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Leaders who understand the 
importance of their team 
cohesively maneuvering 

the demanding, vastly changing 
trades tend to stick out. They also 
understand the value of inspiring 
best performances, which is where 
meetings, training and constant 
tweaks to processes come in hand. 
But especially in the business of 
mechanical contracting, which 
encompasses various rotating parts, 
teams require the right direction. 
Scott Kellam, owner of Kellam 
Mechanical, a 20-year-old full-
service company, is one such leader 
on the mechanical turf, which is 
why he was selected as PHC News’ 
Contractor of the Year.  

Kellam and his wife, Sarah Kellam, 
operate Virginia Beach, Virginia-
based Kellam Mechanical in a 

“divide and conquer” fashion. Scott 
Kellam handles the helm of tech 
management and customer service, 
while Sarah is responsible for office 
management and marketing duties. 
Yet, like most power couples, they 
bounce energy and efforts off one 
another.

Though we each have areas that 
we focus on, we help each other 
with everything,” Scott Kellam says.

Sarah Kellam adds, “We tag team 
a lot. I think we complement each 
other well.”

The Kellams are responsible 
for creating a company that sees 
effective coaching and inclusive 
training processes for what they 
are — successful. This manifests 
in the form of anything from role-
playing to critiques. The company 
integrates its training processes, 

inviting manufacturers or reps to 
be part of company-wide meetings. 
Toolbox talks and vendor education 
contribute substantially to technician 
confidence. 

Quick and focused service is a 
Kellam Mechanical staple. Working 
with local supply houses, the 
company bar codes inventory to 
expedite service. Also, technicians 
travel with fully equipped trucks, 
enabling them to resolve many 
service calls in a single visit. Shop 
prefabrication is another method 
used that increases productivity. 
Ultimately, all of these procedures 
ensure the unison of customer 
service standards.

“Customer service is our number 
one focus. Making sure everybody 
has a smile on their face is essential, 
and that includes internal customers 
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Scott Kellam of Kellam Mechanical 
connects coaching to contracting.

Contractor of the Year

By Sarah CimaruSti
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as well as external customers,” Scott 
Kellam says.

Kellam, a father and 
recreational coach, appreciates 
sportsmanship and finds it helpful 
in how he manages a business. He 
is also entrenched in education and 
connecting to youth in the industry, 
for example, by participating in 
projects for the Virginia Beach 
Education Foundation. 

“For some of the young people I 
work with, it’s the first time they’ve 
been in a house and installed a 
heating or air-conditioning system or 
done electrical work, plumbing, or 
brick laying. It’s the first hands-on 
experience for them,” Kellam says. 
“It is exciting to see them light up 
and develop their skills. You can see 
instantly who’s really going to stand 
out in the crowd. You always have 
two or three that just jump in and 
take over. I enjoy watching their 
development.”

It’s safe to say that access to 
quality trade education is essential 
for most young professionals, and 
Kellam agrees. He’s been on the 
board of a local trade school and 
believes that there have been many 
enhancements to traditional training.

“The trade schools are improving 
greatly. They are becoming more 
hands-on than ever. I think that’s a 

huge improvement 
with the tech 
schools. Instructors 
are also training 
on soft skills and 
communication 
skills better than 
before. I think 
that’s helping out 
a lot too, but we 
still have to get the 
proper students to 
the centers to learn.”

Kellam has been 
involved with 
the PHCC for 35 
years on and off. Since becoming 
active with the organization, he 
chaired the golf outing, leading it 
to its highest participation in 10 
years. He has also participated 
in identifying membership and 
chapter programs and in developing 
a scholarship program for local 
HVAC apprentices. Additionally, 
he has been a member of the 
Air Conditioning Contractors of 
America, serving as its president 
in 2012-2014. Kellam believes 
his involvement with the industry 
continues to be an integral part of a 
business’ overall success. He urges 
other contractors to get involved 
with each other.

“Find mentors. They’re out there 

and glad to help,” Kellam says. “All 
of us are really open to help other 
business owners. The stronger each 
business, the stronger this industry. I 
belong to a mixed group; there’s 10 
or 11 of us, and we bounce ideas off 
each other.”

Kellam is drawn to coaching, 
which would make sense that 
people who inspire him the most are 
business coaches.

“Some coaches really drive your 
business. They push you to think. 
They challenge. They hold you 
accountable. I’ve been very blessed 
to have mentors that have helped me 
out, who have done a tremendous 
job for me. I wouldn’t be here 
without them.” l
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