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We are not far from our Annual Convention (January 7-9, 2008). I would like to 
see as many attendees at the Convention as possible.  Roger Batt has worked 
hard and has a great lineup of topics and speakers for Continuing Education 
Credits. It is also a great time for participants to see the Vendor Tradeshow and 
many Exhibits during this time. The Association has accomplished a lot over the 
last year. Some of these projects and issues remain. I would like to thank 
everyone that has taken their personal time to help and give support to the 
Association and Industry. It is this help and support that makes our Association 
strong and keeps our Industry on track and profitable.  
 
There is something that IGWA members need to give the Board and that is 
direction and ideas to help improve the employees in the drilling and pump 
industries. I keep hearing for the most part that nobody is for hire. While that is 
hard to fix, there is concern from IDWR that some people are not completing 
work to their expectations. It takes new people to move our industry forward. 
As I understand, there are two drilling schools in the United States. It is 
practical to help new drillers attend a school by supporting them financially or 
in-kind. The question is, "How much help would the Association like to give?" 
Please think about this and let the Board know your thoughts. This would be a 
great discussion topic during one of the breaks at the Annual Convention.  
 
The National Ground Water Convention and Expo will be held in Orlando, 
Florida in December. I and others will attend this event and hope to see many of 
you from Idaho in attendance as well. NGWA has a great lineup of topics and 
speakers and they always provide an opportunity for Drillers, Pump Installers 
and Manufacturers and Suppliers to converse with each other in a relaxing and 
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positive atmosphere.  
 
The Pacific Northwest meeting is February 1-2 and is also a great show to attend. It is at 
this time of year that you might be able to get away. We always try to work with the other 
states on Continuing Education, so it is nice to talk to them and acquire new ideas and 
ways to keep programs at a "high quality" level. I would personally like to see Continuing 
Education move towards a more "hands-on" style of Workshops like Downright Drilling 
sponsored last spring in their Mud School. We also need input from all of you on what 
would be beneficial to you to improve your operations. 
 
I have truly enjoyed serving as President of the IGWA and appreciate the Board and 
membership's support. After my term, I will continue on as a Board member and look 
forward to working with the new President, current Board and incoming Board members. 
 

Gary Duspiva, MGWC 
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The Continuing Education Committee is composed of five members drawn from the drilling 
community-including former drillers.  This spring, three of the five members’ terms will 
expire.  These members have agreed that they can stay on the committee, but would step 
aside if other drillers stepped forward to take a turn on the committee.  Ideally, the 
members represent different areas of the state, and we currently do not have a 
representative from Eastern Idaho. 
 
If you or someone you know is interested in getting involved, or would like to know more, 
please contact either me or Roger Batt.  My contact information is as follows: 
 
Alan Lloyd; P.O. Box 514; Albion, ID 83311 
Ph/Fax: (208) 673-5595; Cel: 312-2920 
email: rockstars@atcnet.net 
 

Alan Lloyd, CEC Chairman  
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Do you remember the last time you received good service?  Many of you are shaking your 
heads, “no”.  It’s troublesome in today’s world, with such low unemployment, the antics we 
are willing to put up with from those we do business with. 
 

So why do we?  Have we become so accustomed to poor service that we just expect it?  
Absolutely.  I actually expect poor service when I dine out or go to a movie.  I’m pleasantly 
surprised when I receive adequate service.  Imagine how ecstatic I get when I receive really 
good service. 
 

Typically when I travel through airports on connections, I’ll find myself in one of the many 
restaurants working on my computer.  Since time is short and airlines no longer offer edible 
meals, I usually order off the menu while hacking away at emails. 
 

Last August, while returning home from a business trip to North Idaho, I found myself in a 
restaurant at the Spokane airport.  It was early in the morning so breakfast was near the top 
of my “to do” list. 
 

The waitress attending all the guests was hustling around the tables, keeping coffees and 
waters full, while smiling and having polite conversation with those who were receptive.  
What a pleasant surprise! 
 

I’m a picky eater so I rarely order exactly what’s offered on the menu.  I’ve always got to 
have something special.  Yes, I’m one of “those”.  My smiling waitress had no problem with 
my special order and my meal was served in a timely fashion. 
 

By the end of the meal, I’m smiling and happy.  Trust me when I say I’m not a morning 
person.  My family can attest.  Yet, by the end of breakfast, I was in a great mood and 
ready to take on the day. 
 

What happened?  The food wasn’t that good.  The coffee was too bitter and my eggs were 
basically tasteless. What happened was that I received service.  Not just service, but Good 
Service! 
 

Good service is something that every business should strive to achieve.  Those that master 
the art become successful.  Those that don’t muddle around for years, breaking even, and 
then finally going broke once the economy shifts. 
 

Good service is something that makes you stand out amongst the crowd of competitors 
most industries have. 
 

The question is:  What IS Good Service?  To me it means exceeding the expectations of the 
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customer on a consistent basis in all areas of the “sale”.  For you it will be different.  It’s so 
different for everyone that there is not ONE good answer that is all serving. 
 

The term “Perception is Reality” comes to mind.  How we are perceived by our potential pool 
of customers is actually what we ARE.   Take a step back and look hard at your company and 
employees.  Be realistic.  What do you see?   
 

If what you see differs from what you “want” to see.  You’ve got work to do. 
 

Whatever perception you want your customers to see takes diligent work and training.  You 
have to first decide what your company is all about.  Some call this a Vision or Vision 
Statement.  Basically, it’s just a statement of fact on how you want to do business.  It can be 
as long or short as you’d like.  IBM’s Vision Statement is a full two pages long.  2M 
Company’s is a simple two word catch phrase.  There are no rules to the Vision Statement.  Its 
goal is to hold you accountable to your customers. 
 

Once you’ve got your Vision, you need to decide how to go about displaying that Vision to the 
public.  The ultimate goal is for your customer’s perception to match your Vision. 
 

It’s not enough for you to believe in and strive for your Vision, but for your employees to do 
the same.  This is the hard part.  You’ve got to train and “sell” your employees in believing the 
same service policies and practices as you believe in. 
 

Remember my waitress from earlier?  She’s no longer a waitress.  I tried to hire her away from 
the restaurant but she already landed at another company & was finishing up her two weeks 
notice.  Her services are in demand!  No, not serving coffee, but having the right attitude and 
truly believing in good service.  Apparently, I wasn’t the only one who recognized these 
attributes in her. 
 

Having a Vision and sharing it with your employees are key.  It is now most important to 
consistently execute the practices needed to make the Vision a reality.  Day in and day out.  
Year after year.  Consistently.   
 

Dedicate your Vision to service and follow through.  So many claim they care about Service 
then don’t train their people to execute it properly.  We’re all in business to Serve our 
customers.  By excelling in the Art of Service, we not only improve the perception of our own 
business, but the reputation of our entire industry. 
 

Buzz Mills 
President—2M Company, Inc. 

Continued from page 6 
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About this time of year, I like to sit down with myself and take time to ponder and analyze 
the business books for the current year-to-date and compare numbers with those of previous 
years and with the goals which were set about this time last year.  The exercise has always 
been interesting, to say the least.  Most of the ideas for changes for the future of the 
business were conceived during those episodes. 
 
Credit goes to a long-time business colleague for introducing me to something I’ll share with 
you.  He would just stop what he was doing and verbally ask himself, “Why am I doing this?” 
or “Why am I doing it this way?”  Then he would ask himself, “Could I do it better, easier, 
and more efficiently if I did it differently?”  After some analytical thought, he’d try something 
different.  He said if you could ask yourself the right questions, you would be challenged to 
find the right answers.  Lots of people think they already have the right answers when they 
don’t even know what the question is. 
 
I think he is correct because I’ve followed his example and am pleased with the results.  So, if 
I may, I’ll suggest some questions that may be helpful, or may spark ideas for questions of 
your own.  These are in no particular order.  Just some questions that have helped me find 
answers. 
 

♦ What could I do to make my employer more successful? 
♦ How could I make money buying inventory? 
♦ What additional inventory would it take to provide more prompt service and better 

meet the needs of my customers? 
♦ How could I rearrange my pricing to improve the bottom line? 
♦ What modifications to our equipment would be to our advantage? 
♦ If we changed our procedures, would it make us more efficient? 
♦ What new services could we offer to produce a greater profit margin? 
♦ What would we have to do to drill four average wells every week? 
♦ Of the advertising we do, what is the most effective? 
♦ What would happen if we started our workday at 7:30 a.m. and started the drill rig 

by 8:00 a.m.? 
 
Improving the way we think is the first step to progress.  You have heard it said, “If you 
always think what you always thought, you will always get what you always got.”  So, take 
the time to analyze your situation.  Ask yourself some innovative questions.  Then find 
answers to those questions to make some very progressive business decisions.  Set some 
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Continued from page 8 

goals based on those decisions now, to be implemented this next year.  Make your next year 
the best year ever. 
 

Have a great Holiday season! 
Henry Baker, IGWA Board Member 

 
p.s. The agenda for the 2008 annual convention in early January is being finalized.  It 
promises to be the best ever.  Your comments and suggestions have been taken into 
consideration, and we have tried to implement those into the courses offered.  They should be 
most helpful and beneficial.  More information will be forthcoming.  We have all learned in 
this industry that it is better to learn and lead than to guess and follow.  We invite you to join 
the IGWA.  At the urging of Webb Malone, the Berkeley Pump territory rep at the time, I 
joined 25 or so years ago.  He said it would be a great asset to my business.  How right he 
was!  Every convention has had something of much greater value than the price of 
membership.  Don’t miss out! 



Red-e-VFD Pump Panels w/ABB Drives 
♦ 3hp-1,000hp, indoor or outdoor packages 
♦ UL Listed and Labeled, UL508 I C P’s 
♦ Site-specific, pre-programmed and tested 
♦ ABB System Integrator and ABB Direct Service Station 

For more information:  Phone - 208.323.5300   Fax - 208.323.5311   www.red-e-vfd.com 
Or visit our new manufacturing facility at 6515 Business Way, Boise, Idaho 
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Join us in Orlando:  “Keys to Winning State and National Legislative Campaigns” will 
feature your peers talking about  the hot topics of the day: the expansion of rural water 
systems, regulation of water withdrawals, mandatory connection ordinances and 
geothermal heat pump driller certification. Please join us for this NGWA Expo workshop 
on Tuesday, December 4, 11:00 a.m. at Orange County Convention Center, Orlando, FL.  
 
 
 
 
Join us in Washington:  We hope many of you will join us February 25-26 for the 2008 
NGWA Washington Fly-in, and continue your efforts to educate policymakers about 
ground water and your business.   For a progress report on 2007, see the NGWA Expo 
Program or the November Water Well Journal.    
 
If you have suggestions for or comments on the following preliminary 2008 NGWA 
Washington Fly-in topics, email creimer@ngwa.org by November 27.   
 

Preliminary topic 1:  Where federal funding is used, require a higher level of 
voluntary interest in a public water system, e.g. 75 percent say they want system, 
if mandatory connection will be enforced.  Additionally, the concept would call for 
financial support to well owners for the decommissioning of well systems, if they 
will not be used or maintained following water line extension.  
 
Preliminary topic 2:  Continue efforts to gain passage of legislation to provide a 
federal residential (30% up to $2,000) and a business (10%) tax credit for 

SSPECIALPECIAL I INVITATIONNVITATION  TOTO U UPCOMINGPCOMING E EVENTSVENTS  
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geothermal heat pump system installation.    
 
Preliminary topic 3:  Support federal funding for ground water monitoring, so the 
fundamental data to optimize the use of ground water resource is available. 
 
Preliminary topic 4:  Work to gain the release of money from the federal Leaking 
Underground Storage Tank Fund to help address what is one of the most-often cited 
ground water contamination sources. 
 
Suggested topic 5:                                                                                 
 
                                                                                                  

 
NGWA’s Government Affairs Committee will finalize next year’s fly-in topics in December and 
welcome your input prior to making their decision.   
 

NGWA Government Affairs Team 

Continued from page 12 

The Annual IGWA Convention is about two months away. I hope everyone will remember to 
bring an item for the raffle drawings, which will close before the banquet on January 8th. 
Gary and I will be donating an Amish Quilt for the raffle. It is large in size and very beautiful. 
This has been a tradition at the Annual Convention for quite some time. There will be an 
auction (silent or live) in conjunction with the raffle drawings to help boost the Scholarship 
Fund depending upon the number of items we have.  
 
The Scholarship Committee will finalize the activities and always appreciates the generosity of 
the Industry. I look forward to serving on the Committee at the Board's pleasure. Committee 
members have helped me learn the process of how everything works and I thank them for 
this. 
 

Louise Duspiva - Chairman  
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