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Water Words

A Letter From The President
Keeping Promises
So how has everyone been doing since we last spoke? Busy, I hope. I know sometimes I find myself a little too busy.
I am careful when I make that statement. We all want to stay busy, but when we start scheduling a little too far out the
stress level seems to go up. Why is that I wonder? I think the main reason is that we care about what we do. We want
to keep our promises to our customers, but then things happen that are out of our control.
There is the weather, for one, which is always a challenge when it comes to staying on schedule. There are so many
variables to consider when we get a lot of rain. Can I get the rig in the drill site? And if I do, can I get it back out in a
timely manner without additional expenses?
Equipment failure is always fun to try and predict. It will happen: the question is when and how long will it take to get
back up and running again. Will you still be able to keep your promises to your customers?
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Emergencies areNCGWA
a huge challenge
when it comes| to
keeping promises.
There
are all kinds of emergencies and all have
different degrees of importance. When we are able to respond with a little compassion and in a timely manner, it is
always a move in the right direction when trying to keep promises.
The best tool that I have found to help “keep promises” is communication. Communicate with your customers. Keep
them abreast of your challenges. Sometimes those telephone calls are so hard to make. Most of the time, your customers will understand, and in turn, keeping promises is made much easier. In the end, they see you care, and that is what
they want when you are able to come on to their job. You will also feel a little less stress after communicating with
your customers. The whole process is a building block to mutual respect. Some of the hardest things we deal with end
up being the most rewarding in our lives.
“People with good intentions make a promise. People with good character keep them.” -Unknown
With respect,
Chauncey Leggett

NCGWA 2018 Conference and Trade Show
February 2, 2018
Embassy Suites, Greensboro, NC
(336) 668-4535
Rate: $119/Night
Reservation Deadline: January 5, 2018
Specify you are with the NCGWA

Prepare to mark your calendars…

The NCGWA is planning its
NCGWA Golf Tournament!

1st

Tentatively Scheduled for April 2018
Further Information Forthcoming

STATEMENT OF PUBLISHER
Water Words is the official publication of the
North Carolina Ground Water Association.
Readers are invited to submit manuscripts,
which preferably would be limited to 2,000
words or fewer in length. Water Words’
advertising policy attempts to conform its
advertising to business endeavors. Products or
services advertised in Water Words are not
directly or impliedly endorsed by the
NCGWA. The views and opinions implied or
expressed herein by authors and advertisers
are not necessarily those of NCGWA, the
editor or the publisher, and no responsibility
for such views will be assumed. This publication is provided with the understanding that
opinions, instructions and advice provided by
contributing authors and editors are those of
such authors and editors and not of this
publication. Neither the publisher nor the
editor is engaged in providing professional
opinions of any nature. If technical or
professional advice is required in any aspect
of your business, we encourage our readers to
seek professional services. The publishers of
Water Words may refuse to accept any and all
advertising it believes to be false, fictitious or
misleading.
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President
Chauncey Leggett, Lake Valley Well Co., Inc., Tarboro
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Bill Magette, Magette Well & Pump Company, Ahoskie, NC
Secretary/Treasurer
Reid Mullis, Gopher Utility Services, Kannapolis, NC
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John Boyette, Boyette Well & Septic, Wilson
Directors
Matthew Brown, Yadkin Well, Hamptonville, NC
Mike Floyd, McCall Brothers, Charlotte, NC
Dan Graham, Clear Water Solutions, West End, NC
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Elmer Newman, Newman Brothers, Elkin, NC
Neill Pardue, Air Drilling Company, Statesville, NC
Robb Armstrong, Franklin Electric, Columbia, SC
Phil Silvestri, Preferred Pump, Greensboro, NC
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Elaine Christian, NCGWA, Raleigh (919-876-0687)
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Quarter-page Ad
$100 per issue/$350 per year
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$150 per issue/$500 per year

Well Owners Guide

Full-page Ad
$250 per issue/$850 per year
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Articles and ad deadlines
are the first day of
MARCH
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Any and all NCGWA members are
encouraged to send information on past
or coming events or news articles that
would be of interest to other well drillers.
Please send profiles of well drillers/
companies that you feel deserve to be
highlighted in our newsletter.

The Well Owners Guide is a folder printed with general well information for
well owners and has room to store well records, your business card, and
related documents. The Guide is available for free to North Carolina
certified well contractors and county environmental health departments for
distribution to the public.
Pictures of the Guide are posted on www.wellcontractors.nc.gov on the
“Publications” page. If you would like to request some Guides please email
staff at joanne.rutkofske@dhhs.nc.gov or andrew.morgan@dhhs.nc.gov
Submied by the WCC Staﬀ
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Don’t Make the Problem Worse After the Storm - Call 811
Contributed by: Ann Rushing, NC811 Education Manager er service representative who will take the location and
description of the project site and notify affected utility
If Hurricane Irma or recent storms in and around your area companies. Utility companies will send a professional
have caused damage to your property, one important locator to mark the approximate location of utility lines.
phone number can help you avoid a major problem during Once lines have been marked, you can begin to carefully
the clean-up process. If you plan to dig as part of your clean up around marked lines.
storm clean-up, please be sure to call 811 at least three
full working days beforehand.
Safety is a shared responsibility, and calling 811 helps protect you, your family and neighbors from utility line damEvery six minutes an underground utility line is damaged ages and helps keep your community safe and connected.
because someone decided to dig without first calling 811. To learn more about best practices while digging around
Striking a single utility line during storm clean up can lead utilities, visit www.ncpipesplus.org for our free training
to personal injury, penalties, repair costs, and expensive with certification.
and inconvenient outages.
Visit www.nc811.org for more information about 811 and
When you call 811, you will speak with a NC811 custom- safe digging practices.

NCGWA | 919-876-0687 | 919-878-7413 (FAX) | WWW.NCGWA.ORG
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Tom Hanks, Sales, And Credibility
By Julie Hansen
Describe a film as a “Tom Hanks movie” and everyone knows what to expect: A highly likable, regular guy who gets
caught in extraordinary circumstances but rises to the top due to his true good character.
It’s this credibility that has landed Tom Hanks at the top of the list of the “Most Trustworthy People in America,” according to Readers Digest and Forbes.
The credibility of the Tom Hanks brand translates to big bucks for the actor and the projects he’s associated with. Sales
credibility and the power of your personal brand translates into dollars for you and your organization as well. So it’s
good to do a gut check and ask yourself:
“How is my sales credibility?”
Credibility is incredibly important but can be difficult to quickly gain in sales. When trust is low, as it is at the beginning of most salesperson-buyer relationships, your every statement is subject to scrutiny and skepticism. So how do you
turn around that inherent lack of trust so that you and your product or service have a fair shot? Like Tom Hanks, you
can make credibility your personal brand by leveraging the following tips:
1. Sprinkle in accomplishments.
Since you’re likely not an A-list celebrity, you may need to include your experience or credentials in a sales call or
meeting. But avoid the urge to unload a laundry list of qualifications on your prospect, especially early on. Instead of
building credibility, thumping on your chest too soon often has the opposite effect on skeptical prospects who have
heard too much of the same. Take some time to think about what qualities or achievements matter most to your cusNCGWA
| 919-876-0687
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tomer and sprinkle
them in where
relevant and in| a919-878-7413
conversational way.
enlist the aid of a third-party to
introduce you. Don’t be shy about telling them what qualifications you’d like them to point out in the introduction either. Or send your prospect an introduction prior to your call to set the stage accordingly.
Show congruency.
A pudgy castaway? Audiences never would have bought it. Tom Hanks lost 50 pounds to give a credible portrayal of a
man stranded on a desert island for four years in Castaway. Your body, your voice, and your words must support who
you are and what you are saying if you want to be perceived as credible. For example, saying, “I welcome all questions,” or “Let’s make this more of a conversation,” while you non-stop talk sends a mixed message.
Talk their talk.
Actors have a script which gives them the precise words to be credible in their role, whether they’re portraying a softball coach, a pilot or a ping-pong champion. While you don’t necessarily use a script, you may be partial to using your
own “industry-speak” – acronyms and buzz words that can confuse or distance you from customers. Don’t try and teach
your customers your language. Do the homework of incorporating the language of the customer in your conversation.
Putting in the effort to speak in your customer’s terms will enhance your connection and help them understand your
message better.
Walk the talk.
Having sales credibility ultimately means doing what you say you’re going to do. When Hanks’ Captain Miller
in Saving Private Ryan says “I am willing to lay down my life and the lives of my men…” no one doubts him. Build
credibility by sticking to even the smallest implied agreements with your customer, whether it’s starting and ending
your call or meeting on time, or following up promptly to all requests. Nothing gives people greater confidence in you
than seeing you walk the talk.
Take nothing for granted.
Co-workers of Tom Hanks will tell you he is extremely focused and doesn’t take his success for granted. He obviously
knows his craft but he still shows up on the set prepared to make each film the absolute best possible. Even if you’ve
presented the same basic content to many customers, many times over, don’t take anything for granted either. No two
4

Tom Hanks, Sales, And Credibility, Cont.
customers are identical. Make sure you have all the information you need to tailor your message to each unique audience. Doing your due diligence with each opportunity will allow you the freedom to show up and be of service to your
customer.
Be yourself, but don’t limit yourself.
Those who have met Tom Hanks say he is incredibly down to earth. He knows who he is, but he also continues to push
his range. For years he played the nice guy next door before progressing on to astronaut, boat captain, scientist, and
AIDS activist. With each role, he still made it his own. Tom Hanks’ repertoire has expanded over the years and so can
yours. Be authentic, but continue to grow and evolve. If you know you have more inside of you to offer as a salesperson, enlist the help you need to express that. Talk to your manager. Take a class. Hire a coach. Don’t limit yourself
with a “that’s just how I am” attitude.
Reprinted with permission of Julie Hansen

NCGWA CORPORATE PARTNERS

CORPORATE PARTNERS
(Continued)

Preferred Pump
Phil Silvestri
203 South English
Street
NCGWA
| 919-876-0687
Greensboro, NC 27401
psilvestri@preferredpump.com
336-373-5900

Drillers Service
Roy Lawson
PO Box 1407
Hickory, NC 28603
r.lawson@dsidsi.com
828-431-3245

Franklin Electric
Robb Armstrong
12 Summer Creek Court
Irmo, SC 29063
rarmstrong@fele.com
321-356-6752

Baroid
Mark While
PO Box 1675
Houston, TX 77251
mark.while@halliburton.com
281-871-5688

|

Goulds Water Technology
Ryan Stahl
919-878-7413
(FAX) | WWW.NCGWA.ORG
2881 E. Bayard St. Ext.
Seneca Falls, NY 13148
ryan.stahl@xyleminc.com
315-730-1493
Flomatic Corporation
Nick Farrara
15 Pruyns Island Drive
Glens Falls, NY 12801
nick@ﬂoma>c.com
518-761-9797
Pentair Flow & Filtration
293 Wright St.
Delavan, WI 53115
Mike Hulburt
Crossville, TN
mike.hulburt@pentair.com
714-227-8142

Next NCGWA magazine deadline:
December 1, 2017
Send items to: NCGWA, P. O. Box 41368
Raleigh, NC 27629
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Serving North Carolina since 1954

PUMPS • CONTROLS • PIPE • WATER TREATMENT • DRILLING SUPPLIES

Insert
Drillers Service Ad Here


• Best Delivery and Stock Availability in the State
• Representing over 2500 Quality Suppliers
• Experienced Technical Field Support Team
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®

Insert
Flomatic Ad Here

Made in USA

VFD Valves - Silent Checks



Unique
Patented
Design VFD Check Valves

(Also available in Ductile Iron and Stainless Steel 1” thru 8”)

America’s First Choice, Buy American and Hire American.
Patented submersible pump
check valve for use on variable flow demand (VFD)
systems and applications.
Standard check valves will
“chatter” and be noisy
when the system goes to
low flow, causing eventual
failure. The unique valves
are designed to minimize
flow losses and hydraulic

High Quality Valves Built To Last...

VFD Tapped Valves

shocks in the pumping
system. The exclusive
patented poppet
system ensures that the
valve smoothly and
automatically adjusts to
flow changes and is
noiseless at even very
low flows. Ideal for all applications including non
VFD systems.

Flomatic Corporation
15 Pruyn’s Island Drive
Glens Falls, NY 12801
Phone: (800) 833-2040 • (518) 761-9797
Fax: (518) 761-9798 • www.flomatic.com
Email: flomatic@flomatic.com
© 2017
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FORWARDING SERVICE REQUESTED
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