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Around THE INDUSTRY
Get Daily Industry News at PMmag.com

PHCC CONNECT 2011:
Ballparks and communication

PHC contractors will learn about new market opportunities 
in the residential fire protection and aging-in-place markets 
when the Plumbing-Heating-Cooling Contractors — National 
Association teams up with the Quality Service Contractors and 
the Construction Contractors Alliance at PHCC CONNECT 2011, 
Sept. 22-24 in Minneapolis.

The last day of the meeting will feature a behind-the-scenes 
tour of Target Field, which will focus on water and energy 
conservation efforts undertaken at the ballpark. (To read about 
these sustainability efforts, read Mike Miazga’s “Hitting A Home 
Run” in the May 2010 edition of Plumbing & Mechanical.)

The closing keynote — “Uncrapify Your Life!” — will take a 
humorous tone as attendees are encouraged to criticize others 
in the room. Speaker Jeff Havens then will discuss proper 
communication, customer service and accountability practices.

For more information, visit www.phccweb.org/CONNECT, 
email Connect2011@naphcc.org or call 800/533-7694.                ◆

Contest teaches students
about saving energy

Run by the National Science Teachers Association for the 
Department of Energy, the goal of America’s Home Energy 
Education Challenge (www.HomeEnergyChallenge.org) is to 
encourage elementary- and middle-school students, teachers and 
families to learn more about energy use and efficiency, and become 
more aware of how homes, schools and utilities are interconnected 
within the community. Participation in the contest will be broken 
into two parts: 
 1. The Home Energy Challenge involves students and 
their teachers in the third through eighth grades in an energy-
use comparison activity in which data from the three-month 
competition period is compared to the previous year’s energy use 
for the same three months. Schools and classes will compete within 
11 regions for more than $200,000. The first-place regional award 
winners will qualify for the national competition. 
 2. The Energy Fitness Award is an individual challenge that 
begins Sept. 20. Modeled after the President’s Physical Fitness Test, 
this segment encourages students to complete specific tasks, such 
as interpreting a home energy bill and learning how to conduct a 
home energy assessment, and then demonstrate their learning and 
proficiency.                                                                                   ◆                   

MCAA Student Chapter Summit:
Career paths and supplier issues

The Mechanical Contractors Association of America will 
hold its 2011 Student Chapter Summit Oct. 6-8 in San Francisco. 
The event is hosted this year by the Northern California MCA. 
Details of the 2011-2012 Student Chapter Competition will be 
announced; last year’s competition drew a record 29 proposals. To 
register, go to www.mcaa.org/education. 

Educational sessions include: 
 • MCAA President Mark Rogers will discuss the mechanical 
contracting industry and the career paths it offers to soon-to-be 
professionals; 
 • Don Russell of Tyco/Grinnell, John Brusa of NIBCO, Joe 
Pikus of Viega and Frank Schaetzke of Zurn Industries will 
discuss the manufacturer/supplier side of the business; and
 • Representatives from the Greater Michigan MSCA Student 
Chapter at Ferris State University, MCAA’s 2010 Student Chapter 
of the Year, will discuss the programs and services that made it 
No. 1.                                                                                             ◆

ISH China changes venue,
adds solar thermal area 

ISH China & CIHE, the China International Trade Fair for 
Sanitation, Heating, Ventilation & Air-Conditioning, will move 
to a new venue for its April 2-4, 2012, edition — Beijing’s New 
China International Exhibition Center, close to Beijing’s Capital 
International Airport. Organizers are expecting to attract 1,000 
exhibitors and 35,000 visitors during the three-day show.

The 2012 show has two new additions. In response to market 
demand, the Solar Zone, dedicated to the solar thermal industry, 
will make its debut at ISH China. China continues to be the world’s 
largest market for solar hot water and space-heating products, 
accounting for about 70 percent of global capacity. 

A hall dedicated to the sanitation industry, showcasing products 
from domestic and international manufacturers, also will be 
featured. For more information, visit www.ishc-cihe.com or email 
info@ishc-cihe.com.                                                                      ◆

ISH China 2012 organizers expect to attract 35,000 visitors during the three-day 
show. Pictured is the registration area at this year’s show. 
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Item Code 02306 09402

Crank Handle Straight 45° Angle
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Freightliner Sprinter: A Smarter 
Business Choice
Working smarter often means simply outworking the 
competition. As far as giving you the space you need, 
Freightliner Sprinter does just that. With more cargo space 
than a comparable Ford E-150 Van, a Chevrolet Express 
1500 Cargo Van (regular wheelbase), or a GMC Savana 
G1500 Cargo Van (regular wheelbase), you have the room 
to haul everything you need to get the job done more 

capacity of up to 5,358 pounds; cargo capacity of up to 
547 cubic feet; rear and side-door opening areas; and a 

and his wife came up winners in a worldwide green card lottery, 
making it possible for them to immigrate to the United States from 

driven his success—the very same quality that sold him on the 
rugged Freightliner Sprinter. 

Freightliner Sprinter fills the bill like nothing else.”

contractor and made his entrepreneurial jump in 2003 with the 
 

Abacus, which has grown to 36 employees and 23 vehicles, is  
$9.2 million, but the company is on track to top $10 million.

A laser-sharp focus on customer satisfaction 
drives growth for a Houston plumbing firm

Working smarter and harder

HOW I WORK SMARTER

averages 50-60 service calls a day, runs calls until 8 p.m., and is 
open Saturdays and Sundays. Equally important in his success 

plumber is allowed to leave a job, a service representative calls the 

the call gets bumped up to a manager to resolve any issues.

Maintaining that kind of workload and level of customer satisfaction 
requires that Abacus Plumbing vehicles be virtual plumbing-supply 

that off, but by 2008 fuel costs had become onerous. A friend 
recommended he try the Freightliner Sprinter because of its fuel-

a van when they were used to box trucks.”

giving Abacus an improvement of better than 60%, averaging 18 

plans to replace four more box trucks with Freightliner Sprinters in 

with the Abacus Plumbing decals on them. We get calls and 
comments from customers all the time.”

WWWhhat CCan tthhe Freightlinneer SSpprinnter 
DDDoo ffoorr Yoouurr Bussiinneesss??

HowHow cacan yn youou worwork sk smarmarterter rigrigghtht nownow?? WhWhy not buiuild ld yyour 

& eQuiQ p”p tool at www.freigghtlinerspprinterusa.com. With 

Freighightliner SpSp irintter dedealealer nr nearear yoyou tu todaod y, simply clliick on

**See Policies and Endnotes on www.freightlinersprinterusa.com

“We need vehicles that work as hard, and as  
 



ROOM FOR UP TO 18:

Settle for nothing short of a job well done in the 2011 Freightliner Sprinter Cab 

Chassis. Its lightweight frame and “upfitter friendly” features offer versatility 

unmatched by the average work vehicle. With the strength and efficiency of 

Best-In-Class* payload capacity and a BlueTEC clean diesel engine**, the Cab 

Chassis makes sure smarter work is never sacrificed. Get the best by visiting 

FreighlinerSprinterUSA.com and your local dealer today.

up to 6,252 lbs.

BEST-IN-CLASS* PAYLOAD CAPACITY

NO COMPROMISE 
        COMES STANDARD.

  * Based on a comparison of Automotive News classification of full-size commercial vans.

** See policies and endnotes at www.freightlinersprinterusa.com

    Vehicle shown with upfit equipment. See local dealer for details. 
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Public service campaign:
‘Wasting Water is Weird’

“Wasting Water Is Weird”, a national 
public service campaign running through 
the remainder of 2011, focuses on engaging 
consumers about the looming freshwater 
shortage with a new approach away from 
gloom-and-doom messaging. The central 
figure is a fictitious “weird” man referred 
to as Rip the Drip, who “shows up” while 
people are going about their daily activities 
and begin wasting water. 

While using more water than they need, 
such as running a faucet while brushing 
one’s teeth or running an almost empty 
dishwasher, these homeowners are then 
exposed to Rip and that’s when they realize 
they are wasting water — and that wasting 
water is weird — so they abruptly stop. 

The new public service campaign features 
myriad media platforms, including a series 
of video public service announcements 
for broadcast coverage, a website, social 
media, and outdoor and online advertising. 
Individuals are encouraged to visit 
WastingWaterIsWeird.com to learn about 

Rip and the campaign, and view the videos. 
They  also can go to Facebook and “Like” 
Rip the Drip and follow him on Twitter @
RipTheDrip.com. 

The PSA campaign was developed by the 
Shelton Group, a marketing and advertising 
agency focused on sustainability, and 
supported by Kohler Co., Lowe’s, Bosch 
home appliances, Procter & Gamble and 
the EPA’s WaterSense program.                  ◆

Benjamin Franklin Plumbing
re-elects president to 2nd term

Benjamin Franklin Plumbing re-elected 
Keresa Richardson for a second consecutive 
term as its president, beginning in January 
2012. She was re-elected by Benjamin 
Franklin franchise owners from across the 
United States. 

Richardson and her husband, J.R, were 
among the pioneers of Benjamin Franklin 
franchisees. They started their business in 
2000 with nothing; today, they have several 
locations throughout Texas, employing 
58 people and generating more than 
$10 million in sales. Richardson also has 
been a keynote speaker at several events, 
discussing topics ranging from marketing 
to women in the plumbing industry.        ◆

EMCOR Group completes
sale of Comstock Canada

EMCOR Group recently completed the 
sale of its stock interest in Toronto-based 

Canadian subsidiary Comstock Canada to 
CCL Equities, an Ontario, Canada-based 
corporation. Comstock performs electrical 
and mechanical construction services 
primarily in the health-care, nuclear and 
industrial markets in Canada. CCL Equities 
was recently organized by certain members of 
Comstock management and outside investors 
for the purpose of acquiring Comstock.

In connection with the sale, EMCOR 
received $25.5 million (Canadian) 
in repayment of indebtedness owed by 
Comstock to EMCOR Group and $15.6 
million in payment for the shares and is 
to receive an additional $1.3 million in 
payment for the shares by Nov. 30.          ◆

Build Your Future campaign creates
pilot best practices recruiting programs

The Build Your Future campaign, 
a program of the National Center for 
Construction Education and Research, now 
includes best practices for recruiting potential 
craft professionals to help change the 
perception of the construction industry and 
showcase construction careers as preferred 
professions. It is building relationships with 
motorsports organizations, the Professional 
Golfers’ Association and other organizations 
to create pilot programs that can be effectively 
implemented locally, regionally or nationally. 

A redesigned website is under 
construction and will provide a user-
friendly job search function. For more 
information, visit www.byf.org.               ◆

Around THE INDUSTRY

Training Corner
 • Roth Industries’ free fall solar and radiant product training 
classes — Sept. 21 for Radiant Basics and Sept. 22 for Solar Basics 
and Certified Installer Training — will be held at the company’s 
facility in Syracuse, N.Y. For long-distance travelers, Roth will 
cover one night’s hotel stay for each class (night before the 
class). Continental breakfast, lunch and refreshments also will 
be provided. To register or for additional details, contact Jaimee 
Johnson at 315/579-3326, jaimeep@roth-usa.com or register 
online at www.roth-usa.com/training.
 • PM columnist John Siegenthaler will present three 
seminars in October at Mohawk Valley Community College 
in New York state. To register, call 315/792-5300 or email 
Sbogar@mvcc.edu.
— Geothermal Heat Pump System Design, Oct. 10. This full-day 
seminar covers the fundamentals of geothermal heat pump 
technology.

 — Advanced Hydronic Heat Pump System Design, Oct. 11. 
This session focuses on applications of multiple geothermal 
heat pump systems in large residential or commercial/industrial 
applications. 
 — Advanced Solar Thermal System Design, Oct. 13. This 
seminar expands solar thermal systems from domestic water 
heating only to “combisystems” that supply both domestic hot 
water and some of a building’s space heating load.
 • Tour & Andersson announced a new seminar in its hydronic 
seminar series, “Investment and Energy Saving Opportunities in 
Variable Flow Systems,” which focuses on effectively controlling 
the main areas of energy use in a hydronic system, as well 
as contrasting primary-secondary vs. variable primary flow 
system designs. The seminar will be presented Sept. 13  in 
New York City  and Nov. 10 in Boston. To register or for 
further information, visit www.TAHydronicCollege.com or 
email Info@TAHydronicCollege.com.                                  ◆

continued from page 4
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Editor's NOTEBOOK
Bob Miodonski  miodonskib@bnpmedia.com   

T
he PHCC – National Association is advising 

contractors to take this time to analyze their 
company’s structure and business practices 
to adapt their operations to the “new normal” 
of the ever-changing marketplace, incoming 
President Keith Bienvenu told me during 
an interview last month. You can apply this 
advice whether your business is contracting, 
wholesaling, engineering, manufacturing or 
even publishing.

At Plumbing & Mechanical, we’ve 
experienced changes that include Publisher 
George Zebrowski and Editorial Director Jim 
Olsztynski leaving the magazine last month. 
I’d like to thank George and Jim for helping 
to make PM the best read and most preferred 
industry magazine among you, its readers.

Both George and Jim were hard at work on 
PM in 1990 when I joined the staff of its sister 
publication, Supply House Times. George sold 
advertising space for both magazines at the 
time, and Jim was PM’s first chief editor.

The former editor with another industry 
magazine, George went on to become 
publisher of PM and then group publisher, 
where he managed advertising sales and 
business operations for PM, Supply House 
Times and PM Engineer. In all, his career in 
the plumbing industry spanned more than 
40 years.

Jim’s name became the better known 
among PM’s readers — even if you had 
more trouble spelling it — because his byline 
appeared over hundreds of feature stories, 
news articles and columns over the years. 
As editor, he worked behind the scenes with 
PM columnists such as Dan Holohan, John 
Siegenthaler, Julius Ballanco and Frank 
Blau. Jim wrote a farewell column that 
appears on page 106.  

While I’ll miss working with George 
and Jim, I am excited about other changes 
we’re making at PM. In my interview with 
Keith Bienvenu, he went on to say that 
many PHCC members already have made 
changes that they believe put them in a 
good position for whatever the future 
brings. In some cases, this means gaining 

proficiency in an emerging technology such 
as geothermal, solar thermal and residential 
fire sprinkler systems.

We believe changes we’re making at PM 
will help us do a better job of meeting your 
information needs and connecting you with 
your industry partners. Just one example is 
PM’s digital edition, which you receive each 
month in addition to your print magazine if 
you provide us with an opt-in email address. 
While the digital edition carries the same 
content you enjoy in print, it also gives you 
instant access to manufacturers, industry 
associations, best practices groups, and PM’s 
staff via links in articles and ads.

You’ll notice the titles of PM’s editorial 
and sales staff are changing too. The new 
titles reflect more than a cosmetic change. 
“Integrated Content Manager,” “Content 
Engagement Manager” and “Brand Leader” 
emphasize the fact PM provides information 
to you over a variety of platforms, such 
as print and digital magazines, websites, 
enewsletters, webinars, live events, virtual 
trade shows and social media.

In addition to improving the ways we 
convey information to you, we’re upgrading 
our content by having PM’s editorial and 
sales staff specialize in niches within the 
plumbing-and-heating industry. For 
example, Integrated Content Development 
Specialist Kelly Faloon will direct our 
coverage of the radiant-and-hydronics 
market. Integrated Content Manager Mike 
Miazga will oversee tools and trucks.

You’ll be the judge, of course, of how well 
we’re doing in giving you the technical and 
business information you need to run your 
company in the new normal. We’re easier to 
reach than ever, so let us know by answering 
our surveys or contacting us directly.

Changes in operations are
all part of the 'new normal'
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EDITORIAL
David MacNair

Disposers 

are an 

eco-friendly 

kitchen 

appliance.

A
s gas prices climb and drive up the cost 

of so many things we need to function 
on a daily basis — from a loaf of bread 
to the fuel for your fleet — it’s clear that 
foreign oil alone cannot sustain the U.S. 
economy. From clean coal, to natural 
gas, to renewable energy such as wind or 
hydroelectric, we continue to explore new 
ways to offset oil dependence. Still, there 
is no silver bullet capable of resolving our 
energy needs.

As such, the path toward greater energy 
independence must be multifaceted, with 
strategies for energy conservation working 
alongside those seeking to harness power 
currently left to go to waste. One source 
of energy gaining attention that’s been 
heretofore unrecognized comes from an 
unlikely place — food scraps. 

Elevating disposers to mini energy 
producers: Every year, the average 
household disposes of about a ton of 
food waste. When trucked to a landfill, 
this food waste decomposes and releases 
methane gas into the atmosphere. Not 
only can those gases be prevented from 
escaping, they can instead be harnessed to 
produce energy.

Because food scraps are 70 percent 
water, it’s easy for disposers to pulverize 
them and send through the plumbing 
and sewer system to wastewater treatment 
facilities, thereby diverting food waste 
from landfills. Many wastewater treatment 
plants convert food scraps into renewable 
energy, saving the plant, municipality and 
local citizens money. Some plants also 
process food waste into biosolids, a form 
of fertilizer used in farm fields, golf courses 
and home gardens.

However, some of your customers may 
wonder what we’re doing to our planet 
in the process. And here’s the answer. 
PE INTERNATIONAL, a leader in the 
field of sustainability, recently conducted 

a life-cycle assessment of the four most 
common methods of disposing of food 
waste: sending it to a landfill; composting 
it; incinerating it; and sending it down 
the drain via a disposer to a wastewater 
treatment plant. The manufacturing, use 
and end-of-life of a disposer also were  
included in the analysis.

The study concludes that putting food 
scraps down a disposer and sending them 
to a wastewater treatment plant results in 
less global warming potential than sending 
them to a landfill. And those advanced 
wastewater treatment plants that make 
renewable energy and fertilizer can be net 
energy producers. That’s right, they can 
make more energy than they use. Some 
plants make enough to actually sell back 
to the grid. 

In the home, food waste disposers 
do consume water and energy, but not 
much. Disposers use less than 1 percent 
of a household’s total water consumption 
(less than a gallon per person) and cost, 
on average, less than 50 cents a year 
in electricity to operate. That’s a great 
investment toward renewable energy and 
reduced carbon emissions!

The fight for food waste: So why doesn’t 
everyone just turn food scraps into energy? 
There is a growing tug of war going on 
over what used to be considered “waste.” 
Some ambitious communities, in a bid to 
achieve what is known as “zero waste,” have 
begun to collect food scraps from residents 
at the curb. The goal: turn it into compost. 
To date, there are 56 curbside collection 
programs in all of the United States, serving 
2.7 percent of the population. Why only 2.7 
percent? For one, it isn’t cheap. The smell 
and the “yuck factor” also are frequent 
complaints of citizens. 

If only communities would connect 
the dots. There’s an easier way that already 
exists. Food waste ground in a disposer Ph
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Harnessing the power 
of food waste 

Guest

When you send food waste down a disposer, 
advanced wastewater treatment facilities 
turn it into biosolids to be used as fertilizer.
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is transported via existing infrastructure. It’s fast and easy, 
doesn’t smell and people like it. They’ve been using their 
disposers for nearly 80 years to keep their kitchens cleaner. 
And now they can use it to help their community and the 
environment. 

Research tells us consumers want to do what’s right for 
the environment, as evidenced by the success of recycling 
and the demand for energy-efficient appliances. But people 
are compliant only when it’s practical. And not just from 
an environmental standpoint; it has to make sense for their 
households and their wallets. 

The reality is that food waste disposers make for a 
more efficient, hygienic kitchen while potentially saving 
municipalities (and even taxpayers) money. Regardless of 
whether your customers’ municipality can convert food 
waste to energy, it’s important for them to understand that 
disposers help divert food waste from landfills, ultimately 
reducing greenhouse gas emissions. Using a disposer is a 
simple, effective way to make a big difference.

Addressing lifestyle needs: In addition to sustainable 
home solutions, plumbers are expected to recommend 
products that address lifestyle needs. Disposers have come a 
long way from their low-tech, utilitarian roots. Throughout 
the years, food waste disposer design and technology has kept 
pace with changing consumer preferences.

Modern units handle more volume, more foods and 
more challenges. Be sure to ask your customers questions 
that enable you to recommend the best disposer for their 
kitchen layout and routine. Keep in mind the most common 
requests professionals hear from homeowners is they want 
their disposer to grind more food waste and to do so with 
less noise. 

About the author: David MacNair is the vice president of 
marketing for InSinkErator, a leading manufacturer of food 
waste disposers and instant hot water dispensers and a division of 
Emerson Electric Co. MacNair has a 20-year career in marketing, 
working in grocery wholesaling and retailing, consumer 
electronics, and consumer household durables. At InSinkErator, 
he led the company to its biggest product launch in decades, the 
Evolution PRO Series, which is designed to grind food waste such 
as celery, potato peels and fruit pits without jamming. It also 
contains several patented sound technologies achieving up to 60 
percent quieter operation.
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FlowGuard Gold,® BlazeMaster,® and Corzan® are registered trademarks of  

The Lubrizol Corporation. FBCTM is a trademark of The Lubrizol Corporation. 
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*  Since CPVC compounds differ, compatibility claims are only valid for FBC brands of piping.  
Use FBC compatible products with other brands of CPVC piping at your own risk.

The FBC™ System Compatible Program  
eliminates the guesswork by identifying 
products that do go together.*
Combining products that aren’t meant to be used together  

can jeopardize the reliability of any piping system due to  

chemical incompatibility. Only FBC™ Building Solutions provides 

added peace of mind with a unique program that thoroughly  

tests ancillary products, such as caulks and thread sealants,  

to confirm compatibility with FBC piping systems— 
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Why take chances? Specify FBC piping systems and  
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to spot products that  
don’t go together.

™™
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For more information about the program or to  
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Touch it on. Touch it off. 

Addison® Bath Collection

Lahara® Bath Collection

Touch2O.xt™ Technology for the bath.
A simple touch anywhere on the spout or handle turns the water on and off. 

For an even cleaner experience, when your hand moves close to the faucet, 

Touch2O.xt Technology intuitively activates the fl ow of water. On display

exclusively at trade locations. Another way Delta is more than just a faucet. 

For more information, scan the QR code or visit deltafaucet.com/touchbath. 

Or go hands-free. 
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Managing YOUR BUSINESS
Al Levi

Observing 

techs is a great 

way to ensure 

continued 

success in your 

company.

I
was lucky enough years ago when I 

moved to Phoenix to tour George Brazil’s 
amazing shop here in the Phoenix area. 
The shop visit was great, but spending any 
time talking with George about business is 
always time well-spent.  

Our conversation over lunch focused on 
the need for powerful, repeatable systems 
for running a company. We both agreed 
the cornerstone for a successful business is 
having written policies and procedures. 

George leaned in and said, “Policies and 
procedures are great. But don’t expect what 
you’re unwilling to inspect.” 

The message was clear. If you want to 
believe your team is always performing the 
right way, don’t check on them. You may 
not like what you see and hear.

If a company wants to get ahead and 
stay ahead of its competition, it must get 
out in the real world and do ride-alongs 
because it is essential to assuring the three 
main things any technician must do:

• Sales;
• Operations; and
• Technical.
One of my field supervisors once told 

me, “I don’t have the time to do ride-
alongs with the techs on my team.” 

To which I responded, “How will you 
find the time you need to fix all of their 
mistakes?”

I continued, “Furthermore, every time 
you do a ride-along with the techs, here’s 
what I know. They get better at sales, 
operations and technical performance. 
What else could you be doing that’s more 
important than ride-alongs?”

He was speechless. The sad fact is he 
always remained resistant to doing regular 
ride-alongs. That’s why he wasn’t allowed 
to remain a field supervisor for very long.

I can assure you he’s not alone when 
it comes to being resistant to doing 
ride-alongs on a consistent basis. In my 

consulting work over the last nine years, I 
encounter this resistance on a regular basis.

Here are the top four reasons you don’t 
ride along:

1. Best behavior. You make the false 
assumption your techs will be on their 
best behavior when you do ride along. 
The truth is, they may start out that way, 
but they will slip back to their true habits 
if you’re riding along long enough and 
often enough.

2. Nerves. Yes, riding along will make 
employees nervous, but only if you ride 
along once in a blue moon. If your ride-
alongs are done at least once a month, 
they’ll relax and be more at ease.

3. Stealing the thunder. You know that 
you’ll take over the job and sell and/or 
do the work so they’ll end up a glorified 
helper. You’d be right unless you train 
yourself to step back and make it clear that 
they’re in charge of running the call. Save 
your coaching until you get back to the 
truck after the call is done. Better yet, do it 
after you get back to the shop. Take notes 
so you won’t forget.

4. No time for ride-alongs. You also 
think you don’t have the time to do ride-
alongs. I’ll ask the same question. When will 
you have time to fix all the mistakes or make 
up the lost revenue going down the drain? 
You have nothing more important to do.

You now know once again why ride-
alongs are a must. That’s why I want you 
to commit to two days a week of ride-
alongs. It will allow you to bond with your 
team members. 

If it’s too much of a commitment, start 
slowly with just one day a week. You can 
even split it into two half-days. However, 
you need to ride with the tech and not just 
meet him or her on the job. That’s because 
this is the perfect time to coach. You’re in 
the truck before and after a job or even 
riding to and from the shop. Ph
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As the leading manufacturer of water stops for 65 years, BrassCraft® 
has the stop to meet your every need. Made in the USA, each stop  
is manufactured from heavy-duty brass, forming a solid body,  
without seams or brazed joints. Every stop provides reliable,  
leak-free operation and years of durable watertight performance. 

Better selection. Superior engineering. Exceptional performance. 
Qualities you’ve come to expect from BrassCraft® – the brand that 
sets the standard for quality and innovation. Ask for it by name.

 To see the full line of BrassCraft® water products, visit: www.brasscraft.com
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Multi-Turn Series
America’s #1 stop  
for 65 years.

KT Series ¼ - Turn Ball Stop
Simply the best stop  
money can buy.

G2 Series ¼ - Turn Stop
Leading edge ¼ - turn design. 

ALL THE WATER STOPS YOU NEED
 FOR ALL THE STOPS YOU MAKE.

©2011 BrassCraft Mfg.

PushConnect  
G2 Series ¼ - Turn Stop 
Just push it on. Compatible  
with PEX, CPVC and copper.  
Dual O-rings help provide  
a secure, watertight  
connection.

Scan for
more

information
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The next step: Want to take it to the 
next level? Make sure you have good 
sales statistical tracking, sales process, 
operational protocol and a sound 
procedure for troubleshooting and fixing 
stuff. Practice the whole process in the 
safety of your own shop so it’s not stressful 

when you both get into the field. Make 
time after hours to train them on things 
you observed that you know will make 
them better technicians and help them 
make more money. Everyone should win 
when ride-alongs and follow-up training 
are done consistently.

And don’t be tempted to ride with 
just the poor performers or it’ll become 
like a visit to the dentist. They’ll dread it 
and so will you. Be sure to ride with the 

good performers because there’s much to 
be learned and shared with others. Let 
them reveal in your weekly tech meetings 
what they are doing that is making them 
successful. The good performers are dying 
for you to ride along and see them winning. 
They can actually start messing up if they 

find you only pay attention to those not 
performing. Yes, weird but true.

Ride-alongs done the right way can be 
the quickest way to get your team culture 
headed in the right direction. Invest your 
time and energy with those who affect the 
success of the whole company.

The other neat thing about regular 
ride-alongs is they’re going to reduce your 
callback ratio and build more sales. What 
could be better!

Managing YOUR BUSINESS

Are you disgusted with the money you get to take home from 
your business each month?

Would you be thrilled to do less work, especially less hard 
work, but make more money?

Are you having trouble nding and keeping good people?

Do you ever feel like you are the employee, not the employer, 
and the inmates are “running the asylum”?

4 Keys To Contractors Becoming More 
Pro table And Having Less Stress In 119 

Days… Even In A Down Economy! 

Grab Your FREE REPORT Today by Going To: 
www.AppleseedBusiness.com/FreeReport

attention: contractors
GRAB THIS VALUABLE FREE REPORT AVAILABLE FOR A LIMITED TIME: 

For more than nine years, Al Levi has been 
helping plumbing business owners solve 
problems, turn greater profits and get their 
lives and free time back. To discover more, visit 
www.60MinuteRecessionSolution.com. To learn 
how to take one step at a time to success, visit 
www.StepByStepBusinessBuilding.com.       PM
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Hydronics WORKSHOP
John Siegenthaler, P.E.

A possible 

operating 

mode for 

some hydronic 

systems.

T
hose of you old enough to remember the 

“Jimmy Durante Show” might remember 
one of his famous lines. After cracking a 
joke, Jimmy would add the kicker: “I got a 
million of ’em, a million of ’em.”

While I can’t claim to have Durante’s 
stash of jokes, I do have quite a stash of 
schematics for hydronic heating systems. 

Probably not a million, but more than 
enough to eventually bore even the more 
ardent hydronics aficionados.

One of the more recent creations 
comes from the third edition of my 
textbook “Modern Hydronic Heating.” 
It’s shown in Figure 1.

This schematic shows a subsystem for 

Pavement to pool

Figure 1

continued on page 20
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supplying two loads that are often used in 
higher-end hydronic systems: snow melting 
and pool heating.

The snow-melting system uses a three-
way motorized mixing valve to control 
the supply temperature to the embedded 
tubing. This portion of the system operates 
with a 40 to 50 percent solution of propylene 
glycol antifreeze. 

The pool heat exchanger is assumed to 
be located outside — perhaps near the pool 
— and thus subject to freezing in winter. 
The pool water side would be drained at 
the end of each swimming season, but the 
heat input side would remain filled with the 
antifreeze solution.

The strap-on aquastat seen below the 
plate heat exchanger verifies that heated 
water is flowing through the hot side of 
the exchanger before allowing operation 
of either circulator on the antifreeze side 
of the exchanger. This protects the heat 
exchanger from freezing during very cold 
startups of the snow-melting system, 
especially during the time when the boiler 
is just warming up.

One source, many loads: I’ve long 
promoted the concept of multiload hydronic 
systems in which a single “heat plant” (such 
as a multiboiler system) supplies all thermally 
based loads in and around a building. These 
include space heating, domestic water 
heating, garage heating, snow melting and 
pool heating. There are several advantages to 
such an approach:

1. It consolidates all fuel supply and 
venting to one location in the building.

2. It reduces the maintenance associated 
with having separate heat sources for each 
load.

3. It improves boiler efficiency by 
helping to level the load profile against 
which the heat plant is operating. 
Strategies such as prioritized domestic 
water heating and staged “load shedding” 
allow all the loads to be met under just 
about any reasonable operating strategy 
without having significantly oversized heat 
sources. Load leveling also helps keep the 
“appointment book” for the heat plant 
well-filled. This keeps the efficiency of 
nonmodulating boilers closer to desirable 
steady-state conditions.

4. It allows a multiple boiler system to 
deliver a high rate of heat output when 
necessary, such as when there is a large 
demand for domestic hot water, yet still 

retain good capacity control and efficiency 
under the much more common partial-
load conditions.

Swimming pool heated by driveway? 
One question I’ve been asked many times 
could be paraphrased as follows: Is it 
possible to use heat from a driveway, on 
a sunny summer day, to heat a swimming 
pool? The simple answer is yes, but the 
required mechanics and performance 
expectations are not as easily answered.

This brings us back to Figure 1. 
Although the original intent of this piping 
arrangement is to deliver heat to either the 

pool or the snow-melting circuits, there is a 
synergy that lends itself to another possible 
use: moving heat from hot pavement to a 
cooler swimming pool. 

To make this happen, the circulator 
for the snow-melting subsystem, the 
circulator supplying the swimming pool 
heat exchanger and the pool filter pump 
have to be operating. The three-way mixing 
valve within the snow-melting subsystem 
should be fully open so there is no flow 
in the bypass pipe. Finally, the circulator 
on the left side of the plate heat exchanger 
that would normally deliver heat to the 
exchanger needs to be off. 

Given these conditions, the two circuits 
are essentially stirring an antifreeze 
solution between them. If that fluid passes 
through tubing embedded in pavement 
that’s warmer than the fluid, it will absorb 
heat. When the warmed fluid subsequently 
passes through the pool heat exchanger, 
it will give off heat — assuming the pool 
water enters the other side of the heat 
exchanger at a lower temperature.

The flow rates produced in each portion 
of the system would depend on the piping 
sizes, lengths, flow resistance of the pool 
heat exchanger and what circulators are 
used in each branch. This could all be 
calculated for a specific arrangement of 
known components.

When my wife and I installed a swimming 
pool back in 1992, I couldn’t resist adding 

some 5/8-inch PEX tubing in the concrete 
walkway around the pool’s perimeter. I tied 
the PEX circuits to a standard manifold and 
piped it into the pool filter pump piping 
so that some pool water would be forced 
through the PEX circuits whenever the pool 
filter pump was operating.

Although I’ve never instrumented my 
installation, I can tell you the embedded 
tubing does gather up heat from the bare 
concrete pavement around the pool on a 
sunny summer day. You can feel the higher-
temperature water coming back into the 
pool water inlets. 

After watching this little experiment work 
for a few years, I observed the following:

• An asphalt driveway surface gets 
substantially warmer than a bare concrete 
surface under the same solar radiation 
conditions. That’s because the absorptivity 
of bare concrete (about 0.60) is lower 
than that of asphalt (about 0.95). If you’re 
serious about absorbing heat from a solar-
radiated pavement, it should be as dark as 
possible and in a location receiving good 
solar gain most of the day.

If you plan to use this concept with 
an asphalt driveway, the color is pretty 
much a given and favorable for solar heat 
absorption. If you plan to try this under 
concrete, you really need to consider staining 
that concrete to increase absorption of solar 
radiation. While flat black is ideal, it may 
be a hard sell based on aesthetics. Darker 
shades of green, gray or brown would likely 
yield reasonably good absorptivity. 

• There is a significant time delay 
between when the pavement surface reaches 
its maximum temperature (based on air 
temperature and solar radiation) and when 
the water returning from the embedded 
tubing delivers its warmest water to the 
pool. This is not surprising. There’s a lot 
of thermal mass between the pavement 
surface and the layer of embedded tubing.

This mass is often cooled by radiation 
to a clear nighttime sky, and thus needs to 
be rewarmed by the sun the following day 

Keep the head loss across the 

plate heat exchanger and common 

piping as low as possible.

continued from page 17
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before heat makes it back down to the tubing. If the pavement-to-
pool operating mode starts too early in the day, the result may be 
undesired heat transfer from the pool to the pavement. 

Pavement-to-pool heating tips: Based on these observations 
and good hydronic design practice, I offer these seven suggestions 
to those interested in pursuing this concept:

1. A pavement temperature sensor needs to be located in a well 
that’s buried in the pavement at the same depth as the tubing. 
This sensor should be removable. The sensor well should be 
located within pavement that receives solar radiation whenever it’s 
available (e.g., not in a shaded or partially shaded location).

2. A differential temperature controller, the same as used to 
control solar DHW systems, would be a good choice to supervise 
this mode of operation. One sensor would be located in the 
pavement sensor well, the other so that it senses the temperature 
of water returning from the pool to the filter. The latter sensor also 
should be in a well that’s immersed in the passing water stream. It 
should not be strapped on the outside of a PVC pipe due to the 
higher thermal resistance of the pipe wall.

When the temperature sensor located in the pavement is 
perhaps 2 degrees F or more higher than the temperature of water 
coming back from the pool, the circulators and the mixing valve 
would operate to transfer heat from the pavement to the pool. 
When this difference drops to 1 degree F, this mode of operation 
would be stopped. The latter might occur at some late evening or 
early morning hour, depending on the previous day’s weather and 
the degree of night cooling experienced by the pavement.

3. The depth of the tubing within the pavement definitely 
affects performance. Keeping the tubing within a couple inches 
of the surface would seem to be ideal if possible. Of course, this 
has to be weighed against control joint depths and the practicality 
of placing concrete or asphalt pavement with relatively shallow 
embedded tubing.

4. Keep the head loss across the plate heat exchanger and 
“common piping” shared by each branch circuit as low as possible 
(see Figure 2). Low head loss at this location provides reasonably 
good hydraulic separation and minimizes flow rate variations 
when the circulators operate simultaneously (pavement-to-pool 
mode) vs. when they operate individually (during individual calls 
for snow melting or boiler-to-pool heating). 

5. Generously size the pool heat exchanger. The greater the 
internal surface area of this heat exchanger, the greater the rate of 
heat transfer. This is especially important given the relatively small 
temperature differential between the entering warm antifreeze 
and entering pool water. An undersized pool heat exchanger is a 
bottleneck on the entire heat transfer process. The size of the plate 
heat exchanger does not have to be altered based on heat transfer. 

6. The coolest water is typically at the bottom of the pool. 
Setting up the pool piping so that water is drawn from the pool’s 
bottom drain, passed through the filter and then through the heat 
exchanger will maximize energy transfer during the pavement-to-
pool mode. 

7. If the pavement-to-pool operation is not achieving the 
desired pool temperature, the heat plant will likely be called upon 
to add heat in the normal manner. Be sure your control strategy 
recognizes this and turns off the snow-melting circulator to 
prevent energy transfer to the pavement. It’s pretty hard to explain 
why a boiler should be operating on a hot summer day to add heat 
to a driveway ...

Beyond what’s been discussed, I really have no specific formulas 
or graphs to fine-tune this strategy. At least not yet. It’s likely this 
operating mode would be employed only in limited situations 
where both snow melting and pool heating are planned, and 
where a suitable sun-drenched dark pavement is also present. Still, 
this unique operating mode is another example of the versatility 
of hydronics technology that, in the right situation, can add 
significant value at very little additional cost.

Hydronics WORKSHOP

John Siegenthaler, P.E., is principal of Appropriate Designs, 
a consulting engineering firm in Holland Patent, N.Y., and the 
hydronics editor for Plumbing & Mechanical. Email him at john@
hydronicpros.com.                                        PM
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The Glitch & THE FIX

Geothermal heat pump, 
mod/con boiler for 
radiant floor heating

ARE YOU AN ACE TROUBLESHOOTER?
PM's Hydronics Editor John Siegenthaler, P.E., has been 

challenging heating professionals to take a closer look at how 
radiant and hydronic systems should be designed to fit today’s 
efficiency-minded world. His website, www.HydronicPros.com, 
offers some of the industry’s leading software for creating 
these properly designed systems. 

Plumbing & Mechanical is looking to test your mettle, 
too. In each issue of this magazine, John will pose a ques-
tion to you, our readers, to review a system’s schematic 
layout and discover its faults, flaws and defects. The solu-
tion to each issue’s question will be revealed in PM’s 
e-newsletter, Radiant & Hydronics e-News. To sign up to 
receive this free, twice-monthly newsletter in your email 
inbox, visit www.PMmag.com. PM also will archive all of 
its "The Glitch & The Fix" exercises at its radiant-focused 
website, www.radiantandhydronics.com.

Good luck! 

The third edition of  “Modern Hydronic Heating For Residential and Light Commercial Buildings,” by John Siegenthaler, 

P.E., shows you how to use the latest design techniques and hardware to create hydronic heating systems that 

deliver comfort, reliability and energy efficiency. Heavily illustrated with product and installation photos, 

and hundreds of new, full-color, highly detailed schematics, this 744-page edition is a one-of-a-kind  comprehensive 

reference on contemporary hydronic heating. To order, visit www.hydronicpros.com.

O verview: A homeowner tells his installer that he wants a 
geothermal heat pump as well as a mod/con boiler to supply 
the radiant floor heating in his new home. The installer 

assembles the six-zone system shown below.
Once the system was put in operation, the owner began complaining 

that some rooms were too warm and there were wide variations in floor 
surface temperature within a given room. He also mentioned that the 
heat pump seemed to turn on and off rapidly.

Exercise: Can you spot several incorrect details?

   JUST RELEASED!
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HELP
Dan Holohan

Technology 

allows us to 

‘read’ books in 

many different 

ways.

I
was walking down Lexington Avenue in 

Manhattan the other day when I noticed 
this young woman who was staring at her 
upheld hands and about to crash into me. 
I altered my course a few inches and she 
raced by. She was texting.

That got me noticing the other people 
around me. I’d say three-quarters of them 
were either talking on their phones or 
typing on their phones. This is the new 
normal. We want to talk with, or text with, 
anyone we’re not currently with, and at the 
expense of whomever we are with, but that’s 
OK because he or she is doing the same.

It’s normal. We just text and walk into 
traffic — and manholes.  

I also was on the phone while walking 
down Lexington, but I watched where 
I was going and I wasn’t talking; I was 
listening to a book.

I’m a writer. Reading is a huge part of 
my job, and I’m not suggesting you do 
what I do, but you might want to give it a 
try because the people in those books have 
much to say, and they don’t make your 
thumbs tired.

Every year on the first of January, I 
set out to read 100 books before the year 
ends. I don’t always make it, but I usually 
get very close. I’m not a speed reader; I 
just take advantage of technology. I use 
a Kindle, an iPhone (which syncs to the 
Kindle), and Audible.com. I listen while 
I’m walking, exercising and driving. I read 
while I’m in line at the store. I read at least 
three books at the same time. I know I’m 
ridiculous when it comes to this, but it’s 
how I get to learn from so many people. 

I just finished the following books, 
and they’ve helped me through these 
challenging times. I offer them to you 
because I think they will help you as well. 
It’s up to you, of course. 

• “Innovation and Entrepreneurship,” 
by Peter F. Drucker. Drucker was a 

management consultant and this book 
came out in the mid-‘80s. Think back 
to the big corporate names of that time. 
Microsoft, Apple, Google, Facebook and 
Amazon were still in the future. This book 
is a time machine because many of the 
companies Drucker praised floundered 
afterward. The value of the book is it gives 
us the opportunity to think about why they 
floundered, and then to hold up the same 
light to your businesses, large or small. 
Imagine your company five years from now.

Will it still be relevant? If not, why? And 
what are you doing about it right now?

• “The Big Roads,” by Earl Swift. The 
subtitle of this book is, “The Untold 
Story of the Engineers, Visionaries and 
Trailblazers Who Created the American 
Superhighways.” But that’s only part of 
it. This book busted a lot of the myths I 
once held to be true. It goes back to the 
beginning, long before the Lincoln Highway, 
and tells the story of population movement, 
politics, government, power brokers and 
construction as the world had never seen 
before. It’s thoroughly enjoyable, and it will 
help you to better understand where we live 
and why we live there.  

• “Powering the Dream,” by Alexis 
Madrigal. If you’re in the business of 
keeping babies warm, this is required 
reading. If you think any of this “green” 
technology is new, you’re about to get a big 
wake-up call. Madrigal covers the history 
of “green” technology in the same way 
Swift tells the story of highways. Want to 
know why there’s little or no insulation 
in the walls of most tract housing? Read 
this book. Looking for new opportunities? 
Read this book.

• “The War of Art,” by Steven Pressfield. 
Good title, eh? Pressfield is a novelist, but 
this nonfiction book is about the process 
of fighting what he calls the Resistance. 
That’s the force that has you doing other Ph
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Learn more:
www.webstonevalves.com/isolator
(800) 225-9529
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NEW Snug-Fit 
Rotating Flange

with ROTATING FLANGE & 
MULTI-FUNCTION DRAIN

PATENTED 
TECHNOLOGY
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things when you should be getting your 
job done. Like texting. Or maybe I’ll check 
my email again. I haven’t checked it in five 
minutes. Or let’s knock off for today and 
get the rest of this job done tomorrow. 
Or next week. “The War of Art” is a book 
about getting things done. You start, and 
then you ship. And always on time.

• “The Creative Habit,” by Twyla 
Tharp. Tharp is a famous dancer and 
choreographer. She once picked up the 
phone and called Billy Joel, whom she 
didn’t know, and within a few minutes, 
talked him into giving permission for the 
very successful Broadway show, “Movin’ 
Out.” This book is the perfect partner to 
“The War of Art” because it’s about taking 
on the hard work, sticking with it and 
getting things done. In times like these, you 
need to read books such as these.

• “The Greater Journey — Americans 
in Paris,” by David McCullough. This big 
book looks at how many American writers, 
artists, doctors and scientists traveled to 
Paris in the early days of the 19th century 
and then returned to America to change 
it forever, and all through hard work. 
McCullough weaves their lives together in 
a gorgeous tapestry. 

• “Justice — What’s the Right Thing 
to Do?” by Michael J. Sandel. All the big 
questions we face today, all the stuff in 
the news, all the political battling — that’s 
what Sandel takes on in this brilliant book. 
But he does it though a philosopher’s eye 
and through the lens of thousands of years 
of human history. There’s perspective and 
peace in this book, and I think we could 
use a bit of both of those things right now.

• “Islands in the Stream,” by Ernest 
Hemingway. I spent last spring rereading 
all of Hemingway. When I was done, I 
wanted to kill myself (just kidding). No 
one, before or since, has written as this 
man wrote. This heartbreaking book is my 
favorite of his. The title says it all: Islands in 
the stream. That is what we are.

• “Shop Class as Soul Craft,” by Matthew 
B. Crawford. Required reading for anyone 
who works with tools. Crawford has a 
doctorate and worked for a think tank, but 
left all that to open a one-man business 
restoring old motorcycles. This book is a 
pure, thoughtful celebration of the trades. 
It’s more important than ever right now, 
considering how many people we’ll need 
in the coming years and how few young 

people are considering the trades as a 
profession. There’s a power and nobility to 
this book. Read it and then give it to your 
kids to read. 

• “Country Driving,” by Peter Hessler. 
This one begins as a travel book, as Hessler 
sets out to drive all around China in a 
rental car. The people he meets along the 
way and the stories he tells will delight 
you. Toward the middle of the book, he 
takes a sharp turn as he gets into the way 
the Chinese work, think and live, and how 
they’ve done what they’ve done to us so 
quickly. If you want to understand your 
true coming competitor, read this book.

• “Factory Girls,” by Leslie Chang. When 
you’re done with “Country Driving,” follow 
up with this book, written by Hessler’s 
wife, Leslie Chang. It’s about the Chinese 
factories. Read this book and then spend 
some time thinking about where the stuff 
you buy comes from, and then think about 
where it once came from. This is a very 
sobering read.

• “The Vintage House — A Guide to 
Successful Renovations and Additions,” by 
Mark Alan Hewitt and Gordon Bock. I’ve 
known Gordon Bock for years. He once 
edited the Old-House Journal magazine. He 
and Mark Hewitt have put together a book 
that’s both smart and gorgeous. When it 
comes to the ins and outs of old houses, 
these guys know it all. Read this one, learn 
from it and then put it on your coffee table 
for others to enjoy. 

 Heating HELP

 PM

The people in 

those books 

have much to 

say, and they 

don’t make your 

thumbs tired.

Dan Holohan operates HeatingHelp.com. You 
can reach him at dan@heatinghelp.com. He 
loves hearing from you!
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labor savings

System  
Type PVC CPVC InnoFlue®

Material  
Cost $167 $520 $172

Labor  
Cost $120 $120 $60

Total  
Installed $287 $640 $232

* Based on ULC-S636 listed 3" diameter  
24 foot long system with 4 elbows.  

Based on labor rate of $40/hr.

Because time 
really is money.
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InnoFlue® Challenge and see for
yourself how InnoFlue® saves time 
and money. You’ll have a chance 
to win $200 gift cards, and the  
fastest contestant will win a trip  
for four to Germany!

Locate Participating Distributors 
and Details at:
www.centrotherm.us.com
877-434-3432

InnoFlue®?
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Polypropylene Vent Systems
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Eco Systems
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Dependability is simply part of our heritage.

There are some things you can always depend on... 

and, at Utica Boilers, we believe our boiler should be one of them.

The UTICA SSC – Dependable and Easy
- Built in primary/secondary piping with pump 
- Factory installed probe-type low water cut off 
- Control with simple text display, outdoor reset, priority domestic  

hot water, and integrated multiple boiler control capability
- Simplified electrical connections with removable terminal block 
- Integral condensate trap
- Jacket slides on and off for quick access
- Replacement ready with 1-1/4” piping connections and low  

pressure drop - no high head pump required
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OFF THE WALL

RETURN OF OFF THE WALL

O
riginal inquiry: Looking at a complete, down-to-the-studs 

remodel of my 1915 condo in San Francisco. I have about 1,800 
square feet and the prior owner had a cobbled-together forced-
air gas system installed. My wife and I both like steam heat and 
were wondering if you guys could opine on what a “modern 
day” one-pipe system would look like? My design help looked 
at me like I was crazy to consider such an idea. The good news 
is that top-notch weatherproofing will be in order and we never 
get below freezing. So it seems that a nice, steady heat source 
would be ideal. So fire away! Am I crazy? SteamCoffee

Replies: Your idea is good, but maybe a two-pipe vapor 
with orifices would be even better for the mild winters you 
have. You will have to look at the radiators you intend to use, 
and see if the outlet side can be opened. A tekmar controller 
with an outdoor sensor would be a good method of control. 
nicholas bonham-carter

Not crazy at all! I just wouldn’t want one pipe; with a two-
pipe system, you don’t have the vents and noise from them 
to deal with. There are several good reads in the library here 
on people installing a “dead man’s system.” I would just make 
sure to find someone local that is actually up to the task. It’s 
one thing to maintain an old system that was installed by a 
pro of that era vs. doing all the calculations to run the correct 
dimensions and slopes of pipes to ensure all your steam gets to 
where it needs to be, and all the makeup water comes back to 
the boiler. Moneypitfeeder

Sounds like what you may be looking for is the comfort of 
steam radiators. While I believe that a steam system existing 
in a house can be an excellent delivery system for comfort, I 
do not necessarily think that if you are doing a down-to-the-
studs renovation that steam would be your best bet. Have you 
considered a modern, highly efficient hot water system? You 

could still use your old fashioned radiators, which would give 
you the look and feel of steam, but you would have a much more 
efficient system that would use modulating water temperature. 
In your case, that may be a better choice. Greg Maxwell

Two-pipe steam with supply orifices would be best with 
a modulating boiler and full reset of supply pressure to give 
modulating output to the system. The efficiency of this system 
would likely meet that of a modulating hot water system as 
noted above. However, with your moderate climate, I would 
expect the payback of a more complex system to be very long.  
Sticking with a simple system probably makes the most sense, 
with steam able to provide both the comfort advantage of 
radiant heat (if using radiators) and quick response to get the 
chill off in shoulder seasons. Boilerpro

What about a minitube system, such as the one Gerry Gill 
installed?  Though it would be a two-pipe system. That was some 
beautiful work.  I loved watching his videos on YouTube. ChrisJ

The “down to the studs” part of the equation may be out of 
the question. My architect  said that if I open the walls, I open 
myself up to the new California Title 24 energy “green” codes. 
The good news is it refers mostly to nonsteam systems! Part of 
the original steam pipe remains in the walls (as does massive 
amounts of gas pipe for the original gas lighting system).

The unit is on the second floor and has plenty of access to 
run pipe, install a boiler, etc. As for the specifics, two pipe is 
ideal, especially for modulating each room. I thought simplicity 
favored the one-pipe system. I know the payback period is 
longer, but nothing beats the steam system to fight off the chill 
of fog and constant sea breeze. The remodel would have to 
replace the cobbled forced-air heat anyway; no air conditioning 
necessary here! So getting the right system makes sense. I have 
some studying to do! SteamCoffee

A modern-day one pipe?

Dan Holohan’s website, www.heatinghelp.com, includes a 
message board called “The Wall.” Regular participants include some 
of the brightest and most dedicated practitioners of hydronic 
and radiant heating in North America. As a result, the useful 
information found here rivals that found on any online forum 
in the industry.

With Dan’s return to Plumbing & Mechanical, Supply House 
Times and PM Engineer, we are again sharing with readers, with 
Dan’s permission, some of the posts (edited by PM staff for style 
and grammar) that pertain to technical problems in the field or 
other items of interest.
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THE PATH OF MOST RESISTANCE.WHEN IT COMES TO CSST, CHOOSE 

FlashShield is proven 
to resist far more 
electrical energy than 
its closest competitor.
Featuring a unique layer of metal mesh 
placed between two jackets of semi-conductive 
polymer, FlashShield CSST provides a level of
lightning-resistance that’s simply unprecedented. 
In fact, when a leading U.S. lightning laboratory 
performed a head-to-head comparison—under 
specifi ed conditions—of the effects of a 
simulated lightning strike on FlashShield and 
a similar conductive CSST, the results clearly 
show FlashShield CSST offers far more resistance. 
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PRIMER
Julius Ballanco, P.E., CPD

Will women 

ever embrace 

this type of 

fixture? 

O
ne of the comments I often hear from 

women is that too many men are involved in 
the plumbing business. In contrast, I think 
they mean not enough women are involved. 
I would tend to agree more women would 
always be welcome in the industry.

In our politically correct world, many 
want us to believe there is no difference 
between men and women. When it comes to 
plumbing, women especially know that there 
is a big difference. We use the toilet room 
differently. Men use a urinal, women don’t.

I have written in the past about female 
urinals. In the 1990s, there was an attempt 
at a new female urinal called the SHE-INAL, 
later the Urinet. The product never took off. 
Women never liked grabbing a handle and 
using the product’s funnel device.

There was also a female pedestal urinal 
manufactured in the early part of the last 
century. Women never used it but it didn’t 
disappear. It became a different style of 
a men’s urinal. It has since disappeared 
because of the high volumes of water 
required to flush the fixture.

One of the problems with female urinals 
has always been education regarding their 
use. Men urinate facing the urinal. With 
the original female urinal, women urinated 
by turning around and facing away from 
the urinal. Every time women tried to copy 
men in facing the urinal, it didn’t work out.

So I was surprised when I received a 
recent email about the Urifemme female 
urination funnel. At first I thought it was 
a joke email since I am in the plumbing 
profession. Then I checked and discovered 
it was completely legit. The product 
uses 100 percent recycled material for a 
convenient contoured funnel-like device, 
which allows women to urinate while 
standing. Those are the words from the ad.

At first I chuckled, since women can 
always urinate standing up, without a 
funnel. Women actually have better aim 

than men. Yes, we actually study this. 
Another difference is that women use toilet 
paper. So women have the better approach 
from a sanitation standpoint.

Toilet-seat phobias: Which takes me 
back to the ad. It claims that 60 percent of 
Americans refuse to sit on a public toilet 
seat. I assume it is referring to 60 percent 
of women. The ad goes on to describe all 
the germs and disease that are on a public 
toilet seat. It explains why women “hover.”

“Hovering” is a term I have heard used 
a lot by women. As explained by women, 
hovering is when you position yourself 
over a toilet seat without actually touching 
it. You do your business, wipe and leave, 
never having contact with that disgusting 
toilet seat.

The response to hovering, in certain 
public locations, is the availability of a 
paper seat cover. The Urifemme email 
included a YouTube video of a woman 
struggling to use the paper seat cover. It 
was rather funny.

Manufacturers also have developed 
seats with plastic covers and seats that 
automatically wash the seat after each use. 
The seat cover has caught on in certain 
locations in the United States, including 
O’Hare Airport. The automatic seat washer 
has not, probably because of the cost.

Bathroom research: Professor 
Alexander Kira of Cornell University 
wrote a book on the use of the bathroom. 
He studies the postures both men and 
women should be using for the elimination 
process. I had the distinct pleasure of 
speaking to Professor Kira before he passed 
away. He told many interesting stories 
about our profession.

As Professor Kira pointed out, women 
have good aim when urinating if they bend 
at the waist. The urine stream will extend 
between 12 and 24 inches from where they 
are standing. Professor Kira also pointed Ph
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To find out more about Grundfos 

energy-efficient circulators visit us at:

poweredby.grundfos.com

POWERED BY THE IMPOSSIBLE

POWERED BY 

RELIABILITY

ALPHA™

Today, 2.5 million ALPHAS 
are hard at work.

Easy to install. Easier to maintain and operate. 

Backed by 60 years of pump innovation, the 
ALPHA you install is the most dependable 
small circulator pump in the world today.

AUTOADAPT™ 
RELIABLE ENERGY SAVINGS

ALPHA’s AUTOADAPT technology takes the 
guesswork out of achieving maximum 
system performance, efficiency and savings:

 system demands

 
 standard circulators
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out that the use of any form of a female 
urinal is hindered by social norms and the 
state of undress required to use the fixture.

Unlike men, women cannot simply pull 
down a fly to urinate. Their pants must be 
lowered for them to bend and use a urinal. 
The female anatomy also means that toilet 

paper is imperative for completing the 
urination process. If bent at the waist to 
stand and urinate, the toilet paper would 
need to be handy.

The question is whether women can 
ever overcome social norms to use a 
female-type urinal. There still would have 
to be an enclosed compartment, since 

there is more exposure than when a man 
uses a urinal. You could never have a 
nonwater supplied urinal since toilet paper 
would have to be flushed after each use.

A newly designed female urinal could 
solve the problem of hovering. It could 
also solve the problem of women having 

to use funnels, or carrying paper gaskets 
to place on toilet seats. But it will take 
time for women to adjust to using such a 
fixture. Can a manufacturer wait for a slow 
response from the public?

If the plumbing industry decides to 
enter a new chapter of female urinals, 
I think the fixture must be designed by 

women. That is not being sexist, that is 
stating the obvious. Women use the fixture, 
they would know what their demands are.

I also envision a fixture that would 
be easier and faster for women to use 
when urinating. The water closet takes 
time. When using a public bathroom for 
urination, a man can use a urinal twice 
as fast as a woman using a water closet. I 
think women would love to cut the use of 
fixtures by one third, thereby cutting down 
on waiting time.

I think we owe it to the female population 
to come up with a simpler, faster way for 
them to urinate. It would be nice if women 
never have to hover. Then again, I could be 
all wrong. I’m a man, after all.

 Plumbing PRIMER

Julius Ballanco, P.E., is president of 
JB Engineering and Code Consulting, 
P.C. He can be reached at 1661 Cardinal 
Drive, Munster, IN 46321 or call him at 
219/922-6171.                                      PM                    
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INTRODUCING THE ACCELERA© 300 HEAT PUMP WATER HEATER:
ACCELERATE YOUR SAVINGS!

The new Accelera® 300 can extract up to 
80% of its energy requirements from the 
air around it.  Heat pumps have been 
around for decades, but a heat pump 
water heater is a brand new concept. 
The Accelera® 300 works like an air 
conditioner - but instead of dumping the 
heat outdoors, it puts it into the water.

Energy from nature.

The Accelera’s compressor and fan 
consume only 1 kWh of electricity to 
generate the heat equivalent of 3 – 5 kWh. 
The efficiency of the unit goes up with 
increasing ambient air temperatures.  
This ground breaking efficiency redefines 
what a water heater is capable of, and 
what savings can really mean !

TOLL FREE 800.582.8423
www.stiebel-eltron-usa.com
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Some people think 
all blue thread sealants are alike.

The U.S. Patent Office begs to disagree:
On December 1, 2009 Hercules was 

granted U.S. Patent 7,624,990 for its 
“Thread Sealants with Engineered Fibers” 

otherwise known as Megaloc® 
with DuPont® Kevlar®.

The patent recognizes the superior 
characteristics of our product - cleans up 

easily with a dry rag, non-drip, minimal odor, 
non-flammable, OK for potable water, OK for gas. 

In fact, Megaloc with DuPont Kevlar 
comes along once in, well, a blue moon.

“Pick of the Pros”
Hercules Chemical Co., Inc.
Passaic, NJ 07055
800-221-9330
www.herchem.com

Kevlar® is a registered trademark of DuPont or its affiliates and is used under license by Hercules Chemical Company, Inc.
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The BOTTOM LINE
Jack Tester

Learn how to 

establish proper 

expectations 

and 

accountability 

in your shop.

O
ne of the most important jobs of an 

effective owner or manager is to ensure 
he runs a highly accountable operation. By 
accountable, I mean where every employee 
knows exactly what is expected of him or her 
in his or her role, has the tools and training 
to perform that job at a high level and then, 
most importantly, the manager holds each 
employee accountable to those expectations.

It sounds easy, right? Lay out 
expectations clearly and objectively. Train 
people, encourage them along the way and 
then hold them accountable. If it is so easy, 
why does it only occur in those few highly 
successful companies in our industry?

Where is the disconnect for most 
companies? The reasons vary, but the 
following is a list of culprits. 

No objective performance statistic for 
every position: I heard years ago from a highly 
respected sales management consultant — 
Harry Friedman of The Friedman Group 
— that if you can’t attach a performance 
statistic to an individual job, than it is really 
not a job. The broader point was you have 
to manage (hold people accountable) on 
statistics, which are usually very objective, 
vs. your opinion, which is subjective. Wise 
counsel then, wise counsel now.

Sit down with your organizational chart 
of employees and for every person, say to 
yourself, “What is a performance statistic that 
would constitute success for this position?” 
For sales personnel and technicians, they 
generate sold hours and revenue. You can 
create an expectation there. For customer 
service representatives, it is easy to create a 
scheduled call goal. Each position needs an 
objective measurement for their position.

Hopelessly high performance 
statistics: I see this all the time. It is very 
rare that a performance statistic is set that 
is too easy to accomplish. On the contrary, 
managers frequently set performance 
expectations that are, at best, “aspirational.” 

Actually, many times they are virtually 
impossible to achieve. An example would 
be technician performance standards. 
Let’s say the shop in its best month had 
average technician sales of $30,000. Great. 
That is now the expectation, plus $10,000, 
which now totals $40,000. The manager 
sits down with a technician and gives him 
this expectation.

In future months, the goal is missed 
not only by that one technician, but by 
every technician. Now what do you do? 
Fire everyone? No, you ignore the goal and 
now no one has an objective performance 
expectation. At that point, you do not have 
an accountable company. 

Failing to know the score: This happens 
all the time. The owner does not track 
the company’s performance, much less 
the performance of the individuals in the 
company. So even if there were objective 
statistics in place to gauge the success of 
the employees and these statistics were 
realistic, no one knows where they stand. 

Highly accountable companies have a 
daily, weekly and monthly tracking of key 
performance indicators for the company 
and by position. They don’t get tangled up 
trying to analyze each number every day 
or even every week. At least once a month, 
they stop and access the performance of the 
company and everyone on the team. They 
know the revenue  for each day and sold 
hours generated the day before and what 
kind of trend that is creating for the month. 
They understand which techs and sales 
personnel had good days or tough days. 
Each week they look at payroll expenses to 
make sure they are in line with expectations. 

Finally, each month they review the 
production of each employee against 
performance expectations and, of course, 
do a deep dive on the company balance 
sheet and income statement. If performance 
is straying away from expectations, they Ph
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 Are you an accountable manager?



The Buderus GB142 
and GB162 Boilers

A boiler that will keep you warm 
with a guarantee that won’t leave 
you out in the cold.

[ Air ]

[ Water ]

[ Earth ]

[ Buderus ]

www.buderus.us
Bosch Thermotechnlogy Corp.

Buderus Boilers are the leading solution for ultra-effi cient radiant heat and are available with AFUE 

effi ciencies of 96%. These space-saving, wall mounted units come in a variety of sizes and offer a great 

warranty, including 5-year parts and labor. So if you are looking for a highly efficient and reliable 

boiler solution, ask your heating professional for Buderus – an excellent choice for affordable 

home heating comfort.
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make corrections sooner rather than later. 
If you are going to have an accountable 
company, you have to keep score.

Rationalizing sub-par performance: 
Many operators in our industry are really 
nice people. Too nice. They come to like and 
have great affection for their employees. 
They get to know them and their families. 
They know when they are facing personal 
struggles. And then they immediately give 
them a mental pass when they perform 
their jobs below expectations. 

Only the most callous manager would 
not take personal situations into account 
when reviewing the performance of an 
employee. I am not talking about those 
extreme examples when personal tragedy 
befalls an employee or even the days, weeks 
or even month when, for whatever reasons, 
an otherwise good employee goes through 
a tough patch at work. These things happen 
and a good manager acknowledges and 
helps an employee through the difficult 
times without clubbing them over the head 

with poor performance appraisals.
However, I see some managers give certain 

employees (or all employees) an open-ended 
pass on performance expectations either due 
to the fact they have been there forever or 
have or had personal challenges that affected 
their work. This is called “enabling” and it 
does not do the manager, the business or the 
employee any good. 

If an employee is unable or unwilling to 
perform the job he is assigned and you have 
trained him reasonably well, accountable 
companies will move that employee into a 
more suitable position or move him out of 
the company. 

Confusing busy with productive: I use 
this phrase I shamelessly stole from Nexstar 
Business Coach Jim Hamilton all the time. 
The reason I use it all the time is I see it 
all the time — especially with managers. A 
manager comes to the office early, let’s say 
6:30 a.m., and puts in 10 hours. He seems 
to be scurrying all over the shop, answering 
his cell phone, ordering parts, putting out 

fires, checking jobs and smoking cigarettes, 
lighting one with the other. The guy is a 
whirlwind, or so it seems. 

However, the department being overseen 
is in decline. Sales are down and gross 
margins are down. Good techs have jumped 
ship. Of course, it is not the manager’s 
fault because he is exceedingly busy. If you 
ask the manager how he is performing, he 
will tell you about the amount of time he 
puts into the job — all the plates he keeps 
spinning. What is lost on the manager and 
the owner is the purpose of his job is to 
hit the performance statistics set for his 
department (the annual budget). As busy as 
the manager is, he is not productive. 

When reviewing the performance of 
any position, don’t confuse busy with 
productive. Look at the result and don’t be 
blinded by the daily flurry of activity. 

Lack of personal accountability 
at the top: Likely the biggest barrier to 
having an accountable company is having 
a different set of expectations for the 

The BOTTOM LINE
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Jack Tester is the coaching manager for 
Nexstar Network. Jack can be reached at jackt@
nexstarnetwork.com or call 651/789-8512.   PM

LA-CO® Slic-tite® thread sealant is 
engineered for jobs that demand high 
performance. Slic-tite has been proudly 
made in the U.S.A. for over forty years.

Proudly Made In The U.S.A.

F R E E  I N F O  # :  2 9 9
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owners and perhaps a select group of company 
employees (usually family). The owners have 
no moral authority to demand a high level 
of accountability in any employee when 
they are unwilling to be accountable for the 
expectations they profess for themselves.

This is incredibly de-motivating for all 
employees when corrective action is taken 
against them. Employees who would otherwise 
flourish in an accountable environment will 
jump ship due to the hypocrisy. In many cases, 
the owners know they have no moral authority 
to drop the hammer and don’t even try to 
enforce performance standards on others. 
Employees are then managed on whether they 
“look busy.” Not good. 

If you go to any successful company in our 
industry, you will see accountability at the top 
of the organization right down to the newest 
employee. No one is exempt. No one is above it. 
And no one would live without it.

The BOTTOM LINE
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LoadMatch® and LEED Silver
The city of Edmonton has a new 
LEED Silver-certifi ed building (Cana-
dian GBC standard), The Lois Hole 
Library.  And it comes with a Taco 
LoadMatch® single-pipe system to 
heat and cool the two and half story 
building.

System design made easy. 
David Folster of Williams Engineering 
Canada Inc. used the Taco Load-
Match design software, Hydronic 
System Solutions® (HSS) for the proj-
ect.  “Everything told us it was going 
to work,” says Folster, who loves the 
design program. “I trust HSS,” he 
adds. “It’s one of my main design 
tools today.”

The HVAC System
The library main mechanical room 
consists of two Raypak gas-fi red, 
condensing Hi Delta boilers with 
Taco KV/KS and 1900 pumps, Multi-
Purpose Valves, Suction Diff users and 
a 4900 Series Air/Dirt Separator. The 
fan room is in the attic space.

Consistent comfort
Controlling temperature and humid-
ity in the library has never been a 
problem in a city that experiences 
plenty of -10 to -15°F days and nights 
in winter.  There have been no issues 
with the LoadMatch circulators, and 
change-outs to the fi lters in the fan 
coil units are handled routinely.  “I 
like LoadMatch,” says David Folster, 

“with its one pipe sized to carry the 
full fl ow throughout the building. 
For 2-½” pipe and above, LoadMatch 
makes perfect sense.”
 
Learn more
Take a tip from David.  Get to know 
Taco LoadMatch® and our Hydronic 
System Solutions® software.  You’ll 
save time, materials, and energy.  
There is lots more information on our 
web site: www.taco-hvac.com

– David Folster, C.E.T.,  Lead Designer
Williams Engineering Canada, Inc.
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One of the drawbacks of trying to 
sell homeowners on the advantages of 
installing an energy-efficient heating 
system using radiant, geothermal or solar 
thermal technologies is the lack of real 
numbers to back up performance claims. 
Most energy performance numbers are 
based on computer modeling of how 
building occupants will use the systems.

Those numbers rarely come close 
to how human beings actually use their 
heating and cooling systems.

Researchers at Montana State University 
in Bozeman, along with sponsor REHAU, 
are about to change that perception. The 
REHAU MONTANA ecosmart house, 
currently under construction in Bozeman, 
will feature the latest sustainable building 
products and systems. This living laboratory 
will study over a four-year period how 
these various building systems can best be 
integrated for optimal energy consumption, 
comfort and life-cycle costs.

The 3,800-square-foot, three-bedroom 
home is the brainchild of Bill Hoy, director 
of strategic building development at REHAU. 
Hoy, an architecture graduate of Montana 
State, helped start the MSU College of 
Arts and Architecture’s Creative Research 
Lab (www.montana.edu/crlab), which is 
overseeing the project. Hoy and his family 
will move into the home after the initial two-
year research period. The home is expected 
to be completed later this year.

Hoy had purchased the land before 
he went to work for REHAU. In 2008, he 
approached Terry Beaubois, director of the 

CRLab and ecosmart project manager, with 
the  concept of building a house to research 
and identify the most cost-effective, energy-
efficient heating and cooling systems, yet still 
provide a high level of comfort for residents. 
Beaubois was intrigued with the idea. 

When the time came to obtain a 
corporate sponsor for the project, they met 
with Dr. Kitty Saylor, CEO of REHAU 
North America, about installing the 
company’s energy-efficient products in the 
home. Saylor agreed and, in return, REHAU 
was given naming rights for the house.

In 2009, Hoy was laid off from 
Washington, D.C., real estate firm B.F. Saul 
Co., where he was senior vice president of 
construction. During the Bozeman project 
meeting with Saylor, she offered Hoy a job. 
He started at REHAU in August 2010 and 
moved his family to Montana.

During the first two years, CRLab 
researchers will study the different heating 
and cooling systems in the unoccupied 
home. They will also compare international 
sustainable building standards with their 
residential model, thus helping determine 
the best approach for homeowners to attain 
certification for LEED For Homes, Energy 
Star homes and National Association of Home 
Builders’ National Green Building Standard.

Once the homeowners move in, another 
two years of research will examine how the 
family is interacting with the heating and 
cooling systems and compare those findings 
with the energy-usage performance model. 
The CRLab will submit a post-occupancy 
evaluation and real-time data results will 

be published on the home’s website — 
www.montanaecosmart.com.

Sustainable smorgasbord: As the primary 
sponsor of the ecosmart house, REHAU is 
providing many of the sustainable heating 
and cooling systems’ components:

• Geothermal ground loop heat exchange. 
RAUGEO PEXa pipe is installed in four 
300-foot-deep vertical wells with 1-inch-
diameter double U-bend in each for 
optimal energy extraction. Ground loops 
are connected to a combination heat 
pump (water-to-water and water-to-air) 
to handle the radiant floor heating system 
and the forced-air ventilation system.

In addition, prefabbed Helix probe 
prototypes (130 feet of 1-inch PEXa pipe 
configured in a 15-inch-diameter spiral) 
were installed in shallow, 20-foot wells to 

By Kelly  Faloon faloonk@bnpmedia.com

Researching 
energy
efficiency

Cal Sampson (left) and Tyler Sampson of 
Bridger Drilling install prefabbed REHAU Helix 
probes in 20-foot-deep wells, in addition to 
the four 300-foot-deep wells for conventional 
geothermal piping.
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see if this type of system would be feasible 
in areas where deep wells are not practical, 
Hoy explains.

• Ground-air heat exchange. The ECOAIR 
system is the primary supplier of fresh air to 
the home. Outdoor air is pulled into a 6-foot, 
stainless-steel inlet tower — outfitted with 
an electrostatic/HEPA filter — then pulled 
underground, around the perimeter of the 
house, through 8-inch ECOAIR PVC pipes 
with a silver-lined antimicrobial layer. Air is 
ducted throughout various zones in the house.

Ecosmart has two duplicate systems 
to compare performance. One system is 
installed 7-feet deep outside and the other 6 
feet below the basement’s concrete slab.

• Radiant heating and cooling. This 
system circulates heat transfer fluid 
through 1/2-inch RAUPEX PEXa tubing 
embedded in concrete in the basement 
and suspended wood floors. Tubing is 
connected to the geothermal system to 
provide warm or chilled water.

The RAUPEX tubing is tied to mesh on 6-, 
9- and 12-inch centers on the lower-level slab, 

and rebar on 8- and 12-inch centers on the 
upper level, says Patrick McMullen, owner 
of Belgrade, Mont.-based PJ’s Plumbing and 
Heating, the installer for the radiant heat, 
snow melt and solar thermal systems. Tubing 
is connected to REHAU PRO-BALANCE 
manifolds. Each floor took the three-man 
crew from PJ’s one day each to install about 
5,000 lineal feet of 1/2-inch radiant tubing.

In addition, REHAU radiant cooling 
panels are used to lower the surrounding air 
temperature.

• Snow and ice melting. REHAU’s snow- 
and ice-melting system is installed in a 
section of the driveway and the front porch 
and heated by the geothermal system. It 
is sized to minimize the safety hazards 
of icing and modest snowfall to conserve 
energy. About 900 lineal feet of tubing 
for 600 square feet is used for this system, 
McMullen says.

• Solar thermal system. Domestic hot 
water and supplemental radiant heat are 
provided by three REHAU solar thermal 
panels. The roof collectors are connected to 
a solar storage tank by way of a pressurized 
glycol-filled loop. The heat exchanger 
circulates domestic cold water through the 
storage tank before supplying the water 
heater. Excess solar energy will be redirected 
to the snow-melt system in the winter or 
a heat sink buried 10 feet under the front 
patio concrete slab during the summer.

The heat sink — four zones of 1-inch 
PEX looped in 400-foot runs over sheet foil 
insulation — was designed by McMullen, 
who first heard about the project from one 
of his wholesale distributors, Keller Supply.

“I was at a geothermal training class 
in Seattle and became interested in the 
project,” he recalls. “I put my name in the 
hat and met Bill Johansen from REHAU 
and the folks at MSU. They invited me to 
look at the project.”

Other sustainable technologies that 
contribute to the building envelope’s energy 
efficiency are: AAON heating and air-
conditioning equipment, which operates the 
geothermal, heating and cooling systems of 
the house; Amvic insulating concrete forms 

(each block used in the ecosmart house 
consists of 60 percent recycled materials); 
prefabbed structural insulated panels by Big 
Sky Insulations; and thermal efficient and 
durable REHAU vinyl windows and doors.

Easy-to-use Web-based REHAU smart 
controls will allow researchers, and later 
the Hoys, to manage the heating and 
cooling systems to achieve comfort while 
using the lowest amount of energy, as 
well as monitor systems for functionality. 
Interfacing with weather services allows 
the controls system to automatically adjust 
settings before the weather changes.

The mechanical room houses the 
Triangle Tube gas boiler and storage tank, 
and Grundfos pumps and fans. A REHAU 
FIREPEX stand-alone residential fire 
protection system is installed throughout 
the home with concealed sprinkler heads.

Monitoring and measuring: Students 
in MSU’s mechanical engineering 
department placed more than 350 sensors 
throughout the ecosmart house and 
with its underground systems to record 
temperature and energy data, says Kevin 
Amende, adjunct assistant professor in 
mechanical engineering technology at 
Montana State. Amende oversees an HVAC 
testing facility at the university, which is 
how he came to Beaubois’ attention.

“The sensors will help determine how 
each individual component in the house 
is performing,” Amende states. “We’ll also 
be running tests to see how one system 
performs against another — radiant, 
forced air, heat recovery ventilation system 
and ground-air heat exchange.”

Energy data will be recorded and 
analyzed to verify each system as a residential 
sustainable technology.

Amende has assigned students to ecosmart 
for the last two years. In the preliminary design 
phase, mechanical engineering students 
came up with alternatives for cost-analysis 
of construction materials and their thermal 
performance. Some students were involved in 
the energy performance modeling program. 
That information was passed on to business 
students on the project; they crunched the

The REHAU MONTANA ecosmart 
house is a living laboratory 
for green heating and cooling 
technologies.
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numbers and determined the point where 
it was not economical to add more energy-
reducing systems to a structure.

Most recently, a group of students 
helped to  create a software program 
to measure temperature, flow rates and 
other data in order to give an accurate 
picture of the home’s energy usage. At the 
end of the research period, information 
is to be gathered and disseminated to the 
heating and cooling industry, as well as 
the general public.

“We want this house to be a learning 
tool,” Hoy says. “We want to extrapolate 
this data and scale it down for affordable 
housing. For a 1,200-square-foot home, 
which system will give homeowners the 
best return on their investment?”

Amende adds, “We’re researching 
which systems are more optimal in different 
seasons.”

Interdisciplinary collaboration: For 
Beaubois, ecosmart is more than just 
learning about sustainable construction. 
It’s about colloboration and working 
together successfully within the team — a 
lesson he hopes his students learn. 

MSU business, engineering and 

architectural students worked 
together not only to design 
systems but to determine 
real life-cycle costs. The 
various contractors, REHAU 
representatives and the owner 
were all involved early on, which 
streamlined workflow and 
avoided misunderstandings. 
Structural engineering firm 
Nishkian Monks, general 
contractor Tollefson Builders 
and Energy 1 (which 
provided the drawings) 
completed the team.

“Having that early 
input from everyone 
allowed us to shape the 
project,” Beaubois notes. 

“I want students to realize this type of 
collaboration is what makes successful 
projects in the real world. It doesn’t make it 
easier, but it does make the project better.”

Amende and Beaubois intend to 
take the research results from ecosmart 
and turn them into curriculum for 
their students.

“We’re going to create some building 
industry case studies,” Beaubois explains. 
“We need to be as transparent as possible. 

We may consider four or five technologies 
and select one, but we won’t say that is the 
one others should select. We’ll explain why 
we picked that technology and why we 
didn’t pick the others. They may be in an 
area where the temperature and humidity 
is different, and so the conclusion they 
reach may be different.

“A researcher’s report isn’t about 
anticipating a result and reporting that 
conclusion. We’re not trying to predict the 
outcome.”

‘Human sustainability’: In addition to 
addressing sustainability issues, the home is 
designed to accommodate Hoy’s daughter, 
Jenny Hoy, who is in a wheelchair. There 
is a separate area in the home for her, 
complete with kitchen. Beaubois hired 
her for two weeks to research disability 
design in the house. She found potential 
obstacles that someone not in a wheelchair 
wouldn’t have considered and came up 
with creative solutions.

“It’s not just about the sustainability of 
the materials,” Beaubois notes. “We need to 
look at human sustainability as part of the 
(overall) sustainability when we’re looking 
at materials. It’s not a separate thing; you 
need to take the people into consideration 
right away.”

Researching 
energy
efficiency

Excess solar energy will be redirected to a heat sink buried 10 feet 

under the front patio concrete slab during the summer. The heat 

sink — four zones of 1-inch PEX looped in 400-foot runs over sheet 

foil insulation — was designed by Patrick McMullen of PJ’s Plumbing 

and Heating.

The 3,800-square-foot, three-bedroom REHAU MONTANA ecosmart house includes a smorgasbord 
of sustainable construction features, such as geothermal heating and cooling, radiant heating 
and cooling, snow melting, solar hot water heating, and water-to-air heat pumps.

Ph
ot

o 
cr

ed
it:

 R
EH

A
U

 C
on

str
uc

tio
n.

ar
to
sy
re
va
re
w
s
a
S

E ess solar energy will be redirected to a heat sink buried 10 feet 

i the summer The heat 

The
of s
and

 PM

Ph
ot

o 
cr

ed
it:

 P
J’s

 P
lu

m
bi

ng
 &

 H
ea

tin
g.



TM

UP TO

40%
MORE RUN-TIME,

20%
MORE POWER,

50%
MORE RECHARGES

RED 
MEANS  
MORE

m
il
w

a
u

k
e

e
to

o
l.
c

o
m

SYSTEM

COMPACT 
LIGHTWEIGHT DESIGN

2629-22 

M18™ Cordless 
Band Saw Kit
 480 SFPM
 3-1/4" x 3-1/4" Cut Capacity
 Compact 10.25 lbs Design
 Tool-Free Adjustable Shoe

2629-22

M18™ Cordlesss
Band Saw Kit

480 SFPM

Circle 227



Plumbing & Mechanical, September 201148

“Slow” and “modest” are words 
used to describe the turnaround 
in the nation’s economy.

When it comes to the topic of water 
treatment, cautious optimism exits 
stage left in favor of reports of increased 
sales and burgeoning profit margins — 
especially from plumbing contractors.

While still in its relatively nascent 
stages in terms of market share, more 
and more plumbing contractors are 
adding water treatment to their service 

repertoires, ratcheting their customer 
service to even higher levels while 
creating an additional revenue stream in 
tight economic times.

“It’s become a very lucrative revenue 
stream for us,” says Jessica Burden, the 
sales manager at Spring, Texas-based 
Milton Frank Plumbing, a member of the 
Quality Service Contractors group of the 
Plumbing-Heating-Cooling Contractors 
– National Association. “Water testing is 
part of every service call we do. Every work 

order lists the water-quality numbers for 
that home. We consider it a perk.”

Not getting any better: Eric 
Brockmire, the director of national 
accounts and education services for Pro 
Systems Water Treatment Products (a 
division of Aquion), knows a thing or two 
about water quality. A staunch proponent 
of water treatment and an even bigger 
believer in plumbing contractors installing 
water treatment equipment, Brockmire is 
never at a loss when it comes to water-
quality statistics. His findings paint a clear 
picture why the water treatment industry 
continues to flourish.

“The engineering community 
has given American infrastructures a 
D-minus,” he states. “Water main breaks 
continue to increase in this country. 
Every five seconds in America, a water 
main breaks. Water municipalities do the 
best they can with the dollars they are 
given. How they get us the water is what 
is in question. The challenges they have 
to meet are great.”

Burden notes the Houston area 
changed its water table from ground to 
surface water, which necessitated the use 
of more chemicals to treat the water.

“They started treating the water with 
chloramine,” she says. “The first question 
we ask a customer is if they drink the tap 
water. They usually say no and tell us 
they drink bottled water. The chlorine 
amounts being put in the water here, you 
actually are inhaling more chlorine when 
you take a shower than you would ever 
consume out of the faucet.”

Paul Stefano, the general manager 
at Ben Franklin Plumbing in Charlotte, 
N.C., also deals with the chlorine factor. 
“We live in a soft water area and chlorine 
is a big thing,” he states. “It will dissolve 
toilet tank and faucet parts.”

Water treatment continues to gain in popularity 

with plumbing contractors.

Ph
ot

o 
cr

ed
it:

 V
er

n 
Ku

m
m

er
s 

Pl
um

bi
ng

. 

Gathering steam
By Mike Miazga miazgam@bnpmedia.com

A Flow-Tech water treatment system is shown installed in a home. A large majority of plumbing malfunctions 
in the home can be attributed to water-quality issues.
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1,350 locations. All 50 states. 300 showrooms. 17,000 associates. 
58 years in business. 

At Ferguson, it’s true that our inventory is huge with thousands of your top items in stock every day.  And we fi ll 
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Up in Green Bay, Wis., Lake Michigan is the main water source 
and presents a different sort of water-quality challenge.

“Because our area is tapped into Lake Michigan, people don’t 
think they need water softeners, but they still get scale buildups. They 
don’t like that silky feeling they get from the softened water,” notes 
Rick Kummers, owner of Vern Kummers Plumbing in Green Bay. 
“Consumers are tired of all the labor of carrying salt down the stairs 
and softeners not working all the time, and not knowing who to call 
or who should work on the water softeners when they break.”

Plumbers to the rescue: Whether it’s an issue with chemicals in 
the water or how the water feels when it comes out of the faucet, the 
need for water treatment continues to rise. Chris Adams, president 
and CEO of Smart Plumber Solutions — a distributor of the Flow-
Tech Home InLine Water Treatment solution — sees water treatment 
and plumbers as a natural fit.

“Water quality plays the biggest part in things going bad in the 
home, especially with something like a water heater,” he says. “For 
the most part, everything a plumber touches and fixes is the result 
of water quality. Age of equipment is one thing, but water quality 
makes up about 90 percent of the plumbing problems in the home. 
Hard water and scale buildup will beat up appliances. The plumbing 
techs are already there in the house for a problem. It’s just a matter of 
bridging that gap.”

The most common service call Charlotte Ben Franklin receives 
is for a toilet not flushing properly.

“There are three main reasons why a toilet fails: water quality, 
water pressure and an aging system,” Stefano explains. “It’s almost 
always one of those first two. You get to the house and the flapper 

F R E E  I N F O  # :  2 3 9

The Mascot II is a stylish, intelligently designed, combination
boiler & water heater from Laars Heating Systems. Its 95% plus
efficiency lowers operating costs and the “zero clearance
installation" allows it to fit just about anywhere.
Homeowners love the quiet, dependable, and energy saving
operation of the Mascot II. This wall-hung, compact powerhouse
has ample output for both home heating and a continuous supply
of domestic hot water.
Contractors appreciate the Mascot II for its service-friendly design
and fully packaged system components that allow faster install
times compared to other units on the market.
Included components can save contractors hundreds of dollars in
material and labor costs and help to reduce installation errors.
The Laars Mascot II, Simple - Quiet - Reliable - Green, 
exactly what you've been looking for!
More information at www.laars.com/MascotII

THE LAARS® MASCOT®II

www.Laars.com | Built to be the Best™ | 800.900.9276
©2010, LAARS Heating Systems. All rights reserved.

STAR QUALITY, POWER AND PERFORMANCE!

PM09104laars.indd   1 8/16/10   1:28 PM

Water-quality issues vary by area. Spring, Texas-based Milton Frank Plumbing deals 
with water-quality issues based on the Houston area’s water table.

Ph
ot

o 
cr

ed
it:

 M
ilt

on
 F

ra
nk

 P
lu

m
bi

ng
. 

Gathering steam
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making it available 24/7 at fergusononline.com.

  24/ 7 access to the industry’s largest
online product selection

   Check your net price and actual real-time
product availability

  Place and track all orders

  View your account information and product  
purchase history anytime

Sign up now at fergusononline.com or 
call 1-888-222-1785.
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has dissolved or warped and turned colors 
or the gasket under the toilet bowl has 
dissolved and there is a leak. That is because 
of water quality. People understand if you 
are looking at between $300 and $500 on 
average for plumbing repairs per year that 
water treatment will pay off by stopping 
their system from being broken down from 
something like chlorine. We’re right there 
and can fix that problem.”

Burden adds: “Customers already trust 
us to take care of their home and health. We 
should be the ones taking care of their total 
water system and not a water treatment 
company.” 

Brockmire takes things a step further. 
He feels plumbing contractors have a direct 
responsibility to address water-quality 
issues and treatment options with their 
customers.

“In order for plumbers to do the 
proper diagnostics, they must offer 
water treatment,” he states. “If you are 
not addressing water quality, you are not 
addressing your customers’ care properly. 
Plumbing contractors have been doing a 
very poor job of selling what they have 
been servicing the last 59 years, but that is 
changing. Every day a plumbing company 
sits on the sidelines with water treatment 
is an opportunity it is missing. Water 
treatment is a complete repair.”

Educating the plumbing contractor: 
Stefano cites lack of education as the chief 
reason plumbers do not get involved in water 
treatment. “A lot of plumbers think water 
filtration and softeners are for things like 
wells,” he says. “That’s not what it is about. 
Next to plumbing repairs, water quality can 
have a profound effect on people’s health. 
Down here, the amount of chlorine in a 
drinking system is equal to that in pool 
water. That’s a good reason to get involved.”

F R E E  I N F O  # :  3 0 3

 3 inlets (toilet, shower/bath and sink)

 Extension pipe available to hide the 
product and piping behind the wall

 Pre-assembled with check valves 
included

 Pumping distance of up to 15’ 
vertically or 150’ horizontally

 Above-the-fl oor installation

¾” discharge pipe

The original plumbing solution since 1958

Install a bathroom anywhere you need!

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

SANIPLUS

Pool houses

Garages

Basements

Under the stairs

5353
YEARS 

EXPERIENCE

Clearwater Enviro Technologies’ Scale Blaster is a green 
alternative to traditional water softeners. More and 
more plumbing contractors are adding water treatment 
solutions to their service offerings. 
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continued on page 96



Zero or even below, the Woodford 65/67 series 
commercial wall hydrants will tolerate any 
temperatures without freezing. All drain 
automatically, even with a hose attached. The 67 
models include an ASSE Standard 1052 approved 
backflow preventer connection…and all come with 
Woodford quality, durability, and the ability to 
tolerate anything Mother Nature can throw at them.

WOODFORD 65/67 SERIES 
FREEZELESS WALL HYDRANTS

Model 67 Freezeless Wall Hydrant 
with backflow prevention 
The ASSE 1052 approved double 
check is field testable. Designed to 
complement modern architecture.  
The Model 65 offers the same 
features with an ASSE 1019  
vacuum breaker.

RB67 Round Box 
Freezeless Wall Hydrant

Fits through standard 
6” diameter cored hole. 

Supplied with a ASSE  
1052 approved double 

check backflow 
preventer that is field 

testable. Designed 
especially for tilt-up 

wall construction. Also 
available as the RB65 

with ASSE 1019  
approved vacuum breaker.

B67 Freezeless Wall Hydrant with 
double check backflow protection
A rectangular version of our RB67, 
with backflow prevention. Also 
offered as the B65.

Choose from backflow prevention  
(67 series) or anti-siphon vacuum 

breaker (65 series) hose connections.

2121 Waynoka Road
Colorado Springs, CO 80915
800.621.6032
www.woodfordmfg.com

WOODFORD MANUFACTURING COMPANY
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Weldbend products are only sold through distribution.

For every order Weldbend receives 
in the month of October, a donation 
will be made which will benefit 
the American Cancer Society 
“Making Strides Against Breast Cancer”.

For over fifty years, 
Weldbend Corporation has 
been “The Green Company” for 
both fittings and flanges.

But, for the month of October, 
Weldbend will be going “pink”. 



ISO 9001:2008 CERTIFIED and has 
been continually ISO certifi ed since 1993.

We support the 
American Worker.

www.weldbend.com6600 South Harlem Avenue Argo, Illinois 60501-1930   TEL (708) 594-1700    FAX  (708) 458-0106

We invite you to join us 
in our support of the 
American Cancer Society’s 
efforts to eradicate this 
devastating disease which 
has touched so many of us
in a personal way.
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PM PROFILE
BY BOB MIODONSKI • miodonskib@bnpmedia.com

The Plumbing-Heating-Cooling 
Contractors – National Association 
will install Keith Bienvenu

of Bienvenu Brothers Enterprises 
as its president this month during its 
convention in Minneapolis. Plumbing & 
Mechanical recently interviewed Bienvenu 
about issues facing PHCC members and 
the plumbing industry.

Brothers Louis, Kirk, Vint and Keith 
Bienvenu represent the third generation of 
plumbers working in the New Orleans area. 
Their $1.6 million business primarily does 
service work, 60 percent residential and 
40 percent commercial. The 14 employees 
include Keith Bienvenu’s daughter, Maria 
Landry, and nephews Louis Jr. and Vint Jr.

PM: Six years later, are plumbing 
contractors still getting work from the 
post-Hurricane Katrina recovery?

KB: Yes, there still is a lot of work in 
rebuilding to be accomplished. But now 
the secondary work is starting to be more 
prevalent. What I mean by secondary 
work is that we have to go back and 
make corrections on jobs that unqualified 
persons did in the initial recovery. We’re 
seeing inferior work done with noncode 
materials; for example, leaks where pipe 
was not glued properly. 

PM: Looking at the national picture, 
is PHCC membership more important 
during a recession or a recovery?

KB: Membership in PHCC is important 
during a recession and a recovery. During 
bad times, it is extremely beneficial to 
know you have a network of contractors 
and national resources you can turn to for 
advice and support. As conditions improve, 

and you have questions on the best 
approach moving forward, that network 
and those resources are just as valuable.

We’re in recovery in south Louisiana, 
and only some of this has to do with 
Katrina. Our economy didn’t get hit as 
badly as other parts of the country.

PM: What are the top items on PHCC’s 
legislative agenda?

KB: This past summer we were working 
hard to keep our issues on the minds of 
Congress, which was consumed with the 
debt-ceiling increase. Now that debate is 
over, we can expect other measures to begin 
moving.  

On a daily basis, we’re making sure 
PHC contractors’ voices are heard on 
these issues: the repeal of the estate tax; 
the repeal of the 3 percent withholding 
requirement on government payments to 
contractors; lead abatement regulations; 
and full funding for the Perkins Career and 
Technical Education Act because funding 
for technical education is drying up. 
Congress is focused on the advancement 
of small business, and I would expect that 
trend to continue throughout the rest of 
the 112th Congress.

In addition to our daily work 
in Washington, we’re also strongly 
encouraging PHCC members to contact 
their national legislators directly. We 
have an easy-to-use grassroots system in 
place through which PHCC members can 
contact their representatives and remind 
them of the significant contributions small 
businesses make to local, state and national 
economies. Whether through letter-writing, 
emails, phone calls or in-person meetings, 

this outreach has proved very successful. 
It has given PHCC enhanced visibility at a 
time when Congress has indicated it wants 
to hear from small businesses.

PM: Where do you see the greatest 
business opportunities for PHCC members 
this year and in 2012?

KB: The greatest business opportunities 
vary from region to region and company 
to company. These could include solar, 
geothermal, residential fire sprinklers, 
federal government work, energy- and 
water-conservation specialties and retrofits 
for the aging-in-place market. But overall, 
with the economic situation still so 
uncertain, PHCC is advising contractors to 
take this time to analyze their structure and 
practices to consider ways to streamline 
and improve operations for the “new 
normal.” Many of our members have done 
that already and, as a result, believe they are 
in good position for what the future brings.

At our company, we’re looking into 
residential fire sprinklers, which is a hot 
topic in Louisiana right now. The state fire 
marshal wants them. I serve on a committee 
that is trying to develop rules and regulations 
for residential fire sprinklers. 

PM: Why should younger contractors 
join PHCC?

KB: Networking and experience. It 
is hard to know everything as a young 
contractor starting out. Through 
membership in PHCC, there are literally 
thousands of hours of business experience, 
knowledge and training assistance from 
people who are willing to share information 
that will help. All these resources are at his 
or her disposal simply for the asking.     PM

Read more from PHCC's Keith Bienvenu at PMmag.com.

PHCC legislative agenda
pushes small business,
technical school funds
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Keith Bienvenu of Bienvenu Brothers Enterprises will 

become the new president of the Plumbing-Heating-

Cooling Contractors – National Association.

Incoming President Keith Bienvenu sees 
opportunities in the ‘new normal’ economy.
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S talking usually is a bad thing.
In the case of Neil Thomas, the 
owner of Apopka, Fla.-based 

Dragon Plumbing, stalking produced the 
opposite result.

Two days after Thomas debuted his 
2010 Mercedes Benz Freightliner, an 
admirer took a liking to the newly minted 
service van.

“The second day on the road, we get a 
phone call that somebody was following 
the vehicle and wanted to book a service 
call,” Thomas states. “I’m fine with that 
kind of stalker.”

Thomas, who runs a four-truck fleet 
with his wife, Anna, out of this Orlando 
suburb, gets plenty of questions about the 
red dragon logo on the side of the truck. 
The dragon pays homage to Thomas’ roots 
in Newport, South Wales.  

“The flag of Wales has a red dragon on 
a white and green background,” explains 
Thomas, who was an engineer on luxury 
yachts in Great Britain before coming to 
the United States 20 years ago. “Where 
I’m from, there are a lot of Red Dragons. 
There is Red Dragon Taxi and Red Dragon 

Electrical. I figured it might be the best 
way to go.”

Response to the artwork, designed and 
wrapped by David New at Orlando-based 
Vital Signs, has been outstanding with a 
dash of disbelief sprinkled in.

“You pull up in the driveway and 
customers love the van with the dragon 
pictorial,” Thomas says. “They can’t believe 
it’s a plumbing truck.”

While Thomas is proud of the 
company’s logo, he is even giddier about 
the vehicle itself. 

“I bought it from the Freightliner 
dealership in town,” he says. “Eamon Kelly
is the salesman there and he’s been trying 
to sell me one of these for the last six years. 
I evaluated every possible vehicle with 
wheels. Nothing comes anywhere near the 
fuel economy on this one and you cannot 
beat the payload.”

Thomas notes the van gets between 
17 and 19 miles to the gallon locally. 
The increased storage area is an even 
bigger game-changer for Dragon, which 
specializes in residential and commercial 
service repair.

“The space in there is unreal,” he says. 
“I’m 6 feet 2 inches and I can stand up in 
the back and have plenty of headroom. 
With the smaller truck, we were giving 
customers little choice. Now we can fit six 
varieties of faucets, a whole-house filtration 
system, a water heater and a water closet on 
the truck, as well as your run-of-the-mill 
service parts. We’ve truly become a rolling 
warehouse.” PM
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TRUCK OF THE MONTH

Proud of his roots

by Mike Miazga
miazgam@bnpmedia.com

SPONSORED BY

If your service trucks turn 
heads on the road, we want 
to see what you're driving! 

Send high-resolution photos 
(outside and inside) and a brief 

description of your service 
vehicle to Editor@PMmag.com. 

Please include your name, 
company and phone number.

Dragon Plumbing, Apopka, Fla.



Circle 78



Plumbing & Mechanical, September 201160

Practical MANAGEMENT
Paul Ridilla

I
n these next four columns, we will share 

with you many value-engineering ideas 
uncovered throughout nearly 70 years of 
extensive construction experiences. 

When you take the time to read 
these articles and ask for advice, you are 
searching for a better way to run your 
company. You are automatically enrolled as 
a lifetime student of the Value Engineering 
University. 

Let’s start with profit-oriented cost-
savings do’s and don’ts. The very first 
question I ask a contractor during consulting 
is, “Where is your written chain of command 
posted?” Unfortunately, the answer usually 
is, “We don’t have it written down, but 
everyone here understands I sign their 
paychecks and that means I am their boss!” 

This is the single biggest cause of 
discontent, low morale, poor productivity 
and turnover in our great industry. No 
one can answer to two bosses! One will 
tell an employee what to do and the other 
will chide or discipline the employee for 
doing it — often in public. Clearly defined 
responsibility eliminates costly “assumed 
authority.” 

Just as a stool cannot stand without 
three solid legs, your company also must 
have three legs to survive and prosper: 

1. The first leg is a chief executive officer 
who establishes realistic goals and workable 
plans to attain them. He or she must make 
critical decisions and assure every vital 
obligation is fulfilled or delegated. 

CEO also stands for Consider Every 
Option, which signifies you are constantly 
searching for our Value Engineering 
University’s better way. 

2. The second leg is practical job 
knowledge, costs, methods, codes, and 
the ability to bid and perform whatever 
building trade you enter. This requires 
extensive expertise regarding customer 
relations, employee relations and effective 

team building do’s and don’ts. You must 
be aware of OSHA safety regulations, 
mandatory safety training, hazzard 
communication certification and MSDS 
sheets available to you. 

3. The third leg is legal and financial 
requirements and pitfalls to survive 
and prosper in one’s endeavor. This 
information can be studied at a library 
or on the Internet. Consultants can be 
utilized, as can an attorney and financial 
advisor as you get farther down the road. 

Written chain of command: America 
has a lot of contractors who have never 
heard about that three-legged stool and 
all those fundamental rules, restrictions 
and legalities. 

We all know experienced craftsmen 
who make extra money doing after-hour 
moonlighting and then decide they could 
make even more wages by contracting for 
that extra-hour work. Fortunately, many 
decide to do it the right way and become 
reputable contractors. We have many 
examples of so-called “Mom and Pop” 
contractors where the mother, wife, sister 
or daughter joined forces and capably 
covered those other two legs on their three-
legged stool. Most of those companies 
evolved into very successful competitors. 

A very simple and effective method for 
organizing your business, regardless of size, 
is to create a detailed checklist of every item, 
duty or requirement with the designations 
by whom and by when. You then need only 
to do it or delegate each item. 

Your written chain of command 
designates who works for whom, but many 
employees are not fully supervised. They 
need a detailed job description with a scope 
of work for their supervisor to assure they 
know what to do and provide verification 
that it has been done. You also need a 
performance file to record above- and below-
expected performance. Your employee will Ph
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be very proud to see his value-engineering 
responses in his performance file. This 
guarantees recognition and effective wages 
and promotions. 

Streamlined bidding: One of the 
biggest gambles and the possibility of 
major financial loss is your bidding 
process. You must allow ample time to 
carefully read and understand all the bid 
documents. You should file a Request 
for Information for any questionable 
item. Involving your field personnel and 
knowledgeable office staff will encourage 
value-engineering input. Proposing any of 
their better ways could very likely result in 
your negotiating a profitable contract. 

When you are awarded a contract, 
you need to schedule a hand-off meeting 
to turn over all the critical information 
to your jobsite foreman and project 
management team. Here again, you need 
a by whom-by when written checklist 
to ensure that purchases, submittals and 
shop drawings are processed on time. 

It is critical that your jobsite foreman 
attends every jobsite coordination 
meeting. Your project manager or 
traveling superintendent also may attend 
when feasible, but your foreman needs 
to be involved in any schedule changes or 
commitments. 

Your office should monitor and process 
all field orders and changes along with 
keeping a detailed, daily log for each job. 
Collect your monies fast and pay slowly 
and deliberately. When you cannot pay on 
time, you owe that supplier a phone call to 
resolve a reasonable solution in order to 
maintain a good credit rating. 

With today’s advanced electronic 
booking systems, you must be diligent about 
embezzlement. This generally occurs with 
employees you ordinarily trust, especially 
anyone who handles the incoming mail. 

Effective wage system: The biggest 
question that very few contractors know 
how to answer involves determining wage or 
salary levels for employees. Only employees’ 
immediate supervisor can feasibly match 
their wage with their performance. Field 
employees are measured constantly by 
foremen who should be paying the most 
to the best performers. Office workers and 
management personnel should have a 
detailed scope of work that their supervisor 
can use to judge accuracy and timeliness. 

Practical
MANAGEMENT
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Knight 
Wall-Mount
50,000 to 399,000 Btu/hr.

Knight XL Commercial
399,000 to 800,000 Btu/hr.

Armor Commercial 
Water Heaters
150,000 to 800,000 Btu/hr. 

Knight Residential
80,000 to 285,000 Btu/hr.

The new generation of Lochinvar’s SMART SYSTEM™ uses 

brilliant technology to deliver practical new features that 

make your job easier. It starts with a NEW larger LCD Screen 

with Soft Keys and Data Dial that give you more information 

and more control than ever before. For example…

NEW! 178% larger LCD Screen for ease of 
viewing SMART SYSTEM data

NEW! Navigation Dial and Soft Keys for 
ease of control use

NEW! At-a-Glance Color Screen Coding for easy status of 
normal operation, maintenance required and system 
lockout identification

NEW! Two Sequencing Options including Lead-Lag and 
Efficiency Optimized Cascade

NEW! Control up to 3 different setpoint temperatures

NEW! Modbus capable

NEW! Multiple 0-10V inputs and outputs

The new SMART SYSTEM is now standard on our KNIGHT® 

and KNIGHT XL® Boilers and ARMOR® Water Heaters. Its real 

brilliance comes from listening to our customers’ practical 

ideas, and using innovative technology to meet them. 

Smart  Just Got Smarter.

The new SMART SYSTEM™ is the most 

advanced boiler and water heater 

integrated control on the market today.

Learn more about the Knight Boiler by 
scanning this QR code!  Need the app? 
 Go to getscanlife.com from your mobile device.
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Call Paul at 407/699-8515, on his cell at 
407/467-4916 or email him at jcridilla@aol.com 
(reference Plumbing & Mechanical).                  PM

Any above- and below-expected performance 
should be documented in each employee’s 
personnel file to accurately adjust wages, 
salaries and promotions. You do not want 
the negative reputation of “hiring at the top.” 

Your bottom line on each individual 
employee’s wage is what would it cost 
to replace him or her? If that employee 
should quit, you will unfortunately find 
out. Keep in mind every individual wants 
and deserves recognition, appreciation and 
respect. Your employees should never have 
to ask for a raise. 

Always show respect: Emphasize every 
employee’s importance to your company’s 
success and profitability with flattering titles: 

• Your lead man should be called a 
foreman. 

• His supervisor should be a project 
manager or traveling superintendent. 

• You can utilize expeditor, service 
manager, safety director, administrator, etc. 

• Anyone in a top management role 
should receive a vice-presidential title. 

Business managers recommend using 
the most flattering title that would not be 
silly. Titles do not cost a penny, but just 
think how much more the employee will 
be respected by others and effective in his 
performance. It will be very appreciated by 
him/her and also his or her family. 

Maintain good morale in your office 
and on the jobsite with a friendly, smiling 
attitude. This helps to convey a feeling of 
good will with employees, which, in tum, 
is noticed by other trades. Any sign of a 
grievance should be privately discussed 
before it becomes a full-blown problem 
and/or spreads to the other employees. 

You will be greatly surprised of the 
affect of flex-time options when offered to 
every employee. Also consider utilizing the 
virtual office concept with any office staff 
and/or management team member. That 
is a workable solution where the employee 
works from home and everybody wins. 

These value-engineering suggestions 
will not only be appreciated by your 
employees, but also by your associates. 
There is definitely always a better way 
— better for the employee, better for 
management and better for the contractor. 

Practical
MANAGEMENTX-PERT S5®                 

5-layer PE-RT pipe with Oxygen Barrier

(PE-RT)

Limited Distribution 
Opportunities Available 

www.roth-usa.com
1.888.266.7684
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G
rowing up, I fished a lot. Since my father 

died before I could remember, my uncle 
stepped in to be my surrogate. Plus, he 
needed someone to back the trailer. And 
deal with the bait. And drive the boat. I was 
more than willing since I had some “learn-
ing” to catch up on.

Lots of days, the trip was valuable even 
if we caught nothing. This came in handy 
more often than I admit to other fishermen. 
We had a good time talking, out in the sun, 
and discussing, as he said, “which one of the 
4,812 reasons the fish didn’t bite today.” As 
a career writer with Readers’ Digest, he had 
a knack for phrasing.

The top reasons — for which the fisher-
man had no influence — were the usual, 
such as water temperature, presence of 
food and whether we were so blooming 
hot we had to move the boat or we’d burst 
into flames. (Some sunspots are cooler than 
Alabama in July.)

Yet the esoteric reasons for not catching 
fish were casting ability, bait presentation 
and lure retrieval. All this was the fisher-
man’s choice. 

We eventually arrived at an honest con-
clusion. Shockingly, it impacts your mar-
keting and your business everyday, even 
among your customers and employees. 

Fiv e fixes under your control: When we 
didn’t catch fish, it was due to the uncon-
trollable reasons. When we did — you 
guessed it — it was skill, pure and simple. 

My Uncle Allen has long since passed 
away, but the lesson stuck. We’re all fishing, all 
the time. In the upside-down logic of human 
behavior, according to fishermen, we let the 
outcome determine who gets the blame for it.

So, what are you looking to “fix”? And is 
that fix within your control … or outside it?

1. Do you believe your increase or 
decrease in leads is solely due to the cli-
mate? Let’s be real here. Yes, people use 
more water during the summer. Yes, more 
people are home and their plumbing sys-

tems get a workout. Yes, during colder 
months there’s the worry of cracked or 
frozen pipes. But your business really isn’t 
dependent on anything that’s going on 
outside. How do I know? People use their 
plumbing every single day of the year — 
rain, shine, snow or hail. And that means 
that your business is needed 24/7, regard-
less of the weather or the economy. 

The smarter move? In your busy times, 
market for preventive maintenance (yes, for 
plumbers) so that your not-so-busy times 
become profitable. Plus, you can market 
higher-efficiency water heaters and fixtures 
year round. After all, there’s never a wrong 
time of year to save money.

2. Do you believe your town is “just not 
big enough” to grow your business? Let 
me follow that up with another question. 
Is every home in your town taken care of 
by your company? Can you knock on any 
door, randomly, and know that behind it is 
“your” customer? Didn’t think so. And that 
means that there’s room for growth. Being 
satisfied with the status quo never got any-
one anywhere worth going. So …

Add up the cumulative sales of all your 
competitors. That’s your market. You just 
figure how hard you want to work to go get it.

3. Do you feel marketing is a waste of 
time and effort because your sales really 
come from “word of mouth”? That’s like say-
ing spaghetti is only spaghetti because of the 
noodles; we all know it’s the combination of 
ingredients that make it a successful dish.

Likewise, it’s the combination of your 
marketing efforts that create a successful 
business. Think about it. Name ONE com-
pany that’s successful without marketing. 
Before you start naming names, remember 
this: If they have a sign, a logo, company let-
terhead or can be found online, that busi-
ness is marketing itself. I’ll go so far as to 
say anything that represents your company 
is marketing, right down to your company 
trucks and tech uniforms. 

Don’t give 

up on your 

marketing 

challenges.

Marketing STRATEGIES
Adams Hudson
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Fishing for some answers

continued on page 70
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Why? Because they all make an impres-
sion on prospects and customers alike, 
which is the whole purpose of marketing. 
Whether that impression is good, bad or 
strong enough to draw in sales leads is  
strictly up to you.

4. Do you believe just having a website 
is good enough and if people want you, 
they’ll find you? That’s the digital equiva-
lent of “If we build it, they will come.” 
It’s just not true anymore. Consider that 
64 percent of home service sales are now 
researched online first, before they ever call 
you. Also, your online reputation can turn 
hundreds of leads from EVER calling you 

in the first place. Your web marketing must 
enter the new phase of human behavior.

That means optimizing your website for 
searchability — they’ve got to be able to find 
it before they can have any meaningful con-
tact. And if you’re not on the mobile mar-

keting train, you’re missing out. This type of 
optimization is designed to point locals to 
your business. You already know they’re in 
your service area; all you have to do is draw 
them in (with the right bait, of course). 

5. Do you think serving a customer 
one time makes them your customer? This 
is one of the deadliest thought processes 
in all of contracting. This mindset causes 

you to become trapped in a never-ending 
cycle of new customer acquisition. Now, 
don’t get me wrong — you should never 
stop looking for new customers. But your 
dependence on them lessens (a good thing 
since they are more expensive to obtain and 
harder to close) as you build a fortress of 
loyal, repeat customers. Consider this:

• A 2 percent increase in customer 
retention has the same effect on profits as 
cutting costs by 10 percent.

• A 10-point reduction in customer loss 
rate can increase profits by 45 percent.

• The customer profitability rate tends to 
increase over the life of a retained customer. 

That’s a pretty solid case for keeping 
the customers you’re already paying for, 
wouldn’t you say?

Whatever your biggest marketing prob-
lem or challenge is, don’t give up. We all 
have them, me included. Contrary to my 
publicly manipulated reputation, I falter 
and stink up the marketing joint, too. But 
don’t worry — you don’t pay for those, I 
do. The information and advice you get 
here was gathered from a variety of blun-
ders and experiments.

Free advice: Keep fishing. It’s impos-
sible to catch anything with your bait still 
in the boat.

Adams Hudson is president of Hudson, 
Ink, a creative marketing firm for con-
tractors. Plumbing & Mechanical readers 
can get a free report, “How to Get More 
Plumbing Leads in Less Time,” as well as a 
Customer Retention report and sample by 
emailing their polite request to freePMstuff@
hudsonink.com or faxing to 334/262-1115 
on company letterhead. See other market-
ing reports at www.hudsonink.com or call 
800/489-9099.  PM

STRATEGIESMarketing 

Search our 
columnists’ 

archives online at 
www.PMmag.com

Dependence on new customers 
lessens as you build a fortress 

of loyal, repeat customers.

continued from page 66

OCTOBER

• Wholesaler of the Year: Read about Wisconsin’s First Supply, 
Plumbing & Mechanical’s 2011 Wholesaler of the Year.

• Snow-Melt Systems: Learn about residential snow-melt systems.

• Product Focus on Water Heaters: This special product section will 
feature all types of water heaters.

NOVEMBER

• Best-Looking Truck Contest: You’ll find out who won in the best-
looking box truck, panel van, pickup truck and interior categories.

• Contractor Training: Kenny Chapman will discuss the best ways to 
train your field staff.

• Fall Solar Thermal Report: Read about residential and commercial 
solar hot water projects, plus new products on the market.

Plus … Truck of the Month, PM Profile and your favorite columnists.

 PM Look At What’s 
Coming This Fall
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The Blue-Collar COACH
Kenny Chapman

Tips to 

consciously 

control your 

activities and 

do what you 

value most.

I
don’t have enough time. If only there 

were just a few more hours in the day!” 
Does this sound like something you’ve 
said recently? I remember when I used to 
constantly curse the day for being too short. 
There was a time in my business when I 
was “in the truck.” I ran service calls myself, 
answered the phone, returned client’s calls, 
and completed invoicing and paperwork 
once I got home. At this point in my young 
career, I believed there was not enough 
time in the day for me to accomplish what I 
wanted in my life and business.

I later found this to be a myth. In fact, 
time is one of the only resources that 
everyone shares 100 percent in equality. 

That’s right! We all have exactly the 
same amount of seconds, minutes and 
hours in the day. However, the choices 
we make regarding how our moments 
are spent and how we focus our attention 
defines who we are as business leaders. It’s 
very important to understand the power 
of time and realize that if you don’t learn 
to control your time, you’ll never have 
control over how your day unfolds.

What about you? Are you managing 
your time or is it managing you?

I know what you’re thinking. Time 
management is a topic you’ve read about 
before, and is the best use of your time 
reading another article about it? Well, 
these simple time-management strategies 
helped me create the freedom I had always 
dreamed of in my life. Therefore, this is a 
topic that deserves our focus as we continue 
our journey toward the companies and 
lives we desire. 

Time management is an issue many of 
my coaching clients struggle with. I think 
it’s safe to say most business leaders struggle 
with managing their time effectively. It 
seems like there are so many things pulling 
at you daily, demanding your attention … 
where do you begin? Let’s look at a few 

simple strategies that will help you regain 
control of your precious time, or at least 
remind you of areas where you could be 
more effective.

• Take ownership. Until we clearly 
understand that we are creating our own 
“time deficiency,” we will always be behind 
schedule, blaming it on someone or 
something else. I coach people to reserve 60 
minutes per day (in the beginning) to work 
strategically “on” their companies instead of 
tasks “in” the business. Usually, I’m told they 
don’t have enough time to do it. The thing 
is, if I shadowed them for a day, I guarantee 
we would find that hour; they just don’t 
realize where it’s being wasted. Facebook? 
Email? Leaving early for a beer with friends? 
These are all fine in themselves, just don’t 
fall victim to “not having time” because of 
the choices you make.

• Prioritize. Sounds simple, right? It is 
simple, but it takes clarity and understanding 
in order to realize what your true priorities 
should be. You are probably spending time 
each day on tasks that could be restructured 
or delegated, but you’re still doing those 
things based on past routine. Begin to ask 
yourself quality questions regarding your 
daily tasks, making sure you are personally 
doing the most important things for you 
and the business.

I don’t disagree that most business 
leaders are very busy. I just know many 
are very busy … doing the wrong things. 
Analyze your priorities and start working 
on what really matters moving forward, 
and watch your results begin to change for 
the better.

• Do the worst first. My friend Tom 
LaCroix taught me this concept many 
years ago. One of the main reasons people 
procrastinate is they don’t want to deal 
with a particular task or an aspect of a 
task. Instead of dealing with the situation, 
they get sidetracked on the Internet or wait Ph
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Time management = freedom
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Durable copper piping surrounded by an exclusive aluminum heat exchanger 
means longer life, higher efficiency and better performance. FEATURES

We wrote the book  
on high-efficiency  
combination boilers.
Now we’re introducing a new chapter.

Triangle Tube redefined what a combination boiler can do when we developed the Prestige  
Excellence nearly 5 years ago. We are reshaping the category again with the Challenger High 
Efficiency Combination Boiler. Easy to install and able to efficiently provide radiant heat and 
domestic hot water, it’s making contractors rethink the way they deliver warmth and comfort  
to small and medium-sized residences. Fully modulating, compact in size, and whisper quiet,  
homeowners will forget it’s even there, delivering reliable heat and hot water on demand.  
Introducing the Challenger High Efficiency Combination Boiler – it’s not just a revolution in  
heating, it’s a revolution in comfort.

More information is available at triangletube.com.

Copper Waterways in  
Aluminum Heat Exchanger

Glycol compatible

96% AFUE

Fully modulating

Concentric or PVC/CPVC venting options

Natural gas or propane

Ten year non-prorated limited warranty

Low NOx - SCAQMD Compliant

Lightweight (80 lb.)
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for the time to be “just right.” Maybe you 
need to counsel a team member or write 
him up, but you don’t like confrontation 
so you wait a couple days. Then he repeats 
the behavior before you’ve gotten around 
to addressing it the first time. What we 
don’t realize is this negative energy we’re 
dwelling on is keeping us from being fully 
productive in other areas of our day.

Tom shared a great strategy with me 
to help start the process of doing the 
worst first. First, take a look at your 
stack of phone messages that require 
return calls. Then, pick the very call you 
dread the most. It might be an unpleasant 
conversation, task, person or thing you 
don’t want to deal with. Regardless of the 
reason, make this call first, and it all gets 
better from there.

• Cut the crap. That might sound a little 
firm, but you know what I mean. There 
are situations, attitudes, tasks, people and 
behaviors you simply put up with that 
don’t serve you. They aren’t moving you 

in the direction of your overall goals and 
dreams, and they’re draining your mental, 
physical and emotional energy. Eliminate 
these taxing people, projects and things. 
You’ll free up valuable time and energy to 
accomplish what you want to — and you’ll 
have more fun in the process!

Fundamentally, time management 
comes down to consciously controlling your 
activities and doing what you value most. If 
you tell someone you don’t have time to do 
something, you’re actually saying you value 
doing something else more than whatever 
you “don’t have time to do.” 

Here’s an example. If you tell me you 
don’t have time to go to lunch with me, 
you are really saying, “Thanks, Kenny, but 
I value a prior commitment more than I 
value lunch with you.” This is the actual 
truth. There might be a myriad of reasons 
why you can’t go to lunch with me, but 
it simply comes down to the fact that 
something else is your priority. This is 
perfectly fine. 

Don’t ever feel bad about prioritization; 
you’re simply making smarter choices. In 
fact, use it to your benefit and realize 
that time issues are actually prioritization 
issues. You will begin to effectively plan 
your days, finding you have more time and 
freedom than you were previously aware 
of. Maybe you do have time to take that 
vacation you’ve been talking about!

It takes dedicated effort and practice 
to regain ownership of your time, but it 
is possible if you make the commitment. I 
believe in you. With focus, you can create 
more time in your day, and ultimately 
your life. Remember that we all have the 
same amount of time; we just manage it 
differently based on our choices.

F R E E  I N F O  # :  2 9 6

The Blue-Collar COACH

Kenny Chapman, “The Blue Collar 
Coach,” is the author of “The Six Dimensions 
of C.H.A.N.G.E.” and owner of Peterson 
Plumbing. Visit www.thebluecollarcoach.com 
or call him at 877/968-2244.       PM



Wilo Stratos & Stratos D
What’s better than saving up to 80% energy? Saving up to 80% energy twice, of 
course.  Using a single volute design with two ECM technology-driven power heads, 

WILO USA LLC  

Circle 134



Plumbing & Mechanical, September 201176

The perfect wrap 
Putting Teflon tape on pipe threads is a very basic task for a plumber. This can be difficult when 

the threads are close to adjacent objects, such as walls or other pipes. A simple way to do this is to first 
wrap the Teflon tape around the end of a Phillips screwdriver so the edge of the tape is flush with the 
tip of the screwdriver. 

While facing the tip of the screwdriver, the tape should be wrapped counter clockwise, approximately 
20 to 30 revolutions for smaller-diameter pipes. You may need more for larger pipes. For instance, 21 wraps 
on the screwdriver is enough for approximately seven wraps on a 3/4-inch pipe. Then apply the tape clock-
wise to the pipe as if the tape was on its roll.   

Tibor Buza
Bell Plumbing & Heating
Aurora, Colo.

Threading a shoulder/close nipple  
A nipple under 6 inches in length can be very tricky to 

thread. I found this method to be cost-effective and efficient 
when nipple chucks are not available on the jobsite. Using a 
Ridgid 300 pipe threader, take a piece of pipe the same size as 
your nipple, thread one end of it and put a coupling on it; this 
is the nipple holder. 

Thread one end of your nipple and then cut it to the desired 
length. Connect your nipple with the nipple holder and start 
threading the other side of the nipple. This method allows 
shoulder/close nipples to be threaded correctly at any length. 

Joseph Friesenhahn
Bracken Plumbing
Schertz, Texas

Broken fittings removal
To remove a broken nipple from shower riser elbow or 

toilet supply fitting in wall, use a sharpened awl. Carefully tap 
the pointed end between threads and the fitting, and the piece 
will come out. I have used this method every time and it always 
works. It saves you from having to open the wall and causing 
more work and agravation for your customer.

Sal Cutrona
Water Works Plumbing
Westwood, N.J.

tool tips
Edited by PM Staff

FIRST PLACE ▼  

If you have an idea that has saved you time and money, Plumbing & Mechanical would like to share your tip 
with our readers. You can e-mail your idea directly to Editor@PMmag.com or mail it to Managing Editor Kelly Faloon 
c/o PM, 155 N. Pfingsten Rd., Suite 205, Deerfield, IL 60015.

Our first-place winner will receive the following RIDGID® Prize Package, consisting of eight professional 
hand tools with a retail value of $200: 

• 18-inch HD RAPIDGRIP® Self-Adjusting Wrenches for easy, one-hand operation.
• One-Stop™ Wrench, a compound tool for installing compression couplings.
• 10-inch Wide-Mouth Adjustable Wrench featuring tapered jaws for tight areas.
• 10 1/2-inch Plumber’s Tongue-and-Groove Pliers with extra-wide openings.
• No. 117 Midget Tubing Cutter for use in confined areas.
• No. 151 Quick-Acting Tubing Cutter for smoother operation.
• 6-in-1 Multi-Purpose Screwdriver with two Phillips heads, two flat heads and two nut drivers.
• No. 395 Nightshade Torpedo Level for general use and work in tight and/or dark areas.

RIDGID is the sponsor of Tool Tips and does not necessarily endorse the readers' submissions.

SEND US YOUR TOOL TIPS ▼
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The RIDGID® SeeSnake® CS10 Digital Monitor makes it  
easier than ever to use digital technology. With the touch  
of a finger, you'll be able to record, capture and report jobsite  
findings and transfer the information quickly to a flash drive.  
It's just that simple.

Learn more and schedule demonstrations:  
800.769.7743 or www.RIDGIDForum.com/CS10          Modular                          Digital                         Automatic                RIDGIDConnectTM

 Monitor Platform               Recording                        Logging                          Enabled

SIMPLE
ONE-TOUCH

Digital Recording

S
N
A
P
I
T
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Product OF THE MONTH

Money-saving reamers are designed to clean out 
the old or broken pipe and leftover solvent cement 
from a fitting so it can be reused. In this era of green 
living and recycling, try these reamers on PVC or 
CPVC pipe to save time and material costs. Plastic 
Pipe Fitting Reamers are available in several sizes and 
fit into standard 1/2-inch drills. Due to customer 
requests, reamers for 1-inch and 3/4-inch drills will 
be added to the line this fall.

Reed Fitting Reamers feature a four-sided carbide 
insert which provides one extra cutting edge after 
180-degree cutting insert rotation. 

For further information, visit www.reedmfgco.com. 
Under the Products tab, go to Plastic Pipe Tools 
and select Plastic Pipe Fitting Reamers. A product 
demo video is available to view; just click the Online 
Training Video button.

Circle 81

Reed Manufacturing Co.
1425 W. 8th St., Erie, PA 16502

Phone: 800/666-3691• Fax: 800/456-1697
Email: reedsales@reedmfgco.com

Website: www.reedmfgco.com

Reed Manufacturing’s 
Plastic Pipe Fitting Reamers
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PIPE-JOINING METHODSProduct Focus

PP-R pressure pipe: Aquatherm’s polypropylene-random piping systems join 
using heat fusion, which physically joins a pipe and fitting without burning or 
altering it chemically. The resulting bond is nearly indistinguishable from the rest of 
the pipe and fitting. The pipe is heated by using a simple electric iron, which does 
not release any fumes or smoke while operating. Aquatherm is compatible with 
almost any type of application from hydronic distribution and potable water to 
food-grade processing to rainwater and recycled water distribution. Aquatherm. 
www.aquathermpipe.com. Circle 25

Small-diameter pipe press system: Victualic’s Vic-Press is an industrial-grade, flame-free 
press system for quick and reliable joining of small-diameter piping systems. It is an ANSI 
Schedule 10S pipe-sized press-to-connect system designed for off-the-shelf ASTM A-312 
Schedule 10S stainless-steel pipe. The pipe is cut to size, deburred, marked for visual verifica-
tion and inserted into a lubricated coupling, fitting or valve. The PFT510 hand-held pressing 
tool presses the component onto the pipe end, providing a positive mechanical interlock 
and creating a rigid, permanent, leak-tight joint. Victaulic. www.victaulic.com. Circle 24

F R E E  I N F O  # :  2 8 6

Lighter.  Faster.  Better.
That’s how we describe FlexPlate™ - a new name in underfloor heating.  
     Processed from natural graphite, FlexPlate simply out-performs traditional aluminum plates 
in under floor radiant heating applications.  FlexPlate is lighter, more thermally conductive, 
and can be cut with scissors.  Quick and easy is just the beginning.  To learn more about this 
evolutionary new product from Watts Radiant, visit wattsradiant.com/flexplate.

Floor covering

FlexPlate

PEX Tubing

Insulation

Floor Joist

Subfloor

Visit wattsradiant.com/flexplate, or call us toll free: 800-276-2419

ringcover

Extruded Polyethylene Tubing Channel

Heat Transfer SheetPEX Tubing

Flexible Graphite Heat Transfer Plates
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PIPE-JOINING METHODS

Product Focus

Large-diameter fittings: Charlotte Pipe expands its TrueFit family with its fabricated 
large-diameter fitting line. The new PVC DWV solvent weld fittings range from 8 
inches to 16 inches in size. Charlotte Pipe’s complete line of PVC-DWV pipe and fittings 
through 16 inches helps streamline purchasing. The fittings are part of the TrueFit sys-
tem where pipe and fittings are manufactured to the middle of the spec range, ensur-
ing a snug, reliable fit. The complete line of 170 fittings is being released in five phases 
through Dec. 15. Charlotte Pipe & Foundry. www.charlottepipe.com. Circle 26

Stainless-steel pipe joining: The Viega ProPress system is available for join-
ing stainless-steel piping in sizes from 1/2-inch to 4 inches using a unique press 
technology to secure pipe connections in less than seven seconds. Available in 
two high-quality stainless-steel grades, 304 and 316, and with more than 600 
fittings configurations, the Viega ProPress system is a great fit  for industrial and 
commercial installations. It installs wet or dry, making it ideal for maintenance 
or emergency repair jobs. It also can be adapted to any existing piping system 
with adapters and flanges. Viega. www.viega.com. Circle 27

Copyright ©2011 DEWALT. The following are examples of trademarks for one or more DEWALT power tools and accessories: The yellow and black color scheme; the “D”-shaped air intake grill;
the array of pyramids on the handgrip; the kit box confi guration; and the array of lozenge-shaped humps on the surface of the tool. 

With up to 57% faster application speed and up to 35% more runtime than leading 18 Volt lithium ion tools, there’s no 
stopping the 20V MAX* system. The speed, power and control are up to almost any job. Available 3 Amp Hour (Ah) and 1.5 
Ah lithium ion batteries make it a versatile system. And the comfortable design lets you work all day and get more done.

20V MAX* POWER. MA

Pm09114black.indd   1 8/15/11   1:58 PM
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*Maximum initial battery voltage (measured without a workload) is 20 volts. Nominal voltage is 18.

dewalt.com/20vmax

*

XIMUM PERFORMANCE.

Scan to Learn More.

Pm09114black.indd   2 8/15/11   1:58 PM

Push-on valves and fittings: Webstone’s Pro-Connect Push is a complete line 
of full-port forged-brass ball valves and fittings with easy push-on connections, 
designed specifically for use in copper, PEX and CPVC systems. These valves are 
forged from dezincification-resistant brass and are cUPC-certified to NSF/ANSI 
61-8, making them ideal for use in potable water and hydronic heating systems. 
Each valve comes packaged with a pipe removal tool, and all Pro-Connect Push 
products feature a unique removable and replaceable grip assembly for easy 
repair. Webstone Co. www.webstonevalves.com. Circle 29

ProPEX fittings: ProPEX ASTM F1960 fittings work with shape memory of Uponor PEX-a 
tubing to form strong, reliable connections that hold tight in strength tests with forces up to 
1,000 pounds. ProPEX fittings are available in brass, lead-free brass and engineered plastic in 
sizes up to 2 inches. To make a fitting, simply expand the tubing and a ProPEX ring with an 
expansion tool and insert the fitting. It is impossible to dry-fit ProPEX connections, so there 
is never a question if the fitting is completed correctly. Uponor. www.uponorpro.com. 
Circle 28
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Auto
Cable 
Feed

                  UNIQUE Variable Speed Motor Feature 
gives operator maximum cable control and exceptional 
cleaning power from 75 to 350 RPM with constant torque.
 Professionally designed to clean 3/4” to 2-1/2” dia. drain lines up to 50’
 Standard unit features a hand tighten Jacobs Chuck. The CT is also  

 available with a 2-way auto cable feed that keeps hands off rotating  
 cable as it advances and retrieves cable with the push of a lever,  
 and helps keep work area clean.

 Well balanced, heavy-duty steel tubular frame allows for versatile  
 two position vertical upright or horizontal operation.

 Powerful and quiet 1/5 HP, 90 Volt DC Motor.
 Rugged stainless steel cable drum will not rust 

 and resists denting. 
 Runs  1/4”, 5/16” cable, and  3/8” cable.

Model CT

1-800-833-1212
www.elect r iceel .com

Drain Cleaning Tools For Professionals

Auto cable feed 
unit shown

Upright Position

F R E E  I N F O  # :  2 9 5

Sewage pumps: Franklin Electric’s new 
line of sewage pumps includes the 
Little Giant 9SN and 10SN, featuring 
permanent split capacitor motors. Built 
on the 9S platform, the 4/10 horse-
power 9SN series consumes only 8.5 
amps while producing 110 gpm at 5 
feet of head and reaches a maximum 
shutoff of 20 feet. Touting a full-load 
rating of 9.5 amps, the 1/2 horsepower 
10SN produces 120 gpm at 5 feet of 
head and a maximum shutoff of 25 
feet. It also features a cast-iron motor 
housing, cover and volute. Franklin 
Electric. www.franklin-electric.com/
lg. Circle 30

Rainwater-harvesting systems: BRAE, a Watts Water 
Technologies company, introduces configurable rainwater harvesting 
systems for commercial, institutional and residential applications that 
can reduce water consumption by up to 65 percent. BRAE’s commercial 
and institutional systems offer storage capacities of 200 to more than 2 
million gallons, and manage the filtration, storage, distribution and treat-
ment functions typical to rainwater systems. Above- and below-ground 
residential systems store between 225 and 3,000 gallons of rainwater 
to meet a range of consumer demands. BRAE. www.braewater.com. 
Circle 31

Commercial dual-flush valves: 
Moen Commercial’s M•Power 
dual-flush valves use advanced 
electronics to reduce water con-
sumption and limit expenses. If 
the user is in range for up to 60 
seconds, a reduced 1.0-gallon flush 
is used. After 60 seconds, a full 
1.6-gallon flush is activated. Moen 
Commercial. www.moen.com/
commercial. Circle 32
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Hammerdrill  DCD985L2

20V MAX* POWER. 
UP TO 57% FASTER.

*Maximum initial battery voltage (measured without a workload) is 20 volts. Nominal voltage is 18.

Copyright ©2011 DEWALT. The following are examples of trademarks for one or more DEWALT power tools and accessories: The yellow and black color scheme; the “D”-shaped air intake grill; 

*

Pipe with oxygen barrier: Roth’s new X-PERT S5 PE-RT 
pipe and oxygen barrier is made with DOWLEX 2344 
Polyethylene Copolymer Resin, which offers the tradi-
tional benefits of polyethylene resin along with excellent 
high-temperature resistance. The pipe features surface 
smoothness for improved flow properties. The five-layer 
pipe consists of a layer of ethylene vinyl alcohol poly-
mer sandwiched between two layers of DOWLEX 2344 
Polyethylene Copolymer Resin and two layers of adhesive. 
Roth Industries. www.roth-usa.com. Circle 34

Water-saving urinal: Duravit’s Utronic is a water-
saving, easy-to-install urinal for public and semipub-
lic applications. The Utronic flushes automatically 
after every use, thanks to an electronic “intelligent” 
control unit located underneath the hygienically 
sealed ceramic bowl. The unit detects the user’s 
presence and activates a flush as soon as the user 
moves away. An automatic flush triggers 12 hours 
after the last use to maintain cleanliness. Duravit. 
www.duravit.com. Circle 33

Hydro generator lav system: Zurn 
Engineered Water Solutions introduces the 
Zurn One HydroVantage series hydro genera-
tor lavatory system. The Zurn One is a paired 
performance package combining the Zurn 
hydro generator sensor faucet along with 
Zurn vitreous china lavatories and trim pack-
ages. The hydro generator faucet is a self-sus-
taining hydroelectric faucet that generates its 
electrical power and comes complete with a 
10-plus-year backup battery. The systems are 
available in various lavatory designs, faucet 
styles and trap, supply and drain configura-
tions. Zurn Engineered Water Solutions. 
www.zurn.com. Circle 35
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Make it simple. Make it Ward.

Simple as that.

  

Yeah, it’s brutal. Fire protection’s 
not for little red riding hood. 

Do it wrong and the 
competition will eat you up. 
“First time’s right” set-ups 

are not for second-rate fi ttings. 
No leaks. US Made. Millions of installs. 

Guaranteed by Ward for life. 
And that’s no fairy tale.

4
Getting great fitting set-ups shouldn’t be.

You work hard.

© 2011
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Condensing boiler: Dunkirk’s new 
Helix VLT condensing boiler features the 
company’s exclusive Vertical Laser Tube 
heat exchanger constructed of 316L/444 
stainless-steel fin tube. The 444 fins are 
laser-welded onto the 316L coil, ensur-
ing the highest level of heat transfer and 
efficiency. With 96 percent AFUE, sealed 
combustion and a built-in outdoor tem-
perature reset, homeowners can save up 
to 40 percent on heating bills each year. 
Dunkirk. www.dunkirk.com. Circle 37

Pump sensor switch: Glentronics’ new 
Ultimate Sensor float switch is available on 
all PHCC Pro Series primary and sewage 
pumps. With its imbedded computer moni-
tor capability, debris, water deposits or other 
residue can’t confuse the switch and inter-
fere with its operation. Also, if a connector is 
unplugged, the wire is cut or for some rea-
son the sensor isn’t operating, the controller 
will sound the alarm, alerting the user to a 
problem. An automatic touch recognition 
senses water level regardless of how fast 
or slow the sump pit fills up. Glentronics. 
www.stopflooding.com. Circle 38

& LITERATUREProducts

Recip saw: DeWALT’s new 20 Volt MAX* Lithium Ion reciprocating saw includes an exclusive four-
position keyless blade clamp, a 1 1/8-inch stroke length for versatility and performance, and a 3.0 amp 
hour lithium ion battery. The saw is ideal for plumbers and HVAC/mechanical contractors as it quickly 
powers through some of the most demanding jobsite applications. The multipositional blade clamp 
offers vertsatility as it allows for flush cutting and reaching tight areas. A double oil-sealed shaft helps 
reduce contamination and provides durability. DeWALT. www.dewalt.com. Circle 36



The results of the 2010
CLEAReport*, an independent water
heater study by Clear Seas
Research, revealed that product
quality, service, technical support,
and the fact that Bradford White is
not sold in retail stores were the
most important factors to
contractors when selecting a 
brand of tank type water heater. 

And now our support for you gets
even better. Bradford White has
just opened a 24/7, factory-based
call center. 

This fully staffed technical service
team is there when you need it,
anytime day or night. 

We’re making it easy for you to 
be a Bradford White contractor. 

www.bradfordwhite.com | Built to be the Best™ | To Find A Wholesaler Call 800.523.2931

*Ranking is based on the 2006, 2007, 2008, 2009 and 2010 CLEAReports by Clear Seas Research. Please visit www.clearseasresearch.com for additional information.  © 2011, Bradford White Corporation. All rights reserved.

“We made the switch to Bradford White almost 15 years ago when we started having problems with
another brand. Our reputation depends on the products we recommend so quality and reliability are critical.
We couldn’t be happier. Bradford White is loyal to the plumbing profession. Their products and people are
top notch.” Kevin and Ryan Carney - Carney Plumbing – Heating – Cooling, Line Lexington, PA

For the fifth
straight year,
Bradford White 

is the tank water
heater brand

most purchased
by professional

contractors. 
And again, 

we are the most
recommended

brand.

Circle 116
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You need it now and you need it right. No headaches. 
No messed up paperwork.

Nationwide distribution means a shipping  
department within shouting distance. That’s like a 

60-bay warehouse delivering way more than a  
quarter million fittings. American made fittings.  

Every day. Everywhere. On time.

Bottom line – we do our job so you can do yours.

Make it simple. Make it Ward.

Simple as that.

Getting your order shouldn’t be.
You work hard.

© 2010 117 Gulick Street • Blossburg, PA 16912 • (800) 248-1027 • www.wardmfg.com
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& LITERATUREProducts

Mechanical room in a box: HeatLink announc-
es the addition of several new panels in its 
Mechanical Room in a Box series. The TMP070Z 
allows for connection of up to four thermostats 
and zone valves. When used with a DHW tank as 
a heat source, the zone valves open and water 
circulates once every 24 hours for 15 minutes. 
The HEP025 is for use with projects requiring 
up to 25,000 Btu/hr., such as apartments or 
small houses. The HEP095 provides 95,000 Btu/
hr. and is ideal for heating an even larger space 
or for heat sources with high flow resistance. 
HeatLink. www.heatlink.com. Circle 41

Tool tether: The Gear Keeper retractable tool 
tether is designed so the tool, application and 
recoil/retraction force are in balance. When 
the tether extends for use, only minimal force 
is necessary, thereby avoiding worker fatigue. 
In the reverse, a kick is caused when the tool 
automatically retracts. Patented Quick Connect 
tool tether fittings permit the user to safely 
change out a tool in seconds, saving valuable 
time on the job. Hammerhead Industries. 
www.gearkeeper.com. Circle 40

Jaws tool: ROTHENBERGER USA’s 1/2- through 2-inch jaws used on its new line of ROPRESS tools, including 
the new ROMAX 3000, have received IAPMO PS117 approval. All tests were conducted using the ROMAX 
3000 battery-powered press tool, which is designed for pressing copper press fittings in such places as 
large-dimensioned cellar distributions, hard-to-access front-wall installations, or cramped duct installations 
— all without changing the press, which enables plumbing installers to reduce installation and repair time. 
The ROMAX 3000 weighs only 8 pounds and the tool’s head rotates 270 degrees. ROTHENBERGER USA.  
www.rothenberger-usa.com. Circle 39
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The Spirovent Quad is
available in the following
configurations and
construction:

1” thru 11⁄2” in Brass with
Female Threads or Sweat
Connections and the 
ability to use different size
connections on each side 
to simplify your piping.

2” through 12” in Steel
with Male Threads through
4” or Flanged Connections
through 12” in standard
ASME construction.

All models include the 
full Spirotube® elements,
problem free integral
Spirotop® vent head and
blow down valve.

©2010 Spirotherm, Inc.

A Spiro Enterprises Company

Spirotherm, Inc.
25 N. Brandon Drive
Glendale Heights, IL 60139

T 630-307-2662
F 630-307-3773
W www.spirotherm.com
E info@spirotherm.com

Over the past couple years we have had unprecedented
requests to develop a hydraulic separator with real air
elimination and dirt separation capabilities. You know,
the features, benefits, and efficiencies of a Spirovent®

and what has made it the industry standard that others
are still trying to match. Not empty vessels with baffle
plates, no optional baskets of random material, and
certainly not simple empty vertical headers with an 
air vent stuck on top.

We Heard You.
Spirotherm is proud to introduce the Spirovent Quad, 
a true hydraulic separator with world class Spirovent 
and Spirotrap® features in a low loss header. Years of
research, development, and testing in many of the
world’s hydronic capitals have resulted in a product 
you can trust, and the one you asked for.

We don’t compromise on design so you don’t have to
compromise your installations. Since the original design
almost 40 years ago, we have tested all the ways to
appease the cost reduction gurus, and short-cuts just
won’t meet our standards. When you buy and install a
Spirovent, you get a world class product backed by a
family owned and operated company with factory
trained representatives across North America. 

AIR SEPARATOR  •  HYDRAULIC SEPARATOR
DIRT SEPARATOR  •  LOW LOSS HEADER

Circle 186
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Importer of Quality European Heating Products

Heatlines, LLC.
Fax 603.437.4608
heatlines@comcast.net
www.heatlines.com

Your Source for Very Competitive Prices
German engineering

Distributors wanted 
in the Ohio/Michigan area. 
Call 603.437.1667

HeatLines is the exclusive importer of Dianorm radiators and towel 
warmers, as well as Eibel fl exible fuel lines. We also carry Maxifold 
manifolds for radiant heat and Heimeier accessories needed for the 
installation of our products. For detailed product information visit 
www.heatlines.com. 
To fi nd a distributor near you call 603.437.1667.

 Dianorm Radiators
Dianorm Towel Warmers
  Eibel Flexible Fuel Lines

Maxifold Manifolds
Accessories

HeatLines is Your Hotline to Quality Hydronic Products:

& LITERATUREProducts

Right-angle drill: Milwaukee Electric Tool’s new M18 Cordless 3/8-inch right-angle drill driver 
features an adjustable clutch and 11 torque settings, plus one drill mode for complete control in 
close-quarter fastening applications. Featuring a 3/8-inch one-handed, keyless ratcheting chuck, the 
user can quickly change bits without additional tools. An extended paddle switch design provides 
easy trigger actuations from the top, middle or bottom of the tool to allow the user to change hand 
position. Complete with an LED light and up to 125 inch-pounds of torque, the driver is powered by 
REDLITHIUM battery technology. Milwaukee Electric Tool. www.milwaukeetool.com. Circle 43

Draft control design service: Schebler’s new Sequence Draft Control design service offers 
boiler manufacturers a complete engineered venting system. Schebler provides all system com-
ponents from appliance outlet through the roof, including breaching and stacks, draft-induction 
fans, control dampers, pressure sensors and master controls. Sequence Draft Control works with 
any combination of hot water appliances, providing design solutions for complex installations 
requiring common venting. Sequence Draft Control monitors and adjusts stack and boiler outlet 
pressure and can be customized to fit specific building and appliance requirements using off-
the-shelf components. Schebler Chimney Systems. www.schebler.com. Circle 42



FlowGuard Gold®/Corzan® CPVC plumbing systems provide superior durability and, 
unlike metallic systems, will not pit, scale or corrode, regardless of water quality.
For more than 50 years Lubrizol CPVC piping systems have been successfully installed 
in numerous commercial buildings including hotels, hospitals, schools, universities 
and high-rise applications.

Benefits include:
Stable Material Costs – projects stay on budget
Ease of Installation – lightweight with a fast, reliable joining system
Maintained Water Quality – no concerns regarding copper leaching
Quiet Operation – 4 times quieter than copper systems
Reduced Condensation – virtually eliminates the risk of costly drip damage

© The Lubrizol Corporation 2011, all rights reserved.  ® is a registered trademark of The Lubrizol Corporation.  TM is a trademark of The Lubrizol Corporation.  

888.234.2436, ext. 4477393  ❘   www.flowguardgold.com
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 How can I afford to invest in training?

 How can I afford not to invest in training? 

 What investment will have the biggest impact?

Are you asking yourself...

If so, remember EDUCATION is an 
investment of a lifetime!  

Fully updated to refl ect the 2006 International 
Plumbing Code, the Second Edition of Plumber’s 
Licensing Study Guide is a one-of-a-kind study 
tool that builds your skills, knowledge, and 
confi dence with over 1,500 multiple-choice and 
true/false questions with answers—all based on 
material most likely to be on your exam.

PLUMBER’S LICENSING 
STUDY GUIDE

ONLY $45.95

F
P
L
t

OON

Visit AECStore.com to view over 100 resources 
for the plumbing industryAEC STORE

PM_AECStore_0710 QtrAd.indd   1 6/17/10   11:20:27 AM

& LITERATURE
Products

Seated shower: Sterling’s Accord seated 
shower features a geometric back-wall 
design along with block-style sidewalls. 
Seams flawlessly integrate into the overall 
shower design. The user is able to position 
the seat on either side of the shower or 
remove it altogether. When positioned 
at either side of the shower, the seat fits 
snugly into place and allows the bather 
to rest his or her back against the side 
wall. The seat is designed at a sitting and 
transfer height of 17 1/2 inches. Sterling. 
www.sterlingplumbing.com. Circle 45

Zone valve: Taco Zone Sentry’s patented technology uses a micro-
circuit-based logic to control a gear-driven electronically actuated 
ball valve to control fluid flow. The advanced design uses 93 per-
cent less energy than common zone valves, while also delivering 
greater flow capacity, shutoff pressure rating, ease of installation 
and diagnostics, and the number of valves (12) that can be used on 
a standard 40VA transformer. Zone Sentry valves are used primarily 
for baseboard, fan coil, radiator, convector, heat pump and radiant 
applications. Taco. www.taco-hvac.com. Circle 44

Lead-free meter couplings: Dake Couplings recently added 
contractor packs for lead-free meter couplings, oval flanges and 
companion flanges. Lead-free meter couplings and flanges are 
packed in pairs with the gaskets, nuts and bolts necessary for instal-
lation. The kits eliminate the need to pull the individual components 
from inventory before going on a job. All Dake Couplings lead-free 
products certify to NSF/ANSI 372 and comply with the Reduction in 
Lead in Drinking Water. Dake Corp. www.metercouplings.com. 
Circle 46



Jacket 
Promotion

www.usboiler.burnham.com

2011
IT’S BACK! This attractive 3-season jacket is available NOW (while 
supplies last) at your local distributor of Burnham® brand boilers. 
Featuring a weather resistant micro ber outer shell and eece 
lining, this jacket also offers a new  additional feature, E2 Sport 
Balance technology, which improves balance, strength, endurance, 
exibility, range of motion, and focus. This feature which will not 

wash out, wear out, or fade over time.

• E2 Sport Balance Technology

• Weather resistant black micro ber shell, grey 100% Polar eece lining, quilted sleeves
• Full zip-up collar, zippered pockets, adjustable velcro cuffs
• Sizes; small-4XL
• Elastic draw cord w/ lock on waist
• Inside pockets

E2 Sport Balance Technology Provides:
• Better balance
• Enhanced strength & endurance
• Increased energy & range of motion
• Improved focus

Jacket Features

Burnham Boilers

Limited Quantities! See your participating 
Burnham Boiler Distributor.

See your participating 
Burnham Boiler Distributor 

for Complete Details!
Circle 88
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Further your technical education and industry knowledge at the AEC Store.
Our online store gives you access to technical journals and research that form the cornerstone of 
Architecture, Engineering and Construction Industries.

F th t h i l d ti d i d t k l d t th AEC St

TecHnIcaLlet’s get

Hydronics Know How II CD, by John Siegenthaler  //  $99.00

The Hydronics Know How II CD contains all the columns and articles John 
Siegenthaler has written for Plumbing & Mechanical and PM Engineer, from 
the very fi rst in July 1996 through December 2008. That’s over 200 articles 
and columns covering everything from heat loss to hydraulic separation. 
Visit aecstore.com for a complete description.

History of Plumbing CD  //  $35.00
Sponsored by American Standard

PM magazine’s wildly popular History of Plumbing Series is available 
on CD-ROM. History articles cover informative topics such as ancient 
plumbing, water-borne diseases, early-American innovation, the history 
of hydronic heating, and more!

SellErsBEST

The AEC Store is owned and operated by BNP Media. As an 
information company, we created the AEC Store to make it easy 
for industry professionals to conduct “one stop shopping” for all 
their educational, training or personal information needs. Our 
store allows you to save time by not searching bookshelves, but 
rather by clicking on a category specific to your needs. The list of 
categories makes it easy to find precise topics.

web: www.AECStore.com
phone: 248/244-1275

AEC STORE

PM_AECStore_TechnicalAd_ThirdSq-0710.indd   1 6/16/10   4:51:07 PM

Transfer fan: Tjernlund Products’ AireShare transfer fans provide homeowners 
with an unobtrusive, cost-effective way to circulate heated or cooled air from fire-
places, stoves, electronic baseboards, split-system ductless air-conditioning and 
window air-conditioning units to adjacent rooms. The fans are available for two 
types of installations: horizontal air flow through stud walls and vertical air flow 
through floor/ceilings. Tjernlund Products. www.tjernlund.com. Circle 48

Macerating toilet: Liberty Pumps’ new 
Ascent II is a 1.28-gpf high-efficiency 
toilet for a macerating system. The sys-
tem features RazorCut technology for 
improved maceration of waste and a 
removable service panel that provides 
quick access to the cutter area without 
disconnecting the plumbing. Other fea-
tures include IST solid-state switching, a 
built-in alarm and LED lights with exter-
nal touchpad for alarm silence and man-
ual override. The toilets, available in round 
front and elongated, have improved flush 
performance and carry the WaterSense 
mark. Both models feature insulated tanks 
to eliminate sweating. Liberty Pumps. 
www.libertypumps.com. Circle 49

Slim profile radiant heating panel: Warmboard introduces Warmboard-R, a new 
13/16-inch-thick structural radiant heating panel that provides the same heating perfor-
mance as the company’s 1 1/8-inch-thick radiant subfloor panel. The slimmer profile, com-
bined with an easier-to-handle panel size, is ideal for retrofits. Warmboard-R also can be used 
as a ceiling panel for radiant heating or cooling. Warmboard. www.warmboard.com. 
Circle 47



The FUEL SMART HydroStat
now with Boiler Reset.

� Temperature Limit
Universal Aquastat* replacement

� Low Water Cut-Off
Protects boilers from damaging
low water conditions

� Boiler Reset
Saves fuel by lowering the
boiler temperature without
sacrificing comfort.

The new Fuel Smart HydroStat’s Thermal
Targeting™ technology provides boiler
reset without requiring an outdoor sensor.
Its universal mounting and industry
standard wiring allows for easy, fuel-
saving upgrades on boilers equipped with
standard Aquastats®.

For more information, go to www.hydrolevel.com

NEW HAVEN, CT

MODEL 3200 for gas-fired boilers
MODEL 3250 for oil-fired boilers

Patents Pending *Aquastat is a registered trademark of Honeywell International, Inc.Circle 258
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Static face seals: Minnesota Rubber and Plastics’ static face seals 
molded of liquid silicone rubber provide strength and improve 
design function in most plumbing-related products. These LSR 
sealing devices are available for both radical and axial applications 
where temperature variation and resistance to aging are important 
design considerations. The seals have excellent electrical insulating 
characteristics and resistance to UV radiation and weathering. The 
seals provide high resistance to chloramine contained in the drink-
ing water of most municipalities. Minnesota Rubber and Plastics. 
www.mnrubber.com. Circle 50

High-efficiency toilet: Contrac’s 
The Clancy is a 1.0-gpf high round, 
front-flush high-efficiency toilet. The 
toilet features gravity flush instead of 
pressure assist to contribute to lower 
water consumption. The toilet also 
has a 600-gram MaP flushing perfor-
mance. Some of the specifications 
for the toilet include: vitreous china, a 
17-inch bowl height, a tank level actu-
ator, a 12-inch rough-in, a 1 3/4-inch 
fully glazed ball pass trapway, a 3-inch 
flapper and siphon jet flush action. 
Contrac. www.contrac.ca. Circle 52

Renewable fuel options: Fulton 
offers a condensing boiler that uses 
clean and renewable liquid fuels for 
commercial heating. The Vantage boil-
er can now use B100 biodiesel and 
ultra-low sulfur (under 15 ppm) heat-
ing oils for full condensing operation. 
The B100 biodiesel Vantage boiler is 
commercially available up to 4 million 
Btu/hr. and is capable of configurations 
for liquid fuel, natural gas or dual-fuel 
operation. The Fulton Companies. 
www.fulton.com. Circle 51

Visit AECStore.com to view all of our 
technical resources for radiant and 

hydronic pros!
To order by phone, call 248/244-1275

John Siegenthaler, one of the 
undisputed leading experts in the 

field of radiant heating and 
cooling, has rewritten this book from 
cover to cover. RADIANT PRECISION 

is the manual for the RPA’s advanced 
course in the design and control of 
radiant panel heating systems. It 

is also designed for self study. This 
book is not for the faint at heart. It is 

designed for the serious student or 
consummate expert of radiant 

heating and cooling. It is filled with 
the formulas, graphics and excellent 

schematics that John has become 
known for.

Get Technical @

AECSTORE.COM

HOT SELLER 
RADIANT PRECISION 

>> $91.65 <<

PM_AECStore_HalfVPgAd_0811.indd   1 8/15/11   1:08 PM



HVAC Systems Multi-Staging Alternative Energy Zoning Snow Melting Setpoint

www.tekmarcontrols.com/feature/552.html

Better Control. Better Systems.

Simplicity at its Best.
Introducing the new tekmarNet® Touchscreen Thermostat 552 
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Largo, Fla.-based Clearwater Enviro 
Technologies has been offering water 
treatment solutions since 1988, including its 
Scale Blaster electronic descaling system. Bill 
Glass, the company’s vice president of sales, 
has heard the water treatment pushback 
from plumbers throughout the years.

“A lot of plumbers are nonbelievers. They 
think it’s some magic box hocus-pocus,” he 
says. “Once we show them how it works and 
how easy it is to install, they change their minds. 
It’s something they can offer their customers.”
 Barbara Pace, a plumber for St. 
Petersburg, Fla.-based Johnny Jones 
Plumbing, notes the company saw one 
of Clearwater Enviro Technologies’ 
presentations and was initially skeptical. 

“And then several of our employees 
had water softeners at home that started 
going kaput,” she says. “The owner of our 
company decided to take the company up 
on a trial offer and was very pleased with it.”

Johnny Jones Plumbing continues to 
offer the green water treatment alternative as 
part of its service. In fact, Pace's brother-in-
law, who works for Pinellas County Schools, 
attended a Pinellas Association of Plumbing, 
Heating & Cooling Contractors meeting 
and became interested in the technology for 
possible future school projects.

Kummers, who has been in the water 
treatment business in varying capacities 
since 1991 and sold a water treatment 
dealership in 1999, recently began working 
with the Flow-Tech line. He also is a firm 
believer in the value of education. 

“All you have to do is learn a little more 
about water treatment and find out what 
products work well in your area,” he says. 
“Why leave it up to a water treatment 
company? Why should a plumber give up 
that type of business? Don’t give that piece of 
the pie away because it’s a pretty big piece.”

Brockmire, who trains plumbing 
contractors across the country on water 
treatment, emphasizes it’s not only a right 
but a responsibility for plumbers to offer 
water treatment solutions.

“Plumbing contractors are the 
professionals in the customers’ homes,” he 
says. “Let’s provide customers a solution. It’s 
our job to protect the health and safety of 
the nation. It’s what plumbers stand for. We 
contain water, so we should be charged with 
the responsibility to help keep it cleaner. 

“Replacing a toilet flapper is water 
quality. Too much chlorine in the toilet is 
a water treatment situation. If you talk to 
customers about how water treatment can 
save their investment, they will want it.”

Stefano’s technicians educate their 
customers with third-party articles, props 

and photos, as well as physical water 
testing to demonstrate the benefits of water 
treatment.

“We have 20 techs trained on water 
treatment,” he says. “Every one of them 
knows the product up one side and down 
the other. Everybody knows it’s the right 
thing to do. It’s not a gimmick. Chlorine 
is not good for a plumbing system due to 
its oxidizing effects and byproducts. What 
does this mean for our health? We’re hitting 
it at the point of entry. We’re doing what 
is good for the plumbing system and the 
health of our customers.”

Positive results: Kummers started 
working with Adams and Flow-Tech in 
July. In that first month, his company sold 
six Flow-Tech devices.

“It’s been huge to Rick’s bottom 
line,” says Adams, who also is proactive 
in plumbing contractor training. “There 
is nothing but upside for plumbing 
contractors. Traditionally, water treatment 
has been sold through branded networks 
or through retail. You still need someone to 
install it and take care of it. The plumber is 
a perfect fit.”

Glass reports Clearwater Enviro 
Technologies enjoyed record sales in 2010 
and has already surpassed those figures 
this year. Charlotte Ben Franklin added 
$500,000 in gross revenue from water 
treatment in 2010 — the first year it started 
offering the service.

“It didn’t come easy,” Stefano says. 
“We had to educate 20 service techs. Our 
H2O Harmony water filtration training 
is so intense a technician usually calls in 
to have one delivered his first week in a 
truck. We’ve already surpassed last year’s 
gross revenue on it. We will generate at 
least $1 million in gross revenue on water 
treatment in our second year involved, if 
not more.”

Burden sees the water treatment business 
headed in one direction — straight up.

“It’s going to get even bigger and even 
more robust than it is now,” she says. “We 
used to do one whole-house re-pipe a 
quarter. Now we are doing three or four 
of them a week. Chemicals are eating at 
the pipes. If they are eating at the pipes, 
what are they doing to the body? Water 
treatment is no longer a luxury item.”

Brockmire adds: “The water treatment 
market size is so big. There is a lot of 
room in the sandbox for players. Plumbers 
should be the leaders of the sandbox.”

Charlotte Ben Franklin's water treatment business 
continues to thrive. The plumbing contractor installs, on 
average, 4 to 6 H20 Harmony water filtration systems 
a week.
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Gathering steam

‘Water quality 
makes up about 

90 percent 
of the plumbing 

problems in 
the home.’

continued from page 52



In 1997 
utilizing 

a propriety 
manufacturing 

process OmegaFlex® 
introduced Tracpipe® the 

only approved flexible gas piping 
product in the industry that did not require heat-
treating to meet the rigid ANSI Standards. Because this 
made for a much stronger, durable, and safer product, 
Tracpipe® rapidly became the #1 selling brand in 
the industry. 

In 2004 OmegaFlex® advanced CSST technology with 
the introduction of the world’s first conductive jacketed 
CSST that featured all the same benefits of Tracpipe® 
but with enhanced lightning resistance.

After 7 years, millions of feet, and tens of thousands 
of installations, we can safely say “If you’re not using 
Counterstrike® then you’re not using the safest gas 
piping product!”

So in keeping with OmegaFlex’s commitment to offer 
only the safest CSST products, we now only offer the 
worlds safest CSST…Counterstrike®.  

THE SAFETY OF YOUR
CUSTOMER IS IN 

YOUR HANDS

Visit our new website at www.tracpipe.com   
© Copyright Omega Flex 2011

OmegaFlex, Inc.
451 Creamery Way • Exton, PA 19341

1-800-671-8622
ISO 9001 Registered Company

FGP-637  08/2011

- Up to 75 per year

- Up to 175 per year
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Rigid Pipe Yellow CSST CounterStrike® CSST

Residential Fuel Gas Lightning Fires in USA

- 0 per year

A study conducted by Michael F. Stringfellow, PhD
Chief Scientist, PowerCet Corporation 2011

Since it’s introduction in 2004, there has been no 
lightning damage to CounterStrike® 

“Even though we’ve used CSST for years without any 
problem, we switched to CounterStrike about three years 
ago and now use it nearly every single day, in 1,500 to 
1,800 homes each year. We haven’t had a single problem 
with it.” 

— David Jeffers, Plumbing Service Manger, Lee Company

® ®

Flexible Gas Piping by OmegaFlex
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Make your opinions

     
COUNT

2401 W. Big Beaver Rd. Suite 700 | Troy, MI 48084 | support@myclearopinion.com

CLEARmy opinion
™

cashCLEAR ™

Visit www.myclearopinion.com to join now!

myCLEARopinion™ members are a diverse 

community of industry professionals who earn 

CLEARcash™ for sharing their opinions, reactions 

and insights with leading national and global 

organizations.  Their insights help make better 

products, advertising and messaging decisions. 

Joining myCLEARopinion™ ensures that your 

opinions are worth something. Begin making 

your opinions count today and earn CLEARcash™ 

rewards for your insights and views.



SIGNIFICANT CHANGES TO THE INTERNATIONAL PLUMBING CODE/INTERNATIONAL MECHANICAL CODE/
INTERNATIONAL FUEL GAS CODE, 2012 EDITION
Authors Bob Guenther and Lee Clifton detail 125+ critical code changes and clarify code application.  
Generously illustrated in color. (224 pages)
SOFT COVER  #7202S12  List $39.95  |  ICC Member $33.95

2012 INTERNATIONAL PLUMBING CODE® (IPC®)
The IPC also contains the complete text of the 2012 IPSDC. Important changes to the IPC include:

SOFT COVER  #3200S12  List $75  |  ICC Member $56.25
LOOSE LEAF  #3200L12  List $87  |  ICC Member $65.25
PDF DOWNLOAD  #8720P12  List $71  |  ICC Member $53
SOFT COVER IPC AND SIGNIFICANT CHANGES COMBO  #7202BN12 List $103  |  ICC Member $77.50

2012 INTERNATIONAL MECHANICAL CODE® (IMC®)
Select changes include:

SOFT COVER  #3300S12  List $71.50  |  ICC Member $53.50
LOOSE LEAF  #3300L12  List $82.50  |  ICC Member $61.75
PDF DOWNLOAD  #8730P12  List $68  |  ICC Member $51
SOFT COVER IMC AND SIGNIFICANT CHANGES COMBO  #7203BN12 List $100  |  ICC Member $75

2012 INTERNATIONAL FUEL GAS CODE® (IFGC®)
Key changes include:

SOFT COVER  #3600S12  List $71.50  |  ICC Member $53.50
LOOSE LEAF  #3600L12  List $82.50  |  ICC Member $61.75
PDF DOWNLOAD  #8760P12  List $68  |  ICC Member $51
SOFT COVER IFGC AND SIGNIFICANT CHANGES COMBO  #7206BN12 List $100  |  ICC Member $75

 People Helping People Build a Safer World™

2
TT

SSS

ORDER YOUR COPIES TODAY    
1-800-786-4452  |  www.iccsafe.org/2012icodes
Expert Training Available! Visit www.iccsafe.org/training

11-05083

2012 International Codes®

New Codes for a Changing World
✓ Early availability of the I-Codes helps you get ahead of the curve, ensure safe communities, 

and stay ahead of the competition. 
✓ I-Codes provide for the acceptance of new and innovative products, materials, and systems.
✓ I-Codes are developed to integrate with each other to provide a uniform set of codes that 

yields positive impacts on cost and affordability.

AVAILABLE NOW!

Choose 
hard copy or 
immediate

PDF  
Download
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Plumbing & Mechanical is proud to produce the PM Live Symposium offering real-world examples of today’s 
traditional hydronic heating systems along with new designs and approaches.  Industry favorites, Dan Holohan and 
John Siegenthaler, will come together for this 1-day hydronic heating event to share their knowledge and expertise 
in an interactive forum allowing particpants to get the most out of their experience.  Attendees will benefi t from 
exceptional networking with presenters, sponsors and peers at this live, in-person event. 

Sessions include:

Classic Hydronics
Dan Holohan will discuss traditional hydronic heating systems from a 
service perspective and will share with plumbing and heating contractors 
how to get the most out of these systems if their owners decide to keep 
them for years to come.

10 Desirable Characteristics of Future 
Hydronic Systems

John Siegenthaler will explore new design approaches and concepts for 
hydronic systems and provide examples of simple yet sophisticated 
systems that tie these new concepts together to address current 
and future trends.

Presenter Q&A
The fi nal portion of the event will give the event participants a chance to ask 
the experts about what was discussed in the day’s presentations as well as ask 
them about their most pressing issues and concerns related to hydronic 
heating systems.

With a modest registration fee, convenient location, exciting networking 
opportunities and a chance to be face-to-face with your favorite industry 
writers/speakers, this is one event you cannot afford to miss!

Two Hydronic Superstars.  
          One Amazing Event. 

Register today at:Register today at:
   www.pmlivesymposium.com   www.pmlivesymposium.com

Sending 3 or more persons from the same company? 
Get an additional 10% discount on all 3 registrations!

Your registration fee includes:
■   Access to the session(s) of your choice 
■   Conference proceedings and extensive product information from 

seminar sponsors 
■   Access to all sponsor tabletop displays 
■   All conference meals including continental breakfast, breaks and 

luncheon (lunch is only available to full day registrants)
■  Exclusive networking opportunities with industry experts and 

your peers 
■  Special Q&A session with instructors – John Siegenthaler and 

Dan Holohan 
■  Certifi cate of completion for 3 contact hours for each session 

(available upon request)

Morning Session

Afternoon Session

Full Day

Early bird by
10/7/11

$135

$135

$240

Standard

$155

$155

$270

R e g i s t r a t i o n  F e e s :

Register Early and Save!

November 4, 2011November 4, 2011
Best Western Royal Plaza HotelBest Western Royal Plaza Hotel
Marlborough, MAMarlborough, MA

Produced by:



Double Vortex Flush / Vortex Flush

Dual Flush: 1.28GPF / 0.8GPF Hyper Clean Antibacterial Surface

Multi-fit Drain Socket

www.inax-usa.com

 DESIGNING SMART
from Japan

ecology and performance
the best of both worlds

introducing the ECO-X® Series
dual flush …empowerment         
vortex flush …confidence                  
hyper clean …peace of mind            
multi-fit …accommodation
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Classified ADVERTISING
Need to place a classified ad? Contact Mike O'Connor at 610.354.9552 or oconnorm@bnpmedia.com.

SOFTWARE

Circle 2

 

Check out the amazing software that service 
contractors everywhere are talking about! 
www.wintacpro.com  1-800-724-7899 

The #1 best-selling all-in-one 
software for contractors 

Scheduling, Dispatching 
Job Costing, Estimating 

Equipment Tracking 
Inventory, Purchasing 

Invoicing, Flat Rate Pricing 
AR/AP, Payroll, Accounting 

CRM, Marketing, Vehicle Management 

Circle 3

ESTIMATING SOFTWARE

Circle 1
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Grease Traps/Interceptors
Ashland Poly Traps
Manufacturer/Distributor

PDI Certified, UPC and IAPMO listed. 
Light weight, No rust, UPS anywhere! 
Wholesalers and contractors please  

call for info and literature.  
Factory Distribution 800-541-8004 

Fax: 800-326-5531
www.ashlandpolytraps.com

email: polytraps@frontier.com 

PRODUCTS

> We service push rod reels, cameras and 
    command modules. We repair most brands.
> We are an authorized service center for  
    General Wire, Ratech, Vision and Rigid. 
> We understand when your equipment is   
    broken, you are loosing dollars! 

 We give fast and quality service. 
Electronic Repair Co.  

205-836-0454  
www.servicewithasmile.com

SEWER CAM REPAIR

REPAIR SERVICES

Circle 4
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M0339700 www.PowerMate.info
1-800-697-6283

M0339700 www.PowerMate.info
800-697-62831-81--88000-0--69697977--6262828383

PowerMate® will reduce labor costs 
by more than 50%, increase your 

safety and efficiency and enhance 
your professional image!

Let PowerMate® do 
the lfting for you!

Power lift your 
profits and lower 

your injuries!

PRODUCTS
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Classified ADVERTISING
Need to place a classified ad? Contact Mike O'Connor at 610.354.9552 or oconnorm@bnpmedia.com.

Have you placed 
your 2011 

advertising? 
Check us out at 

www.PMmag.com

SOFTWARE
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PRODUCTS
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PRODUCTS
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Family Owned & Operated Since 1943

800.777.6500
www.HodesCo.com

CONTRACTOR DIRECT
BUYERS CATALOG
FREE

8000
ITEMS

Visit us at PMmag.com
 PM
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Classified ADVERTISING
Need to place a classified ad? Contact Mike O'Connor at 610.354.9552 or oconnorm@bnpmedia.com.

PRODUCTS PROFESSIONAL DEVELOPMENT

Circle 18

Circle 16

Circle 19

U-Cutters, Down Head Fittings, Flexible 
Arrow Head, Arrow Head Starting Drill, 
Boring Gimlet, Down Head Boring Gimlet, 
Cable Side Cutter Blades and CABLES

COMPATIBLE  WITH NATIONAL MANUFACTURERS  
!!!!!!VERY COMPETITIVELY PRICED!!!!!!

www.rototoolmfg.com 
LEO INTERNATIONAL, INC.  Brooklyn NY 11207

ROTO TOOL

         718-485-7884 
         718-290-8046      

E-mail: rototoolmfg@gmail.com

All The Parts Needed to 
Keep Your Drains Clean

Call: 
Fax:  

If you’re in need of education 
or training products, the AEC 
Store can meet your needs! 

At the AEC store you will find 
educational and training books, 

manuals, CDs and DVDs. 
Plus More! 

SHOP ONONLLINEINE : ARCHARCHITECTITECTUREURE II ENENGINEERIGINEERINGNG II COCONNSTRS UCTION

Visit AECstore.com today 
and save $5.00 on all 
orders over $50.00 

PRODUCTS
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Reprints: Grab Attention & reach your sales peak.
Call Mike at 610.354.9552

As low as 
         87

Made in 
USASave $$$

8% Cobalt Bi-Metal

www.discountsawblade.com
1-888-641-9798 
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Classified ADVERTISING
Need to place a classified ad? Contact Mike O'Connor at 610.354.9552 or oconnorm@bnpmedia.com.

Circle 22

But 94% of contractors don’t do it! 
Customer Retention is the largest hole in 
your marketing bucket. See how a simple 
newsletter can solve this for you. Get our Free 

Customer Retention Report and decide for 
yourself. Just call, fax, or email and it’s yours.

The #1 Marketing Mistake in Our 
Industry Happens to Be Easy To Fix…

Circle 21

BUSINESS OPPORTUNITIES

Advertiser INDEX

Accubid Systems (800) 222-8243 www.accubid.com 86 62
Appleseed Business Inc. (480) 205-5164 www.appleseedbusiness.com 290 16
Apricus Solar Co. (877) 458-2634 www.apricus.com 291 40
The Blue Collar Coach (888) 819-0719 www.thebluecollarcoach.com 296 74
Bradford White Corp. (215) 641-9400 www.bradfordwhite.com 116 85
BrassCraft (248) 305-6000 www.brasscraft.com 98 15
Buderus (215) 794-3994 www.buderus.net 268 37
Burnham-U.S. Boiler Co. (717) 397-4701 www.burnham.com 88 91
Centrotherm (877) 434-3432 www.centrotherm.us.com 294 28
Cerro Flow Products (618) 874-8603 www.cerroflow.com 221 39
Dahl Brothers  (855) 423-4852 www.dahlvalve.com 217 65
Daimler Vans USA  www.freightlinersprinterusa.com  6-7
Delta Faucet Co. (317) 848-1812 www.deltafaucet.com 153 13
ECR International (315) 797-1310 www.ecrinternational.com 193 29
Electric Eel (800) 833-1212 www.electriceel.com 295 82
Ferguson Enterprises (757) 989-2309 www.ferguson.com 132,366 49,51
FloodMaster (888) 771-4929 www.floodmaster.com 297 90
Ford  www.ford.com  21
General Pipe Cleaners (800) 245-6200  www.drainbrain.com 101,78 3,59
GMC  www.gmbusinesscentral.com  1
Grundfos Pumps Corp. (913) 227-3400 www.grundfos.us 226,228 33,IBC
Heatlines (603) 437-1667 www.heatlines.com 298 88
Hercules Chemical (800) 221-9330 www.herchem.com 103 35
Home Depot (800) 466-3337 www.homedepot.com 244 IFC
Hydrolevel Co. (203) 776-0473 www.hydrolevel.com 258 93
INAX USA  www.inax-usa.com 236 101
International Code Council (800) 786-4452 www.iccsafe.org 370 99
International Exposition (203) 221-9232 www.ahrexpo.com 176 108
LA-CO Industries (847) 956-7600 www.laco.com 299 40
Laars Heating System Co. (603) 335-6300 www.laars.com 239 50
Liberty Pumps Inc. (800) 543-2550 www.libertypumps.com 143 23
Lochinvar Corp. (615) 889-8900 www.lochinvar.com 140 63

Lubrizol Corp. (440) 943-4200 www.lubrizol.com 300,102 12,89
Milwaukee Electric Tool (800) 729-3878 www.milwaukeetool.com 227 47
Nexstar Inc. (888) 240-STAR www.nexstarnetwork.com 301 38
Noble Co. (800) 878-5788 www.noblecompany.com 304 64
Omegaflex (800) 355-1039 www.omegaflex.com 212,213 69,97
PAW  www.paw.eu 302 82
Quietside (866) 243-6498 www.quietside.com 219 61
Reed Manufacturing Co. (800) 666-3691 www.reedmfgco.com 80,81 5,78
Rheem Mfg. Co. (800) 621-5622 www.rheem.com 200 71
Ridgid (800) 474-3443 www.ridgid.com 95 77
Roth Industries (888) 266-7684 www.roth-usa.com 310 64
Saniflo (800) 571-8191 www.saniflo.com 303 52
Slant/Fin Corp. (516) 484-2600 www.slantfin.com 90 11
Sloan Valve Co. (800) 9VALVE9 www.sloanvalve.com 234 18-19
Spirotherm Inc. (630) 307-2662 www.spirotherm.com 186 87
Stanley Black & Decker (800) 262-2161 www.stanleytools.com 292,293 80-81,83
Sterling, a Kohler company (800) 783-7546 www.sterlingplumbing.com 179 25
Stiebel Eltron (800) 582-8423 www.stiebel-eltron-usa.com 131 34
Taco Inc. (401) 942-8000 www.taco-hvac.com 85 43
tekmar Control Systems (250) 545-7749 www.tekmarcontrols.com 117 95
Titeflex Corp. (413) 271-8772 www.gastite.com 122 31
Triangle Tube (856) 228-8881 www.triangletube.com 146 73
Viega North America (800) 976-9819 www.viega.net  Covers A,B,C,D
Viessmann Mfg. (800) 288-0667 www.viessmann-us.com 93 57
Ward Mfg. (570) 638-2131 www.wardmfg.com 305,306 84,86
Watts Radiant (800) 276-2419 www.wattsradiant.com 286 79
Watts Regulator (978) 688-1811 www.watts.com 142 107
Webstone Co. Inc. (800) 225-9529 www.webstonevalves.com 183 27
Weil-McLain (219) 879-6561 www.weil-mclain.com 100 BC
Weldbend Corp. (708) 594-1700 www.weldbend.com 374 54-55
Wilo USA  (708) 338-9456 www.wilo-usa.com 134 75
Woodford Mfg. (800) 621-6032 www.woodfordmfg.com 114 53
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Editorial OPINION
Jim Olsztynski

T
hirty-four years ago last May I was 

hired into this industry by Plumbing 
& Mechanical and Supply House Times 
founder Charlie Horton. He passed away 
in 1989, so it’s unfortunate that only old-
timers remember him and the profound 
influence he had on the industry that he 
loved and defended with the ferocity of a 
Samurai warrior. Two things in particular 
I remember learning from him have stayed 
with me throughout my career.

Being chewed out by Charlie was a 
rite of passage for all of his employees, 
and it didn’t take long for me to gain 
the experience. He read one of my early 
articles and got peeved at seeing too many 
fancy words that served no purpose other 
than to show off my vocabulary. So he 
called me into his office and told me 
something that has been imbedded in my 
brain ever since: “Remember this — you 
are not part of the publishing industry, 
you’re part of the plumbing industry. 
Don’t write over your readers’ heads.”

So I’ve spent the last 34 years trying to 
suppress my highfaluting instincts.

A second lesson I learned from Charlie 
was that a publication needs to focus on 
its audience and their issues, not self-
absorption. He took a dim view of the 
tendency of certain editors and publishers 
to devote magazine space to articles 
patting themselves on the back or making 
sales pitches to advertisers. 

This is not to say Charlie was above 
self-promotion. He wrote scintillating 
promotional letters to advertisers about 
upcoming issues, and composed some of 
the most provocative promotional copy 
ever written in the months leading up 
to the launch of Plumbing & Mechanical 

in March 1984. I’ve saved some of those 
masterpieces, especially those touting me 
as a superstar while introducing me as the 
new publication’s editor. I only hope I’ve 
proven to be half as good as he hyped I 
would be.

However, the marketing stuff was all 
in the background, snail-mailed in those 
days to prospective advertisers. None of it 
clogged up the pages of his flagship Supply 
House Times, whose content remained 
focused on the interests of its audience.

That policy, too, is something I’ve 
always abided by. Until now. Forgive me, 
Charlie, but just this once I’m going to 
violate a cardinal rule of yours by making 
myself the subject of this article.

That’s only because I can’t think of 
a better way to reach so many industry 
friends with the news that I am taking 
leave of my positions with BNP Media 
Co. and this magazine. It is an amicable 
departure driven by personal as well as 
professional considerations.

At age 64 it has finally dawned on me 
that my career as a wordsmith has been 
a means rather than an end. Time has 
come to cash in some of the equity I’ve 

built up over the years, both financial and 
interpersonal, to pursue my true callings. 
Ranking highest among them is being 
a fully engaged grandfather to my three 
impossibly charming granddaughters. 
Aging brings with it an awareness of how 
fleeting is the window of time in which to 
enjoy watching them grow up and to be a 
positive influence in their lives.

This is not to say I’m “retiring” in the 
strict sense of the word. You’ll likely see 
me pop up from time to time writing 
articles or working on various projects 
for industry friends. It’s just that I look 
forward to choosing assignments out of 
preference rather than duty.

It’s been said that if you enjoy what 
you’re doing, you’ll never work a day 
in your life. That’s certainly been true 
of my career. Things got less enjoyable 
during this miserable recession of the 
past three years, but not enough to erase 
so many joyful memories of serving this 
great industry and befriending so many of 
its magnificent citizens.

I want to thank scores of past and 
present colleagues whose friendship, 
guidance and assistance over the years 
has made my job seem more like fun 
than work. And, a special word of thanks 
is owed to the present stewards of this 
magazine for being gracious enough to 
grant me this space to say farewell.

One final piece of advice for them — 
don’t make a habit of it. Violate Charlie 
Horton’s cardinal rule no more than once 
a career. Now return to the interests of 
your audience — and don’t write over 
their heads. 

Anyone who wishes to contact me can do 
so from now on at wrdwzrd@aol.com.

Why I’m violating a cardinal rule
Sorry, Charlie 

Horton, but it’s a 

convenient way 

to say farewell.

 PM
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Endorsed by:

 

Where Sustainability Starts!

McCormick Place North & South 
Chicago, Illinois

January 23 -25, 2012
International Air-Conditioning  Heating  Refrigerating ExpositionI i l Ai C di i i H i R f i i E i i

Tap into the HVAC&R 
Connection with:

Attention Plumbing 
Professionals...

 

Over1,900Exhibitors!
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To find out more about Grundfos 

energy-efficient circulators visit us at:

poweredby.grundfos.com

POWERED BY THE IMPOSSIBLE

Not too big, not too small. 

The “Mini” MAGNA is just right.

For large residential or light commercial projects, 
the new “Mini” MAGNA 32-100 medium size 
circulator is the perfect fit:

 dependable, maintenance-free service

AUTOADAPT™ 
RELIABLE ENERGY SAVINGS

“Mini” MAGNA’s AUTOADAPT 

takes the guesswork out of achieving 

and savings:

 standard circulators

POWERED BY 

RELIABILITY

MAGNA 32-100
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www.viega.com  |  1-800-976-9819

Only Viega ProPress® fittings have the patented  
Smart Connect® feature, a quick and easy way for 
installers to identify connections that need pressing. 

The global leader
in plumbing, heating 

 and pipe joining systems
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