
 

 

 
 
 

 

D & B Distributing Co., Inc. 
 
 

 

 

Presenter: Herbert Harvey,  Bradford White  

The topic is Jetglas  

 
The December 5th Tech Training will be  

offered by Bradford White Corporation’s  

seasoned presenter, Herbert “Harvey”, Jr.  

 

"Harvey" will present a Jetglas Commercial  

Water Heater troubleshooting class.  

 

This 70-minute presentation will include  

detailed information on product  

description, troubleshooting and discussion.  

 

Click here to register for the  
December 5th Dinner and     

Training. 

METROPOLITAN WASHINGTON ASSOCIATION OF PLUMBING-HEATING-COOLING CONTRACTORS 
Founded in 1873 

CLICK THIS LINK TO REGISTER FOR December 5, 2019 - TECH TRAINING  

Metropolitan Washington Association of 

Plumbing-Heating-Cooling Contractors 

December  2019 

Newsleak -  

Sponsored by: 

    MWPHCC 
    Monthly Meeting & Training 

December 5, 2019 
6:00 p.m. 

All are Welcome! 
 

Metropolitan Washington PHCC 
 

The Metropolitan Washington Association of Plumbing- 
Heating-Cooling Contractors (MWPHCC) was founded in 
1873 and represents approximately 40 companies and 
their employees. We place a strong emphasis on training 
and social networking and we are always focused on ways 
to make your business more profitable. Our chapter also 
places importance on giving back to the community 
through community service and promotion of the industry. 

 
Our chapter meets monthly, usually the first Thursday of 
the month in College Park, MD We provide a free training 
at 6:00 pm, followed by our General Meeting and compli-
mentary dinner. 

 

Our monthly meeting and                
Complimentary Dinner will               

immediately  follow the training. 
Please bring a toy for our 

Toys for Tots Drive! 

Please RSVP to: Sue Thompson at Sue@mwphcc.org / 

301-278-2962 

 Please join us for our monthly 

meeting and training on  

 

Thurs, December 5,  2019 

Holiday Inn in College Park, 

10000 Baltimore Avenue  

College Park, MD 20740  

6:00 - 7:30 pm: T-4 Training:  

https://www.eventbrite.com/e/december-5-2019-mwphcc-tech-training-and-holiday-dinner-meeting-tickets-82810876561
https://www.eventbrite.com/e/december-5-2019-mwphcc-tech-training-and-holiday-dinner-meeting-tickets-82810876561
https://www.eventbrite.com/e/december-5-2019-mwphcc-tech-training-and-holiday-dinner-meeting-tickets-82810876561
https://www.eventbrite.com/e/december-5-2019-mwphcc-tech-training-and-holiday-dinner-meeting-tickets-82810876561
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A Message from PHCC President Jonathan Moyer 

As we head into Thanksgiving next 

week, I wish you all a much-deserved 

break, hopefully filled with good food 

and time spent with family or friends. I 

know I’m particularly thankful this year 

to be serving as your PHCC president, 

representing passionate people who 

truly care about this industry. 

Speaking of such, one of my personal 

passions – and one of my biggest 

goals for the year – is working 

to protect professionalism in our in-

dustry. It’s a crucial issue, especially in 

my home state of Pennsylvania, where 

a patchwork of local licensing laws 

result in very few restrictions for those 

performing plumbing work and even 

fewer for those in HVAC. 

It was exciting to see PHCC of Texas’ 

strong advocacy efforts last summer to 

preserve the plumbing board in that 

state. I encourage you to build relation-

ships with lawmakers and with the 

governor’s office in your state to ex-

plain the risks and costs involved 

when plumbing and HVAC equipment 

is not properly installed and main-

tained by qualified professionals. 

Launch a letter-writing campaign to 

your legislators (PHCC—National can 

help you with that!). Leverage your 

relationships with other industry pros 

or even your own social media plat-

forms or website to explain the im-

portance of hiring a professional. 

Think our profession deserves more 

respect? 

The other aspect of protecting profes-

sionalism is about enhancing 

the image of our industry. My em-

ployees know clean, professional uni-

forms and neat, organized trucks are 

must-haves in my company. It’s im-

portant to me to present a positive 

image to our customers, our vendors 

and even to each other. After all, if we 

want to command more “professional” 

wages, we have to look professional! 

Helping my company, Cocalico Plumb-

ing & Heating, be recognized as the 

contractor of choice in my area also 

means ensuring that my employees 

are properly trained and highly knowl-

edgeable. At a minimum, we hold one 

company-wide training session each 

month, in addition to other opportuni-

ties throughout the year for more spe-

c i a l i z e d  t r a i n i n g .  P H C C , 

our Educational Foundation and local 

representatives from your product 

manufacturers are great resources for 

training opportunities. 

Who do you want working for you? 

Let’s face it, we all want to recruit the 

top talent out there to move our busi-

nesses forward and protect the reputa-

tion that we’ve worked hard to build. 

Looking neat – appearing professional 

– will go far in people wanting to be a 

part of our industry. 

I also encourage you to promote the 

breadth of professional opportunities 

in our business. As we know, plumbing 

is much more than fixing toilets; there 

are opportunities related to product 

engineering, estimating, project man-

agement and even business owner-

ship! Use the PHCC resources found in 

the Workforce Development Center 

(under PHCC Resource Center 

at phccweb.org) to explain the de-

mand, skills needed and professional 

possibilities associated with careers in 

the p-h-c industry. With smart technol-

ogy, especially, the products and capa-

bilities we’re dealing with today are so 

much more technical than they used 

to be, and those aspects appeal to 

younger people. 

Take the time to get personally in-

volved in recruiting in your communi-

ties. Meet with students, counselors 

and teachers in your area schools. (I 

recently had my son, who manages my 

HVAC division, talk with students at 

our local high school because I 

thought they would identify better with 

someone younger than me!) Serve on 

the advisory board at your local trade 

school. Join a professional networking 

group in your area, or get involved in 

your Chamber of Commerce. 

Get out there and sell the industry!   

 

For more ideas on how you can sup-

port your local educators by providing 

your expertise, time and resources, 

click here.  

“Get out There and Sell the Industry!” 

By Jonathan Moyer, PHCC National Association President, November 19, 2019 

Be Inspired.      Be the Best.     Join PHCC.   

Jonathan Moyer 

PHCC National Association 

President 

http://www.phccweb.org/
http://www.phccfoundation.org/
http://www.phccweb.org/
https://www.phccweb.org/news/get-out-there-and-sell-the-industry/
http://www.phccweb.org/About/requestInfo.cfm?navItemNumber=505
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Benefits of PHCC Membership 

Greetings my fellow Heroes! It’s hard 

to believe that we are almost through 

November and looking straight into 

the face of yet another year. I mean 

just think about it. This week will be 

Thanksgiving and then Christmas and 

then New Years. I’m already tired of 

hearing how many days left till Christ-

mas. 

 

Quite a few folks use the new year for 

a time of reflection and reviewing their 

lives. They look forward to a clean 

slate. A time of new beginnings and a 

fresh start. A chance to plan to repeat 

more of what went well to be more 

successful in the future. One might 

want to change their attitudes and 

behaviors on things that didn’t work 

out like they planned to achieve a 

better outcome in the new year. I’m 

sure you are asking why am I writing 

about New Year Resolutions now? 

Well I’m glad you asked! 

 

I had the pleasure of attending the 

PHCC 2019 Connect Event held earli-

er this month in Indianapolis, IN. 

Resideo-Honeywell Home was just one 

of hundreds of vendors that support 

the PHCC.  As an employee of a Manu-

facturer, I had the pleasure of speak-

ing with several hundred contractors. 

Not only did I talk about our products, 

the training we could provide to their 

service and install personal but also, I 

was able to listen to them talk about 

their businesses and get to know 

them better. I could totally relate to a 

lot of the issues they were experienc-

ing having owned a service company 

for over 10 years. We talked about a 

few of them -lack of technicians, high 

costs of operating a successful busi-

ness, quality time with their families, 

government regulations, and keeping 

up with changing technologies. 

 

Walking around the Trade Show I was 

impressed with how many amazing 

companies were represented. If you 

needed something to run your busi-

ness there was at least one company 

there that could meet your need. 

Products, Services, Technology, Fleet, 

Marketing, Insurance and Financial 

were just a few of the industries repre-

sented. I was also able to talk many of 

the leadership individuals and was 

blown away by their knowledge and 

commitment to not only support their 

members but bring value to the group 

as well. One topic that continued to 

come up over and over was planning. 

How could the Association help their 

members bring their businesses to 

the next level in the new year? So 

know you know why I started my arti-

cle the way I did. 

 

With the end of the year fast ap-

proaching, I would like to focus on the 

plethora of benefits which are availa-

ble to help you make your business 

that best of the best. These benefits 

come from being a member of the 

PHCC. You, as a member are included 

in an amazing group of people and 

what a diverse group it is -the best 

Contractors, Supply Houses, Manufac-

turers, and Service Support Providers 

just to name a few. You also have at 

your fingertips folks that are willing to 

share their successes as well as 

their failures.  

 

One of my mentor’s years ago gave 

me some advice I will never forget. “A 

stupid person never learns; an aver-

age person learns from their mistakes 

but a smart person learns for some-

one else’s mistake.” 

 

Having trouble finding good employ-

ees?  Use the Human Resources infor-

mation available to you through 

the website or give the National Office 

a call. You could also reach out to 

other contractors, vendors, and manu-

facture reps, for ideas on how to at-

tract new employees.  I volunteered at 

a couple of local high schools and had 

new techs ready to come to work once 

they graduated. My company also 

their sports teams; Basketball, Base-

ball and Football. 

 

What about training the technicians 

you already have? PHCC has a DOL 

approved Training Program which you 

can enrolled your employees. There 

are several levels courses to choose 

from to help get your team to the next 

level. There are also classes for the 

business owner, to help with finances, 

human resources, marketing and sev-

eral other areas.  

 

((Continued on p.13) 

 

 

Reflections from the PHCC Connect Event 

By Carolyn Greene, Water Sales Leader, Resideo PRO Install/Honeywell Home 

Be Inspired.      Be the Best.     Join PHCC.   

http://www.phccweb.org/About/requestInfo.cfm?navItemNumber=505
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Trades companies today sell in a vari-

ety of ways.  Sometimes it’s the own-

er themselves in the sales role.  Other 

times the techs are doing the presen-

tations while larger companies tend 

to have full time salespeople.  No 

matter who is in front of the customer 

there is a high probably that at some 

point, after the presentation has been 

completed, that the potential custom-

er is going to request a lower price.  I 

guess we have the automobile indus-

try to blame for that.  Who pays stick-

er price?  No one, especially since 

Americans have been bombarded 

their entire life with sales.  There are 

special holiday sales, good customer 

discounts, employee discount pricing 

and the famous savings of thousands 

of dollars at year end for the “Have to 

make room for new inventory 

sale!”  So why would anyone pay full 

price? 

There is a phrase I have heard and 

reflected on for many years.  The 

phrase is “Just because you can, 

doesn’t mean you should.”  The calcu-

lated price provided the customer 

should cover all costs while generat-

ing a reasonable profit.  If this is true, 

why negotiate and reduce your prof-

it?  If you negotiate, word will get 

around, like the automobile industry, 

that your initial price is not the real 

price! 

I just finished working with a 30-old 

company that builds custom cabinets 

for very high-end customers.  Most of 

their sales are through designers, 

architects or directly through general 

contractors.  They have built a reputa-

tion of doing top quality work, doing it 

on time and ALWAYS backing up their 

work.  That is reflected in the fact that 

nearly all their work comes from word 

of mouth recommendations.  Their 

communication with their customers 

exceeds all expectations.  Their word 

is their bond…old fashion perhaps, 

but refreshing in today’s world. 

Their salesman, we will call him Jack, 

shared a recent experience with 

me.  He had made his presentation to 

the general contractor which was 

$78,000 for all the cabinets in the 

house.  He had worked with this con-

tractor for many years providing quali-

ty work and outstanding communica-

tion.  The contractor told him he had 

another bid for roughly $50,000.  He 

then asked if he would lower his 

bid.  He refused, telling him about the 

quality of work, timeliness of their 

installations and responsiveness 

when minor problems popped 

up.  The general contractor then told 

him if he would drop his price $5,000 

the job was his.  Jack refused.  The 

contractor told Jack he could not be-

lieve he would walk away from a job 

that big over $5,000 dollars but Jack 

did.  Guess what?  The general con-

tractor called him the next day and 

accepted the bid at the full $78,000 

price. 

Now granted he stood his ground be-

cause of the reputation the company 

had earned for over 30 years.  If your 

company provides the kind of quality 

of work this contractor does, don’t 

lower the price… unless you want to 

negotiate price with all your custom-

ers for the rest of your life. 

Knowing that the company MUST 

charge $XX.XX/hour to generate a 

profit also provided a bit of extra con-

fidence when speaking to the poten-

tial customer.  As the company grows, 

hourly rates are “forced” to in-

crease.  The problem lies in the fact 

that most techs and/or employees do 

not understand why those rates need 

to increase.  They already think you 

are ripping off the customer while 

getting rich yourself.   When tech/

employees understand “why” you 

need to charge what you are charging 

they tend to stop underbilling the cus-

tomer.   

 

 

 

 

 

Stick to Your Price 

By:   Tom Grandy, of Grandy & Associates ;   November 15, 2019 

Page 7 

For more information, 

click here to check 

out our website! 

https://www.grandyassociates.com/
https://www.grandyassociates.com/
https://www.grandyassociates.com/
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ABC of Metro Washington founded ABC CraftMasters Training Trust (CTT), a separate 501(c)(3) organiza-
tion, to help its members and the merit shop construction community create a qualified workforce now and 
into the future. CTT offers apprenticeship and construction craft training in 21 separate trades. 

Our Mission is to develop construction trade professionals through innovative educational programming that 
provides the metro Washington region with the most highly-skilled workforce. If you are a student considering 
your initial career path, a seasoned veteran of the construction or any other industry, or an employer looking 
for ways to improve your employees’ skill set, our programs are a viable option for you. Our programs are fully 
approved and accredited by the: 
 
•National Center for Construction Education and Research (NCCER) 
•U.S. Department of Labor (DOL) 
•Maryland Apprenticeship and Training Council (MATC) 
•DC Apprenticeship and Training Council (DCATC) 
•Veterans Administration (VA) 
Our program is periodically reviewed by NCCER and consistently receives “outstanding” ratings. 

Apprenticeship and Skills Training  

Now offering year-round classes!  
 

For more information about our 
Apprenticeship & Skills Training 

Opportunities, click here! 
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 2020 Foundation Scholarship Program Opens Jan. 1, 2020 

 Essentials of Project Management Classes,  March 18—21, 2020 

 Fast Track to Service Plumbing 

 Super Foreman Workshop —  Summer 2020 

 Skills USA National Leadership & Skills Conference, June 2020 

 PHCC Connect 2020 , Dallas, TX, Sept 30—Oct 2, 2020 

 

 

For information on these events as well as other PHCC News,  

 

Check out  PHCC FOCUS FLASH NEWSLETTER HERE! 

 

https://www.abcmetrowashington.org/Career-Workforce-Development/Trades-Education/Apprenticeship-Skills-Training
https://www.abcmetrowashington.org/Career-Workforce-Development/Trades-Education/Apprenticeship-Skills-Training
https://www.abcmetrowashington.org/Career-Workforce-Development/Trades-Education/Apprenticeship-Skills-Training
http://www.magnetmail.net/actions/email_web_version.cfm?ep=owOBucsU8zdDtTY9Pw4Mi7f-N31d7pCjvI9IZu9OahBg02kjxNUDs2eMwv2e2EQzx-kFc3YuviUcgoUTttx2Xem1otntvWe-MB0yKoYPmgNxwGYcyUONqvxaDmOdrNwV
http://www.mmsend28.com/link.cfm?r=lebpcRVyAJwhFZAzle3zHA~~&pe=z9PjsN7Kwg4p65AdtB7jHnW3mNwalP4wIxRhfP8uggdX5gm9lcAvrTUEbNuRkKTgwFdL23SQxln1KkwhybbWjw~~&t=A7sFiX297Hcpnwy-XvKS8A~~
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GRATEFULNESS ISN’T ABOUT ROSDE COLORED GLASSES 
By:  Dan Rockwell,  The Leadership Freak Blog,  November 21, 2019 

Gratitude expands leadership. Ingratitude corrodes eve-

rything it touches. 

 

Ingratitude is too dangerous to ignore. 

The alternatives to gratitude include: 

1. Self-absorption. 

2. Disappointment. 

3. Entitlement. 

4. Anger. 

5. Accusation. 

6. Bitterness. 

7. Anxiety. 

 
Remembering: 

Gratitude is a way of remembering the past. 

Gratefulness isn’t about rose-colored glasses. Think 

about darkness in the past to enhance gratitude in the 

present. 

 

You’ve sweat and bled, but you’re still here. Leadership 

had it’s disappointments, but you persevered. Congratu-

lations! 

 

Remember… 

1. Obstacles you rose above. 

2. Challenges you stepped into. 

3. Pains you worked through. 

4. Growth you experienced because you strug-

gled, failed, and kept going. 

5. People who stood with you when blackhearts 

and cowards turned away. 

 
Bonus: Even the blackhearts in your past might inad-

vertently contribute to your future. What if the people 

you resent actually make you better? 

 

“Remembering failures, sorrows, and other painful ex-

periences is more beneficial to gratitude than recalling 

only successes.” (Gratitude Works) 

 

Noticing: 

Gratitude is a way of noticing the present. 

1. Needs are opportunity to add value to oth-

ers. Serving is opportunity, not obligation. 

2. Who is providing benefit to you? 

3. Others join you in the battle. 

You aren’t alone. 

4. People listen to you. You 

speak and people consider. 

They might not agree, but 

they’re paying attention. 

5. What small pleasures are 

you experiencing? The smell 

of coffee? The touch of a loved one? An office 

with a door? 

 
Practical suggestions: 

#1. Say it. Don’t simply think it. 

Unexpressed gratitude is, in practical terms, ungrateful-

ness. 

 

#2. Gratitude moves in two directions. 

Gratitude enriches those who receive it and those who 

extend it. 

 

#3. Enjoy imperfect progress. You’re an ingrate if you 

wait for perfection to say thank you. 

Many of the best things in leadership sprout in the soil 

of gratitude. 

 

 

What makes us ungrateful?  

 

What dark thing in your past actually             

enhances your gratitude in the present? 

https://www.amazon.com/gp/product/1118131290?ie=UTF8&tag=leadefreak-20&camp=1789&linkCode=xm2&creativeASIN=1118131290


 

 

 

 

 

 

 

 

 

 

 
 

At Ferguson, nobody expects more from us than we 
do. And why  should they? We’re the ones who set 
the bar. Who expect more than the industry 
standard. From the warehouse to the job site, 
whatever it takes, we’ll take you there. Put us to 
work for you. Visit Ferguson.com. 

 

Ferguson proudly stocks 
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(Continued from p.9) 

 

 

Don’t forget about your Supply Hous-

es or Manufacturers. This is one of 

the things I love about working for 

Resideo-Honeywell Home. I love to 

train new and experienced techni-

cians not only on our products but 

the theory that goes behind them and 

how to choose the right product for 

the job.  

 

Your Supply Houses also offer train-

ing as well as do most of the other 

product manufactures. Plus, most of 

us are available to answer questions 

for the field technician or even come 

to a job site if a problem arises. 

Due to our trade being highly involved 

in public health and safety we are 

highly regulated by the government. 

This is not only on the local level but 

the State and Federal levels as well. 

It is good to know you have a voice in 

the political arena that can cause 

represent you when a law is being 

presented due which can directly 

affect your businesses and our trade. 

 

These are just a few of the benefits 

you as a PHCC Member, has availa-

ble to you. Never forget that you are 

the Defenders of the Public Health. 

We have the responsibility to not only 

bring comfort and valve to our cus-

tomers, but we also must ensure our 

businesses are strong and provide 

valve to our employees as well.  

 

As always please feel free to contact 

me if there is anything I can do to 

help or support you.  

Thanks again for all the you do the 

make of industry on the best! 

Reflections from the PHCC Connect Event :  Benefits of PHCC Membership 

By Carolyn Greene, Water Sales Leader, Resideo PRO Install/Honeywell Home 

On behalf of the 

MWPHCC Chapter, the 

Board of Directors wish 

you and your families a 

Happy Thanksgiving! 

For more information on mem-

bership,  visit our website: 

www.mwphcc.org  

http://www.mwphcc.org/
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Cummins Wagner Co. Inc 

Contact:   Jamey Gray 

                10901 Pump House Road 

                Annapolis JCT, MD 20701 

Phone:     (301) 953-9370 

Email:      JGray@cummins-wagner.com 

Website:   www.cummins-wagner.com 

 

D&B Distributing, Inc. 

Contact:   Roy Bremerman III 

                Sharron Bremerman 

                2301 Perkins Place 

                Silver Spring, MD 20910 

Phone:     (301) 565-2222 

Email:       sharron@jetglaswaterheaters.com 

Website:   www.jetglaswaterheaters.com 

 

Ferguson Enterprises, Inc. 

Contact:   Carl Anderson 

                11730 Baltimore Avenue 

                Beltsville, MD 20705 

Phone:     (240) 264-3600 

Email:      carl.anderson@ferguson.com 

Website:  www.ferguson.com 

 

Harry Eklof & Associates, Inc. 

Contact:   John Lang 

                3401 Pennsy Drive 

                Landover, MD 20785 

Phone:     (301) 386-5064 

Email:       jlang@harryeklof.com 

 
 

Washington Gas 

Contact:   Danielle Osman 

                6801 Industrial Road 

                Springfield, VA 20785 

Phone:     (703)  750-4646        

Email:     DOsman@washgas.com 

Website:   www.WashingtonGas.com 

 

 

N.H. Yates & Co. 

Contact:   Gary Markle 

                117-C Church Lane 

                 Cockeysville, MD 21030 

Phone:     (410) 667-6300 

Email:       gpmarkle@nhyates.com   

Website:   www.nhyates.com 

 

ROI Marketing 

Contact:   Steve Kidwell 

                733 Generals Hwy 

                Millersville, MD 21108 

Phone:     (800) 441- 8188 

Email:       skidwell@roimkt.com      

Website:   www.roimkt.com 

 

Chesapeake Systems                                 

    formally Taze & Hewitt  

Contact:   Dick Rhodes 

                7400 Coca-Cola Drive 

                Hanover, MD 20701 

Phone:     (443) 561-1600 

Email:       drhodes@chesapeakesystems.com  

Website:   www.chesapeakedpg.com  
 

Thos. Somerville Co.  

Contact:   Gary Lower 

                6250 Chillum Place, NW 

                Washington, DC 20011 

Phone:     (240) 619-1644 

Email       Gary.Lower@tsomerville.com  

Website:   www.tsomerville.com 

 

Washington Winnelson Company 

Contact:   Steve Erickson 

                3333 Pennsy Drive 

                Hyattsville, MD 20785 

Phone:     (301) 386-7771 

Email:       serickson@winnelson.com 

Website:   www.washingtonwinnelson.com 

Thanks to our Newsleak Advertisers  

IF YOU WOULD LIKE TO ADVERTISE IN OUR MONTHLY NEWSLETTER, 

PLEASE CONTACT SUE THOMPSON AT SUE@MWPHCC.ORG  
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https://maps.google.com/?q=7400+Coca-Cola+Drive+Hanover,+MD&entry=gmail&source=g
https://maps.google.com/?q=7400+Coca-Cola+Drive+Hanover,+MD&entry=gmail&source=g
tel:(443)%20561-1600
mailto:drhodes@chesapeakesystems.com
https://linkprotect.cudasvc.com/url?a=http%3a%2f%2fwww.chesapeakedpg.com&c=E,1,rOhH2NrsbF6yo5Dk7JE_Z4UW3nsKsXWK-TZd-VC0mV3PeVFVdszzw5TWx6DxT1duW4jZdbpMb_bZQSvs5bjDFwLfH4srvaTCAkHFoloHS6Q2&typo=1
https://maps.google.com/?q=6250+Chillum+Place,+NW+Washington,+DC+20011&entry=gmail&source=g
https://maps.google.com/?q=6250+Chillum+Place,+NW+Washington,+DC+20011&entry=gmail&source=g
https://maps.google.com/?q=6250+Chillum+Place,+NW+Washington,+DC+20011&entry=gmail&source=g
https://maps.google.com/?q=6250+Chillum+Place,+NW+Washington,+DC+20011&entry=gmail&source=g
tel:(240)%20619-1644
http://www.tsomerville.com/
https://maps.google.com/?q=3333+Pennsy+Drive+Hyattsville,+MD+20785&entry=gmail&source=g
https://maps.google.com/?q=3333+Pennsy+Drive+Hyattsville,+MD+20785&entry=gmail&source=g
tel:(301)%20386-7771
mailto:serickson@winnelson.com
http://www.washingtonwinnelson.com/
mailto:SUE@MWPHCC.ORG
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President 

Fred Werth, Owner 

Kensington Plbg 
301-864-1117 

mystical.plumber@comcast.net 

  

1st Vice President 

Bill Warshauer, Owner 

United Service Specialists 

301 924 3500 

bill@calluss.com 

 

2nd Vice President 

Charlie Perkins,  Owner 

Beltsville Heating & AC 

301-937-6700 

cperkbhac@hotmail.com 

 

Secretary 

Steve Heidler, Owner 

Heidler Plumbing 

410.268.7191 

steveh@heidlerplumbing.com  

 

Treasurer 

Glenn King , G.R. King Plbg 

301-982-5373 

grkingplumbing@comcast.net 

 

Sergeant at Arms 

Charlie Perkins, Beltsville Heating & AC 

301-937-6700 

cperkbhac@hotmail.com 

 

MWPHCC Auxiliary 

Marcia Shapiro, President 

301-475-6760 

 

Past President  

Al Luke, Owner 

Jiffy Plumbing & Heating 

Phone: 301-277-9111 

allanluke9111@gmail.com 

 

Executive Director 

Susan Thompson (sue@mwphcc.org )  

(301) 278.2962 

Board of Directors 
 

Carl Anderson      240-264-3600 

John Davis      240-375-1161 

Chris Erdle      301-490-9500 

Luella Greene-Miles 703-750-4476    

Jamey Gray      301-953-9370 

Gary Markle      202-421-6195 

Dick Rhodes      443-561-1692 

Otto Seidel      202-397-7000 

Laura Warshauer      301-924-3500 

     Visit us at www.mwphcc.org  

 

To Contact the National PHCC Office  

1-800-533-7694 or on the web at 

www.phccweb.org 


