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o State of the'art water extraction equipment
 Drying & dehumidification -
e Vortex drying — heat drying

e Mold remediation

e Thermal imaging

e [Water damage restoration

e Dedicated project managers

800-993-9345 www.on-sitecorporation.com prp@on-sitecorporation.com

On-Site, where quality and customer care is our first concern.

We understand how important it is to your business that @ M:@ /7 7=
our work be fast, reliable and most importantly done right the

first time. Our technicians are IICRG, mold, asbestos and lead SPECTAL

certified to provide your customers with quality workmanship. & RES

On-Site has developed our Partner Referral Program to

encourage plumbing contractors to call us for water losses.

Please]contact{us|to]sign]up]for:thisirewarding program!, St
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(paid advertisement)

HELP! $5 For 5 MINULES yucctions i

Take this survey and Earn $5 for your opinions!  to 1-800-501-3989

Name Title

Job function: (I Contractor [ Builder [ Plumber [ Other:

Company:

Address:

Tel: Fax: Email:

Best way to get in touch: 1 Mail [JPhone [ Email [JOther:

#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? [dYes [ONo Why not?

[ 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 [ $5 cash or [ $5 Starbucks Card a T m
Complete and Fax to: 800-501-3989
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products advertised may not meet Michigan Plumbing Code requirements.
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Finally, a portable water pump that is as versatile as the job demands.
Need to drain a water heater fast? The 331 from Liberty can do it in
minutes! How about draining a pool cover, filling a livestock tank
or removing water from a flooded area? The 331 is up to the task with
features like an extra-long power cord, convenient on/off switch and
hand-tighten prime plug that requires no tools.

The new 331 from Liberty...Portable. Powerful. Versatile. All you have to
do is add water!

Liberty Pumps

Innovate. Evolve.

1(800) 543-2550

Fax (585) 494-1839 www.libertypumps.com

Copyright © Liberty Pumps, Inc. 2010 All rights reserved.

1/2 hp, 115 Volt.

Maximum pumping
head - 105 feet.

Maximum suction
lift — 15 feet.

Maximum pressure
boost - 40 PS.I.

Not for use with chemicals or
flammable liquids.

Inc.
5000

One of Americas fastest growing,
privately owned companies.



In my last article as President, I would like
to express my thanks to you and the MPMCA
for allowing me to serve this past year. Currently

it is early July; when this article is published,
the summer will be a faint memory and the cold
winter reality will be soon arriving.

The annual summer meeting is history; you’ll
see coverage of these events and the awards
presented to the well deserving people in the next
magazine.

Speaking of awards, congratulations to Bill
Fedorinchik (JW Sales) — Lifetime Achievement
Award, Greater Michigan PMC — Local
Association of the Year Award, and Mike Buday —
Contractor of the Year Award. They are sincerely
deserving of our admiration for their dedication to
our associations and industry.

It’s always rewarding to serve the customer
in a fair and honest manner. Our work will result
in a satisfied customer when we stay focused on
providing a quality job. When reflecting on a
challenging job which gets completed as intended,
we feel a sense of accomplishment in seeing that
everything — the problems, delays, and hurdles —
works out when the customer is the priority. It’s
one of the rewards we experience in this industry.

The ultimate reward, however, is a secure
standard of living for our families that this
industry provides.

We’ve all experienced, and continue to
experience, a common characteristic of this
business: nothing stays the same. As members of
the MPMCA we have the tools to stay informed
of our changing times. I am hopeful that we will
meet our present day challenges as our industry
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changes in ways our predecessors could not
possibly have imagined. Aside from the condition
of our State and Nation’s economy, new taxes
and laws continue to make our practice of doing
business challenging. Appropriately, customers
expect our work practices and skills to improve
and meet their needs. This all means we work
harder and stay abreast to the latest technologies.
This is one of the great benefits of the MPMCA
membership as it keeps us informed of our
changing industry.

This vital information is available through
our parent associations — the MCA & PHCC — via
their websites, educational conferences and news
articles. It is there for our use, whether it be the
labor calculator, welding procedures, how to start
up a repair business in your company or develop
close out and commissioning procedures for your
project. There is useful information for every sized
company.

The relationships we forge and our ability to
change in order to meet the future challenges will
keep us strong and at the top of our game.

It is extremely important that we step up to
assume leadership roles in our local and state
associations. It is only through your efforts that
the proper leadership is given to our excellent staff
and Association. The goals and intentions of the
Board of Directors are implemented through the
efforts of our Executive Director Cindy Maher.
She does an excellent job as our representative
and at moving our agenda forward.

Thank you again for permitting me this great
opportunity and experience to serve our great
Association and industry.



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.

“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

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.

BRADFORD WHITE

www.bradfordwhite.com

WATER

Built to be the Best"”

HEATERS

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.
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Every house Tells ASlOry ...
this one about Hutzel Plumbing

Hutzel Plumbing & Heating Company - Michigan’s Oldest Plumbing Company

Hutzel Plumbing and Heating Company of
Ann Arbor is Michigan' s oldest plumbing
company, dating back to 1857 with the
opening of the Hutzel and Company family
mercantile,

There have been numerous wonderful stories
about the company throughout the years.
This one was resurrected during the recent
Ann Arbor City Club’" s Home Tour.

In 1992 the ownerofa home that was
plumbed by Hutzel & Company wrote:

‘When we removed the box to repairthe
lineron the old toilet tank fn our howse we

found this note pencifled on the well:

Hutzel & Co.
Detober 2, 1897

That was the yearthis hovse was built. We
bhave stripped and stained the box, sealed the

caPFcr.Hnl.-r and are :.H.Hulfng the same toilet.

Justshows when things are done well they
fast.”

The house
was builtin
1898 and
designed by
Irving and
Allen Pond
(who also
designed the
Michigan
Union and
the Michigan
League), the house includes the architects’
trademark diamond window panes and classical
balusters.

There are triple windows, a roman arch at the front
door. Inside, the home has ils original dark
woodwork, a piano nook, built-in benches and of
course, an autographed wall.
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Hutzel & Company was one of the founding
members of the PMC Association and their
employees have always been actively involved.

Through the years, several notable persons have
been inveolved in ownership and management of the
firm, including Lloyd Zill and Bill Romelhardt who
boughtinto the firm in 1957. Huizel' s continued fo
thrive and grow in Ann Arbor. In 1959 they moved
to 2023 West Stadium Boulevard, and by 1964
needed to move once again, this time to their
current home at 2311 South Industrial Highway. In
1966, Gene Cummins joined Lloyd and Bill as
Secretary-Treasurer before eventually becoming
principal owner.

When Gene Cummins passed away in 1997 the
Company was taken over by his wife Bettie and their
children, Linda, Scott and Scott' s wife Mancy, who
today are the principal owners and operators of this
historic company. Nancy Cummins currently serves
on the MPMCA
Board of Directors
and Executive
Commitiee as the
Vice President of
MPMCA.




BE>THINK » INNOVATE »

S
ST Lot 2
i RORNE e
\ Y , ;"‘ '1.."..1 ' ‘*; »
) e [P
.r/ = i&. -_ ..; . ,.._L- ‘j!-“
\ D \abe po
\ 1 = ! - m
( Grundfos is putting sustainability first by pioneering oA 4 di o
new and innovative technologies to help a growing R T j..{:;__"
world conserve its precious water, energy, and other 'Q‘. -
natural resources. e ’:5’:_,, Wi
Grundfos invests more financially than any other bt T *
pump manufacturer in developing energy-efficient prr .
N o b
MAGNA pumps and pumping systems. Pt
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buildings market.

Represented by:

HS/Buy Van Associates, Inc.
56 S. Squirrel Road « Auburn Hills, MI 48326
888-472-8982 » www.hsbuyvan.com
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The Annual 3MCA Golf Outing was
held Monday, June 20, 2011 at the
Country Club of Jackson with nearly
50 golfers in attendance.
Contractors, Associate members and
guests enjoved a great day of golf
with only a few minor rain showers.

First Place Team Low Score went to
Harley Eskew, John Lamke, Tim
Pruden and MNathan Oliver (pictured
1" row, left). Second Place Team
Low Score went to Dennis Maki,
Roger Churchill, JefT Daigle and
Mike Martin (pictured 1" row, right).
Closest 10 the Pin went 1o Nick
Carter (pictured below). Longest
Putt went to Tim Pruden with
Longest Drive to John Lamke. Skins
Game winners went to Teams
Catenacci, Churchill, Dobie,
Jehnzen, and Eskew,

After the golf outing, 3MCA made
$200.00 donations to both The
Salvation Army and to Breast Cancer
Awareness.

IMCA would also like to thank the
following sponsors: Association
Benefits Company, BeneSys,
ENERCO Corporation, ETNA
Supply Company, Ferguson
Enterprises, Inc., J.O. Galloup,
Nelson Trane, Novara Tesija
P.L.L.D. and The Country Club of
Jackson.

¢ ¢, LOCAL ASSOCIATIONS

<34 Mid-Michigan MCA -

SHEA

=3

2011 3MCA Golf Outing

Harley Exkew, Johm Lamke, Tim Proden & Nathor (Niver Dhenmis Maki, Roger Churchill, Jeff Daigle &

Mike Mertin

Jdufn Aiveda, Kirk Myers, Romady Kenroy & Chad Myvers Crenig Sperry, Nathan Pons, Pete DeRove, &

Bub Kieleszsewski

Baob Scheff. Kip Jonas, Jerry Jehmzen & Cory Petersen Drvid Fler, Alan Gosehike, Joe Kain & Brioe Knox

Niek Carter

Frank Eivosins, Panl Catenacel, Terry Potts & Price
Farhrrnick

Rich Applegone, Eric Nolfmes, Terrell Douniele & Gorry
Applegate
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Easy
above-the-floor
installation

The original plumbing solution since 1958

Install a bathroom anywhere you need!

SANICOMPACT

Garages

b FUMmps up to 2 vertically and 100
horizontally

= Allows the connection of a sink
Basements —

i & Uses approximately 38% less water
than a standard 1.6 gpf toilet

e & 53 years experience

PER ]
FLUSH! EQ

| s = 1-800-571-8191
ool houses www,saniflo.COm

ecocirc” auto and vario
Effortless “SMART" Heating Circulator

The Perfect Balance of

RELIABILITY
EFFICIENCY.
SIMPLICITY.

www.deppmann.com

Southfield | Grand Rapids
Saginaw | Cleveland

R.L. Deppmann Company
(800) 589-6120

@ Bell & Gossett
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LOCAL ASSOCIATIONS

22 West Michigan MCA

The Green Technology and Piping Systems Industry Week
The Green Technology and Piping Systems Industry Week held
this spring, at Local 174’s facilities, in Coopersville, was a
week-long exhibit of mechanical contracting technology. Eight
tractor trailers and exhibits showcased the various technolo-
gies of the piping industry’s training done on a consistent basis
in Local 174°s training center. These state-of- the-art mobile
classrooms provided workstations demonstrating industrial
instruction, welding, medical gas, residential and commercial
plumbing devices, green technologies, steam and hydronic
technologies, HVACR equipment and more!

Over 700 people participated in this educational event
aimed at increasing awareness of the public, local contrac-
tors, non-union workers and young people interested in career
opportunities, of training conducted and skills required in the
mechanical contracting field.

Local 174 and WMMCA were proud to sponsor the Green
Technology and Piping Systems Industry Week promoting
environmental stewardship of building technologies through
education for today and tomorrow’s workforce!

Officers Elected

During the WMMCA Annual meeting the following
contractor members were elected to the Executive Board: Brett
Lascko- Lascko Services, Tom Jasper-Andy J Egan Company
and Jodi Vandenberg- Advantage Mechanical~Refrigeration.

Contract Ratified

Local 174 and WMMCA representatives worked this year
to present contract terms which were ratified by the Local 174
membership on June 30, 2011. Local 174 and WMMCA pride
themselves on good labor management relationships and look
forward to working together to build market share and provide
stable employment for a skilled workforce.

The West Michigan Mechanical Contractors Association
promotes the organized mechanical contracting industry in
Western Michigan serving its members engaged in Industrial
Commercial and Residential: heating, power piping, plumbing,
process piping, ventilation, waste, and water treatment.

[12]
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.~ = . Provides warmth & comfort
with concealed units.

* *
TJurbonics inc.

The Original is Still The Best!

For more information contact:

TARGET SALES
1535 N Leroy St, Ste B, Fenton, MI 48430
PHONE: (810) 629-4147
FAX: (810) 629-5722

Don't Be Fooled By Any "Johnny-Come-Lately” Copy-Cat Units.

Federated Mutual Insurance Company
Federated Service Insurance Company®
Federated Life Insurance Company
Home Office: 121 East Park Square * Owatonna, Minnesota 55060

Phone: (507) 455-5200 « www.federatedinsurance.com
*Federated Service Company is not licensed in the states of NH, NJ, RI, and VT.
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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.
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. - o £

P 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 e
come, and meet the requirements of the Buy America Act. Contact your sales
rep for more information.

£} cwmes RELIABILITY BUILT IN

certification  www.tsbrass.com « 800.476.4103

T&S plumbing products represented in Michigan by:
Diversified Spec Sales - 248-398-2400
Process & Mechanical Systems, Inc. - 262-691-9991

Fall 2011 | Michigan Plumbing & Mechanical Contractor
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MCA Detroit’s 2011 Golf Invitational

THE 8TH ANNUAL KAROLAK CUP INVITATIONAL
In memory of John Karolak, HVAC contractor and industry leader.

It was a perfect day for golf! Sunny skies with a temperature in the high seventies. MCA contractors, their
staff and guests gathered first for lunch, where they had a chance to catch up with one another.

Early in the afternoon, the carts rolled out on to the beautiful course at Walnut Creek Country Club in Novi.
Approximately thirty two teams played this year and all commented that the afternoon was a beauty!

Cocktails followed the golf game, with dinner served in the club’s large dining room.
After introductions by Mike Flesher, MCA President, Cheri Karolak presented the trophy and other awards.
After dinner, a satisfied group headed home with a tool box gift sent presented by the association.

Michael Flesher, MCA President, presenting Cheri Karolak with honorary bouquet.
Cheri Karolak presented winners with memorable prizes for longest drive (men’s and women’s), longest putt and clos-
est to the hole. The Karolak Cup was awarded to the Graystone Consulting Team with the lowest team score of 59.

MCA DETROIT - Mechanical Contractors Association of Detroit
14801 West Eight Mile Road . Detroit, MI . 313-341-7661 . www.mcadetroit.org



MPMCA 2011
Membership Application

| (we) the undersigned agent of the firm identified,
hereby make application for membership in MPMCA.
In making this application, | (we):

(a) understand that membership in a local PHC or
Mechanical Association is a prerequisite to
membership in MPMCA, if such an association
serves the applicant's market area,

(b) agree to pay dues as established by MPMCA's
Board of Directors and to adhere to the Constitution
and Bylaws of the Association,

(¢} understand that the dues remillance must include
both MPMCA and NAPHCC dues. (except

Return To: MPMCA
PO Box 13100
Lansing, MI 48901
(517) 484-5500
Website www.mpmca.org

Dues Structure:
MPMCA (State Association Dues)

New Member (First Two Years)  $230.00 Annually

1 to 5 (average) Field Employees $456.00 Annually
$114.00 Quarterly

6 to 15 (average) Field Employees$545.00 Annually
$136.25 Quarterly

Associate).

16 + (Average) Field Employees  $652.00 Annually

Firm Name $163.00 Quarterly
StreslPO e
City/State/Zip NAPHCC (National Association Dues)
Telephone Active Member $460.00 Annually
FAX # $115.00 Quarterly

. Internet Member
E-mail

New NAPHCC members only
Maximum three years

Note:

Internet members will receive all information directly from PHCC
Website, will pay increased price for publications, have no voting
rights, and can remain an intemet member for a maximum of three
years. (Must be a new member and cannot switch from a current

$127.00 Annually
no quarterly available

Principal Officer's Name

Signature

Date of Application

Average # of Field Employees

D Union Shop D Open Shop active member to internet member.) Internet members can use the
Type of Work Contracted: PHCC Trademark or Logo as long as it is in accordance with the
] Plumbing O Piping ﬂ(ﬂbﬂ Trademark or Logo Use Policy.
[ Heating L] Cooling MPMCA Dues $
Circle Firm's Local Association: +
NAPHCC Dues $

Bay Area Assn MPMCI

Flint PMC Total = §

Greater Michigan PMC

Master Plumber Association of MI (Oakiand Co,) Remit total to: MPMCA, PO Box 13100, Lansing Ml 48901

Mid-Michigan MCA

MCA of Detroit

Morthwestern MPHCCA (Grand Traverse Co.)
South Macomb Assoc. PHCC

Check Enclosed __ Master Card ___ Visa
Card #

Expiration Date

Southwestern Association
Thumb Area Association CustomerCode
Upper Peninsula MCA (last 3 # on back of card in signature panel)
West Michigan MCA We need the complete address of where the credit card is billed.
West Michigan PHCC
Western Wayne PHCC Street Address
Questions: City State Zip Code

Call MPMCA 517-484-5500
Email info@mpmca.org

WWW.mpmca.org

Any declined checks or credit card charges are subject to a $15.00
service charge.




8 keys to maximize profit — All of these steps help improve

profit by themselves. However, together they work MAGIC!

[16]

CHECK GROSS PROFIT — for pricing efficiency and theft
problems. The typical 18% profit plumber tries to keep his
direct labor cost, including benefits, under 25% of his gross
sales, materials at 15% and gas at 2%. That makes his gross
profit 100-25-15-2=58%.

DETERMINE the AMOUNT of PROMOTION needed to
SELL OUT UNSOLD TIME based on HISTORICAL NEW
CUSTOMER ACQUISITION costs.

The typical plumber runs new customer costs of 14% to
26%. So, if you need to sell out $100,000 in time to new cus-
tomers, you would need to spend 314,000 to $26,000 to do it.
Check TOTAL SALES achievable at CURRENT FIELD
STAFF levels compared to CURRENT FIXED OVER-
HEADS. Then determine if a PROPER PROPORTION of
SALES to OVERHEAD is possible.

You want to keep you overhead under 40% of gross. If

you multiply your overhead by 2.5 you will calculate your
sales goal. Then determine if there are enough hours in the
month that your employee can work given your labor rate to
achieve your sales goal. Another way to set your sales goal
is to take your profit goal of 18% and multiply by 5.6. then
compare to determine if you have enough staff to hit that
number, given your labor rates, to reach the sales goal.
Implement a SELF FUNDING SUSTAINABLE PROGRAM
for active lead generation by ADJUSTING PRICING to re-
flect necessary NEW CUSTOMER ACQUISITION COSTS.
Once you determine what new customers cost, you must pass
that cost on to them in your prices. Otherwise, you will run

Michigan Plumbing & Mechanical Contractor | Fall 2011

SMUARTT EMENT HIRS

out of advertising budget before you hit your sales goals.
Measure CURRENT CUSTOMER RETENTION, then start
a CUSTOMER RETENTION PROGRAM to MAXIMIZE
it.

Most plumbers report that the average customer uses them
once every 18 to 24 months. If you look at your total sales
from two years ago and compare it to today s repeat sales
your customer retention becomes obvious. Retention rates
under 75% should trouble you. Then consider starting a
happy call program that is essential to hold staff account-
able to your high standards.

Start a system to measure YELLOW PAGE COSTS. Then
actively work to reduce those COSTS by improving copy
and proper placement.

From time to time track 100 customers to find out: are they
new or old? What yellow page book did they use? How much
was the sale? From this analysis you can determine what
your new customer cost is. We have tracked costs from $26
to 8450 with most around $100. Better ads run under $50
per customer in most markets with proper placement within
six pages of the start of the section at normal space rates.
INVEST up to three and a half percent of GROSS SALES in
radio, TV and Cable to MAXIMIZE Positive Top of Mind
Awareness which will, in turn, SUPER CHARGER YOUR
YELLOW PAGE and DIRECT MAIL results.

A 81,500 TV budget in most one hundred thousand-person
market can reach 25% of your target three times a month
on average. It would take a $7,500 budget in a five hundred
thousand-person market and a $!5,000 budget in a million-
person market to achieve the same coverage. So, you see, the
size of the market, compared to the size of your budget, will



tell you when you can become a player on TV.

8. Monitor CLOSING/CONVERSION RATES for CSR 5,
technicians and sales staff. Then implement a PROV-
EN SALES TRAINING PROGRAM for CSR's, TECH-
NICIANS and SALES STAFF to MAXIMIZE SALES
at PREMIUM PRICES. This is where having a good
mentor or sales trainer really comes in handy.

NOW LET’S DISCUSS LABOR RATES
First of all, there is NO MAGIC LABOR RATE

In the past 3 years, I have studied the financials of over
200 companies in 25 states and Canada. I have also con-
ducted consumer awareness and market share studies for
the same. This is a complicated issue, so I will try to keep
my analysis in plain language and grossly simplified.

1) Labor Rates are locally driven. To pay a techni-
cian $50 an hour is not uncommon in some cities,
while a technician with the same skill level may
get $15 an hour in other cities.

2) A contractor’s market share is driven by their
labor rates working together with their top-of-
mind awareness level.

3) The market share levels are predictable. Given
the population within 20 miles, the average age of
the home, a company’s labor rates, labor costs and
qualitative and simple formulas I will accurately
predict market share and potential, nine times out
of ten times.

4) Hourly efficiency is driven by traffic patterns
and your technician’s ability to sell additional
tasks. In effect, the more tasks done and the less
time spent in traffic, the higher the hourly ef-
ficiency.

Higher Hourly Efficiency =
Lower Real Labor Costs

So, let’s say you’re a FLAT rate company and your DI-
RECT labor goal is 25% of gross. It’s not just a matter of
taking your technicians pay including benefits and multi-
plying by 4.
- Example: $20 X 4 = $80/hr.
You have to figure it by actual working hour less (as-
suming) 50% efficiency.

- Example: $20 X 2 X 4 = $160/hr.
Now figure in call backs.

- Example: $20 X 2 X 4 =$160 + 10% call backs =
$176/hr.

When You're Installing

pipe or cable into an existing building
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@

because concealing has never been easier thanks to the
DECOSHIELD COVER SUPPORT SYSTEM
Not covering your pipe? Hang exposed piping with
Snap-2™ Pipe Hangers
offered exclusively by

Get (Creative

| }\"l.._'l.lhll'll..,'ld Sy sieéms., .=|'|k_
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5 “ : oy o,
- J Silewall  Pendani iy S
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For more information and samples call (800) 873-0894
or visit our website at www.decoshield.com

ENERGY SAVING
GAS-FIRED INFRA-RED HEATERS

Low intensity / high intensity models
Two-stage / single-stage operation
Vented / unvented units

Industrial f commercial applications
Residential garages

Engineered vacuum systems.
Stainless steel upgrades available
Easy installation - slip-fit tubes
Design assistance

Detroit Radiant Products Co. manufactures the most diverse line
of high and low intensity radiant heaters available. High quality
materials and superior construction features ensure years of refiable
and efficient operation

Factory Ropresesrbabing
il il Rachia
859 E. Whitcomb
Madison Heights, MI 48071
Ph: 800-334-6856 Fax: 248-589-8155

www. intradiant.com
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Sun & Fun.

New courses at FloPro University! makes learning fun. You'll get practical advice you
We're always adding new courses to our online can use every day!
learning channel, and now is a great time to visit
FloPro University. Join for free.

Join the FloPro Team online and take advantage of
Harness the sun. FloPro University this summer. It's free to members,
John Barba will give you what you need to design along with John Barba's Neighborhood, product
and install residential solar water heating systems info, tech support, free software, chat, and lots of
— the right way. Solar is a great way to grow your videos and podcasts. See you there for some sun
business and save energy, too! and fun!
Have some fun FloPro University.
How do you set and get the prices you deserve for One of the extras inside every
your services? How do you boost profitability? Ellen Taco box.
Rohr has the answers and her high energy style ———

!

Naco

comfort made easy*

£ 503 in
Tube www.taco-hvac.com/flopro




Where to Buy
Baco products

ALPENA SUPPLY

Alpena (989) 354-2181
ART’S PLBG SUPPLY

Detroit (313) 371-8888
Westland (734) 729-3110
BEHLER-YOUNG

ANN AMDO st (734) 761-5511
Flint (810) 743-1160
Grand Rapids.....mmmmm: (616) 531-3400
Jackson (517) 789-7191
Kalamazoo.......ssssssins (269) 343-5504
Lansing (517) 371-1770
Livonia (734) 524-0623
Muskegon.......... (231) 733-4421

New Hudso ..(248) 437-3070
Bloomfield Hills wenn(248) 335-6527
Saginaw. (989) 799-4805
Taylor. (734) 374-8231
Toledo, Oh (419) 727-8700

Traverse Cityuu.... (231) 946-7391

Warren (586) 779-1730
H.L.CLAEY’S

Oxford (586) 268-2666
Warren (586) 264-2561
CURRENT ELECTRIC

ANN ADO s (734) 222-6400
Tro (248) 689-8000
Ypsilanti (734) 484-5200
DURO SUPPLY

Bay Cit (517) 894-2811
ENERGY CONSULTANTS

Milford (248) 685-8336
FERGUSON SUPPLY

Big Rapid (231) 796-4889

Grand Rapids... ..(616) 456-1688
Muskegon........ ..(616) 733-4447
Petoske; (231) 348-1168
Traverse Citye (231) 947-3581
FERGUSON ENTERPRISES

Port HUron...mnn. (8 10) 987-3111
GREAT LAKES SUPPLY

Gaylord (989) 732-5600
Petoske: (231) 347-8771
H & E SUPPLY

Warren (586) 756-3900
HODGES SUPPLY

Flint (810) 239-9421
Pontiac (248) 858-2605
J.A.R. COMPANY

Bay Cit (989) 686-8507
JOCK & MELDRUM

Mt. ClEMENS...ovcsemssrssssssmissesssins (586) 463-0547
M SUPPLY

West Branch...........

ermrmmsmsmmmnn(517) 345-0727
MICHIGAN SUPPLY

Lansing (517) 484-6444
MIDWEST SUPPLY

St. Ignace (906) 643-7580
Traverse Cityo i (231) 943-3071
NORTHWEST PIPE

Brighton (517) 546-7473
Mio, (517) 826-6767
NU-WAY SUPPLY

Gaylord (517) 7325196
Highland (248) 889-9666
T G (810) 724-2385
Utica (586) 731-4000
PEERLESS SUPPLY

Adrian, (517) 263-2158
Monroe (734) 242-3655
SCHNEIDER WATER SUPPLY

Chesterfield. ..., (810) 749-6060
SID HARVEY

MarquUEtte s (906) 226-2186
TALASKI

Bad Axe (517) 269-7444
UNIVERSAL ELECTRIC PROD.
Farmington.... (248) 476-9500

Grand Rapids... (616) 784-5039
Howell (517) 546-9661
Kalamazoo. ..(269) 226-9772
Traverse City... .(231) 933-0755
WHOLESALE OIL & GAS

Detroit (313) 984-5555

But here’s the kicker: If you
can raise your hourly efficiency

and lower your call backs you

can charge customers less and

still keep your labor at 25%

Example: $20 X 1.5 efficiency
X 4=8120 + 5% call backs =
$126 hr.

The benefit to you of charging

less: more customer retention,

more referrals, better word of

mouth, equals lower customer

acquisition costs equals lower

overhead.

5)

6)

One time out of more
than 50 studies, have I
seen a time & material
(T/M) company with a
direct labor cost of less
than 35%. Now don’t get
me wrong, T/M compa-
nies often have higher
call-to-appointment ratios
and appointment-to-sales
ratios. But the plain fact
is, it is very rare to see a
T/M company clear more
than 8% profit. It’s very
common to see flat rate
companies that are prop-
erly managed, to be in the
12 to 18% profit range.
Overhead is the killer.
Companies that maximize
profits keep their overhead
below 40%. That is next
to impossible to do unless
you tie your sales goals
and tech staffing to mul-
tiples of your overhead.
Also, you must tie in your
advertising/promotion
budgets to cover the gap
between your actual sales
and your necessary sales
goal, as demanded by your
historical new customer
acquisition costs.

RULES

1. Flat rate pricing does
not forgive the sins of
bad management.

2. Low hourly efficiency
will push up real
costs.

3. Higher prices will
eventually equal lower
market share.

4. Wasted dollars on
bad advertising will
increase overhead.

5. Badly trained tech
with low average tick-
ets equal higher real
labor costs.

6. Excessive callbacks
eat profit and destroy
customer retention.

7. Abadly trained CSR
that wastes leads
kills your advertising
results.

CONCLUSION
It’s not just about some magic
ad. As an advertising pro I can tell
you, most times getting the phone
to ring is the easy part. It’s every-
thing you do after the phone rings!

It’s not just about some magic labor
rates. [T’S ABOUT WHETHER
YOU RETAIN CUSTOMERS
AND HOW YOU EXPLOIT THE
LEADS YOU GET.
So there you have it.
No magic labor rates.
No magic advertising.
No substitute for great manage-
ment.

THE REALITY — SUCCESS IS
A RESULT OF HARD WORK
AND PRAYER
Like Ghandi said “Before
enlightenment I carried water
and stacked wood ... after
enlightenment I carried water
and stacked wood.” Like John

Fall 2011 | Michigan Plumbing & Mechanical Contractor
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Pope (my favorite business planner) said, “We all learn from
mistakes ... but they don’t have to be our own mistakes.” So,
now that I’ve got my head on straight ... HOW DO I SET MY
ADVERTISING BUDGETS?

The central logic to smart budgeting is that one should:

1. “Buy” as many new customers as needed to achieve sales
and profit goals.

2. Pricing needs to be adjusted to reflect the actual “new cus-
tomer acquisition costs”.

A. The process starts with customer retention, most good
companies retain about 75% of their prior customers.
Example: 31,000,000 average sales in 2000 and 2001
should make the first $750,000 in 2002 easy to sell to
repeat and referred customers.

B.  When you look at dollar return on yellow page, TV and
radio, the normal range is between 1 to 4 and 1 to 6 in
new customer sales.

Example: Lets consider a 31,000,000 company with
a 7% advertising budget. Their $70,000 in advertis-
ing yields them $3280,000 to $420,000 in new customer
sales, so with a 7% advertising budget the company
can see results that range from:
Company A
$750,000-repeat customers
$280,000-new customers
$1,030,000 total
Company B
$750,000-repeat customers
$420,000-new customers
$1,170,000 total

That’s a 7% advertising budget yielding a 3%
to 17% sales increase. The difference in re-
sults is due to market conditions and advertis-
ing fulfillment skills.

Reminder: Advertising is what you do to “Brand” your
company. It is designed to get people to think of your company
when they have a future need. VS. Promotions are designed to
create the need and get sales immediately.

Example: Let’s say Company B, can do more work with his
existing staff AND has a 50% overhead. That 50% is killing his
profits, dragging him down from 18% to 8%. So company B’s
overhead is 50% ($585,000). To get his overhead down to 40%
his sales will need to increase to $1,462,500. He is $292,500
short of justifying his overhead. He needs promotion to solve his
problem.

Example: If new customers cost him 20% of the sale (typi-
cal), he needs to invest $292,500 X 20% = $58,500 to solve his
problem. He has four alternatives to fund the project:

1. Raise prices 4% to all customers. $1,462,500 X 4% =

[20] Michigan Plumbing & Mechanical Contractor | Fall 2011

$58,500

2. Charge new customers 20% more than repeat custom-
ers

3. Eat it; drop profit expectation from 18% to 13%

4. Suffer.

THE BIG PICTURE

I believe a contractor should operate with four principles:

1. I owe it to my customers to operate my company with
high ethics and efficiency.

2. I owe it to my employees to run a company that is
stable.

3. I owe it to myself and my family to earn 18% net profit.

4. Towe it to the LORD to “not be slothful” and to have
my money and my time be available to do His good
works. Too many of us are slaves to our companies,
unavailable to our families or our higher callings.

Some final thoughts on pricing: The conversion rates (clos-
ing rates) on the CSR and tech levels are the dead giveaway as
to whether you can raise your prices. The customer retention
levels are the dead giveaway as to whether those prices are
sustainable over time.

All of these statistics are measurable and therefore allow ac-
countability of yourself and your employees’ performance. Yes,
good CSR training and tech training will allow you to charge
more without a drop in conversion rates. However, while you
are waiting for the results of training, your conversion rates are
the best indicator of “price elasticity”, the fancy term econo-
mists use to mean what you can get away with, and by the way,
forget about the “going rate”.

The “going rate” would be better called the “going out of
business rate”. In 26 years as a consultant, I cannot tell you how
many times [ have seen young men turn old and bitter too soon
and families destroyed while they were trying to live with the
“going rate”. The “going rate” leaves no cash to put aside for the
eventual lawsuit or the general contractor that bankrupts on you
or the next economic down turn. The “going rate” sets you up to
be sold cheap to the next owner.

The business world today is not very forgiving of those
slow to adapt. Like it or not the industry is changing and con-
tractors are facing challenges, the biggest challenge I believe is
... their own thinking.

Mpr. Michael Morosi is the CEO of MultiMedia Advertising Ser-
vices, LLC, the nation’s largest advertising agency, specializing
in independent contractors. Following 12 years as a direct mail,
radio and television executive, he founded MultiMedia in 1992.
Mr. Morosi resides in Central NY with his wife and their five
children. Office 607-770-8933 | Website: www.contractor2020.
com | Email: multimedia(@stny.rr.com




By Adams Hudson

Do you realize that the failure rate in sales is 95%?
That means 95% of the people who go into sales fail
and get out. This huge majority of non-performers are
usually the ones doling out awful advice to you and set-
ting a poor image for the profession.

Many techs have bought into this image, believ-
ing somehow that sales is disreputable or that they’re
“above it” in some way and would never do that to a
customer. Bad word choices all around.

You see, sales — in the broadest sense of the word
—is what we’re all doing in some capacity. Everyone.
From the waiter at the nice restaurant to the guy at the
tire store to the beautiful actress on a TV infomercial.
And especially our children, who “sell” us on the idea
that they MUST HAVE every possible new toy-game-
candy-clothes-entertainment gadget that has ever been
invented... and a couple that haven’t.

When we get the benefit represented that meets or
exceeds the price, we have gotten a good value. Pure
and simple, please don’t forget: the best and most valu-
able sales are service.

That’s why it’s surprising that many technicians
shy from upselling. They feel customers will ask for
the upgrade OR will think they’re pushy if they offer it.
Hear me out: If you feel the upgrade/upsell is a worth-
while option for your prospect, it is your duty and re-
sponsibility to offer it. Make your techs and salespeople
see upsells this way. And here’s the way you make them
work...

nvice

If you have just 20 service calls a day and only
25% of those like you enough to be called “customers”,
that’s five repeats, and 15 “new” customers a day.

Let’s say the five repeats only buy the upsell 30%
of the time (national average is 60%), and the 15 new
customers only buy the upsell 10% of the time, that’s
1.5 sales a day of something.

If two-thirds of your actual upsells in both groups
only buy $300 of additional product or service (national
average) you’ll be seeing $78,000 out of your “repeats”
and $78,000 out of your new customers for $156,000 in
accidental money you’re missing. (That is: 1.5 custom-
ers a day x $300 x 66.66% = $77,992.)

Bottom Line: You can’t afford not to train your
technicians in selling techniques. It’s an investment
that makes them better employees and puts more dol-
lars in your pocket. You’re turning employees into an
untapped profit source that builds their confidence in
themselves your confidence in their abilities, and your
customer’s confidence in your company’s expertise.
And confidence equals sales. Pretty tough to lose when
you’re on the right side of the training track.

Adams Hudson is president of Hudson, Ink, a
creative marketing firm for contractors and PHCC
National Marketing Partner. PHCC members can go
to www.hudsonink.com to grab Adams’ free ezine, the

Contractor Sales & Marketing Insider or see other
marketing report.
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400 M. Walnut, Lansing, MI 48933
PO Box 13100, Lansing, MI 48801 (mail address)
(517) 484-5500 * Fax (517) 484-5225

MICHIGAN PLUMBING &

e-mail = info@mpmeca.org

website: www.mpmca.org

y MECHANICAL CONTRACTORS ASSOCIATION MCAA

Cynthia H. Maher, CAE, Executive Director »

2011 Backlow Refresher Class

From: Cynthia Maher, CAE, Executive Director

Subject: Backflow Tester Refresher Course - Co-sponsored by the Michigan Plumbing & Mechanical
Contractors Association and the State Board of Plumbing.

The 2011 dates for the one day Backflow Preventer Refresher classes are:
Friday, May 6, 2011 eeeeee Friday, December 16, 2011

Each class will be limited to 18 students. On the application form you can pick your first or second choice.
First choice will be determined on a first received basis.

The cost will be $360.00 for MPMCA Members or $400.00 for Nonmembers. This will include any
materials you will need plus lunch and breaks.

Plumbing Inspectors: This class has been approved for continuing education credits under the
requirements of Act 54. Plumbing Inspectors will receive -- 7 continuing education credits -- five
specialty hours and two technical hours.

Department of Environmental Quality: Participants may receive 6 hours (0.6 continuing education
credits) of Michigan Department of Environmental Quality advisory board approved education credits.

The location will be the Lexington Hotel in Lansing at 1-496 exit 1. If students would like to stay at the hotel
the night before the class, the rate is $93.00+ applicable tax per night, single or double occupancy. Hotel
information will be mailed with confirmations that will be mailed 3 to 4 weeks before the class.

Instructors Dennis Rapson or Martin Jipson will instruct:
1. Lawn Irrigation - Atmospheric Pressure
2. Beverage Dispenser Protection
3. Boiler Water Feed Protection
4. Spill Proof Pressure Vacuum Breaker
5. Review of A.5.5.E. Requirements and Application Chart
6. Test Stands for trouble shooting + test stand for three and five valve method
7. Video on trouble shooting.
8. Care of test kits.

If you have any questions please give MPMCA a call at 517-484-5500.

Go to www.mpmca.org to order online with your credit card.
Select the convenient “Shopping Cart” and complete your order.
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State Board of Plumbing
&
Michigan Plumbing & Mechanical Contractors Association

2011 Backflow Preventer Testing Refresher Course

APPLICATION
Student Name Backflow Certification #
Home Street Address
City, State, Zip License Number:
Home Telephone Journey 82-
Company Name Master _81-
Co. Street Address Email address:
City, State Zip
Co Phone FAX: Payment: Check one
County
. Member of MPMCA: [ ]
Send Confirmations of Class To: Check enclosed for $345.00
I Home Address Hours are from
8:00 a.m. to 4:00 p.m. Nonmember: Ij
I Business Address Laxi"ﬁtun Hotel, Lansing Check enclosed for $400.00

To pay with credit card go to
www.mpmca.org and select the
“Shopping Cart” on the home page.

All Applications must include payment. Cancellations must
be in writing, 10 days before class date to receive refund.
Make checks payable to MPMCA.

Please INDICATE your 1* & 2nd choice. Each class is limited to 18 students. Placement of first choice date will be
determined by date of application received. Confirmations will be sent one month prior to class.

May 6, 2011 (Friday) December 16, 2011 (Friday)
Lansing, Michigan Lansing, Michigan

Credit Card orders go to www.mpmca.org and use our convenient “Shopping Cart” -- Or
Make your check payable to MPMCA and Return to:
Michigan Plumbing & Mechanical Contractors Association
PO Box 13100
Lansing, MI 48901
Questions?? Call 517-484-5500 « FAX 517-484-5225 « Email info@mpmca.org
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A PEOPLE BUSINESS?

By Bill Harrison
President PLI, Inc.
wiharrison(@comcast.net

Whoever said the building industry was a people business?
The Coach just did! “Are you nuts?” - you might be tempted to
ask. This is about dusty job sites, heavy equipment, power tools,
unique trade materials, trucks, schedules and budgets, etc., etc.

The building industry indeed is about all those things; but at
the core what makes it all work is: PEOPLE

When it is working well and profits are being made it is
because of the people involved. And the same can be said when
it isn’t going well and we are losing our behinds. It is all about
people and what they do or do not do every day.

Think about it for a minute. What is the only factor that
separates your company from every other competitor out there;
now or in the future? Can the competition buy trucks? Sure. Can
they get materials from the supply house? Yes. Can they buy tools,
computers, etc., etc? Obviously. So, they can match you item for
item on “stuff”. So that leaves the only differentiation between you
and them is: PEOPLE

Rewards

In my monthly newsletter this year I will be spending a lot of
time covering the people aspect of the industry; because my experi-
ence shows it is sadly ignored for the most part. The basic premise
is that we will throw money at people and they will perform at a
high level. How well has that worked for you in the last few years?
Not well I would imagine because some of the first folks we let
go during this crisis were highly paid ones. They were actually
overpaid for their skill sets, attitude and work ethic. Am I on track
here? Can you relate?

If you want to get through these challenging times you will
need to get a better understanding of people and how they should
be led and managed and motivated and trained and rewarded and .

You get the picture. We already spend a lot of time on how we
handle our “stuff”, but the bottom line is never about our “stuff”;
it is always about our people. Our greatest wins and our biggest

losses come about from what our people do or do not do every day.

We need to look first at how we compensate folks for their
participation in our company. Have you ever given someone a raise
in salary or wage? Stop that! We all know when folks are given
things they don’t appreciate it; they just expect to be given more.

Most of your team members expect to be paid for attendance;
not performance. It is critical however that you create systems
where team members can earn greater rewards; that doesn’t always
mean a raise. The more your people do, and the better they do it,
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the more reward they
can earn. This puts the

responsibility for rewards
where it belongs — with the individual team member. It can also be
designed to affect teams of folks; not just the individual.

Growing our team members

Another very sad aspect of our industry is the almost total lack
of effective training; particularly as our team members advance to
supervisory positions. Giving someone the title of foreman does_
not give them the requisite skills to be a supervisor. Think for a
moment. Why do we select someone to be a foreman? Usually
because they are a very hard working and accomplished tradesman.
They are a very good worker. Right?

And why is the position of foreman so critical? Everyone
understands that we win or lose in the field; not in our corporate of-
fice. We might use the title of superintendent, or foreman, or some-
thing else; but that is the person who makes it happen every day.

And the greatest challenge for a new supervisor — getting the
work done through others. In fact, their being a hard worker often
hinders them in getting the job done. And yet, with our most criti-
cal position, a field supervisor, we almost never train them on how
to be an effective one.

Their knowing their trade is a great asset. But they can’t be
a good supervisor unless they understand how to lead, supervise,
motivate, plan the actions of, and get results from — PEOPLE

We have covered some very significant areas in this short
article. Your understanding of these concepts is irrelevant however.
The world is full of folks who know what to do or understand what
to do.

It is seriously under populated in those who actually do it. Are
you going to be a knower or a doer. Choosing to get it done; no
matter what, will lead you to the top of your industry. Are you go-
ing to read this and think about acting on it; or are you going to act
on these ideas today?

The Coach does not succeed until you succeed.

Bill Harrison is president of

PLI, Inc. His contact information
is: P. O. Box 1403

Centreville, VA 20122

(703) 909-8230
wiharrison@comcast.net
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Course of Study:
 Regularity of Occurrences

 Causes of Cross Connection

* Health Hazards

e 8 Ways to Prevent Cross Connection
e How to Spot and Correct Defects

PROTECT THE HEALTH OF
YOUR NATION

Working Together to Stop Backflow
Limited Space - Sign up Now

Fall 2011 | Michigan Plumbing & Mechanical Contractor  [25]



[26]

Register Today
Limited Seating

Location &
2011 Dates

April 5-7, 2011

May 3-5, 2011
Aug. 30-Sept 1, 2011
Dec. 13-15, 2011

Classes start at 8:00 a.m.
end at 4:00 p.m.

Lexington Hotel Lansing
925 S. Creyts Rd
Lansing Ml 48917

Exit 1 off 1-496

Hotel Room Reservations
517-323-7100

Do not make your
reservations at the Lexington
Hotel until you have received

your class confirmation.
Information will be sent to
you at that time.

Lodging is not covered in
registration fee. A group fee
of $93.00 plus tax per night
has been negotiated at the
hotel for single or double
occupancy.

Note:

Class confirmations

will be mailed one
month prior to class.

Questions?
Call MPMCA
517-484-5500

Email - info@mpmca.org

‘ Sponsored By: \

Michigan Plumbing and Mechanical Contractors Association, State Board
of Plumbing, and the Michigan Department of Environmental Quality.

Instructor:

The Seminar will be conducted by Dennis Rapson, master plumber, mechanical
contractor, certified backflow tester, & 27 years as plumbing inspector.

Class Content:

Tuesday:
Overview of the problem of cross connections. Review of case histories,
causes, health hazards. Study of Department of Environmental Quality
Rules, and Michigan Plumbing Code with regard to the protection of the
Potable Water Supply. Review of American Society of Sanitary Engineering
guide for the proper selection and use of backflow prevention devices.
Description of the eight different ways to prevent cross-connections.
Detailed study of reduced pressure type backflow preventer. Class
instruction will include the use of films, and review quizzes to reinforce the
message of the instructor.

Wednesday:
Hands-on experience with various backflow preventers. Students will learn
how to spot defects, and how to correct them. Instructor on hand to answer
any questions, or help solve any problems during the hands-on testing
experience.

Thursday:
Detailed instruction on varieties of backflow preventers by factory
representatives of the various manufacturers. Representatives from the
following companies will conduct mini-seminars on the intricacies of testing
and repairing their particular devices:

BALFREY & JOHNSTON (REPRESENTING WILKINS)

DAVE WATSON ASSOCIATES (REPRESENTING WATTS) (AMES)
SALES SERVICE PLUS (REPRESENTING FEBCO)

MiD-WEST INSTRUMENT (TEST EQUIPMENT)

V.E. SALES COMPANY (REPRESENTING CONBRACO)

Final Examination of Proficiency
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‘ Who Should \

The seminar is open to master and journey plumbers, plus others who
need to test backflow preventers in their place of employment.

What You’ll Get

Upon satisfactory completion, Michigan licensed plumbers receive a
State Approved certification for general testing and are qualified to
repair or replace backflow devices. However, licensed plumbers must

provide their license number and date of the license expiration.

License plumbers must have current license to receive the backflow

certification.

If the license is expired a letter of completion will be

issued limiting testing to the premises of their current place of

employment.

Other graduates who are not licensed plumbers receive a letter of
completion, limiting testing to the premises of their current place of

employment only. They are not permitted to test in the field, install, or

make repairs to backflow devices.

Pz ipants will rec

credrl‘s] M EQ Dlwsmn of WalerSuEmy_ '

Under Act 54 — Plumbing Inspectors reqgistration Act — Plumbing

Inspectors will receive 24 continuing education credits, 16
specialty hours and 8 technical hours.

Complete the application form on the reverse side. The registration
fee is $670.00 for MPMCA members and $710 for nonmembers which
covers the three days of instruction, examination materials, three
lunches, and six breaks. Each class is limited to 36 participants and
licensed plumbers will receive an enrollment priority. Registration fee
must accompany application form to be considered for acceptance.

Purchase orders are not accepted.

Certified Testers with a current Michigan plumbing license will be

listed on our website.

For a tester referral you must provide us with a company name,

address, phone number, and county.

If a company name is not provided, your listing will have your first
name, last name, certification number, and plumbing license number

listed.

Home addresses and home phone numbers are not listed on our
website unless you let us know that is what you want for your listing.

To receive your first choice

register as early as possible.

Confirmations are sent one
month prior to class date.

i
!
i
!
i
!
i

Nonmember

$710

3 Day
Course

Lok L ol 1 Sl T She § o
B -8 - -8 -85 -af--ai-

Also Offered

BACKFLOW PREVENTER
TESTING REFRESHER
COURSE

Cost: $36000 Members
$400.00 Nonmembers

The instruction will be on:

1. Lawn Irrigation — Atmospheric
Pressure,

2. Beverage Dispenser
Frotection,

3. Boiler Water Feed Protection,

4. Spill Proof Pressure Vacuum
Breaker,

. Review of A.S.S.E.
Requirements and Application
Charts,

. Test Stands for trouble
shooting + test stand for three
and five valve method,

. Video on troubleshooting,

. Care of test kits.

o

o)

oo ~J

Refresher Dates:

May 6, 2011
December 16, 2011

To register online go to

WWW.mpmca.orq
click on the shopping cart and

complete registration.

Members need to login to
receive the member
discounted price. Call
MPMCA if you need your
member login and
password.

If you have any questions on this
program please call MPMCA
at the number below.

517-484-5500

To attend the Refresher Class
you must have previously
attended and successfully

completed the three day
Backflow Preventer
Training Program.
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Michigan State Board of Plumbing
&
Michigan Plumbing & Mechanical Contractors Association
APPLICATION

2011 Backflow Preventer Training Program

Student Name Have you taken this class before?

Y N
Home Street Address es__ o___

Licensed Plumber? Yes__ No

City, State, Zip

License Number: (Plumber license

Home Telephone must be current & expiration date provided)

Master exp. date
Company Name
Journey exp. Date
Co. Street Address
Email
City, State, Zip
Co. Phone ( ) Co. Fax ( ) Co. Email
County Co. Email
Send Confirmation of Class Placement and Certificate Upon Payment:
Completion to: Title Member of MPMCA: Check
I:l Home Address Please include mail enclosed for $670.00
stop or division/ftitle if
this will help assure Nonmember: Check enclosed
[ ] Business Address g
you receive this
confimmation for $710.00
All applications must include payment. Sent via USPS
Purchase orders not accepted. Cla p
Cancellations must be in writing, 10 days before class to
receive refund. No Phone reservations taken. . :

Please INDICATE your 1, 2™, & 3™ choice. If your first choice is not available, we will confirm your second choice. If
your second choice is not available, we will confirm your 3" choice. Each class is limited to 36 students. Licensed
Plumbers will receive an enrollment priority. Confirmation will be sent one month prior to confirmed class date.

April 5-7, 2011 May 3-5, 2011 Aug. 30-Sept. 1, 2011 Dec. 13-15, 2011

MPMCA Members be sure to take your Member Discount!!

Order online at www.mpmca.org using the convenient “Shopping Cart” or
Make your Check Payable to MPMCA and Return to:
Michigan Plumbing & Mechanical Contractors Association
PO Box 13100
Lansing, MI 48901
Questions?? Call 517-484-5500 — Fax 517-484-5225 — E-Mail: info@mpmca.org
Application forms must be completed in its entirety to be considered for Class Placement
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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.

gt SERVICE COMTRy.
i iy

SAVE OVER 800
' LR d Ty Oty

For more information call (800) 533-7694
or e-mail walloce@naphcc.org

T .
TRUST 1E pamions BES

Estimating Software

For Plumbing and Mechanical Contractors

ODES CO || =%

PROFERRED PLUMBING PRODUCTS Toilet and
= Tank Repair
FASTIPIIPE  for plumbing, HVAC, and industrial piping FAMILY OWNED AND OPERATED SINCE 1943
EFASTIMCT for HVAC ductwork and industrial sheet metal
SFASTWRAP.  por nd cen s GET YOUR FREE

N
Tubular and

CONTRACTOR DIRECT
FULL LINE
BUYERS CATALOG

Supplies

IESx: 1280079825934

SIX MONTH

om0 nicE FReEzE

wternal Trim

Easy to learn, intuitive interface

e st — Over 8000

Internal

View our oniine demos now at www. fastest-inc.com! Items In Stock

FAsTEsT INC.  800-828-7108  www.fastest-inc.com

Faucet Repair
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MICHIGAN PLUMBING & MECHANICAL

CONTRACTORS ASSOCIATION

ORDER FORM
2009 MICHIGAN PLUMBING — 2009 RESIDENTIAL CODE

(2009 International Fuel Gas Code used in conjunction with the 2009 Michigan Mechanical Code)
2009 Plumbing Code Commentary (does not include Michigan amendments)

MPMCA NON - Members Use the Chart to order your books.

Quantity Item Unit Price Total
2009 Michigan Plumbing Code Soft Cover $65.00
2009 Michigan Mechanical Code Soft Cover $65.00
2009 Michigan Residential Code Soft Cover $87.50
2009 Michigan Building Code Soft Cover $102.50
2009 Fuel Gas Code {Used with 2009 Ml Mechanical Code) Soft Cover $54.00
2009 Internaticnal Plumbing Code Commentary Soft Cover $73.00
2009 International Fuel Gas Code Commentary Soft Cover $66.00
2009 International Mechanical Code Commentary Soft Cover $73.00
Name Phone Fax
Company Name
Street Address
City State Zip
E-mail address
This Address is: [] Residential [] Business
Payment: [Jcheck {payable 1o MPMCA) (] MasterCard [] Visa No Debhit Cards Accepted
Card # Customer Code __ _  [iastthree numbers on Back of card in signature panel)
Expiration Date Signature

We need the complete address of where the credit card is billed.
Address & City State Zip Code

Mail or Fax to: MPMCA, PO Box 13100, Lansing MI 48901
FAX: 517-484-5225 Phone: 517-484-5500
Order on line at www.mpmca.org using our secure online shopping cart.

TOTAL BOOKS =
**All Orders must include Shipping & Handling ADD 6% SALES TAX =
$0 to $50.00 shipping charge = $18.75 If you are tax exempt we need your tax exempt # enter on line above
$51.00 to $100.00 shipping charge = $21.00 SUB TOTAL =
$101.00 to $250.00 shipping charge = $23.25 ADD SHIPPING =
$251.00 to $500.00 shipping charge = $25.50 (*SEE CHART)
$500.00 to $1,000.00 shipping charge = $31.00 -
Over $1000.00 call MPMCA for shipping charge. : TOT}_-\L ORD_ER :

Declined credit cards subject to a $25.00 service charge.
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The Torch Is Past
(and so are welding and grooving)

Put those welding torches away and pack up that old roll groover

too. Now, there is a better way to connect stainless steel pipe —with ~rh
Viega ProPress®. Press technology is faster, safer and more consistent ~
compared to traditional methods. We’ll prove it! Contact Viega for

more information or for a demonstration on the future of pipe joining.

% ([
The global leader Vlega
in plumbing, heating

TheTorchlsPast.com . .
866.766.7805 and pipe joining systems
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MPMCA

PRSRT STD
PO Box 13100 U.S. Postage
Lansing, MI 48901 PAID
Permit No. 592
Pontiac, lllinois

Propane.
Train Right.
Build Better.

Train With Us to Deliver
Optimized Home Heating.

Want to install the strongest-performing home heating system? It depends on

where you stand. Literally. A new study on comparative home heating reveals how system
performance varies depending on location, energy and appliances.

Learn all about it and earn CEU credits by taking our free AIA- and NAHB-approved
Comparative Home Heating course at buildwithpropane.com/training.

Find a Michigan propane retailer at PROMNE

www.usemichiganpropane.com. EXCEPTIONAL ENERGY®



