 4 PHCC Annual Meeting &
Network 08  
Atlant a Marriott Marquis
Atlant a, GA

Sept 30 PHCC Education Foundation
Golf Tournament
Eagles Landing Country Club
Stockbridge, GA

Sept 30 PHCC National Board Meeting
Atlant a Marriott Marquis
Atlant a, GA

Oct 1 PMA Board Meeting
Georgia W orld Congress Center
Building B Room B 210
Atlant a, GA

Oct 1-3 ISH North America T rade Show
Georgia W orld Congress Center
Building B

Oct 3 PHCC Day - Special Access
Network 08
Atlant a Marriott Marquis
Atlant a, GA

Oct 18 CPR/First Aid Training 
CE 4 HRS
Macon, GA

Oct 20 PMA Memorial Fall Golf 
Tournament
Laurel S pring Golf Club
Suwanee, GA

Oct 22 - 23 TOPS Training 
CE 6 HRS - QSC
Atlant a, GA

Nov 13 - 15 Plumbing Review Course
Mariett a, GA

Nov 30 Plumbing License Renewal 
Deadline

Registration forms for all activites are avail -
able online at:  www .plumbingpros.com
Additional CE course are being scheduled and
will be posted on the Education section of the
web site.

IMPORTANT DATES

CPR AND FIRST AID 
CERTIFICATION
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3rd Thursday of the  Month
September 18 - CE Program & Meeting
October - No Meeting
November 20 - CE Program & Meeting
January 15 -CE Program & Meeting
February  - No Meeting
March 19 - CE Program & Meeting
April -  No Meeting
May 21- CE Program & Meeting

The Plumbing & Mechanical Association of Georgia wants to help plumb-
ing contractors stay informed and profitable!  Area meetings provide the
owners and managers of contracting companies the opportunity to meet
and network with the leaders in the plumbing industry and earn continu-
ing education credits.

2008 - 2009 PMA Local Area Meetings
Mark these Meeting Dates*

Networking and Continuing Education Opportunities Across the State!

SOUTH METROSOUTH METRO
Longbranch Restaurant
GA Hwy 85 and Glynn St

Fayetteville, GA

Tripp Carroll, Chairman
Phone:  770-460-0095

NORTH GA NORTH GA 
Loco’s Deli & Pub

1985 Barnett Shoals Rd
Athens, GA

Scott Roberts, Chairman
Phone:  706-654-2188

2nd Tuesday Every Other Month
September 9 - CE Program & Meeting
October  - No Meeting
November 11 - CE Program & Meeting
January 13 - CE Program & Meeting
February  -  No Meeting
March 10 - CE Program & Meeting
April  - No Meeting
May 12 - CE Program & Meeting

NW METRONW METRO
Spaghetti Warehouse

Delk Rd, Off I-85
Marietta, GA

Harry Harrington, Chairman
Phone:  770-318-0870

3rd Tuesday of the Month
September 16 - CE Program & Meeting
October 21 - CE Program & Meeting
November 18 - CE Program & Meeting
January 20 - CE Program & Meeting
February 17 - CE Program & Meeting
March 17 - CE Program & Meeting
April 21 - CE Program & Meeting
May 19 - CE Program & Meeting

NE METRONE METRO
Norcross Station
40 S Peachtree St

Norcross, GA 
Raymond Sokolowsky,

Chairman
Phone:  678-947-1627

4th Tuesday of the Month
September 23 - CE Program & Meeting
October 28 - CE Program & Meeting
November 25 - CE Program & Meeting
January 27 - CE Program & Meeting
February 24 - CE Program & Meeting
March 24 - CE Program & Meeting
April 28 - CE Program & Meeting
May  - No Meeting

Meeting Program:
6:00- Networking Reception
6:45- Business Dinner

Sponsor Recognition          
Local, State & National      
Updates & Discussions

7:30- One-Hour Continuing        
Education Program

For Sponsorship
Opportunities contact the

Area Chair listed.
To get on the mailing list for

meeting reminders 
contact the PMA office 

at 678-947-3473.

CENTRAL GA CENTRAL GA 
Pig n Fish

6420 Moseley Dixon Rd.
Macon, GA

Bernice Carlson, Chairwoman
Phone:  478-743-9383

2nd Tuesday of the Month
September 9 - CE Program & Meeting
October 14 - CE Program & Meeting
November 11 - CE Program & Meeting
January 13 - CE Program & Meeting
February 10 -  CE Program & Meeting
March 10 - CE Program & Meeting
April 14 - CE Program & Meeting
May 12 - CE Program & Meeting

*Please note there may be changes in locations and meeting nights during the year.
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PMA endorses Federated
Insurance to all it s members.
Below is an article written by
member Chip Greene of Greene &
Associates that highlight s the
benefit s of this relationship.

Insurance-It's all the same-right?
By Chip Greene

I am a business owner; it is my job to keep
expenses of my company to a minimum yet not sacrifice
the tools that could prohibit us from operating efficiently.
One of the major expenses any company incurs is prop-
erty and casualty insurance.  This includes general lia-
bility, workman's compensation, and automobiles.  Our
insurance typically renews with the calendar year.  At
the end of 2006, after having been with Federated
Insurance for 3 years, I decided that it was time to con-
sider some other quotes, "just to keep them honest".
We received three other quotes from independent
agents, and after evaluating the dollars (does anything
else matter?) we decided to switch to an agency with
whom we had previously had our insurance with.

I have to admit; initially, I thought nothing of
switching.  We had had a good track record with
losses on all fronts of our coverage; we had minimal
workman's comp. claims, no liability claims, and minimal
auto claims.  We are the best of the best; we are doing
everything right and insurance is something that is a
necessity that we really do not have to use.  As you
might suspect, this "bullet proof" scenario cannot last
forever and sure enough, less than two months into our
new policy year, everything changed. The company that
we had our workman's comp. with sent their field risk
management person by prior to writing our policy and
then he returned again one day in February to discuss
safety.  One of his hot topics was the safe use of lad-
ders.  Keep in mind that much of your business dealings
are based on how your relationship is with a company or
individual.  This guy hit me wrong the first time I met him,
and the second time he showed up, we had just incurred
an accident earlier in the day.  One of our workers was
on a ladder coming down out of the ceiling, got tangled
up, and missed about 4 runs on the ladder and landed
hard on the floor (feet first) and strained some muscles
in his back.  The field risk management guy took the
opportunity to berate me for the next 10 minutes on how
he had mentioned ladder safety to me prior, and how his
company had incurred hundreds of thousands of dollars
in claims due to ladders, etc.  Just prior to this, we had
an employee strain his back due to improper lifting.
Things were not going well.

About a month later we had an employee injure
himself on a ladder (yes, it had to be another ladder inci-
dent).  The ladder had slipped out from under him due
to the fact that the ladder was setup leaning on a wall
(unopened) atop a piece of polyethylene that was atop
a vinyl tile floor.  I just could not bear to turn this into the

insurance carrier so that I could be berated again by
their field agent.  We initially attempted to handle the
incident in house, just paying for a few doctor bills but
when he was referred to an orthopedic specialist, I felt I
had no choice to but to file the claim. Within a day or so
of this, I received a call from my agent relaying concerns
from the insurance company.  I knew that the pattern
seemed eerie to the insurer so I requested a meeting
with the company and my agent.  I wanted to try to reas-
sure them that this was just a freak thing and wanted to
discuss the measures we were taking to rectify this
trend.  Despite many requests, the insurer would not
meet with me.  They sent me a letter with some ques-
tions to respond to, but I didn't respond since I was wait-
ing for this meeting to occur.  Long story short, the com-
pany canned us at renewal time and I have to admit, the
feeling was mutual.

Meanwhile, my Federated agent had been stay-
ing in touch with me throughout the year.  I had numer-
ous conversations with various individuals in manage-
ment who had no hard feelings toward my decision to
switch carriers. I was visited by a risk management
underwriter who reviewed with me the accidents we had
incurred during the year, what steps we were taking to
promote safety awareness within the company, etc. and
no berating. I was still kept in the loop about various
products they were promoting, I was asked how my year
was going from a loss standpoint, and at renewal time,
they asked to bring a proposal back to the table.   

When all the proposals came in, I decide to
evaluate some other factors besides just the dollars.  I
tried to evaluate the types of coverage provided.  I also
decided to try to weigh what kind of services I would get
from the carrier during the year such as assistance with
jobsite inspections (from a safety perspective), imple-
mentation of various programs that might help us work
safer, and lastly, how much direct contact I would have
with the carrier even though most of the proposals were
from independent agents.  Through my affiliation with
PMA and PHCC, I had come to know Federated region-
al sales mangers, district mangers, association reps,
and account reps.  These were individuals who I knew
that if I had a problem they would assist me in any way
possible.  

In the end, we chose to move our insurance
back to Federated. Were they the lowest quote? No.
However, there is something to be said for a company
being proactive, servicing the client, and providing actu-
al assistance to the customer to help them operate their
business better. In my opinion, Federated does an
excellent job helping the business owner run a better
business.  How much is that worth? It varies from one
company to another, but it is worth something.

PMA recommends Federated Insurance for tailored
property/liability, worker's compensation, group health,
and financial protection services. For contact informa-
tion please go to www.Plumbingpros.com.

 



When you care it shows.You can help your customers enjoy year-
round comfort while saving energy and the environment. With
natural gas for space heating and water heating, a home’s carbon
footprint can shrink up to 40% over electric.

Whether you’re installing new equipment or making a service call,
your customers don’t have to settle for anything less than natural
gas – for a comfortable home and a cleaner environment. Visit
atlantagaslight.com to learn more about the wonders of natural gas.

Cold
Shoulder

Warm
Welcome

©2008 AGL Resources, Inc. All rights reserved.

NATURAL GAS. INSTANT COMFORT.
SM

INSTANT SALES.
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September brings another outstanding message
for the Service Contractor’s Business Presentation
of the Month.  Available FREEto PMA members. 

Surviving Information Overload
By:  Jeff Davidson

Short Description of the Presentation: 

Does too much e-mail, a constant stack of paper-
work, or a weighty workload plague you and
diminish your enjoyment of life?  If so, go from
“glut” to “gain!”  Learn how to become your own
information highway for maximum gain, and keep
the massive amount of information you receive
each day at a manageable level so you can spend
more time doing the things you enjoy doing. 

Key Points:

This presentation will provide the tools and under-
standing you need to conquer the constant influx
of information and make each day more produc-
tive, satisfying and enjoyable.  You will learn to:

•Better manage the daily deluge of information
and communication.
•Establish a solid framework for receiving, assess-
ing, and acting upon information.
•Resourcefully manage files, including hard copy,
on disk drive, and online.
•Efficiently respond to information requests and
get on with your day.
•And more!

This presentation is a “must listen” for everyone
that runs a small business! 

To access the complete pres-
entation go to the Members
Only section of
Plumbingpros.com, enter
the PMA password and click
on Contractors Business CD.

CONTRACTOR PRESENTATION 
OF THE MONTH

An orderly, commonsense
process designed for service
providers to help them
understand and develop spe-
cific activities and "attitudes"

that will improve their level of professionalism
before, during, and after their time spent with
your customers. 

Topics Include:
•Personal accountability
•Goal Setting
•Understanding the costs of running a 
business (Generic Income Statement)

•What makes a Good, Better, Best 
Technician?

•Why are successful people successful?
•Understanding service from your 
customer's point of view

•Take the word "Salesman" out of your 
job description and watch your sales
grow!

•Why customers won't do business with 
you again

•What are customers looking for?
•Personality types: Learning to work with 
them will make your job easier and allow 
you to deliver better service

•Why do customers buy from you?  
•How you can improve your odds?
•How subliminal communication affects 
your customer's buying habits

The Training Class will be presented for 2 consecu-
tive days so you can send ½ your people each day.
This class qualifies for 6 hours of CE credit.

October 22nd and 23rd
8:00 AM - 3:00 PM

PMA Contractor Member:    $100 per person
PMA Associate Member:      $125 per person
Non  Member: $150 per person 

Instructor:  John O’Connor, QSC Business Coach

The location of the course was not available at
press time.  Registration forms can be found at:
www.plumbingpros.com/education

TOTAL OPPORTUNITY PERFORM-
ANCE SYSTEMS



It’s the easiest way to put extra cash in your pocket. GeorgiaPower will pay you and your customers $100 each when you 

replace a Georgia Power customer’s gas water heater with an electric one. Install an energy-ef�cient, low-maintenance 

electric water heater that has a long life expectancy and takes advantage of low electric rates. It pays to convert to electric. 

To get all the details on who quali�es for this money-making conversion program and how to participate, call Georgia Power 

at 800-524-2421 x600.We’re on so you can be.®

*Certain restrictions apply. Offer subject to end 12-31-2008 

Want to know an easy way
to get $100?

just c vert a gas water heater to electric*



Can•t Attend the Full Network •08 Event...

Then Come for One Day!

101 Pilgrim Village Drive, Suite 200
Cumming, GA 30040

THE PLUMBING & MECHANICAL ASSOCIATION OF GEORGIA IS DEDICATED TO PROTECTING THE HEALTH AND COMFORT OF THE PUBLIC BY PRO-
MOTING INDUSTRY EDUCATION AND IMPROVING CONSUMER RELATIONS WITH PROFESSIONALISM AND INTEGRITY.

“WHERE GEORGIA’S 
BEST PLUMBERS BELONG”

PHCC ONE
DAY ACCESS
Registr ation
Form Inside

8 - 9:30 am    PHCC Annual Meeting

9:45 … 11 am Keynote Speaker … The Aliens Have Landed … Meet Generation
Why. Understanding, managing and motivating your new
workforce with Eric Chester

11:15 … 1:15 pm  InSinkErator Awards Lunch

1:30 … 2:45 pm Concurrent Education Session on Green Plumbing, Web
Marketing, Immigration Law and Succession Planning

3 … 4:15 pm Closing Session … Take Your Best Shot. Get a new perspective
on turning situations into opportunities with Ken Futch

7 … 9 pm Installation and Evening at the Georgia Aquarium

Get all this for just $175
Friday … Oct 3


