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Your customers know: How You Heat Your Water Matters . With the
®
AeroTherm Series Heat Pump Water Heater, your customers enjoy the big
payback on energy savings, convenient features and reliable performance:
• OUTSTANDING EFFICIENCY:
ENERGY STAR® certified for year-round
savings. Qualifies for many state and
local utility rebates and tax credits.

• 4 OPERATING MODES:
for greater control and flexibility.
• NOW AVAILABLE IN 3 SIZES:
50, 65 and 80 gallon capacity.

• BRADFORD WHITE QUALITY:
Features superior Vitraglas® corrosion
protection and a 6- or 10-year warranty.
See more at our website
dedicated to the Pro:
bwforthepro.com
©2020, Bradford White Corporation. All rights reserved.
BWPHNY0220

Built to be the Best™
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President’s Message
By Ryan Truncali

A

s many of you already know, National Grid’s gas moratorium has
been lifted. Our local and state chapters sent countless letters and
reached out to our statewide politicians to keep the pressure on
National Grid to lift the moratorium and it worked!
This allows oil to gas conversions to take place, new restaurants and
retail stores to open, developers to continue their efforts in the state of
New York, and the list goes on.
This did not happen because of one letter, one phone call, or one complaint. This was a
collective voice that was heard and answered, and I am proud to be a part of it! Great Job!!

New York State Local Associations
1. PHCC of Long Island
Mr. John DeLillo
123 South Street
Oyster Bay, NY 11771
Tele: 516-922-7688
Fax: 516-922-1414
info@phccli.org
2. A
 ssociated PHCC of
Rochester New York
Mr. Joseph Tumia
Tumia Plumbing Co, Inc.
437 Ridge Road
Rochester, NY 14580
Tele: 585-671-6410
Fax: 585-671-1208
3. WNY Association of Plumbing
& Mechanical Contractors
Mr. James C. Logan,
Executive Director
2660 William Street
Cheektowaga, NY 14227
Tele: 716-875-4626
Fax: 716-875-4412
jlogan@conexbuff.com
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4. Plumbers Contractors
Association of New York City
Mr. Terence O’Brien
44 West 28th Street
New York, NY 10001
Tele: 212-481-4580
Fax: 212-481-7185
t.obrien@acpcny.com
5. Plumbing Contractors
Association of Long Island
Mr. Richard Schaffer,
Executive Secretary
816 Deer Park Avenue
North Babylon, NY 11703
Tele: 631-422-2900
Fax: 631-422-0987
Rich.suffolk@gmail.com
6. PHCC of Western New York
Mr. Donald Powers
PHCC of Western New York
PO Box 23
N. Tonawanda, NY 14120
716-957-3387
powersdonald@yahoo.com

Get in touch with
other contractors
and suppliers in your
area through these
local chapters.
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EFFICIENT, MONEY-SAVING

PRODIGY
THE RHEEM® PRESTIGE ® HYBRID ELECTRIC WATER
HEATER is the smartest, quietest and most efficient water
heater available–paying for itself in less than 3 years.
Earth-Friendly Efficiency – Lets homeowners shower, do
the dishes and wash the laundry all while producing fewer
greenhouse gases
Impressive Savings – Saves homeowners $4,750 over 10 years1
Industry’s Smartest – Provides water leak detection2, protective
alerts and maintenance notifications via mobile app
Whisper Quiet – Operates so quietly, no one will notice it’s on

Rheem.com/HybridSolutions
ELIGIBLE FOR

NATIONAL
UTILITY
REBATES

AVAILABLE IN 50, 65 AND 80 GALLONS
1
Based on comparison of the 50-gallon Hybrid Electric model against the estimated
annual operating cost of a standard electric water heater of like capacity manufactured
prior to 2015 under NAECA II which is likely being replaced. Savings over 10 years and will
be slightly lower for 65- and 80-gallon models. 2Built in leak detection alerts of a water leak
so you can take action to prevent home damage.

WE MEAN BUSINESS
PHCC—National’s Top
Accomplishments in 2019 Reinforce
Commitment to the P-H-C Industry
By Michael Copp,
PHCC Executive Vice President

W

hen it comes to giving
our members the power
to succeed, PHCC truly
means business. In the past year,
your association implemented
numerous new programs and
opportunities to connect our
members with a powerful
network of professionals, help
them maintain high standards,
safeguard their interests, and provide them with the best
education and training in the industry.
Among PHCC’s top accomplishments this past year:
•G
 aining influence in Washington on infrastructure and
workforce matters, including participating in a White
House Economic Summit and signing the White House’s
Pledge to America’s Workers, committing to train 75,000
workers over the next five years.
• I ncreasing education offerings through PHCC’s new
Education & Training Department, giving PHCC members
access to code training, industry partner education, and
a new full suite of professional online education options
offered by DeVry University with an opportunity to earn a
degree.
•A
 dding cost-saving programs for members, including
consumer financing plans through the GreenSky®
Loan Program and fuel discount programs through
ExxonMobil.
•E
 xpanding corporate partnerships by most recently
elevating Bradford White to a strategic partner and
Rheem as an HVAC Corporate Partner.
• T aking PHCC’s online Plumbing Business Interest Group
(BIG) “live,” adding to the current line-up of the HVAC
BIG and the Technology BIG.
•P
 ublishing an updated edition of the PHCC history book,
A Heritage Unique – with new highlights from 1999-2018
and available in both print and digital formats.
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•P
 roactively engaging with regulatory agencies and
key lawmakers on crucial issues such as America’s
infrastructure needs, a regulatory environment that
promotes fair competition, and affordable health care
access for small businesses.
For a more comprehensive look at our accomplishments
this past year, check out PHCC’s 2018-2019 Annual Report,
available here.
In 2020, we have even more exciting initiatives underway,
including taking on critical challenges such as workforce
development, apprentice ratios, unfair utility competition,
aging infrastructure, and other difficulties impacting PHCC
members. To help us continue momentum on issues like
these, bring your voice to Washington for PHCC’s 2020
Legislative Conference on May 19-20!
Plus, mark your calendars now for PHCCCONNECT2020,
Sept. 30-Oct. 2, in Dallas, Texas. This annual conference is
your best opportunity all year long to learn what you need
to strengthen your business moving forward. Plan to join
us and expand your vision of success!
If you are a member of PHCC, consider expanding
involvement with your association in 2020 so that you
receive the full value of membership in the new year. If
you are not a member of PHCC, we encourage you to join
our organization and be an integral part of our important
movement to protect professionalism. Check out all we
have to offer via www.phccweb.org/become-a-member,
email membership@naphcc.org, or call 800-533-7694.

Michael Copp, MA, MIRM, is Executive Vice President of
PHCC — National Association. A respected leader among
construction industry trade association executives, Copp
and his team work to ensure that PHCC contractors are
the best choice for professionalism, reliable products and
knowledgeable service.

NEW YORK STATE PHCC TO
HOST 130TH ANNUAL CONVENTION

T

he amazing Grand Hyatt Baha Mar Resort and Spa
located in The Bahamas has been chosen as the site
for the 130th annual state convention to be held on
May 13-17, 2020.
Join us as we celebrate 130 Years of pride &
professionalism! By attending the convention, you have a
great opportunity to learn, enjoy the delicious food, and

tour the many attractions…and more importantly, network
with your fellow contractors! Mark your calendars and
plan to attend!
You can call the NYSPHCC office to register by phone at
716.216.4360. We will make your hotel reservations for
you and register you for the convention. All you have to do
is reserve your flight. Call us today!

Plans Are Underway
for the NYSPHCC

2020 State

Convention

The 130th Annual Convention
of the New York State Association of
Plumbing, Heating,
Cooling Contractors, Inc.,
will be held at the
Grand Hyatt Baha Mar, Nassau,
The Bahamas on

May 13–17, 2020

Conference goers can look forward to topnotch great networking and social events.
For 2020, the NYSPHCC Executive Committee
has waived the convention registration fee for
all industry related first-time attendees (limited
to the first ten registrants)!
Registration forms will be mailed out soon, so save
the date and be the first to secure your complimentary
registration!
This is one event you do not want to miss!
Spring 2020 •
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The Great Disconnect
By Bill Harrison

I

f you are a manager or supervisor you should be aware of “the great disconnect.” I am often
asked how I can help a manager get his team doing the right thing, all the time. There is a
great deal of frustration for managers and supervisors with “today’s workforce.” Some blame
it on generational differences but that isn’t what is at the heart of the matter. Every generation
has their differences, but that only ascerbates the real issue – the great disconnect.

Let me illustrate this with one simple question: If all of
your team members had the same commitment, drive, and
work ethic as you do, would you have any issues? To get
square with the great disconnect you must accept the fact
that your team members are not like you. Yes, there will
be a rare exception to that rule, but for the most part they
are different. For most, it is just a job. They need to make
car payments, have rent or a mortgage, or need to buy
diapers, or a million other things. For that, they neeed a
job. Once you accept this we can make some progress.
Why do folks get promoted to be a manager or supervisor?
Yes, in some circumstances they are related to the owner.
That is the exception rather than the rule. Normally it
is a person who has worked hard at a lower level and
exhibited a good work ethic. It is also a person who put
in the time and achieved good results. Thus, they get
promoted. Unfortunately, they rarely get trained to be a
manager or supervisor but that is for another article.
They expect that their team members will have the same
vision of their time with the company as they had. When
they aren’t responding with the same attitude as the
manager had, the manager gets frustrated. They believe
they are lazy, or don’t care, or several other negative
views. That is when the great disconnect kicks in. Because
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they are not like him (or her) the manager loses the ability
to guide and motivate them. The good news is, if you can
accept the fact that they are not like you; then we can
learn to get good results with these folks.
They are not “bad” people. If guided and coached properly
they will get good results. It is just that they require more
guidance and direction than their manager needed. They
are not as self-motivated as the manager was in their
position. So, let’s look at some techniques that will work.
Do a more careful job of interviewing. Anyone who will be
doing an interview should be trained on how to do it right.
We are looking for attitude first and then job skills. Just
because someone has “experience” does not make them a
good employee. Too often the person with experience has
some bad work habits. And definitely recruit ex-military
who have many skills that will work in your company.
There could be a whole article just on the subject of
recruiting, interviewing, and hiring. Interested, just let
me know.
Now we get to the subject of training. There is a big gap
in job skills with today’s new hires from those of the
managers or supervisors hiring them. Indeed, there are
many high school graduates who can’t use a tape measure
correctly. They didn’t get involved in home projects or

work on a farm with equipment issues as their managers
did. If you hire for attitude, you can definitely train for job
skills.

than those in the past. Again, this is the new reality. We
could all moan and groan that it should not be this way –
but it is.

You just need a more sophisticated and detailed training
plan then telling them to get with a mechanic and pick
things up. Plus, you must train your mechanics on how
to train as well. If they don’t understand how this works
then they get frustrated with their helpers. Then things go
downhill fast. I understand this is a frustrating process for
all concerned but it is the way it is and that will not change
in the near future. I can assure you that new hires do want
to learn and can be productive but it is a different world.
One client, who bought into this brave new world has
helpers in a truck on their own in twelve months.

One fact is clear – when folks feel they are learning good
job skills they are more likely to have a better attitude
and to think better of the company. The reality is that this
process will take longer with today’s workforce than it did
in the past. When we talk about making an investment
in our people, we are talking about a different level of
investment than many managers or supervisors needed. If
we can get over this disconnect, we can achieve high levels
of success. No one promised you easy, right?

Folks need clearer guidance and directions from their
managers or supervisors. We must stop assuming they
know what to do in all situations. How often have you
been guilty of this and it bit you – hard. We must get out
of the drill where we say that a team member should know
something. What team members know is what we have
carefully taught them and not much else. They are often
reluctant to do something on their own because they are
afraid they will get chewed out. This is a direct result of
a lack of proper training and understanding of the new
employee. Many folks will need more careful guidance

Got a question — ask The Coach. The call is free and so is
the advice and guidance. Remember — The Coach does not
succeed until you do. Just do it!

Bill Harrison is president of PLI, LLC.
His contact information is:
6200 Settlers Trail Place
Gainesville, VA 20155
(703) 909-8230
wiharrison@comcast.net

2020 CONVENTION JOURNAL ADS
With the annual state convention planned
for May 2020, we are now accepting ads
for the annual convention journal.
The state convention will be held at the Grand
Hyatt Baha Mar in Nassau, Bahamas. We hope
that you will take this opportunity to support
your industry by placing an ad in convention
journal. Proceeds from the ad sales help the state
association to meet its financial obligations and
continue to grow and provide more programming
to our members. All advertisers will receive a
copy of the publication, which also includes a
membership directory.

For rates and information, please contact the association office at

716-957-3387
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QUIT SELLING
TO YOUR

CUSTOMERS
A

fter two bad experiences, I told myself at 20 years old
that I would not be pursuing a career in sales.

So, what restored my faith in sales to a point where I
chose it as my profession? I had someone who showed me
that good salesmanship is NOT you vs. the customer, it is
you AND the customer vs. the problem. Always remember
that.
There is a reason 99.9 percent of the American public
won’t answer the phone to talk to a telemarketer. They
have lost faith that most salespeople are actually trying to
help and have developed a cynicism that anyone selling is
only a parasite after their money.
Can you fix this problem alone? No. But you can be aware
that a good portion of your customer base is already
looking at you skeptically. They’re borderline expecting
the big, bad business to try to rip them off. Why? Because
just like the younger me, they’ve seen things… we all have.
Bad salespeople have put a hard shell on a lot of our
customers, and it can be a hard nut to crack. How do you
stand out as different and change that mindset in them?
The first thing is: Remember to talk like a person TO A
PERSON.
A weird thing happens when we go into a sales pitch.
We tend to sound rehearsed, sometimes inorganically
excited and we use a ton of technical jargon the customer
doesn’t understand. As a result, it comes off as, well…
creepy. Scripts can be a decent sales tool for keeping
you on track, but they can also take all the personality
out of your interaction. Remember, a sales call should
be a conversation, a dialog, where a customer is never
afraid to stop you and ask questions. Whether you’re
asking permission for a $100 repair or a $10,000 system
replacement, it’s their investment. Take the time to make
them comfortable.
Next: Keep in mind, people don’t like to be sold, but they
DO like to buy.
Being sold gives us the feeling that someone “got us.”
Buying makes us feel like we are in control and chose to
make the purchase. Semantics? It’s a bigger difference
than you might realize.
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Again, you want the customer to feel like they are making
the correct, informed decision, not that you are talking
them into something. Remember, you are the expert on
home comfort, so they are depending on that knowledge
coming from you. And if you have built up some trust,
you have now switched roles from a “salesperson” to an
advisor. That’s a good place to be.
Last: Too much pressure will destroy your sale.
Sure, we all like sales and extra commissions and the
techs like to be spiffed, but push too hard, and it will
all go up in flames. The second a prospect starts to feel
uncomfortable pressure to sign on the dotted line before
they are ready, the switch flips right back to defense
mode. “What is this guy trying to pull?” You are MUCH
better off with a soft approach; “Have I answered all your
questions?” “Is there anything else I can do to make this
decision easier?” And then the always welcome, “Whether
you get this done today or you call someone else to do it,
I would really advise you to get this handled as soon as
possible.” With that statement, you have effectively let
the customer off the hook and released the pressure like
a wide-open gate valve. Your prospect will appreciate your
honesty and most of the time, you will get that sale on the
spot. If not, give them time. If they trust you, they’ll be
back.
You’re in the service industry to help people with their
problems. If they don’t trust your opinions or feel like they
can partner with you to get their problems solved, you’ll
probably have a hard time succeeding in your market.
The takeaway? Your marketing and branding – which
covers everything from your CSR to the in-home technician
to the piece in the prospect’s mail or inbox – have to
reinforce that credibility and, most importantly, the
relationship.

Hudson,Ink is a creative marketing firm for contractors. Readers
can get a free Customer Retention Kit by emailing a polite request to
freePHCCstuff@hudsonink.com or by calling 800-489-9099. Visit us
at www.hudsonink.com for many other free marketing articles and
reports.

Cracks in the foundation or concrete?
Poor air quality? Water in the basement?

WE’VE GOT A SOLUTION
FOR IT ALL

35ACi+ Connect Battery Backup System

10 ft. Foundation Crack Repair Kit

Ion Fresh & Clean

We’ve come together to offer the most complete
collection of water control solutions.
Metropolitan Industries has 60 plus years of engineering innovative water movement and management solutions to
some of the largest municipal, commercial, and industrial infrastructures throughout North America. The prowess
that made us successful in those markets steered us to developing the Ion Technologies line of high-performance
pumps, battery backup systems, and digital controls that cemented our footprint in the residential market.
Now, with Emecole Metro, our residential product offerings include complete waterproofing solutions
that solve a variety of concrete and water seepage problems in basements and crawl spaces.
Together with Ion Technologies and Emecole Metro, our collective flood prevention
and waterproofing products provide contractors with the ultimate one-stop-shop to
transform wet and musty basements into dry and healthy environments.

815-372-2493 or emecole.com

815-886-9200 or ionproducts.net

815-886-9200 or metropolitanind.com

The Family Name You’ve Trusted For Comfort, Since 1949!
All you need for Residential & Commercial Hydronic Heating!

®

Victory Series Boiler

80 to 500 MBH (Plus 3 Combi Sizes)
BOTH RESIDENTIAL & COMMERCIAL MODELS
FEATURE:

Go from this... to this! It’s that easy!
Revital/Line Replacement Covers slip right over existing baseboard
back panels! It couldn’t be simpler! What’s more, our covers have
been laboratory tested to allow for up to 40% more heat output than
competitive replacement brands on the market today.
Revital/Line: Fits most brands of standard residential baseboard...
Ours and theirs! (Up to 8-1/2" H x 2-15/16" D).
Revital/Line XL: Fits most brands of high-output, light commercial
baseboard... (Up to 9-1/8" H x 3-13/16" D).

• Enhanced Water Tube Heat Exchanger
with Larger Diameter Tubes.
• Full Text Control and Data Log
• Light Weight
• 3 in 1 Vent Connector & Long Vent Lengths
• Built for Easy Installation and Maintenance
• Cascade up to 16 modules
• Remote Access Capable

This warranty is 100% backed by
Slant/Fin and not a third party. When you
have a warranty concern, who do you
want put your trust with?

Since 1949
®

BOILERS & BASEBOARD

We Bu
ild Trust and Comfort

www.slantfin.com

And we have the extensive
product line to prove it.

WE KNOW

PLUMBING.

Whether bidding on future projects or providing
solutions for an urgent plumbing issue today,
it’s critical to know you have the right resources
in place. That’s why T&S offers a vast selection
of high-quality products that are easy to install
and built to perform for years to come. And with
a full assortment of in-stock items ready for
same-day shipping, it’s no wonder contractors
everywhere rely on T&S when it matters most.

Visit tsbrass.com and learn more about how we’re
partnering with contractors just like you.
T&S plumbing products represented in New York by: Metro & Islands - Dellon Sales Company - 516-625-2626 • Eastern & Western - WMS Sales, Inc. - 716-741-9575
TSB_0592 2015 PHCC Pubs.indd 9
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NYS Legislative Report
By Nick Barella, Park Strategies LLC

T

he NYS Legislative Session commenced on Wednesday, January 8, 2020 with
Gov. Cuomo presenting his annual State of the State message that laid out a very
progressive agenda for 2020 in the face of looming $6.1 billion state budget gap
fueled by mounting costs for Medicaid. This deficit is the state’s worst fiscal crisis since 2010
recession. The Governor’s proposed budget for FY 2020/2021 will be presented on Tuesday,
January 21.
The Governor’s State of the State was a 318-page
document that outlined a number of policy proposals
touching on civil rights, health care, the environment,
public safety, economic development, vaping products,
opioids, legalizing marijuana, and other proposals that
touched upon a host of issues. Here are some of the
proposals that may affect NYSPHCC’s members:
•Lowering Tax Rates for Small Businesses:
To continue the State’s robust economic growth
and record of job creation, Gov. Cuomo will propose
comprehensive tax relief for small businesses, including:
reducing the corporate tax rate for small businesses
from 6.5 percent to 4 percent; tripling the current
income exclusion for farmers and sole proprietors;
making the investment tax credit refundable for
farmers; and repealing the penalty on S corporations for
underpayment of estimated taxes.
• Establishing Paid Sick Leave for Working New Yorkers:
To further empower New York’s low-wage workers and
protect all consumers in the State, Gov. Cuomo will
ensure that all working New Yorkers have access to sick
leave. Businesses with five to ninety-nine employees
will provide their employees at least five days of jobprotected paid sick leave per year and businesses with
100 employees or more will provide at least seven days
of paid sick leave per year. Smaller businesses, with
four or fewer employees, will guarantee five days of jobprotected unpaid sick leave to their employees every
year. Small businesses already providing paid sick
leave will be able to so.
• Continuing Middle Class Tax Cuts:
Gov. Cuomo will continue to lower Personal Income Tax
rates for middle-class New Yorkers. In 2020, the third
year of the multi-year tax cuts enacted in 2016, income
tax rates have been lowered from 6.85 percent to 6.09
percent for taxpayers in the $40,000-$150,000 income
bracket, and to 6.1 percent in the $150,000-$300,000
income bracket. These cuts are expected to save
New Yorkers over $1.8 billion this year. Furthermore,

income tax rates will continue to drop to 5.5 percent for
taxpayers in the $26,000 to $150,000 tax bracket and
6 percent in the $150,000-$300,000 bracket. When the
cuts are fully phased in, middle class taxpayers will
have received an income tax rate cut up to 20 percent,
amounting to a projected $4.2 billion in annual savings
for six million filers by 2025. As the new rates phase in,
they will be the State’s lowest middle-class tax rates in
more than 70 year.
• Retrofitting Homes and Businesses to
Lower Carbon Emissions:
In 2020, the State will undertake a multi-part initiative
to bend the curve on fossil fuel consumption in
buildings. NYSERDA will launch a $30 million Empire
Building Retrofit Challenge to demonstrate scalable and
replicable solutions for high-profile commercial and
multi-family buildings across the State. The Challenge
will solicit proposals from property owners, developers,
equipment manufacturers and energy efficiency
providers to demonstrate innovative and integrated
solutions that can reduce energy consumption and
greenhouse gas emissions from commercial and multifamily buildings, and that can be scaled and replicated
across the State.
• Enacting Stronger Wage Lien Laws:
New York has among the strongest laws in the nation
with respect to wage theft. Often, judgments are difficult
to collect when a worker has prevailed in court. The
current laws create barriers in enforcement of that
judgment. A lien is a strong legal remedy that will allow
a victim to ensure that a judgment can ultimately be
paid, before issuance of a judgment. This year, Gov.
Cuomo will propose legislation to ensure that in cases
where a claim would not be collected, that a judge could
authorize the placement of a lien to ensure that victims
can be made whole.
• Investing $14 Million in Apprenticeship Expansion
Across New York State:
To ensure apprenticeship opportunities continue to
Spring 2020 •
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meet the needs of both New York’s businesses and
New York’s underserved communities, New York State
will invest $14 million into expanding apprenticeship
opportunities across the State this year. The Governor’s
Office of Workforce Development and the New York
State Department of Labor will engage the expertise of
the Regional Economic Development Councils in making
program decisions.
• Requiring Sexual Harassment Data Disclosure from
State Contractors:
Gov. Cuomo will propose measures requiring potential
state contractors to provide a report of the number of
adverse judgments, adverse administrative rulings and
settlements relating to sexual harassment within the
past year. The information will be available to state
agencies seeking to contract with that entity, and the
Office of State Comptroller will submit summary reports
of the data annually to the Governor, certain agency
heads, and the Legislature.
• Creating $3 Billion ‘Restore Mother Nature’ Bond Act:
The new reality of extreme weather demands a new
response. Investing in environmental restoration is
essential to New York’s continued economic success.
This year, Gov. Cuomo will launch Restore Mother
Nature - the nation’s most aggressive program for
habitat restoration and flood reduction, funded in part

by a $3 billion environmental bond act.
The full details of these proposals will be available when
the Governor’s proposed FY 2020/2021 budget is made
available on January 21. Once we can review them, we will
send a report to the NYSPCC.
With the Democrats in full control of the Legislature, there
are several Labor/ Contractor issues that may be in play.
There may be a big push for Carlos’ Law, legislation that
would establish the crime of endangering the welfare of
a worker and increase fines on negligent developers. The
bill passed an Assembly Committee this past session but
did not get a floor vote in either legislative chamber.
Labor advocates and the New York State Trial Lawyers
Association are also vowing to push for a law that could
boost payouts in wrongful death lawsuits. The bill has
failed to pass for more than a decade, and though it has
wide-ranging bipartisan support, opposition from the
construction industry and government fiscal watchdogs
could keep the bill stuck in committee once again.
Chances of reforming the state Scaffold Law is highly
unlikely to gain any traction in the state Legislature this
year.
The NYSPHCC will be watching these issues very closely
as the legislative session progresses and weighing in on
issues that affect our industry.

Hassle-Free
Hot Water!
Is the extra time and frustration of programming and reprogramming DHW
timers getting you heated? Make the SMART choice with the Taco Comfort
Solutions ECM High-Efficiency Instant Hot Water Systems, featuring the
award-winning SmartPlug Instant Hot Water Control®.
• Self-learning – no programming required

• Automatic vacation mode

• Set up in minutes

• Trouble-free clean-in-place
bypass valve

• High-Efficiency 006e3® ECM circulator
for maximum energy savings

IDEAL FOR A DEDICATED HOT WATER RETURN LINE

IDEAL FOR RETROFITS

www.TacoComfort.com
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PREPARE NOW
TO COMBAT
WORKPLACE
VIOLENCE
By Joseph Downey, Hamond Safety Management

D

eadly outbursts of firearm-related violence in public places has become an almost
daily event in the U.S. in recent years. According to the non-profit Gun Violence
Archive (GVA), an organization that records mass shootings (four or more people
shot, not including the assailant), 255 have occurred this year alone (as of August 5th).
The GVA also reported that 33,237 total gun-related incidents resulted in 8,796 deaths and
17,480 injuries as of the same date.
Violence is the second leading cause of death in the
workplace, behind only vehicular/transportation related
fatalities. According to OSHA, approximately two
million people yearly have experienced violence in their
workplaces. The Bureau of Labor Statistics Census of Fatal
Occupational Injuries (CFOI), reports that, of the 5,147
fatal workplace injuries that occurred in the U.S. in 2017,
458 were caused intentionally by another person.
OSHA defines workplace violence as is any act or threat
of physical violence, harassment, intimidation, or other
threatening disruptive behavior that occurs at the work
site. It ranges from threats and verbal abuse to physical
assaults and even homicide. It can affect and involve
employees, clients, customers and visitors. All employers
should be alarmed regarding this trend and must take
immediate steps to protect their employees, customers,
and visitors against all forms of this threat. Some
recommendations to help accomplish this task are listed
below:
• Evaluate company operations to determine what risk
factors are present, such as employees working alone or
in isolated or high-crime areas, handling money in view
of the public, or working with unpredictable, volatile, or
unstable colleagues.
• Identify disruptive or disgruntled employees then
provide counseling or some other form of intervention.
Screen employment candidates to detect attitudes
indicating that they may not adjust well to the company
environment or culture.

• Monitor employee social media activity to discern
any anti-social, aggressive, or radical opinions.
(Note: employers who review employee electronic
communications should disclose this practice to them
in the company policy manual, at training sessions, and
during new employee orientation)
• Adopt a zero-tolerance violence policy for all workers but
also for clients, vendors, contractors, visitors…etc, who
may have contact with company employees. Incorporate
this policy into all mandatory safety and refresher
training presentations or programs.
• Establish engineering and administrative controls to
prevent this type of behavior but also create a plan to
help safeguard employees should a violent situation
develop.
• Install a security system that scans the factory or
warehouse floor to record violent incidents.
Acts of violence at work occur every day somewhere in
the U.S., so employers must be vigilant and take steps
to protect their employees from this growing societal
epidemic. An “it won’t happen here” attitude is both
unrealistic and dangerous. Employers taking this position
ignore the grim facts that these attacks occur randomly
and often without warning. It may be a matter of not “if”
but “when,” so having a plan to combat violence in the
workplace is a necessity not an option.
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I’M AN

AMERICAN PICKER
By Mark Riso

E

ver watch American Pickers? For those who may not be
familiar, American Pickers is a reality television series
based on two guys who travel around the United States
looking for treasure. Yet, they don’t dig for gold in the great
west, climb the highest mountains, or dive to the depths of
oceans to find sunken ships, in search of treasure. These two
guys search for treasure in the oddest places—they search
for treasure in what most would consider to be junk. They sift
through broken-down old cars, dirty business signs, ripped-up
toys, rusty tools, unusable equipment, etc., stored in garages,
basements, and attics all across America. They sift through
these items with the enthusiasm of treasure hunters because
they are the ultimate “don’t judge a book by its cover” people.
Suddenly during their search, they find something (it could
be anything) that most of us would throw out, perhaps an
old tennis racket with missing strings or a decaying steering
wheel to a car. They discuss the items, assess and value them,
then make the owner an offer. What? What on earth did they
see? What am I missing guys? It was just an old tennis racket!
In fact, as they sift through the pile, they tend to make offers
on several old junky items. What am I missing? I believe part
of the appeal of the show is the enthusiasm these two guys
display when they value something they believe is of value
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while the rest of us don’t, but we’re curious.
Next, they offer the owner a sum of money for the item. I
still really don’t have a clue as to what they see in terms
of value yet, they recognize a treasure. It’s a good show,
though I’ve never quite understood if their motivation to
find treasure, in what I’ve perceived to be junk, is about
possibly profiting if they buy something then resell it at
a margin to a collector, or if their search is more about
finding items to add to their personal collection. It’ll
make you scratch your head. But perhaps there is a
lesson here.
The thought—it always amazes me that two people
looking at the same thing can see two entirely
different things. And we all know it happens
all the time. Whether it’s looking at an object
(perhaps an old broken down car), discussing an
issue (perhaps something political on the news,
ie, what a Republican might see versus what a
Democrat might see), considering an emotion
(perhaps a relationship, love, anger, or jealousy),
or witnessing an event (perhaps a car accident),
perspectives are extremely complicated, delicate,

and sensitive, and a result made up of a multitude of
dynamics we all experience that make-up who we are. One
person may look at an issue and see nothing but disaster,
while another sees that very same issue as a solution.
Well…as such, welcome to the life on Capitol Hill, and
by the way, it’s exactly what we want in a democracy –
we want differing ideas, opinions, ideologies clashing
(respectfully however).
Just because you are right does not mean I am wrong.
You just haven’t seen life from my side.
What amazes me more is that it amazes me. You’d think
that being on this earth for fifty-plus years, working on
Capitol Hill, and lobbying for over three decades would
have taught me not to be amazed. You’d think my fiftyplus years would have taught me to simply respect it
and accept it. Women-men, the elderly-youth, rich-poor,
Democrats-Republicans, dogs-cats—we are all swimming
in a sea of infinite perspectives every day. We process
information very differently, which (I suppose) taps into
our perspectives (made up of a lifetime of events that
make us who we are), and we come to a conclusion or
opinion that we believe to be common sense in our own
mind.
Perspectives come into play on Capitol Hill every day,
and these perspectives are covered by the media in detail
every day. The American people see what they believe to
be chaotic on Capitol Hill (junk), but
much of what the American
people see is exactly
what we want in a
democracy—
ideologies
bumping

heads in order to find a solution or opportunities. We
tend to get caught up in the circus of human perspectives
in policy making, rather than the issue. I’m not saying
that the pettiness on Capitol Hill is productive, it is not
and certainly exists. The fact that the American people
see the way laws are designed, amended, and developed
through passionate debate is only unhealthy if the
American people ignore that open debate is the only way
to ensure our freedoms. I would ask that those who see
junk on Capitol Hill to calm down—there is great value in
the process of open debate. I will say, though, that the art
and the days of compromise seemed to have slipped away
on Capitol Hill, and often substituted with disrespect and
gamesmanship.
It’s important to note that I believe the media continues
to go too far and lead the American people to believe
something that isn’t true. Though I am an absolute fan
of transparency and freedom of the press, I hear, see,
and read the media’s accounts of the innerworkings on
Capitol Hill and portray it at times as chaotic. It is not.
Can you imagine if the media were to cover the details of
your family-behind the scenes on a daily basis, with all
the issues and all the interactions-then report the details
(the perspectives) of your family in an attempt to conclude
whether your family is healthy or not? To me, it’s mere
media exaggeration and exploitation.  
What I believe tends to happen is that when people
attempt to express their thoughts
or opinions in politics,
they tend to define
who they are
instead of
what

they think. For example, two people are standing
across a road from each other when a car comes
down the road. They both see the car coming
down the road. If each were to be interviewed
as to what they saw, both would agree that
they witnessed a car driving down the road.
But that’s where the mutual agreement
ends. Each account would begin
to be different, perhaps
confrontational. One would
say the car moved down the
road from right to left; the
other would account that the
car moved down the road from left to right. The account of
the car is more a perspective.
The issue lies in that each is right and wrong at the same
time. If we need to bring about a consensus of the event
or what’s reality (which often begins to explain some of
the debates on the House and Senate floor on Capitol
Hill every day), it’s a dead end unless we’re willing to
understand perspective. Mix this in with the media whose
true loyalty are ratings, viewership, and readership,
motivated to fuel controversy, and the American people
can only see one dynamic—chaos. I know it’s a simplistic
example, but when dealing with complicated issues
heated with emotion, you can see where chaos is easily
and irresponsibly created.

People simply have different perspectives for many
different reasons made up of many different origins.
Assumably, it’s probably one of the main causes
for miscommunication between people—lack of
communication between people, distrust between
people, tension between people,
distance between people—and
part of what is viewed as chaos
on Capitol Hill. There’s no rocket
science behind this, but it’s
important to pay attention. If you
take men and women—all with
different financial, educational,
spiritual, physical, and social backgrounds—debating
issues in committees or on the House and Senate floors
on Capitol Hill, throw in different political party pressures,
throw in the pressures of the media, and you begin to
see gridlock. I know gridlock upsets most Americans,
but again, it’s merely ideologies clashing, and again, it’s
actually a very healthy sign that our democracy continues
to follow our founding ideals and reflects the freedoms of
self-expression. Relax, America, calm down.
What we see on American Pickers is very applicable to
public policy. I certainly don’t mean to imply that any
issue or anyone’s perspective or opinion is “junk.”
However, one person’s solution to an issue may be
another person’s waste of time—it’s not unhealthy.
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Where people look at the Congress of the United States
as a place where lawmakers don’t agree and it’s utter
disarray, I see it as the place of great opportunity because
of the expression of thought and ideas in order to create
public policies to maintain civility. Yes, there have been
abuses in the system, but many great things occur in the
halls of Congress every day. It takes a lot to maintain a
nation.
I’m not going to kid you—this isn’t a lesson or justification
in changing perspectives, and there is no way I’ll ever see
the position some take on issues, but my years in public
policy taught me that I don’t need to see your perspective
for us to be productive, but I do need to respect it. The
first step to find productive solutions to very real problems
is to thoughtfully respect that we all see things differently,
and it’s not going to change. It’s not a matter of merely
being polite, it’s business and an evolution of reality to
lead to productivity. It’s part of focusing on the stone.
Part of the problem is that we’ve become quick to “junk”
more because we’ve adopted a sports mentality to
public policy.
When it comes sports, at the end of the day, when I look
at the scoreboard, I want to see that my team has won—
period. I’m not picky—winning is winning, even if it’s ugly.
Not unusual, and I would think pretty typical of a sports
fan. Stats, analysis, and the injury report come a distant
second (if that high). The score comes first. I want that
“W.” Yup, when it comes to sports, I have no patience
for losses or ties, and I don’t want to hear about how we
lost but put out a great effort—I want to win. Can’t help
it, but that’s where it ends.
This, though, is where public policy politics has
changed. Politics has adopted a sports mentality
as it applies to public policy, and its practice has
become very unproductive and extremely dangerous,
irresponsible, and all too common. To make it worse,
the game of nonproductivity has become the hallmark
of how to defeat your opponent in coming elections—
Congress sits on legislation, presidential appointments,
etc. to embarrass a president which results in low
ratings for the Administration. Legislation is brought up
on the House and/or Senate floor that doesn’t have a
chance of becoming law, but a vote is ordered to make
visible those in opposition and possibly embarrass a
political party and painting an issue as “junk.”

those elected is to make sure the interests of those not
elected are not forgotten. The first priority of the majority
is to ensure the minority has a voice and isn’t dismissed.
The concept of a political party overrunning another is
ridiculous.
In a nation about “the People,” to oppose someone purely
politically is to ultimately oppose oneself.
Before your head explodes, let me continue. We can
disagree as long as our disagreement has no ego, and
I’ve been in many negotiations when the agreement has
been “check your ego at the door,” with the ultimate
goal of working together to compromise in order to bring
resolve to an issue. Anything short of an agreement is a
failure on both sides. Disagree, yes, but to fold arms and
simply oppose denotes that, at the end of the day, one
will only be satisfied if one gets their own way at someone
another’s expense. I’m all about pursuing my beliefs and
debating anyone who doesn’t agree until I drop. But at
the end of the day, the only way to win is to always seek a
resolution that we can all live with. We’ve forgotten this as
a nation.
I’m still a fan of the purity of the legislative and regulatory
processes, always will be, but there was a time when you
could carry the day on Capitol Hill and succeed in your
cause in a legislative battle and still ensure those who
didn’t had their day at another time.
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Politics has become more about polarizing rather than
compromising, mainly because polarizing get more
attention than thoughtful discussion.
I don’t want to come across as idealistic, politics is
a tough ruthless game, but your efforts shouldn’t be
about winning at someone else’s expense. Advocacy
isn’t about winning and losing. It’s about achievement,
and unfortunately, in today’s political climate, there
is a winning and losing culture. The first priority of
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130th Annual NYSPHCC Convention

SPONSORSHIP OPPORTUNITIES

Dear Industry Partner:
The New York State Plumbing, Heating, Cooling Contractors is holding their 130th
Annual Convention on May 13–17 at the Grand Hyatt, Baha Mar in Nassau, Bahamas.
As a partner in the industry, we are calling on you for support through sponsorship
of the overall educational and social events designed to attract plumbing and HVAC
contractors from New York State. We hope you will be a part of this extra special
celebration by becoming a Platinum, Gold, Silver or Bronze sponsor. The chart on the
next page shows the various sponsor levels you can achieve. We are also offering
many additional sponsorship opportunities in the form of reception sponsors,
special events and ads in our convention journal to name a few. Please contact our
office for details.
This year’s convention program will be noteworthy as it is our 130th anniversary.
The convention committee has begun to make plans for many excellent events. The
convention will kick off on Thursday with the opening reception. On Friday, we will
hold a sit-down breakfast before our morning business session and in the afternoon
convention registrants can enjoy a free afternoon to golf, shop or sight-see. The
convention will conclude with the closing banquet on Saturday evening.
We hope we can count on your support to help make this convention the best one
ever! Please use the sponsor form on page 22 to register to become a sponsor. If you
have any questions, please do not hesitate to call our state office at 716-957-3387.
Sincerely,
Ryan Trucali
President
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2020 METAL SPONSORS
PLATINUM
SPONSOR
$2,500.00

GOLD
SPONSOR
$1,500.00

SILVER
SPONSOR
$1,000.00

BRONZE
SPONSOR
$500.00

• Named in the
convention program

• Named in the
convention program

• Named in the
convention program

• Named in the
convention program

• Identified on signs
throughout the
convention

• Identified on signs
throughout the
convention

• Identified on signs
throughout the
convention

• Identified on signs
throughout the
convention

• Recognized in the New
York State Connections
post magazine and the
New York State PHCC
monthly newsletter the
“State Angle”

• Recognized in the New
York State Connections
post magazine and the
New York State PHCC
monthly newsletter the
“State Angle”

* Recognized in the New
York State Connections
post magazine and the
New York State PHCC
monthly newsletter the
“State Angle”

• Recognized in the New
York State Connections
post magazine and the
New York State PHCC
monthly newsletter the
“State Angle”

• Provide information or
advertising item to be
included on a special
table in the registration
area or inserted in the
registration packets

• Provide information or
advertising item to be
included on a special
table in the registration
area or inserted in the
registration packets

• Provide information or
advertising item to be
included on a special
table in the registration
area or inserted in the
registration packets

• Select a meal event to be
recognized individually

• Select a meal event to
be recognized individually (does not include
banquet)

* Identified on the website
with logo (must be
provided via email in 300
dpi format)
• Information about your
company will be read to
those in attendance by
a representative from
your company or a Joint
Convention

• Identified on the website
with logo (must be
provided via email in 300
dpi format)
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2020 CONVENTION SPONSOR
YES, we want to be a sponsor of NYSPHCC 130th Annual Convention
May 13-17, 2020 • Grand Hyatt Baha Mar Resort • Nassau, Bahamas
 Metal Sponsor
 Platinum ($2,500)

 Gold ($1,500)

 Silver ($1,000)

 Bronze ($500)

 Special Event
Special Event							Amount $
Company Name
Representative
Signature
Address
City/State/Zip
Phone (

)					

Fax (

)

Email
Logo for use on Sponsor Recognition Sign (Please send by March 1, 2020)
Send to dreddy@nysphcc.org (Please use JPEG or TIF)
 Check enclosed

 Please send invoice (Must be paid by March 1, 2020)

Return to: 2020 NYS PHCC Convention
		
P.O. Box 23, North Tonawanda, NY 14120

Thank you for your support!
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Join today and get 14 months of membership
for the price of 12!

INTRODUCTORY
AT-LARGE
APPLICATION
INTRODUCTORY
AT-LARGEMEMBERSHIP
MEMBERSHIP APPLICATION
I hereby make application to become a member at-large of the New York State
Plumbing-Heating-Cooling Contractors Association.
Please complete the following information:
Company Name _______________________________________________________
Address ______________________________________________________________
City ___________________________County________________State/Zip_________
Telephone

___________________________Fax ___________________________

Email ____________________________Website______________________________
Principal Owner(s) ____________________________________________________
Length of time in business___________years

Number of Technicians_________

Type of Business (Circle):
Plumbing

Heating

Air Conditioning

Sprinkler

(If applicable) Licenses Held - Type ____________ Municipality _______________
I consent that $25.00 of my annual dues can be used for the Association’s Political Action Fund.
This will remain in effect until I notify the Association otherwise.

Signature of Owner**_____________________________Referred by_____________
(**By my signature I agree to abide by the Bylaws of the Association to which I am applying for membership.)

PLEASE SEND THIS FORM ALONG WITH YOUR DUES INVESTMENT TO:
NYSPHCC, PO Box 23, North Tonawanda, NY 14120 – 716-216-4360
For 2020, State Dues are $193 and National Dues are $269.00 for a total of $462.00. This rate applies to
first time members only.
PHCC membership dues are not deductible as a charitable contribution for U.S. Federal Income Tax purposes but may
be deductible as a business expense. For 2020, PHCC estimates that 26% of your combined national and state dues
constitute lobbying expenses.
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SUPERIOR
PROTECTION.

COOL RUNNING.

CLASSIC CAST IRON.
With more models to choose from and quality
assembly right here in the U.S.A.*, Liberty is
supporting American workers - all while giving
you the highest level of basement protection.
Choose from the cool-running deep-ﬁnned
aluminum models or classic cast iron in 1/4
through 3/4 hp performance.

*Quality Built American Manufacturing - Bergen, NY on
all 230, 240, 250, 280, 290, and 450-series sump pumps.

A Family and Employee Owned Company
Copyright © Liberty Pumps, Inc. 2020 All rights reserved.

