
The Plumbing &
M e c h a n i ca l
Association of
Georgia recog-
nized Jerome
Sabol of Plumb
Works as the PMA
2009 Contractor of
the Year at their
117th Annual
Meeting and
E d u ca t i o n a l
Conference on
June 13.  

Nominees of this award are reviewed for the follow-
ing:  Company has a reputation for quality services
to its clients; company representatives have a repu-
tation for personal integrity; company presently
operates a successful plumbing business; and has
demonstrated a commitment to improving the
plumbing/mechanical industry.  

Continued on page  6.
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SABOL AWARDED 
CONTRACTOR OF THE YEAR 

PMA PAST PRESIDENT 
FONDLY REMEMBERED

It is with great sadness
that PMA reports the
passing of PMA Past
President Paul Thomas
Addis, Sr.  Mr. Addis
served as PMA
President from 1968 -
69 and was recognized
with the PMA Lifetime
Achievement Award in
1998. He was the
father of Past President Tommy Addis, Jr., who served
from 1997 -1998.

Paul T. Addis, Sr., who was 88 when he passed away on
May 31st, began Addis Plumbing Company in 1946.  In
1958 he was instrumental in organizing the Atlanta
Plumbing Contractors Association and a year later was
elected to the Forest Park City Council.  Mr. Addis was
not only actively involved in the promotion of the
plumbing industry; he also was committed to serving
his community, church and family.  

Mr. Addis played the lead roll in getting the State of
Georgia to pass a bill for the Plumbing License Law and
was appointed to serve on the State License Board for
18 years, during which many of those years he served as
Chairman.    Additionally he served for 17 years on the
board of the Clayton County Water Authority.  Other
appointments include:  Chairman of the Clayton County
Plumbing Board, serving four years as Chief Plumbing
Inspector for Clayton County, and three years as Chief
Building Inspector over the building, electrical, plumb-
ing and heating for Clayton County.  Mr. Addis was very
active in his church.  

Mr. Addis is survived by his wife of 70 years, Helen
Addis; daughters, Diane Moye, Stockbridge, Sandra
Schock, Hampton, Paulette Stewart, Jonesboro and
Denis Jones, Fayetteville; son Paul Addis, Jr.,
Fayetteville; sister, Margaret Burns, Dunedin, FL.; 13
grandchildren, 30 great grandchildren, 7 great-great-
grandchildren, nieces and nephews.  Pictured above Mick Carley, Mark Price and James Sulko, Jr.

Full Story Continued on page 3.
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SPOTSWOOD & ASSOCIA TES 
INDUSTRY MEMBER OF THE YEAR
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You’re in business for the long haul—
shouldn’t your insurer be too?
Every business has its opportunists. They swoop in when business is booming and they disappear 
when times get tough. At Federated, when the decision is made to insure an industry, we’re in it for 
the long haul. For more than half  of  its 100 year history, Federated has been a dependable source of
insurance for contractors. We have the expertise needed to design innovative products and effective 
risk management programs that respond to the unique risks you face. 

In your fast-changing industry, it’s good to know there’s a �nancially strong, stable insurance company 
you can depend on to offer solutions to the protection problems that threaten your business. Call your 
local Federated representative or your association of�ce to �nd out more about an insurance program 
built to protect businesses like yours. 

It’s our business to protect yours ®



2009- 2010 President
Chuck Carson

My Fellow Members,

I guess it is time to begin my
writing career, since Ron Kikta
has "left the country" so to
speak.  I will miss Ron being
around but wish the best for him
in his new adventure.  

First I'd like to say thanks to
Ellen and Susan and all that

made this convention another  great one.  I was only dis-
appointed in my golfing partner, Joe Welsh.  I had
assumed that he could hit it long and down the middle,
but soon found out that he played similar to the rest of
our team.  We did enjoy the scenery around the course
though.

What does 2009-2010 hold in store for PMA and for us
as Contractors?  Of course we don't really know but I've
found that in life, we are better off if we keep a positive
outlook and keep working and trying until we leave this
world.  For some that might mean trying new avenues to
attaining work.  One thing for sure, the more we know
how to do, the more we are able to do.  That is precise-
ly where PMA can help our businesses.  Through educa-
tion and networking we have the opportunity to gain
technical information and also "pick" the brains of suc-
cessful contractors for ideas.  Sometimes the "new guys"
have the good ideas.

This will be an excellent time to invite non-members to
attend local meetings.  I believe that our showing inter-
est in other contractors is the best way to get them on
"board".

Also, of course, there has never been a more important
time to be involved in legislation.  This is one of the most
important aspects of PMA.  I really appreciate the work
of Ellen, Danny Richardson (through the years), and Ted
Zurn in this area.  Also, as most of you know, our lobby-
ist, John Poole and Sharon Dunn, are always keeping
watch on what is going on at the capitol for us.

Together, we can make this another good, successful
year for the PMA.  

Sincerely,

Chuck Carson
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PRESIDENT’S REPORT PHCC WEB.ORG 
AT YOUR SERVICE 24/7

There are literally thousands of
sources for plumbing and
HVAC/R professionals to get
information on industry develop-
ments, technical breakthroughs
and business solutions.  So, the

logical question for busy contractors is: Where do I turn
first?  For a growing number of PHCC members, the
answer is the association's Web site - www.phccweb.org.   

PHCC's Web site gives you access to the full range of serv-
ices and benefits membership entitles you to from the
convenience of your own computer - it's your own per-
sonal portal to a wealth of relevant information and busi-
ness-building resources, available when you need it.   
A visit to the home page provides a glimpse into what's
new at PHCC, legislative updates and the latest business
know-how articles.  It also puts you a click away from an
abundance of contractor resources that are available to
you free or for a members only discount, including:

•Apprentice and Journeyman Training - plumbing and
HVACR textbooks, home study programs
•Business Management Training - upcoming workshops,
seminars, Webinars, on-demand programs
•Safety - Toolbox Talks, Material Safety Data Sheets,
Federated Risk Management Services, OSHA and more
•Green Resources - position papers, alliances, white
papers, consumer and contractor conservation tools
•Marketing Resources - discounts on Web sites, market-
ing expertise and basic marketing templates
•Code and Technical Support - NSPC, free technical sup-
port for code issues, links to regulatory sites 
•Contractor Resource Center - PHCC Educational
Foundation articles, tips, seminars, personnel e-bulletin
•Publications - extensive library of PHCC Periodicals:
Online (weekly industry briefs), Connection 
•Government Relations - hot issues and implications for
contractors, legislative action center, position papers
•Stimulus Package and You - PHCC analysis, homeowner
and business incentives, marketing materials 
•Partners - discounts on uniforms, credit card processing,
service agreements, gasoline, business forms; co-brand-
ed products with enhanced benefits and warranties 
•Scholarships and Careers - PHCC Educational
Foundation and National Auxiliary scholarships for stu-
dents enrolled in technical, community college, trade
schools, four-year accredited colleges or universities, and
approved apprentice programs; comprehensive career
information
•Connect with other Contractors - PHCCList, on-line dis-
cussion forum for members to share ideas, get advice and
discuss industry issues

While Internet-based resources aren't the only benefit
you receive with your PHCC membership, make sure you
are taking advantage of these tools to strengthen your
business.  Visit now:  www.phccweb.org



The Plumbing & Mechanical Association of Georgia rec-
ognized Spotswood & Associates as the PMA 2009

Industry Member of the Year at their 117th Annual
Meeting and Educational Conference on June 13.
Nominees of this award are reviewed for the following:
Has a reputation for quality services to its clients; compa-
ny representative have a reputation for personal integri-
ty; company presently operates a successful plumbing
business; and has demonstrated a commitment to
improving the plumbing/mechanical industry.  Our 2009
Industry Member exemplifies those attributes.

This company has a long and rich history and is one of
Georgia's oldest manufacturer's rep agencies in the
country.  They were established in 1931 and also have
been a member of PMA since 1960.   Over the years they
have diversified many times but their commitment to the
plumbing industry and to the Plumbing & Mechanical
Association of Georgia hasn't. 

Please join PMA in congratulating Industry Member of
the year Spotswood & Associates. 
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JEROME SABOL
CONTRACTOR OF THE YEAR

Jerome Sabol joined Plumb Works in 1996 as Service
Manager.  Plumb Works has been in business almost
20 years.  While they specialize in residential and
commercial remodeling, other services are also
available. Service technicians work for homeowners
as well as local contractors. Jerome oversees that
their service technicians have had up-to-date tech-
nical training as well as safety training.

Not only is Jerome a valuable part of this company,
he is a valued member of the plumbing industry and
PMA.  Jerome has been active in the promotion of
the industry to middle and high school kids through
committee work with the Construction Education
Foundation of Georgia (CEFGA).  Jerome has served

on the apprenticeship task force, and served as
Chairman for the Georgia SkillsUSA Plumbing
Competition for the last two year's.  Jerome has also
coordinated PMA's participation at the CEFGA
Career Expo and SkillUSA Competition with the
World of Plumbing & Mechanical.  Jerome organized
the activities of 13 member companies to donate
time, equipment and sponsorship dollars.  Over
6,000 participants attended the Expo in 2009.
Jerome also serves on the Plumbing Advisory
Committee for Atlanta Tech.

Please join PMA in congratulating Jerome Sabol of
Plumb Works for being named Contractor of the
Year.

SPOTSWOOD & ASSOCIA TES 
PMA INDUSTRY MEMBER OF THE YEAR

Pictured:  James Sulko, Jr. accepting the award from Ron
Kikta..
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HIGHLIGHTS OF KEYNO TE ON SMALL B USINESS PROGRAMS

PMA Keynote speaker the Honorable Sandy Baruah
opened the 117th Annual Meeting with a frank dis-
cussion on federal programs targeting small busi-
ness, “The State of our National Economy and The
Brutal Realities of our Political and Budget
Situation”.

Highlights of the Federal Program presentation:

New Small Business Administration programs:
•Elimination of up-front fees for borrowers.
•Increased loan guarantee (90%).
•Increased "microloan" program (loans up to $35k
for start-ups).
•New "Americas Recovery Capital" loans ($35k to
service existing debt).
•Loan payment deferments (limited - at lender dis-
cretion).
•Expanded surety bond program - to help small
business access government contracts.
•New provisions to assist SBA 504 loan (community
development loans) and to bolster Small Business
Investment Company (venture capital) programs.
•"Unsticking" the secondary market for SBA 7(a)
loans. 

Obama Administration has announced tax provi-
sions aimed at small business owners:
(Consult your tax professional for eligibility and
details) 
•Accelerated depreciation/higher limits (section
179).
•50% bonus depreciation on capital equipment.
•Reduced estimated tax payments (90%).
•Excludes 75% of capital gains from taxation of
small business investments held for 5+ years. 
•w ww.sba.gov  click -  "economic recovery".

•Georgia SBA HQ - Atlanta (404) 331-0100
•w ww.recovery.gov - for other federal programs -
including energy efficiency and infrastructure. 

About the speaker:
Mr. Baruah was a key player in the President Bush's
Administration. He served as both the Administrator
of the U.S. Small Business Administration (SBA) and
the U.S. Assistant Secretary of Commerce, leading
the U.S. Economic Development Administration
(EDA). During his time in Washington, Sandy devel-
oped the reputation as a strong leader able to bring
a sense of business discipline to the government. As
the leader of the SBA, Sandy led the Agency through
the early days of the financial crisis. As the head of
the EDA, Sandy helped the Agency achieve the sec-
ond-highest effectiveness rating among Federal pro-
grams. As a senior member of President Bush's
Administration, he was a sought after guest on
national news programs, including several appear-
ances on CNBC, CNN, FOX Business and others.

Prior to joining President Bush's Administration in
2001, Sandy was a senior associate with
Performance Consulting Group, a boutique manage-
ment consulting firm specializing in mergers and
acquisitions in the financial services industry. He
also worked for the first President Bush and U.S.
Senator Bob Packwood.

In his post-government career, Sandy remains
involved in several organizations. He is affiliated
with Corragio, a management consulting firm; is
Honorary Chairman of California Business Ascent;
and is a Senior Fellow at the Council on
Competitiveness and he maintains an active speak-
ing schedule across the country.

Pictured:  Sandy Baruah, Joe Anderson and Ellen Whitaker.

For Trade Associa tions , 
wha t per cent of member s

typically a ttends their ann ual meeting?
Answer : 12-14%

What per cent of PMA Member Companies
attended June Meeting?

Answer :  30% 

Highest R anked Event?
Answer : Frida y Keynote Addr ess 
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117TH ANNU AL MEETING HIGHLIGHTS
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117TH ANNU AL MEETING HIGHLIGHTS
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PMA 2009 -  2010 
BOARD OF DIRECTORS 

President Chuck Carson Carson Plumbing, Athens
First Vice President Chris Starr Pyles Plumbing & Utility, Macon
Second Vice President Tony Mahaffey Northwest Plumbing, Mableton
Secretary/Treasurer Danny Richardson Richardson Plumbing, Elberton
Past President Ron Kikta R. M. Kikta Plumbing, SC
Director Mike Adams Covenant Mechanical, Douglasville
Director Bobby Burns Lakeside Plumbing, Eatonton
Director Mike Dalton Keever Plumbing, Lilburn
Director Mike Dupree Dupree Plumbing, Marietta
Director Charles "Chip" Greene Greene & Associates, Macon 
Director Billy Guinade Bill-John Plumbing, Alpharetta
Director Earl Lively LECO Enterprises, Bogart
Director Scott Roberts Roberts Plumbing, Hoschton
Director Jim Sabol Plumb Works, Atlanta
Director Mitzi Smith Sundial Plumbing Services, Marietta
Director Bryan Stansell Fulton, Plumbing, Htg., A/C, Atlanta
Director David Staples R. S. Andrews, Atlanta
Director Ted Zurn Zurn Plumbing, Chamblee 
Director - Industry James Sulko, Jr. Spotswood & Associates, Norcross
Director - Industry Kenny Rogers Plumbing Distri butors Inc., Lawrenceville

Pictured above PMA Board, front row from left to right, George Raburn, Earl Lively, Chip Greene, Mike Dupree, Ron Kikta, Jim
Sabol, Chuck Carson and Chris Starr.  Back row - James Sulko, Jr., Scott Roberts, Kenny Rogers, Bryan Stansell, Bobby Burns and
Tony Mahaffey.  Pictured below bottom left, Incoming President Chuck Carson presents Outgoing President Ron Kikta with a
“PMA Gavel of Appreciation for Service”.  Pictured bottom left, Members in attendance were given “Certificate of
Appreciation” for their respective  Milestone Anniversaries. 40 Years - Miller Mechanical, 30 Years - HD Supply and Speedy
McQuaig and Sons, 25 Years - Northwest Plumbing, 15 Years - Lakeside Plumbing, 10 Years - Athens Plumbing, Dupree
Plumbing and RM Kikta Plumbing and 5 Years - Georgia Power.
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By Kevin L.
Dougherty

1 Quit estimating
and start selling,
stop throwing
numbers at jobs
and start meeting
with the customer
to find out if you
have a chance.
Deliver the pro-

posal by hand if you can this allows you one more shot to
differentiate your company and greatly increases your
chance of success.

2. Ask yourself do you want the job, some jobs and cus-
tomers are losers. Don't waste your time on the bad cus-
tomer or bad job.

3. Is there a reason they will pick you over your competi-
tor, if they have used someone else for the last 5 jobs
why would they use you? They may be using you just for
a price to drive down their chosen contractor.

4. Does the customer have a budget? Ask them if they
don't tell you or they don't know, then your chance of
success is low. Know one says your price is perfect. You
are the expert; most of us could make an educated guess
on what the job will go for, tell them the price is price.

5. If you have suspicions that they are using you, charge
them for the estimate and your expertise if they won't
pay, then they probably won't pick you. You can always
rebate the price back to them.

6. Learn to say NO!  Politely

7. You have to be different. If you look the same, act the
same then you are the same. Everyone I mean everyone
says they do good work. If the customer thinks you are
the same then the customer will always pick price.

8. Everyone in your company sells; make sure that your
people act accordingly. Insure that all your people are
uniformed, trained in customer service skills and treat
the customer with respect, by doing this you will insure
repeat and referral work. We all draw form the same
labor pool it is what we do with them that differentiates
us and gives us the competitive edge.

9. Go for jobs which are hard to get; select quote list, dif-
ficult bonding, safety, and certain contractor restrictions,
anything which makes your competition have to do some
extra leg work makes your chances better.

10. Don't give the customer just one number give them
at least two, especially if they are not providing you with
a complete scope and/or specifications. In fact, how can
you give a binding quote if you don't know exactly what

is included in the job?

11. Get all the information up-front before you give a
price. You would not bet in a card game unless you knew
all the rules, so why would you give a price to the cus-
tomer unless you know everything.

12. Know what type of contract your customer has, is it
fixed price, time and material, guaranteed maximum
price, etc. This contract will determine your profit poten-
tial. You and your customer's contract may be different
which will affect your ability to make a profit.

13. Do you have the manpower to do work? And would
you be better off doing something else, thus getting a
better return.

14. Create a progressive image for your company,
through your marketing, advertising and team. 

15. Sell when you don't have the time, because chances
are other contractors don't have time to sell either.

16. Have one person or a team whose sole responsibility
is to sell, and make it their priority. Train them to sell, if
you have a dog in the dog fight make yours a well trained
pit bull. 

17. Have someone professional who answers the phone
and train this person to help the customer.

18. Use jobs signs on all jobs.

19. Give customers freebees but keep track of them and
send the customer no-charge invoices with the price on
it, you can use these invoices as leverage down the road.

20. If the customer wants to negotiate then make sure
you get something in return. If the customer wants a dis-
count then you ask for faster payment or better site con-
ditions.

21. Help your better loyal customers get jobs which will
in turn get you work. 

About Kevin Dougherty:  Kevin was the seminar instruc-
tor at the 117th PMA Annual Meeting & Educational
Session in June.

For the last 20 Years Kevin has been speaking to the con-
struction industry. Kevin represents a changing industry -
aggressive, realistic, and open-minded.  Kevin's work and
education experience enables him to relate to today's
problems and provides tangible solutions in an easy-to-
listen style.  He has taught thousands of people in various
seminars.  His client base ranges from family-owned busi-
nesses to corporate conglomerates.  Kevin L Dougherty
941.926.0141 & 714.801.0524,  salesacademy@veri-
zon.net.  Article Copy write  2009   

21 STEPS TO MORE PROFIT
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CLIENT REFERRAL S ARE CRITICAL

By Ruth King

With this economic climate, people are reticent to try new
things. They are relying on what they know and people they
trust for advice when they need home maintenance or repair.
As a result, one of the best ways to grow your business in 2009
is through client referrals. Invest your time and the majority of
your marketing dollars in planning advertising programs, direct
mail programs, and other more expensive ways to generate
new clients through referrals. 

The referral program you create is generally not expensive in
terms of dollars.  It's expensive in terms of time.  When you get
busy it's easier to write a check than spend time making tele-
phone calls and writing thank you notes. However, the client
you get through a referral is the client who is less likely to ques-
tion your price and is more likely to use your company even if
your price is higher.  You've satisfied someone they know and
trust.  That makes a big difference.

At the end of a job or a service call if you simply ask, "who do
you know that could use our service?" you're not likely to get
an answer other than "no one" or "I don't know". 

Be creative in asking people to give you referrals.  At the end of
a meal, one of my clients asked to see the manager.  He hand-
ed the manager two business cards and said, "I would appreci-
ate your giving these to the owner.  I'm in the plumbing and
heating business and would appreciate your business and your
colleagues' business." He gets referrals and new work this way.
What restaurants do you frequent?  What other businesses do
you buy from?  These are all potential clients.

At the end of a service call, your service technicians should
hand your clients two cards. A very simple explanation: Mrs.
Jones, we build our business through referrals.  If you run into
someone who says that they need plumbing or hvac work, we
would appreciate your referring them to us.

For jobs, always send a hand written thank you note within a
few days after the job is completed.  Then, after a month, call
your client.  He will be pleasantly surprised that you called.  Ask
if you can put his name on your referral list.  Also ask him who
he has told about his new plumbing or heating system, etc.
Most people tell their friends or work colleagues about some-
thing that has gone on in their home. The person he's told is a
potential client for you too. 

Calling 30 days later also gives you an opportunity to take care
of any minor problems that have occurred since the installa-
tion.  It shows that you care about the client.

Once you get his approval to be on a referral list, write a short,
benefits oriented letter to the homeowners around his home.
You can get their names from a Criss-Cross Directory (a tele-

phone book in alphabetic street name rather than alphabetic
person's name) in your local library. You can also purchase the
directory on line. Start the letter with the reference's name in
bold. His neighbors should recognize it and read the letter.
Hand address colored envelopes and put a stamp on the enve-
lope (no metered postage!) to have a better chance of the let-
ter being opened. Be careful about calling. You cannot call
someone who is on the National Do Not Call list.

Here's another idea that you can use. It was given to me by
Dan Kennedy, a well know and very successful copy writer. 

During the proposal phase get to know your clients' interests
and hobbies.  Find out if he is an officer in a charitable, profes-
sional, or civic organization. 

Once the job is completed and the client is happy, ask him
whether he would be a referral for you.  Assuming that he says
yes, then make it easy for him to give you the referrals.

Ask him whether he would be willing to share his experiences
with the group that he is an officer in.  If he says yes, offer to
write the letter for him. Use his stationery.  Once it is
approved, get him to sign the letters and give you the mailing
list for the organization he belongs to. If he doesn't want to
share the mailing list offer to provide the stamps and
envelopes.

Mail the letter to the people on his list. Will people open the
mail?  Of course. They recognize the return address.  You will
get your message heard. And, since it is a glowing reference
letter from someone the recipient knows and (hopefully)
trusts, he is likely to use your company.

Does this take time to do?  Yes.  Will it produce results?  Yes
again.

Another way to ask for referrals is simply to pay a bounty.
Some companies tell their clients that they pay for referrals.
The payment can be free gas or groceries, a gift certificate to a
nice restaurant or shop in your area or cash.  If you are inter-
ested in the free groceries or free gas program send me an
email (ruthking@hvacchannel.tv). Some people are turned off
by this.  Others like it.  You have to make a decision as to
whether this method of generating referrals is right for your
company. 

Asking for referrals is the best way to build your client base in
this economic climate.  It doesn't take a lot of money to do it
but it does require time. Once you start a referral program
you'll find that the time is well spent.

Ruth King is a management consultant and trainer to the
Plumbing and HVAC Industry.  She can be reached at 800-511-
6844 or RKing@ontheribbon.com.

14
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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*
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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.
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“WHERE GEORGIA’S 
BEST PLUMBERS BELONG”

Scientific Detection
Services Group

Har ry War ren

NORTHGA PHCC

IMPORTANT DATES 
Aug 12 PHCC Absentee Ballot Deadline 

Sept 23 PHCC Annual Business Meeting
Registration Deadline

Oct 1 CE Class & BBQ Remco
Canton, GA

Oct 21-23  PHCC Annual Meeting 
New Orleans, LA

Oct 28 Board of Directors
Georgia Aquarium
Atlanta, GA


