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ew Orleans plumbing service contractor uses

personal, hands-on approach to keep sales up

BY MARIAN B0
Speciol to CONTRACTOR

OYALTY. In times past peo
ple had perso

<hips with
chanic, barber;, tv repairma

yes, their plumber. Some people

ans still do

Brian (left) and Carl Bourgeois. The f
talking," vs a bake-off on the Yellow Puges”
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s woltte, “Let our

goarfingersdo the u

OIS

Over the past 20 years
is has succeeded with &
gly obvious and sim

5.
A ‘arl and Brian,
both ive in the business for
over 10 ) have seen the
standards expected by their fa-
ther work. Annual sales of Al

_ Bourgeois Plumbing & Repairs

are currently $1.3 million
Carl Bourgeois ciles three rea-
sons why th have such a stable
customer base:
+ They're loyal to customers
+ They've always provided
good service for a fair price.

+ The;
Bourgeo

office.
“We're very fortunate,” says
Carl Bourge *Things have

been bad for all types of business
in our area, but we've maintained
our regular customel have
had to turn down work on many
oceasions.”

Carl and Brian keep clos

r home
telephone
call forwanding
so callers can always reach some-

phone nur
directory and use

one who can help. They believe
this concern and availability has
increased customers’ confidence
in them.

They all earry radin equipment
and know what's going on with
their mechanies and customers.

Both Brian and Carl emp
size that the mechanics are in-
strueted to act as repairmen,
esmen. They're not o
alotof fixtures; their objective is
to fix them. Ifa faucet or toilet
heyond repair, that's a dif
matter.

Inventory is limited to replace-
ment par For fixture sales
Baurgeois nses showmoms avail
able at several wholesale houses

in the area

The company carries o
2,200 parts and all 15 of the
tricks are stocked eszentially
alike. There's from $10,000 to
£12,000 in inventory on each
truck,

A warehouseman is responsi-
ble for restocking i ntory on
the trucks. Each morning a list of
parts used is handed in by the
meehanics and by next morning
those parts have been assembled
for restocking on the truck. The
warehouseman also picks up fix-
tures at supply houses for me-

Al Bonrgeais is alviost alirays at the office

asds-on approach and

accessibility to costomers s partly evedited fn the firm’s siceess

chanics in the field.
Each crew is st
m

1 employees radio in that
they've completed their first as-
signment they're given the next
eall. The office then calls the next
custo i

n't pre-assign
in case a job takes longer
than expected. They also don't
want a technician breezing
through five or six pre-assigned
calls, then quitting for the day.

He believes that keeping a
close rein on projects and inform-
ing customers of schedules has
greatly boosted the firm's image.

There are 13 journeymen, six
apprentices who train on the job,
and two people doing sewer
work.

“For the most part, our men
have been very loyal over the
years. They're experienced, de-
pendable, clean and courteous,”
says Carl. Some have worked for
them for 15 or more years, and
there’s been little turnover.

The company carries credit for
nearly 98% of its clients, allowing
20 days to pay. There have been

few collection problems. Al Bour-
maintains

geois control over
these accounts. He says he
doesnt want mechanics to be

avercharging customers.
he charge is $34 an hour,
imum, including a 15 minute
trip charge. If a worker gets
canght in traffic the company
picks up the extra time. The av.
ling amounts to around

Bourgeois’ reputation as a loy.
al and homest company has
helped the the company weather
an economic downturn

“The struggles in the economy
have been bad,” says Carl. “It
really concerns you when you see
people you've dealt with for
years closing their doors and go-
g out of business. We've seen it
ith our competitors, our suppli-
ers and our customers. It's beena
struggle but we've nat had to lay
off a man for lack of work and, in
fact, we turn down work and re-
fer people to other plumbers

“We take good care of our regu.
lar customers and help out other
people when we can, but we've
found that loyalty really does pay
off.”




