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door. Always follow-up with a letter on company stationery
(no spelling errors, please!) with some business cards inserted
and then follow up again in a few months. Two things will
happen quickly; you will get the brush-off or the assurance that
your info is on file and it's just a matter of time....

How simple is that? We are currently <recruiting' a new group
of designers, architects and builders here in Boston and expect
that it may take a year of professional prompting before a pro
posal is solicited. But each contact may only require 15 min
utes of attention in that year! Not a bad return on investment.

I t helps, of course, if you have an introduction to the potential
client. I am quick to ask the professionals we currently work
with for a referral to a peer or associate. A carpenter I met at a
wedding in San Francisco suggested I call his company in Bos
ton; it took a year of phone tag before we were invited to bid
on one of their projects. Now we are one of their principal
painters and are asked to submit not bids but allowances. They
have us scheduled out one year on their projects, most of which
are in the $80-100K range!

A residential customer recently referred us to a friend from his
'club'; we placed a bid on a project that totaled $68,000, came
in higher than the others, and got it.

So, enough bragging. We all have similar stories. My point is
this; Be the squeaky wheel; begin to ask your customers, pri
vate and professional, for help with your business growth and
you will be amazed at the results. But remember, make it per
sonal; no form letters! Make personal contact and follow-
up. And definitely recognize the significance of the referral
when it does come; someone's reputation and word is on the
line and they should be personally thanked!

Five Year Pins were awarded to members who have at
tended all five AST. From left to right-Andrew Wallace,
Mike Chism, Mario Guertin, Barbara Bivens, John Hone,
Mark Lewis, Kevin Nolan and John Peek.
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Doug Kitchen roleplayed TQM with a twist!! !

Many attendees made AST a vacation before or after,
including the Lambs with son from Spearfish SD

A testimonial at the end of the event. Our AST
bennie baby "Fred" was tossed around to mem
bers who want to share their experience.
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By LINNEA BLAIR, ADVISORS ON TARGET

If you were like most Residential Forum members who attended Advanced Shop Talk, you most likely caine away
much inspiration and a long list of great ideas and systems to implement in your businesses! Some of you may have
been able to get started right away, but more likely you faced what most business owners do when you go away for a
few days in what is one of your busiest times of the year - a lot of work "in" the business that needs your immediate
attention. When you come back up for air, oftentimes it is difficult to pick up your notes and get started again on
implementing those great ideas. Keynote speaker, Shawn Kershaw gave us some wonderful tips to help us become
more organized in our businesses and in our lives. If you can take even one or two of her suggestions, and use them
faithfully, you can create some space in your day or your week for that all important time to work "on" the business.

In the On Target program, our members are working on their businesses to implement good business management
practices, create strategic plans, set goals and put systems in place to achieve them. Even though you are working
your own plan, your feIJow members are on a similar path and are there to support you and help you stay account
able to your plan. Sometimes, just knowing you will need to report your progress to your group is the catalyst to
make the time to do the things you need to do to move your business forward.

On Target membership is now open to join before our Fall Conference, Benchmarking and Brainstonning on the
Bay III on October 22-23, 2004 in San Diego. New members will also attend a bonus half day session on October
21. Call 858.320.8996 or visit our website at www.AdvisorsOnTarget.com for more information.

What do they see? Part of the
AST gang on tour Friday evening.

FROM TERRY & PEGGY MILLER
Thank you all for the work and dedication. The AST was again
the highlight of our summer. We have already regained our cost
for the AST through use of ideas and information we received
from our fellow PDCA members at the event. We were able to re
charge our batteries and are now on full. Speaking with President
Bob Miller and Dr. Horen was informative and a pleasure. We en
joyed Kevin's hospitality and meeting his great crew. Everyone was excited about our informative
sessions. We came away with many exciting ideas and the information will carry us for quite awhile.
Again, to all from the Miller's Thank You..
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FROM KEVIN NOLAN
Thanks guys for the kind words and how you made my people feel.. It was a great weekend. Thank
you and everybody for coming to visit our shop. It was an opportunity to get our building all spic and
span. It was also great to see my people so proud of our company. Barbara, Tracy and the Res Fo
rum Board did a fantastic job. The time flew by. The role playing and shared wisdom are a great ad
dition to the shoptalk format. The Residential Forum and AST is a must for all residential painting
contractors. Whose shop can we visit next year??
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What do / get if/join the PDCA Residential Fo
rum?
For your Annual dues of $75.00 you will receive a
one year subscription to "The Painter's Rag" news
letter, back issues of the newsletter, the current edi
tion plus all previous editions ofthe Business Sys
tems Workbook for Residential Contractors. You
will also receive additional mailings on events
planned by the PDCA Residential Forum and the
availability of support from fellow residential con
tractors around the country.

What are the requirements for Membership in
the PDCA Residential Forum?
You must be a PDCA member, either Nationally or
through a Council or Chapter. The Residential Fo
rum is designed to be an additional level of mem
bership information and benefits specifically for the
residential contractor.

APPI.ICATION FOR MEMBERSHIP

Please send this form, along with your check made
payable to "PDCA ResidentialForum" to

PDCA
15564 Producer Lane

Huntington Beach, CA 92649

YES! I want to join the PDCA Residential
Forum. I will receive a subscription to "The
Painter's Rag", the Business Systems Workbook for
Residential Contractors, and a Membership Certifi
cate. Enclosed is my check for $75.00 or charge my
Visa or MC cards as noted in the application.
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Dated _

Please fill out a/l the information requested.

Company Name

Contact Person

Street Address

City, State, Zip _

Telephone _

Fax _

Email _

Website _

To help us provide services for our members, please tell
us:
How long have you been in business? _
How long have you been in the PDCA? _
Do you attend the National PDCA Convention?

How many employees do you have working for you (on
average)? _

What type of residential work do you do?
% Residential new
% Residential repaint
% Residential custom

Do you provide specialty
finishes? Please list _

Please check PDCA Membership information:
_CurrentNationallndividual Member
_ CounciUChapter Member
CounciVChapter Name

Questions??? Call 714-372-3837 or toll free 877-722
5050 or email topdca@bivenssurfside.net
Send check payable to PDCA or FAX to
714-890-5865 with your Visa or Master Card #

Exp __ Signature _



PDCA Residential Forum
15564 Producer Lane
Huntington Beach, CA 92649

This "motley crew" is the 2004-2005 Board of Directors. They are so busy participating in AST
that we can never get a serious photo shot!!! From left to right, John Peek, Josh Abramson,
Mike O'Brien, Mike Chism, John Hone and Mark Lewis.

2004-2005 BOARD OF
DIRECTORS

PRESIDENT
Mike Chism, Chism Brothers Painting
858-571-0676
Email michael@chismbrothers.com

VICE PRESIDENT
Mark Lewis, Pro Craft Painting & Decorating Inc.
847-247-0101
Email mark@pccontracting.com

TREASURER
Michael O'Brien, PaintTek Quality Painting, Inc.
908-713-681l
Email mobrien@painttek.com
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SECRETARY
Joshua Abramson, A.Allbright Inc.
661-294-1l59
Email josh@aallbrighLcom

DIRECTOR
John Hone, Hone Painting & Restoration
973-403-1501
Email john@honerestoration.com

IMMEDIATE PAST PRESIDENT
John Peek, Peek Brothers, Inc.
858-505-1361
Email peekbros@simplyweb.net

EXECUTIVE DIRECTOR
Barbara Bivens, Fanfare Events & Association
Management
877-722-5050
Email pdca@bivenssurfside.net


