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WHEN: Friday and Saturday, April 11th and 12th   
WHERE: Lambertville Station Inn and Restaurant, 
Lambertville, New Jersey   
COST: Free      
FOR INFORMATION AND TO REGISTER: Contact 
the Middle Atlantic Council offi ce, (877) 622-
7322, macpdca@cox.net. 

By Anita Dallas Editor

The 60th Annual Spring Meeting of the Middle Atlan-
tic Council (MAC) PDCA will be held in Lambertville, 
New Jersey, a quaint little town on the Delaware River. 
A pedestrian bridge connects the town with New Hope, Pennsyl-
vania, and all the amenities of Bucks County. There are numerous 
unique shops, antique stores and restaurants on both sides of the 
river that you can explore at your leisure on Friday and after the 
MAC Board Meeting on Saturday.

Friday night we will gather at the historic Lambertville Station 
see SPRING MEETING...page 11

Passing the torch...

...or the offi cial gavel, in this case, is outgoing Middle Atlantic 
Council President John Bennett, right, to President Dean Sickler 
during the 2013 MAC Convention. Story on page 3.
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Being a painting contractor:
It’s about time
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Dean Sickler

Greetings from New Jersey!
As many of you know, I’m con-

tractor who specializes in decorative 
fi nishing. I started off as a painting contractor, but I went toward 
the decorative side in 1986 when I realized that production work 
and being responsible for large crews was not my main strength. 
I’m a creative technician who gets more joy from the work and 
fi nished product than I get from running a business. 

That being said, after contracting for all these years, I’m cursed, 
like many of you, with being judgmental about how I spend my 
time. I’ve become pretty accurate -- to the hour -- in how long a 
given task will take. But after so many years of marking off linear 
feet, square footage, production rates, time management and the 
like, I fi nd it diffi cult to enjoy a hobby during my time off.  

Last spring I built a serious truck garden and spent the summer 
and fall building soil, planning, planting, digging, harvesting and 
enjoying fresh produce. But, in the back of my mind, I know that 
that heritage tomato really cost me $3.32. 

I rebuilt a block retaining wall in my backyard, where I earned 
about $12 an hour, not counting adhesive bandages and aspirin. 

My lovely wife, Andrea, knits beautiful shawls, hats and other 
things for an appreciative family. But 30 years of marriage tells me 
not to go any further in speculating a day rate on that one.

An exception to all this is when I’m hanging out with other paint-
ing contractors. There’s something priceless about sharing day-to-
day war stories. It lets us know that our problems aren’t unique and 
that we’re not alone. There’s a solution or at least a workaround 

see PRESIDENT...page 11
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Doings at the MAC Convention
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Convention featured all 
you could ask in a  PDCA event

see AWARDS...page 10

By Anita Dallas Editor

Thanks to all who participated in the 
59th Middle Atlantic Council (MAC) Con-
vention and Trade Show at Dover Downs, 
Dover, Delaware, in October. There was 
quality education, a Leadership Workshop, 
Trade Show, networking and social activi-
ties: all you could ask in a PDCA event.

We particularly thank our sponsors, who 
enable us to offer all these opportunities. 
This year the sponsors were: The Sherwin-
Williams Co., Benjamin Moore & Co., 
Purdy Corp., Hursh Painting Co., Rich-

mond Chapter, South Jersey Chapter 
and Charlotte Chapter. Please thank them 
for their generosity.

Join us in 2014 at the Wilshire Grand Ho-
tel in West Orange, New Jersey, for the 60th 
Annual MAC Convention and Trade Show, 

October 15th-18th. MAC President Dean 
Sickler and his wife, Andrea, are working 
on plans to make it one of the best. Watch 
your monthly e-newsletter, The MAC Lead-
er, for more details as we get closer to the 
event. 

Award Winners
Every year Middle Atlantic Council (MAC) honors the work of our outstanding 

contractors who enter the MAC PIPP (Picture It Painted Professionally) contest. The 
entries are then submitted to the national PDCA PIPP contest, which will be judged 

and honored at the PDCA 
Expo in March. (Story on 
page 8.)

The MAC PIPP Award 
winners were: 

First Place for Residen-
tial Decorative Finish-
ing: Faux Time Design 
for “Stunning Colonial 
with Soaring Ceilings and 
Spectacular Columns.” 
Dean Sickler accepted the 
award for Faux Time De-
sign.

First Place for Residen-
tial Interior: S&S Paint-
ing for “Trend Meets Tra-
dition.”  Valerie Abbott 
and Stacey Spear of S & 
S Painting accepted their 
award.  

First Place for Commer-
cial Restoration Exterior: 
Pro-Spec Painting Inc. 
for “Old Lehigh County 
Courthouse.” Ron Yar-
brough of Pro-Spec Paint-
ing accepted his award. 

First Place for Commer-
cial Interior: W.W. Nash 
& Sons Inc. for “Univer-
sity of Richmond Robins 

Center Ceiling.” Rod Nash and Leslie West accepted this award for W.W. Nash & 
Sons.

Special MAC Awards were given to two deserving members. The Rodney L. Nash 
Member of the Year Award went to Dick Holtz for his untiring dedication to help-
ing and mentoring contractor members in MAC. For many years he has shared his 
knowledge with his fellow Richmond Chapter members as well as with members 

Outgoing President John Bennett presents awards 
to (clockwise from top) Dick Holtz (MAC Member of 
the Year Award) as Rod Nash looks on, Joe Bowen 
(Richard L. Holtz Distinguished Service Award) as 
Dick Holtz looks on. And PIPP Awards to Valerie 
Abbott and Stacy Spear of S&S Painting, Ron 
Yarbrough of Pro-Spec Painting, Rod Nash and 
Leslie West of W.W. Nash & Sons, and Dean Sickler 
of Dundean Studios.  
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MAC Convention and Trade Show 2013

The 2013 Middle Atlantic 
Council Convention and Trade 
Show took place October 9th-
11th at Dover Downs Hotel and 
Conference Center in Dover, 
Delaware. Here’s a tour of the 
event in pictures.
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MAC Convention and Trade Show 2013

By Valerie Abbott S&S Painting LLC

From the moment we joined PDCA and 
started attending monthly meetings in Rich-
mond, we heard about the Middle Atlantic 
Council (MAC) conventions. Everyone 
told us “it was great,” that we would “learn 
so much” and “network with smart business 
owners.” 

To be honest, we didn’t think attending a 
MAC convention would be worth our time. 
My business partner, Stacey Spear, and I 
were too busy managing our crew by day 
and tending to our families at night. We told 
ourselves, and everyone else, that we just 
didn’t have the time to go. 

The truth was: We didn’t know what we 
were missing. 

When Dick Holtz in Richmond called 
us personally to encourage us to attend, we 
weren’t crazy about the idea. We’d have to 
take time from work and coordinate after-
school childcare so we could to go to Dela-
ware. And we’d have to fi gure out how to 
pay for it. 

After careful consideration, we decided 
to give it a try. I told Stacey on the way 
there, “If this trip isn’t worth it, it will be 
our last MAC convention.” She agreed.

We arrived on Wednesday evening, and by 
Thursday morning at 9, the trip had already 
been worthwhile. We learned new things 
about estimating from Marge Parkhurst 
of PEP Cloud during the 7 a.m. work-
shop. During the rest of the convention, we 
learned great tips about how to more ef-
fectively communicate with customers and 
employees. We also learned how to differ-
entiate and leverage the important roles we 
play as company owners and leaders ver-
sus team managers. We learned about new 
primers and how to use ladders more safely. 
We discovered ways to sell our services to 
fi rst-time homebuyers, and the importance 
of networking with others in our industry. 

By the end of the convention, our note-
pads and brains were swimming with infor-
mation we didn’t have before we arrived. 
Oh yes, and we walked away with the MAC 
PIPP (Picture it Painted Professionally) 

Award for our interior residential submis-
sion, along with a big fl at-screen TV, com-
pliments of the raffl e at the Trade Show. 

Was it worth it? Oh boy, was it worth it!
During the four-hour drive home to Rich-

mond, Stacey and I discussed many of the 

things we discovered. We wondered what 
we’d missed by not attending past conven-
tions. One of the most profound takeaways, 
however, was our need to deliver a strong, 
sincere message to our fellow MAC PDCA 
members: If you haven’t been to a MAC 
convention recently, you really don’t know 
what you’re missing! 

When we returned home, a few of our 
fellow Richmond PDCA members asked 
if we would attend next year’s convention. 
I could tell by the look on their faces that 
they already knew that the answer was: “Of 
Course!” 

Stacey and I hope that many of you will 
be inspired enough by our fi rst experience 
to consider attending the 2014 MAC Con-
vention and Trade Show in New Jersey. If 
you have any doubt about whether the time 
and money will be worth the investment, 
we can  tell you that IT IS ABSOLUTELY 
WORTH IT – that and more!

A first-timer experiences
MAC’s 59th Annual Convention

Stacy Spear, left, and Valerie Abbott with 
their 2013 PIPP Award.

Many Thanks to Our 2013 Trade Show Exhibitors! 
A huge “thank you” from Middle Atlantic Council to the following 
exhibitors who participated in our Trade Show in Dover, Delaware: 

Sherwin-Williams Co. 
Benjamin Moore & Co. 
3M Corp.
Advanced Repair Technology
Amazing Noopy’s
Arroworthy
Chuck Dougherty & Associates
Corona Brushes Inc.
East Coast Sales Group
Festool USA
Gardner-Gibson
Fearey Sales
Hyde
KC Sales
Kovrd
Louisville Ladder
McCormick Paints

Your support and sponsorship make the Trade Show possible year after year. 

MAC encourages all of our members to show their 
support by using the products of our participating exhibitors.

Muralo
Norton Abrasives
PEP
PPG Architectural Coatings
Purdy 
Roman Decorating Products
Rust-Oleum Brands
Seal-Krete
Shurtech Brands
The Wooster Brush Company
Tower Caulk
Trimaco
Valspar
Whizz Rollers
Wolf Gordon
Zip Wall
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Friday, December 13th, was a very good day for one low-income 
family in Reston, Virginia, tenants in one of the 53 townhouses 
owned by Cornerstones Housing Corp. That was the day that 
members of Washington Metro Chapter put their holiday spirit to 
work for the family.

Painters from seven different local companies appeared at the 
townhouse at 8 a.m. and got right to work, cleaning and repainting 
the townhouse from top to bottom. 

“It wasn’t diffi cult to get the volunteers,” project coordinator 
Brian McCracken, president of All-American Painting Plus, 
was quoted as saying. “We have about 13 painters on the job today. 
The toughest part is drying times and moisture, trying to get it all 
done in one go, not to mention all of us working in one pretty small 
space.”

Despite the diffi culties, the PDCA volunteers had much of the 
property primed and painted by lunch time. 

“It’s really great teamwork, especially since most of these vol-
unteers have never worked together before,” Chapter President 
Andrew McBride, of Image Painting, was quoted as saying.

As it turned out work was ahead of schedule, with time for some 
extra touches.

Many of the paint products were donated by Vienna Paints, with 
six area locations, and came from the Benjamin Moore line. Vi-
enna Paints’ Barnie Jones stopped by the site to check in and make 
sure everything needed was on hand.

Painters from NOVA Painting, Tech Painting, Image Painting, 
All-American Painting Plus, CertaPro of Arlington, Gebhardt 
Painting, and Décor Painting participated. 

Chapter Happenings

MURRY RUTKIN
(410) 952-7697 

Washington Metro Chapter
Chapter meets on the third Tuesday of each month. For 
information, contact Kim Seelinger at (571) 408-3811 or visit 
www.PDCAMETRO.com.

Charity project helps
Reston, Virginia, family

Chapter members gather on December 13th for their annual 
charity project.

Using PDCA standards for marketing
“How to Use Government to Improve Contractor Standards to 

which PDCA Members Already Conform,” was the subject of a 
presentation by Michael P. Turner, president of Burton Trent 
Public Affairs LLC at North Jersey Chapter’s November meeting.

Mike specializes in advocacy and issues management, and is 
considered one of New Jersey’s leading practitioners of highly ef-
fective communications. With more than 20 years experience in 
the industry, Mike spoke on ways PDCA members can use their 
professional standards to market and brand themselves as well as 
expand membership.

Topics included marketing to build your customer base, branding 
of PDCA to be synonymous with excellence and craftsmanship, 
and using government as a marketing tool.

 Members and guests were able to take home some valuable in-
formation that can be applied to their businesses.

South Jersey Chapter
Chapter meets on the last Tuesday of each month. For 
information, contact Ron Yarbrough at (856) 712-0123 or 
e-mail ryarbrough@pro-spec.com. Website: www.sjpdca.org.

MAC News & Views is the ONLY print advertising venue 
specifi cally targeted to painting contractors in the eight-state 

and D.C.-area MAC region. To advertise, call (877) 622-7322.  
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Middle Atlantic Council (MAC) PDCA hosted two 
seminars for business owners, sales people and key 
crew leaders in December and January. MAC welcomed 
Frank Newhard of AdviCoach. At the MAC Conven-
tion in Dover, Delaware, in October, Frank presented a 
leadership workshop and a seminar on understanding 
personalities.  

In December, Frank offered his signature seminar, 
“Creating a WOW Customer Experience,” at the Sher-
win-Williams Co. facility in Beltsville, Maryland. 

This seminar covered the key elements that affect the 
customer’s experience. Frank went into depth on areas 
affected by fi eld personnel, including communicating 
with the customer, setting expectations, delivering bad 
news, delivering value, exceeding expectations, and 
more, with the goal of sharing ideas and skills to help 
employees create a “wow” experience, resulting in more 
referrals and repeat business.

In January, Frank put the spotlight on salespeople with 
his seminar “Developing Your 2014 Sales Plan.” The 
topics included: setting a sales quota, creating a sales 
“map,” measuring effectiveness, creating a forecast, set-
ting a schedule, improving your closing ratio, managing 
your pipeline and creating a disciplined approach.  

Our contractor members were able to take home some 
tips and techniques to help them continue to build their 
businesses. 

Holiday party wraps up 2013 
for North Jersey Chapter

North Jeresy PDCA wound up 2013 with a free holiday party at 
Calandra’s Mediterranean Grill in Fairfi eld, New Jersey, on De-
cember 10th. Members and guests brought clothing and non-per-
ishable food items to donate to Community Outreach Services.

We look forward to a great 2014!

Richmond Chapter
Chapter meets on the fi rst Tuesday of each month. For 
information, contact Leslie West at (804) 788-9011 or e-mail 
Leslie@wwnash.com.

Chapter looks back on a prosperous 2013
Richmond Chapter enjoyed a prosperous year in 2013 under the 

leadership of President Steve Preas of H.J. Holtz & Son Inc. 
In the spring we participated in many 

pro shows. Later in the year there was 
a successful community service project 
for the Children’s Home Society and 
a profi table golf tournament.  

Speaking of the golf event, it was the 
33rd Annual Richmond Chapter Golf 
Tournament, and it took place on July 
19th. Winners were the team from W.W. 
Enroughty & Son Inc., John Burke, 
Tom Bolt, Scott Thompson and Da-

vid Whittaker. The $1,500 in proceeds from this tournament were 
donated to the Children’s Home Society.  

We had a great fall line-up of programs. 

Our 2013 golf winners

North Jersey Chapter
Chapter meets on the second Tuesday of each month. For 
information, contact Stacy Scaturro at (914) 373-9015 or 
e-mail simonsezpez@aol.com.

In September there was a program on GPS tracking systems. Oc-
tober brought members a program focusing on federal health insur-
ance revisions and what they will mean for contractors.

November capped our educational programs for 2013. We wel-
comed back Bill Silverman of Spring Board Business Coaching, 
who spoke on analyzing this year to project where you want to be 
next year. 

In December we installed our offi cers for 2014 at the Boathouse 
Restaurant at Sunday Park. 

MAC seminars focus on business leaders, 
sales people and crews

Business owners, key sales people and crew personnel from PDCA 
member companies attend a Frank Newhard seminar, sponsored by MAC, 
in Beltsville, Maryland, on December 4th. 
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National PDCA News

WHEN: Wednesday, March 12th through Saturday, March 15th   
WHERE: Grand Sierra Resort and Casino, Reno, Nevada    
FOR INFORMATION AND TO REGISTER: For convention registration and hotel 
reservations, visit www.pdca.org and click on the Expo 2014 icon.

The 2014 Painting & Decorating Expo takes place 
in March, and you shouldn’t miss it! This annual event 
features more than 40 education sessions, an interactive 
trade show of 50-plus exhibitors, and exciting evening 
networking events.

The 2014 Expo will feature several new components, 
including a one-day, action-packed trade show; an eve-
ning awards banquet, and much more.

Enjoy Reno
With a population of over 225,000, Reno is the largest city in northern Nevada and is 

nestled on the eastern slopes of the Sierra Nevada Mountains. The city and the surrounding 
area provide unlimited indoor and outdoor recreational activities. And for Middle Atlantic 
Council members who have been enduring the recent extreme winter weather here on the 
East Coast: Reno has excellent weather! Spectacular Lake Tahoe and the largest concentra-
tion of ski facilities in the world are all within a 50-mile radius. Biking, camping, hunting, 
fi shing and mountain climbing are all activities Reno residents and visitors enjoy.  

The East Region of 
PDCA received a peti-
tion and held an elec-
tion in December for 
Board of Director can-
didates to replace re-
tiring directors, in ac-
cordance with PDCA 
policy section 2.2.

C o n g r a t u l a t i o n s 
to Ron Yarbrough 
of Pro-Spec Painting Inc., New Jersey, 
and Nigel Costolloe of Catchlight Inc., 
Massachusetts, on their election to the East 
Region Board of Directors for 2014. 

Ron is president of South Jersey Chapter, 
Middle Atlantic Council, and Nigel is the 
president of North East Council.

There’s still time to head
for Reno and PDCA Expo ‘14

Yarbrough
elected to 
PDCA East 
Region board

Ron Yarbrough

PDCA education is top member benefit
Painting and Decorating Contractors of America

Education  is the number one benefi t 
members derive from their annual PDCA 
membership investment. 

PDCA’s Contractor College is where 
members can take courses to improve their 

businesses and to obtain offi cial accredita-
tion.

All Contractor College courses are avail-
able in the online course catalog. View and 
receive credit for archived webinars, PDCA 
Expo sessions, industry partner presenta-

tions and much more. Learn more by visit-
ing www.contractorcollege.org.

Live Webinars
Webinars are Contractor College’s most 

popular courses, hosted live on the third 
Wednesday of each month at 5 p.m. east-
ern time. Presentations are archived to the 
course catalog. So if you miss a webinar, 
access it from the catalog to receive credit.

PDCA accreditation
Professional and industry certifi cation is 

a proven means to indicate that your com-
pany has gone the extra step to separate 
yourself from the competition. Learn how 
to use Contractor College to its maximum 
potential and begin working on your ac-
creditation today.

Log in to ContractorCollege.org and stay 
up-to-date with your accreditation with 
your personal Contractor College Accredi-
tation Dashboard. All completed course 
work is tracked in your course history.

see EDUCATION...page 11
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Improving Your Business

AWARDS...from page 10 Joining PDCA 
could be the 

best investment 
you make for 

your business in 
2014. Call (877) 
622-7322 today!

throughout the council. He has served the 
chapter and council in every capacity, in-
cluding president. This year he took it upon 
himself to call every MAC member to in-
vite them to come to the MAC convention. 
Dick is an Honorary Member of MAC and 
is again serving as council secretary.

The winner of the Richard L. Holtz Dis-
tinguished Service Award, MAC’s highest 
honor, for years of continuous service and 
dedication to MAC was Joe Bowen. For 
many years Joe has devoted his time and 
fi nancial support to the Baltimore/Annapo-

lis Chapter and to MAC. He has also spent 
many hours on various committees for na-
tional PDCA. He has been untiring in his 
efforts to help educate his fellow contrac-
tors. Joe has diligently prepared and pre-
sented numerous seminars to help fellow 
painting contractor members expand their 
businesses. He has traveled to many cities 
in the council and has helped recruit mem-
bers in all areas of MAC.

Be sure to congratulate these members 
and plan now to submit a project to the 
2014 MAC PIPP Contest.  Watch the MAC 
Leader, MAC’s monthly e-newsletter, for 
information on rules and deadlines.

By Tom Szaky
Courtesy of TerraCycle 
Jo Opot, TerraCycle’s vice president of business development.

Sales can be a melancholy job. On one hand, many people (es-
pecially nonsales people) feel that it’s sleazy and lowbrow. On the 
other hand, it can be the most important function of a business. 
Until there’s a sale, there is no business. Personally, I’ve gone from 
thinking the former to believing the latter and honing my skills over 
a decade to where today I am effectively the chief sales offi cer of 
TerraCycle. I don’t know exactly when this transition happened, 
but it took me a few years to embrace the power of sales the way 
I do today.

I recently wrote a friend who is starting a nonprofi t and suggested 
that the role of a company leader is to become the chief convincing 
offi cer. In the end these two titles are synonymous, because selling 
is really the art of convincing someone to believe and buy into your 
concept, whether by buying your product or service or by investing 
in your company or by working for your company.

Here are my top 10 sales tips, all of which have served me and 
our staff for years: 

You can sell only if you yourself are convinced: If you are not 
sold on the product or service, it will be an uphill battle to sell 
someone else. Your lack of conviction will scream through.

Be clear and direct: When pitching, do not use complicated dic-
tion. Pride yourself instead on being able to explain the concept as 
quickly, clearly and simply as possible. This is important because 
the biggest problem in sales is client confusion. Confusion does not 
lead to a Yes.

Pressure is an art: Creating FUD (Fear, Uncertainty and Doubt) 
in your client’s mind can be a good thing because it will lead to 
serious consideration of your concept. In the TerraCycle world, we 
award brand exclusivity by country and by category. I often need 
to tell potential clients that their competition is also talking with 
us. The trick is to mention this once and to NOT rub it in, which is 
likely to anger them. 

Know your client: Make sure to research your potential clients, 

know their challenges and their needs. One size hardly ever fi ts all, 
and you look much stronger if you care about the business enough 
to invest in the research. I can’t tell you how many times I get 
cold calls from sales people who don’t even know what TerraCycle 
does.

It’s all about the presentation: Building an amazing deck is 
critical to the sales process. Practice it, memorize it and be prepared 
to shift your emphasis based on how the energy changes when you 
give the presentation. Internally, we always ask ourselves: “Is the 
fl ow of this deck right? Will it convince?”

Be passionate and exciting: Most presentations are BORING! 
So create a show and make it exciting. Excitement is contagious – 
just like a yawn.

If you don’t know the answer, do not guess: People will ask 
you tough questions, and you may not always know the answer. 
The person asking you may be testing you, knowing the answer 
full well. And if you fumble, it’s very hard to rebuild credibility. 
Do not guess.

Answer questions directly and clearly: If you are asked a ques-
tion and you give a “politician’s answer” – in other words, if you 
don’t answer the question – your credibility will decline, and you 
will hurt your chances of making the sale.

Humor is a great lubricator: Funny stories always break the 
ice. Instead of using business cards, everyone in our company uses 
stamps to leave our contact info. It’s eco-friendly, it never runs out 
and it makes for a nice ice-breaker at the beginning of every meet-
ing.

You can always be better: Sales is an art, not a science. Which 
means it’s never perfect and can always improve. TerraCycle has a 
standard sales deck most of our associates use. We’ve gone through 
94 versions in the last three years and version 95 is around the 
corner.

Bottom line: sales is a critical function that is more art than sci-
ence, so hone your art. And please share any of the sales tips you’ve 
learned.

Tom Szaky is the chief executive of TerraCycle, which is based in 
Trenton, New Jersey.

The top 10 sales tips for 2014
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for every problem, and there’s an awful lot 
of experience in any gathering of PDCA 
members. 

I think this might be one of the problems 
with membership. There’s no direct cost-to-
value calculation we can make for attending 
meetings. I know that getting to a meeting 
can be a hassle, but I’m thankful every time 
I can make one because I’m charged up 
when I leave. Giving advice is just as re-
warding as receiving it because having to 
articulate an answer causes a better under-
standing of the problem. Going to a meeting 
is easy if you have a burning question or 
problem. But how often have you noticed 
that you found a solution to a problem you 
didn’t even know you had until it was pre-
sented by someone else? 

Going to a chapter or council meeting 
isn’t one of those dollars-and-cents issues. 
It does, however, drive me to encourage 
membership to anyone who will listen. The 
value of networking with like-minded peo-
ple is priceless. 

 PDCA rocks!

PRESIDENT...from page 2 SPRING MEETING...from page 1

MAC thanks our PDCA Na  onal Champions for all their support!

Every month, the Middle Atlantic Council issues an 
edition of the MAC Leader e-newsletter to all 
members for whom we have correct e-mail 

addresses. If you have not been receiving these 
newsletters, that means that we either have no 
e-mail address for you or the address we have is 
outdated or incorrect. If you haven’t been getting 
these newsletters, please contact the MAC offi ce 
and give us your correct e-mail address. We will 
make sure to send the correction to the national 
PDCA offi ce as well. Send your e-mail address to: 

macpdca@cox.net. Thank you.

Restaurant for dinner. You will be able 
to order your choices from the contem-
porary American menu and discover 
more than 50 boutique wines available 
by the bottle or by the glass. 

Join us in April and discover the 
charming Lambertville Station Res-
taurant and Inn. The waterfront hotel 
and popular restaurant offer a relaxing 
escape and fi ne dining with the con-
venience of being just an hour’s drive 
from major cities like New York and 
Philadelphia. 

Area attractions include antique, art and boutique shopping; lively night life and deli-
cious dining. There is a wide range of outdoor activities, including ballooning and carriage 
rides, visits to historic attractions, and much more. The famous Bucks County Playhouse 
is nearby, along with  Washington’s Crossing Park, where Gen. George Washington and the 
men of the Continental Army crossed the Delaware River on Christmas night in 1776 for 
their historic march to Trenton.

Also nearby is the  Delaware and Raritan Canal State Park, the  James A. Michener Art 
Museum,   and the  Steamboat Floating Classroom. 

Don’t miss this great PDCA networking opportunity, and a great chance for fun in this 
attraction-fi lled region. 

Safety Hotline
Most recently, PDCA has opened a new 

“Safety Hotline.”
Here’s the deal: Safety International LLC 

is now PDCA’s preferred safety consultant. 
Their team of experts is available to answer 
your safety questions at our Safety Hotline: 
(855) 373-2272. You’ll fi nd assistance with 
everything from company safety plans to 
OSHA regulations to employee safety train-
ing.

As an incentive for members to try the 
service, for a limited time, Safety Interna-
tional will offer a free safety program mod-
ule to callers. This can be a building block 
for your company’s safety plan. 

EDUCATION...from page 8



March 12-15 Wednesday-Saturday
PDCA Painting & Decorating Expo 2014, Grand 
Sierra Resort and Casino in Reno, Nevada. Edu-
cational events, trade show, national networking. 
See page 8. 

April 11-12 Friday-Saturday
60th Annual Middle Atlantic Council Spring Meet-
ing, Lambertville Station Restaurant and Inn, 
Lambertville, New Jersey. See page 1. 

October 15-18 Wednesday-Saturday
60th Annual Middle Atlantic Council Convention 
and Trade Show, Wiltshire Grand Hotel, West Or-
ange, New Jersey. 

Add your chapter events to the MAC News 
calendar in the magazine and online at 

www.MACPDCA.org! 
Submit news to: macpdca@cox.net. 

Calendar of Events

DEADLINES FOR THE NEXT ISSUE
All articles (including chapter news) and photographs for the SUMMER 2014 issue of MAC News & Views should be submitted 
by JUNE 9 - All advertising is due by June 11. Address all editorial material to Anita Dallas, Editor, MAC PDCA, 4211 Peakview 

Ct., Fairfax, VA 22033, fax to (703) 378-4410 
or e-mail to macpdca@cox.net

Unless otherwise specifi ed, call the Unless otherwise specifi ed, call the 
MAC offi ce at (877) MAC-PDCA for details.    MAC offi ce at (877) MAC-PDCA for details.                                     
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