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Save the Date!

“Learn Today...Earn Tomorrow”
2012 Ohio Convention

March 28-31, 2012
Hilton Easton, Columbus, Ohio

(see page 22 for more information)
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Most of you that I have spoken with in the previous 
months have been very busy. This is definitely a 
good sign for our industry. I hope at the least you 

got an opportunity to take a little summer vacation to relax with 
your families. I tried, but Rocco ruined it by “reminding” me 
that he needed another article for the magazine!  I just took a 
deep breath from the stress of the last one—apparently three 
months goes a lot faster with a deadline looming overhead!  
And so it began- the worry and nervousness over the chance 
of actually composing a SECOND article. What are the odds I 
could actually pull another one off?  AND THEN IT CAME TO 
ME……

In early spring, our Dayton PHCC chapter takes an annual 
trip to Hollywood Casino in Lawrenceburg, IN. We fill a charter 
bus with our plumbing peers, families and friends, and spend a 
day trying to beat the odds. Unfortunately, the odds aren’t based 
on the amount of fun we have or even the amount of beer we 
consume. If that were the case, we would all come out ahead!  
We all know the odds of winning at the casino are out of our 
control. Luckily, those same odds do not hold true to all aspects 
of life and business.

PHCC works diligently to protect and inform our 
contractors about issues that seem to be out of control. 
Fortunately, I had the opportunity to be a part of this firsthand. 
In May, Past Presidents, Greg Faustina and Dennis Schlekie, 
Executive Director, Rocco Fana and I, embarked upon 
Washington D.C. with a few major issues on our plate:

1) Full repeal of the 3% WITHHOLDING TAX
2) Fought the ESTATE “DEATH” TAX which basically 

imposes taxes twice; at the time of earnings and again 
at the time of a business owner’s death. This causes 
hardships to family-owned businesses that pass on to 
the next generation.

3) Petitioned for longer lasting and deeper discounted 
ENERGY TAX CREDITS. 

4) Urged to reauthorize the funds for the CARL D. 
PERKINS VOCATIONAL AND TECHNICAL 
EDUCATION ACT. This provides $1.3 billion in 
federal support for career and technical education. The 
current law only extends through 2012. 

Later in May, over 25 members from PHCC and ACCA 
attended Ohio Legislative Day Columbus. This marked the 4th 

year of the event. I am proud 
to say I have been a part 
of it three times. I’ll blame 
the time I missed on my lovely wife!!  While there, we had the 
opportunity to state our positions to over 48 Ohio lawmakers. A 
few of those positions were: 

1) Pressured the state government to PRIVATIZE OHIO 
WORKERS’ COMPENSATION system. This would 
take the system out of the state’s hands and allow 
private insurance companies to compete for your 
business.

2) Promoted RESIDENTIAL LICENSING which 
supports statewide licensing for all contractors in 
Plumbing, HVACR, Electrical, and Hydronics.

3) Voiced our concerns about the Public Utilities 
Commission (PUCO). Our lawmakers are definitely 
aware that your PHCC will continually petition to stop 
the burdensome regulations PUCO tries to pass.

This spring we also conducted a statewide Direct Drive 
Membership Campaign to gain new members. We contacted 
numerous contractors and previous members and explained the 
benefits of PHCC. I am happy to report that we brought 13 new 
contractor members and 5 local associate members onboard. I 
would like to express my gratitude to everyone who took the 
time to be a part of our Direct Drive and Legislative Day. As 
you can see, we had a busy spring! It was necessary to ensure 
that the odds don’t slip out of our control.

I am proud to go to my lawmakers and let them know 
where I stand. I am also proud of this organization for doing 
the same when I am not able. I hope to see even more of us in 
Columbus next year. The founders of this great country gave us 
freedoms to express approval or disdain for decisions made by 
our government.  It’s amazing that the same holds true in 2011 
as it did in 1776. They realized that people will make their own 
good fortunes.  I would place a wager that the Founding Fathers 
were gambling men.  How else would they have realized so long 
ago that without giving its’ people a fair hand, the odds would 
be stacked against us? 

Until next time, please keep this thought in mind, “In 
Cleveland there is legislation moving forward to ban people 
from wearing pants that fit too low. However, there is lots of 
opposition from the plumbers’ union!” – Conan O’Brien 

From the President
Bruce Stebbins
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The results of the 2010

CLEAReport*, an independent water

heater study by Clear Seas

Research, revealed that product

quality, service, technical support,

and the fact that Bradford White is

not sold in retail stores were the

most important factors to

contractors when selecting a 

brand of tank type water heater. 

And now our support for you gets

even better. Bradford White has

just opened a 24/7, factory-based

call center. 

This fully staffed technical service

team is there when you need it,

anytime day or night. 

We’re making it easy for you to 

be a Bradford White contractor. 

www.bradfordwhite.com | Built to be the Best™ | To Find A Wholesaler Call 800.523.2931
*Ranking is based on the 2006, 2007, 2008, 2009 and 2010 CLEAReports by Clear Seas Research. Please visit www.clearseasresearch.com for additional information.  © 2011, Bradford White Corporation. All rights reserved.

“We made the switch to Bradford White almost 15 years ago when we started having problems with

another brand. Our reputation depends on the products we recommend so quality and reliability are critical.

We couldn’t be happier. Bradford White is loyal to the plumbing profession. Their products and people are

top notch.” Kevin and Ryan Carney - Carney Plumbing – Heating – Cooling, Line Lexington, PA

For the fifth
straight year,
Bradford White 

is the tank water
heater brand

most purchased
by professional

contractors. 
And again, 

we are the most
recommended

brand.
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128 years ago, PHCC’s forefathers banded together in 
New York City to do together what they could not do 
alone.  These master plumbers—in a trade vulnerable to 
new industrialism—were determined to take control of 
economic forces that threatened their profession and the 
health and safety of the nation. And they succeeded—
because they joined together nationally to deal with 
problems no contractor could solve by himself.  

As the author of the PHCC history book “A Heritage 
Unique” wrote:  “…without the unified thrust of this 
national association over the years, it is doubtful if the 
p-h-c contractor would be on the scene today, with his 
status as an important independent contractor.  He might 
well have lost his identity, as has happened in so many 
trades that are now employed directly by builders, general 
contractors and the public.”    

  PHCC—National Association continues that 
commitment to unified strength today.   Working in 
conjunction with our state and national chapters, we 
strongly encourage members to band together so that the 
p-h-c contractors’ interests are represented on Capitol 
Hill, at federal regulatory agencies, at the statehouse and 
to local governments.  

There have been several recent examples of success 
at the national level.   As this article was being written, 
President Obama signed legislation repealing expanded 
Form 1099 requirements that would have been a costly 
unneeded administrative burden to small businesses.  
PHCC was very active in supporting this repeal measure 
through lobbying efforts and grassroots letter-writing 
campaigns.  The combined voices of PHCC members 
who took the time to send letters to their national 

legislators created powerful influence.  It was a true 
example of strength in numbers.  

PHCC also is making strides in representing the p-h-c 
contractors’ opinions on the proposed “Lead Renovation, 
Repair and Painting Program for Commercial and Public 
Buildings.”  This rule would expand the lead paint safety 
rules for residential renovation and remodeling work to 
public and commercial buildings.  A recent PHCC-signed 
coalition letter urges the EPA not to approve extending 
the scope of the LRRP because it would discourage 
needed building improvements, increase costs and hinder 
job creation in the depressed commercial construction 
market.   

PHCC also has been actively fighting for repeal of 
the controversial “3 Percent Withholding” provision that 
would require federal, state and local government entities 
with expenditures of $100 million or more to withhold 3 
percent for taxes on all purchases of goods and services. 
Our opposition to this bill—that essentially creates 
additional “retainage” for subcontractors—will elevate 
even more over the next few months, as it is scheduled to 
go into effect Jan. 1, 2012.  

And with the 112th Congress indicating it is more 
“small business-friendly” than ever, the timing is perfect 
for PHCC members to communicate frequently on issues 
that affect their companies.  Legislators want to hear 
from real people, and the more PHCC members who 
make their opinions known, the better.  PHCC National 
distributes Legislative Alerts on a regular basis, and 
we encourage all members to use them to contact their 
members directly on issues that have a direct impact on 
their business.  

By Gerry Kennedy, 
PHCC National Association

Executive Vice President

Joining Together...
Let’s Take Control
Through Unified Strength
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Strong participation in the annual PHCC Legislative Day 
also is very important to spreading our message and influence.  
We will be sure to keep PHCC of New York members informed 
of plans for next year’s event, and hope to see a strong showing 
there from your state.   

Efforts at the state level also are very important. Through 
our new State Net service, the national office is alerting state 
PHCC chapters of the latest legislative and regulatory issues 
affecting their areas.  Armed with this information, the chapters 
can launch lobbying efforts, including mobilizing members to 
legislative action.   

As you can see from these examples, PHCC—National 
Association truly has “got your back” in representing your 
interests in Washington and providing ways for members to 
make an impact on a state and local level, as well.  While 
growing a business and making a profit are goals of any 
business owner, PHCC members also carry on that proud 
tradition of protecting the health and safety of the nation.  There 
is no better way to accomplish both than by joining together, 
just as the PHCC founders did in 1883.  

If you’d like information on how to get more involved, contact 
PHCC—National Association at (800)533-7694, naphcc@
naphcc.org or www.phccweb.org.  Learn more! Contact Kelly Denk.

800-777-4283 x21709
kdenk@frankgates.com  

• We take a hands-on approach, providing advocacy and advice to
help you navigate industry challenges.

• Rely on our stability – Frank Gates has been
serving Ohio employers since 1946.

 
• Our aggressive claims management and cost 

control services are provided by experts 
dedicated to your program’s success.

Partner with Frank Gates/Avizent,
PHCC’s preferred administrator. 

Our programs are 
designed to deliver 
optimum results.
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Experience

Quality

Integrated SolutionsWe help you navigate 
industry challenges.

Personal Customer Service Stability

Serving Ohio employers 
since 1946.

We know 
workers’ comp.

• Frank Gates/Avizent serves as your workers’ comp consultant, 
providing complete discount analysis and assistance
with premium savings programs o�ered through the BWC,
including Group Rating, Retrospective Rating and more.

 Two, 1-horsepower grinders

 Pre-assembled and compact unit

 5 inlets

 Onboard visual and audible alarm

 Pumps up to 36 feet vertically or 
328 feet horizontally

 Up to 60 gallons per minute

The original plumbing solution since 1958

The new generation of duplex systems

1-800-571-8191
www.saniflo.com

Easy
above-the-floor 

installation

SANICUBIC CLASSIC
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Stainless steel grinder

Restaurants

Public Restrooms

CottagesCottagesCottages

The original plumbing solution since 1958The original plumbing solution since 1958

The new generation of duplex systems
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In the recent Ohio Supreme Court decision of Sutton 
v. Tomco Machining, Inc., the Court ruled that an 
employer’s termination of an employee shortly after a 
work related injury, but even before he filed a workers’ 

compensation claim, can be retaliation in violation of public 
policy. The effect of the decision is to cloak Ohio’s at-will 
employees with an additional cause of action against employers 
for “workers’ comp retaliation,” even before the employee 
has expressed an intent to file a claim or has actually done so. 
Prior to this decision, Ohio law merely prohibited an employer 
from retaliating against an employee after he or she filed, 
instituted, or pursued a workers’ compensation claim. To now 
have a wrongful termination claim, an employee merely needs 
to show a nexus between the adverse employment action (i.e., 
termination) and the potential workers’ compensation claim. 
Therefore, employers should take additional precautions to 
ensure that they have an “overriding business justification” for 
terminating an injured employee shortly after an incident.  Of 
course, it is not unusual for an employer to take disciplinary 
action against an employee who has been injured as a result 
of his or her own negligence or misconduct. This decision 
encroaches upon that right to discipline and also upon the 
general law of Ohio that employees serve at the will of the 
employer thereby permitting termination without cause.

Employee DeWayne Sutton allegedly injured his back early 
on a Monday morning in April of 2008 while disassembling 
a saw at Tomco Machining, Inc. located in Dayton.  Within 
one hour of being told of the injury, Tomco’s President Jim 
Tomasiak fired Sutton, who had been an employee for 2 ½ 
years.  Tomasiak did not give Sutton a reason for the firing 
but did state that the firing was not because of Sutton’s work 
ethic, job performance or because Sutton had broken any 
work rule or company policy.  On July 1, 2008, Sutton sent 
a letter to Tomco informing it of his intention to file a claim 
under Ohio’s workers’ compensation retaliation statute – 
O.R.C. 4123.90. Sutton accused Tomco of terminating him 
to avoid having him considered an employee when he filed 
for workers’ compensation benefits thereby foreclosing the 

claim and avoiding higher workers’ compensation premiums. 
Customarily, back injury claims are very costly to employers 
and are investigated and monitored closely.  In addition, injuries 
complained of at the start of a shift on Mondays are scrutinized 
carefully by many employers to make sure the injury is not 
attributable to personal weekend activities.  

The Supreme Court ruled that while the retaliation statute 
was inapplicable due to Sutton not filing a claim before he 
was fired, a new public policy tort claim should be created to 
cover the “gap” in the statutory workers’ compensation law. 
As a result, the case has been sent back to the lower court to 
have a trial on the issues of fact, including the motivation of the 
employer in terminating Sutton.

Based upon several cases over the last two decades, the 
right of employers to terminate employment at-will for any 
cause no longer includes the discharge of an employee where 
the discharge is in violation of a “public policy.”  Unfortunately, 
an employer does not know that it has violated such a policy 
until the courts find one to exist --- long after the termination 
decision has been made. The broadening of employee claims 
by the Supreme Court arguably undermines the authority of 
the legislative branch to prescribe what is in violation of the 
law and upsets the intricate statutory scheme designed to 
address workplace injuries. The dissenting Justices argued 
that the existing retaliation statute which requires the workers’ 
compensation claim to be filed or pursued before retaliation 
protections arise should be honored because the lawmakers 
could have written a broader law to fit Sutton’s pre-claim 
circumstance if it had chosen to do so.

RAMIFICATIONS OF THE CASE 
Every employer should carefully consider whether 

to terminate or discipline an employee for circumstances 
surrounding a workplace injury. Also, consider whether the 
employee has claimed an injury or sought accommodation 
under the Americans With Disabilities Act in an effort to 
strategically block the employer from taking justifiable 
disciplinary action against him or her for some other reason.  

Bob Dunlevey
Dunlevey, Mahan & Furry

Legally Speaking
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Supreme Court 
Broadens Rights of 
Injured Workers
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Always document and date performance issues in a 
timely manner to avoid an inference of retaliation after 
the employee claims the injury.  No law prohibits an 
employee from terminating or disciplining an employee 
who disregards safe working practices and engages 
in misconduct. But, work and safety rules should be 
carefully crafted to justify such disciplinary action and 
those rules should be uniformly applied. Employers 
should not be discouraged from enforcing their safety 
discipline programs – especially if an employer wishes 
to raise in an OSHA case the affirmative defense of 
unpreventable employee misconduct.  Most importantly, 
any discussion at the time of termination must be well 
considered before the words are uttered. Remember, you 
need not give any reasons for termination. But, if you 
do, make sure they are reasons that can be supported.  
Review your safety and work rules today.  Closely 
monitor all of your workers’ compensation claims and 
consult experienced counsel on these delicate issues.

For further information, contact Bob Dunlevey at 
Dunlevey, Mahan & Furry (937) 223-6003.  Bob is a 
Board Certified Specialist in Labor and Employment Law.

 

t o  P r o t e c t  Y o u r s

I t ’ s  O u r  B u s i n e s s

Federated offers insurance protection products* and services* designed to meet the needs 
of business owners:

Products
— Property
— Auto
— Liability
— Umbrella

— Workers 
compensation

— Group health
— Life, disability, 

annuities

* Products and services may not available in all states, nor meet all the needs of every business owner. Contact your 
Federated representative for more information.

Services
— Regular 

coverage review
— Risk 

management 
services

— Claims services
— Business and 

estate planning 
assistance

 

 

Copyright 2007 • Federated Mutual Insurance Company
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Recently, I’ve had the opportunity to talk to a number 
of contractors around the state at seminars I’ve done 
on understanding what it truly costs you to be in 
business. One of the questions that are often asked 

has to do with transitioning from a time and materials-based 
pricing system to a flat rate-based pricing system. 

When most contractors contemplate the switch to flat rate 
pricing (or up front pricing, contract pricing, etc.), it’s almost 
always because their current pricing method isn’t working.  
They’re either not hitting their profit goal or, more likely, their 
company is losing money.  For some, flat rate pricing is a life 
preserver in a sea of financial chaos.  

There’s more to improving your company’s operations and 
performance than simply raising your prices. There are other 
aspects of the business that must be improved in conjunction 
with implementing flat rate pricing (i.e. customer-driven 
service, well-stocked vehicles, professional appearance, timely 
communications, etc.)  For now, let’s look at the number 
crunching process.

It’s extremely important to include your staff in this entire 
process. Start by having a staff meeting. Gather everyone 
together and lay the cards on the table.  Let them know exactly 
how the company is doing.  You can be as open as you choose 
to be with your staff regarding the financial position. There are 
some that choose to share everything and there are those that 
choose to share only certain information.   

Some contractors swear by “open book management” and 
others swear at it. Once you’ve laid it out on the table, let the 
employees know what you’re going to do to fix the situation 
and solicit their opinions. Ultimately, you’re the boss and 
you make the final call.  However, employees involved in the 
decision-making process often take ownership of the decision. 
That synergy can be healthy for your company.

Establish the pay scale for the staff. Gather their input. 
Don’t forget to include a good benefits package.  You’re trying 
to attract and retain the brightest employees in the market.  It 
should include full health insurance coverage for your staff and 
their families, vacation days, holidays, and other paid time off 
if you choose. You can go a step farther and offer vision and 
dental coverage as well. Next, establish a retirement savings 
plan for the company. It should be set up so that the company 
contributes to the plan while also allowing employees to 
contribute on their own. That’s part of the goal of the system.  
You want your employees to be thinking of their future just as 
much as the future of the company.  

I know most contractors have no retirement plans in 
place for their employees let alone themselves.  If you haven’t 
started saving at all yet for retirement and you’re 35 years 
old, it will take you  30 years, depositing $15,000 per year, 
with a conservative 6% annual return to reach $1,000,000 in 
retirement savings.  Just some food for thought.

At this point, you should have their attention. Now, it’s 
important to educate them on how their wages and benefits 
relate to the billing rates the company must charge. However, 
rather than putting the numbers into a software program and 
having it produce a report, I recommend you go through the 
process manually with them. 

The labor costs have just been calculated so now go over 
all the overhead items. I find this exercise works well if you 
have them start their own fictitious contracting company. This 
way, you eliminate the argument that you’re playing games 
with the numbers. Many of the overhead items they’ll know 
about. Some, like unproductive time, they won’t know about. 
You’ll need to explain those items and concepts. You can also 
discuss the concept of billable hours at this point.  

Total up the overhead amounts and divide them by the 

Michael Bohinc. CPA

Keeping Score
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billable hours determined for the year. This gives you the 
overhead cost per billable hour to include in the company’s 
selling price. Combine this figure with direct labor cost per 
billable hour and you have the company’s BREAKEVEN cost 
per billable hour. Based on my experiences, this figure will not 
only shock you but your staff as well. This is the hourly amount 
that the company must bring in for every hour billed just to 
cover all its’ costs. Then, calculate the hourly selling price by 
determining what profit % you want to earn on those costs.   

I won’t tell you what percentage to use. That’s for you 
to determine. I know the average profit percentage for this 
industry is a pitiful 3%. According to recent financial reports, 
McDonald’s makes a 21% net profit. This means 21 cents of 
every dollar in sales is profit for them. That’s more food for 
thought.

Let’s summarize the process of educating your employees:
1)    Determine proper wage rates
2)    Add employee benefits:

a.  Full family health insurance coverage
b.  Optional: add vision and dental coverage
c.  Paid-Time-Off (Holidays, vacations, etc.)
d.  Retirement plan (company-funded) that employees 
can contribute to as well;

3)    Discuss concept of overhead and list out all overhead items 
in company

4)    Discuss concept of billable hours and how that calculation 
is made

5)    Calculate direct labor and overhead costs per billable hour
6)    Add them together to get the company’s breakeven cost per 

billable hour
7)    Determine the profit % that you want to earn
8)    Calculate your selling price for each billable hour
9)    Set up your flat-rate tasks and get the books (manuals) in 

the technicians’ hands
10)  Update the books (manuals) on a REGULAR basis (as 

often as needed)

This is the numbers crunching process. There are no 
accounting tricks or gimmicks here. The math processes used 
here were learned in high school. If you’re converting over 
to flat rate pricing or if you’re starting out on your own as a 
contractor, it’s imperative to do it right the first time. This holds 
true for any business. Get everyone involved in the process 
from the beginning. People are more vested in something that 
they actively participate in. Pay yourself and your people well 
(including benefits) right from the start. I’ve seen too many 
contractors shortchange themselves and their employees early 
on thinking they’ll make it up tomorrow.  Unfortunately for 
most, tomorrow never comes.

U.S. Treasury Department Circular 230 Disclosure: To 
ensure compliance with requirements imposed by the IRS, 
we inform you that, unless expressly stated otherwise, any 
U.S. federal tax advice contained in this communication 
(including any attachments) is not intended or written to 
be used, and cannot be used, for the purpose of (i) avoiding 
penalties under the Internal Revenue Code or (ii) promoting, 
marketing or recommending to another party any transaction 
or matter addressed herein. This article is not intended to 
be comprehensive in nature and competent professional tax 
advice should be sought in determining the issues that impact 
your specific situation. 
 
Michael A. Bohinc is a certified public accountant in 
Cleveland, OH. He is also a licensed HVAC and plumbing 
contractor in the State of Ohio. He is a Consult & Coach 
Partner for the Service Roundtable. He is also an associate 
member of the PHCC of Ohio and ACCA of Ohio. He has 23 
years’ experience working on business management issues in 
the HVAC and plumbing industries. He can be reached at: 440/ 
708-2583, e-mail mbohinc@keepingscorecpa.com.
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Could our forefathers ever have imagined 
that the basic tenet of our Constitution 
would have such an influence on our 
government – and our industry – today? Did 

Lincoln have a crystal ball when he asked people to embrace this 
government “of the people, by the people, for the people?”

Now more than ever, members of Congress are reaching out to “the people.” They want to hear 
directly from their constituents in their districts and states and especially from small businesses. 
It is vitally important to remind lawmakers of the significant contributions small businesses make 
to local, state and national economies. The good news? They really do listen, and – especially in 
today’s economy – they realize our worth. Just last month, Rep. Dan Lungren (R-CA) said that the 
small business community is “the backbone of our nation’s economy and our country’s job-making 
machine,” adding that we should “stop imposing obstacles on those who make this country work.”

When it comes to the p-h-c industry, political action has always been a priority. Strong grassroots 
efforts – citizens contacting their legislators to try to influence legislation and policy – have given us 
great visibility on Capitol Hill. But, as PHCC President Frank Maddalon said recently, “We can lose 
that visibility in a heartbeat; it is critical that we continue our momentum.”

So, how do we keep the momentum?
We keep the communication going; grassroots is a two-way relationship between communities and 

lawmakers. Organizations such as PHCC know that elected officials want to hear directly from their 
members, and PHCC strongly encourages its members to participate in letter-writing efforts, e-mails 
and phone calls. In fact, through regular Legislative Alerts – electronic updates on key legislative 
issues – PHCC’s members can send ready-made letters directly to their legislators. Participation via 
this automated process has been extremely effective recently. 

By Mark Riso, PHCC National Government 
Relations Director

Now more than ever, the 
PHC industry must get 

back to our roots – 
our grassroots.

A Gover nment of the People  
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But grassroots is much more than a letter-writing 
campaign. In-person contact is also very important. Many 
PHCC chapters use a “Day at the Capitol” to influence state 
lawmakers. Massachusetts is an excellent example.  The results 
of in-person visits at the statehouse can be very worthwhile.  In 
fact, one PHCC member in Georgia recently wrote this:  “…
If I had not taken the time to make the trip to Atlanta to have 
a conversation with my state legislator about a licensing bill, 
he would have never realized the significance of this bill being 
passed.”

This very effective technique can be applied to lobby 
Congress as well. At a time when Congress is debating issues 
critical to the future of our businesses, our families and the 
p-h-c industry, each spring PHCC offers a great opportunity 
to join that debate and lobby Congress directly. PHCC’s 
Legislative Conference is always a highly effective platform to 
not only become educated in the legislative process but to let 
our collective voice be heard on issues such as the permanent 
repeal of the estate tax and the three percent withholding 
provision.

Of course, when it comes to a comprehensive grassroots 
campaign, there are other key initiatives to consider as well. 
These include effective media relations, statistical resources 
and political action committees. The PHCC-PAC that 
contributes to candidates and elected officials based on their 

pro-business ideologies has been a very effective mechanism 
at the national level.  

Is it working?
Indeed, the PHC industry’s greatest, and arguably 

most natural, strength is its ability to be a strong grassroots 
powerhouse on Capitol Hill. And…it’s working!  

Clearly, PHCC has great opportunities to quantify 
and communicate the industry’s collective benefits to our 
communities, our municipalities, and our local, state, and 
federal economies. And – at a time when small businesses 
are driving national policy – it is crucial to reach out to the 
decision-makers. Thankfully, the culture of Capitol Hill is one 
of cooperation – not regulation. Your legislators want to hear 
from those who are impacted directly by policy decisions. They 
want to hear from real people. They want to hear from you. 

PHCC is making great strides to ensure that p-h-c 
contractors’ opinions are considered during this session 
of Congress.  But we’re always interested in getting more 
contractors involved to increase our influence.  If you’d like 
more information about how you can participate in PHCC’s 
legislative efforts, contact me (riso@naphcc.org), call (800) 
533-7694 or visit www.phccweb.org.
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On May 24, more than 25 PHCC and ACCA 
members descended on Columbus to meet with 
state lawmakers to discuss residential licensing, the 
PUCO, privatization of workers comp and natural 

gas rates.  Members met with over 48 legislators in the Ohio 
House of Representatives and Ohio Senate.

Legislative Day is a one-day event with an issues briefing 
to kick-off the event, meetings and evening reception at the 
Statehouse Crypt.  

Our Senators and Representatives truly could not 
be happier to see and talk with us. Make sure you 
plan to be there next year…Great event!

-Paul Episcopo, VIP Plumbing  
  
The Meetings… 
Sen. Jim Hughes   Rep. John Patrick Carney 
Sen. Tom Sawyer   Rep. Todd McKenney
Sen. Tim Grendell  Rep. Richard Hollington
Sen. Jason Wilson  Rep. Craig Newbold
Sen. Tom Patton   Rep. Marlene Anielski
Sen. Frank LaRose  Rep. Lynn Slaby
Sen. Thomas Niehaus  Rep. Mike Dovilla 
Sen. Joe Schiavoni  Rep. Kathleen Clyde
Sen. Chris Widner  Rep. Danny Bubp
Sen. Shannon Jones  Rep. Mark Okey    
Sen. Kris Jordan   Rep. Jerrod Martin 
Sen. Peggy Lehner  Rep. Peter Strautberg
Sen. Kevin Bacon  Rep. Andrew Brenner
Sen. Chris Widner  Rep. Margaret Ruhl
    Rep. Timothy Derickson
    Rep. Michael Henne
    Rep. Mike Duffey
    Rep. Jim Butler
    Rep. Bob D. Hackett

       

The Photos…
Photographs from Legislative Day will be online. See your 
friends (or yourself) at www.phccohio.org 

The Issues…
Position papers can be found at www.phccohio.org  

PUCO- Lawmakers have a responsibility to the people and 
small businesses of Ohio to ensure that the PUCO is not 
hindering job creation or economic development

RESIDENTIAL LICENSING- The Specialty Contractors 
Coalition endorses Residential Licensing for the trades now 
licensed under the Ohio Construction Industry Licensing Board 
(plumbing, hydronics, HVACR, electrical) and legislation 
(SB 289) was introduced in 2010 to support it.  We believe 
statewide contractor licensing for the trades must be passed 
prior to any other licensing legislation.

PRIVATIZATION OF WORKERS COMP- Like every other 
state, Ohio continues to struggle through our nation’s economic 
recession.  Our state’s leaders are looking for ways to raise 
revenues without raising taxes.  One of the ideas being studied 
is a proposal to open Ohio’s workers’ compensation system to 
private insurers.

2011 PHCC-ACCA OHIO
Legislative Day

“
”
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At the National PHCC 2011 Legislative Conference 
(May 12), approximately 125 PHCC members, 
including Ohio members Bruce Stebbins, Greg 
Faustina and Dennis Schlekie, met with senators 

and representatives about the issues currently facing the 
plumbing-heating-cooling industry across the country. The 
issues discussed were 3% Withholding, the Estate Tax, Carl D. 
Perkins Career & Technical Education Act Funding and Energy 
Tax Credits.  Members of Congress the Ohio team visited 
included: Representatives Dennis Kucinich, Betty Sutton, 
Michael Turner and Senators Rob Portman and Sherrod Brown. 

The Conference started out with a briefing and orientation 
by Mark Riso, Director of Government Relations.  Mark 
reviewed key points and background information on the issues 
members would be lobbying.  Jo Wagner, Harlingen, TX, Chair 
of the Government Relations Committee, spoke to members 
about grassroots lobbying. 

“We’re all upset about the lack of jobs, the environment, the 
national debt, and we know Washington needs to do something 
about these issues, but the best place to start doing something 
about it is at home,” said Wagner.  She encouraged members to 
“stay involved in state politics, so when you go to Washington 
you know the issues that mean the most to our businesses and 
can intelligently discuss them.” 

Guest speakers at the briefing included Jonathan Karl, ABC 
News Senior Congressional Correspondent, and Dr. Winslow 
Sargeant, chief counsel of advocacy of the U.S. Small Business 
Administration, an independent voice for small business in the 
federal government. 

National PHCC 
Legislative Conference 

a Success!



Over its history, the Ohio 
Auxiliary evolved 
from representing the 
businesswomen within 

the industry to a diverse group of men 
and women that became the marketing 
arm of the Association.  In many cases, 
Auxiliary members were contractor 
members who supported the objectives 
of the Auxiliary, as well as PHCC.

It was with great reservation, in 2010, 
that the Ohio Auxiliary dissolved after the 
Annual Ohio Convention.  Over the years, 
members of the Auxiliary supported and 
helped plan the state convention and also 
participated in numerous projects to earn 
money that would help the Convention and 
local chapter activities. 

The contributions and support of the 
Ohio Auxiliary are numerous. Here are a few 
examples of the outstanding work they have 
done:     

Community  
Ronald McDonald House is a home away 

from home for families to stay close to their 
hospitalized child.  Over the years the Ohio 
Auxiliary has contributed at least $2,100 to all 
seven (7) Ohio Houses on an annual basis.

Education 
At the 2011 Ohio Convention, the Ohio 

Auxiliary presented a generous gift of $4,831 
to the PHCC Ohio Educational Foundation.  

The Foundation will use the gift to fund its 
annual scholarship program.  The Auxiliary 
will continue to live in those scholarships and 
the Foundation has many scholarships for 
years to come.  

Advocacy 
The Auxiliary provided members with 

information on the legislative process and 
legislation affecting the PHC industry.  The 
membership of the Auxiliary was counted 
when measuring the influence exerted by 
PHCC and Auxiliary members participated 
in the annual Legislative Conference visiting 
Congressional members on the Hill. 

The decision to dissolve the Ohio 
Auxiliary was received as a personal loss by 
the members of PHCC Ohio.  Dissolving an 
organization after 80 plus years is not easy, 
but during that time the Ohio Auxiliary played 
an important part in the PHC industry. 

Your example and support has been most 
beneficial and for that we thank you.
Today

At the time of this writing, a dozen-
plus Auxiliary members, that are now At-

A Partnership Unique 
Comes to an End
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Large members of PHCC national, organized a much needed 
meeting.  On April 12th several members met at the home of 
Ted & Arleen Shuman, dear friends, past presidents and long 
time members of PHCC.  Due to Ted’s health, Arleen has not 
been able to meet with the group, 
so they accepted her gracious 
invitation.  Those present included: 
Michal Swan, Kirsten Bowman, Pat 
Shuman, Jackie Palmer, Iris Palmer, 
Linda Conrad, Esther Shuman, 
Eileen Bohinc and two special guests 
from the Canton Auxiliary, Becky 
Kolp and Carole Zernechal.

The highlight of the evening 
was the presentation of past 
presidents pins to Pat Shuman and 
Linda Conrad by their secretaries, 
Esther Shuman and Michal Swan.  
Before the end of the evening, 
Arleen offered her home for 
meetings every month.

The Auxiliary has always had a fine group of women who 
have much in common, their faith, their families and their 
businesses.  Now they have a place to call home!

Long live the PHCC Auxiliary! 
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Akron PHCC
Chapter President: Tim Frecka, Frecka, Inc 
330-928-9230
contact@freckaplumbing.com

Executive Secretary: Mary Williams 
330-958-3602
akronphcc@yahoo.com

Central Ohio PHCC
Chapter President: Terry Trimmer, The Waterworks
614-876-0999
ttrimmer@thewaterworks.com

Secretary/Treasurer: Mike Lauber
614-679-6252
mikelauber@aol.com

Cincinnati Master Plumbers
Chapter President: Henry Hofmeyer, Max Hofmeyer & Sons
513-921-1133
maxhofmeyerplumbing@fuse.net

Executive Director: Joyce Frank 
513-742-2672
cmpa@cinci.rr.com

Dayton PHCC
Chapter President: Bruce Stebbins, Stebbins Plumbing & Heating
937-859-4534
stebplumb@gmail.com

Executive Manager: Theresa Engler
937-298-2980
daytonphcc@aol.com

PHCC Eastern Ohio
Chapter President: Doug McIntire, McIntire Plumbing
330-339-1539
mcintireplumbing@gmail.com

Secretary: Greg Eisenhart, Sanford Plumbing & Supply 
330-386-5191   
plumber@spii.net

Northeast Ohio Master PHCC
Chapter President: Gerry Gill, G.W. Gill Plumbing and Heating 
440-439-4417
gerry@gwgillplumbingandheating.com

Executive Secretary: Debbie Tittl
440-337-4285
neomphcc@aol.com

Stark County PHCC
Chapter President: Mike Kolp, J.L. Kolp Plumbing & Heating 
330-499-8353
mkolp@neo.rr.com

Executive Secretary: David Keister
330-895-4256
dkeister@plbgweb.net
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PHCC Ohio Local Chapter NEWS 

There are seven local chapters affiliated with PHCC Ohio: Akron, Cincinnati, Columbus, Dayton, Eastern Ohio, Northeast Ohio and 
Stark County.  PHCC Ohio and our local chapters are affiliated with the Plumbing-Heating-Cooling Contractors national association. 
 
Together our Associations (local, state and national) form one of the nation’s largest and strongest trade organizations and they 
comprise the only organization working around the clock exclusively in the interest of Plumbing-Heating-Cooling Contractors. 

CMPA Educational Foundation Annual Golf Outing  /  May 16, 2011

Ed Telscher; 
Brian Nieman; 

and Al Schmudde  
G

S
Elliott & Bradley Plumbing- 
Jeff Ancona; Nate Elliott; 
Don Elliott; and Kate Elliott



Name Title

Job function: c Contractor     c Builder     c Plumber     c Other: ___________________________________________________________

Company: 

Address:

Tel: Fax: Email:

Best way to get in touch: c Mail    c Phone    c Email     c Other: _________________________________________________________

# of employees ________ how long in business ________ states you work in ________

How much of your business is residential vs. commercial?    ________% Residential     ________% Commercial

1.  Tell us what has the biggest impact on the way you work on projects?

2.  Discuss how you evaluate products that you recommend or select for your projects?

3.  Do you ever offer alternatives to the specifications provided to you by the architect or engineer? Why or why not?

4.  Why do you select one brand over another?

5.  Are there any recent products that you have used that you are excited about?

6.  What are your top sources for product information? Top source ________ 2nd source ________ 3rd source ________

7.  What can manufacturers do better for you?

8.  Name five brands that come to mind that you consider to be “top brands” and tell us why you consider them top brands.

9.  Are you into Social Media? c Yes    c No    Why not? _____________________________________________________

c Check here if you are interested in being a part of an on-going research panel or focus group to provide feedback on topics related to
commercial or residential building?

Send me c $5 cash    or    c $5 Starbucks Card

Complete and Fax to: 800-501-3989 Code PHCCS

$5 For 5 Minutes 
Take this survey and Earn $5 for your opinions!

We need your

HELP!
Fill out all 

questions and fax 
to 1-800-501-3989

ICG4041P40611  6/28/11  3:42 PM  Page 1
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ACCA and PHCC Ohio are proud to present opening keynote speaker Harvey Alston! Considered one of 
the most dynamic, “high octane” speakers in America, Harvey Alston has been a full-time speaker since 
1989. He has spoken to millions of people throughout the US who have benefited not only from his 
knowledge, but also from the wisdom that Harvey brings to the finish line. 
  Harvey Alston’s unforgettable words of individual responsibility for achievement have improved 
spirits, spurred growth, and changed lives.  His powerful, soul-searching presentations uplift 
audiences to a higher standard, and to a level where they strive only for the best.  Harvey believes in 
solitary achievement, shared accomplishment and the dignity of human beings. 

As one of the most in-demand speakers in America, Harvey Alston’s career has spanned positions 
from head football coach of Columbus East High School in Ohio in 1968, to assistant director of 
student financial aid at the university level.  As an educator he’s taught English, biology, health, life 
sciences and math curricula.  Over the years, Harvey Alston has received recognition and awards from 
such diverse groups and organizations as the Ohio House of Representatives as one of Ohio’s Finest 
Citizens, the City of Columbus declared a Harvey Alston Day, and he was commissioned a Kentucky 
Colonel, and has received numerous national recognitions and awards.  However, none has more impact 
than the response from those individuals whose lives have been dramatically changed. People walk 
away from Harvey Alston’s presentations knowing they have just heard someone who “has been around 
the track a few times” and one who shares it in a way that people do not forget. He has the courage it 
takes to remind people that life is only what they make it, that self-respect does not come with the job, 
but is brought to the job by people who do the best they can do, with whatever work is available to them. 

Harvey Alston’s enterprise is called Best Inc., based on his philosophy and his book titled “Be 
the Best.” He is a member of the National Speakers Association and serves as advisor to many civic 
boards, panels, and commissions.

ACCA/PHCC Ohio Convention & Expo
March 28-31, 2012

Hilton Easton, Columbus

“I’ve seen Harvey not just excite, but ignite 
those who have long cashed it in.” Todd Alles

Mark Your Calendars!

For more information go to www.harveyalston.com 
LinkedIn |  Facebook |  YouTube

“Learn Today…
Earn Tomorrow”



Americans love the convenience and the sense of 
security cell phones give us. But, many people 
believe this useful device has become a curse in the 
hands of inconsiderate users and distracted drivers.

According to a study sponsored by the National Highway 
Traffic Safety Administration (NHTSA), distractions are a factor 
in nearly 80 percent of crashes and 65 percent of near-crashes. 
Dialing hand-held devices and talking on/listening to a hand-
held device are second and third on the list of top ten causes of 
vehicle crashes, after drowsiness.

Nearly every state has debated or is currently considering 
laws regulating the use of cell phones while driving. Some 
states have enacted legislation partially limiting cell phone use 
to allow only headsets or other hands-free devices. More states 
are considering this or other regulations, so keep informed. In 
January 2010, the U.S. Department of Transportation announced 
a federal ban on texting for commercial truck drivers.

Critics say that “heads” not “hands” are the problem. The 
mental process of carrying on a conversation is more distracting 
than the physical use of the phone. Safety experts fear that 
partial bans such as these may give drivers the green light to use 
hands-free devices and actually encourage more use. Research 
conducted in Norway and Sweden showed that drivers using 
headsets tended to make more calls and drive faster. A recent 
study indicates that headset voice dialing is almost twice as slow 
as finger dialing, prolonging time on the phone.

Some large corporations have established bans on use of 

cell phones while driving on company business-both as a safety 
precaution for their employees and to avoid possible liability. 
We urge you to consider this or other safety measures to 
encourage sensible use of cell phones in vehicles.

Safety tips for cell phone use in vehicles
- Don’t “hunt” for a ringing phone that’s out of reach.
- Pull over and stop to carry on a conversation.
- If you must talk, keep it short.
- Have a passenger take the call and relay the high points.
- Don’t address emotional or distressing issues while driving.
- Let calls go to voice mail instead of answering.

Sources: National Highway Traffic Safety Administration and 
Virginia Tech Transportation Institute
Insurance Institute for Highway Safety, Cellphone laws, http://
www.iihs.org/laws/cellphonelaws.aspx 

This publication is intended to provide general recommenda-
tions regarding risk prevention. It is not intended to include all 
steps or processes necessary to adequately protect you, your 
business, or your customers. You should always consult your 
personal attorney and insurance advisor for advice unique to 
you and your business. 

Blessing or a Curse?
Cell Phones – 
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It seems these days like we are all wearing a lot of 
hats and juggling many balls. More and more we 
hear people talk about being overwhelmed - or not 
being organized enough to handle everything that is 
on their plates.

 We all struggle with projects and time management 
now and then. What happens to many of us is that when 
we have too much to do, we end up doing nothing. We, in 
essence, become paralyzed by our to-do list. 

 Thankfully, there are steps you can take to get things 
back in line and start taking effective action.

 
1. Start by listing all of those to-do items. While it 
may seem scary, once you have them listed you can start 
attacking. If they only occupy space in your head, they can 
seem bigger than they are. So bring them down to earth and 
onto paper.
 
2. Prioritize the list. This is a key part of taking action. 
There really are items that are more important or pressing 
than others. So, put the list in order of importance or 
urgency. As a part of this discovery process identify any 
items that you can delegate. Ask yourself what the best use 
of your time is and if anything on your list falls outside of 
that scope, delegate it.
 
3. Take the list of items you couldn’t delegate and break 
them down into bite size steps. When to-do items are large 
they can seem overwhelming. However, remember the saying, 
‘you can only eat an elephant one bite at a time,’ and list the 
action steps that are necessary to accomplish the to-do item. 
 
4. Schedule action items. When will you get them done? This 
may require taking a step back and looking at your calendar 
from a distance. Scheduling activities in a constructive way 
will help you spend less time on them and actually get them 
done. And keep your goals to three at most. Only add an item 
after completing one. If the deadlines are different, consider 
staggering your activity so there is no down time.
 
5. Set up an accountability partnership. This is someone 

you can partner with to monitor your progress and celebrate 
your accomplishments. As you complete your tasks and move 
projects toward completion, make sure you acknowledge it. 
In addition, your accountability partner can help you schedule 
action items in a realistic way so you are more apt to be 
successful. And as a partnership, you will be helping them 
as well. I find that having these relationships helps me stay 
focused and on track.

 Getting things done is an important aspect of success. You 
can’t afford to allow a large list of to-do items to paralyze you 
or derail your efforts. Remember that feeling overwhelmed is 
a common occurrence for small business owners. This feeling 
doesn’t have to rule your world - you rule your world. So, take 
control, create your list, schedule your action items, and partner 
with someone who will help you stay the course. As you knock 
down item after item you will find yourself enjoying your 
business even more.

“Getting It D  ne”
5 Key Steps t
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C.P.I. MARKETING Columbus, Ohio

GRUNDFOS superbrute

Call
Toll Free
For More

Info
1-888-777-1645

– Building on success
Due to the popularity of 
the UPS15-58 SuperBrute, 
we designed six new 
models to expand the 
3-speed circulator range.  
For most hydronic heating 
applications, the UPS15-58 
is the only circulator you 
will ever need.  But, since 
some situations require 
unique demands, additional 
models were designed to 
expand the SuperBrute 
range.  All the pumps 
contain the same features 
that made the original 
SuperBrute such a sought-
after alternative.  Flexibility, 
ease of installation, and 
reduced inventory are the 
benefits that make the 
SuperBrute team the new 
standard in circulators.

 Model  Volts Material part #
UPS 15-35 SFC 115V Stainless 59896772

UPS 15-35 SUC 115V Stainless 59896778

UPS 15-35 SUC/TLC 115V Stainless 59896780

UPS 15-55 SFC 115V Stainless 59896773

UPS 15-55 SUC 115V Stainless 59896781

UPS 15-55 SUC/TLC 115V Stainless 59896783

UPS 15-58 FC 115V Cast Iron 59896341

UPS 15-58 FRC 115V Cast Iron 59896343

UPS 26-99 FC 115V Cast Iron 52722512

UPS 26-99 FC 230V Cast Iron 52722513

UPS 26-99 BFC 115V Bronze 52722518

UPS 26-99 BFC 230V Bronze 52722519

UPS 26-150 F 115V Cast Iron 95906630

UPS 26-150 F 230V Cast Iron 95906631

UPS 26-150 SF 115V Stainless 95906632

UPS 26-150 SF 230V Stainless 95906633

UPS 43-44 FC 115V Cast Iron 52722514

UPS 43-44 FC 230V Cast Iron 52722515

UPS 43-44 BFC 115V Bronze 52722520

UPS 43-44 BFC 230V Bronze 52722521

UPS 43-100 F 115V Cast Iron 95906636

UPS 43-100 F 230V Cast Iron 95906637

UPS 43-100 SF 115V Stainless 95906638

UPS 43-100 SF 230V Stainless 95906639

UPS 50-60 F 115V Cast Iron 97523134

UPS 50-60 F 230V Cast Iron 97523135

UPS 50-60 SF 115V Stainless 97523136

UPS 50-60 SF 230V Stainless 97523137
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What do the Beach Boys,
Mickey Mouse, and 
T&S low-lead faucets 
have in common?

Mickey Mouse® and the Beach Boys® are trademarks of Disney Enterprises, Inc. and Brothers Records, Inc., respectively, and T&S Brass has no affiliation with either such entity.

They all got their start in California, and they all swept the nation. Although 
California led the way with the AB1953 legislation mandating low-lead 
faucets, it’s only a matter of time until they are required in all states. And T&S 
is ready — all of our faucets are low-lead compliant and are available across 
the country. And, as always, T&S faucets are as rugged and reliable as they 
come, and meet the requirements of the Buy America Act. Contact your sales 
rep for more information.

T&S plumbing products represented in Ohio by:
Midwest Spec - 800-755-7732

w w w. t s b r a s s . c o m  •  8 0 0 . 4 7 6 . 4 1 0 3

contributing 
to LEED 
certification

TSB-437 Low Lead PHCC Ad PUBS.indd   11 12/1/10   8:47 AM



It is quite easy to do.  You get a bunch of calls, you think 
you’re busy, your guys work 72-hour weeks and then 
you take a breath sometime in early fall only to find that 
you’ve spent the summer fixing instead of installing.  Oh 

well, maybe next year. 

So if you’re getting tons of plumbing service calls thanks 
to the added use during summer months, when would it be wise 
to offer a service or product upgrade?  When the tech is at the 
home!  What about a Maintenance Agreement (yes, plumb-
ers!)? What about offering the 3-option close: “Repair, Replace, 
or Upgrade”? 

Your techs can see opportunities for up-sells – if they look 
for them.  But it’s not always easy for them to do what you 
might think is so obvious.  

Technicians can have a hard time “morphing” from tech to 
salesman. They’re technicians and usually not salespeople.  To 
help here, you can do one of two things.  You can have them 
call in a “Field Rep” for a second opinion when the opportunity 
is there (and pay a bonus if it sells). Or, you can have them 
trained by your salespeople or pro trainers to overcome objec-
tions and capitalize on sales situations. 

Most companies expect techs to know what to say when a 
sale is in front of them, but it’s just not so. Would you expect a 
pure salesperson to know how to install a sink, water heater, or 
new pipes?  No. My question is, “Why do you expect techs to 
sell without training?”  

Arm your technicians with the words and tools to capital-
ize on good opportunities.  This could include a few phrases 
to “paint” the sales picture; 3 ways to overcome objections; 3 

“do-all” sales closes; or a few comfort guarantees. To complete 
the “upsell” job, they must have the sales tools they need.  

All technicians should know how to sell benefits of replac-
ing older equipment, from fixtures to water heaters.  All techni-
cians should be schooled on utility savings, repair savings, new 
equipment warranties, property value increase, financing, and 
overall comfort now.  

At the end of the service, they should be taught to ask, 
“Would you like to save $10 in 10 seconds?” and have them go 
into your Maintenance Agreement offer. It’s closing questions 
like that that open doors to more sales. 

Your techs should carry a price book, and last but not least, 
they should get some sort of incentive for selling benefits to 
the customer.  This incentive is most likely a commission on 
the sale. But make sure you impress upon them that “selling” 
should meet a real need, not take advantage of a customer you 
are serving. The first time you catch someone selling something 
that the customer doesn’t need, an immediate reprimand is in 
order.

The better you develop a tech’s skills, the better your prof-
its are likely to improve.  The tech is there. The need is there. 
The customer can buy. Why don’t you all get together?

Adams Hudson is president of Hudson, Ink, a creative mar-
keting firm for contractors and PHCC National Marketing 
Partner. PHCC members can get a free report “Get More 
Plumbing Leads in Less Time” by emailing their polite request 
to FreePHCCstuff@HudsonInk.com or faxing company infor-
mation to 1-334-262-1115. See other marketing reports at www.
hudsonink.com or call 1-800-489-9099. 

By Adams Hudson

TRAIN YOUR
   TECHS TO

SELLg
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MEMBERSHIP MILESTONES IN 2011

60 Years  
O. D. Hollar & Son, Inc.

50 years 
Rich Holthaus Plumbing Company

45 Years
D & A Plumbing & Heating, Inc.

Dick Scott Plumbing, Inc.
York-Mahoning Mechanical Contrs., Inc.

30 Years
Hartville Plumbing

Haynes Plumbing & Heating Co., Inc.

25 Years
Jensen - Reiche Plumbing & Heating, Inc.

Jarvis Mechanical Constructors, Inc.
Ritter Plumbing

Applied Mechanical Services
Advanced Plumbing Services, Ltd.

20 Years
AAA Flexible Pipe Corp.

Silver Creek Plumbing Company

15 Years
A-Plumbing, Inc

Jim Neltner Plumbing Company
Coblentz Plumbing, Inc.

Haberek Plumbing & Heating
C. J. Hughes & Sons Plumbing

10 Years
Mechanical Systems of Dayton, Inc

Bob Pitts Plumbing
Elite Plumbing Co.

Holt Mechanical
Midwestern Plumbing Service
Sanford Plumbing & Supply
Barley’s Heating & A/C, Inc.

Beckler & Sons Plumbing Company
Campbell Plumbing, LLC

Russell Plumbing Inc.
Fetz Plumbing Heating & Air Conditioning

5 Years
Hofmann Plumbing Corp.

D. McIntosh Plumbing & Drain Services
Larkin Plumbing Inc.
Monroe Plumbing Inc.
Wat-Kem Mechanical

PHCC Ohio would like to recognize the following companies celebrating 
Membership Milestones in 2011. 

Thank you for your membership and continued support over the years. 
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Top Reasons to Join PHCC

ADVOCACY 
Powerful representation to defend you 
against excessive regulations in your 
community

NETWORKING 
Build relationships with fellow 
professionals, suppliers and customers

INFORMATION 
The latest need-to-know industry 
information    

EDUCATION
PHCC is the leading provider of technical 
and business training for contracting 
business owners, managers, and other 
personnel

EXPERT ADVISORS 
Access to PHCC’s legal, financial, 
legislative, regulatory and technical 
specialists 

MEMBER DISCOUNTS 
Significant discounts on workers comp, 
vehicles, license bonds and Speedway fuel 

3-in-1 MEMBERSHIP 
One price gets you Local, State and 
National level membership 

Without PHCC You Stand Alone!  
Join over 3,000 independent PHC 
Contractors to put PHCC Power in your 
Business!



Jim Thornton
Thornton & Son
330-793-9768
Fax: 793-5914
1005 N. Meridian Road
Youngstown, OH 44509
thorntonphc@aol.com

Treasurer
Dennis Schlekie
Approved Plumbing
440-526-2905
Fax: 440-526-7698
770 Ken Mar Industrial Pkwy
Broadview Heights, OH 44147
Dennis@approvedplumbing.com

President
Bruce Stebbins
Stebbins Plumbing & Heating
937-859-4534
Fax: 937-859-5441
621 E Dixie Drive
West Carrollton, OH 45449
stebplumb@gmail.com

Zone 3
Brian Nieman
Nieman Plumbing, Inc.
513-851-5588
Fax: 513-851-9104
2030 Stapleton Ct
Cincinnati, OH 45240
brian@niemanplumbing.com

Vice-President
Rob Fetz
Fetz Plumbing-Heating & A/C
937-652-1136
Fax: 937-652-0015
PO Box 516
Urbana, OH 43078
rftz@iapdatacom.net

Zone 6
Jim Haberek
Haberek Plumbing & Heating
216-433-7774
Fax: 216-433-7776
5330 Smith Road
Brookpark, OH 44142
office@haberek.com

Zone 7
Tom Shuman
Shuman, Inc.
330-688-2322
Fax: 330-688-3151
28 Castle Dr
Munroe Falls, OH 44262
tjshuman7@gmail.com

President-Elect
Greg Eisenhart
Sanford Plumbing & Supply
330-386-5191
Fax: 330-386-5470
1725 Pennsylvania Ave
East Liverpool, OH 43920
plumber@spii.net

Zone 9
Rick Seifert
D & A Plumbing & Heating
330-449-8733
Fax: 330-499-8747
11197 Cleveland Ave NW
Uniontown, OH 44685
ricks@crowngroupohio.com

Rocco Fana, Jr.
Executive Director

Debbie Tittl
Executive Assistant

Staff

Trustees

Officers
Past Presidents Advisory Committee

PHCC of Ohio 
2011 - 2012 Officers & Board

PHCC of Ohio
20040 Carolyn Ave

Rocky River, OH 44116
800-686-PHCC [7422]

Fax: 216-393-0095
www.phccohio.orgD

ep
ar

tm
en

ts

Mary Williams
Administrative Assistant

Zone 2
Ronald Schmitt
Joe Schmitt & Sons Plumbing 
& Heating
937-836-3086
Fax: 937-832-1827
500 Atla Ave; PO Box 237
Englewood, OH 45322
schmitt.ronald@gmail.com

Dave Keister
Keister Plumbing & Heating
330-895-4256
Fax: 330-895-4791
1215 Aurora Road
Minerva, OH 44657
dkeister@plbgweb.net

Greg Faustina
The Plumbing Source
216-365-0600
Fax: 216-365-0166
5042 Corbin
Bedford Heights, OH 44128
greg@plumbingsource.net

Zone 5
Terry Trimmer
The Waterworks
614-253-7246
550 Schrock Road
Columbus, OH 43229
ttrimmer@thewaterworks.com
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To grow professionally we aligned ourselves
with an organization that had a strong
emphasis on training and education. The
sharing, the Power Meetings and the cama-
raderie experienced since joining QSC has
helped take us to the next level!

‘‘

‘‘

Our members say it best!

Quality Service Contractors

(QSC) is an elite professional

association that assists 

plumbing and HVACR service

and repair contractors. We help

each member reach their

potential in our increasingly

demanding industry. As a

member, you benefit from

business management services

and state-of-the-art training

to enhance your image and

enable you to better serve the

needs of your clients.

For more information 
call (800) 533-7694 

or e-mail wallace@naphcc.org

Visit our Website: 
www.qsc-phcc.org

Teamwork
THE QSC ADVANTAGE

How Today’s Quality Service Contractors Stay Ahead

Patty Frank
Milton Frank Plumbing Co.
Spring, TX

Circle 381

PM07084QSC.indd   1 6/6/08   8:40:46 AM
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