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We’re REALLY
in Hot Water Now!

The new K2 Combi
and the Aspen Combi,
provide more options
for home heating
and hot water solutions

NEW!

TWO
combi boiler
models
available
now!
U.S. Boiler Company proudly introduces
the new K2 Combi boiler. It joins the Aspen
combi, in U.S. Boiler’s condensing product
line as an option for those seeking a fullfeatured, American-made combi boiler at a
value price.

Aspen Combi
t 10:1 turndown
t 95% AFUE
t 155 MBH
t Advanced Sage2.3™ boiler control
t Boiler - fire tube heat exchanger
t DHW - flat plate heat exchanger

K2 Combi
t 10:1 turndown
t 95% AFUE
t Available in two sizes (135 & 180 MBH)
t Advanced Sage2.3™ boiler control
t Boiler - water tube heat exchanger
t DHW - flat plate heat exchanger

for more information, visit www.usboiler.net
MADE IN U.S.A.
phc12_pgs_001_003.indd 2
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Patented memory hinge.
Complete seal every time.
Press-fit gasket installation.
No silicone needed.

Superior odor control. Extra drainage protection.
Side hinge operation.
Allows unobstructed flow in
heavy drainage situations.

Patented
pressure relief valve.
Prevents air lock.

Deeper wall SureSeal® Plus
models stop up to 5 ft of
head pressure.

Thicker substrate.
Longer seal life.

SureSeal® waterless in-line drain trap seal
solves odor and bug problems associated
with infrequently used floor drains.
Patented memory hinge and pressure release
valve deliver superior, longer lasting operation.
● Quickly/effectively solve odor problems
● For use in any drain - in any location
● Eliminate the need for trap primer
● Replace a failed trap primer
● Certified to ASSE 1072

SureSeal®
Plus

SureSeal®

4

ASSOCIATE MEMBER

Patent: USA 9,139,991 & 9,010,363

Fits both cast iron or plastic floor drains.

RectorSeal ® 2601 Spenwick Drive - Houston, TX 77055 800-231-3345
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A SINGLE SOURCE TO SIMPLIFY EVERY STEP OF YOUR INSTALLATION

RADIANT
MADE EASY

DESIGN MADE EASY
NO COST SYSTEM
PLANNING AND DESIGN
Let us define your system
requirements, design
the layout, estimate costs
and provide a complete
materials list

20'-0"

Circuit A-1
250 ft @ 12 in

25'-0"

Circuit A-2
250 ft @ 12 in

Garage

Manifold 1

CONTROL MADE EASY
INSTALL MADE EASY
PE-RT & PEX TUBING
AND ACCESSORIES

RADIANT HEAT PANELS

Pre-assembled, pre-engineered
solutions simplify system control

Choice of material, size,
and mounting options

CONNECT MADE EASY
MANIFOLDS AND VALVES
Solutions for wide range
of system sizes and needs

VALVE INNOVATION
RADIANT SOLUTIONS
webstonevalves.com/radiant
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FIND
YOUR
FIT

Choose from Over 900
SKUs — the Industry’s
Largest Selection —
for a Total Press System
) Industry best warranty of 50 years on
NIBCO® Press fittings
) Wrot fittings made in the USA from
100% North American pure copper
) Straight piping runs without deflection
on large and small diameter fittings
) Experience the best customer service
in the industry – as judged by our
customers
FIND YOUR FIT AT NIBCO.COM/PRESS
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CISPI Builds Digital and Print Advertising Campaign to
Educate Plumbing Engineers and Inspectors

8

The Cast Iron Soil Pipe Institute
introduced its new digital and print
advertising campaign, “We’ve Seen
It All. We’ve Done It All.”
This campaign supports CISPI’s
mission of educating plumbing
engineers and building and plumbing
inspectors on specifications and
model codes. CISPI is dedicated to
answering questions to support the
construction of reliable and efficient
plumbing systems.
The digital campaign aims to
create an engaging and informationrich resource to drive awareness
of the benefits of using cast iron
soil pipe and fittings. Dave Parney,
CISPI executive vice president, is
featured in the campaign. Parney
brings 26 years of experience in the
industry. CISPI is looking to appeal
to millennials coming into the
workplace who may not know about
the benefits of cast iron soil pipe
and fittings. CISPI is also looking to
educate through multiple platforms,
including print, social and digital
marketing.
Recently, CISPI released a new
website with a cleaner look and
feel to cut through the clutter.
Hosting key technical resources
such as the Cast Iron Soil Pipe and

Fitting Handbook and other CISPI
specification documents, the site
brings together critical information
about the benefits of cast iron soil
pipe and fittings.
A series of new videos will be
introduced over the next several
months, each highlighting specific
features and benefits of specifying
cast iron soil pipe and fittings
in plumbing systems. All digital
campaign elements will direct back

to existing education components
on the CISPI website.
CISPI will continue to provide
the tools and solutions necessary
for plumbing engineers and
building and plumbing inspectors to
understand the benefits of cast iron
soil pipe and fittings, as well as the
manufacture and use of cast iron
soil pipe and fittings in a variety of
installations.
Visit www.cispi.org

Chasing, and Living, the Dream
Over the past 10 years, Saniflo
USA has achieved a significant
market share in the residential and
commercial wastewater pumping
systems category. This growth
coincides with the productive,
decade-long tenure of Saniflo’s
current CEO, Regis Saragosti, who
marked a major personal milestone
this past summer — becoming a U.S.
citizen.
His personal and professional
accomplishments stem from
Saragosti’s lifelong drive to chase
the American dream. “Ever since
I was a kid growing up in the
Parisian suburbs, I wanted to be
an American, because this country
absolutely fascinated me,” recalls
Saragosti. Now, still only in his early
40s, he is already surpassing his
goals.
After earning a bachelor's degree
in business from ISTEC in Paris,
Saragosti began his career in exports
for CISA/BRICARD, an electronic
lock manufacturer that serves

phc12_pgs_008_015.indd 8

luxury hotels. From there he joined
SFA, Saniflo’s parent company,
in 2004, where he worked as an
export manager in Greece, Turkey,
the Middle East, Japan, India,
Armenia, among other countries.
He subsequently served as top
manager for SFA subsidiaries in
Russia, Poland, Ireland and Romania,
charged with the responsibility for
launching and/or developing the
Saniflo brand in those countries.
His big break came in 2007 when
he was appointed marketing manager
for Saniflo USA. Shortly thereafter,
he took over as CEO of Saniflo
operations in the United States.
Once he assumed his dream job,
Saragosti immediately went to work
growing Saniflo’s U.S. presence. At
that time, the wastewater pump
manufacturer was still relatively
unknown, having entered this
market only a decade earlier.
“I had to explain to customers
who Saniflo was and what we were
doing,” says Saragosti. “Fortunately,

with the support of a great team
on both sides of the Atlantic, we
quickly spread brand awareness
among industry buying groups and
wholesalers.”
Saniflo gained popularity as a
convenient solution for installing
plumbing virtually anywhere. The
above-floor pump products are
designed to handle wastewater from
multiple plumbing fixtures and
appliances within individual bath,
kitchen, wet-bar and laundry-room
applications.
The common denominator for
all of these systems is the ability
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Innovative boiler options
now even better with a bonus
NHB

NCB-E

Condensing Boilers

Combi-Boilers
&DHW
HTG
120k BTU/h 199k BTU/h

2017

2017

*Bonus is rewarded as 20,000 points ($200 value) in the
NavienRewards program for each NHB or NCB-E purchased
between November 1, 2017 and January 31, 2018 and
registered through NavienRewards.
All 2017 purchases must be registered by January 10, 2018.
All 2018 purchases must be registered by February 15, 2018.
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To learn more visit: us.navien.com
boilersmadesmart.com or
wholehousecombi.com
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to handle plumbing applications
that have no below-floor drainage.
This lack of drainage makes the
installation of conventional plumbing
fixtures impossible or at least costprohibitive.
Instead of routing the flush water
through a below-floor drain, a
specially designed, rear-discharge
toilet and other fixtures empty into
a macerator, grinder or drainage
pump. This rugged, proven
technology reduces waste and paper,
pumping the effluent through smalldiameter piping to the sewer or
septic tank.
As more wholesalers, contractors
and homeowners understood
Saniflo’s solution, business began
to grow. “We have doubled sales
over the past 10 years and now
hold 90 percent market share in our
category,” Saragosti says. “Unlike
when I started, today most industry
professionals recognize the Saniflo
brand and what we do.”
One could argue that Saragosti has
fulfilled his childhood dream, but he
has set new goals for the future.
“I’m looking forward to achieving
100 percent market share in our
category, continuing to grow
Saniflo’s business and having fun
selling the most reliable wastewater
pump products on the market,” he
says.
Saragosti continues, “I’m striving
to make the next 10 years as
successful as the first and would like
to thank everyone in the plumbing
industry who made this possible.”
If history is any indicator, the
future looks bright for this American
CEO.
Visit www.saniflo.com

A.O. Smith Awards
Five Scholarships
A. O. Smith has partnered
with the Plumbing-HeatingCooling Contractors Educational
Foundation to award scholarships
to five students in pursuit of careers
as plumbing
and mechanical
professionals.
The Charlie
Wallace Service
Scholarship and A. O. Smith
Scholarship are $2,500 individual
awards given to top-performing
students enrolled in a PHC-related
course of study.
Charlie Wallace Service Award
Scholarships
This is the second year A. O.

phc12_pgs_008_015.indd 10

Smith and PHCC have partnered
to fund the Charlie Wallace Service
scholarships, named after the
former COO of PHCC Quality
Service Contractors who served as a
prominent leader in the industry for
17 years.
This year’s winners are Grace
Brekke of Oakland, California,
and Elpidio Arroyo of Santa Ana,
California
Brekke is studying construction
management at California Polytech
State University, San Luis Obsipo.
She plans to use the PHCC
scholarship to become a project
manager at a construction company.
Arroyo is studying plumbing
installation and repair at PHCC
Orange County/San Bernardino
Apprentice School. He plans to use
his education to become up-to-date
with the laws, regulations, codes
and technology affiliated with the
plumbing trade.
A. O. Smith Scholarship Awards
This is the 14th year for the A.
O. Smith Scholarship Award. This
year’s award winners are Ronald
Butkus of Wausau, Wisconsin;
Travis Durkee of Poway, California;
and Isaia Ferarita of Riverside,
California.
Butkus is studying plumbing
installation, service and repair at
North Central Technical College
in Wausau. After the program,
he plans to pursue a journeyman
plumber certification and open
an independent plumbing and
mechanical business.
Durkee is studying plumbing
installation, service and repair at
the PHCC San Diego. He intends
to become a master plumber and
transition into a management
position.
Ferarita is studying plumbing
installation, service and repair
at PHCC Orange County/San
Bernardino Apprentice School.
With the PHCC scholarship,
he plans to become certified as
a plumber and become a city
inspector.
“It is truly an
honor to work with
such intelligent,
driven and ambitious
students,” said
David Chisolm, vice
president of marketing at A. O.
Smith. “We are proud to sponsor
a scholarship that strengthens
the industry by supporting highly
qualified students entering a career
in the trades.”
Visit www.hotwater.com

Taco Acquires
Taconova
Taco Family of Companies has
acquired the Taconova Group,
a leader in innovative hydronic
solutions for heating, plumbing,
and solar energy applications
in residential and commercial
buildings.
Headquartered in Zurich,
Switzerland, Taconova has more
than 55 years of experience in
creating intelligent building
technology solutions. The
company offers a broad range of
hydronic applications, including
hydronic balancing, underfloor
heating, distribution technology,
system technology and valves.
John Hazen White Sr., secondgeneration owner of Taco, started
Taconova in 1961 as a European
trading company for Taco Inc. of
Cranston, Rhode Island before
selling it to the Guinness Group
in 1980.
“The reputation of the
Taconova brand will help further
strengthen our presence in
Europe, which began in 2015
with the acquisition of Askoll Sei,
a world-class manufacturer of
high-efficiency pumps located in
Sandrigo, Italy.”
“In addition to providing a
strong brand, Taconova will give
us access to northern European
markets, broaden our product
offering in the whole of Europe
to include valves and systems,
add a competence center for
engineering expertise and
provide additional manufacturing
capability to support future
growth,” said Wil VandeWiel,
CEO of Taco Family of
Companies.
“Being part of the Taco Family
again is very exciting for everyone
at Taconova,” said Ralph
Seewald, CEO of Taconova. “Our
shared brand values of simplified
technology, high-efficiency
solutions that save customer
resources, and class-leading
customer support make this a
great fit. Taco Comfort Solutions’
expertise in engineering,
manufacturing, and automation,
combined with their international
distribution channels, will fuel
the growth of Taconova into new
markets and geographies.”
Visit www.tacocomfort.com
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Shapiro & Duncan
Wins Two
Washington D.C.
Contractor of the
Year Awards

12
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Shapiro & Duncan was recognized
by Associated General Contractors of
DC Metro during the 17th Annual
Washington Contractor Awards
Ceremony at the Peace Institute in
Washington, DC. The company was
acknowledged for its outstanding use
of BIM on the Goliath Data Center
Project and for its lean multi-trade
modular approach in the central
mechanical room for the United States
Holocaust Memorial Museum. The
award ceremony celebrated challenging
and astonishing construction projects in
D.C. Capitol.
Shapiro & Duncan has been
continuous in adopting lean practices
and innovative technology. Its field
and prefabrication teams implemented
a solution for the United States
Holocaust Memorial Museum that
consisted of creating multiple modular
fabricated skid assemblies for the
mechanical central plant supported
from the floor only, atypical from the
HVAC piping systems.
With full virtual design construction
coordination, the team carefully
and successfully created the room
layout of mechanical equipment
into modular skids while considering
sustainability, constructability
restraints and connection obstacles in
the field. Shapiro & Duncan thought
outside the box by prefabricating
skid assemblies that minimized
waste, enhanced productivity and
maximized time savings. Safety always
as the number one priority, Shapiro
& Duncan employed high standards
with precautions to ensure the safe
delivery of the modular skid assemblies,
including roadway clearances and
extensive cross bracing.
“There was a design requirement
that piping larger than four inches
in diameter could not be hung from
the overhead structure, our team had
not previously encountered such a
strict installation requirement. Several
iterations of brainstorming sessions lead
to the assembled skid concept. This
lean approach took some novel thinking
in order to deliver an innovative
solution that delighted the client,” said
Sheldon Shapiro, CEO.
Additionally, Shapiro & Duncan was
honored for its mechanical solutions

on the Goliath Data Center in the BIM
Projects category. With a dedication
to utilizing innovative technology to
deliver excellent service, a major key
component to the company’s success
was its BIM system.
“BIM was vital in troubleshooting
mechanical and plumbing designs in
conjunction with other trades and
aiding in the accelerated fabrication of
HVAC systems for Goliath,” said Chris
Canter, director of BIM/prefabrication.
Presented with a challenging schedule
from preconstruction to completion,
Shapiro & Duncan was in charge of
coordination, fabrication, delivery
and placement of approximately
18,000 feet of welded steel HVAC
piping ranging in sizes from 10 to 3
inches in diameter for Project Goliath.
Developing a concise structural plan
with meticulous prefabrication,
superior logistic coordination, quality
workmanship and established team
leaders was pivotal to executing the
project. It resulted in the delivery a
fully functional data center in world
record time and three weeks prior to
the designated completion date.
Visit www.shapiroandduncan.com

Greenlee Launches
Building America
Campaign
Greenlee Textron Inc. introduced the
Building America campaign to highlight
over a century of designing, building
and packaging products in the United
States. Building America shares the
stories of employees that craft Greenlee
tools in the six manufacturing facilities.
The stories can be viewed online.
Since 1862, Greenlee has utilized
a combination of traditional hand
craftsmanship and state-of-the-art
equipment to produce high-quality
tools.
Richard Mayberry, a machinist at
the Rockford plant who has been with
Greenlee since 1973, has seen some
of Greenlee’s biggest technological
advances.
“I believe in the quality of Greenlee
tools because I’ve been making them
for decades,” said Mayberry. “We put
American innovation and hard work
into the tools we build here, and
our customers appreciate that we’re
manufacturing right here in the USA.”
“For 155 years, Greenlee has been
manufacturing the tools that keep
professional safe and productive
in the field. And we’ve been doing
it with generations of family,

friends and neighbors in our local
communities – that’s significant in
today’s environment,” said Rishi
Malhotra, vice president of marketing
for Greenlee. “The men and women
in each of our seven facilities proudly
invest themselves in creating tools to
support the professional, and their
craftsmanship shows.”
Visit greenlee.com/buildingamerica

Uponor Creates
Registered
Apprenticeship
Program
Uponor North America has
developed an apprenticeship program
with the Minnesota Department of
Labor and Industry to help recruit,
train and retain skilled workers in the
midst of the skilled labor shortage.
The apprenticeship is a threeyear program in the maintenance
department, an area where it is
particularly challenging to find
qualified employees. Depending on the
success of the initial program, Uponor
will potentially create additional
apprenticeships to further develop both
internal and external talent.
“Talent shortages and skill gaps
are slowing manufacturers’ efforts
to expand, innovate and thrive,”
explains Bill Gray, president of Uponor
North America. “By developing an
apprenticeship program in combination
with internships, educational
opportunities, and other recruitment
initiatives, we hope to mitigate this
widespread trend.”
According to a recent study from
Deloitte Consulting LLP and the
Manufacturing Institute, "The Skills
Gap in U.S. Manufacturing: 2015 and
Beyond,” there will be a shortage of 2
million manufacturing employees over
the next decade, meaning the average
U.S. manufacturer will lose 11 percent
of annual earnings due to the talent
shortage. Seven in 10 manufacturing
executives also report shortages of
workers with adequate technical and
computer skills.
Uponor’s apprenticeship program
was developed as part of the
Minnesota Apprenticeship Initiative
to expand registered apprenticeships
as a workforce-development tool
that combines job-related technical
instruction with structured on-the-job
learning experiences. Apprenticeship
Minnesota helps employers design an
apprenticeship program that provides
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participants with specific skills,
training and job-related instruction
to fit the company’s needs.
Ken Peterson, Minnesota
Department of Labor and Industry
commissioner, said, “In all skilled
occupations across Minnesota,
employers are seeking solutions
to train new and existing workers
for today’s more technical jobs.
Apprenticeships can be a proactive
and productive solution to address
this need.”
The initial maintenance
apprenticeship program at Uponor
will encompass more than 6,000
hours of on-the-job training and
related instruction. Apprentices
will receive training in production
rotations, working at the repair/
fabrication shop, HVAC repair and
adjustment, troubleshooting PLCs,
basic carpentry, electrical repairs,
and rebuilding, installing, adjusting
and troubleshooting pneumatics and
hydraulics among other skills.
Related training will include ABB
Robot training, Yaskawa training,
and pneumatics and hydraulics
training. By the end of the program,
apprentices will receive PMMI
Level 2 certification and achieve
Journeyman status or a Maintenance
Electrical license.
Apprenticeships generally start
once a student graduates from a
two-year technical school, though
graduates are eligible to apply
for the apprenticeship for up to
18 months after they graduate.
Additionally, the state has agreed to
allow the second year of education
for apprenticeship candidates
from vetted programs, including
Dunwoody College of Technology,
Hennepin Tech, Dakota County

phc12_pgs_008_015.indd 13

Technical College, South Central
Community and Technical College,
Ridgewater College, St. Cloud
Technical and Community College,
Anoka Technical, and MN West
Community and Technical College,
to count for requirements for this
specific apprenticeship.
This is particularly important
to Uponor, which already has an
internship program with Dunwoody
that can be used as a pipeline for
recruiting talent.
In addition to receiving support
from the Minnesota Department of
Labor in developing the program,
Uponor will also receive a Minnesota
Apprenticeship Initiative grant,
through which Uponor will receive
$5,000 per registered apprentice to
help cover training costs.
Visit www.uponor.com

John Kopf Joins
Navien as Boiler
Product Manager
John Kopf has joined Navien Inc.
as a boiler product manager
responsible for leading efforts to
identify future product needs,
assisting in development of new
offerings and building a wining
product portfolio.
With more than 20 years of
experience managing HVAC
products, Kopf is a welcome addition
to Navien’s product management
team.
Kopf began his professional career
with Trane Canada in Toronto,
Ontario, where he was responsible
for managing air-handling equipment
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also located in La Crosse, where
he was promoted to the position of
product manager leading the product
support team.
Throughout his career, Kopf has
worked for several leading HVAC
companies such as S.A. Armstrong,
Weil-Mclain and Johnson Controls
Inc.
John has a master’s degree in
environmental engineering from the
Cracow University of Technology
in Poland and an MBA from the
University of Wisconsin, La Crosse.
Visit us.navien.com
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including fans, coils and air-handling
units.
When Trane Canada closed its
doors in 1996, John joined the
product management team at Trane
La Crosse, Wisconsin, as a marketing
engineer. At the beginning, he was
a member of the DCP (Diversified
Commercial Products) team with
responsibility for heating products.
Later, he joined the Trane EBS
(Existing Building Solutions) group
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Rheem Opens
Innovation Center
Rheem celebrated the grand
opening of its newest Innovation
Learning Center outside of
Dallas. The center is part of an
extensive renovation and expansion
of Rheem’s divisional offices,
warehouse and distribution facilities
at 1875 Waters Ridge Drive in
Lewisville.

The grand opening event kicked
off with a ribbon-cutting attended by
Rheem executives and employees,
along with Mayor Pro Tem Brent
Daniels, Rachel Bagley of the
Lewisville Chamber of Commerce,
and Erik With, district director
from Congressman Michael Burgess’

office. The newly refurbished office
and training spaces are home to
Rheem’s regional HVAC division
office a distribution center, which
opened in Lewisville in 2006.
Rheem’s Innovation Learning
Center in Lewisville is the fourth of
five training facilities to open across
the United States and Canada. The
digitally forward training facility
will be used to educate HVAC
contractors and plumbers from
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around the Southwest and Midwest.
It is a high-tech, hands-on center that
includes interactive classrooms, a live
demonstration lab where equipment can
be broken down and reassembled, virtual
reality labs for diagnostic training, as well
as a product showroom that showcases
the company’s latest energy efficient
HVAC equipment, water heaters, pool
heaters and boilers for both residential
and commercial applications.
“We appreciate the business and
community support that we have
received throughout the past decade in
Lewisville and look forward to hosting
our business partners in this new,
dynamic space,” said Mike Branson,
executive vice president and general
manager, Rheem Air Division. “This
expansion is an investment in both our
local operations and in the future of the
contractors we serve in our industries.”
The Dallas region has been a
primary distribution and warehouse
hub for Rheem for 11 years. The
company, headquartered in Atlanta,
has manufacturing plants in Alabama,
Arkansas, California, and Connecticut,
plus major distribution centers in North
Carolina and Utah, and an Advanced
Technology Integration Lab in Indiana.
Visit www.rheem.com

WaterSense Comes
to the Senate
In response to requests and meetings
from Plumbing Manufacturers
International (PMI) and its members,
as well as from other supporters of
the EPA’s WaterSense program, the
Senate Interior/EPA Appropriations
Subcommittee included report language
rejecting the proposed elimination of the
program in its long-awaited fiscal year
2018 (FY18) budget.
The language included in the
subcommittee’s report reads: “The
Committee rejects the proposed
elimination of the WaterSense program,
and provides not less than the fiscal year
2017 level.” Similar report language,
supported by PMI, was also included
in the House Interior Appropriations
measure this summer.
PMI applauds Appropriations
Committee members, led by Interior/
EPA Chair Lisa Murkowski (R-Alaska)
and ranking member Tom Udall (DN.M.), for rejecting calls to eliminate the
WaterSense program, as well as Senators
Lamar Alexander (R-Tenn.), John
Boozman (R-Ark.), Lindsey Graham (RS.C.), Tammy Baldwin (D-Wis.), and
Richard Shelby (R-Ala.).
Earlier this year, the Trump
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Administration had targeted 50 EPA
programs, including the WaterSense
program. For months, PMI and its
members, along with a number of trade
associations and nongovernmental
organizations, have met with dozens of
congressional representatives to promote
the continued funding and operation of
the program. WaterSense is a voluntary
program that identifies water-efficient,
high-performing plumbing products.
Plumbing manufacturers have
developed more than 21,000
WaterSense-labeled product models
for use in kitchens and bathrooms,
including showerheads, toilets, faucets,

faucet accessories, flushing urinals and
flushometer-valve toilets found in
commercial and institutional facilities,
as well as pre-rinse spray valves for
commercial kitchens.
More than 1,900 organizations and
government officials nationwide have
partnered with the WaterSense program.
Visit www.appropriations.senate.gov

Wilo USA
Helix V Line
The Helix V is a non-self-priming,
high-pressure, vertical multistage centrifugal pump with inline
connections. The pump is suitable for
a wide range of applications including
water supply and pressure boosting,
industrial circulation systems,
washing systems and
irrigation. The pump
offers efficiencies
up to 94 percent. It
is available in 6 and
8 inches and boasts
full 304 stainless
steel construction,
an efficient NEMA
motor, cartridge seal for
easy replacement and
repair and improved
hydraulic performance. In
fact, the cartridge-style
mechanical seal, the
‘X-Seal,’ enables quick
maintenance without
removing the motor.
www.wilo-usa.com
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What Makes Contractor Costs Differ?
Understanding the formula that dictates your costs, will help you
become more profitable.
BY RICHARD DITOMA

M

ike, a plumbing, heating and cooling contractor
from New Jersey, called me in disbelief about
the article I wrote in the October 2017 issue.
He wondered how the cost to the contractor in the
article, for labor and overhead, was only $103 per tech
hour. Mike liked the article and wanted to bring it up at
an association meeting. But, in his area, the cost to the
contractor for labor and overhead was much higher. And,
he was afraid that using an article that said a contractor’s
labor/overhead cost was only $103 would give contractors
in his association the misperception that the amount also
pertained to them.
Mike had a point. People often do not look at the
details surrounding circumstances. So, I’ll try to clear up
any confusion. I have often written that at present, the
range of cost contractors in the U.S. incur to have one
qualified service technician in a properly equipped service
vehicle is minimally $100 to $250 per tech hour, when
all available tech hours are sold all the time. To that
statement, at present, I stand firm. In the future, it will
probably rise.
Now, let’s dissect the statement. The word “qualified”
means a technician that can:
1) intelligently discuss the circumstances revolving
around consumer requests and the available remedies;
2) explain the business protocols used by the
contracting business;
3) diagnose specific problems pertaining to the
consumer’s need for service;
4) present a remedy and price quote to the consumer
that will allow the contracting business to recover the
costs it incurs, and earn a profit above those costs;
5) properly do the paperwork; and,
6) last, but definitely not least, deliver excellence in the
performance of the service to the consumer.
I can hear the groans from contractors while I’m writing
this article. Where and how can you find that kind of
tech? To that question, I say contractors must know what
to look for in candidates for employment before hiring
techs. And then, contractors must evaluate technician
performance to assure excellence is being delivered to
consumers.
Once a star tech is hired, retaining their employment
requires contractors to properly compensate them.
Properly compensating star techs requires selling prices
that allow contractors to be able to pay them. Do you
see the circular problem? If you don’t charge properly
profitable selling prices, you can’t afford to retain star
techs who can deliver excellence to the consumers who
pay for your services.
My book “Striving for Star Techs” presents insight
needed to hire and evaluate good technicians. If you’re
interested in this book, call me.
Next, what is a properly equipped service vehicle?
That’s a service truck or van that has the tools and
materials needed to perform tasks that you encounter on
a regular basis. It would be wise to create an inventory list
of items you use regularly during the year, and, a list of
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tools regularly used. Don’t keep material on your truck
that doesn’t get turned over regularly. Your inventory
list is also a tool for replenishing the truck each day. The
same barometer relates to the tool list.
What does “minimally $100 to $250 per tech hour,
when all available tech hours are sold all the time” mean?
Well, minimally means it could be more, but, it is never
less. Why the range is so vast brings us back to Mike’s
problem with the $103 hourly tech labor/overhead cost.
Factors that make up the operational costs contractors
incur differ across the U.S. Large urban centers and
surrounding areas have higher costs than other areas. The
cost of employee compensation, real estate, insurance
rates etc. vary. Since I am writing for contractors across
our great nation, I must use a large range to cover
everyone. The contractor whose labor/overhead cost is
$103 per tech hour if they sold all their tech hours all
the time, operates in a more rural locale with lower cost
factors.
The next part of the phrase “when all available tech
hours are sold all the time” is where the concept of
properly and profitably setting prices becomes a bit
more complex. No PHC service contractor sells all
their available tech hours all the time. Since you never
know how many tech hours you will sell, the only
constant factor is all available hours. By using a higher
profit margin, you can take into consideration the risks
associated with unapplied labor.
Using the $103 per tech hour as an
example, let’s see what that contractor’s
cost is when they don’t sell all their hours
all the time. At 90 percent of time sold,
their cost per tech hour is $114.46; at
80 percent, it is $128.79; at 70 percent,
it is $147.09; at 60 percent, it becomes
$171.63; and, at 50 percent, it is $206.
The percentage of hours sold varies
dependent upon the number of techs

Factors that make up
the operational costs
contractors incur
differ across the U.S.
Large urban centers
and surrounding areas
have higher costs than
other areas. The cost of
employee compensation,
real estate, insurance
rates etc. vary. Since I am
writing for contractors
across our great
nation, I must use a
large range to cover
everyone.
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employed. Having lots of work and not enough techs to do
the work is frustrating. But, having more techs than you
really need is foolish and costly.
If you have short spurts of increased workload,
paying overtime to existing employees is less expensive
than hiring more employees and laying them off when
the workload is satisfied. Overtime pay gives existing
employees more money. Laying off employees brings
down the morale of your remaining employees.
If you keep the techs you added for the short workload
spurts after the workload recedes, you will be tempted
to lower prices (often to levels which do not allow you
to recover your true cost let alone make a profit) to find
work for those techs. Deficiencies in employee morale and
prices lead to stress, frustration, and eventual failure.
The basis of available tech hours depends on the amount
of holiday, vacation, and personal time a business allows.
Because the contractor estimates selling about 70 percent
on average, the contractor with the $103 cost has chosen
a 50 percent margin giving them a selling price of $206
per hour ($103 ÷ 50 percent). If they sell an average
70% percent, they earn a gross profit of $58.91. If their
workload drops to 50 percent, they can still recover their
operational costs.
That beats selling services for less than the cost to
provide services. In Colorado, a contractor recently told
me he sells for $90 per tech hour. If his cost was $100
per tech hour, he is minimally shortchanging his business
by $10 an hour. At a true cost of $250, the hourly deficit
would be $160.
A New Jersey contractor (not Mike) just told me he sells
for $120 per tech hour. But, he didn’t know how much
that hour cost him. His selling price of $120 per tech hour
cannot possibly allow him to recover his true cost and earn
a profit above that cost.
He charges a $29 service fee; the $120 hourly rate
upon arrival at the consumer’s locale; and material with a
variable markup of material cost.
I asked him to tell me what he charges for a task he does
often. He chose a ballcock and flapper replacement. He
said his average travel time to the consumer is 30 minutes
and the job would take one hour at the consumer’s home.
His upfront price for this job is quoted to the consumer
as $216.50. He told me his material cost is about $27.
Subtracting the $29 and $120 fees means he charges
$67.50 for the material.
Subtracting the $27 from the $216.50 selling price
leaves him with $189.50. If his true cost is only $120 per
hour if he sells all his hours all the time, the labor and
overhead cost he incurs to travel to and perform this task
is $180 (1½ hours x $120). That leaves him with $9.50
profit.
However, if he only sells 90 percent of his available tech
time his true cost per hour becomes $133.35 making his
labor/overhead cost $200.03 ($133.35 x 1½ hours). Add
the $27 for material and he incurs a $227.03 cost to bring
in $216.50. That’s a loss of $10.53. If he sells less than 90
percent of his available hours his loss would be greater.
I looked up factors I use in my Readily Available Pricing
Information Digest. This price guide allots 1 hour and 10
minutes to perform the task at the consumer’s location
inclusive of everything from knocking on the door, doing
the job with ancillary discussions and paperwork, and
leaving the premises.
This price guide is customized to an individual
contractor’s labor/overhead cost factor as well as average
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travel time to consumer. The average time to perform this
task inclusive of 30 minutes for travel time is 1 hour and
40 minutes. At a $120 cost factor, his labor/overhead cost
would be $200.40. To that add the price guide material
allowance of $35.45. That means his true cost if he sells all
tech hours all the time is $235.85. Every time he charges
$216.50 for that task he minimally shortchanges his
business $19.35.
On my desk, I had a copy of a pricing guide I had made
for another contractor located about 50 miles from the
New Jersey contractor. I looked up what this contractor is
now charging for the same task. The customized factors in
that guide are $160 labor/overhead tech cost per hour; 30
minutes travel time; and 50 percent profit margin.
When I told the New Jersey contractor the other
contractor charges $605.95 before any discounts, he
responded in a fashion I have heard from other contractors
who are in denial of the true costs they incur operating
their PHC service contracting businesses, and, the prices
they must charge to succeed. “They’ll never pay that in
this area,” he quipped.
To that, I asked him if consumers in his area drove
luxury cars. He said yes. I told him if there was any truth
to his statement no one would buy luxury cars because all
a car does is move people from point A to point B. But,
the fact that they do buy luxury cars proves they will pay
higher prices for that which they consider to be better.
Not giving up he said that consumers would pay for
cars, but, not for plumbers. I say plumbers who charge like
he does don’t really know if that statement is true because
they don’t how to, or, ask for the right price.
Asking for the right price requires contractors to be
certain of their true cost; have personnel trained in the
proper way to present themselves and their prices; and,
deliver excellence.
He ordered my book “Solutions Management Theories
& Methods for the Contracting Business.” And, he is
contemplating joining one of my Contractor Profit
Advantage programs.
Mike could use the aforementioned explanation when
speaking with his association colleagues. He might even
bring up an often-used parental warning to their children,
“If your friends jumped off a bridge, would you?”
Then Mike could offer what I say, “Don’t follow
contractors who are jumping off the bridge by selling their
services at flawed prices. Deliver excellence. Properly
calculate your true costs. Choose proper pricing protocols
and profit margins. Quote properly profitable selling
prices.”
If you would like any of my books, price guides,
coaching assistance, or just have questions, give me a call. I
look forward to speaking with you. l
Richard P. DiToma has been involved in the PHC
industry since 1970 starting as an apprentice, then,
becoming a journeyman and master. He spent 41 years as
an award-winning contractor. As a contracting business
coach/consultant, he has authored books on contracting
business management as well as customized price guides for
contractors. He created and facilitates seminars on business
management for groups and individual businesses. His
Contractor Profit Advantage programs show contractors
how to do the right thing. For more information or to contact
Richard: call 845-639-5050; e-mail richardditoma@verizon.
net; mail to R & G Profit-Ability, Inc. P.O. Box 282, West
Nyack. New York 10994.
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Millennials Are Just Like
You and Me – Only Younger
Let’s stop shoehorning age groups into meaningless
stereotypes. There’s a better way to think regardless of
birthdays.
BY STEVE SMITH

“T
20

hey expect a medal for showing up to work,”
said one participant at our table when the
subject of millennials came up at a Workforce
Development Exchange held during CONNECT 2017,
the PHCC’s annual conference.
Maybe you’ve heard this before about the 80 million
people — the nation’s largest age group — born
between 1980 and 2004. Is she right? I think we all
crave recognition for our hard work no matter our age.
And from time to time, we actually do receive medals,
plaques and other honorifics as testaments to a job well
done.
For example, later during the meeting, another
contractor described an “Atta Boy” bulletin board hung
in the break room used to routinely recognize techs for
the jobs they do day in, day out.
Whether you hire and work with millennials or sell
products and services to them, you’ve certainly heard
plenty of other unpleasantries about them.
However, I suggest that millennials are just like you
and me — only younger. Many of the attitudes and
habits that are widely thought to be millennial-specific
may be actually quite widespread among the general
population.
You say, these entitled, cocky and coddled jobhopping narcissists are allergic to manual labor; so
addicted to social media that they sleep with their
smartphones next to their pillows; turn up their noses
at anything other than pour-over coffee and microbrews
and would prefer to work “flex-time” hours rather than
9-5? That sounds a lot like 58-year-old me.
Too disruptive, too focused on social do-gooding? Put
some millennials in the Wayback Machine, set the dial
for “1968” and they’d fit right in with the baby boomers,
marching lock step in the same protests. (Not so sure
which facial hair for the guys would be better, though.)
Most generational differences are just generalities,
often vague, random and contradictory. For example,
millennials are selfish, but they also find the time to
be altruistic; they’re greedy and yet a curious bunch;
they’re lazy and, somehow, also ambitious.
It’s just what you’d hear from carny fortune-tellers
to imply they know more about you than they do: “I
would say you are mostly shy and quiet, but when the
mood strikes you, you can easily become the center of
attention.”
You don’t say.
We’re all Venn diagrams with plenty of overlapping
characteristics. Whatever differences there are can be
chalked up to youth and what we brought along with us
from the crib to adulthood.
So let’s stop drawing strong lines between decades.
To say millennials are so-and-so is no different from
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Meet the perennials: Sarah Cimarusti, editor
of PHC News, and Steve Smith may be
more alike than not.

saying that a person of a given gender or nationality is
so-and-so. This type of thinking is not just politically
incorrect, it is actually just incorrect.
Instead of putting people into different age groups,
how about if we make it one group? One defined less
by age and more by mindset and purpose that might be
more universal than we think.
So let’s forget the millennials and focus on the
perennials.

Meet the perennials
What’s a perennial? Enduring, perpetual, ever-lasting,
recurrent. In other words, they keep up with the times
and remain relevant throughout life.
I heard this concept from a tech entrepreneur named
Gina Pell, who wrote about it last year and had her
blog post ricochet through Twitter and the rest of social
media.
“We get involved, stay curious, mentor others, and
are passionate, compassionate, creative, confident,
collaborative, global-minded risk-takers who continue
to push up against our growing edge and know how to
hustle,” Pell adds. “We comprise an inclusive, enduring
mindset, not a diverse demographic.”
Her alternative surpasses generational boundaries,
which she doesn’t think are reliable guides to traits or
behaviors in the first place.
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“The days of targeting media and products at people based
on their age is over,” Pell adds. “By identifying ourselves as
perennials, we supply our constricting label with something
that better reflects our reality.”
Perennials are any one of us who understands that age is not
a limiting factor. Millennials can be perennials. Octogenarians
can be perennials. In other words, many values, attitudes and
behaviors are ageless.
While Pell talks mostly about perennials in terms of
marketing, it’s not difficult to see how her idea also applies
to the workforce. Any focus on an age group, for example,
naturally excludes everybody else. Worse, we think they “have
to be put up with.”
But generational values are more alike than not. And plenty
of consistency can also be found across workplace attitudes.
For example, a lot of workers are interested in retaining some
flexibility in how and when they work. I’ve been reading
“work-life balance” articles ever since I started working in 1982.
As for one direction to move forward, Pell suggests looking
at algorithms and recommendation engines, which are
increasingly getting better and better at targeting people based
on behavioral data.
When Netflix recommends my next movie or when Amazon
recommends my next book, they both do it based, in large part,
on what I’ve actually done.
This approach makes it pretty fruitless to fall back on grouplevel categories and characteristics.
More to the point, if you’re interested in predicting and
understanding what people do at work, focus on the individual.
Decoding and explaining what makes each person tick is what
we should really be focusing on.

Generation gap
We can blame this malarkey on the baby boomers who
got us fixated on age groups in the first place. Pre-boomer,
“generations” meant little more than “parents” and “children.”
But boomers, born between 1946 and 1964, changed all
that. And with good reason. Never had history such a clear
punctuation mark as it did at the end of WWII and at the start
of not just boom in babies, but an economic boom to post-war
America.
Interestingly enough, baby boomers are the first and remain
the only demographic recognized by U.S. Census Bureau.
The buzz about the next generations, however, got muddled
after the boomers started having kids themselves. Does
anyone, for example, even talk about Generation X? And
what happened to the echo boomers? The millennials actually
started out life as Generation Y before Madison Avenue
latched on to the idea that some of these kids would be the first
high school graduates of the 21st century.
The impact of 80 million people entering the workforce
can’t be ignored, particularly with so many boomers currently
exiting the workforce. But the ruckus ignores what’s going on
for everyone else.
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For example, the number of Americans ages 65 and older
is projected to more than double to more than 98 million by
2060 from 46 million today, grabbing a 24 percent market
share of the country up from the current 15 percent. And the
fastest-growing population segment in the country is aged 85
and older – projected to rise to 19 million in 2050 from 5.8
million today.
Meanwhile, there’s another age cohort out there with the
unfortunate tag of Generation Z. (Do we go back to the letter
“A” next?) The oldest of this group is already 21. Which means
they could be working in the next office right now, and we
don’t even know it. Let’s spare this generation the same fate as
the millennials and not check IDs at the door. l

Six Myths About Millennials at Work
I pulled this information off a website based on a
survey of 1,100 millennials done by the Boston College
Center for Work & Family and the audit and tax advisory
firm KPMG to see how young adults navigate their
careers.
“Some of the things people were saying didn’t jell
with my experience of this generation,” writes Brad
Harrington, executive director of the center. “I’ve always
had difficulty swallowing assumptions, and I was seeing
millennials with a strong work ethic and a desire to
succeed.”
Here are several beliefs his research didn’t hold true:
ŔThey job hop: 60 percent of millennials said staying
with their employers was their preferred strategy to
advancement versus leaving their organizations.
“When asked what they value most, having career
growth opportunities was very important,” Harrington
writes. “Fewer organizations offer lifetime job
arrangements, however, and the world has moved
away from the idea of long-term job security. But it
is something these young people embrace. At a rate
of two to one, millennials prefer to stay, and that was
surprising.”
ŔThey favor technology over in-person
communications: Millennials still network like old folks
– person to person.
“What was interesting was when we asked how they
found their most recent position, instead of saying
‘social media’ like we expected, the number one answer
was that they were referred by a friend, relative, or
another connection,” he writes. “They are using the
tried-and-true method of networking.”
ŔThey do the minimum required: When asked how
much effort they give beyond what is considered
normal, 80 percent of the millennials in the study
answered, “A great deal of effort beyond what’s
expected.”
“They know they have to work hard to get ahead,
and they’re willing to do that,” Harrington writes. “A
high percentage of respondents wanted to take on
increasingly challenging tasks and develop expertise to
advance up the career ladder.”
ŔThey are more socially conscious: Nope. Responses
to “how much I am helping others” and “contribution
to society” were among the lowest ranked items
in importance of career success measures for the
millennials surveyed.
ŔThey aren’t motivated to succeed: 59 percent of
millennials said competition is “what gets them up in the
morning,” compared with 50 percent of baby boomers.
ŔThey are entitled: Millennials are actually less
wealthy, less indebted and less employed than previous
generations.
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Manufacturing Buildings
Should you care about prefabricated bathrooms?
BY CORY POWERS, CPD

I

n expectation of the arrival of my first child, I
purchased a crib from my local big box store and
thought to myself, “I’m an engineer, I can put this
together with absolutely no problems.” Remember your
dad throwing those instructions away as if he was the
one who designed the piece of furniture? Perhaps they
make furniture more complicated today than they did
back then, but as I flipped past the 15th page (middle
of the instruction book) I wondered to myself what our
building’s instruction book looks like from start to finish.
Probably something like this:
Step 1: Clear site
Step 2: Dig hole
Step 19,364,291: Hand over keys to the client.
In a recent trip to Rapid City, South Dakota with
Mortenson Construction, I had the opportunity to tour
B&T Mfg., a company that manufactures prefabricated
bathroom pods. The business revolves around creating
custom bathrooms to be shipped on flatbed trucks to
project sites all over the country. The concept was
simple: design the bathrooms however you want, and
if it is repeatable and fits on a flatbed semi-trailer,
B&T can create a modular cost-effective construction
alternative with the ability to save your project time and
money.
As building engineers, why do we care about
prefabricated bathrooms? Why would we spend our
design fee thinking about a contractor’s means and
methods? Our job is to design the buildings, and the
contractor’s job is to build them. Typically, the first time
we see the completed bathrooms, it might not be until
a couple of days before the clients take occupancy. At
that point, you can only pray that there isn’t some major
issue to be found.
The reason we care is that these facilities are being
built at an incredibly rapid rate, and it’s starting to affect

The reason we care is that these
facilities are being built at an
incredibly rapid rate, and it’s
starting to affect how we design
our buildings and systems. Critical
design decisions need to be
made much earlier in the process.
Contractors are constantly
looking for ways to be faster and
more efficient, and we’ve got to
learn how to keep up.
how we design our buildings and systems. Critical design
decisions need to be made much earlier in the process.
Contractors are constantly looking for ways to be faster
and more efficient, and we’ve got to learn how to keep
up. In some ways, you’ve got to admire the free market
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capitalist approach of the construction world. This is
an innovative construction method that is primarily
prevalent in private sector projects. Being able to
contribute to these new ideas will begin to set you apart
from your competitors.
There are a number of questions you will need to
begin asking early on in the project, such as:
t$BOUIFXBTUFNBJOCFMBJEPVUEPXOBTUSVDUVSBM
bay so that sanitary installation can be made more
modular?
t$BOUIFCBUISPPNEFTJHOCFåOBMJ[FEQSJPSUP
completion of DDs so the bathroom pods can be
ordered and completed in advance of the first-floor
pour?
t$BOUIFEFTJHOUFBNDSFBUFBTJOHMFDPPSEJOBUFE
Revit assembly for the bathroom so it can be simply
duplicated within the model?
Questions like these are likely to become more
common as contractors push for more components of
the building to be manufactured off site.
This idea of prefabricating building components in an
off-site, controlled environment is not new outside the
U.S. Although it’s pretty new in America, it’s gaining
traction. To help us better understand the process, we
asked the manufacturer the following questions, and
here were some of the answers:
What are the parameters for the manufacturing of the
PODs? It needs to fit on a flatbed truck and have a level
economy for production.
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What are some specifics of what they would need from us
to get a quote? The same specs and drawings that you would
normally produce for a project.
How are they shipped, and how do you pick them and set
them? It’s a wrapped system that has required some trial and
error, but they’ve figured out some of the logistics.
Are they fully fit out and have a floor? Yes, they can also
leave the floor unfinished.
Are there different levels of finish? Yes, they will install
per your spec.

This construction method could
have enormous value. Any time you
can control parameters through
manufacturing and make things
more predictable, you decrease the
potential for deviation errors and
failures.
Are there certain finishes that transport better than
others? B&T believes that tub/shower inserts and rolled
flooring would be better than tile, but they have yet to have
those specified.
How are they inspected? What would we need to do
from a Department of Health DHS or local inspection
standpoint? They are open to having the local AHJ come
and review the work. On the line that was in progress, while
we were there, they had the AHJ from California fly in and
inspect.
Is a full water test typically done once installed to ensure
proper drainage? Yes.
Are the shower, faucet and toilet hooked up during the
mock-up to test? Yes, we pressure test the domestic water
supply lines.
How early in the process do the design decisions need to
be finalized? This is a function of when you need the pods
on site and delivered.
How dimensionally accurate are prefabricated pods (i.e.
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for ADA compliant toilets)? Very accurate. The tolerances
are tighter than onsite.
What are the union/non-union constraints? This idea
was welcomed by the local contractor on the current hotel
project as it took away a lot of their “problem” scope.
Having that scope fall on someone else didn’t bother this
particular contractor.
To manufacture the modular wall assemblies, B&T uses
a machine called FrameCAD. On our visit, we were lucky
enough to get a demonstration where the operator took a
thumb drive with a CAD file of a wall assembly. The wall
assembly was approximatley 8 feet x 12 feet; and the wall
studs pieces that were sent out were rolled and fabricated
in seconds with the correct milled holes for assembly done
per the drawings and ready for assembly. It was immediately
evident how quickly and accurately the modules were being
produced. A very powerful tool for a contractor who is
trying to control project schedule.
During the last contractor interview, the team explained
that they were not constructing these buildings anymore.
They are manufacturing them, which is pretty cool. If you
think about it from the client’s perspective, this construction
method could have enormous value. Any time you can
control parameters through manufacturing and make things
more predictable, you decrease the potential for deviation
errors and failures.
Parameters? Modularization? Assemblies? Deviation
errors? I’m starting to sound like an industrial engineer.
The application of these pods are not going to be for every
project, but the engineering community is going to have to
begin to pay attention to how it will affect the design and
delivery methods of projects.
Thanks again to the truly innovative team at B&T Mfg.
company for the educational tour. Reflecting back on
assembling my son’s crib, I realize that my process was less
of a production line and more of a scene from my now fiveyear old’s art class. Perhaps these box stores could take a
page from B&T, and begin prefabricating furniture to arrive
at your house pre-assembled, saving everyone the time and
headache of the traditional method. l
Cory Powers, CPD, is an associate at HGA Architects and
Engineers office in Milwaukee, Wisconsin. HGA is a top-10
national health care design firm with additional practices
in energy and infrastructure, corporate, arts and higher
education. Cory has a B.S in Architectural Engineering from
the Milwaukee School of Engineering. He is a licensed master
plumber and certified in plumbing design (CPD). He has
been a member of the American Society of Plumbing Engineers
(ASPE) since 2008, previously serving as president of the
ASPE Wisconsin chapter. Powers currently serves on the ASPE
National Board of Directors as the AYP chair. He can be
reached at cpowers@hga.com
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In the Spirit of Collaboration
BY SHARON J. REHANA

E

ven in the face of one of
the most devastating wild
fires in Sonoma County,
California, members of the Plumbing
Manufacturers International (PMI)
association made their way to
the DoubleTree Sonoma Hotel
in Rohnert Park, California, from
Nov 13-16 to network, learn
and collaborate for the plumbing
industry’s future that is beneficial for
all.
The 2017 PMI Conference offered
a stage for paying tribute to past
successes, but also one that set the
tone for an optimistic industry —
one that works together to bring
about advances and positive change
for everyone involved.
The conference began with the
President’s Dinner Honoring Barbara
Higgens, who recently retired after
19 years of serving as PMI’s CEO/
executive director. It was quite an
event that showcased her multiple
contributions to the association,
as well as to the industry, on an
international level. Various members
expressed their gratitude for her
commitment and vowed to continue
to work together and with new
CEO/Executive Director Kerry
Stackpole to continue the progress.

The evening ended with Elvis and
Higgens dancing the night away!
The following day, members were
welcomed by keynote speaker, Doc
Hendley, who talked about his Wine
to Water nonprofit organization,
which has dug, repaired and
sanitized drinking wells for 25,000
people in five countries. Hendley
reminded the group that although it
is commendable to have grand ideas
of saving the world, there are billions
of people around us every single day
that we can love and serve. “Start
there,” he said.
Serving through collaboration
was definitely the underlying tone
of the entire conference. With 115
attendees and 33 of the 36 member
organizations represented, there was
plenty of opportunities to engage
in thought-provoking and valuable
networking and discussions.
One of the many topics discussed
and analyzed was outreach/
communication strategies. Member
representatives were able to discuss
their specific industry concerns such
as promoting the plumbing industry
to not only the next workforce,
but also to consumers as a valuable
and necessary part of everyday
lives. Everyone in the room had

the chance to voice their concerns
and solutions, which gave way to
PMI noting actionable steps for the
future. Stay tuned for a collaborative
effort.
Members also had the opportunity
to approve and elect new officers
and board members, which include
Pete Jahrling, Sloan Valve Co. as
president; Nate Kogler, Bradley
Corp. as vice president; Joel
Smith, Kohler Co. as secretary and
treasurer; and Paul Patton, Delta
Faucet Co. as past president.
Before the closing of the
conference, Jahrling officially
introduced the new PMI CEO/
Executive director Kerry Stackpole,
who took the stage to set the tone
for 2018.
“We’re all in it. The board, the
strategic advisory committee, the
PMI team, we’re all in it. And we
will do our best to honor the work
that you do every day,” Stackpole
said to the PMI members.
The entire PMI group is ready to
continue the great work of serving its
plumbing manufacturer members in
2018 and to lead the way for growth
and advancement. l
All photos courtesy of Marc Blondin.

The President’s Dinner Honoring Barbara
Higgens was a well-attended event sending
her off to enjoy retirement after 19 years
of service.

Barbara Higgens and Elvis became
fast friends by the end of the evening.

Elvis hangs out with the PMI Team, which
includes Kerry Stackpole, Ann Geier, Jodi
Stuhrberg and Matt Sigler.

phc12_pgs_028_033.indd 30

12/5/17 7:44 AM
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toughest of conditions. Zurn, with nearly four decades of
flexible piping experience, provides both expansion and crimp
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Attendees of the PMI conference went to DeLoach Vineyards for a tour and networking experience.

Elvis and PMI President, Pete Jahrling, both
showed off their dance moves before the
evening ended.

32

Barb Higgens
talks about
accomplishments
and gives thanks
to the industry she
adopted.

ASPE Executive Director, Billy Smith and John
Bertrand from Moen enjoy the networking
opportunities at the cocktail reception.

phc12_pgs_028_033.indd 32

Keynote speaker, Doc Hendley, gives an
impassioned talk about service and what it
means to him.

Bruce Vincent, logger and advocate for
responsible environmentalism, encourages
the plumbing industry to get ahead of the
communication game.
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Safe AND Sustainable
Green Data
Space for Data Alestra
Center envisions

technology hubs for a
greener world.

34

BY ANGEL MARTINEZ

R

ecently, Axtel invited
Especificar magazine to visit
its Alestra Green Data Center,
located on Queretaro’s Technological
Park, with the intention to reassert
the company’s commitment to
sustainability. The company began
the two-part data center project in
2014 and completed the final phase
in July of this year.
Both data centers go further than
just being a high-capacity digital
information cluster; safety, as much
as sustainability, have been applied

phc12_pgs_034_039.indd 34

concepts during the construction,
and now in operation, too. “It is
basic for any company to use green
technology and be friendlier with the
environment. Axtel is proud to have
one of the best data centers in the
world,” says Hector Sanchez, Critical
Mission Engineering manager.
His point of view of the newly
built data center mirrors the opinion
of the International Computer
Room Experts Association (ICREA),
which supports and certifies
responsible practices in data center

design, construction, operation,
management and maintenance. In
2016, the ICREA named the Alestra
Green Data Center the “world’s best
data center.”

Importance of sustainability
Sanchez says that with a growing
demand for smart technology, there
needs to be more storage capacity
for all the information produced.
“Information storage requires more
physical space, which means these
data centers, will need, ironically,
more energy to keep information
available all the time; to provide an
adequate temperature to the data
halls; and to avoid overheating,
even for the building’s simplest
procedures.”
To reduce the power needs —
which according to Sanchez, is
of 2,000 MW/h monthly in the
Alestra Green Data Center — in
2009, Axtel adopted an “innovation
culture” among its working team to
improve operational processes. In
2012, it added environmental care
to its practices, as well as electric
power optimization. Together, these
steps resulted in a three-pillar-based
philosophy: quality, innovation
and environmental care, all applied
directly to its data center projects.
In Alestra Green Data Center,
the results are grand, not only for
their savings in terms of energy —

12/4/17 8:37 AM
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which according to Sanchez, would
be equivalent to the energy of
11,000 homes in Queretaro — but
also because everything is part of a
sustainability oriented project. This
began with its location in Queretaro.
The weather in Queretaro doesn’t
really require air-conditioning
systems, and instead focuses on
architectural design. The terrain’s
unevenness was used to construct
an avant-garde building. Therefore,
it was decided that the equipment
for the Alestra Green Data Center’s
infrastructure, air conditioning and
power was located in the basement,
and computer rooms were all located
on the first floor, what allowed for
100-percent usable spaces.
The cogeneration power system
avoids energy losses during
distribution (if the service was
provided by the Federal Power
Commission, or “CFE,” its acronym
in Spanish), and it also mitigates
greenhouse gas emissions. In fact,
thanks to the cogeneration system,
the data center is avoiding the
emission of 183 tons of CO2 per
month.
In regards to the cooling systems,
the company chose to use natural
refrigerants in the air-conditioning
units, with variable speed fans, for

the computer rooms and data halls.
The cooling towers were also chosen
carefully. They are designed to save
as much water as possible. To cool
the environment, the data center also
makes use of a free-cooling system,
which prioritizes natural ventilation
to prevent the compressor ignition
when it’s not needed.
This data center also has a
wastewater treatment plant to clean
water from the whole building.
In the basement, where the plant
is located, there is a filtration and
purification system that treats the
liquid to reuse it for irrigation and
sanitary purposes.
Alestra also installed a fire
protection network to protect its
clients’ information and keep the
site safe. The building employs early
detection devices, and a mitigation
system with an extinction agent that
is environmentally friendly.
“The extinction agent used was FM
200, which, despite its effectiveness,
is harmful for the ozone layer, as it
lasts 20 years in the atmosphere,”
says Luis Arizpe, Critical Mission
Operation manager. That is why
they chose Novec, which, in
comparison with the former, is
far better. It lasts five days in the
atmosphere.

Arizpe adds that during phase
one, which included data halls
1, 2 and 3, the fire protection
systems were developed to meet
ICREA’s minimum requirements
for certification; however, the time
between phases 1 and 2 allowed
them to evaluate options and choose
more efficient technologies.
Axtel has also taken measures
with its fire protection network
and extinction agents. Now,
it has 100-percent automated
options for its control center. For
the electric rooms, Alestra chose
clean agents and dry extinguishers,
like the Vortex system, which
extinguishes fire without drenching
the equipment. The system is based
on a combination of hydrogen and
10 micrometer-vapor particles. In
fact, for data hall 8, the team is
considering changing to a system
like the Vortex system to protect
the equipment without risking the
electrical systems.
“Adjustments have been [made]
due to the natural evolution of the
industry, the need to comply with
the NFPA standards, and to integrate
a versatile engineering view that
aims at the equilibrium between
investment and quality systems,”
Arizpe says.
In other words, due to an
investment of more than $43
million, the Alestra Green Data
Center has become the poster
child for exemplary data center
development. In addition to the
recognitions and certifications
from ICREA, Alestra was recently
awarded the CEEDA prize from the
Data Center Dynamics. l
This article was originally published
in our sister publication, Especificar,
TMB Publications’ leading B2B
Mexican magazine for plumbing,
HVACR, hydronic and fire protection
contractors. Especificar was launched
in January 2017. Read more articles
like this at especificarmag.com.mx.
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TRAP PRIMER VALVES

Mini-Prime Trap Primer Series

Precision Plumbing Products
www.pppinc.net
“Specify
with Confidence - Install with Pride”®

MINI-PRIME ELECTRONIC AND BATTERY OPERATED TRAP PRIMER SYSTEM
CONSERVE WATER “MINI-PRIME”
The Mini-Prime assembly includes a subminiature solenoid valve, air gap and electronic timer. The MINI-PRIME
Electronic Trap Primer is available in both 24 Volt and 115 Volt models. Also available is the 12 Volt Battery
operated Mini-Prime.

MP-500-12V

MP-500

Distribution Units sold
Separately

MPB-500

MPB-500-12V

This electronic ﬂoor drain trap priming device is available in two models: The MP-500 provides the plumber with an
air-gap and a timer that may be installed up to six feet away. The MPB-500 provides the same equipment assembled
in a NEMA #1 box ready to install. Also available is the MPB-500 12V battery operated system.
Precision Plumbing Products
Division of JL Industries, Inc.
802 SE 199th Avenue
Portland, Oregon 97233
T (503) 256-4010
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The Sense in Steam
How to make today’s shower trends work for you.
BY JEFF CARNEY, STEAMIST

P

HCPros recently shared insights
from the 2017 U.S. Houzz
Bathroom Trends Study (bit.
do/HouzzStudy), which showed
showers are the most common
splurge during master bathroom
renovations. Of the 81 percent of
renovating homeowners making
master shower updates, more than
half increase its size. In fact, one in
four remove the master bathtub with
91 percent doing so to make room
for a larger shower. In addition to
an increase in shower size, the study
showed a significant uptick in the
number of new showers that have
high-end and high-tech features.
With this trend toward larger
showers with high-tech features
comes numerous opportunities that
can be advantageous to the plumbing
contractor to deliver customer
solutions that also help to increase
their bottom line.

Steam showers
Although installations of
residential steam showers have been
on the rise in recent years, many
homeowners are still unaware that
steam can be added to their new
master bath without a significant
increase to their investment
or extensive construction. As
homeowners are expanding the
footprint of their shower space,
introducing technology and adding
luxury features, steam is a logical
addition to complete the full
master bathroom renovation. As a
contractor, here’s what you need to
know to make this trend work for
you:

phc12_pgs_040_043.indd 40

When does steam
make sense?
Installing a steam shower as
part of a renovation or during new
construction is often a seamless
addition to the project. The most
important design element is that
the shower be totally enclosed with
a glass door, so the steam does not
escape from above. One option is to
leave a 3/8-inch gap at the bottom
of the shower door to allow cooler
air to enter the shower for a denser
steam experience.
Another design consideration is
the wall material. It should be glass
block, ceramic or porcelain tile,
natural stone or marble with steam.
And it is also recommended that the
ceiling height not exceed nine feet.
The steam generator, which is
about the size of a briefcase, can be
installed preferably up to 25 feet
away from the shower in a vanity,
closet, insulated attic or basement.
And the installation requirements are
relatively simple with connections
similar to that of a water heater with
240-volt electricity, water supply to
the generator and a steam line to the
shower.
Steamist offers an online selection
guide to help make it simple to
determine the right size generator
for each homeowner’s space, and
the virtual steam shower provides
an overview of the installation of the
various components.

What is the average cost for
the homeowner?
While the total cost depends
on variables such as shower size,

construction materials, spa options,
etc., a basic Steamist system starts
at around $2,000, and a complete
package with all spa options is closer
to $4,500. Add in your installation
costs, and there’s your initial
estimate.
Also, since contractors and
homeowners both want to know the
product will stand the test of time, it
is important to check that the steam
generator has a stainless-steel tank,
making it maintenance-free, and that
it is covered by a long-term warranty
for added peace-of-mind.
And in terms of ongoing usage
costs, a steam shower requires
minimal amounts of water and
energy. In fact, the average
20-minute steam shower uses
less than one gallon of water —
compared to a whirlpool tub that
holds a minimum of 40 gallons of
pre-heated water.

Is all steam created equal?
One key to an optimal steam
bathing experience is consistently
controlling the temperature to match
the user’s personal preference. When
choosing the steam shower to install,
be sure to utilize a system that is
designed to ensure temperatures
do not rise and fall numerous times
during a steam session, which
will adversely affect the user’s
experience.
For example, Steamist offers a
system with patent-pending dual
temperature sensors that deliver
SteadySteam technology. This
feature ensures the steam shower
temperature stays steady at the user’s
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CHOOSE WISELY
WITH FREE
BUILDING ENERGY EFFICIENCY RATINGS

Introducing the Building Efficiency System Tool™
Free Building Energy Efﬁciency Ratings (BEER) based on actual system performance data
The Hydronics Industry Alliance – Commercial
(HIA-C) Building Efﬁciency System Tool™
(BEST) provides annual energy consumption
and life-cycle cost comparisons for your
building’s HVAC system in just minutes!
This free tool has many adjustable inputs,
which building owners, designers, and
contractors can use to model any building
in any location.

Simply enter the square footage, number of
stories, the nearest city for local weather data,
and up to four HVAC systems – of more than
30 pre-loaded systems – will be compared.
The tool uses AHRI-certiﬁed performance data
and new BEER to model the HVAC system as
it will operate in real life – not the test lab.
Sign up to be notified when the free
BEST energy consumption and life-cycle
cost comparison tool is available for
download at HIA-C.org.

www.hia-c.org | www.radiantpros.org | info@hia-c.org | (909) 472 - 4211
© IAPMO/HIA-C
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setpoint and cruises consistently
within their comfort zone.

High-tech showers
The 2017 Houzz Bathroom Trends
Study reported that demand for
high-tech features such as digital
controls and mood lights is on the
rise in master bathrooms, which
aligns with the trends we’re seeing in
sales as well. And a growing number
of homeowners admit to using
mobile devices in their bathrooms
(64 percent in 2017 vs. 58 percent in
2016) for activities such as emailing,
texting, talking and catching up on
social media.
As technology continues to
infiltrate our lives, our homes

Digital Shower System Uncluttered
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and even our bathrooms, new
opportunities continue to evolve
for the industry as manufacturers
introduce high-tech options for the
shower that plumbing professionals
can offer their customers. Here’s a
quick rundown of some of today’s
top high-tech shower trends:
Digital showers: Less is more for
most homeowners, particularly those
who are seeking a minimalist design
and modern aesthetic in their master
bath renovation. Digital showers not
only streamline operation but also
add sleek style by eliminating the
clutter of multiple controls.
For example, Steamist offers
an award-winning digital shower
option for steam as well as a
standalone system that combines
a thermostatically controlled and
pressure-balanced shower valve with
a single digital control to operate
up to three shower outlets (e.g.
showerhead, rain shower, body
spray, waterfall or hand shower,
from a single control). As you can
imagine, this approach means less
installation time and fewer parts as
illustrated here.
State-of-the-art controls: While
most homeowners admit to bringing
their phones into the bathroom, they
inevitably tear themselves away from
their mobile device while taking a
shower or steam. However, today’s
steam and shower controls can
mitigate cellular separation anxiety
by offering a familiar interface.
For example, our Digital 550
Control has a large, high-definition
touchscreen display that can be
installed in portrait (vertical) or

landscape (horizontal) orientation
and offers multiple-language
capabilities as well as adjustable font
sizes. It’s very much like installing an
iPad in the steam shower.
Built-in Wi-Fi: Another option
some manufacturers currently
offer is built-in Wi-Fi, though it’s
important to check the fine print
to see if it’s free. Especially with
all the apps that make time spent
in the bathroom more entertaining
and efficient — even allowing you to
turn on a steam shower from another
room in the house!
Bluetooth audio: It’s easier
than ever to sing in the shower
with controls that sync up with
Bluetooth-enabled devices and even
link directly to Pandora, Spotify or
iHeart music streaming services.
Just be sure the shower control and
speaker system work together and
withstand the steam and moisture in
the shower.
Mood lights: Mood lighting was
one of the tech trends specifically
mentioned in the Houzz study, and
we aren’t surprised. Lighting in the
shower can completely change the
experience. Be sure to seek out a
variety of lighting options for shower
installs and consider options like
Steamist’s ChromaSense, which
allows the homeowner to choose
from white light or six color effects
such as Soulful, Creative, Bliss,
Energize, Relax and Harmony.
As homeowners continue to
splurge on showers as a focal
point of their master bathroom
renovations, they will be looking to
industry professionals to guide them
throughout the process. In fact, 86
percent of renovating homeowners
hire a home professional for their
master bathroom renovation, which
comes as no surprise since extensive
projects require the expertise and
experience that only a pro can offer.
Staying up to date on the highend, high-tech options homeowners
are gravitating towards can help
clients achieve an end result that
exceeds expectations, while also
adding to your bottom line and
growing your business through
referrals. l
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FIND
YOUR
FIT
Make the Move to
the Next Evolution
in Flexible Tubing
* Stronger at higher pressures
than PEX
* Made for rigorous U.S.
water standards
* 100% recyclable;
environmentally friendly
* Seamlessly integrates with
NIBCO® PEX products
* Experience the best customer
service in the industry – as
judged by our customers

FIND YOUR FIT AT NIBCO.COM/PERTPRO

phc12_pgs_040_043.indd 43

12/4/17 8:39 AM

phc december 2017 www.phcppros.com

PLUMBING

44

Welcome to the Future
Viega Educational Facility showcases interactive
learning and improved hands-on training.
BY SARAH CIMARUSTI

L

ast year, 4028 trainees walked
through the shiny, new doors of
Viega’s Educational Facility in
Nashua, New Hampshire. This year
has already surpassed this number, in
part thanks to its recent addition —
an Interactive Learning Center with
improved hands-on training.
We spent two days getting familiar
with the technology and people
behind the scenes. Jason McKinnon,
director of technical services, has seen
the Nashua facility through its 10
years in the making.
“The evolution has been
invigorating to watch up close.
Everything is new. Even the carpet is
new,” McKinnon said.

Interactive Learning Center:
Exploring is learning
The learning center sports 16
interactive classrooms, and an
Interactive Learning Center with
16 creative interpretations of Viega
solutions. Every display tells a story
and is filled with moving parts that
give the user an intimate experience
with the technology. Users can turn
on sinks and watch the water flow
through an entire network on a
screen. The radiant technology piece
allows users to detect their body
temperature. Many of the screens are
touchable and provide installation
information or how to switch out a
product. Menus allow customization.
There are also cameras that allow
people in the Interactive Learning
Center to take part in the training
and modules happening inside the
classroom.
The lower level of the Viega
Educational Facility provides
enhanced hands-on training,
especially for commercial
applications. Professionals can install
Viega products in a real boiler room
setting. During the first day of the
event, we even got to witness a black
pipe cutting demonstration with a
new product coming to market in
2018; the MegaPress XL will make
pressing iron pipe available for sizes
2-1/2", 3" & 4".
Overall, the Interactive Learning
Center reinforces the classroom
learning component while
introducing cutting-edge technology

phc12_pgs_044_049.indd 44

Viega's Interactive Learning Center opening drew in over 400 registered attendees. The largest
representation was local contractors. Many small shops attended, and UA Local 12 had a strong
presence as well.

in a museum-like setting and
revamping an aging industry.
“I am extremely satisfied; the end
result is more than we could have
expected. The integration of the
cutting-edge technology into our
functioning displays is better than we
originally thought could be achieved.
Viega has always been a leader in
technology and training, and this just
continues us on that path providing
one more opportunity for customers
to learn products and systems in a
new and exciting way, ” McKinnon
said.

Inside the classroom
experience
During our tour, Viega also shared
the breakdown of its expanded
training. It’s hard to believe that
at one point in time, 90 percent of
Viega’s training focused solely on
radiant. Now it offers courses in
hydronics, plumbing, fire protection
and piping solutions. The radiant
heating and cooling section includes
manual design, design and layout
software, controls, piping and ASSE
Series segments. The plumbing
courses cover PEX as well as
pathogen risk and reduction. Viega
has been able to provide more
practical usage for its training, helping
plumbers, for example, find multipurpose approaches to using Viega
products.
Classrooms are instructor-led,
focused on group activities and
interactive exercises. We took part in

the classroom experience on piping
solutions, led by Senior Technical
Trainer Troy Locke. The room was
packed to the brim with tradespeople
of all ages and skill levels. Locke
lectured on MegaPress gas fittings
and how installers can comply with
codes and standards. He engaged the
group by asking specific questions and
tossing out t-shirts to whoever could
answer first.

Colorado training facility and
other projects in the works
Viega also spent some time during
the media portion discussing its
current project in the works – a
20,000-square foot training facility
in Broomfield, Colorado, which will
include three classrooms, one being
a computer lab with stadium seating.
All training will be completed on
laptops to allow for more space.
With the facility still in the
works, students who are currently
undergoing vocational training
are learning at the Red Rocks
Community College. The college
has allowed them to use houses that
are in different stages of completion.
Students use Viega products, which
they get to keep for continued
training. This process gives students a
real feel for the jobsite.
Last but not least, we learned Viega
is currently working on beta versions
of online training, which is aimed to
bring the classroom to contractors,
wholesalers and owners.
Visit www.viega.us l
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The Interactive Learning Center’s 16 vignettes offer touchscreen panels
and functional displays of Viega products in commercial, residential,
shipbuilding and industrial applications.

Sylvia Rocha and Chelsea Boudreau, fourth-year
apprentices, Plumber's UA Local 12, are excited to
"see the future" in this hands-on experience.
David, Desjardins, P.E.,
manager of Strategic Initiatives,
Water Quality, takes us
through a loop system display
that illustrates the importance
of water temperature control
and water continuously flowing
through an entire network.
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Local trade school represents the next generation of tradesmen and
tradeswomen.

Every display tells a story. Users can turn on sinks and watch the
water flow through an entire network on a screen. They can learn
about the product and how to install it.
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After a long day of new age trade exploration, attendees enjoy lunch and
each other's company.
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Designing Systems for over 75 Years

Small in Size
Super in Performance

SuperTherm

Semi-Instantaneous Water Heater
The Diversified Heat Transfer (DHT) SuperTherm Series of Semi-Instantaneous Water
Heaters are the engineered solution for facility managers, mechanical contractors,
and engineers who need high recovery capacity in a small space. They are constructed
with a stainless steel shell and other non-ferrous materials to ensure long leak-free
operation. Designed for continuous high-peak loads, the DHT SuperTherm is ideal
for high-demand applications, such as hospitals and dormitories.
FEATURES:
•
Proven reliability
•
Maximizes energy efficiency
•
Precise temperature control
•
Accurate steam pressure control
•
Easy to install and maintain
•
Advanced PID electronic controls compatible with BMS Systems
•
Fully packaged solution
•
Long-lasting durability
•
Certified ASME constructed vessels

For more information:
www.dhtnet.com | 800-221-1522 | sales@dhtnet.com
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Design Meets Technology.
From the first name in innovation and design comes a
revolutionary product that will change the way plumbers do business.
JG ProLock is the most versatile, durable, efficient fitting ever created –
it brings your customers peace of mind, and puts you ahead of the competition.

For use with Copper, PEX and CPVC pipe • Approved for Behind-Wall Use • 25-Year Warranty • Code-Approved
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Visit JGProLock.com/sample for your free sample.
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Tyler Pipe &
Coupling—Leading
by Example while
Leaving a Legacy

T
50

yler Pipe is located in the heartland of our nation
in Tyler, Texas. The company produces a wide
variety of high-quality products, including cast soil
pipe and fittings and no-hub couplings for drain, waste,
and vent (DWV) plumbing systems used in commercial
construction. The manufacturing atmosphere is changing
and there are many progressive, forward-thinking
companies that feel strongly about embracing thoughtful,
sustainable manufacturing practices. Tyler Pipe & Coupling
understands the demand for safe materials, as building
products impact the health of building occupants and first
responders. All Tyler cast iron is made from 100% postconsumer scrap metal.
Tyler Pipe is pleased to announce that they have
achieved “Declare” status with the International Living
Building Challenge (ILBC). Declare allows manufacturers
of ecologically sound products to demonstrate market
leadership in the growing movement toward product
transparency and secure a competitive advantage through

transparent ingredient reporting. The declaration on the
label simplifies the process for materials specification and
project certification.
Tyler realizes that consumers and product specifiers are
looking for transparency, whether it is to verify product
point of origin, to understand environmental impacts,
or because they want to eliminate exposure to toxic
ingredients. That’s why the International Living Future
Institute (ILFI) created Declare, a “nutrition-label” for
products that provides a clear, elegant and informative
method to disclose a product’s ingredients.

“Declare is designed to transform the way buildings are
designed and built making them safer for occupants and
first responders. It’s through this kind of transparency that
change for the better will occur,” said Sterling Bowman,
Vice President of Sales for Tyler Pipe & Coupling. “Tyler
products are non-combustible, strong and durable. It’s
important that specifiers understand the importance of
specifying building products that do not off-gas toxins or
generate dangerous gases when burned.”
You’ll find Tyler products installed in many of our
nation’s iconic buildings, with the most impressive highrise building being One World Trade Center (The Freedom
Tower) built on the footprint of the Twin Towers that were
destroyed on September 11, 2001, in New York City. Tyler
produced custom marked pipe for the project that bears the
marking “We will never forget 9-11-01” to memorialize that
significant day in history. Tyler is proud that their safe and
sustainable products will be specified in legacy buildings.
Now, that’s Tyler Tough. Choose cast iron and leave your
legacy.
Want to see how cast iron soil pipe and fittings are made
right here in the USA? Then visit www.TylerTough.com l
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LavAdvantage™ Thermostatic Water
Heaters Yield Low Activation at 0.2 GPM

T

52

he best hot water delivery is getting hot water when
and where you need it. Tankless water heaters
deliver that best experience by installing near the
point-of-use to eliminate wait time. Short pipe lines equal
on-demand hot water and with tankless, no capacity to
deplete.
Eemax® is pleased to announce the launch of the
LavAdvantage product line. A modern thermostatic
electric tankless water heater, LavAdvantage is designed
with progressive features, establishing itself as the next
generation of point-of-use thermostatic heaters offered by
Eemax. LavAdvantage units are an innovative solution for
handwashing, or other low flow applications, where precise
temperature control is required.
Attentive to customers’ performance expectations, Eemax
identified an opportunity to meet market demand by
incorporating “Advantage” capabilities as designed for the
SafeAdvantage™, SpecAdvantage™, and HomeAdvantage
II™ product families. This yields considerable savings in
energy and water, features the widest range of low-flow
models—at an incredible 0.2 gallons per minute—and
drives down installation costs.
LavAdvantage models are available in sizes ranging from
1.8 kW to 11.5 kW. The units feature 3/8" compression
plumbing connections to facilitate the replacement of
competitive products with no obligatory plumbing changes.
Utilizing a new digital interface, installers can modify the
field adjustable set point from 70 – 140 °F to best support
the delivery of hot water at its point-of-use.
LavAdvantage units employ a complex algorithm that
actively manages power application to meet real-time
system demand. An integrated flow meter, along with inlet
and outlet thermistors, provide data that allows the heaters
to instantly adapt to variations in flow and temperature.
LavAdvantage raises the bar for water heating efficiency
within the electric tankless water heating market. Its robust
design accommodates any mounting orientation, making
LavAdvantage a dynamic solution for customers limited by
space or pre-existing plumbing connections. LavAdvantage
units are further distinguished by their ability to heat
incoming water while maintaining silent operation
(excluding model SPEX012240T).
For more information, visit Eemax at AHR Booth #4955
or visit our site at LavAdvantage.com/PHC. ●
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TOUGH. TRUSTED. TOOLS. ™

E

xperienced plumbers are expected to handle the
most challenging jobs – from the most difficult access
points to the nastiest clogs. Cobra Pro products
are tools they can trust – the quality and performance they
need in demanding environments.

54

TOUGH.
Cobra Pro Tools are the experienced plumber’s tool of
choice. They feature optimized corrosion resistance for the
critical components and the toughest materials and finishes
in the industry. The music wire cable with reinforced
inner core, industrial grade welded tubular steel frames and
corrosion resistant ABS plastic and nylon components are
all top grade material and engineered to last.

TRUSTED.
Cobra Pro is backed by Brasscraft Manufacturing
Company and its more than 70 year reputation for quality.

TOOLS.
Power Machines:
The right machines to power through any clog - from our
high-torque hand-held model to our 40-Series with 1/3
horsepower motor.
t$1$BCMF%SVN.BDIJOFJOYGU
t$1$BCMF%SVN.BDIJOFJOYGU
t$1&MFDUSJD4QJOOFSJOYGU

Augers:
A dependable tool
for a wide range of
drain cleaning jobs.
Our drum auger
features an auto-feed
mechanism that feeds
cable in and out of
drains hands free and
has a comfortable
pistol grip for better control.
t$1"VUP'FFE%SVN"VHFSJOYGU
Toilet Augers:
A heavy-duty auger for both commercial and residential
BQQMJDBUJPOTJODMVEJOHIJHIFGåDJFODZUPJMFUT'FBUVSJOHB
non-slip handle, safety-guide tube and bowl guard and with
either open hook or drop head.
t$1.BOVBM5PJMFU"VHFSJOYGU

'PSNPSFJOGPSNBUJPOBCPVUPVS$PCSB1SPQSPEVDUTWJTJU
our website at www.cobratools.com

About Brasscraft Manufacturing Company
Brasscraft Manufacturing Company, a Masco-owned
company, is a leading manufacturer of plumbing products
for use in the new construction and repair and remodel
NBSLFUT'PVOEFEJO #SBTTDSBGU.BOVGBDUVSJOH
Co. is headquartered in Novi, Michigan, and has
manufacturing facilities throughout the continental United
States. Brasscraft Mfg. Co.’s principal brand names are
BrassCraft®, Plumbshop® and Cobra®.
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The right tool for the job with
reliable and innovative value.

The best tools for the discerning
professional. Superior quality
and unbeatable craftsmanship.

Long standing reputation, reliability and innovation.
Tough trusted tools backed by Brasscraft Manufacturing Company.
Producer of best in class products with top-notch customers
service for more than 70 years.

LOWE’S and Gable Mansard Design
are registered trademarks of LF, LLC.
Both are used with permission.

Brasscraft Manufacturing Company
39600 Orchard Hill Place
Novi, Michigan 48375-5331
©2017 Brasscraft Manufacturing Company

Cobra brand ad PHCnews_11.17.indd 1
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Saniflo Saniaccess3 Macerating Unit Offers
Double-Panel Access for Easier Maintenance

T

he Saniaccess3® macerating plumbing system from
SFA Saniflo U.S.A. comes equipped with not just
one, but two easy-to-open panels atop the unit,
providing ready access to the internal components for
servicing. Periodic maintenance can be accomplished
quickly and easily without having to disconnect the unit
from either the toilet or the rest of the plumbing system.
“This critical, dual-access feature is what makes the
new-generation Saniaccess3 macerator a truly unique
and superior solution for plumbing installers,” says Regis
Saragosti, CEO of SFA Saniflo. The company invented
macerating plumbing technology in Europe in the late
1950s, bringing it to the United States in the 1990s.
“Our half-century of experience in this field has enabled
us to create a system that requires less time on the job site.
That means a lower overall cost for the homeowner and
higher productivity for the plumbing contractor.”

Full and Ready Access
Two service panels provide direct access to different
segments of the macerating unit, allowing easy inspection
and servicing of all major components:
t5ISPVHIPOFPQFOJOH UIFJOTUBMMFSDBOBDDFTTUIF
electrical components as well as the level sensor mechanism
of the pump.
t5IFTFDPOEQBOFMQSPWJEFTSFBEZBDDFTTUPUIFCBTLFU
area around the macerating blades for easy removal of any
large objects that may have been accidentally flushed.
“Every single component can be serviced or replaced
without disconnecting the entire system,” says Regis
Saragosti. “That’s a huge time- and money-saver for service
technicians.”

High Performance Features
In addition to the benefit of ready access, the Saniaccess3
incorporates the same high-performance features found in
Saniflo’s popular Saniplus macerating unit, which is also
intended for residential applications.
t"DDPNNPEBUFTBDPNQMFUFCBUISPPN6TJOHUIFUXP
inch inlets located at the base and on either side of the
macerator, the Saniaccess3 can handle wastewater not only
from a toilet, but also from two additional fixtures, such as
a sink and a bathtub or shower.
t1PXFSGVMDVUUJOHBDUJPO8BUFSBOEXBTUFFOUFSJOH
the macerator are quickly reduced to slurry by stainlesssteel blades that rotate at 3,600 rpm (revolutions per
minute). Specially engineered for macerating systems
and applications, these blades never need to be replaced
during the system’s lifetime. The centrifugal force drives
the reduced solids through a grill to an impeller mounted
beneath the pump motor, which then ejects the effluent
through discharge piping connected to the top of the
macerator.
t$POOFDUTFBTJMZ5IF4BOJBDDFTTEJTDIBSHFTFGýVFOU
through a 3/4-inch-diameter pipe, usually made of PVC
that connects to the main plumbing system in a home
or a commercial building. The macerator has a vertical
pumping distance of up to 15 feet when installed below
the sewer line; and nearly 150 feet horizontally – or a lesser
combination of these two distances.
t1SFBTTFNCMFE5IFQSFBTTFNCMFEVOJUPQFSBUFTXJUI
a ½ HP motor. Despite its high performance, the pump
works very quietly.
For more information about the Saniaccess3, contact
Saniflo at 1-800-571-8191. Or visit www.saniflo.com. l

Watch This Video!

Visit the Saniflo
YouTube Channel:
SFA Saniflo USA
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STOP BREAKING CONCRETE
INSTALL A BATHROOM ANYWHERE

30 ft. (shut-oﬀ head)

Before

After

SANI

↑ 15 ft. ↑ and/or ←150 ft.→

3

< Cost-effective solution for above the floor
bathroom installations
< Dual access covers for easy maintenance
< Only 3/4" or 1" diameter discharge pipe
Blade that
never needs
replacing!

1-800-571-8191
www.saniflo.com

Saniflo-AD16a-Saniaccess3-Basement-975x135_v1.indd
1
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< Pre-assembled unit with two extra inlets
for the addition of a sink, tub or shower.
< Available in round front and elongated ADA
compliant bowl styles (includes soft-close
toilet seat)

A PUMP COMPANY SINCE 1958
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Little Giant® 6EC and 10EC Series
Improved Sump/
Effluent Pumps
The Little Giant® 6EC Series and
10EC Series pumps from Franklin Electric
provide lower current draw, higher energy
efficiency, and improved performance in
sump, dewatering, water transfer and light
effluent applications. These units feature
cast iron covers and a polypropylene
base that includes the stainless plate.
Additional models are now available
with a durable cast iron base providing
increased intake area, reducing intake
velocities and clogging potential.
tIQ&$4FSJFTo$POTVNFTPOMZ
BNQTXIJMFQSPEVDJOHHQNBU
feet of head and reaching a maximum
shut-off of 28 feet.
tIQ&$4FSJFTo5PVUTBGVMMMPBE
rating of only 6.5 amps and produces 67
gpm at 5 feet of head with a maximum
TIVUPGGPGGFFU
A replacement for the 6EN and 10EN
platform, the 6EC Series and 10EC Series
pumps are designed for continuous duty,
feature permanent split capacitor (PSC)
motors with thermal overload protection,
handle solids up to ½-inch in diameter,
and have a 140-degrees Fahrenheit
(60-degrees Celsius) liquid temperature
rating. All 6EC Series and 10EC Series
models include a 2-year warranty and
are offered with the reliable Snap-Action
Float Switch (SFS) featuring rugged
stainless steel switch arms.
Benefits of the 6EC Series and 10EC
Series:
t.PSFSPCVTU
t*NQSPWFEFGåDJFODZ
t-FTTDMPHHJOH

Little Giant 6EC Series

Little Giant 10EC Series

For more information about Little Giant
products, visit www.littlegiant.com. l
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When it comes to water, it’s all about pressure. Whether you’re looking for pressure boosting, constant pressure, or pressure
regulation, our Little Giant® Inline product portfolio provides the right tools to bring your customer’s challenges under
control. Ideal for new or existing applications, your customer will have the water they need when they demand it.

littlegiant.com
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Zoo Installs Three Utica Boilers
for Reptile Building

T

he Utica Zoo located in Utica, New York is a
regional zoo which has been a source of learning and
enjoyment for individuals, groups and families for
over 100 years.
When it was uncovered that the current boiler was
not providing optimal efficiency to the reptile building, a
decision was made to upgrade the building with a new and
more efficient boiler system.
The building was heated by a Utica Boiler model JC800.
The cast iron sectional boiler was installed 10 years ago and
had a Thermal Efficiency of around 77%. Also in place was
an 85 gallon gas fired water heater providing potable water.
Although the system was still operating, the decision was
made to replace them with higher efficiency equipment.
The heat requirements of this particular building are
unique in that on days where you traditionally would not
see a call for heat, there is still demand due to the sensitive
nature of the various reptiles, amphibians and other
temperature sensitive animals kept there. In fact, one zone
operates 24/7 continuously (even in the summer months
the nighttime temperatures can get low enough to require
the boiler to run).
Because of the size limitations in the mechanical room,
the existing equipment had to be removed before the new
boilers could be installed (supplemental space heaters were
used to maintain the temperature required for the reptiles
in the exhibits).

phc12_pgs_050_061.indd 60

The solution was to install the new MAC-205 Combi
boiler with an efficiency of 95% (this is currently a preproduction unit with an expected availability of early
2018). The Utica MAC-205 High Efficiency Condensing
Boiler is a larger version of the current MAC-150 which
uses AI Control Technology.
The AI Control self-commissions and continuously
calibrates by measuring water temperature, flue gas
temperature, flame signal and pressure to ensure maximum
efficiency at all times.
Due to the widely varying load demands of the building
a 3-boiler cascade arrangement was chosen and the new
boilers were then vented with coaxial polypropylene
allowing the masonry chimney to be decommissioned.
Each boiler has an Input of 164 Mbtuh in Central Heating
mode for a total Input of 492 Mbtuh. The MAC can
modulate at 5.7:1 in the CH mode. That gives an effective
turndown of a little better than 16:1 for the 3 boiler system.
The DHW demands tend to come in short intervals of
very high demand, the remedy was to couple the Combi’s
to one of Utica Boilers Xtra High Output Commercial
Storage tanks. When the tank aquastat calls for heat only
one of the 3 boilers is activated (as the heat requirements at
that point are just for standby loss). When a tap is opened,
a flow switch allows all 3 boilers to now supply hot water
to the storage tank. In DHW mode the boilers can fire to
205 Mbtuh each for a total of 615 Mbtuh. The turndown
in DHW mode is 6.7:1 for a combined turndown of 20:1 in
DHW mode!
The combination of the combi units and the storage tank
not only improves efficiency but also provides the zoo with
a substantial cost savings in the long run. l
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How Are You and Your
Business Evolving?
Keeping up with changing times, and technology,
can be difficult, but beneficial.
BY BOB “HOT ROD” ROHR

I

have a few thoughts about change and wanted to share them
with you. First, let’s talk about how and what you do to stay
ahead with technology today. Recently, I had a contractor in
my area call me because he was in a bind with a radiant job. The
mod con boiler he had installed was misbehaving. I offered to
put a second set of eyes on the “problem child.”
I arrived with an analyzer, gas pressure gauges, temperature
and voltage meters … all my hand tools basically. Low fill
pressure was preventing the boiler from even attempting to light
off. We did manage to fire it long enough to get the combustion
analyzed. The LP pressure was spot on, and I was feeling good
about it. After several minutes of smooth running, the control
would lock out on high limit. The display would indicate
the temperature had reached the limit temperature, but the
pipes and entire boiler, were barely 100 degrees. I could wrap
my hands around the entire fire tube heat exchanger. It was
connected to a new, cold radiant slab, and it had plenty of load
and flow to handle it. It appeared to be a sensor error. We tried
all the connectors, the usual suspects, to no avail.
I will admit to not knowing much about the control on the
boiler. We used factory defaults to get it running. It made me
realize an installer really needs to be trained specifically for each
boiler and control they are installing. Reading the extensive
control manual in front of a cold, unhappy customer is not
a practice I recommend. I suggested my friend take the time
to read through the documents and understand them, or find
someone locally who had factory training on this equipment.
Armed with the information and readings we acquired, we tried
calling tech support. However, this proved impossible as it was a
Saturday.
I have a brand of boiler that I am partial to, and it also has a
powerful control with almost unlimited potential. By default,
I have been able to sit through several factory trainings that
happened to coincide with training events that I was involved in.
I actually got paid to learn this product and control.
It makes me wonder how many contractors make the
time to get specific product training, from the local rep or the
manufacturer? How many different brands of training would
one need to install and service all the brands and models out
there? Is it even possible to know them all, especially with
rapidly advancing controls and ever-evolving products? Back in
the day, a troubleshooter could work on almost any brand of
standing pilot boiler or furnace with one basic class on controls.
They all looked and worked about the same; each have the same
components: transformer, safety string and gas valve.

Lesson learned
Even with lots of experience and training, you have to stay
up on this fast-moving industry. Otherwise, you risk being left
behind, or at least wasting a lot of time.
This lesson applies to how we communicate these days, too.
I admit to having some challenges. I try every day to keep up
with all the forms of communication available. Certainly, I’ve
mastered the phone pretty well, the land line version at least.
Although I still have a batch of old voicemail messages I swear
I’ve deleted a few different times. I have just enough smarts to
do basic functions on my sometimes-smarter-than-me phone.
While traveling through airports, I make a point to learn a
new trick or two on the iPhone or download a new app. All

phc12_pgs_062_063.indd 62

my FaceTime contacts have been “butt-dialed” without my
knowledge. How is that even possible? Even the term “butt-dial”
is hauntingly recent.
But all these different ways and vehicles to communicate with
can be intimidating. I can hunt and peck a text, plain and to the
point, nothing fancy, and typically emoji-free. With email, I get
a passing grade. With Facebook, I’m sketchy. I apologize if I am
ignoring someone out there, and plead lack of knowledge and
practice, so I deserve a C- for Facebook. I do have a LinkedIn
account and have accepted probably 10,000 requests to connect,
from across the globe. Alas, another form of communication that
I would take a C- on.
My company recently opened an Instagram account. I’m
a solid novice (or lower!) to the point of not even having an
account. I do like Pinterest, have an account, and scroll through
to relax and look at clever crafts and fun things. Pinterest doesn’t
harass me like Facebook tends to when I’m not participating
enough.
I have acquired what I feel is a passing grade (or slightly
above!) for GoToMeeting. I’ve survived about 100 of these
presentations as the talking head and content developer. I do
appreciate the premise of reaching several hundred attendees
whenever and wherever I can get a connection. I presented
once from a rest stop in Nebraska several years ago, although,
admittedly, it was a bit choppy. I even pulled one off from a
hotel room in near Meridian, Mississippi, with a live camera
feed. All while the housekeeper was knocking every 10 minutes.
(You won’t tell, will you?)
I have enough passwords to choke a horse, two pages worth if
one were to dare type them out. I haven’t gotten around to that
yet, and I just scribble the code letters and digits on a battered
sheet of paper, in increasingly smaller script. I even have a
password to access my passwords on the phone!
I love my various Sirius radio settings, in the shop and in
my vehicles. It’s a one-way, almost limitless, communication
platform, but I do talk back. Are they hearing me, or seeing me,
like my microwave has been accused of? On Sirius, you can find
and choose whatever suits you throughout the day. Great for the
nine-hour drive to Milwaukee.
Interestingly, I just watched Sir Elton John perform on “The
Tonight Show” before I started hunt-and-pecking out this story.
The songs and stories he shared took me back to exactly where
I was and what I was doing in those years. What vehicle I was
driving. A 1970 Jeep CJ-5. A sort of longing for simpler times
and lifestyles overcame me. If I wanted to talk to someone, I
drove over to their house, or called them from a rotary phone. If
they weren’t home, well, the conversation would just … wait.
Elton performed two classics, the second being “I’m Still
Standing.” I suppose that is where I feel I am with today’s
technology — software and hardware, equipment and
communication tools and even story-topping social media sites.
It’s going to take lots of training to keep up. And a bit of humor
and understanding when we find ourselves buried under it all. l
Bob “Hot Rod” Rohr has been a plumbing, radiant heat and
solar contractor and installer for 30 years. Rohr is a longtime RPA
member and Plumbing Engineer and PHC News columnist. Bob
joined Caleffi North America as manager of training and education.
He can be reached at hotrodradiant@mac.com.
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Plumbing Boilers
There are different methods to piping boilers,
and outcomes, too.
BY HARVEY RAMER

P

lumbing boilers; now this is a topic of great
contention! It is also one where nearly every heating
person considers their way to be the absolute best
way, and don’t you dare try to tell them anything different.
They can take it as a direct affront. In their mind, you are
telling them they have been doing things wrong their whole
life. They know this isn’t true, because their customers had
heat. And so, they will continue to do things as they have
been and scoff at anyone who tries to tell them different.
I was invited to a party one night. This was when I was
younger than I am now, which means I was barely out of
my teens. Like most other young men of that age, I had
some characteristics that frequently got me in trouble. You
see, I had been studying hydronics for quite some time, and
I had the presumptuous attitude that everyone else in the
heating business was dying to know what I learned. And
so, unabashed, I was talking about hydronics with almost
everyone, whether they wanted to hear it or not. Most, I
believe, didn’t, but they were polite about it. Except for
this one guy at the party.
This party took place at a cabin on the top of the Blue
Mountain, which is part of the Appalachian mountain
range. From up there we had a spectacular, bird’s eye view
of the Cumberland valley. There were lots of great people
there, and of course, I found the only other heating guy
there and promptly engaged him in a conversation about
boilers.
I asked him, “So how are you piping your boilers?”
He took another swallow of beer, wiped his chin, took on
an air of someone in the know and proceeded to give me
some details on his method of installation.
I listened carefully, and when he was done talking, I
began telling him about the things I had learned and what
was the correct way to pipe boilers. As I was talking,
I noticed his face getting darker and taking on a surly
constitution. Undaunted, I continued until he suddenly
interrupted me.
“Are you trying to tell me you know more about
boilers than the old plumber that I work for?” he asked.
“He’s been doing this his whole life and knows darn near
everything there is to know about boilers! He has taught me
everything. Are you trying to tell me he is wrong?”
“Well, no,” I said. “It’s just that…”
Not letting me finish my sentence, he leaned in so close
I could smell the alcohol on his breath, and in a menacing
tone said, “Yes you are. That’s exactly what you are saying!”
I took a step back and fumbled for words. He looked like
he was ready to take a swing at me.
After a brief but awkward moment of silence, he sneered
and said, “Oil heat is the best heat.” After delivering that
powerful punch line, he took another swallow of beer,
wiped the dribbles off his chin and strutted away.
This experience was quite a letdown for me, but it taught
me a lesson. Not everyone wants to hear about hydronics,
particularly at a party. And when trying to share knowledge
about piping boilers, a great deal of finesse is required for
most people. And most importantly, don’t try to teach
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someone who doesn’t want to be
taught.
Throughout the years, I have
also learned there is no “one way”
of piping boilers that is always
the right way. How one should
pipe a boiler has a lot to do with
what kind of emitter system they are
connected to. So, here is one method
that has given me marvelous results.

Cast iron boilers with old
radiators
There are still many of these old cast
iron radiator systems out there today.
Some have been in place for close to a
100 years and are still keeping occupants
toasty warm, but it seems the radiators last longer than the
boilers, and so we frequently find ourselves doing a boiler
replacement in such a system. Some people elect to go
with a new high-efficiency condensing boiler, however, the
majority of replacements are still cast iron boilers.
One of the first things that comes to mind when installing
a cast iron boiler in a radiator system is “boiler protection.”
What is boiler protection you ask?
Well, it works this way: a cast iron radiator system usually
holds a lot of water, and just look at all the big old steel
pipes. All that water, steel and cast iron equates to a lot of
mass! All that mass must be heated up before the radiators
begin to produce heat.
So, when the thermostat first turns on the boiler and
pump, cold water will enter the boiler return for quite
some time before the system heats up. This makes the
boiler block cold and causes the flue gasses to condense
both inside the boiler and in the chimney. This is not a
good thing because these boilers and their chimney vents
are not designed to handle the condensate. The condensate
is acidic, with a PH of 3-4, and will cause the cast iron
boiler block to rust away. It will also destroy the boiler vent
and eventually the chimney flue.
How do we keep that from happening?
I’m glad you asked.
There are several different ways to solve that problem,
and they are not all equal in the level of effectiveness and
resulting boiler efficiency.
For this discussion, let’s assume you did a heat load on
the building and sized the boiler according to the actual
load, rather than sizing it to the radiation or merely
replacing it with the same size as was there before. This is,
after all, proven to be the best way.
The first method, and the least effective for this type of
system, is as follows.
The boiler aquastat will typically have a ZC-ZR terminal
along with a C1 and C2 terminal. These terminals can be
used to control the system pump or pumps. When wired
properly, the terminals will not energize the pumps until
the boiler heats up and reaches the low limit setting on the
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aquastat. Once it does, the pump will turn on, send all the
heated water out into the system and replace it with cold
water coming back from the system. The boiler quickly drops
in temp, and the pump is turned back off. Meanwhile the
boiler, full of heated water that was sent out into the system,
starts doing what hot water does when it is mixed with colder
water; it tries to find the highest spot in the system.
If you have a two-story house, you will typically find this
heated water going to the upstairs first. This is because hot
water is lighter than denser, cold water, and gravity forces it
to do that. This process repeats itself until the whole system
is heated up and the thermostat is satisfied. It’s not a very
efficient way to run a boiler.
The second method takes a step in the right direction. It
incorporates all the procedures described in the first method,
but adds one more function — a bypass loop with a manual
balance valve. What this bypass does is allow some of the
return water to bypass the boiler and go directly into the
boiler supply pipe. That slows down the flow through the
boiler and allows the pumps to stay on rather than turn on
and off as described in the first method.
The bypass pipe must be the same size as the boiler supply
and return pipe. To set the flow in the bypass, one should
start with the valve fully open. Then all zones should be
turned on. Once the boiler reaches the low limit and turns on
the pumps, begin slowly closing the bypass, while keeping an
eye on the boiler temperature. The valve should be closed as
far as possible while still allowing the boiler to remain above
the low limit, and by extension, the pumps to stay energized.
This will result in less boiler cycling and allow the emitter
system to heat up more evenly.

provides better protection to the boiler, as it mixes hot water
from the boiler supply with the return water coming back
from the system, thus raising the actual return water temp
going into the boiler.

B
But let’s take a look at what is happening in the system.
First of all, we have slowed down the flow rate going to the
system due to the bypass. This means reduced heat output to
the system, but, more importantly, we have created a large
Delta-T between the supply and return water temps. This
does not usually work well with these radiator systems. The
slow moving hot water quickly finds its way to the highest
radiators and turns them into robust heat emitters while the
lowest radiators sit patiently waiting on their turn for heat.
And it will come, but not before the tenants on the second
floor start hatching a plan to come downstairs and rip the
thermostat off the wall.
In a nutshell, this results in uneven heating.
Moving on.
Let’s take a new approach and look at primary secondary
piping as our fourth method. With this method we decouple
the boiler loop from the system loop and add a pump for
each. This provides full flow through both the boiler and the
system and allows for a mixing point at the closely spaced tees
that connect the boiler loop to the system loop.

A
This does not, however, add complete boiler protection.
The return water temp will still be the same temp as what
is returning from the system. It will merely be at a reduced
flow rate, which can put an unwary heating contractor in a
predicament. The reduced flow rate through the boiler will
also reduce the boiler’s total BTU/hr output once the system
is heated up. Likewise, the radiation will have a reduced
output as well due to the lower water temp caused by mixing
the return water into the boiler supply. This is usually not a
problem on these systems, as many of them have oversized
radiation as compared to the actual building heat loss. When
this is the case, the radiators can adequately heat the space
with a lower water temp. If the radiation is properly sized
though and requires the higher water temp, the system may
not deliver the required heat on the coldest days of the year.
The third method uses the same principals as the second
method, but the bypass is positioned differently. This method
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C
This is a great approach for a zoned system most of the
time. It allows individual zones to turn on and off without
affecting the flow rate through the boiler. For example, let’s
say one zone turns on. At this point the system flow rate
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should be lower than the boiler flow rate. When this happens,
the boiler supply water will enter the supply tee and split
directions.
Some heated water will go out to the system (equal to the
system flow rate), and some will take the opposite direction
toward the return tee. At this point, it will mix with the
return water from that zone and raise the temperature of the
water returning to the boiler. As you can see, this is doing
great! Providing boiler protection and maintaining full boiler
output.
But what happens when all zones call for heat at the same
time?
Let’s look into that. If everything is properly sized and
balanced, the total system flow rate should equal the flow rate
in the boiler loop. At this point, all the boiler supply water
is entering the supply tee and heading out to the system.
Likewise, all the system return water is headed back to the
boiler return. In this scenario, we have no boiler protection
whatsoever. It is as if the closely spaced tees were not even
there and the boiler was direct piped.
You might say, “Well that will never happen. All the zones
never send a call for heat at the same time.”
I might agree with you if today’s trends coincided with the
lifestyles of yesteryear. Lately, it seems everyone is insistent
on having programmable thermostats installed. And you
know what they do with them don’t you? I do too. So, twice
a day, all the zones send a call for heat at exactly the same
time.
So what do we do, you ask? How can we make things
better? How can we provide even heat to the radiators,
decouple the system flow rates from the boiler flow rates,
allow full boiler and system BTU outputs and provide boiler
return protection all at the same time?
The answer, as is usually the case, comes from an
unexpected place. And it is created by something you
wouldn’t expect — high energy costs. In recent years, we
have seen the price of oil and LP gas go through the roof
on several occasions. This has spawned an acute interest
in renewable energies. One of these systems that runs on
renewable energies are Biomass Systems. These systems
typically lack fine control of the boiler’s heat output, and
therefore need a large storage tank to store the heated water
until the system needs it. Heating such a large volume of
water with a non-condensing boiler spawned the invention
of a mixing device designed to raise the boiler’s return water
with the boilers supply water.

D
In this, the fifth and my preferred method, we have both
a bypass installed and primary secondary piping via closely
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spaced tees. In this application, you will notice there is no
manual balance valve installed on the bypass. The bypass is
controlled by boiler protection valve (thermostatic mixing
valve). This valve is controlled by a thermostatic element
designed to maintain an outlet temperature not lower than
the specified value. It does this by controlling the flow of the
bypass and the flow from the return tee of the closely spaced
tees. It is able to completely close off either inlet port.
So let’s start up a cold system. The boiler pump and

If you have a two-story house,
you will typically find this heated
water going to the upstairs first.
This is because hot water is lighter
than denser, cold water, and
gravity forces it to do that. This
process repeats itself until the
whole system is heated up and the
thermostat is satisfied. It’s not a
very efficient way to run a boiler.
burner turn on; the system return port to the boiler
protection valve (BPV) is fully closed; and the bypass is
fully open. All the flow from the boiler is just making a
loop through the bypass and right back into the boiler.
Meanwhile the system pump is running and all the water is
zipping right through the closely spaced tees with no heat
being added. As the boiler heats up and the return water
temp reaches 130 F, the BPV begins to slowly close the
bypass and open the system return port, while keeping the
boiler return at 130 F. As this happens, some hot boiler
supply water begins entering the supply tee, where it is
mixed with the system water. This slowly adds heat to the
system water and brings the temperature of all the radiators
up evenly and consistently.
This process continues until the system return
temperature equals 130 F, at which point the bypass will be
shut off completely, or until the call for heat is gone.
This method of piping provides quite a few benefits. The
boiler can be set up to operate as a cold start, meaning the
low limit can be disabled. On a call for heat, the boiler
reaches its peak efficiency operating point within minutes.
This point is when the block is as cold as possible without
causing flue gas condensation.
On a single zone system, it will run at this operating
condition for most of the heating season. Only once the
outdoor temperature gets cold enough to require a higher
water temperature, will the boiler start running at increased
water temps and slightly lower efficiency. On a single zone
system, this method outperforms one that operates the
boiler on an outdoor reset curve. The boiler turns on when
there is a heat demand and doesn’t turn back off until the
demand is met.
It also provides a very even and consistent heat across all
the radiators.
This equals happy customers! ●
Harvey Ramer is the owner of Ramer Mechanical (RM)
LLC. RM specializes in radiant heating and hydronic heating
systems. The company also provides other mechanical services
to the residential and light commercial market. Ramer also
provides heating system design services and consultation across
the country. Contact him at hrvramer@yahoo.com.
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company for 20 years or longer. It’s these people that help ensure the quality and service of
Charlotte Pipe is world class and continues to be so for generations to come. See some of their
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“ It’s a big family here at Charlotte Pipe.
Everybody looks after one another.”
James Speights, Melting
35-year Associate
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Walking on Sunshine

Top Colorado business, a beacon for small contractors,
redefines blue-collar.

72

BY SARAH CIMARUSTI

P

HC News’ Contractor of the
Year designation is a tough
one to fill, because most of
the contractors we read about
and spotlight have something in
common: they bust their butts
for their businesses. This year,
our Contractor of the Year is
Sunshine Plumbing, Heating & Air,
award-winning business based in
Commerce City, Colorado, led by
dynamic duo, Susan Roberts Frew
and William Frew.
Sunshine Plumbing, Heating
& Air (PHA) has been making a
lot of noise in the Denver area.
It has received recognition in
distinguished categories like 4-year
Angie's List Super Service Award
Winner, Denver Business Journal’s
#1 Fastest Growing Company
2015 and its Small Business of the
Year 2016, and Top 100 Women
Owned Companies 2016. This
year it ranked No. 4 among small
companies for the 2017 Denver
Business Journal Best Places to Work
awards and received the BBB Torch
Award for Marketplace Trust. What
a mouthful.
There are many reasons for the
high praise, and as you can imagine,
it’s not because of one person. But
it does help that at the helm of
Sunshine PHA is Susan Roberts
Frew, small business champion.
Frew manages the company’s
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strategy, marketing and finances.
Her husband, William Frew, who
started the company, is a secondgeneration Master Plumber and
certified NATE HVAC technician.
Susan Frew started her career in
New York City. She was there for
eight years, and during this time
she took on the role of international
vice president at AT&T Wireless.
She conquered the many feats in
this role, and was also involved in
its small business sector. She was
transferred to Colorado, which
eventually led her to buy her own
business coaching firm.
Though the transition was
challenging for Frew, a city-loving,
New Jersey native, her move to
Colorado was when her passion and
business-savvy started to take an
exciting form.
“I used to fly home to get my hair
done, but I got over that,” Frew
laughs. “I was hungry when I got to
Colorado.”
Through her coaching, Frew
coached 17 different trades —
unintentionally. A daughter of a
carpenter, who has always been
“comfortable in a blue-collar world,”
believes that trade coaching was her
calling into plumbing.
“These coaching experiences with
the trades really prepared me for a
career in the plumbing business,”
she says.

Her coaching even landed her a
show on ESPN called “Coaching:
Not Just for Sports.” On this show,
she interviewed business owners on
their successes and struggles.
Most importantly, her business
coaching led her to the love of
her life. Then, Sunshine PHA was
Sunshine Solar and Mechanical.
In 2012, when Susan and William
married, she changed more than her
last name; they merged talents and
Sunshine Plumbing Heating & Air
was born.

Life at Sunshine
Along with her other
responsibilities, Frew also focuses on
business development for Sunshine
PHA — pretty much as they tend to
say, “moving and shaking.” Though
she’s needed on the home front, her
real work happens when she’s out
and about, talking to people and
participating in networking groups.
“It’s my responsibility to bring
new opportunities to the table for
us,” Frew says.
Frew serves on six different
boards and is involved with a
few women’s groups, such as
CampExperience and the Colorado
Women’s Chamber. As it turns
out, 80 percent of Sunshine PHA’s
clients are women.
Frew’s voice has become essential
to the industry. She is a professional
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speaker with the National Speakers
Association. As president of
Colorado PHCC, zone director for
National PHCC, and Trustee for
Quality Service Contractors (QSC),
PHCC’s coaching division, she is
naturally on PHCC Educational
Foundation’s lineup as a speaker.
She travels around the country
sharing ways to grow a company’s
marketing, get reviews, hire
millennial workers and related
topics. Through these interactions,
Frew has been able to build hearty,
lasting relationships.
Kim Gill, executive director of
PHCC Colorado, has known the
Frews since 2013 when they joined
PHCC Colorado.
“From the beginning, they were
not only focused on growing their
business but also in supporting
PHCC and giving back to their
community,” Gill says. “Susan has
gone above and beyond as president
for PHCC Colorado, a PHCC
National Board Member, a Quality
Service Contractor Trustee. With
her determination and support,
PHCC Colorado grew from an
inactive association to a thriving
association within just a few years.”
Gill came to know Susan and
William through their strong input
in the community and industry. She
speaks highly of Sunshine PHA's
exceptional customer service and
unique business model that makes
the team stand out in their growth
and success.
“I’m not surprised at all that
they have won Contractor of the
Year for PHC News. On behalf of
PHCC, I congratulate them for their
outstanding achievement,” Gill says.
Frew recently gave a talk at
PHCC CONNECT 2017 on
inventory management, some of
the recent changes in the home
services industry and Sunshine
PHA’s experience in this arena.
Though there are still a lot of pieces
to work through, the company has
recently been able to establish its
own database by partnering with
Ferguson and ServiceTitan. By
connecting these dots, Sunshine
PHA has benefitted tremendously,
which has inspired other businesses
and prompted their questions.
“Our inventory manager created
a paperless solution for inventory
management. Then, we partnered
with Ferguson and ServiceTitan to
try and triangulate that and make it
all work together,” Frew explains.
“It’s still a work in progress. We’re
looking to add more vendors into
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the system to build a database.
ServiceTitan has been awesome in
helping us with that. For a while,
we were kind of the beta. A lot of
people look to us to see how we did
it.”
Chris Cannon, inventory and
service manager, is the person
responsible for this multilayered
project. “Chris is our rockstar.
In one year, he has reduced our
inventory costs by 22 percent.”
Frew also speaks highly of the rest
of her team: her husband, William,
who is in charge of the field and is
the lead estimator, Dani (Danielle)
Brann, director of operations,
dispatchers and everyone else.
“We have a really great team here
in the office. And our dispatchers
are amazing,” Frew says.
Frew dwells on the dispatchers
for a moment and offers this advice
about what she sees as an invaluable
role. “You need to find dispatchers
with previous experience,” she says
“It’s really hard to teach someone
the ins and outs of plumbing and
HVAC, so do whatever you can to
get that person who has the right
background because it makes a huge
difference in your closing, retention,
booking calls and all of that. And as
you know, if it starts off well, it has
a better shot of ending well.”

12 Points of Love and
other forms of customer
customization
Everyone loves brownies,
right? Well, Frew and the rest of
Sunshine PHA agree that they are
pretty great, which is why they
incorporate it into their pillars of
customer service. (Brownie points
for brownies.)
The 12 Points of Love is Sunshine
PHA’s creative way of going above
and beyond thank-you cards. A
gift basket for a boiler installation.

Okay, so they do send thank-you
cards, too, but they make their
own. They send custom cards to
businesses with a personalized note
and a signature photo of William
“sticking his head out of a toilet.”
This kind of touch especially comes
in handy when mistakes happen,
as they tend to do in most human
settings.
“If we can’t fix it, we’ll put you in
a hotel. If we screw up, we’ll send
flowers to say we’re sorry. We try to
go above and beyond. People love
our brownies,” Frew says.
VideoPlumber is another example
of Sunshine PHA’s personal touch.
The tool, which William Frew
trademarked and patented, allows
customers to get free estimates
through video. Through Facebook
Messenger or FaceTime, the
Sunshine PHA team will talk with
customers and inspect their systems
without having to come to their
homes or businesses.
“This is for people who are busy.
And also for those who want a
quick estimate. For example, a lot
of relators want an estimate, but
they don’t have any intention to do
the work,” Frew explains.
The tool also helps solve some of
Colorado’s traffic problems.
“We have a big traffic problem
here, so we’re hoping it frees up
some of our guys a little bit and
eliminates wasteful calls where we
have to run around,” Frew says.
VideoPlumber has more room to
grow, and those at Sunshine PHA
can see the tool connecting with
other audiences, including disabled
veterans in the trades.
“We could potentially open a
call center. Disabled or retired
workers could work from home
and provide estimates in a sale
per lead type of situation. Take,
for example, a disabled veteran

12 Points of Love
• Answer the phone with “How can we make you smile today?”
• Send a reminder about your appointment.
• Send a bio and photo of your technician.
• We use no paper; all is electronic.
• Follow up with email immediately.
• Follow up by phone within two days.
• Follow up months with specials and promos.
• Send thank-you notes always.
• Send gifts.
• Send boo-boo gifts if we screw up.
• Have dog biscuits on the truck.
• Put you in a hotel if we can’t fix your problem.
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planned or unplanned. You need to
make a plan. Are you going to sell
it? Are you going to pass it along to
your employees? Your kids? Figure
that out as soon as you can.”
Digital troubles? “Get a really
good marketing person, who is
objective and not trying to sell
digital marketing. Maybe find a
marketing consultant and really
track it. I know key performance
indicators on every single marketing
campaign. I do not do anything for
more than three months at a time.
I track it with a tracking number. I
know my cost per lead, closing ratio,

who was a very talented plumber
or HVAC technician. They can’t
necessarily do the work, but they
still understand it. They can video,
form an estimate, put a parts list
together,” Frew says. “Wouldn’t
a plumber or HVAC company
want to buy a lead that already
has a video, a parts list and a sold
estimate? I mean, it seems like it
would be a no-brainer.”
Customers notice the little things,
and not surprisingly, will vouch for
Sunshine PHA’s customer service.
Mark Spiewvak, local business
owner and client, has been doing
business with the company for the
past three to four years. Sunshine
PHA is the exclusive provider of his
company’s plumbing and heating
needs for each location as well as
the homes of many employees.
“Susan has done an incredible job
of growing Sunshine PHA without
losing a step. Her team members are
well-trained, incredibly personable,
professional and competent in their
craft. What’s most impressive is
that Sunshine PHA is not simply
about business but also about the
community. We see them working
diligently in our neighborhood,
church, food banks and other areas
that are well beyond business and
profits. Susan and William truly
have servants hearts and have
developed that culture within their
team,” Spiewvak says.

Culture of giving
Culture is everything these days.
With Sunshine PHA, givers fit the
culture.
“I know ‘culture’ is the big
buzzword these days. With us, we
figured out we are a community
of givers. We will be the first to
ask what you need. When we hire
people who are takers, they don’t
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tend to work out here,” Frew says.
Managers even ask in interviews
about the places interviewees have
volunteered, things they’ve done
without getting paid and how it
made them feel. “Made them feel”
is a double-take kind of phrase that
isn’t tossed around in this industry,
or most of them, actually.
Being givers, as much as they
ask from their employees, Sunshine
PHA gives back, in the form of
unlimited personal time off, paid
volunteer days, Red Wing boots and
Dave Ramsey training. Come review
season, top prize is a trip to Mexico
for two. Say what?
I was legitimately confused by the
phrasing “unlimited personal time
off,” so I asked for clarification.
“It’s unpaid time, but let’s say
your dream is to go hike in Nepal
for one month. With ample advance
notice, we believe you should be
able to do that. We believe if you’re
happier outside our doors, you’re
going to be happy inside our doors,”
Frew says.

Words of advice
On community: “Get into a
community and be willing to listen
to those who have walked before
them and are successful. But I will
also say don’t listen to too many
voices. I’ve seen people, even those
who are close to me, who will hire
four or five different coaches at
one time. Everyone has different
methods and theories that can
come into conflict with others.
Sometimes people get overwhelmed
with information, and they can’t
move forward.
Small bites: “It’s easier to take
small bites of things you want to get
done each quarter. Start with the
end result in mind. Your business
is going to end one or two ways,

Getting Personal
with Susan Frew
Who are your heroes?
Bill Gates. Super successful, didn’t
follow the traditional path, was
generous from the beginning with
his money. I’m a part of Rotary
International. He’s given almost $2
billion to the polio campaign.
Personal mantras?
You can’t fix stupid. LOL, that’s a fun
one. When in doubt, do the right
thing every single time. Just do the
right thing, and it will work out. I tell
my team this all the time. (Sunshine
PHA recently won just won a Torch
Award for Business Ethics).
Something you can’t live without?
My faith. At the end of the day, I’m
serving God, not the rest of the
world.
Your most defining moment?
When my mom died in 1998. It was
the hardest day of my life, but it was
also the day I grew up because I
didn’t have that support system. We
talked almost every day, so it was
incredibly challenging.
How would your friends
describe you?
Driven and giving.
What are you doing when you’re
not being Superwoman?
Yoga. I used to love to shop, but
during the recession, I got turned
on to thrifting. I’m a huge thrifter.
Almost every single piece of
clothing that I own, I found in a
thrift store. I have a little nonprofit
called Thriftinista. We find great
deals at thrift stores, share tips and
organize thrifting bus trips to benefit
other nonprofits.
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revenue per lead, revenue per
dollar. I know all those numbers
because then it takes the fear out
of it and makes it subjective and
concrete. There’s no bs-ing on the
digital side because we have the
data.”
“Fill the gaps with women!”
Frew recently gave a TEDx Talk
on “The Runaway Train of the
Skilled Trades Crisis,” where
she confronts the runaway train
headed for her and thousands
of contractors around the U.S.
She starts with her story, the one
we’re now familiar with — where
she meets the love of her life, a
plumber, who she starts a business
with. Then she moves on to some
of the challenges in said business.
“It wasn't long before I realized
we had a huge problem. We
were advertising, but nothing was
happening,” she says.
Frew joined PHCC with other
contractors who were having the
same issues, who all seemed to reach
the same realization, a shortage of
workers, that is the 1 million skilled
workers who are needed to fill the
gap by 2020.
“What if we could fill some of these

million jobs with a woman? What if
she is out there?”
It's true. The trades are changing.
“Trades are no longer about
brawn and might; they’re about
customer service. They’re about
strategic thinking, critical skills and
technology,” Frew says.

Sunshine Plumbing, Heating
& Air Partners with Scorpion
& Doubles in Size

S

unshine Plumbing, Heating & Air took off after
partnering with digital marketing agency Scorpion
1.5 years ago. After the plumbing and HVAC
company launched a new website designed by Scorpion,
calls instantly starting flooding in with high-quality
leads and new business.
Since working with Scorpion, Sunshine PHA has
more than doubled its crew and is on track to nearly
double its revenue, which has led to other forms of
expansion.
Scorpion is a relatively new name for us, but had a
booth and gave a presentation at last October's PHCC
CONNECT.
“Since signing with Scorpion, we have added five
trucks and an additional dispatcher. We had four trucks
previously,” Susan Frew said. “And we had to move to a
new location. We tripled our space.”
Prior to working with Scorpion, Sunshine PHA was
running its website, search engine optimization (SEO),
and paid search ad campaigns (SEM) with another
Internet marketing vendor. Everything seemed to be
going fine … until that vendor dropped the ball.
According to Frew, the marketing company missed
a major Google algorithm update, which tanked the
company’s organic ranking (its ranking in the unpaid
search results), causing business to completely dry up
during their slowest month of the year.
“All of our call volume dropped down significantly,”

phc12_pgs_072_081.indd 78

To hear the rest of this discussion,
and to get a gander at Frew using a
Milwaukee ProPress on stage visit:
http://bit.ly/2i90uDD
To learn more about Sunshine PHA
visit www.sunshineplumbingheating.
com. l

Susan said, describing the company’s circumstances
before coming to Scorpion. “We were circling the drain,
the phone wasn’t ringing, and our guys were sitting on
the bench.”
Here’s what the Scorpion team did for Sunshine
PHA:
t3FEFTJHOFEUIFDPNQBOZTXFCTJUF HJWJOHJUBO
attractive, engaging, and mobile-friendly design
t3FWBNQFEUIFJSMPDBM4&0BOEQBJETFBSDI
advertising strategy, shifting from targeting “Denver” to
suburbs closer to the business’ physical location
t$SFBUFENPSFDPOTJTUFOUBOEBDDVSBUFPOMJOFMJTUJOHT
on sites such as YP.com and Yelp, therefore improving
the business’ web presence and local SEO
t-BVODIFESFNBSLFUJOHBEDBNQBJHOTUIBUBMMPXFE
the business to stay visible to online users even after
they left the company’s website
It didn’t take long for the jobs to come pouring in.
Sunshine PHA went from a complete dry spell to
booking 30 appointments on the same day its new
website launched. From there, business took off.
Sunshine PHA received not only more leads and jobs
but better leads and jobs. Eventually, business grew so
much that the company had to double the size of its
team and move to a new larger location that was three
times as large.
After partnering with Scorpion, Sunshine experienced
a 75.1 percent increase in quarterly leads (Q2 leads,
year-over-year), as well as an 87.7% increase in average
job ticket value over the period of a year and a half. The
company also experieced a 36.9% increase in annual
revenue after its first calendar year with Scorpion, with
projections of an 82.5% increase in revenue after its
second calendar year. l www.scorpionhomeservices.com
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BERRY GLOBAL RELIES ON AQUATHERM FOR
CRITICAL INJECTION-MOLD PROCESS COOLING
PROJECT: Berry Global Injection-Molding Facility, Process Cooling
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mere half-second loss in production time can cost
an injection-molding facility tens of thousands of
dollars.

Jacob Francis knows the stakes are high. As facility
maintenance supervisor at Berry Global in Lawrence,
KS, he plays that game every day. So, it was a nail-biting
proposition when, faced with the need to replace a large
portion of pipe used to transport cooling water to more than
20 injection-mold and thermoforming machines, he opted
to transition the plant from carbon-steel pipe to Aquatherm
polypropylene-random (PP-R) Blue Pipe® in Spring 2017.
The existing carbon-steel piping, along with an undersized
chilled-water storage tank, had to be replaced because of
excessive corrosion. Cooling the molds is a critical, timesensitive part of the injection-molding process; the plant
already had begun to incur losses because rust and pipe scale
was interfering with the cool-water flushing of the molds.
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The system itself is simple. Chilled water leaves the chiller at
55°F and flows directly to the injection-molding equipment.
Water exits through orifices in the aluminum or steel
molding equipment and circulates to what was originally a
4,000-gal holding tank before circulating back through the
chiller. However, per Francis, at the required 3,800 gpm,
the water never had an opportunity to “settle,” causing air
to be absorbed within the system. The completely aerated
system not only was rusting badly, but the excessive air also
prevented water-treatment chemicals from adhering to
and protecting the carbon-steel pipe effectively. Corrosion
already had eaten two holes in the chilled-water tank.
The situation would only get worse until the piping was
replaced, but that created an even greater challenge: How do
you replace 300 ft of 10- and 16-in. welded steel pipe for a
manufacturing process that virtually never stops?
The plant in Lawrence, one of Berry Global’s 130 facilities

Paid Advertisement
phc12_pgs_072_081.indd 80

ar
co
op
fo
m
ce
wa
al

12/4/17 9:09 AM

Fr
Bl
th

Th
10
re
of
he
pi
fa
Aq

Th
lo
in
ah
sh

at
t.

o

o

around the world, produces food-grade plastic cups and
containers for the food and beverage industries. The plant
operates 24/7 363 days/year. Shutting down operations
for just one hour comes at a high price to large injectionmolding manufacturers like Berry, a price they most
certainly would have to pay several times over if the piping
was replaced with field-welded carbon steel, which can take
a long time to install.
Todd Mihalchik, industrial mechanical estimator and
project manager for P1 Group in Lawrence, KS, MCAA
member and the mechanical contractor selected for the
piping renovation, had another thought: Aquatherm PP-R
piping systems.
Aquatherm PP-R piping systems have all the characteristics
you could want for a mission-critical application, from a
flameless fusion pipe-joining process to long-lasting, reliable
service. Aquatherm pipe components are joined using
a safe and simple heat-fusion process to create virtually
leak-proof connections in minutes. Because the product is
so lightweight, large sections can be fabricated and easily
transported to the jobsite.

“At first, we were going to have three days for the actual
installation, but that got whittled down to just 24 hours
on Good Friday before Easter. The timeframe was really
challenging, but Aquatherm made things a lot easier,”
Mihalchik said.
Francis is equally convinced he made the right decision
choosing Aquatherm. In fact, he had another 700 ft of
Aquatherm Blue Pipe installed for domestic water service
to Berry’s nearby warehouse, and he looks forward to
identifying even more opportunities to use Aquatherm
piping.
“For a process project like this, Aquatherm was a no-brainer
choice,” Francis said.

Francis gave P1 Group the green light to install Aquatherm
Blue Pipe to replace the chilled-water piping serving twothirds of the plant’s injection-molding processes.
The installation included the construction of a new
10,400-gal outdoor chilled-water tank, 16-in. supply and
return piping to and from the tank, and assorted lengths
of 12- and 10-in. piping connecting a 16-in. Aquatherm
header to the various injection-mold presses. Nearly all the
piping sections were fabricated in advance at P1 Group’s
fabrication shop and a 16-in. header was fabricated, at
Aquatherm’s Design & Fabrication Services facility in Utah.
The fabricated piping sections, some of which were 15 ft or
longer, were lightweight enough for just two men to carry
into the installation space and hoist into place. This was
a huge advantage for P1 Group, given the project’s evershrinking installation window.

Visit aquatherm.com for an extended version of this
story and to learn more about offering customers a
superior piping solution at a reasonable, stable total
installed cost.
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Dan Foley:
Comfort Contractor
Contractors need to know about the wet side and the air side
to give customers what they really want.
BY STEVE SMITH

I

82

first wrote about Dan Foley more
than a decade ago when he told
me how 15 years beforehand he
had walked into a Dan Holohan
seminar that would change his life.
Foley, at the time an HVAC service
tech with Arlington Heating and A/C
Inc. Arlington, Virginia, had never
heard of Holohan. And all he knew
about radiant heat was what Rich
Trethewey talked about on “This Old
House.”
But Holohan lit a spark in Foley
that day, and he left the class knowing
what he really wanted to do.
“I ran into a lot of resistance at
first,” Foley told us in our original
story. “But it was too late. I was
inspired, and I knew I would succeed.
Little did I know that it would be
more than 15 years before radiant
would be my primary business.”
However, Foley, who just earned
the Plumbing-Heating-Cooling
Contractors — National Association
HVAC Contractor of the Year, wants
to amend that last statement since his
primary business was and has always
been “comfort” — and if he can do
that through forced air, warm water
or both, all the better.
“I’m not a heating contractor,” he
told us after winning the award. “I’m
a comfort contractor.”

Pragmatic attitude
Foley’s pragmatic attitude is one
key to earning the PHCC award.
He began his HVAC career at
Arlington in 1988 after completing
a degree in business management at
Virginia Tech.
“We just kind of scratched the
surface,” Foley says about his early
entry into the wet side at Arlington.
“It was an HVAC company, no
question about it. But that’s where I
first got started with hydronics.”
However, over 15 years at
Arlington, he learned plenty about
the air side, too. In fact, the owners
of Arlington let him open his own
branch in 1991 with that branch
reaching $1 million in sales within
two years.
If that sounds like Foley’s big break,
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Dan Foley earned the
Plumbing-Heating-Cooling
Contractors – National
Association HVAC Contractor
of the Year award at the
group’s annual convention
last October in Milwaukee.

you don’t know Foley. Five years
after opening the branch, Foley was
made general manager of the whole
business and eventually became vice
president in 1998.
With that experience in mind,
Foley has always looked for ways to
bridge the gap between wet heat and
warm air. Throughout his career,
Foley has deliberately considered
how the industry could get past the
rivalry between hydronics and HVAC
contractors.
Foley is an ideal contractor to do it.
On one hand, no one can doubt
Foley is a strong proponent for
radiant heat. He’s a charter member
of what was then called the Radiant
Panel Association (now, the Radiant
Professionals Alliance) and served one
year as the group’s president.
On the other hand, he was part
of the RPA leadership while also
being a longtime member of the Air
Conditioning Contractors of America,
which made him a perfect contractor
to help launch the ACCA’s Radiant

and Hydronics Council in 2011 as its
first chairman.
It’s easy to see Foley’s commitment
to both as opposed to the “us vs.
them” brashness we used to witness
at early radiant conventions. Instead,
take a look at the RHC’s first
convention, and there’s Foley listed
on the show guide leading a seminar
called, “Selling the Wet and Dry Side
Together.”
After 30-plus years in the business,
Foley knows he’s a contractor who
can take care of “the whole comfort
package,” as he puts it, rather than
a contractor who commits to one
side of the heating business and,
unwittingly, may only be able to do
half the job.

Becoming the comfort
contractor
Foley left Arlington to open his
own shop, Foley Mechanical, in
Lorton, Virginia, in 2002.
When he was first on his own, of
course, he couldn’t afford to pick and
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those factors or you’re not delivering
comfort,” he adds. “If a client doesn’t
want to give me the entire job, I
won’t take it because I don’t have
control over it. If I don’t have control
over it, I can’t deliver what the
customer wants, which is comfort.”
Another tool in the Foley toolbox is
that he has the skills of a commercial
contractor who also happens to have
a pair of a residential contractor’s kid
gloves in his back pocket.
Given the size of Foley’s typical
jobsite — mega-mansions that are
“residential” in name only — a
commercial contactor’s skills come
in handy. Given structures that are
tens of thousands of square feet, a
commercial contractor’s mindset says:
“Here’s the plan. Let’s roll it out.”
But as big as they are, these
structures are still someone’s home.
So Foley also has to deal with
architects, engineers, designers,
landscape artists and, of course, the
homeowners.
“For commercial guys,” Foley
explains, “these are headaches. If the
plan says the pipe goes here, then
that’s where it’s going to go.”
Flexibility and a good measure
of diplomacy are required to finish
these type of jobs. “The architect
and everyone else are trying to create
something special as well, and you
have to work together,” Foley adds. l

84
Contractors need to take
care of “‘the whole comfort
package,” rather than
commit to one side of
the heating business and,
unwittingly, only be able to
do half the job.

choose and say no to a job.
“If you had somebody who was
going to write you a check,” Foley
said, “you were going to accept that
check. Back then, I had rent due on
the first and payroll due on Friday.”
Foley eventually realized that was
a mistake. While accepting any job
may have helped start his business,
accepting any job wouldn’t grow his
business.
“You have to have control of the
whole job or you don’t know how
it will end up,” Foley says. “And
you’re going to have to deal with the
consequences, regardless.”
One of his early jobs was a perfect
example of why he had to do it this
way. On that job, he bid on the
HVAC and the radiant. He didn’t
get the HVAC so he just went ahead
and put in the radiant. He even ended
up winning an award for the heating
installation.
Trouble was the homeowner called
to complain that first winter. Foley
went back, shot the floors with an
infrared device, tweaked his radiant
system a little and declared the
problem solved. But it wasn’t.
The homeowners weren’t saying
they were cold; they said they weren’t
comfortable.
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“I was just so focused on the
radiant, I couldn’t see the forest for
the trees,” Foley explains. “But the
issue wasn’t the heat; the floors were
warm.”
Upon further inspection, Foley
discovered plenty of problems where
the HVAC installer had cut corners
that jeopardized his award-winning
radiant heating system — even for a
multimillion-dollar property.
“Humidity couldn’t be controlled,”
he explains, “the range hood was
recirculating, and even some
bathroom fans weren’t vented
properly. It was a mess.”
And right then and there, he
became a comfort contractor.
“I’ve told that story hundreds of
times,” Foley adds. “Just about every
one of my projects has some form of
either hydronic or radiant heat,” Foley
says. “But I realize that that’s just
one tool in my toolbox. It’s not the
entire toolbox. And if you focus just
on hydronics and radiant, you haven’t
delivered the total comfort package.”
Foley’s toolbox also includes radiant
cooling, but also plenty of ways to
control the air side, such as filtration,
indoor air quality, humidification and
dehumidification.
“You have to be able to control all

Words of Wisdom
Any contractor could do worse
than to follow two rules that
Foley says have helped get him to
where he is today:
t/FWFSRVJU Foley doesn’t
consider himself the smartest guy
in the room. He’s hooked up stuff
the wrong way and screwed up
so much that he’s had to start the
job all over again.
“But the one thing I have never
done is walked away from a
challenge or walked away from
a bad situation,” he says. “The
way to get to the finish line is just
don't quit.”
t%POUCFBGSBJEUPBTLGPS
IFMQOver the years, Foley
has built up a veritable board
of directors he regularly calls
on for advice. There’s always
somebody who has the answer
to your question. There’s always
somebody who knows how to do
the job quicker, better, faster.
“Like I said, I’m not smarter
than anyone else,” Foley adds.
“I just know who to call. Just
having friends in the industry who
can help you goes a long way to
making you successful.”

12/4/17 9:12 AM

Apollo®PRESS fittings are a proven heat-free method for joining copper
tube and provide a clean, easy joining technique that saves time and
money on installations.
The Apollo®PRESS line of fittings and valves feature pre-lubricated
seals and Leak Before Press® technology to ensure quick and confident

American Made Quality You Can Depend On.
· Mechanical Leak Before Press® on small diameter, within a 120 degree turn.
· Visual and mechanical Leak Before Press® feature on our large diameter fittings.
· Patented stainless steel grab ring on large diameter 2½” - 4”
· Unique floating flanges can be put back in place during installation.

connections. Apollo®PRESS valves are available in both standard and lead
free configurations, while all Apollo®PRESS fittings are lead free.
Made in America in our American plants and foundries, our broad range of
Press Technology products brings you the quality you have come to know
and expect, all from one source.
Apollo®PRESS is your single source solution for Press Technology.

www.apolloflowcontrols.com

phc12_pgs_082_085.indd 85

Heat & Flame Free
Clean, Fast & Simple
Single Source

Build With Us.
12/4/17 9:12 AM

phc december 2017 www.phcppros.com

HYDRONICS

Managing Your Assets
Highland Tanks has cracked the code to monitoring a
company’s critical assets in one system.
BY KYLE MILNAMOW

I

86

t used to be that an airport could
only monitor a certain number
of its assets. It took a lot to
make sure each fuel tank was being
managed correctly. That was until
earlier this year.
Highland Tanks, headquartered
in Pennsylvania, recently released
a product that can help a company
keep track of its critical assets. Not
just airports, but any company
needing to manage its field
management technology, water base
technology, wastewater treatment,
storm water management and code
compliance. The new system is
called the High-LINK.
To learn more about the HighLINK system, I sat down with
Michael Gauthier, Technical Sales,
Water/Fire/ASME.

Kyle Milnamow (KM): Can you tell me
about the High-LINK system?
Michael Gauthier (MG): High-LINK
is a combination of hardware and
software built to oversee a company’s
critical assets. It deals with monitoring,
management and reporting the status
of a Highland Tank (HT) system(s). It’s
basically supervising the assets of the
company as it relates to functionality.
KM: How long has this product been in
the works?
MG: If I told you that it has been in the
works for six months, you probably
wouldn’t believe me. It’s something
that I think evolved over time. About
9 or 10 years ago, we really got a
lot more involved with pumps and
controls. That brought us into the
programmable logic controller (PLC)
arena, which kind of brought us into

the whole web-based monitoring
rather than the building-based
monitoring. Web-based monitoring
just seemed like it was a lot more
flexible. There is no need to tap into
critical aspects of the buildings internal
(IT) controls system. It’s a lot more
secure.
KM: What were the inspirations behind
the High-LINK system?
MG: We were working with a vendor
in Florida, SCI Co., on a specific
project. It’s a fuel-based management
company, and the team had asked
about what we offer on the control
side because they were going to
integrate a lot of their equipment
in our fuel storage tanks. We were
concerned on a couple different levels
saying, “What are you going to do with
the stuff?” They realized an opportunity
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Our NEW Starting Lineup

Aspen Light Commercial
t 10:1 turndown
t 95% thermal efficiency
t Fire tube heat exchanger
t Advanced Sage2.3™ boiler control

Aspen – Firetube Condensing Boiler
t 10:1 turndown
t 96% AFUE
t Advanced Sage2.3™ boiler control
t Combi model available (155 MBH)

K2 – Condensing Boiler
t 10:1 turndown
t 95% AFUE
t Advanced Sage2.3™ boiler control
t Combi model available late 2017

Now taking the field…with 10:1 turndown!
The new, advanced Sage2.3 boiler control system now offers 10:1 turndown and impressive
gains in efficiency. The K2 is now 95% AFUE for all sizes and later this year, a new K2 combi
model will offer efficient heating and domestic hot water performance at a VERY competitive
price. The Aspen firetube boiler offers an impressive 96% AFUE in residential sizes, and is
also offered in two light commercial sizes (320 & 399) as well. Best of all, these products are
all manufactured in Lancaster, PA, USA and offer the kind of reliable performance that you have

for more information, visit www.usboiler.net
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so it’s analyzing any kind of anomalies
that may be detected within that data
sets to say, “something is not right.”
The software is powerful in that it can
be tailored to whatever the customer
needs but also has the capabilities to
grow with the customer’s needs. So,
SCI really brought some of that big
data analytics platform to us, and we
are slowly unlocking the product’s
potential as it relates to HT products
and services.
KM: What has been some early
feedback from customers?

88

to partner with HT and share their
knowledge of fuel management knowhow, and it just clicked.
We saw a huge opportunity to run
the technology across all four of our
divisions and expand the intelligence
of all our packaged systems — basically
generate another revenue source. I
think at the end of the day, to be a tank
manufacturer in this environment, you
have to be competitive, but you’ve got
to be innovative as well. That’s always
been our vision.
KM: You just mentioned each division
of Highland Tank being involved with
the High-LINK system. What did each
division do to help the project?
MG: Although each division is unique
in its product offerings, the focus for
High-LINK was to add value when
designing a packaged turn-key
system. By monitoring the various
products in each division, we enhance
the products reliability based on using

predictive maintenance in lieu of
preventative maintenance.

MG: Early feedback has been really
good. People were surprised that we
were jumping into something like
this. There is no tank manufacturer
doing what we are doing, let alone
integrating software, monitoring and
management tools within our day-today offerings. I think our customers
are excited that we are doing this with
a lot of our products.

KM: What are the benefits of the
High-LINK system?

KM: Who has stepped up or invested
the most in the project?

MG: An airport, for example, has
multiple tanks that are holding all
different types of liquids, like glycol
for de-icing, or have all different
types of functions, like an oil-water
separator for storm water compliance.
The benefits are that all the control
functions can be integrated into one
single platform with the High-LINK
system and monitored/managed
accordingly. It all goes onto one
server, one station, and it can be
accessed from that one platform.

MG: The easiest rollout was the
fuel systems. All the work has been
done from the SCI standpoint. The
company has been in business
since 2001 and manages 500
million gallons of fuel every year. It’s
incredible to think about the amount
of monitoring/managing it has done
with customers. The water side of it
was the second easiest because we
already had sophisticated controllers
in our arsenal. It was just a matter of
their control guys getting with our
control guys and determining the best
way to communicate between the
modules.

KM: What types of technology work
with the system?
MG: All different types of technology
— any type of pump, flow monitor
or level control out there. If it has
any type of local signal, 0-10VDC,
4-20 mA or wireless signal, it’s able
to supply an input to a PLC, and then,
from there, the High-LINK determines
what that output function is going to
perform or what you want that actual
state of the equipment to be.
KM: How has SCI helped throughout
the process?
MG: SCI has helped us immensely.
Obviously, it brings some hardware
to the table, meaning, it has a
solid state controller, level sensing
technology that is pretty mainstream,
cameras/DVR, and radio frequency
identification (RFID) technology.
But basically, what it brought to the
table was the software, analytics and
business intelligence.
SCI has been working on the
development of this type of software
since 2001. What happened is you
have this controller that has all these
inputs and outputs, and we have this
software that is analyzing all this data,
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KM: Will there be updates along the
way?
MG: Yes. It’s evolving. As we learn
more, and as we can communicate
more about our day-to-day business
to SCI, we’re bouncing ideas off each
other all the time. What I do is try to
translate how our business model
functions, how our equipment works
and why we do certain things in our
space.
We go to SCI saying, “Hey why are
you guys doing this?” “Why are you
guys using this type of technology?”
and “How can we complement each
other’s product offerings?” There are
software updates that can be done in
real time, and a customer might not
even know it. It’s like when Microsoft
says, “Hey we’re updating your
software to the latest and greatest or
adding a feature or a function.” So,
yeah, it’s pretty incredible technology,
and it’s limitless. The sky’s the limit.

To learn more about Highland
Tanks and its High-LINK system,
visit www.highlandtank.com. l
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Building Stories
Diversified Heat Transfer embraces inspiration
behind each project at AHR 2018 and beyond.
BY SARAH CIMARUSTI

D

iversified Heat Transfer (DHT),
a New Jersey-based engineering
and manufacturing company of
heat exchange equipment and systems,
has more than 75 years of experience
under its belt, serving the residential,
commercial and industrial markets. The
company is known for its customization,
technology-driven, cost-effective and
quality solutions. Over the last few
years, the company has been able
to expand its brand presence, grow
its manufacturer rep and wholesale
distribution, and take on more team
members.
DHT has a few stories to share.
It also has a plethora of products to
share at this year’s International AirConditioning, Heating, Refrigerating
Exposition (AHR Expo), one of
the biggest events of the year for
the HVACR industry. More than
2,000 exhibitors and 65,000 industry
professionals will be attending the show
held in Chicago on Jan. 22-24.
We discussed DHT’s show plans with
Norman Goldberg, CEO, and Thomas
Francullo, vice president of sales and
engineering.

SuperPlate Semi-Instantaneous Water
Heater
Ŕ5IFOFXEFTJHOPŢFSTBDMFBOFSMPPL
while adding extra support. The improved
angled mount for the control panel allows
for better operator interface for the enduser. The base has also been redesigned
allowing the end-user to use either pallet
jack or fork lift from all four sides.
Ŕ/FXXFMEFETUBJOMFTTNBOJGPMETUIBU
eliminate the need for threaded fittings,
reducing the overall size.
Ŕ5SVFTUBUFPGUIFBSUEPVCMFXBMM
brazed plate exchanger and AHRI 400
certified options for the plate and frame
versions.
Ŕ/FXDPNQBDU1SJOUFE$JSDVJU#PBSE
$POUSPM1BOFM

PHC: This year’s AHR Show takes place at
the McCormick Place in Chicago. What
can attendees expect from your presence?
Where is your booth located? Are you
guys working with a theme or campaign?

%)54FSJFT$POUSPM#PY BWBJMBCMFPO
both the SuperPlate and SuperTherm)
Ŕ4NBMMFSEFTJHOŋŐYŐ
Ŕ.PECVTBOE#BDOFUIBWFCFFOCVJMU
into the control panel, eliminating the
requirement of an external gateway.
Ŕ8FBEEFEUIFBCJMJUZUPSFBEUIFWBMWF
PQFOQFSDFOUBHFJO.PECVT
Ŕ$PNJOHTFDPOERVBSUFS UIF
control box will have built in Wi-Fi, which
will allow the user to connect to their
free cloud service. This will function while
communicating to BAS. If Wi-Fi and the
local network is a problem, they have
a cellular enabled device that needs no
further programming. The customer and/
or DHT can view and manipulate data from
a computer or smartphone.

DHT: We are located in the South Hall,
Booth 4169. Our theme for 2018 is “Every
Building has a Story.” We believe every
building is unique, and no two buildings
are built the same. And that every building
tells a story and every project inspires
a solution. The story may be one of
meeting challenges, finding solutions or
becoming a beacon for the future. DHT is
encompassing this theme in every aspect
of our company from sales and marketing
to engineering and manufacturing. We see
crossover value in all of the work we do
and believe each project informs the next,
leading to more comprehensive product
design and system solutions offerings.
PHC: What product categories are you
representing? What is new and updated?
Who are you expecting to visit and what
specific audiences are you hoping to
engage?
DHT: DHT will represent the water heater/
heat exchanger category. We look forward
to engaging with specifying engineers,
design build and mechanical contractors,
and end-users. We will showcase latest
enhancements made to the following list:

phc12_pgs_090_091.indd 90

Supertherm Semi-Instantaneous Water
Heater
Ŕ0VSWFSUJDBMCBTFIBTCFFOVQEBUFEUP
allow further stability to the unit.
Ŕ8FIBWFDIBOHFEPVSCBŦFNBUFSJBM
BOEBEEFENPSFCBŦFTUPUIFUVCF
bundle improving the overall heat transfer
performance of the unit.
ŔZFBS4IFMMBOE5VCF#VOEMF
Warranty as a standard offering at no
added cost.
Ŕ/FXDPNQBDU1SJOUFE$JSDVJU#PBSE
$POUSPM1BOFM

DHT will launch a new line of plate heat
exchangers
Ŕ%)5JTOPXPŢFSJOHBMJOFPGQMBUFIFBU
exchangers available in single and double
wall construction for a wide range of
applications.
Ŕ5IFQMBUFTBOEQMBUFQBUUFSOTBSF
constructed to obtain a high thermal
efficiency with a low pressure drop.
Ŕ5IFJOMFUDIBOOFMTBMMPXGPSNBYJNVN
strength in the inlet area, while maintaining
minimum of contact points, reducing
blockage at the flow distribution zone.
Ŕ5IFJOMFUEFTJHOFOTVSFTFWFO

distribution of the liquids across the
heating surface.
Ŕ5IFHBTLFUJTQMBDFEJOBEFEJDBUFE
retaining gasket groove. This ensures the
elasticity of the gasket even after a long
time of compression.
Ŕ"WBJMBCMFJO")3*
PHC: Are there any other companies
you’re looking to connect with? How
about speakers or events? What is the
DHT team hoping to take home with
them?
DHT: The AHR show is a great place to
catch up with customers, vendors and
even the competition to get a preview of
what is in store for the upcoming year.
We are looking forward to seeing the
Innovation Awards winners as well as
attending educational seminars to learn
the latest developments in technology
BOEUIFHSPXJOH)7"$USFOET8FBSFBMTP
looking forward to meeting with other
manufacturers to see how our products
can work with or complement our product
technology to enhance our offerings. For
example, this year, DHT will look for new
instrumentation and control products that
can be used to improve the performance
of our products.
PHC: Is there anything currently
happening at DHT that you’d like to
highlight? Any awards, milestones,
transitions that reflect your current
commitment in the industry?
DHT: It is an exciting time at DHT. While
we have been in business since 1938, we
IBWFQSJNBSJMZCFFOLOPXOJOUIF/FX
York tristate area. The past few years
have been a period of growth for DHT
as we have seen an increased interest
across the U.S. We have been expanding
our brand presence and have grown
our manufacturer rep and wholesale
distribution as well as increased our staff.
We are committed to continuing this
growth in the upcoming years with new
products and technology.
PHC: Can you give us a sneak peak
of anything you are working toward
in upcoming years that may make an
appearance at the next show?
DHT: We are working on expanding
our offering of innovative products and
system solutions to meet our customers’
needs as a single source provider. We are
continuing to make improvements to our
current product line as well as engineer
new solutions to meet the market demand
for energy efficiency, compact, flexible
designs and new technology.

For more information on DHT, visit
www.dhtnet.com. l
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Women in HVACR
Discover Their Legacy

92

The 14th annual Women in HVACR Conference went big in Fort Worth, Texas.
By Sharon J. Rehana

W

ith 120+ women from
30 states in attendance,
the Women in HVACR
(WHVACR) conference did it up
Texas-style with big energy, big
voices and big enthusiasm.
WHVACR is the first international
organization for women in
the Heating, Ventilation, Airconditioning and Refrigeration
industry, made up of dynamic
women who are making strides in
what has typically been a maledriven industry. Members consist
of engineers, sales associates,
business owners, trainers,
support professionals, technicians
and students, representing
manufacturers, suppliers, contractors
and trade organizations in the
industry.
This year, for its 14th year,
WHVACR had its first stand-alone
conference, appropriately themed,
“Discover Your Legacy.” A quote
from Jamie Munson was displayed
high on the projection screen: “Life
is full of opportunity. Leadership is
about taking those opportunities.
Legacy is what you leave behind
when you do.”
The legacy of two women,
Ruth King and Gwen Hoskins,
was called to attention on the first
day of the conference. In 2002,
during the AHR Expo held in
Chicago, King and Hoskins were
discussing the increased number
of women joining the HVACR

phc12_pgs_092_097.indd 92

industry. They recognized the need
for a way to share knowledge and
experience through networking
while encouraging and supporting
one another. Their conversation
was the catalyst for the WHVACR
organization, still strong and thriving
today.
“Every day we build our legacy,
we build the road ahead,” said Julie
Decker, president of HVACR and
national sales manager at Atco,
during her opening remarks. “Our
future is bold, and it’s bright, ladies.
Regardless of the career path, you’re
building your legacy every day.”

The schedule
The welcome reception was held
on Wednesday, Sept. 27 where the

members of WHVACR had the
opportunity to meet each other
in a casual, comfortable meet and
greet environment at the Reata — a
legendary Texas restaurant full of
museum quality artifacts from the
Old West.
The next morning was opened to
registration and a quick networking
breakfast leading up to a full day of
exploring our legacy at the Tarrant
County College for Excellence
(TCC), where the WHVACR
conference was officially held.
A full day of speakers included
Julie Decker, president of
WHVACR; Mary Jo Gentry,
vice president of WHVACR and
marketing communications manager
at Yellow Jacket; Kelly Gray,

Welcome reception
and pre-conference
networking at Reata
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A PROJECT AT
THE END OF
THE WORLD
And a piping system that supplies all of the
essentials right from the get-go
With something as fundamental to the construction of an Arctic research station as the vital supply
of warmth and clean drinking water, you don’t experiment, but trust uncompromising quality
and absolute reliability. Viega met these high demands using ProPress for Stainless (according
to US standard) for drinking water and Prestabo for heating installation, and also delivered the
know-how to go with them. Viega. Connected in Quality.
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Megan Fellinger, president & CEO of Morrison Products Inc.; Marcia Christiansen,
national sales manager at PECO; and Mary Dickson, Aftermarket & International Sales
manager at Revcar Inc.
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councilwoman of Council District
8 in Fort Worth, Texas; Jessica
Mckinny, HARDI ambassador;
Rhonda Wiggins, instructor at
Hennepin Technical College;
Melissa Santillan, inside sales at A/C
Supply; Matt Michel, president at
Service Roundtable; and Elizabeth
McCormick, former U.S. Army
Black Hawk helicopter pilot, as the
keynote speaker.
After the president’s welcome,
Mary Jo Gentry took the stage
to congratulate the recipients of
three $2,000 scholarships available
through WHVACR: Monica
Urquides from Antioch, California;
Karin Dahlin from Minneapolis,
Minnesota; and in attendance at the
conference, Samantha Hacker of
Baltimore, Maryland.
Gentry reminded us all the
importance of talking about the
scholarships available, and to
encourage women to not only
consider a career in the industry,
but to also take advantage of the
scholarship funds and networking
opportunities through WHVACR. If
you are or know a female currently
enrolled in a trade or technical
school, or if you are or know a
female high-school senior or older
preparing to enter the HVACR
industry either through a technical
college, trade school, or related
degree in a four-year college, with an
accumulative GPA of 2.0 or greater,
you or they may apply at www.
womeninhvacr.org.
Next at the podium was
Councilwoman Kelly Gray. Gray

phc12_pgs_092_097.indd 94

echoed the previous call for
spreading awareness. “As you are
here in my city that I love, take one
thing with you,” she said. “Find a
young girl to mentor. Talk about
what you do and who you are.
Tell her that what you do leaves
an impact in hers and others’ lives.
As an organization, you have an
obligation to go to high schools,
colleges and other institutions, to
talk to young girls and women about
what you do and how great it is.”
The next speaker, Rhonda
Williams, talked about how great it
is to work in the HVACR industry,
but also to teach young minds how

to do it.
She began her career as a welder/
boiler mechanic on the East Coast
more than 30 years ago, and has
since worked in both residential and
commercial HVACR service. She
holds several professional licenses
including Master Refrigeration,
Master Gas Fitter, 1st Class B Boilers
and MN Power Limited Electrical.
“I am barely young enough at 53
to be allowed to take a high school
workshop,” she tells the crowd.
“Women who are one year older
than me were told, ‘No, you can’t.’”
Wiggins shared her story with the
group hoping to discover her legacy
at the end of it. She stressed the
importance of taking pride in your
work and passing that happiness
on to others. She said, “My work is
teaching, and my students are my
customers, and so to be blessed to
share my knowledge with them is
my legacy.”
The next speaker was a student
who benefited from this similar
understanding. Melissa Santillan
graduated from TCC with an
associates of applied science degree
as a residential installation technician
last year.
“I’m one of those theoretical
women you’ve all brought up
throughout this conference,” she
said. “And I’m here to tell you that
we need more!” With confidence
and enthusiasm, Santillan invited the
women and to stand up and play a
game of “rock, paper, scissors.” Every
one of the 120+ women stood up
to listen to her instructions. “Start
by playing with the person next
to you,” she said. “If you win that
Tammy McClanahan Johnson, vice
president of Human Resources at
EMCOR Construction Services.
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HOT WATER
MADE BETTER
NEW WATER HEATER
TEMPERING VALVE
GREATER & SAFER HOT WATER
OUTPUT PER GALLON STORED
 Allows water heater to be set at 140°F, minimizing
risk of Legionella bacteria in the tank
 Mixes hot output with cold supply, for
greater effective hot water storage
 Adjustable temperature control limits output
to 120°F to prevent risk of scalding
 Integrated recirculation port simplifies installation
 Optional temperature gauge available

Available INSTALLATION KIT

Includes ProPush flexible
connectors to easily connect
to Copper, CPVC or PEX

VALVE INNOVATION

GUARANTEED FOR LIFE
webstonevalves.com/WHTV
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Former U.S. Army Black Hawk helicopter pilot Elizabeth McCormick (bottom center) joined the ladies for dinner to network and answer questions.
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game, move on to the next person.
If you lose that game, you must
now become the cheerleader for the
woman who won. Keep going until
we have only two women left.” And
just like that, it was a room full of
women cheering each other on.
The room was energized and
ready for the final speaker, Elizabeth
McCormick.
She advocated for being one’s own
cheerleader, but also agreed with

Santillan. “If you don’t set yourself
up for success, then who will? But
don’t just be your own cheerleader,
do it for other women around
you. When we help other women
succeed, we all succeed.”
As a former U.S. Army Black
Hawk helicopter pilot, McCormick
flew command and control, air
assault, rappelling, top-secret
intelligence missions, and also
transported high-level government

VIPs including the Secretary of
Defense. Her resume was quite
impressive, but she started off by
telling the crowd, “I almost didn’t
become a pilot because I was told,
‘You can’t.’”
“If you’re told no,” she said, “ask
‘why not?’ Your future is your
responsibility.”

Your legacy
What started as a conversation
some 15 years ago, today is an
international organization meant
to inspire, encourage and support
women in the HVACR industry.
WHVACR offer its members
online and in-person networking
opportunities, education and
training resources, a mentoring
program, newsletters and an annual
conference. To find out more about
the organization and to get involved,
visit www.womeninhvacr.org. l

Women from all segments of the HVAC
industry stand up to begin a networking
exercise.

Samantha Hacker, administrative assistant at Stone Services Inc. was honored as a
recipient of an WHVACR scholarship.

phc12_pgs_092_097.indd 96

12/4/17 9:19 AM

EASY TO INSTALL AND
EVEN EASIER TO SELL
LAARS Innovation Provides Reliable Performance
INSTALL THE BEST, INSTALL LAARS
The Laars residential line up is a high efficiency, space-saving
series that gives you a strong competitive edge and gives your
customers quick heating response, exceptional efficiency and
years of reliable service. From our heat exchangers to easy to
use controls, advanced technology is built into every aspect of
these dynamic products.
Easy to install and even easier to sell, now’s the time to add
Laars offerings to your line up.

MASCOT FT Series
Heating Boilers
Combi Boilers
Tankless

MINI-THERM Boiler &
LAARS-STOR Indirect Tank

THE LAARS ADVANTAGE
•
•
•
•
•

85% AHRI Certified Mini-Therm
95% AHRI Certified Mascot Series
Small Footprint and Light Weight
Boilers, Water Heaters & Indirect Water Heaters
Wall mount or floor standing

MODELS FROM:

50,000 to 285,000 BTU/Hr

CONDENSING • NEAR CONDENSING
Boilers • Volume Water Heaters • Tanks

Built to be the Best

TM
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The Future Seems Bright
Plumbing and HVAC apprentices from all over the U.S. came
together to show off their skills at PHCC CONNECT 2017.
BY KYLE MILNAMOW

T

his year, over 860 attendees
traveled to Milwaukee for
PHCC CONNECT 2017, Oct.
3-6. While contractors, manufacturers
and many more members around the
industry gathered to reflect on the
past year, the future was the highlight
of the conference.
Chris Baldwin, president, Kitchen
and Bath Americas, Kohler Co. and
the keynote speaker at this year’s
event, said as much in his keynote
speech to PHCC members.
“Millennials,” Baldwin said, “are
the new customer and the new
employee.”
Reaching them, will have to be
done “through storytelling — valuesdriven and engaging stories,” he
added.
It didn’t take long for industry
veterans to notice the impact
millennials would have on the
industry.
The 2017 Plumbing and HVAC
Apprentice Competition put third
through fifth-year apprentices
through a packed schedule for three
days. Contestants were given the
chance to show off their skills, as well
as network with one another and
some of the biggest companies in the
industry.
For the first two days, plumbing
contestants were asked to install a
bathroom — complete with a sink,
showerhead, drain and toilet —
while HVAC technicians worked
on brazing, refrigerant recovery,
taking readings on a package unit,
troubleshooting on mechanical and
electrical units and basic electrical
wiring, finishing off with a written
test.
Before the tools were put into
the hands of the competitors, the
apprentices traveled to Milwaukee
Tool for a facility tour, where they
learned about the company and some
of the tools they could potentially
win.

Different elements
Every year, the competition has
different elements included to
challenge the apprentices.
On the plumbing side, for the first
time, the competitors’ benches were
wood-based as opposed to steel so
that everyone could get a better view
of the handiwork.
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For the HVAC competition this
year, Daikin donated three identical
package units for the event. Merry
Beth Hall, assistant vice president,
Workforce Development for PHCC
Educational Foundation says, “This
allowed us to level the playing field
for that event, because in previous
years we had one unit that had threephase power, creating an oddball
calculation for some contestants.”
She adds, “It was a ‘luck of the
draw’ situation, and we provided the
formula for them, but it is always
best to have the identical units to
be the fairest. Also, we changed our
troubleshooting event this year to
include three scenarios instead of just
one. This allowed us to challenge
competitors with both mechanical
and electrical problems. It worked
well, and the competitors rose to the
occasion.”
Rising to the occasion was
something that plumbing contestant,
Christopher Tudor felt would happen
when he traveled from Tennessee.
“I was expecting fierce competition,
and that’s exactly what I got from the
best, state to state,” Tudor says.
In total, 32 apprentices made
their way to Milwaukee’s Wisconsin
Center — 20 plumbers and 12
HVAC technicians.
Many qualified after winning
local competitions, or placing with
high enough scores in those same
contests. Others were referred to the
competition from instructors that felt
like they could compete against the
best of the best.
“The judges were very positive
about the quality of this year’s
competitors,” Hall says. “Our team
felt that every single competitor
deserved to be there. It is a rare
occurrence that we find a competitor
that really shouldn’t be at this event
— the state chapters and union
training centers do a great job in
vetting the apprentices before they
come to us. These competitors are
truly the best in the nation.”

Day two
On day two, plumbing contestants
competed from 7 a.m. to 2:30 p.m.,
and HVAC apprentices showed their
skills between 8 a.m. to 4 p.m., with
a lunch break mixed in. Some even
joked that, while the competition

took a while, it was shorter than the
workdays they were used to back
home.
“During the second day after we
had completed a large portion of the
competition, I was able to gauge my
work with that of my competitors,”
says Daniel Judd, a plumbing
contestant from Virginia.
After the full “workday” and
wall-to-wall action for two days,
some contestants took it easy before
winners were announced on Friday.
“I thoroughly enjoyed mentally
relaxing from the tough competition
and networking with some of
the many business owners and
representatives that were present.
The amount of knowledge and tips
I gained will one day be used to
successfully manage a business of my
own,” Judd says.
After relaxing, contestants came
back to the Wisconsin Center Friday
morning to show off their work to
the judges. It was at that time that
contestants received feedback from
some industry leaders on what they
did well and what they can improve.
A few hours after showing off his
renovated bathroom, Judd learned
he was the contest’s number-one
plumbing apprentice
Judd was very confident in
his plumbing knowledge and
craftsmanship since he’d been trained
under one of the greatest plumbers
he says he knows — his father, who’s
also his boss. His father, David,
instilled in his son skills necessary to
lead a successful plumbing career.
Plus, Judd says his dad’s previous
assistant had placed in the national
competition.
“So, I had expected to live up to
those standards,” he added.
When he found he had lived up
to those standards and then some by
earning first place, he says, “being
recognized in such a prestigious
national competition will only add
to my plumbing credibility and open
up more opportunities for me in the
industry.”
The top three finalists for the
plumbing competition were:
tTU1MBDF%BOJFM+VEE %BWJE/
Judd Plumbing, Leesburg, Virginia,
sponsored by Viega LLC
tOE1MBDF5POZ1SJOT %PNFTUJD
Plumbing, Clinton, Iowa, sponsored
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We've Got our
Eye on the Ball
The next time you’re stocking up on plumbing
supplies, check out Watts ball valves.

Breadth of Selection

Connections
Threaded

Solder

PEX

Press

Quick-Connect

Materials
Brass

Stainless Steel

Lead Free

Carbon Steel

Bronze

Ask your wholesaler about our ball valves
or visit Watts.com/ballvalves to learn more.
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It’s A Win-Win-Win Scenario.
Introducing Our New ProLine® Family
Commercial-Grade Components and Superior Performance for Residential Customers

Comprehensive Line

Expertise

Industry-Leading
Components

The complete ProLine® series is
available from your A. O. Smith
wholesaler, now featuring the
ProLine® Master models with an
8-year limited warranty, additional
anode protection and other
commercial-grade components.

From the leaders in
commercial water
heating, we bring you
commercial-grade water
heaters for the home!

Our APCOM division is the industry
leader in water heater parts
production and engineers many of
the residential and commercial parts
we use today. With the latest parts
technology at our fingertips, we’re
able to incorporate commercial-grade
components into our residential units.

www.hotwater.com
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Bosch Thermotechnology Corp.
Buderus Stainless Steel Industrial Boiler
The Buderus SSB Industrial Boiler, available in 798 MBH and 1024 MBH
standalone units or a 1024 cascading unit, is an ideal solution for schools,
hotels, office buildings and warehouses. The boiler models’ single-platform
design allows for easy installation and start-up. In addition, the unit features
flanged supply and return connections on both sides of the units, as well as a
compact footprint. The product features dual heat exchangers for increased
capacity and can achieve up to 96.8 percent thermal efficiency. The boiler
also includes an on-board control with a seven-inch external touchscreen
display to streamline common applications.
www.bosch-climate.us
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Daikin VRV AURORA
230/460V Heat Recovery
Systems
The VRV AURORA230/460V Heat Recovery Systems
are engineered for cold climate and heating dominate
applications. The series offers the first VRV air-cooled
system that delivers efficient heating down to -22F.
Available in 6, 8, 10-ton single modules and 12, 16,
20-ton multi-module systems, each product has stable
inverter board operation independent of ambient
conditions. The systems offer continuous heating
during defrost and oil return, and are designed for
total cost of construction and reduced life cycle cost.
The long pipe lengths that go up to 295 ft. allow for
outdoor and indoor units. The series is also corrosion
resistant.
www.daikinac.com

Expanded HVAC line with LGRED Heat Technology
LG “Reliable to Extreme Degrees” (RED) heating technology has
been added to more products including the Multi F and Multi F MAX
multi-zone outdoor units. LGRED technology not only delivers heat
when traditional models are unable, but also does so with remarkable
energy efficiency offering comfort to users living in cold climates.
LGRED provides 100-percent-rated heating capacity down to five
degrees Fahrenheit with continuous operation down to -13 degrees,
offering comfort to users. Created for residential and light commercial
installations, these robust multi-zone systems have the option to be
installed fully ductless for optimal performance or combined with
ducted systems, including the new LG 4-Way Vertical Air Handler Units
(VAHUs), for increased design flexibility. The LGRED Multi F systems
also feature a SEER rating of up to 21, qualifying them for ENERGY
STAR certification, as well as eligibility for participating local utility
company rebates. www.lgredheat.com
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Welcome to comfort
that doesn’t need to
announce itself.
boschheatingandcooling.com
Hear that? Exactly. The Bosch Climate
5000 ductless minisplit series gives you
and your customers greater control, ease,
and energy savings. So you can set it and
forget it. That’s the beauty of Bosch.

phc12_pgs_102_105.indd 103

12/4/17 9:24 AM

The Best way
to compare HVAC system options is free.

Meet the Building Efficiency System Tool.

engineers, and design/build professionals analyze

BEST brings EER, IEER, SEER, and COP data together

real-world HVAC options to pinpoint the best

to compare the performance, life cycles, and costs

system that meets budgetary and performance

for any type of HVAC system – apples to apples –

requirements.

even in the early design phases!
A game changer.
Developed by the industry, for the industry.

BEST gives you all the impartial answers you need

BEST was created by a diverse group of commercial

and it’s very easy to use. Read all about it and

manufacturers from the United States, Mexico, and

download BEST for free; no ads, no gimmicks, no

Canada to help prospective buyers, consulting

upsell. Just free. www.tacocomfort.com/BEST.

A proud member of the Hydronic Industry Alliance

Visit us at www.TacoComfort.com or join us in social media.
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3 easy settings. 1 great rebate.
Rebate Extension
TO DECEMBER 31,2017

Step up to ECM high-efficiency with the 0015e3™

Rebate details are online!

The 0015e3’s cutting edge technology uses up to

 #'&$!&'))+  +!&0',))

85% less electricity. Installation is simple and no

Get the details and rebate form on our website at

programming is needed. Just set it and walk away.

www.tacocomfort.com/0015e3.

Install it, forget it™

This offer has been extended to December 31, 2017.
Take advantage of great savings now!

An unbelievable value
The 0015e3 is packed with special features:
1($*&0 *( 0)'&!!),$+')!&!+*$**
1BIO Barrier® protection against system contaminants
1 SureStart® automatic unblocking and air purging
1**,(+' $**$+)!!+0

Visit us at www.TacoComfort.com or join us on social media.
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Family Business is the
Best/Worst
How do you create a healthy, sane, profitable
and functional family business?
BY ELLEN ROHR

F

amily businesses are the worst businesses. Infighting
and dad-liked-you-best resentments can ruin a solid
business model. However, family businesses are also
the best businesses.
This column is for the fathers and sons who work
together. And fathers and daughters. And mothers
and brothers and sisters and cousins. Family business is
always a bit kooky. But, when it works, family business
is a beautiful thing. It provides purpose and value to
the family, and to the families who are connected as
employees, vendors, subcontractors and customers. When
it works, family business leverages love and trust into
better communication and a shared intention to create a
legacy.
So, what does it look like when it works?

position. Note that family members can help write
the position descriptions and manuals as they move
throughout the org chart. This develops empathy and
street cred. I learned this training technique when I was
promoted to manager at a restaurant chain. It helped me
develop respect for the dishwashing position, I’ll tell you
that! Family members don’t have to be the best at each
position, but they should be willing to do every job.
Explore family member opportunities outside the
company. Encourage, or require, college courses,
seminars, technical training and apprenticeships at other
companies.
Have an exit strategy. My sage friend, Al Levi, refers
to the Ds that change everything. Death. Disaster.
Divorce. Debt. Disability. These events can destroy your
business. However, if you are willing to have the tough
conversations now, you can survive these devastating, yet
ultimately unavoidable life-changers. The best businesses
have buy-sell agreements and key-man insurance policies
in place.
Hold all team members accountable. The best
businesses let people go, those who are not willing or
capable of being successful in the company. Even family
members. Follow strict and fair Progressive Correction
protocol.
Recognize good performance and displays of character.
So often family members are super tough on each other.
Be generous with feedback and praise.

And now for some “motherly advice”

Tips for building a winning family business
Put a little plan together. You knew I was going to say
that, right? Clarify your mission, values and goals. It can
be a one-pager. It could be a vision board. Just make sure
you are on the same page. Decide what kind of business,
and family, you want to be.
Establish the organizational chart. I recommend that
you determine a president or CEO. The best businesses
have a clear chain of command, departments, positions
and career paths. Even if the ownership is divided
equally, consider electing one person to the be the buckstops-here person. And/or you can have a voting protocol
built into your corporate operating agreement.
Create position descriptions. Make short bulleted lists
of what needs to be done in each position.
Formalize procedures and training. Document how to
do the responsibilities for each position description. Write
the checklists, and use them for your training curriculum.
Drill the checklists with the team — everyone, including
family members — and help people get good.
Have family members work their way through every
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Dear children, you don’t have to follow your parents
into the family business. Don’t feel compelled to buy
the company from them. You get to do what you
want. Parents, the same goes for you. You don’t have
to “save” the business for the kids if a great offer to sell
comes along. You get to do what you want. Be willing
to explore that. That will keep you from trying to get
someone else to make your dreams come true for you.
This “laying on” of hopes and aspirations is what makes
so many family businesses weird.
Should you decide you want to work together,
consider a meritocracy, a distribution of power based on
ability, skills and production. As opposed to a monarchy
where bloodlines rule and actual work is not required. In
other words, offer family members an opportunity — not
a guarantee. Then, should the above-mentioned systems
be in place, one could earn their way up the career
ladder.
No business is perfect, and you can always make
yours better. Even more important than these practical
tips are the relationships between the family members.
Love is the caulk that holds you together while you fix
the fixable stuff. The best businesses, and families, are
grounded in love.
Which brings me to my friends, Tony and Nick.
“Every day I see a little more of my father in me.” –
Keith Urban
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Tony and Nick Favorito – EnviroSafe Inc. –
Pittsgrove, New Jersey
Nick is 32 years old. He joined forces with his dad, Tony,
four years ago. They offer plumbing, HVAC and waterconditioning services in “South Jersey.” Nick is a smart
fellow, with an MBA, a degree in bio-medical engineering
and a lot of ambition. Tony started the business 38 years
ago, and is a Master Plumber by every definition of the
word.
I visited their shop recently. They have big dreams, and
there is some organizational work to be done for them to
reach their goals. But the very cool thing about Nick and
Tony is that they openly like and love each other. The
energy in their shop is positive and contagious.
I asked them, “How do you work together so well?”
Nick says: “We have a lot of respect for each other.
We have different strengths, and so we’ve split our
management duties accordingly. Tony manages the field
team and vehicles. I oversee administration, finance and
marketing. We have our roles. Even so, we sometimes get
in each other’s way. Then, we will talk it out.
Occasionally my dad will say, ‘Nick, I’ve been doing it
this way forever.’ I will press him, ‘Can we do better?’ I
had a new approach to truck stock, and he wasn’t buying
it. He didn’t see the need for the level of detail I was
proposing. I said, ‘Dad, you know where every single part
is. You could find the needle in a haystack. The rest of the
guys are not like you. They need a better system.’ He is
willing to change his mind. So am I. We don’t get hung up
on being ‘right.’
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My dad is more than a mentor, more than a boss. He is
my hero. He is a life-long learner, and he instilled that in
me. I don’t like to lose. That comes from my dad. We are
both very competitive. We don’t quit — we find a way
to make it happen. The stuff that really matters, I learned
from my dad.”
Tony says: “Sometimes, our discussion leads to new
and even better ideas. I like to keep an open mind, and I
want Nick, and our employees, to feel free to share their
thoughts with me, even if they think I may not agree.
It can be hard to let go, especially if the way we do
something has been successful. However, you have to
change with the times. I appreciate Nick’s energy and
forward-thinking. We are excited to be working together.
“My advice to other family business owners would be to
talk to each other. Don’t bother with being offended. Be
willing to say, ‘Let’s give it a try.’ At the end of the day, it’s
our relationships that matter. Family comes first.”
The best family businesses are grounded in love.
NOTE: There is a lot more to discuss regarding family
business. Stay tuned — I’ll address in future columns!
And be sure to send me your thoughts and tips to ellen@
ellenrohr.com! ●
Ellen Rohr is president of the franchise company, ZOOM
Drain, www.zoomdrain.com, and offers "in the trenches"
insights to contractors and family business owners. Reach her
at (417) 753-1111 or ellen@ellenrohr.com. For free business
tips, problem-solving webinars, money-making tools and lots of
love, visit www.ellenrohr.com.
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Lights, Camera, Action
Put videos to work for your plumbing business.
BY HEATHER RIPLEY

T

hese days, promoting your home service business
takes a lot more than yellow page ads, direct
mail post cards and a nice truck wrap. Your most
successful competitors are probably including online
videos in their marketing strategy to get their name out
to customers. Why aren’t you?
You might think that making videos would be too
much of a hassle. You might also wonder if the return
on the time invested would even be worth it. In the
first case, you’d be wrong. In the second case, it most
definitely would.
Let’s talk about the bottom line. Some studies show
that using a video on a landing page increases conversion
rates by 80 percent. The use of videos can boost
revenues 49 percent faster for companies who use them
compared to those that don’t.
If that’s the case; if you’re not using videos to promote
your company, you’re losing out.

Videos can set you apart
Why use videos to promote your company? The sad
truth: You’re not the only home service business in
your market, and you compete with the rest of them
for many potential customers who have probably never
heard of you. One service van looks pretty much like
any other service van to the average homeowner.
So, setting yourself apart from competitors involves
giving potential customers a face to associate with your
brand. Videos give you the opportunity to become
a real person to the public instead of an anonymous
service technician. Videos are also perfect tools for
strengthening your social media presence on platforms
such as Facebook, Instagram and Twitter.
Customers want to know who you are. Through
videos, you can establish an authentic, authoritative
voice in the marketplace. More importantly, you can
gain the trust of potential clients by showing them who
you are.

It doesn’t have to be complicated
Making videos doesn’t have to require a bunch of
expensive equipment or take a lot of effort to produce.
Making one can be as simple as grabbing your cell phone
and having someone film you talk for 30 seconds. Maybe
you show the homeowner how to identify potential
problems with their water heater and explain what they
should know before calling a licensed professional.
Customer testimonials are a great way to promote
your business, too. A cellphone video of a customer
bragging about the service they received can go a long
way toward establishing your reputation as the company
to call in an emergency.

Examples of good video content
The quality of video content matters; filming a sales
pitch won’t start your phone ringing. You’ll need to
make videos that your potential customers actually want
to watch.
For some examples of how you can use videos
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to promote your home service business, I would
recommend looking at 128 Plumbing, Heating, Cooling,
& Electric in Wakefield, Massachusetts. This company
regularly posts videos to YouTube and Facebook in
order to reach out to potential customers.
We find a wide range of topics:
t"OFYBNQMFPGBOPJMUPHBTDPOWFSTJPO
(bit.do/VideoExample1)
t"QSPåMFPGUIFDPNQBOZ CJUEP7JEFP&YBNQMF
t"HPPECZFBOEUIBOLZPVUPBCFMPWFEFNQMPZFF
(bit.do/VideoExample3)
t1SPNPUJOHDIBSJUBCMFHJWJOH CJUEP
VideoExample4)
t4IPXDBTJOHBOFMFDUSPOJDUIFSNPTUBU
(bit.do/VideoExample5)
t5BMLJOHBCPVUIPUXBUFSSBEJBUPSTZTUFNT
(bit.do/VideoExample6)
Another tip: Don’t be boring. There is no good reason
to be afraid of having a little fun. Be serious when the
situation calls for it, but, in most cases, a little humor
and personality can help keep viewers engaged.

Recruiting
I know it’s hard to find qualified and trustworthy
home service technicians in today’s labor market. I know
how much you’re struggling to recruit. Videos can give
potential applicants a window into the culture of your
company. You can show why your business is the best
bet in town for techs or customer service professionals
looking for solid opportunities and a good place to work.

Using videos for SEO
As with all other web content, a video is useless if
viewers can’t find it. To ensure the visibility of your
content to the most people, videos should use the best
practices for search engine optimization (SEO):
t,FZXPSETBSFWJUBM*UQBZTUPBOBMZ[FZPVSCVTJOFTT
in order to identify the best keywords to attract your
target audience. By incorporating these keywords into
video content, it will make it more visible to search
engines.
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t%POUOFHMFDUUIFNFUBEBUB*UTOPUWJTJCMFUPUIF
WJFXFS CVUJUQSPWJEFTNPSFEFUBJMTBCPVUUIFWJEFPUP
TFBSDIFOHJOFTUPNBLFJUFBTJFSUPåOE
t5SFBUBWJEFPUJUMFMJLFUIFIFBEMJOFPGBOFXTTUPSZ*U
TIPVMECFDPODJTFBOEJOGPSNBUJWF
t5IFEFTDSJQUJPOOFFETUPQSPWJEFBMMUIFOFDFTTBSZ
EFUBJMTBOEJODPSQPSBUFVTFGVMLFZXPSETGPSZPVSCVTJOFTT
JOPSEFSUPJNQSPWFUIFTFBSDIFOHJOFSBOLJOHPGUIF
DPOUFOU
t%POUVTFBHFOFSJDåMFOBNFGPSUIFWJEFP4PNF
TFBSDIFOHJOFTXJMMVTFUIFåMFOBNFBTUIFUJUMFPGUIF
WJEFP.BLFTVSFJUTJOGPSNBUJWF
t1BZBUUFOUJPOUPUIFWJEFPTUIVNCOBJM*GJU PSZPV 
MPPLTHPPGZ WJFXFSTNJHIUHFUUIFXSPOHJNQSFTTJPOPG
ZPVSDPNQBOZBOEOPUFWFOCPUIFSUPDMJDLPOUIFWJEFP
t*ODMVEFBDBMMUPBDUJPOJOUIFWJEFPPSUIFEFTDSJQUJPO
JOPSEFSUPQVTIUSBGåDUPZPVSCVTJOFTTXFCTJUF

Where to post videos

112

/PXUIBUZPVWFNBEFBWJEFP XIFSFEPZPVQPTUJU 
5IJTJTXIFSFBMJUUMFSFTFBSDIQBZTPGG+VTUVQMPBEJOH
BWJEFPUPZPVSXFCTJUFJTOUTVGåDJFOU:PVIBWFUPHP
XIFSFUIFFZFTBSF5IFTFEBZT JUTPOTPDJBMNFEJB CVU
JUTOPMPOHFSBTTJNQMFBTKVTUSFMZJOHPO:PV5VCF
5IFIBCJUTPGJOUFSOFUVTFSTBSFDIBOHJOH BDDPSEJOHUP
.BSZ.FFLFST*OUFSOFU5SFOET3FQPSU:PV5VCFT
EPNJOBODFBTUIFHPUPQMBUGPSNGPSWJEFPWJFXJOHJT
EFDMJOJOH*UTTIBSFPGNPCJMFUSBGåDIBTGBMMFOUP
QFSDFOUGSPNQFSDFOU XIJMF'BDFCPPLTJODSFBTFEUP
QFSDFOUGSPNQFSDFOUPWFSBZFBSQFSJPE

Exciting developments in video
$FMMQIPOFTQSPWJEFBRVJDLBOEFBTZHBUFXBZJOUP
VTJOHWJEFPUPQSPNPUFZPVSIPNFTFSWJDFCVTJOFTT
POBSFHVMBSCBTJT"MUIPVHIWJEFPTEPOUIBWFUPCF
DPNQMJDBUFE UIFSFBSFFYDJUJOHPQQPSUVOJUJFTJOOFX
UFDIOPMPHJFTUIBUDBODSFBUFXIPMFOFXQPTTJCJMJUJFTGPS
ZPVSCVTJOFTTUISPVHIEFHSFFWJEFPTBOEQIPUPT
'BDFCPPLBOEPUIFSTPDJBMNFEJBQMBUGPSNTOPX
QSPWJEFEFHSFFQIPUPTBOEWJEFPPQUJPOTUIBU
DBOQVUWJFXFSTJOUIFNJEEMFPGUIFBDUJPO*NBHJOF
SFDPSEJOHBWJEFPGSPNUIFQFSTQFDUJWFPGZPVS
UFDIOJDJBO QPJOUJOHUIFDPNNPOQSPCMFNTUIBUZPVS
CVTJOFTTDBOBEESFTTGPSIPNFPXOFST*UNBZTPVOE
NBHJDBM CVUEFHSFFJNBHJOHUFDIOPMPHZJTBUPPM
UIBUJTSFBEJMZBWBJMBCMFUPZPVSCVTJOFTTXJUIBMJUUMF
SFTFBSDIBOEJOWFTUNFOU

Professional guidance
4UJMMVOTVSFBCPVUVTJOHWJEFPT *UEPFTOUIBWFUP
CFPWFSXIFMNJOHPSTDBSZ:PVDBOQBSUOFSXJUIB
QSPGFTTJPOBM13BOENBSLFUJOHBHFODZTQFDJBMJ[JOHJOUIF
IPNFTFSWJDFJOEVTUSZUPIFMQQMBOBOEQSPNPUFWJEFPT
"13QBSUOFSDBOBMTPJODPSQPSBUFWJEFPTJOUPBCSPBEFS
DPOUFOUTUSBUFHZUPSBJTFBXBSFOFTTPGZPVSCVTJOFTTBOE
LFFQUIFQIPOFSJOHJOH l
Heather Ripley is CEO of Ripley PR, a global B2B
public relations agency specializing in home service and
building trades. For additional information, visit www.
ripleypr.com.
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The Limits of a Quasi-Contract
Archon case emphasizes difference between
express and implied contracts.
BY STEVEN NUDELMAN

R
114

elationships in the construction world are often
governed by written contracts. These contracts
provide predictability, which is critical to the players
working on a construction project. This predictability is
needed for risk management and developing the scope of
work to be performed, the time of performance and the
price of the work. What happens, however, when a party
to a construction contract is asked to perform work on a
project that is apparently outside the scope of its contract?
If you answered “change order,” then you receive
partial credit. Parties enter into a change order, which is
executed by both parties to the contract, when they wish
to amend their agreement — usually to address changes
in contract time and/or contract sum. If the change order
document is fully signed, then either party may enforce the
change order’s provisions as part of their written contract.
However, if it is not fully signed or if there is no change
order, then what is a subcontractor to do if it performs
work, as directed, that is arguably outside the scope of its
contract?
If you answered, “quantum meruit,” then you receive
partial credit again! This month’s discussion is about
the interplay between a claim for quantum meruit and a
claim for breach of contract. By failing to appreciate the
distinction between the two before it performed work on a
project, a subcontractor was unable to prosecute its claim
successfully for almost $250,000 in extra work.

The Archon Case
In Archon Construction Co. v. U.S. Shelter, LLC, 78
N.E.3d 1067 (Ill. App. Ct. March 31, 2017), Archon,
an underground utility contractor, sought compensation
for extra work against U.S. Shelter, a homebuilder, in
connection with the installation of a sanitary sewer system
for a residential development in Elgin, Illinois.
After Archon installed the system, the Elgin engineering
inspector required additional work to be performed before
he would accept the system. Although Archon’s proposal
(which was accepted by U.S. Shelter) called for the use
of polyvinyl chloride (PVC) pipes, Archon was required
to excavate, remove and replace a portion of the PVC
pipes with ductile iron pipes. Notably, although Archon
Disclaimer: This article is for informational purposes
only and not for the purpose of providing legal
advice. Nothing in this article should be considered
legal advice or an offer to perform services. The
application and impact of laws may vary widely based
on the specific facts involved. Do not act upon any
information provided in this article, including choosing
an attorney, without independent investigation or legal
representation. The opinions expressed in this article
are the opinions of the individual author and may not
reflect the opinions of his firm.
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only submitted a five-page proposal, it incorporated by
reference the plans (and general notes) for the project.
The general notes, “Sanitary Sewer” section, provide: “All
sanitary sewers shall be televised and tested as required
by [the city] prior to acceptance.” Although Archon’s
proposal did not provide for the installation of ductile iron
pipes, the general notes specified that the material of the
sanitary sewer pipes could be either ductile iron or PVC.
After completing its work, Archon submitted a bill for
installing ductile iron pipes — what it termed as “extra
work” — to U.S. Shelter, who refused to pay. Archon
subsequently brought suit and the Illinois Circuit Court
was asked to decide whether Archon was entitled to
recover damages.
Archon originally asserted claims for breach of contract
and quantum meruit. For reasons that are not clear in the
court decision, Archon voluntarily dismissed its breach of
contract claim and pressed ahead solely on its quantum
meruit claim. Following a trial, the Court ruled in favor
of U.S. Shelter, finding that after the sanitary sewer
system installed by Archon was not accepted by Elgin, the
remediation work performed by Archon was part of the
parties’ contract and thus not subject to recovery under
quantum meruit. The Circuit Court also found that under
the terms of the parties’ contract, any work removing
and replacing material was to be performed at Archon’s
expense. Archon appealed to the Appellate Court of
Illinois, which ultimately agreed with the Illinois Circuit
Court.

Definition of Quantum Meruit
To understand the Courts’ decisions and appreciate their
significance, one must learn the definition of quantum
meruit. Black’s Law Dictionary (10th ed. 2014) defines
quantum merit (Latin for “as much as he has deserved”) as,
“The reasonable value of services; damages awarded in an
amount considered reasonable to compensate a person who
has rendered services in a quasi-contractual relationship.”
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argument that its contract only called for the installation of
PVC pipe, and said nothing about the higher-priced, ductile
iron pipe, was unavailing. “That may be so, but that does
not change the fact that the subject matter of the contract
between the parties was the installation of an acceptable
sanitary sewer system” Archon, 78 N.E.3d at 1077.
As the Appellate Court explained, “The work that
Archon performed, for which it now seeks money damages
from U.S. Shelter, was part and parcel of the contract
between the parties. Archon contracted to install a sanitary
sewer system acceptable to the city. Its quantum meruit
claim seeks to recover for repairing and reinstalling that very
same sewer system. That work unquestionably involved the
same ‘general subject matter’ as the contract.” Id.

Takeaways

116

(Emphasis added.) A quasi-contract is not actually a contract
at all; rather, it is an implied contract or “an obligation
imposed by law because of some special relationship
between the parties or because one of them would otherwise
be unjustly enriched.” See Black’s Law Dictionary (definition
of “implied-in-law contract”). As the Illinois Appellate Court
explained, “A quasi-contract, or contract implied in law,
is one in which no actual agreement between the parties
occurred, but a duty is imposed to prevent injustice.” Hayes
Mechanical, Inc. v. First Industrial, L.P., 351 Ill. App. 3d 1, 8
(2004).
Under Illinois law, to recover under a claim for quantum
meruit, a plaintiff must prove that “(1) it performed a
service to the defendant, (2) it did not perform the service
gratuitously, (3) defendant accepted the service; and (4) no
contract existed to prescribe payment for the service.” Archon,
78 N.E.3d at 1074 (emphasis added). This last prong of the
test proved fatal to Archon’s claim because it is well-settled
in Illinois (as well as many other states), that “an action in
quasi-contract, such as quantum meruit, is precluded by
the existence of an express contract between the parties
regarding the work that was performed.” Id. The Appellate
Court reinforced this proposition by quoting an Illinois
Supreme Court from 155 years ago:
As in physics, two solid bodies cannot occupy the same
space at the same time; so in law and common sense, there
can not be an express and an implied contract for the same
thing, existing at the same time. This is an axiomatic truth.
It is only when parties do not expressly agree, that the law
interposes and raises a promise.
Walker v. Brown, 28 Ill. 378, 383 (1862).
The Illinois Appellate Court further explained:
When the parties enter into a contract they assume
certain risks with an expectation of a return. Sometimes,
their expectations are not realized, but they discover that
under the contract they assume the risk of having those
expectations defeated. As a result, they have no remedy
under the contract for restoring their expectations. In
desperation, they turn to quasi-contract for recovery. This
the law will not allow. Quasi-contract is not a means for
shifting a risk one has assumed under contract.
Industrial Lift Truck Serv. Corp. v. Mitsubishi Int’l Corp.,
104 Ill. App. 3d 357, 361 (1982).
In sum, both the Circuit and Appellate Courts found that
Archon was not entitled to quasi-contractual relief for the
costs it incurred for the services it performed. Specifically,
the Courts found that the services were covered under the
written agreement (and incorporated documents) between
Archon and U.S. Shelter, and as the contractor, Archon was
responsible for the costs of the additional work. Archon’s
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The Archon case is not groundbreaking in any particular
way. However, it offers a number of lessons to a
subcontractor on a construction project — lessons that cost
Archon nearly a quarter million dollars to learn:
First, know your contract. Know the documents that
comprise the contract and be sure to familiarize yourself
with all of them.
Second, get a change order. Make sure that the change
order is signed by all necessary parties and that it complies
with all contractual requirements.
Third, know your claims. While the outside reader here
may not know why Archon agreed to voluntarily dismiss its
breach of contract claim, if it had not done so, the outcome
of this case may have changed dramatically. Here, the

Black’s Law Dictionary (10th ed.
2014) defines quantum merit (Latin
for “as much as he has deserved”)
as, “The reasonable value of
services; damages awarded in an
amount considered reasonable
to compensate a person who
has rendered services in a
quasi-contractual relationship.”
(Emphasis added.) A quasi-contract
is not actually a contract at all;
rather, it is an implied contract
or “an obligation imposed by
law because of some special
relationship between the parties
or because one of them would
otherwise be unjustly enriched.”
Appellate Court held that Archon’s claim for relief sounded
in breach of contract not quantum meruit.
Fourth, if you have any questions about the above three
pointers, check with your construction attorney. It is often
far more efficient, economical and productive to seek out
legal advice early, before a claim has arisen, than it is to do
so after a claim is ripe to be asserted. l
Steven Nudelman is a partner at the law firm of Greenbaum,
Rowe, Smith & Davis LLP in Woodbridge and Roseland, New
Jersey. He is a member of the firm’s Litigation Department and
its Construction, Community Association, Alternative Dispute
Resolution and Alternative Energy & Sustainable Development
Practice Groups. He may be reached at (732) 476-2428 or
snudelman@greenbaumlaw.com.

12/4/17 9:33 AM

Designing Systems for over 75 Years

Compact Design
Proven Performance

Techtanium
Indirect Water Heater

Delivers all the hot water that‘s needed – quickly and efficiently – with long lasting
performance built in. Designed and engineered for high performance at low cost…
with a warranty for a long life. Techtanium state-of-the art indirect water heaters are
designed and engineered to have:
Extra Large Heat Exchanger Surface Area
•
High recovery and continuous flow for abundant hot water.
Titanium Glass Lined
•
High elasticity that adapts to expansion and contraction for added strength
and durability.
Exterior steel jacket with powder coat paint
•
Durable and solid for life lasting exterior appearance.
•
Polyurethane foam (PUF) insulation reduces standby heat loss
Top mount and side mounts for ease of installation
While satisfying the most demanding requirements for domestic hot water.

For more information:
www.dhtnet.com | 800-221-1522 | sales@dhtnet.com
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Buds and Suds
Tight lines and tight finish at
contractor fishing tournament.

BY JASON HAWK,
TOURNAMENT DIRECTOR

T
118

he 2017 Buds and Suds
tournament showcased 27
teams of contractors from
across North America. Companies
joined forces with their host
sponsoring manufacturers to battle it
out on the Sea of Cortez for big fish,
glory, and cash and prizes totaling
more than $50,000.
Sponsoring teams at this year’s
event included: Holdrite, Sloan,
Uponor, Rheem, Milwaukee Tool,
Charlotte Pipe, Mifab, TracPipe,
Delta and Oatey.
On Day 1 of the tournament, the
teams saw some great action on the
Sea of Cortez. When the scale closed,
the leader board was tight with just
one fish separating the top 10 teams.
The Sloan-sponsored team, Flush
Mates, weighed a qualifying tuna
early in the afternoon and held on to
win the daily Tuna Jackpot, cashing
in on a cool $8,950. Team members
included Don Yurkovich from Sloan,
Mike Burdette from Diversified,
Gary Shaw from Mechanical Design
& Installation out of Michigan, and
Mike Mills from Mills Mechanical
also out of Michigan.
No qualifying dorado hit the weigh
station on the first day, so the Dorado
Jackpot rolled forward, putting
$16,100 up for grabs on Day 2 and
adding another element of drama to
the event.
Going into Day 2 of the
tournament, it was anyone’s game to
win. Teams adjusted their strategy
and woke to nearly perfect conditions
on the Sea of Cortez. The starting
gun was fired just as the sun peeked
out over the horizon. The fleet of 27
boats raced off in search of the elusive
big fish, looking to make a big move
on the leaderboard.
As the fleet of tournament boats
started to make its way back to the
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dock, the weigh station was filled
with more than one anxious team.
As the last boat made its way to the
dock, it was confirmed that no tuna
would be weighed on Day 2. The
Day 2 Tuna Jackpot would “roll
back” to the Day 1 winners, the Flush
Mates, netting them $17,900 in total
winnings.
When the scale closed on Day 2,
the tournament officials packed up
and went to tally the results. As luck
would have it, only one fish separated
the top seven teams for podium and
cash positions.
The team with the best karma of
the tournament was the Charlotte
Pipe-sponsored team from Wisconsin,
The Alpine Hot Rods. After their
boat broke down on Day 1, they had
to take a last-minute substitution
boat. Early in the afternoon they
caught a large sized dorado, then
raced in to get it weighed. Their
dorado ultimately held up, and they
ended up taking down the Day 1
and Day 2 Dorado Jackpot worth
$16,100. Team members included
Eric Juhl from Charlotte Pipe, Paul
Ginter from H.S.A., Chris Holle
and Rob Wage, both from Alpine
Plumbing from Wisconsin.
Third place went to the Rheemsponsored team, Tight Lines, fishing
on the El Loco II. Team members
included Dylan Fisher and Derrick
Holman from Rheem, Brad Wieler
from B&L Plumbing out of Colorado,
and Jeff Redd from Pineview
Plumbing out of Utah. They boated
one blue marlin and three striped
marlins to score 650 points.
Second place overall went to
the Milwaukee Tool-sponsored
team, Last Call. Mike Kirby from
Milwaukee Tool, Roger Wilson and
Joseph DiCristo both from WDF
Inc. out of New York seized the day

by boating two blue marlins and
two striped marlins to tally up an
impressive 700 points.
The first place team was the Mifab
co-sponsored team, Kliman Sales
fishing on the Picante 45. The team
from Northern California included
Corey Kliman from Kliman Sales, Ray
Lyons from Lyons Brothers Plumbing,
and Brooke Joseph from Pan Pacific.
The Sea of Cortez rewarded their
efforts with three blue marlins and
two striped marlins, giving the team
900 points, $10,000 in cash and
crowned champions of the 2017 Buds
& Suds Contractor Invitational.

About Buds and Suds
Contractor Invitational
This invitation only event is the
plumbing and mechanical industries
premier big game fishing tournament,
comprised of teams made up of the
leading plumbing and mechanical
contractors in North America and
their host sponsors. The teams
compete for cash and prizes at this
big fish tournament held on the Sea
of Cortez in Baja Mexico. This area
is known as one of the premier big
game fishing spots in the world. l
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CONSISTENCY
BUILDS TRUST.
Our NEW KNIGHT wall mount fire tube
boiler includes these outstanding features:
•
•

10:1 Modulation Turndown*
Top AND Bottom Water Connections for
Installation Flexibility*

•

Updated Smart System® Control

•

CON·X·US® Remote Connect Capable

•

95% AFUE*

•

15-Year Limited Heat Exchanger Warranty

NEW KNIGHT Fire Tube Wall Mount Boilers

(7 Models 55,000-399,000 Btu/hr)
*See product literature for specific model information.

Consistency runs in the family.
Greater installation flexibility, efficient operation, common
features, components and controls...Sound familiar?
This consistency in features and benefits across the
Knight fire tube boiler family makes it easier to install and
service Knight boilers no matter what model you choose.
KNIGHT Fire Tube Floor Mount Boilers
(6 Models 55,000-285,000 Btu/hr)

®
REMOTE CONNECT

Learn more at Lochinvar.com
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ServiceTitan’s first-ever
Dispatch user’s conference
attracted 212 home
services professionals.

ServiceTitan Holds Dispatch 2017
More than 30,000 techs have relied on the company’s software to get them to
the right job at the right time for 9 million service calls valued at $7 billion.
BY STEVE SMITH

M

ore than 210 home services
professionals attended
ServiceTitan’s Dispatch
2017, the company’s first-ever user’s
conference, Oct. 20, at NeueHouse
Hollywood in Hollywood, California.
The day-long event was billed as
a celebration for the hard-working
contractors who helped build the
software system just as much as the
300 employees at ServiceTitan’s
Glendale, California headquarters
and its new service center in Atlanta.
“We’ve been fighting day and night
to make the best software we can,”
said Ara Mahdessian, ServiceTitan’s
CEO and co-founder during his
welcoming address. “But every
single one of you built ServiceTitan.
Your ideas, collaboration, patience,
support, trust and faith built
ServiceTitan.”
ServiceTitan specializes in
software that helps home services
pros streamline their operations,
improve customer service and grow
their businesses. The company’s
solution includes seamless
customer relationship management,
intelligent dispatching, invoice
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management, marketing analytics and
comprehensive reporting.
To date, Mahdessian said the
company’s plumbing, HVAC and
electrical contractors have used
the mobile, cloud-based field
management platform to schedule
and dispatch more than 30,000 techs
to 9 million service calls valued at
$7 billion. Not bad for software that
didn’t exist until 2012.
More than 2,000 contractors
currently rely on the software to take
the headaches out much of these
administrative, sales and marketing
chores.
In fact, sitting in the front row
was ServiceTitan’s first customer
— Harry, father to Vahe Kuzoyan,
ServiceTitan’s president and cofounder.
Mahdessian also gave a shout-out
to the company’s second and third
customers, Michael West and John
Akhoian, Rooter Hero Plumbing,
“From there, the list goes on,”
Mahdessian said.

Origins
Mahdessian and Kuzoyan, both

moved to the U.S. when they were
very young. Ara’s father was a
residential contractor, while Vahe’s
father was a plumber.
After Mahdessian graduated
from the University of Southern
California and Kuzoyan graduated
from Stanford University, Vahe’s
father asked them to find plumbing
software to help better manage his
plumbing company.
Mahdessian looked everywhere,
but couldn’t find software that would
benefit his father’s company. So, he
did the next best thing.
For the first five to six years, the
two began working on ServiceTitan
from Kuzoyan’s father’s garage.
While the software is now cloudbased, the founders used to have to
travel to each contractor customer’s
office to install the original software.
The morning’s events included
a panel discussion, which shared
some of the secrets of contractor
success. Comprising the panel were
Jaime DiDomencio, Cool Today;
Tom Howard, Lee’s Air; Aaron
Gaynor, The EcoPlumbers; and
Linda Couch, Parrish Services. The

12/4/17 9:54 AM

phc12_pgs_120_123.indd 121

12/4/17 9:54 AM

phc december 2017 www.phcppros.com

BUSINESS RESOURCES + TOOLS

“We’ve been fighting day
and night to make the
best software we can,”
said Ara Mahdessian,
ServiceTitan’s CEO and
co-founder.

Vahe Kuzoyan,
ServiceTitan’s president
and co-founder outlined
new features users could
soon expect this year and
into 2018.
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discussion was moderated by Matt
Roell, ServiceTitan enterprise project
manager.
Afterward, Darius Lyver, chief
operating officer at F.H. Furr and
Ershad Jamil, head of platform
at ServiceTitan, discussed how
offering financing could increase a
contractor’s sales.

What’s new
But much of the morning’s
discussions was left to Kuzoyan
who discussed what’s ahead for the
enterprise software.
“Every line of code we write should
either deliver an amazing customer
experience and make sure that the
next time your customers need
something, they think of you first,”
Kuzoyan said. “Or it should help
automate a best practice or process
to maximize every opportunity and
make sure you are doing it efficiently.
Or it should give you a way to
increase business intelligence so you
can find out what the problems are
and how to fix them.”
To that end, Kuzoyan outlined
a number of features designed to
enhance customer service whether
its face-to-face with techs or back at
the office to capitalize on business
opportunities.
Some of the ideas shared had
already been unveiled prior to the
conference, such as the company’s
expanded accounting capabilities
with Sage Intacct for more
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sophisticated financial management.
Or the integration with pulseM
to automatically send requests for
customer satisfaction opinions that
are increasingly important to social
media marketing.
But there were plenty of other
new benefits that were announced
at the conference. For example,
ServiceTitan announced that it was
partnering with Yelp, the popular
online review site that also becoming
more important to book service
calls. And Kuzoyan also announced
that the company was beginning
a partnership with Google Local
Services, a recently rebranded
program that was originally launched
in 2015 as Google Home Services.
The search giant has expanded the
service to 17 cities with plans to be in
30 cities by yearend.
“If you are going to keep growing,”
Kuzoyan said, “you are going to need
new customers, and if that’s the case,
you need to be where they are and
where they are searching.”
Furthermore, Kuzoyan also added
that the company would soon be
releasing an app that customers could
download to further integrate the call
booking process, which will allow for
ServiceTitan users to have their own
brand on the app.
The dashboard, one of the
software’s most popular features, just
got better. Customized dashboards
now offer users the ability to easily
drill down to the exact level of

data they need. This and other
enhancements allow owners to build
interactive reports that are laserfocused on the metrics that matter
most to their businesses to increase
productivity and boost revenue.
Kuzoyan added that further
enhancements were planned that
would allow users to capture the
most valuable data, set targets for key
performance indicators and create
charts and graphs.
“Numbers can’t always tell the
whole story,” Kuzoyan said. “But if
you can put it on a graph, you can
communicate it to your whole team
while helping you understand it
yourself.”
Kuzoyan rounded out his
presentation by discussing
improvements the company will be
making to its accounting features
including ServiceTitan’s plans to
create essentially its own version of
QuickBooks Web Connector (news
of which was met with big applause)
and enhancements to mobile sales
features, such as mobile check
depositing.
He also briefed everyone on plans
to tackle inventory management.
“That’s not our strong suite,”
Kuzoyan said. “But that’s about to
change.”
While he did not go into too many
details, Kuzoyan said the plan was
to work directly with vendors and
distributors to integrate POs and
pricing updates. l
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Certified!

Say goodbye to
under-the-sink
thermostatic valves.

Introducing a new, all-in-one thermostatic solution for restroom applications.
The new 420-T Series combines Chicago Faucets durability with integrated scald
protection. The result is a solid, easy-to-install restroom faucet that complies with
ASSE 1070 requirements. There’s no need to install a separate thermostatic mixing
valve below the sink. With the 420-T, everything you need to meet current building
codes and protect users against scalding is built right into the faucet.
For more information, call 800/323-5060 or visit www.chicagofaucets.com.
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Teachers,
Mentors
Take Note

I

n the last column, I wrote about
the importance of the nuclear
family as the bedrock of our
shared future, especially for today’s
young people. Yet, the definition of
family has changed, good or bad.
Ultimately, for our young people
— and especially those who hold
promise for the future of our trade
professions — there may be an evergreater need for teachers or mentors
to fill the widening gap, and to stir
interest where the role of family
members has diminished.
Ask yourself: could you help to
improve the future outlook for young
people? It doesn’t have to be you
as “teacher,” and young people as
“students.”
You could simply be a guide.
Consider, too, the possibility of
coincidence — your inspiration to
share, and another’s openness to
possibility.

Hey, it happened here
It wasn’t long ago that I spoke with
trade pro Anthony Tosco, owner
of Avanti, Plumbing, Heating, and
Cooling Inc. based in Audubon,
Pennsylvania. He shared with me
that he came into the trade as a real
greenhorn. “It happened almost this
abruptly: I woke up one morning
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Anthony Tosco, owner of Avanti Plumbing, Heating, and Cooling Inc.

The young eyes and
minds are willing to learn.
BY JOHN VASTYAN
and decided that I wanted to try
something new,” he said. “Little did
I know then how the path I’m on
now would be so affected by some
very special mentors. Heck, I didn’t
even know what ‘hydronics’ meant,
and now it’s both a passion and a
profession.”
Tosco entered the HVAC/
hydronics and plumbing trade when
he was 20. He’d been working for
his father in the family pizza shop
business, for what he says felt “like an
eternity.” He can remember waiting
on customers at the age of 11.
One of the guys who frequented
the restaurant was a fun guy, and
who young Tosco knew took real
pride in his work.
“He hired me, but boy what a
culture shock. I went from working
each day with pretty girls, to grunt
work at a new construction jobsite,
working alongside men who were,
well, let’s say — blunt. Man, did I
feel out of place,” added Tosco.
At heart, he knew he had
entrepreneurial drive, but the
inspiration simply lacked a steering
wheel.
“I also knew that if I was to own a
business, I’d need a good education
and a master’s license. So, I began my
plumbing apprentice program,” he

continued. “But still, for years, I felt
out of place. I looked at things a little
differently than my peers and didn’t
know many people in the trades. The
recurring thought was to simply stay
focused and move ahead — in Italian,
that’s the meaning of “Avanti.” That
became my theme, and ultimately
the name of my enterprise.”
Over the next few years, there
were some tough lessons. Among
them, he learned of the need to build
and groom relationships with his
customer base. He also decided that
being a good plumber wasn’t enough.
He recognized the need to dive into
air conditioning and hydronics. But
how?
Local supply houses were always
promoting their ability to train
technicians for every type and variety
of skill — from basic technology and
installation or retrofit techniques to
much more detailed, difficult work. I
made the decision to take advantage
of as many training opportunities as
possible.

Chance encounter with
his mentor
One encounter was a life-changer,
and the beginning of a valuable, lifelong mentorship. Tosco took a class
led by Anthony Reikow, a trainer
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We've Got our
Eye on the Ball
The next time you’re stocking up on plumbing
supplies, check out Watts ball valves.

Breadth of Selection

Connections
Threaded

Solder

PEX

Press

Quick-Connect

Materials
Brass

Stainless Steel

Lead Free

Carbon Steel

Bronze

Ask your wholesaler about our ball valves
or visit Watts.com/ballvalves to learn more.
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many years ago who recall things
I told them, maybe not the exact
content, but the encouragement.
That’s humbling!”

Where to begin?

Anthony Tosco prepares to empty a
hydronic systems’ in-line, fluid filter.
“The Fernox filters keep my heating
systems healthy, year-round,” he says.
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and hydronics expert with Bensalem,
Pennsylvania-based B. J. Terroni Co.,
a manufacturer’s rep firm.
“Through my years in the trade,
I’d never met a person like him.
There was a strong connection, and
so I made it a point to introduce
myself and to get to know the guy,”
said Tosco. “‘Ant’ has since become
a personal friend — to me and
others in my family — and I can
attribute much of what I’ve learned
professionally to the guy who,
just a few years ago, was a chance
encounter. Needless to say, I signed
up for more Reikow courses. I’ve
now been to dozens of them.”
As he became more
knowledgeable, Tosco also became
more confident as a person, and
professionally. That confidence made
it possible for him to strengthen all
facets of his life.
“Looking back, I’d be flattered
if someone felt like that about me
some day,” added Tosco. “So, as they

Anthony Reikow (left), and Walter
Tittermary, (right) – both are
education and training specialists for
manufacturer’s rep firm, B.J. Terroni.
Reikow is Anthony Tosco’s mentor,
and Tittermary is Reikow’s long-time
mentor.
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say, everything comes back to you.
And soon it’ll be my turn to help
younger people, to serve as a mentor.
“This also reminds me that
they’re out there: those amazinglyskilled and knowledgeable, helpful,
naturally good people who are eager
to help others. I wish many more of
us would have an Anthony Reikow
in their life; it would improve things
for all of us in the trades,” Tosco
said. “My advice for others is to
open yourselves to a mentor. Seek
one out, and allow it to develop you
professionally. A lot of good can
come from it.”

So, I asked the mentor
Tosco had me sufficiently curious,
so I picked up the phone and called
B.J. Terroni to speak with Anthony
Reikow. He was astounded to hear
of his young disciple’s admiration.
“I’m so honored,” said a baffled
Reikow. “To me, it’s really a calling,
a passion to help out. The more
I can lift up and help
others, the more fulfilled
I become personally and
professionally.
“Y’know – it’s not that
I do this sort of thing
intentionally; it just happens
as naturally as sitting behind
the wheel of a car,” he
continued. “I also feel it’s a
gift from God, a calling if
you will. Helping others,
especially encouraging and
educating young people
in the trade, is a bit like
ministry, I suppose.
“I like to think I’m
helping to change and
improve lives,” he added.
“I’m always surprised to
hear from students I had

Trade pros, here is what Reikow
recommends. Simply be willing.
“That’s a great place to start,” he
said. “Join and get involved with
trade associations like OESP,
PHCC and the RPA and IAPMO.
Look for local, regional and
national involvement. Associations
desperately need and look for help;
simply put your desire to work.”
Young people just getting started,
or looking to move into a new field,
can begin by talking with a trade pro
who they know to be involved in the
industry beyond the scope of their
own work or business.
Reikow adds that young people in
the trades should continually strive
to be educated. Seek out a good
trade school. He adds, “Research and
contact all of the trade associations.
Among them, PHCC has enormous
resources, and routinely strives to
connect young people with wellconnected trade pros.”
Finally, says Reikow, “Have
some humility, and energize your
willingness to become involved, and
to serve. We work in an honest, solid
trade within a ‘community’ of really
fine people. The plumbing, heating
and HVAC trades are growing, and
growing in their sophistication, too.
And, as long as there are people,
we’ll need people who know how
to install and keep these systems
running.”
“I’ve enjoyed 41 great years in this
industry,” he said. “Very early in my
career, I had an excellent mentor
in my now-lifelong friend, Walter
Tittermary [who started his career
in the industry 50 years ago and who
now works part time at BJ Terroni
Co.]. Walter taught me well, and
shared from his heart so many good
things that influenced me positively.”
“Today, I’m living proof that we
can be happy in our work, find
satisfaction in helping others too
— and can take home an honest
paycheck each week with which to
raise a family,” concluded Reikow.
“What more can we ask for?”
This concludes a four-part series
on trade recruitment. You can find
parts 1, 2, and 3 in the September,
October and November issues of
PHC News, respectively. l
John Vastyan owns Common
Ground, a trade communications firm
based in Manheim, Pennsylvania.
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Training Face-to-Face
Bosch Thermotechnology offers tutorials and hands-on
learning for installers.

B

osch Thermotechnology offers
in-person trainings, both onsite at its training facilities,
and at a dealer’s or contractor’s
business or a distributor’s branch
office. Trainings cover everything
from installation and maintenance
to product application and
troubleshooting. Bosch uses a fleet
of training trailers where contractors
can fire up the unit, live test it,
and simulate the trouble-shooting,
diagnostics and installation service.
Bosch’s trainings help installers
understand and appreciate the
features and benefits that are
unique to Bosch products. For the
contractor, the hands-on training
helps explain all of the complexities
associated with installation, getting
them comfortable with the product.
For dealers and distributors, it
creates confidence in the product,
helping them successfully promote
the technology.
Bosch Thermotechnology’s offers
more information on upcoming
trainings at BoshcProHVAC.com/
training-event-calendar. l
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Converting Makeshift Methods
into Engineered Solutions
www.HOLDRITE.com

1-800-321-0316

TESTRITE

®

DWV INLINE
TESTING SYSTEM

safe• dry • fast

THE FORWARD EDGE IN
THE EVOLUTION OF DWV TESTING
TESTRITE Inline DWV Testing System meets
Plumbing Code requirements and is rated up
to 50 feet of head pressure/22 PSI/5 floors.
TESTRITE performs up to 5X faster
than inflatable DWV testing devices.
TESTRITE Test Wedge lasts at least
2X as long as inflatable DWV testing
devices.

ALSO AVAILABLE!

PIPE MATERIAL SYSTEMS

NEW CLEANOUT PLUGS
WITH BRASS THREADS

To see how TESTRITE works, visit

PVC

ABS

NO-HUB CAST IRON

®

*TESTRITE No-Hub Cast Iron Test Tee is black PVC material for use in markets permitting hybrid systems.
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THE FUTURE IS NOW

6 Facts About Electric Cars
It might surprise you to know that these work
vehicles can save you money.
BY BF NAGY

T

here have been some negative ideas, fears and
deliberate untruths floating around about electric
cars and trucks. Some were legitimate while
products were evolving, and others have begun fading
into the fake news landscape as progressive organizations
wrap up successful pilot tests and begin placing bigger
fleet orders.

Fact 1: Electric vehicles are now proven
Frito Lay has 280 fully electric trucks; DHL has 45;
and New York City has 389 fully electric vehicles in its
fleet. Pacific Gas & Electric also has several hundred.
They are inexpensive to operate, quieter, healthier and
better for the environment.
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Cars
There are more than 600,000 fully electric or hybrid
cars in the U.S. Until recently, there were more hybrids
being sold than fully electric cars, but, during 2016, sales
of all-electric began to outpace hybrids (about 87,000 vs.
73,000). Tesla has been making fully electric cars for 15
years. It introduced the affordable Model 3 last year —
which was a huge success — resulting in about one half
million orders to date. Production began this year in July.
GM, Ford, Daimler, Volvo, Toyota, Honda,
Volkswagen — all of the world’s largest car makers in
Detroit, Europe and Asia have spent millions developing
modern electric cars and trucks, and have made
numerous launch announcements in the past few years.
Three key developments have been driving the shift:
affordability, longer driving range and state government
policies. As usual, money is the most powerful factor.
Like solar panels before them, vehicle battery costs
have dropped dramatically, completely changing vehicle
economics and disrupting the 100+ year dominance of
the internal combustion engine.
Asked about battery costs, Kash Sethi, director of sales
for Motiv Power Systems says, “I think we’re looking
at a steep decline at least for three to four years.” He
estimates that in 2017 vehicle batteries cost $400-$500
per kilowatt/hour. Some industry people cite even lower
numbers.
The success of Tesla, and similar companies, is
becoming impossible to ignore, and governments
continue to tighten emissions regulations and offer
incentives on electric vehicles. For example, a Chevy
Bolt has a starting price of about $37,000, but after the
U.S. federal tax credit, this drops to about $30,000.
On top of that, 16 states and utilities offer a variety of
cash incentives, plus parking, tolls and retail sales tax
exemptions. These can be more generous on vans and
trucks.

Vans
Some of the early innovators have come and gone,
but vans are making a comeback. Since around 2010,
fleet managers have been quietly pilot-testing hybrids,
propane and fully electric cars, vans, trucks and buses.
There is increasing agreement that hybrids, propane
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and natural gas are transitional. “The consensus at all the
shows and conferences is that these are stepping stones
to the end game, which is electric,” says Mitchell Yow,
CEO of Torque Trends, a systems integrator in the city
of Surprise, Arizona. His company has developed “a true
bolt-on package for the Ford F-150 that uses the same
mountings and holes with no cutting or welding. With
the 40-kilowatt package you can get 90 to 100 miles on
a charge. We’re just finishing doing the same thing with
the Silverado.” His company is working with his own city
and several other municipalities in the southwest.
“The F-150 is America,” Yow says.
“There has been a definite shift in thinking, especially
in the past 18 months,” says Scott Brandebarry of Lancer
Automotive in Salt Lake City. Customers from all over
the country have been shipping vehicles to Lancer
for years because of its reputation for high-quality
conversions to hybrids, propane or natural gas. “People
are beginning to look at pure electric a lot more. And the
new trucks available, like the Zenith, are really good.”

Fact 2: Electric vehicles cost less, not more
“When you look at cities like New York there are very
few gas and propane stations downtown, so fleet drivers
travel to the outskirts, stand there fuelling up, then drive
back,” says Christine Smith at Zenith Motors. “They
waste time plus they are missing out on fuel savings and
reduced maintenance cost … At today’s prices, if you
drive a fleet vehicle 300,000 miles, that’s $97,000 in fuel
costs over the life of the van.”
John Lafleur at Workhorse says, “We’ve penciled it
out. For a fleet like a utility company using our van, the
ROI is only two years, because the fuel and maintenance
savings are so significant. There’s no transmission, and no
oil changes. Once you learn to drive it, you only touch
the brakes 20 percent of the time. So, the pads last four
times as long. We have 6,000 pre-orders for our new
cargo van. Interest is very high … and gas is pretty cheap
right now.”
“We’re saving more than 80 percent on fuel compared
to gas vehicles, and 50 percent on maintenance. The
maintenance savings even apply when we compare the
all-electric vehicle to our hybrids,” says Keith Kerman,
chief fleet officer in New York City. “Because you’ve
still got the combustion engine that needs servicing.”
New York is moving quickly toward 400 all-electric fleet
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vehicles and 500 charging stations, including 33 solar
carports, which directly generate power for the vehicle
parked beneath them. New York has also reduced
fatalities and liability costs with modern auto-braking
systems; and saved further on operation costs using
modern telematics systems that come standard on all the
new electric fleet vehicles.
Kent Rathwell from Sun Country, a charging
manufacturer in Saskatchewan, says, “Fleet downtime
can be a big problem, which makes electric vehicles a
no-brainer for anyone with maintenance challenges.
There are almost 1,000 fewer moving parts in an electric
vehicle. You don’t replace exhaust systems or do oil
changes. When you step on the brake, rather than
burning the pads you regenerate the battery.”
A Level I charger is included in the cost of your
vehicle, and, because you are likely to use it at night,
the electricity charge is inexpensive. Level II is normal
for fleet depots. If you have a need for speed, you can
install a Level II at home. Depending on who you know
and which technology you choose, this can cost between
a few hundred dollars and more than a thousand. Some
employers will spring for the upgrade. You still have to
pay for some electricity, but industry people estimate
this at 10 percent to 20 percent of what gas would cost.
“With trade vans, it’s now a lot less expensive over
the life of the vehicle to buy electric. But it’s easier
for fleet managers to think like this than for individual
tradesmen,” Yow says. “Fleet managers have analytics,
capital budgets and maintenance records; and can afford
to look ahead a few years. It’s harder for individual
tradesmen, but they should try because with today’s
incentives, it will save them money.”
“Now is the right time to get ahead of city and state
regulations mandating zero emissions by 2020 or 2025,”
says Bonnie Trowbridge from Lightning Systems.
“Incentives are already good for electric vehicles, and
now, as part of its penalty for ‘Dieselgate,’ Volkswagen
has set up a trust of almost $3 billion that is earmarked
to further subsidize clean-running U.S. vehicles. She
thinks incentives will be at an all-time high during the
next five years, then begin disappearing altogether. Her
company is a long-experienced hybrid maker that has
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recently announced an all-electric package for the Ford
Transit 350HD.
Electric vehicles also offer some hidden cost
advantages. Hanko Keissner at Packsize Packaging has a
fleet of 50 company vehicles that all plug in. Some are
fully electric, and some are hybrids. He has 53 charging
stations in front of his packaging plant in Salt Lake City
and a 200,000-watt solar PV system on the roof. He says
the benefits are numerous.
There are the obvious fuel and maintenance savings,
but the charging stations also encourage employees who
do not need a company car to own and operate electric
vehicles; which at least a half dozen have already done.
He says he estimates that those individuals receive a perk
from the company worth about $1,000 per year, but that
it only costs the company about $100 per year. Electric
vehicles also align with the company philosophy (they
develop environmentally-friendly packaging solutions)
and increase employee pride, retention and ease of new
employee recruitment.
“And it makes our plant look high tech and cool!” He
has ordered three Tesla Model 3s, which will be tested
by his salespeople after they are received. Based on
his experience with the Nissan Leafs and Toyota Prius
hybrids already in his fleet, he says he knows they will
pass with flying colors. “After that we will go all the way
to fully electric for all our vehicles.”

Fact 3: Longer range — you won’t run out
of power
Public chargers are being added to America’s roads at
a rate of about 10,000 per year, or about 200 per state.
Darryll Harrison at ChargePoint says his company alone
is adding more than 600 chargers to the network every
month. There are several websites that show exactly
where they all are, making it easy to plan longer trips.
On average, Americans drive cars and vans about 30
miles per day. Even the cheapest overnight chargers can
cover this off easily, and when fully charged, electric
vehicles now have a lot more range than they did before.
Car examples: Chevy Bolt 238 miles, Nissan Leaf 150
miles, Model 3 Tesla 310 miles.
For trucks and vans, it depends on the payload, the
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weather, and the accessories, but most van and small
truck makers are targeting at least 75 miles per day. The
Workhorse has a gas-powered range extender that kicks in
when your battery gets down to 20 percent, automatically
adding power to the battery on the fly.

Fact 4: Charging is easier than you think
134

Some people are afraid they’ll forget to charge their
vehicles, but owners say you become accustomed to it
immediately, like plugging in your phone or charging
up your power tools. If your life is crazy hectic, buy the
wireless system from a Virginia company called Plugless
that charges the vehicle automatically whenever you park
it in the designated spot.
Chargers vary, but in general the standard Level I takes
all night to fully charge the vehicle. A Level II takes 3 to
4 hours and requires 220-amp service. Some of the newer
cargo van products come with a Level II. Level III, found
at highway gas stations, will add about 75 miles for a car
or 40 miles for a van, while you take a 15-minute texting
or coffee break.
According to ChargePoint, the usual model for fleet
vehicles is that they return to a company depot for
overnight charging. Kerman says New York City has
located its chargers in public lots around the city so
that inspectors can find a convenient charging location
near their residences. Depending on fleet challenges, it’s
sometimes better for drivers to just charge at home.

Fact 5: The battery will not fail or cost
a fortune to fix
Many of the electric car batteries are now coming
with eight-year warranties. The Zenith van warranty is
100,000 miles. Other OEMs have similar offers.
Today’s lithium ion batteries are getting better: they
dropped in cost by 80 percent during the past six years,
and at the same time efficiency improved between 5
and 8 percent every year. Experts think this this could
theoretically continue for 17 more years. Nevertheless,
Panasonic, Tesla and Toyota are working on solidstate batteries that are expected to blast through the
limitations of today’s lithium ion batteries, making
everything cheaper, faster, safer and easier.
Brandeberry says one customer purchased an
inexpensive electric vehicle at auction with 170,000
miles on it. The battery was somewhat depleted and
they decided to replace it. “But it was still a great deal at
$3,000 for a new battery instead of buying a brand-new
truck.”
Rathwell says he had a Chevy Volt that he drove
240,000 miles with almost no apparent battery
degradation. “Some of the first batteries from Nissan
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weren’t that great and didn’t have thermal management,
but that is now a thing of the past.”

Fact 6: Electric trucks have lots of
torque and payload
The speed/torque/power criticism has been a persistent
myth connected with electric vehicles with very little
basis in fact. First speed: “Tesla doesn’t make slow cars,”
says Elon Musk. Instant torque from battery power means
his Model S goes 0-60 in about 5 seconds, and is quicker
than a Ferrari or Lamborghini off the line. Except when
deliberately limited, most electric vehicles are as fast or
faster than gas cars because of instant torque.
In terms of power, Lafleur says the Workhorse vans
have “all the capabilities of an F-150 or Silverado.
Similar cab and bed size, can tow 5,000 pounds, like the
Silverado, and carry a payload of 2200 pounds.”
The 80-mile Zenith van has a payload of 3800 pounds,
530 cubic feet of cargo space and a step-ground clearance
of 21 inches for easy loading and unloading.
The bigger electrics are impressive too. Motiv makes
an all-electric package for the Ford F59 truck that can
carry a payload of more than 13,000 pounds, offers 1,550
foot-pounds of torque, with a range of 60-85 miles after 8
hours of charging. The company says it saves $7,000 per
year on gas and 75 percent on maintenance. The uniform
service AmeriPride has had 10 of these in service for
several years, and has just ordered 20 more.
Tesla will unveil a big rig in November, and several
other manufacturers are also working in the freight truck
space. Los Angeles recently started a pilot test with two
all-electric, 5-ton garbage trucks.
So, whether we’re talking about the really big trucks,
delivery vans, cargo vans for technicians, or Nissan Leafs
for light duty fleets, electric vehicles are very quickly
moving onto American roads. When you crunch the
numbers, they now make a great investment, and they
seem to be able to do everything else.
Some myths came from fake news spinners. Others
came from true stories about bad experiences or
unrealistic expectations. But now might be the right time
to buy an electric vehicle for your business. Still, do your
due diligence first. Ask questions and do the math. We
hope you have enjoyed this unfake news announcement
from your friendly neighborhood green guy. l
BF Nagy specializes in sustainable technology solutions,
government energy initiatives and modern economics. He
writes for magazines, journals and clean tech organizations
all over the world. He recently completed 15 years of expert
interviews for a book that is nearing completion, entitled The
New Energy Age.
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DIY Plumbing
Why do homeowners take plumbing into
their own hands?
BY MAX ROHR

H

ave you ever thought, “That doesn’t look that
hard; I bet I could do that myself?” If you have,
how many times were you right? Do-it-yourself
experiences are usually polarizing. In a plumbing situation,
could you prevent your customers from attempting a DIY
project by better communicating the value of the work you
do?
I took my car in for an oil change a few years ago, and
the mechanic said the cabin air filter needed to be changed.
They could have done it for me for $75. I asked how long
it would take, and they responded, "10 minutes." I took a
risk and told them I would try to do that myself. I found a
cabin filter on Amazon, which was shipped to my house in
two days for under $20. I searched on YouTube and found
a three-minute tutorial for how to change it for my specific
car. I didn’t need any special tools and, as far as I can tell, it
went well.
On a different day, I noticed that a tail light bulb was
out. I picked up a new bulb for a few dollars and soon
realized I was in over my head. My car didn’t have an
easy access to the old bulb, and the whole housing had
to come off. A few hours in, I ended up breaking a small,
but important, piece of plastic on the tail light housing.
Luckily, I was able to get it back together, but I was close
to paying a couple hundred dollars to replace the whole
assembly. That would have been a bad DIY day.
This is the allure for plumbing and heating repairs for
homeowners. From the outside looking in, putting a pipe
and fitting together doesn’t look like the hardest thing on
earth. Generally, what is missing in the DIY blog education
sphere is how high the risk is of doing it wrong.
I was at a big box hardware store a year ago, and the
guy in front of me had a shopping cart full of PEX pipe
and fittings. He was taking a phone call to explain that
he was going to redo some plumbing. I noticed one odd
thing in his cart; he had a 3-foot-long tree limb clipper
and no other tools. I don’t know for sure, but I imagine
this guy missed the PEX cutter in the plumbing aisle and
struggled to cut the pipe with a lesser tool. There is a good
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chance he was going to make every
cut of pipe to plumb a house with
something designed for a 2-inch
diameter oak tree.
Popular Mechanics has an article
titled, “DIY Plumbing: What to
Know to Avoid Disaster.” The
first of the five steps contains the
phrase “Learning to fix your leaks
or replace your toilet can save you
money, but DIY plumbing can
turn to disaster quickly if you’re
not careful.” Step 2: Know where
the shutoffs are; easy enough.
Steps 3-5 kick it up a notch.
Paraphrasing, they are: know how
plumbing systems work, know how to sweat copper and
have a full toolbox for plumbing tasks. To me, those steps
should be red flags for the DIY community. Especially,
because a small drip in a plumbing system could be the
road to a moldy disaster.
AOL Finance is one of the many other sites I found
that talks DIY plumbing. If you are thinking to yourself,
“What does AOL Finance know about plumbing?” you are
right to question its expertise on the subject. To its credit,
the video features a clip show of bad plumbing repairs in
action with a few pleas to hire a professional.
However, the AOL article goes on to say, “Snaking a
drain is a pretty painless task, particularly if you have the
right tools on hand. DIY Network recommends getting
a jetting machine, which will break through clogs in the
pipe. Jetting or drain cleaning machines can be purchased
online. Once you’ve removed the cover from the cleanout
on the main drain, it’s just a matter of securing the hose
and turning on the machine.”
I wouldn’t consider myself a drain snaking expert.
I can say with some certainty that AOL completely
underestimates the skill, tools and expertise to snake a
drain without creating a disaster. The upside for plumbers
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is that a homeowner sitting next to a drain jet experiment
gone wrong may be less likely to complain about hiring a
professional to finish the job.
Why are homeowners trying to do projects for
themselves in the first place? I think that it is part of the
world we live in, because so much of our lives revolve
around internet knowledge. I think an introspective
answer to that question is that plumbers weren’t
questioned pre-Google search. They could choose not to
explain to their customers what they were doing, and,
unless that customer went to trade school, they probably
wouldn’t know enough to question a professional. As long
as homeowners trusted the reputation of the contractor,
that was it.
Our industry does not have the luxury of avoiding
the customer hand-holding anymore. The modern day
successful plumber will have to stress the importance
of good communication skills to keep ahead of the
blogosphere. The most successful plumbing and heating
salespeople I know may or may not be technically
savvy. They are, however, excellent at talking customers
through the value of the service they provide, making
them a more attractive option than a Google search.
In my experience, most customers want to pay
whatever they decide a fair price is for plumbing and
heating repairs. Not necessarily the absolute lowest price
on earth, but a fair price. If they have no idea how hard it
is to do plumbing and heating well, they may assume it is
a $15/hour task. If you can politely show how good you
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are at difficult work, you can help talk the customers off
the DIY ledge.
The average homeowner doesn’t want to spend their
Saturday learning to be a plumber. They also don’t want
to feel like they have wasted money paying someone for a
simple task they could have done on their own.
You have two basic options: 1. Charge less than
what a DIY homeowner thinks plumbing should cost
(and get a second job); 2. Charge a living wage and
practice explaining the value of your service so the
average homeowner can understand it. You shouldn’t
be condescending or overly technical. The best business
people can calmly and clearly explain to anyone on earth
why what they do is important. Plumbing and heating
trades are no exception. l
Max Rohr is a graduate of the University of Utah and
manager of REHAU Academy in Leesburg, Virginia. He has
worked in installation, sales and marketing in the hydronics
and solar industries since 1998 and writes this column in
his personal capacity. The views expressed are his own and
do not necessarily reflect those of the company he works for.
He can be reached at max.rohr@mac.com and on Twitter @
maxjrohr.

ŔDIY Plumbing: What to Know to Avoid Disaster
(bit.do/DIYPlumbing)
tHow to Succeed at DIY Plumbing and What Not
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The Steep Learning Curve
Season veterans need to work on transferring
skills to the next generation of tradespeople.
BY CHARLES “CHIP” GREENE

I
140

grew up in this industry working for my
dad. We performed plumbing and HVAC
work in the form of new construction and
service. From one day to the next, we never
knew what the job for the day would be. I
worked with an HVAC service technician
one summer, and in a three-month period,
we completed the following jobs:
t%FNPMJTIFE)7"$TZTUFNTGPSB
school renovation;
t1JQFEBOEQPVSFEBDPODSFUFQBEGPSBO
air compressor;
t*OTUBMMFEIFBUJOHXBUFSQJQJOHUP7"7
boxes;
t3FQMBDFETPNFIPUXBUFSVOJUIFBUFST
t3BOFMFDUSJDDPOUSPMTGPSIFBUBOE
ventilation in an airplane hangar;
t%JBHOPTFEBOESFQBJSFE)7"$VOJUT 
including compressor change outs; and
t*OTUBMMFEBOFXDIJMMXBUFSGBODPJM
unit with fiberglass ductwork (my least
favorite!).
The point is that we had to know how to do a variety
of tasks, and do them well. That was 37 years ago, and
the industry is much different today. Service and new
construction rarely mingle. There are service techs.
There are plumbers. There are pipefitters and welders.
There are sheet metal mechanics. There are equipment
installers. But finding the whole package is a rarity.
In my business, we perform projects that are just
plumbing or just HVAC, but sometimes we are
fortunate enough to perform both sides on the same
project. We have a single project manager overseeing the
job and if possible, one foreman. But when you have an
individual who is well versed in plumbing, for example,
the learning curve to get them to grasp the concepts
associated with HVAC is extremely steep.
We have a project right now that involves both
plumbing and HVAC. I was reviewing the systems
with my project manager (who has come up through
the plumbing side of the business) and explaining the
concepts of VAV, pre-heat versus reheat, air-handling
unit versus a packaged unit with integral compressors,
etc. The funniest comment during this session was the
realization that you use heat in the summer time to
reheat areas that may overcool (98 F in Georgia and the
boiler is running?!).
While the curve is steep, it is critical that one be able
to learn how systems work. So, how do those of us
who are seasoned veterans in this industry transfer this
information to someone just coming up in the industry?
After all, none of us have enough experienced workers,
and there are few out there to hire.

Make them a project assistant
One of the best ways to learn is to do the work,
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especially if they must struggle a little as they do it.
On commercial projects, specifications sections are
typically divided into three parts — general, product
info and execution. The general section usually outlines
the submittal data required for that division. Use an
individual who perhaps has a little experience in the
trade to acquire, assemble, and to the best of their
ability, determine if what is being submitted is the same
as what is in the spec. Much of it may not make sense,
but then again much of it is reading and finding the
same info regurgitated in the submittal.

A picture is worth 1,000 words
When you are explaining a system, device or piece of
equipment to someone, find illustrations of what you
are telling them. I recently had a job where I was asked
to determine what side of an in-line pump I wanted the
7'%TUPCFNPVOUFE*DPQJFENZJOFYQFSJFODFEQSPKFDU
manager on all my correspondence on this project. He
responded, “We will need another lesson on this.” I took
the submittal on the pump and marked it up, showing
XIFSFUIF7'%TXPVMECFCBTFEPOUIFJSMPDBUJPOJOUIF
piping. Once he got the submittal mark-up, he wrote
and told me that he was crystal clear on what we were
talking about.

Listen
One of the best ways I have learned why components
of buildings get done in the sequence they do is by
paying attention to the conversation in job meetings
that do NOT directly affect my work. You would be
surprised what you hear, and if you take some notes
and then go out to the jobsite and see it being done, it
“clicks.” This will help one understand how our work
can possibly affect another trade.
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Interact with subs on site
When you are on a jobsite, make a point to not only
engage with your foreman, but also the foremen of your

When you are on a jobsite,
make a point to not only engage
with your foreman but also the
foremen of your subs. Ask them
what they are working on.
subs. Ask them what they are working on; what their
challenges are at that time; if they are thinking ahead
to what is coming up on the project that may affect
them, etc. Don’t pretend like you know and understand
everything they are talking about. Ask questions; get
further elaboration. You will get a lot more respect for
caring about what they are doing and making the effort
to learn than by faking it. The experienced guys can
figure out quickly if you are real or a fake.

Follow the project schedule
Pay attention to the milestone dates on the schedule,
like when walls will start, when ceilings will start, etc.
and think about what should be going on while those
activities are in progress. For example, if ceilings are
starting, that means that we should have all our overhead
work complete. It also means we need to start installing
ceiling grilles. You should make sure air distribution is
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here by that date so that your crews have everything they
need to drop in right behind. Then think about what
needs to happen next and get that in motion. Mechanical
systems are just one part of making a project whole.
Figuring out where your work fits during other stages of
construction will help further your education.
Unfortunately, so much of the learning in the
construction process is like drinking from a firehose. A
structured training program would work so much better,
but in the case of many small businesses, there just
doesn’t seem to be the resources or time. Many times,
owners end up paying for this education in go-backs and
do-overs. The key is to learn from these mistakes and
not make the same mistake twice. Also, we have two
ears, two eyes and one mouth. Use your eyes and ears
to learn about what is going on. Humility is a trait that
your peers will appreciate, and you will find that they are
much more willing to work with you to show you the
way! l
Chip Greene is president of Greene & Associates Inc.,
mechanical contracting firm based in Macon, Georgia.
Greene is a graduate of Mercer University with a BBA
degree in management and has more than 30 years of
experience working on commercial HVAC and plumbing
projects in the educational, medical and institutional
markets. He also serves as the 2016 national president of
the Plumbing-Heating-Cooling Contractors Association.
Contact him at cgreene@greeneandassociatesinc.com.
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Connect the Back
Office to the Field

Simple ways to
reduce labor
costs, minimize
delays and boost
annual earnings.
BY TYLER RIDDELL, ESUB

142

I

n the commercial plumbing
sector, project managers know
that the job needs to get done on
time, regardless of what it takes. For
the plumbers that choose to work
under that pressure, tight deadlines
often mean long days in harsh
temperatures, working around other
trades and multiple crews on the
jobsite. Despite their best efforts,
delays still happen, and they can be
inconvenient, costly and frustrating.
Project managers need access
to real-time data and information
about their jobsite to diagnose
delays and keep the project on
schedule. Techies have responded
with a number of cloud-integrated
software products that facilitate
project management for commercial
plumbing projects. These
applications enhance the visibility
of jobsite activities, streamlining
basic processes like bookkeeping
and expense tracking, and keeping
project managers well-informed of
work progress.
In this article, we’ll discuss
some of the features, and benefits,
of building a strong connection
between the jobsite and the back
office of your commercial plumbing
operation. Real-time data sharing
can be used to reduce material and
labor costs, minimize delays and
boost annual earnings.

Electronic time cards
reduce labor costs
Electronic time-tracking is a
function that’s included in most
construction management software

phc12_pgs_142_143.indd 142

(bit.ly/2hHxend). Employees are
given mobile phones where they
access the software and “clock in.”
A GPS marker can even be placed
at the jobsite, such that employees
can only clock in when they are
physically present.
Traditional paper punch cards
are still common in most firms, but
switching to electronic allows a
remote project manager to monitor
human resources in real time. That
means that when you’re short on
labor, your back-office manager is
immediately aware of the situation
and can work toward a solution.
When meeting a project deadline
counts on production from every
crew, the ability to immediately
address staff shortages can save the
day.
Employees that fill out their own
time cards often over-estimate by
15 minutes here and there — it’s
just human nature. Firms in the
construction industry have already
saved hundreds of hours of labor
per year by adopting electronic
time card systems that promote
transparency and enhance the
visibility of job site activities.

Field to office
communication streamlines
decision-making
Nothing is likely to cause a big
project delay more than a lack of
communication between project
managers in your back office and
workers on the jobsite, especially
when it comes to making timely
decisions. If other stakeholders

need to be informed or involved,
it’s even more critical to maintain
communication between the back
office and the field.
When a plumber on a jobsite
runs out of required materials, a
shipment is delayed, or a problem
is uncovered that requires an
approved change order, how quickly
can the problem be rectified?
How long does it take to get the
required information in front of
all concerned parties and reach an
actionable consensus? Effective
project management software is
accessible by back office staff,
front-line workers, customers, and
other stakeholders, meaning that
communications from the job site
or project manager are immediately
visible to all parties.
Real-time collaboration between
field managers and the back office
is the first step to ensuring that any
problems that arise can be rectified
in a timely fashion, avoiding project
delays and helping you hit deadlines
and secure profits.

Simply share plans and
schematics with mobile
devices
Document and image sharing
is one of the best ways to take
advantage of a well-connected
jobsite and back office. While it's
standard to maintain phone and
textual communications between
workers and the back office, the
efficacy of this system tends to
break down when workers in
the field need access to visual
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information like project
drawings. This leads to
expensive and wasteful trips
between the job site and
management office just to
review or discuss documents
that could have been shared
electronically.
Cloud-based project
management software allows
plumbing contractors to
remotely access project
data, schematics, product,
and materials specifications,
and scheduling information
at the press of a button. If
plumbers in the field are
unsure of how to address a
new problem, they can snap
pictures and upload them to
the firm's cloud-based project
management application for
review by management staff;
leading to faster decision
making without shuttling to
and from the jobsite.
Communication isn't just words
and text — it's the ability to convey
complex information between the
jobsite and the back office, and use
it promptly to make a decision that
saves time and money by avoiding
delays. Nothing enhances visibility
of jobsite activities like the ability to
transmit pictures, videos, and audio
files in real-time that reflect current
issues on the jobsite and lead to
faster solutions.

Stay on schedule with
timely material deliveries
Discrepancies between required
and available materials are
common on jobsites with poor
communications between the
field and back office. Plumbers in
the commercial and residential
building sectors can be immensely
productive, installing 5 to 6
bathtubs per day, roughing out a
newly built home, installing 10 or
more fixtures, or installing water
services at 20 or more locations.
What’s required to keep your
field workers productive is a steady
stream of materials that match
project requirements and arrive on
time. Smart managers understand
that a productive worker is enabled
by the presence of tools, equipment
and materials that get the job done.
Effective construction management
software allows project managers
to accurately source materials from
suppliers or company warehouses,
and have them delivered on time,
every time.
Additionally, when workers in the
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field realize that material availability
does not match their capacity
for work, they can immediately
communicate with the back office
and request a delivery that will
enable more productivity for the
day, instead of waiting until supplies
run out.

Connected devices — the
future of field to office
communication
What could be around the corner
for communication in plumbing
project management? It's possible
that connected devices will play
a bigger role as companies create
and adopt technologies that use the
Internet of Things (IoT) to track
devices. Construction materials
can be fitted with RFID chips that
monitor their location in real-time
and transmit the data to a project
manager's desktop computer.
The future could see project
managers visualizing the movement
of vehicles, equipment, materials,
and other job assets in real time
— how would that be for "instant
data?" Connected devices will be
integrated with project management
platforms to revolutionize
connectivity in the plumbing
industry. Project managers will be
able to track company assets in realtime, ensuring that the appropriate
pieces are in place for the job and
responding immediately and even
preemptively to potential causes of
delays.

Conclusion
Enhancing jobsite visibility takes

on several different dimensions
with plumbing project management
software like eSUB. Project
managers have better access
to updates and real-time data
from the jobsite. They can track
worker attendance, job progress,
the movement of materials and
equipment, and review or approve
change orders that come in from the
field.
Customers and other stakeholders
can peruse project updates,
review project documentation and
participate in real-time decision
making and problem-solving,
resulting in increased transparency
about job progress and milestones.
They can also approve change
orders with virtual signatures,
eliminating the requirement for
face-to-face meetings that can take
days to organize.
Plumbers on the jobsite have
better insight into job-related
documents, including remote access
to project documentation, drawings,
schematics, and schedules.
They also have the ability to
communicate their questions and
concerns to key decision makers
with a cloud-based system that
supports image, video and audio file
transmission.
The most successful plumbing
contractors in the future will be the
ones that incorporate transparency
and communication throughout
their businesses to save time and
money while reducing project
delays.
For more information visit www.
esub.com. l
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CoolSys Acquires
Certified
Refrigeration and
Mechanical
CoolSys, has acquired Certified
Refrigeration and Mechanical Inc.,
a Madison, Wisconsin-based
refrigeration services company. With
this acquisition, Coolsys establishes
its presence for the first time in
Wisconsin with CRM’s 10 branch
locations across the state.
“We’re looking forward to bringing
CRM and its employees into our
portfolio of companies and to doing
business across the Wisconsin region,”
comments Adam Coffey, CEO of
Coolsys. “This represents a significant
milestone in our 'Buy and Build'
strategy designed to achieve company
growth through strategic acquisitions
of industry-leading refrigeration and
HVAC companies.”
CRM is a local, family-oriented
company offering statewide
commercial refrigeration service
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solutions to meet its customers’ food
service, refrigeration and HVAC
equipment repair and maintenance
needs.
Serving all major regions
throughout the state of Wisconsin,
it has established a reputation as
an industry leader based on its
expert knowledge, experience and
technology. It uses a state-of-the-art
refrigeration training lab in Wisconsin
to ensure that technicians are
professionally competent to serve all
of its customers’ equipment service
needs.
“We are excited about joining the
CoolSys family of companies as we
continue to serve the Wisconsin
region,” comments CRM President
Gary Schmerler. “We remain
committed to delivering the same
high level of service our customers
have come to expect, while offering
added resources and capabilities from
CoolSys.”
This acquisition is the third
undertaken by CoolSys under its
ownership by Audax Private Equity.
Visit www.coolsys.com

Trane Acquires
CALMAC
Trane has acquired CALMAC Corp.,
a privately held company specializing in
cool energy technologies including IceBank
storage tanks.
CALMAC ice storage tanks are
integrated with Trane HVAC systems to
take pressure off of the energy grid. The
ice storage tanks store energy, similar
to a battery, and use that energy to cool
commercial buildings during times when
the cost of energy is high. This reduces the
strain on public utilities, reduces operating
costs for building owners and allows for
better use of renewable forms of energy.
“We are pleased to incorporate
CALMAC solutions into our leading
portfolio of energy efficient systems and
services,” said Donny Simmons, president
of the commercial HVAC business of
Ingersoll Rand. “With CALMAC, we
are well-positioned to offer customers
even greater choices for reducing energy
and operating costs and capitalizing on
the multi-billion energy services market
opportunity.”
“CALMAC is pleased to be part
of Trane,” said Mark MacCracken,
CEO of CALMAC. “We know that
with the support and investments
from Trane and its parent, Ingersoll
Rand, CALMAC can expand the
availability and distribution of our
products, serving new and existing
customers with the energy storage
and ice solutions they demand.”
More than 4,000 businesses and
institutions in 60 countries rely on
CALMAC's thermal energy storage
to cool their buildings, including
some prominent buildings in the
United States, such as Rockefeller
Center and the Credit Suisse
Building in New York City and
an Ingersoll Rand North America
headquarters building in Davidson,
N.C. The energy efficient thermal
storage systems reduce energy
usage by roughly 35 percent
by decreasing need for carbonemitting “peak plants” – power
plants that kick in when there is
high demand for electricity.
CALMAC operates from one
location in Fair Lawn, N.J. The
CALMAC acquisition is consistent
with Ingersoll Rand’s strategy to
help customers solve climate and
industrial challenges including
energy and fuel efficiency, food
waste and productivity. The
value of this acquisition was not
disclosed or material.
Visit www.trane.com/
Index.aspx

12/4/17 2:37 PM

M0394002

®

DISTRICT SALES MANAGERS
The Professional Plumbing Group, PPG is hiring District Sales
Managers (DSM) in Austin TX, Miami FL, Phoenix AZ, and
Sacramento CA to cover professional market channels for the
plumbing & industrial repair industry.
The DSM is expected to grow existing business, add new customers and promote new products and services within the assigned territory. The DSM interacts with customers through a combination
of telephone, email, and face-to-face meetings. The DSM serves as
the interface between customer service and the assigned customers. The DSM champions the product offerings, both new and
core, of PlumbMaster and/or Wolverine Brass within the territory.
Qualified applicants should have either a minimum of five years’
experience in direct sale of products or a combination of skilled
trade and three years sales experience in a business to business
sales environment. Previous experience with CRM software
desired.
Interested applicants please send your resumé to:Smart Way
Dennis Overfield, HR Manager
dennis.overfield@ppg-inc.com / professionalplumbinggroup.com
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& LiftGates
& LiftGates

Smarter

Way to Move it

PowerMate is a motorized electric hand
truck for moving loads up/down stairs, on/off
vehicles, loading docks and across flat surface

www.PowerMate.info

Davey Water Products, a manufacturer of booster pumps and water transfer pumps for residential and light commercial applications is looking for
a representation partnership in the Paciﬁc North West, IL / WI and GA
and vicinities markets. With inquiries, please contact Ludmila Podwell at
LPodwell@daveyusa.com.

1-800-697-6283
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CALL NOW!

ABLE TO HANDLE THE
MOST DEMANDING JOBS!
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She’s Out There
BY SARAH CIMARUSTI, EDITOR

W

hile interviewing our
Contractor of the Year,
our building’s fire alarm
went off. Right in the middle of
the question, “So, Susan, tell
me what you do to unwind
when you’re not being
Superwoman?”
When you’re in grade
school, they teach you: if
you hear an alarm, move it.
But I was admittedly more
interested in hearing Susan’s
answer.
Susan asks me, “Is that a
fire alarm? You should probably go.”
Women do a lot these days. Now, they’re even being urged
to fill in the trades’ shortage. This was something that Susan
touched on in her recent TEDxCrestmoorParkWomen talk,
“The Runaway Train of the Skilled Trades Crisis.”
“What if we could fill some of these million jobs with a
woman? What if she is out there?” she asks.
So, what if she is?
I just got out of a meeting today with a plumbing
manufacturer that realized something a lot of companies

have: we have, like, one woman working in our entire factory.
A lot of it is stigma, which we all know exists, but then there
are the physical limitations. This company found a way to
reduce the physical limitations, and now there are 30 women
working in the factory. Not a huge increase, but it’s a start.
So, let’s keep starting.
But it shouldn’t be about finding women just to fill spots.
Susan isn’t just a check off the diversity checklist. She’s a
woman who truly knows her stuff and bleeds blue. How
many untapped talents like her are out there? l

I just got out of a meeting today
with a plumbing manufacturer
that realized something a lot of
companies have: we have, like, one
woman working in our entire factory.
A lot of it is stigma, which we all
know exists, but then there are the
physical limitations. This company
found a way to reduce the physical
limitations, and now there are 30
women working in the factory.
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At “Apollo” Flow Controls we believe in options.
We realize that not every contractor has the same preference when making a connection,
which is why we offer a vast portfolio of quality connection options for use in multiple
applications. Whether you prefer the new way of a Press or Push connection or prefer
to thread or sweat, we feature a full range of connections to fit all of your Commercial,
Industrial and Backflow Prevention needs.

Building Reliable Connections.
www.apolloflowcontrols.com
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customer service (704) 841-6000
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A SPEEDY SETUP
Sold complete and
ready to install,
EZ1 is an intuitive
product that saves
contractors time
and money.

LONG-TERM DURABILITY
Whether cast iron or plastic,
EZ1 is crafted to stand up
against wear and tear over
the product’s lifecycle.

DESIGNED TO RUN
LIKE CLOCKWORK
EZ1’s integrated
engineering, which
includes an easy postpour adjustment and
tilt accessory package,
delivers high-level
functionality and
requires minimal skill to
install or maintain.

Introducing the EZ1™, It’s About Time
Contractors have waited long enough for a floor drain that’s easy to install and built for the long haul.
Zurn’s EZ1–available in cast iron and plastic–comes out of the box as a complete system, allows for post-pour
adjustment with an integrated strainer, provides job-site flexibility and maintains ongoing reliability.
Don’t hesitate. Make the EZ choice. Learn more at zurn.com/ez1
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