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Plumbing is just a big erector set.

If you expected the office of a plumbing contractor to be full of pvc pipe, a little muddy around the edges, and office employees in blue jeans, you totally have the wrong picture. Scott Kincaid, the President, sits in a well-appointed new office building appointed with a desk built to spread a half dozen large blueprints.
Kincaid began as a laborer in 1980 and worked his way up to a VP for a LA plumbing contractor. The company grew and began landing some major projects in the CV. He was offered a partnership and moved his family here in 1989, and things were on a roll. But not for long. What was a 14 year relationship, turned sour when the company filed bankruptcy. Since he was already established in the valley and had contacts, this is where he and his family would stay. Then the hard work begins.
In 1995 he began his business by working 14-15 hour days. The next year, he increased to three employees, then to 18 employees. Now the company fluctuates between 55-75 employees depending on the work load. He just recently trimmed to 55 employees, a culling process he uses in order to retain the best employees.
Plumbing contracting has been his business for 22 years. His education began with four years at a trade school learning to become a plumbing contractor. He plays all the roles of his corporation—President, VP and Secretary, unlike other businesses who have partners. Now in this stage of his business, he typically leaves work about 5:30-6. His family is a priority and that is demonstrated when you see the photos of his wife and four daughters arranged on his immaculate credenza. Competition runs in his family when he commented that sometimes he has to choose between his twin daughters’ competitive cheerleading events and his competitive off road racing.

Kincaid makes decisions by taking into consideration first the employee and then second, the impact of the decision on the company. “My heart guides me and I pretty much go with my gut. Typically I am not wrong. Whenever I override it, I am wrong. Last week I over bid a project when in my gut, I knew it was a good bid the way it was originally written.” 

He mulls over decisions that are best for everyone. “If you don’t have happy people, they are not going to work. Most of the people that are here, want to be here. Our industry is very robust right now and you will see pirating of employees. If your people are not happy, they will not stay. 

When asked about what contributes to his success, he responded with, “My Dad was a mechanic, my brother is a mechanic.” He attributes his success to his skills as a mechanic and the people who work for him. 
“Plumbing is just a big erector set.” And his projects are big to match. They include institutions, schools, prisons and public agencies. Light commercial building is just starting in this area. He comments that, “Schools can’t be built fast enough in the valley.” His company’s projects are scattered in Murrieta, San Diego, Victorville, Desert Hot Springs, Palm Desert, El Centro, and Temecula. “We try to stay within a three hour circle of where we work.” Schools, for example, take a year to build. The growth spurts are five to six years and they tend to keep his employees busy for extended periods of time. “Employees may have to drive up to 45 minutes for a commute but efforts are made to select projects near employees’ homes to keep them happy.”
When we discussed best practices his response was quite simple: “For me it is basically my word is my word. If I say it will be done, it will be done. If it costs me money, it doesn’t matter. My word is 110%. I have never gone back on my word. Treat people like you want to be treated. ”
His biggest challenges revolve around his employees. He faces finding competent employees for the market he finds himself in. It is a continual process of managing employees, recruitment and retention. Another challenge is to keep employees current with the knowledge they need for the future. Pointing to a book seven inches thick, he states that a lead plumber has to know and understand the specs of each project. This requires reading the entire book to understand the scope of work. The lead plumber negotiates change orders, must stay in compliance, and create daily reports consisting of ten documents that have to be completed daily. “A lead plumber is no longer a mechanic anymore.” He commented that, “There is so much red tape that it requires three people full time to comply with state regulations.

He believes in giving to the communities through his building program. For example, he allows non-profits leeway in their change orders and that is his way of giving back. He also served as a coach for his daughter’s t-ball team.

When Kincaid started his business, it wasn’t that he woke up one day and said he wanted to start a company. He was content working for the company that promoted him. He had a family and thought maybe 3-4 employees would be “cool”. “As long as the market is there and I can control it, I don’t really have a guideline for how big we are going to be.” His company currently has a C-36 which is a plumbing license as well as an A license which is for general engineering. He is steering his company’s future toward even bigger projects. 

Where does Kincaid Plumbing want to be in five years? “Size doesn’t mean anything. It will happen if the employees will take us there. I really don’t want to go back. I am pretty comfortable where I am at. In five years, we will be full service and have a separate engineering division. That’s my goal. We want to look professional. We go out of our way to make sure we have a clean record when the job is done. ” 

