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SABOL AWARDED

CONTRACTOR OF THE YEAR

PMA PAST PRESIDENT
FONDLY REMEMBERED

" IMechanical
_AssocMaon of

12009 Cotractor of
~ |the Yar & their

a/117th Annual
Meeting and
Educational
Corference on
June 13.

Nominees of this avard are reviewed for the ollow-
ing: Compny has a eputation for quality sevices
to its clierts; @mpany represertatives have a epu-
tation for personal iriegrity; @mpany presertly
operates a succeful plumbing businss; and ha
demondrated a ©®mmitmernt to improving the
plumbing/mechanial indugry.

Cortinued on mge 6.

SPOTSWOOD & ASSOCIATES
INDUSTRY MEMBER OF THE YEAR

Pictured above MlckCarIg Mark Price and Jammesulk, Jr
Full Sory Coninued on page 3.

The Plumbing &

Geogia rOOG
nized Jepme
Sabol of Plumb

Works & the PMA

It is with gea sadness} »
that PMA repors thefs—+"
passing of PMA &t |
Presidert Paul Thoma|
Addis, Sr Mr. Addis
sewved s PMA
Presidert from 1968
69 and vas recognizd
with the PMA L#time
Achievemert Award in|
1998. He ws the—
father of Pag Presidert TomrTy Addis, Jr who seved
from 199 -1998.

Paul T Addis, Srwho was 8 when he pssal avay on
May 314, began Addis Plumbing Coany in 1316. In
1958 he vas indrumental in oganizing the #anta
Plumbing Comactors Assocition and a ar laer was
elected to the Foreg Park City Counti Mr. Addis vas
not only actiely involved in the pomotion of the
plumbing indugry; he also ws @mmitted to sewing
his @mmunity, chuich and &mily.

Mr. Addis plged the lead roll in gdting the Sate of
Geogia b pass a Mi for the Plumbing License Wwaand
was appoired to seve on the Sate License Bodrfor
18 years, during which manof those gars he seved as
Chairman. Additionally he seed for 17 years on the
boad of the Clgton Couny Waer Authority Other
appoirtments include: Chairman of the @tan Coury
Plumbing Boat, serving bur years & Chi¢ Plumbing
Ingoector for Clgton Coutty, and theee years & Chié
Buiding Inpector over the bulding, electrial, plumb
ing and heting for Clg/ton Courty. Mr. Addis ves \ery
active in his chueh.

Mr. Addis is swived by his wie of D years, Helen
Addis; daugters, Diane Mge, Sbckbridge, Sandr
Schock, Hamtpn, Raulete Sewart, Jonsboro and
Denis Jong, FRyetteville; son Rul Addis, Jr
Fayetteville; siger, Mamgaret Burns, Dundin, FL.; 13
grandchidren, 30 geat grandchldren, 7 geatgreat-
grandchldren, niecs and nephws.
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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  ® FEDEMT ED

INSURANCE V ©




PRESIDENT'S REPORT

PHCC WEB.ORG
AT YOUR SERVICE 24/7

2009- D10 Pesident
Chuck Caon

My Fellow Membesrs,

| guess it is time & begin ny
writing career, since Ron iKta
has "left the country" so ©
speak. | wil miss Ron being
around but wish the bs for him
in his nev adventure.

Hrst I'd like to sy thanks to

Ellen and Susan and all thg
made this onvention another gea one. | vas only dis
appoirted in my golfing @rtner, Joe Welsh. | Itk
assumal that he @uld hit it long and dan the midde,
but soon bund out tha he played simiar to the reg of
our team. We did enjp the sceney amound the ourse
though.

What does 209-2010 hold in ®re for PMA anddr us
as Corractors? Of ourse we don't really knav but I've
found tha in life, we ar bdter off if we keep a positie
outlook and keep working and tying urtil we leave this
world. For some th&a might mean trying nev avenues to
attaining work. One thingdr sue, the moe we knawv
how to do, the moe we are able b do. Thais precise
ly where PMA an help our busingses. Though eluca-
tion and neworking we hae the opportunity b gain
technial information and also "pick" the lains of sue
cesdul contractors for ideas. Som#gmes the "nav guys"
have the good ides.

This wil be an ecellert time to invite non-membes ©
attend lo@l medings. | belige tha our shawing irter-
ed in other mntractors is the bet way to g& them on
"board".

Alsq of murse, thee has never been a mag important
time to be involved in legisléion. This is one of the mbs
important aspects of PMA | really appeciae the work
of Ellen, Dany Richadson (though the ars), and Té
Zurn in this a@a. Alsgas mos of you knaw, our lobly-
ist, John Bole and Sham Dunn, ae always leeping
watch on wha is going on athe capitol for us.

Togeher, we @n male this another good, sucsdul
year for the PMA

Sinceely,

Chuck Carson

There ar literally thousands of
sources for plumbing and
HVAC/R pofessionals ¢ gd
information on indusry develop-
ments, technial breakhroughs
and businss solutions. Sadhe
logial question for busy contractors is: Whee do | turn
fira? For a gowing number of PHCC memberthe
answer is the asociéion's Web sig¢ - www.phccweb.org.

PHCC's Web sigiwes you accas b the full mnge of sevr-
ices and benéts membeship eritles you to from the
convenience of yur ovn computer - it's yYour own per
sonal portl to a wealth of relevant information and busi
ness-buiding resources, available when pu ned it.

A visit b the home age povides a glimge iro wha's
new a& PHCClegisléive upddes and the lgest business
know-how articles. It also put you a click eway from an
abundance of antractor resources tha are available
you free or br a membes only disount, including:

*Apprentice and Journgman Taining - plumbing and
HVACR éxtbooks, home sidy programs

*Business ManagemenTraining - upoming workshops,
seminas, Webinas, on-demand pygrams

«Safety - Toolbax Talls, Mderial S#ety Daa Shees,
Federated Risk ManagemérSewices, OSHA and mer
*Green Reources - position ppers, alliance, whie
papers, ®nsumer and gntractor consewation tools
*Marketing Resources - disounts on Web sis, marlet-
ing expertise and bsic marlting templaes

*Code and Technat Support - NSR@ee technial sup
port for code issus, links o regulaory sites
*Contractor Resource Ceter - PHCC Edatonal
Founddion articles, tips, seminas, pesonnel e-bullén
*Publications - etensive library of PHCC dfiodicls:
Online (veekly indugry brigfs), Connection
eGovernmert Reldions - hot issug and impliations for
contractors, legisléve action ceter, position @pers
*Stimulus Rclage and You - PHCC as@yhomeaner
and businss incetives, marleting maerials

*Partners - disounts on unibrms, cedit card processing
sewice ageemerts, gaoline, businses brms; o-brand
ed products with enhancd bendits and varrarties
eScholaships and Carers - PHCC Edatonal
Foundaion and Naional Auxiiary scholaships for qu-
dents enplled in technial, @mmunity ollege, tade
schools, dur-year accedited olleges or uniersities, and
approved appentice progams; omprehensie areer
information

*Connect with other Comactors - PHCCItjon-line dis
cussiondrum for membes to shae ideas, g¢ advice and
discuss indusy issus

While Internet-based resources aen't the only benét
you receive with your PHCC membship, mak sue you
are taking alvantage of these bols © drengthen yur
business. Visit now: www.phccweb.org
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JEROME SABOL

CONTRACTOR OF THE YEAR

Jeome Sabol joing Plumb Work in 1996 a Sevice
Manager Plumb Work ha been in busings almos
20 years. Whie they gecializ in residertial and
commercial emodeling other sewvices ae also
available. Sevice echnicians wrk for homeowvners
as well as loal ontractors. Jeome oversees tha
their sewice echnicians hee hal up-to-dae tech
nical training & well as sdety training.

Not only is Jamme a aluable @rt of this @mpany,
he is a alued member of the plumbing indtryy and
PMA Jeome ha been actig in the ppmotion of
the indudry to midde and high school kids thugh
committee work with the Consuction Eduetion
Foundaion of Geogia (CEGA). Jame ha sewved

on the appenticeship task brce, and sered as
Chairman dér the Geogia SKisURA Plumbing
Compuition for the lest two year's. Jesme has also
coordinated PMA's prticipation at the CEBA
Caeer Expo and SKJSA Compétion with the
World of Plumbing & Mecharat Jeome oganizd
the activities of 13 member @mpanies to donae
time, equipmen and gonsoship dollas. Oer
6,000 m@rticipants a@tended the Expo in @09.
Jeome also seres on the Plumbing Advispr
Commitee for Atlanta Tech.

Please join PMA inangratulating Jeome Sabol of
Plumb Work for being namd Conractor of the
Yar.

SPOTSWOOD & ASSOCIATES

PMA INDUSTRY MEMBER OF THE YEAR

The Plumbing & Mecharat Assocition of Geogia ec-
ognizd Sposwood & Associes @& the PMA 209

Pictured: Jame Sullo, Jr acceping the avard from Ron
Kikta..

Indugry Member of the Yar a their 117th Annual
Meeting and Eduational Corference on June 13.
Nominees of this avard are reviewed for the following:
Has a eputation for quality sevices o its cliens; @mpa-
ny represertative hae a eputation for personal inegri
ty; company presertly operates a succesul plumbing
business; and ha demonsrated a @mmitment to
improving the plumbing/mechana indugry. Our 209
Indudry Member eemplifies those #ributes.

This ompany has a long and rich Hisry and is one of
Geogia's oldst manufacturer's rep agencis in the
country. Theg were establishal in 1931 and also a

been a member of PMA since 1960. eOwe years they

have diwersified mary times but their ommitmert to the

plumbing indus'y and b the Plumbing & Mecharat

Assocition of Geogia han't.

Please join PMA in angratulating Indusgry Member of
the year Sposwood & Associis.
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HIGHLIGHTS OF KEYNO TE ON SMALL BUSINESS PROGRAMS

PMA keynote eaker the Honoable Sandy BaruaheGeorgia SB HQ - Aanta (404) 331-0100

opendl the 1I7th Annual Meéing with a fank dis
cussion on dderal programs argeing small busi
ness, ‘The Sate of our N@ional Eonomy and The
Brutal Ralities of our MBlitical and Budge
Situdion”.

Highlights of the [ederal Pogram presertation:

New Small Busings Adminigration programs:
Elimination of up{ront fees for borrowers.
sIncreased loan guaantee (90%).

sIncreasad "micmloan” piogram (loans upd $35k
for gart-ups).

*New "Ameri@s Reovery Capial" loans ($35kd
sewice iding del).

sLoan pymert defermerts (limiied - & lender dis
cretion).

*Expanded suety bond pogram - b help small
business accss gwernmert contracts.

*New provisions b assi$ SBA 34 loan (ommunity
developmert loans) and ¢ bolger Small Busirss
Invegment Compmany (venture apital) programs.
*"Unsticking” the seondary marlet for SB\ 7(a)
loans.

Obama Adminigration has announce tax provi-
sions aimel a small businass avners:

(Consult wur tax professional ér eligbility and
details)

*Acceleated deprecidion/higher limits (section
179).

*50% bonus degmcidion on @pital equipmen.
*Reducel estimated tax paymerts (90%).
*Excludes 5% of apital gains fom taxaion of
small businss irvedments held ér 5+ ears.
swww.sbagov click - "esnomic ecovery".

Pictured: Sandy Baruah, Joe Anden and Ellen Whiker.

*wWw.recovery.gov - or other ederal programs -
including enegy dficiency and ifragructure.

About the pealer:

Mr. Baruah vas a ley player in the Pesidert Bush's
Adminidration. He seved as both the Adminisator
of the US. Small Busise Adminigation (SB\) and
the US. Asstant Secetary of Commete, leading
the US. Eonomic Deelopmert Adminigration
(EDA). During his time in V¢aingbn, Sandy deel-
oped the reputation as a srong leader able b bring
a sense of busirss disciplined the gorernmert. As
the leader of the SB, Sandy ld the Agency tlough
the early days of the financial crisis. As the dukof
the EDA, Sandy helpe the Agency achie the see
ond-highest effectiveness ating among Ederal pro-
grams. As a senior member of eBidert Bush's
Adminidgration, he was a sough after guest on
national news piograms, including seral apper-
ances on CNBQCNN, ©X Businss and othes.

Prior © joining Pesidert Bush's Admintsation in
2001, Sandy ws a senior ssocide with
Performance Consulting Gup, a boutique manage
ment consulting firm gecializing in meyers and
acquisitions in the financial saces indusry. He
also worked for the first Presidert Bush and LS.
Senaor Bob Rckwood.

In his pos-governmert career, Sandy emains
involved in several organiations. He is Hiliated
with Coriagig a managemen consulting firm; is
Honomary Chairman of Catifnia Busings Ascen
and is a Senior dlow a the Coundi on
Compditiveness and he matains an actig Jeak-
ing scheule acoss the ountry.

For Trade Associa tions,
what 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: Friday Keynote Addr ess
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PMA 2009 - 2010
BOARD OF DIRECTORS

President

Frst Vice Pesident
Seond Vice Pesident
Secetary/Treasurer
Pag President
Director

Director

Director

Director

Director

Director

Director

Director

Director

Director

Director

Director

Director

Director - Indugry
Director - Indugry

Chuck Caon
Chris Sarr

Tory Mahdfey
Danry Richadson
Ron Kkta

Mike Adams
Bobhby Burns
Mike Dalon

Mike Dupee
Charles "Chip" Geene
Billy Guinade

Earl Liely

Sott Roberts

Jim Sabol

Mitzi Smith
Bryan Sansell
David Staples

Ted Zurn

James Sullo, Jr
Kenny Roges

Cason Plumbing Athens

Pyles Plumbing & Utity, Mamn
Northwest Plumbing Mableton
Richadson Plumbing Elberbn

R M. Kkta Plumbing SC
Covenarnt Mechanial, Douglaville
Laleside Plumbing Edaonton
Keever Plumbing Liburn

Dupree Plumbing Marietta

Greene & Associes, Maon
Bill-John PlumbingAlphaetta
LE3O Enerprises, Bogart

Robers Plumbing Hoschon
Plumb Worls, Alanta

Sundial Plumbing Seices, Maridta
Fulton, Plumbing Htg., A/C Atlanta
R S. Andews, Alanta

Zurn Plumbing Chamblee
Sposwood & Assocites, Norcross
Plumbing Disributors Inc., Larenceville

Pictured above PMA Boadl, front row from left to right, Geoige Raburn, Earl Lély, Chip Geene, Mke Dupee, Ron kta, Jim
Sabol, Chuck Cson and Chris &tr. Back ow - Jama Sull, Jr, Sott Roberts, kenny Roges, Byan Stansell, Bobly Burns and
Tory Mahdfey. Pictued below bottom left, Incoming Pesidert Chuck Ceason preserts Outgoing Residert Ron Kkta with a

“PMA Gavel of Appeciaion for Sewice”

Pictued bottom left, Members in dtendance vere given “Certificate of

Apprecidion” for their regpective Milestone Anniwersaries. 40 Yars - Miler Mechanial, 30 Yars - HD Supply and Spee
McQuaig and Sons,®2Yars - Norttwest Plumbing 15 Yars - Lakside Plumbing 10 Yars - Ahens Plumbing Dupree

Plumbing and RM iKta Plumbing and 5 Yas - Geogia Power.
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21 STEPS TO MORE PROFIT

By kevin L.

Dougherty

1 Quit etimating
and dart selling
stop throwing
numbers & jobs
and gart meding
with the cusomer
to find out if yu
have a chance.
Deliver the pio-

posal ly hand if yu @an this allevs you one moe shot b
differentiate your company and geatly increases your
chance of sucas.

2. Ask gurself do yu want the job, some job and cus
tomers ae loses. Don't vaste your time on the bd cus
tomer or bal job.

3. Is thee a eason they will pick you over your competi-
tor, if they have usal someone elseof the last 5 jobs
why would they use pu? Thg may be using gu jud for
a price b drive down their chosen antractor.

4. Does the cusomer have a budgé? Ask them if thg
don't tell you or they don't knaw, then your chance of
succes is lov. Know one s&s your price is pedct. You
are the expert; mos of us ould malke an elucated guess
on wha the job wil go Dr, tell them the price is price.

5. If you have supicions tha they are using wu, chage
them for the estimate and yur expertise if they won't
pay, then they probably won't pick you. You an alvays
rebae the price backd them.

6. Larn to say NO! Blitely

7. You hge to be diferent. If you look the same, act the
same then pu are the same. Earyone | mean everyone
says they do good werk. If the cutomer thinks you ae
the same then the cduemer wil always pick price.

8. Eeryone in your comparny sells; mak sue tha your
people act aaordingly Insue that all your people ae
uniformed, trained in cusomer sewice skis and teat
the cusomer with regpect, by doing this gu wil insure
repeat and referral work. We all daw form the same
labor pool it is whawe do with them tha differentiates
us and gies us the ompditive edge.

9. Go 6r jobs which ae had to ge; select quoe lig, dif-

ficult bonding sdety, and ceraiin @ntractor redrictions,

anything which maks your cmpetition have to do some
extra leg vork males your chancs beter.

10. Don't gie the cusomer jus one number gig them
at leag two, especially if thg are not providing you with
a omplete sope andbr gecifiations. In &ct, hov can
you give a binding quat if you don't knaw exactly wha

is include in the job?

11. Ge all the irformation up{ront before you give a
price. You wuld not b in a @rd game unles yu knew
all the rules, so wly would you give a price ¢ the cus
tomer unless yu know everything.

12. Kiow wha type of ontract your cusomer has, is it
fixed price, time and merial, guaanteed maimum
price, @c. This ontract wil determine your profit poten-
tial. You and gur cusomer's ontract ma/ be diferent
which wil affect your ablity to male a pofit.

13. Do wu have the manpaver to do work? And weuld
you be béter off doing soméhing else, thus g¢ing a
better return.

14. Ceate a pogressive image or your company,
through your marleting, advertising and ¢am.

15. Sell whengqu don't have the time, beause chance
are other ontractors don't have time  sell either

16. Hare one peson or a éam whose soleagponsbility
is 1o sell, and mad it their priority Trin them o sell, if
you have a dog in the dog figlmake yours a vell trained
pit bull.

17. Hare someone prfessional who ansers the phone
and train this peson © help the cusmer.

18. Use job signs on all jab

19. Gie cusomers freebees but leep track of them and
send the cusomer no-chage invoices with the price on
it, you @n use thse invoices & leverage davn the oad.

20. If the cutomer wants to negotide then mak sue
you gd somehing in eturn. If the cusomer wants a dis
count then you ask Dbr faster paymert or better site on-
ditions.

21. Help gur better loyal cusomers ge jobs which wil
in turn g you work.

About Kein Dougherty: Kén was the seminar insuc-
tor at the 1T7th PMA Annual Mding & Euational
Session in June.

For the last 20 Yars Kein has been peaking © the on-
gruction indusry. Kevin represerts a changing indusy -
aggressive, raligic, and open-mindd Kein's work and
eduation experiene enabls him b relake to today's
problems and praides tangible solutions in anasy-to-
listen gyle. He ha taugh thousands of people in various
seminars. 4 cliert base rangs from aimily-owned bust
nesse to mrporate onglomeraes. Kein L Dougherty
941.926.0141 & 714.801.024, salsaadenmy@veri
zon.nd. Article Cop write 209

Hotline, JUL Y - AUGUST 2009 12

© 2009, Plumbing & Mechanical Association of Georgia



CLIENT REFERRAL S ARE CRITICAL

By Ruth khg

With this eonomic climae, people ae reticent to try new
things. Thg are relying on whathey knov and people thg
trust for advice when thg need home maitenance or epair.
As a esult, one of the b&t ways to grow your busines in 209
is through clien referrals. Irved your time and the majority of
your marleting dollas in planning dvertising pograms, diect
mail programs, and other ma expensie ways to geneate
new clierts through eferrals.

The eferral program you create is genegilly not xpensie in
terms of dollas. It's &pensie in terms of time. Whengu ge
bugy it's easier © write a check thanpend time makingdle-
phone @lls and writing thankgu notes. Haveer, the clien
you gd through a eferral is the clietwho is less lkely to ques-
tion your price and is mer likely to use ypur company even if
your price is higher You'e sdisfied someone thg knaov and
trust. Tha makes a big diierence.

At the end of a job or a seice all if you simply ak, "who do
you know that could use our serice?" yu're not likely to g
an ansver other than "no one" or "I don't kng".

Be cedtive in ssking peopled giwe you referrals. Athe end of
a meal, one of ny clierts asked to see the managerHe hane
ed the manager tw business @rds and said, "l auld appeck
ate your giving thee b the ovner. I'm in the plumbing and
heating busines and wuld appeciae your busines and gur
colleagues' business." He gis referrals and nev work this way.
Wha restaurants do ypu frequent? Whd other busineses do
you buy fom? Thee ae all poential clierts.

At the end of a serice all, your sewice tchnicians should
hand your clieris two cards. A ery simple &plandion: Mrs.
Jones, we buid our businas though eferrals. If yu run irto
someone who sgs tha they neal plumbing or kac work, we
would appeciae your referring them b us.

For jobs, alvays send a hand wiién thank pu note within a
few days dter the job is ompleted. Then, #er a morth, call
your cliert. He wil be pleasartly surprisal that you called. Ask
if you @n put his name onaur referral lig. Also ak him who
he ha told about his ne/ plumbing or heting s/stem, dc.
Most people ell their friends or wrk mlleagues about some
thing tha has gone on in their home. The an he'sold is a
potential cliert for you too.

Calling 30 dgs lger also gies you an opportunity ¢ take care
of any minor poblems tha have occured since the inslla
tion. It shavs tha you care about the clieh

Once yu gd his appoval to be on a eferral lid, write a short,
bendfits orierted letter to the homeavners aound his home.
You @n gé their names from a Criss-@©ss Diectory (a tle-

phone book in alphaliee dreet name ether than alphabéc
person's name) inqur loal library. You an also puchase the
directory on line. Sdrt the letter with the eference's name in
bold. Hs neighbos should ecogniz it and ead the ldter.
Hand aldress olored envelopes and put ateamp on the eme-
lope (no meered pogage!) b have a bater chance of the ke
ter being opend. Be areful about @lling. You annot all
someone who is on the Nanal Do Not Call lis

Her's another ida tha you @an use. It vas gien to me Ly
Dan kennedy, a well knowv and ery succedul copy writer.

During the poposal phae ge to know your clierts' interests
and hobbie. Fnd out if he is an dicer in a charible, pofes-
sional, or civic @aniation.

Once the job isampleted and the cliehis happy, ask him
whether he would be a eferral for you. Assuming thtehe sgs
yes, then mak it easy for him to give you the eferrals.

Ask him whéher he would be wiling to shae his eperience

with the gioup tha he is an dicer in. If he sgs yes, ofer to

write the ldter for him. Use his tationery. Once it is
approved, gd¢ him to sign the lgers and gie you the maling

list for the omaniztion he belongsd. If he dosn't want to

shae the maling lig offer to provide the $amps and
envelopes.

Mail the lgter to the people on his lisWill people open the
mail? Of ourse. Thg recogniz the return address. You Mli

get your message hard. And, since it is a glong reference
letter from someone the ecipiert knows and (hopgilly)

trusts, he is kely to use ypur company.

Does this tike time b do? Ys. WIl it produce esults? Ye
again.

Another way to ask br referrals is simplyd pay a bourty.
Some ompanies tell their clierts tha they pay for referrals.
The @ymen can be fee ga& or goceries, a gift certifiate to a
nice lestaurant or shop in pur ara or @sh. If pu are iner-
ested in the fee goceries or fee ga piogram send me an
emal (ruthking@Iacchannetv). Some people arturned off
by this. Othes lke it. You hee to male a decision & to
whether this mehod of geneating referrals is righ for your

company.

Asking or referrals is the bst way to buid your cliert base in
this emnomic climae. It doesn't take a lot of mong to do it
but it does require time. Once gu gart a referral program
you'll find tha the time is vell ert.

Ruth King is a managemiegonsulent and trainer b the
Plumbing and HAC Indusy. She an be rached at 800-3.1-
6844 or RKing@dheribbon.om.
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Want to know an easy way

to get $1007?

just c rt a gas water heater to electric*

It's the easiest way to put extra cash in your pocket. Gedrgiver will pay you and your customers $100 each when you
replace a Georgia Power customer’s gas water heater with lagtec one. Install an energy-ef cient, low-maintenance
electric water heater that has a long life expectancy andeskdvantage of low electric rates. It pays to convert to &iec

To get all the details on who quali es for this money-makiogwersion program and how to participate, call Georgia Rowe
at 800-524-2421 x68@'re on so you can Be.

GEORGIA
POWER

*Certain restrictions apply. Offer subject to end 12-31820 A SOUTHERN COMPANY

Hotline, October 2004 © 2004, Plumbing & Mechanical Association of Georgia



“WHERE GEORGIA’S
BEST PLUMBERS BELONG”

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.

PROUD SPONSORS OF
117TH PMA ANNUAL MEETING &
EDUCATIONAL SESSION

NORTHGA PHCC

Harry Warren

Scientific Detection
ServicesGroup

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
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