
Build Your Brand Through IN PHCC

CONTRACTOR CONNECTION  is the 
award-winning quarterly newsletter and official pub-
lication of the Indiana Association of Plumbing-Heat-
ing-Cooling Contractors.  It contains feature articles, 
industry news, and updated code legal and legislative 
reports.  

This publication appears Winter (Jan/Feb/Mar); Spring 
(Apr/May/Jun); Summer (July/Aug/Sept) and Fall (Oct/
Nov/Dec) and is mailed to more than 3600 contrac-
tors and key personnel in the plumbing, heating and 
cooling industry.

Indiana PHCC is the oldest trade organization in the 
state for the construction industry.  When you adver-
tise with Indiana PHCC, your company’s products and 
services will be uniquely presented to a very targeted 
market.  Because we are focused, we are able to offer 
advertisers one-on-one service that ensures that your 
company gets the greatest benefit from your marketing 
investment.

Editorial Calendar

Each issue of 
INDIANA CONTRACTOR CONNECTION
newsletter features:

Cover Story - Close-up of people, companies, and trends shap-
ing the industry

Legislative/Legal Issues - A brief update on the latest code 
changes, licensing developments, legal developments, apprentice 
news and governmental regulations

Calendar - A summary of key meetings at the local, state, and 
national levels

Products -  New products and services for the industry

People - A message from the President

The Indiana PHCC Advantage

•Our members are the voice of plumbing, 
heating and cooling contractors through-
out the state.

•Our members represent shops from the 
residential, commercial, new construction, 
industrial, and service and repair industry 
segments.  Indiana PHCC publications will 
connect you with the leaders in the p-h-c 
industry!

•In addition to members, our extensive sub-
scriber list means that professionals in the 
market for your products and services see 
your message.

(317) 575-9292 or e-mail brenda@iaphcc.com
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Below is an excerpt from the new book, Managing 

Projects by convention speaker Lou Russell. She will 

present an engaging, interactive session on dealing with 

the four hour “emotional hangover.”

Imagine the difference between look-

ing across the room through a glass of 

muddy water and a glass of clear water. 

The muddy water represents how our 

decision making is impacted by negative 

emotions. Our minds were designed to 

keep us safe. Every moment your brain is 

scanning around you to see what might 

threaten you. Luckily, most of us are not 

physically threatened very often, but our 

brain also picks up threats to our self-

esteem.
The brain reacts to these threats by 

immediately moving into survival mode. 

In the learning field, we refer to this 

as a reptilian-brain response, the most 

primitive of our brain functions. It is an 

automatic response, so don’t even try to 

stop it from emerging. Through hormonal 

intervention, the heart rate accelerates 

and blood is sent to the arms and legs 

so you are all set to punch or run as the 

need arises.
To focus on survival, the brain shuts down 

some of the frontal lobe where decision-

making competence is located. Long-term 

memory is also shut down a bit, further 

degrading your ability to make a decision 

I like to think of the reptilian-brain re-

sponse as a rusty gate that’s closing. At the 

beginning, the gate swings very slowly and 

can still be stopped from slamming shut. 

After a certain point of no return, the gate 

gains speed and slams completely shut, 

and the four-hour hangover begins. The 

trick is learning how to recognize that the 

gate has begun to close and mitigate the 

situation before the gate shuts completely.

A little stress is a good thing for creativ-

ity. The concept of cognitive dissonance is 

something we leverage in training design 

frequently. Leaving learners hungry for a 

little something motivates them to learn 

it. In projects, cognitive dissonance can 

be leveraged to help us become resilient 

and creatively come up with alternative 

plans. We tend to invest a lot in helping 

people grow awareness of their behavioral 

strengths (for example, DISC profiles). We 

train them in new competencies. And yet 

when people are stressed to the max, it 

knocks out all the great “building” that we 

have done.

Stop Looking Through Dirty Water

An Excerpt from Managing Projects by Lou Russell, Russell Martin & Associates
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other than to run or fight back. In our 

current workplaces, this would be trans-

lated into hide/leave or yell/get angry.

There is some evidence that our brains 

were designed for one or two big threats 

a day, like a lion-sighting on the African 

plains. In our work lives, it is more likely 

that we will feel dozens of personal at-

tacks during the day. Although these 

attacks are not as alarming, they exhaust 

the brain because it does not get the rest 

it needs to gear up for the next attack. 

Thanks to email, we get a constant stream 

of these attacks.Izzy Justice’s research in his book Emotion-

al Quotient shows that after a significantly 

strong emotional threat, the brain has a 

four-hour “emotional hangover.” For up 

to four hours you will be unable to 

make a good project decision.

Whether you are a plumbing 

or HVAC contractor, supplier, 

wholesaler or rep you will get 

specific strategies 

from Lou Russell to help you 

improve decision making and 

reduce rework! 
See page 8

to sign up for the convention!
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2010 Advertising Rates Per Insertion

Frequency rates determined by number of insertions
used within 12 months from date of first insertion. Four
issues published per year. All rates are per insertion.

1X 4X
Back Cover (4 color) $1645 $1465
Inside Covers (4 color) 1575 1450
Back Cover (B/W) 895 795
Inside Covers (B/W) 825 745
Full Page (4 color) 1445 1345
Full Page (B/W) 695 595
1/2 Page (4 color) 1235 1165
1/2 Page (B/W) 485 415
1/3 Page (4 color) 1200 1145
1/3 Page (B/W) 450 395
1/4 Page (4 color) 1180 1075
1/4 Page (B/W) 430 325

Commission and Cash Discounts
2% 10 days/Net 30; Gross 60 days. Agency commis-
sion is 15% on space, color and bleed IF paid within
60 days of invoice (to recognized adverstising agencies
only).

All pricing is NET. An agency placing advertising

Indiana Association of Plumbing-Heating

should add their commission when billing their adver-
tiser.

Send all materials to:

Indiana Contractor Magazine
9595 Whitley Dr., Suite 208

Indianapolis, IN 46240
(317) 575-9292

FAX (317) 575-9378
e-mail:  brenda@iaphcc.com

www.iaphcc.com

Advertising Rates Per Insertion Editorial Calendar
Winter Issue
Covers January, February, March 
Closing date:  Dec 18, 2009
**Features Membership**

Spring Issue
Covers April, May, June
Closing date: March 19, 2010
**Features New Plumbing Products**

Summer Issue
Covers July, August, September
**Features EXPO/Convention**
Closing date: June 4, 2010

Fall Issue
Covers October, November, December
Closing date:  September 17, 2010
**Features New HVAC Products**

**Please note that this issue deadline is earlier than
normal due to the timing of the Indiana PHCC EXPO
trade show and convention.

Materials:  High Res PDFS are preferable with all fonts and 
links embedded.   

Please submit artwork in final form to:

Indiana PHCC Contractor Connection                                                                                          
    Published 4 x per year

Rates per insertion

Full page - full color	 $1200
1/2 page - full color	 $ 750
1/3 page - full color	 $ 650
1/4 page - full color 	 $ 575

Jan/Feb/Mar Issue - closing date:  December 30, 2016
Apr/May/Jun Issue - closing date:  March 31, 2017
Jul/Aug/Sept Issue - closing date: June 30, 2017
Oct/Nov/Dec Issue - closing date: September 30, 
2017

All pricing on all publications is NET.  An agency placing 
advertising should add their commission when billing their 
advertiser.  Agency commission is 15% ONLY if paid within 
60 days of invoice.
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	 Brenda Dant
	 Indiana PHCC Publications
	 9595 Whitley Drive, Suite 208
	 Indianapolis, IN  46240

	 E-mail:  brenda@iaphcc.com

Questions:  (317) 575-9292 - phone
                  (317) 575-9378 - fax

Website:  www.iaphcc.com

Terms & Conditions

Payment Due Date:  All invoices must be paid within 30 
days of invoice.

Acceptability of Advertising:  Indiana PHCC reserves the 
right to refuse advertising deemed inappropriate for its 
publication.  The advertiser and/or its representatives are 
solely responsible for ad content.  

 


