
Sidney, Ohio – Heating, ventilation, air conditioning 

and refrigeration (HVACR) contractors looking for 

plentiful job opportunities, high salaries, available 

training and large numbers of service calls should head 

to Ohio or California, according to a list of top states 

to work in HVACR compiled by Emerson. 

Ohio tops Emerson’s list with more than 1,400 

certified technicians, a competitive median salary, 

almost 9,000 openings, and eight accredited trade 

schools. California comes in second overall but tops the 

list when it comes to number of open positions (22,000), 

certified technicians, and the highest hourly wages. 

“I got interested in HVACR in high school and have 

been fortunate to build a career and a successful business 

here in Ohio. There are tremendous opportunities in a 

state like Ohio with both heating and cooling seasons 

and I enjoy the opportunity to meet new customers 

and new people every day. This is a great trade for 

young people who are looking for a challenge; the 

opportunities are endless right now,” said Kevin Turner, 

President, Comfort Air Solutions 

Emerson lists Illinois as the third-best place to 

work for the highest median average salaries along 

with having five accredited trade schools and over 

8,000 current openings. Texas ranks fourth and Florida 

ranks fifth for their number of openings and certified 

technicians. The list also names Oklahoma, Colorado 

and New York to its top 20 highlights for their accredited 

trade schools, salaries and open positions. 

Washington, DC – The U.S. Department of Labor’s Office 
of Federal Contract Compliance Programs (OFCCP) announced 
two new policy directives focused on ensuring equal employment 
opportunity and protecting Americans’ religious freedom. 
The equal employment opportunity directive calls for more 
comprehensive reviews of contractor compliance with federal anti-
discrimination laws, and the religious freedom directive protects 
the rights of religion-exercising organizations. 

By law, federal contractors are required to take affirmative 
steps to ensure equal opportunity in their employment processes. 
OFCCP enforces federal laws that prohibit federal contractors and 
subcontractors from discriminating on the basis of race, color, 
religion, sex, sexual orientation, gender identity, national origin, 
and status as a qualified individual with a disability or protected 
veteran. In addition, contractors and subcontractors are prohibited 
from discriminating against applicants or employees because they 
inquire about, discuss, or disclose their compensation or that of 
others, subject to certain limitations. The Agency’s directives 
provide guidance to OFCCP staff and federal contractors regarding 
enforcement and compliance policy and procedures. 

Through the directive issued today, the Department announced 
that it is implementing a comprehensive compliance initiative, 
which seeks to ensure compliance with equal employment 
opportunity and anti-discrimination regulations in all of its 
protected groups. As part of this initiative, OFCCP will add focused 
reviews to its compliance activities, with comprehensive onsite 
reviews focused on each of the three enforcement authorities 

OFCCP enforces: Executive Order 11246, as amended; Section 503 
of the Rehabilitation Act of 1973, as amended; and the Vietnam 
Era Veterans’ Readjustment Assistance Act of 1974, as amended. 

The second directive instructs OFCCP staff – in all their 
activities – to take into account recent U.S. Supreme Court 
decisions and White House Executive Orders that protect religious 
freedom. The Supreme Court issued rulings in 2014, 2017, and 
2018 that safeguard the broad freedoms and anti-discrimination 
protections that must be afforded religion-exercising organizations 
and individuals under the U.S. Constitution and federal law. 
Additionally, President Donald J. Trump has issued Executive 
Orders making clear the Administration’s commitment to robust 
protections for religious freedom, as well as ensuring a level 
playing field for faith-based organizations to compete for federal 
grants, contracts, programs, and other funding opportunities. 

Emerson Releases the Top States to Work in HVACR 

U.S. Department of Labor Announces New Policies
to Ensure Equal Employment Opportunity and

Protect Religious Freedom 
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EMERSON con’t
“There is an increasing demand for highly skilled HVACR 

professionals, especially with a retiring workforce,” said 
Becky Hoelscher, director of AC aftermarket sales for Emerson 
Commercial and Residential Solutions. “The importance of 
valuable training and the number of job openings is soaring. Our 
data reveal where contractors can find these great opportunities.” 

Emerson’s ranking draws on HVACR salary and future 
employment data from the U.S. department of Labor; trade school 
locations recognized by the Partnership for Air Conditioning, 
Heating, Refrigeration Accreditation; heating and cooling 
degree days calculated at DegreeDays.net; residential home 
values from Trulia, certified contractors by state from North 
American Technician Excellence (NATE) and current openings 
from HVACR Workforce Development Foundation. Emerson 
also draws upon its own data to look at wholesaler locations and 
commercial service volumes from its ProAct™ Service Center. 

For more information, visit AC-Heating Connect.com. 

John Richardson’s 
Retirement from Uniweld 

Uniweld Products, Inc. has announced the retirement of 
John Richardson, Uniweld’s Central Regional Manager, after 
30 years of employment. Over his career with Uniweld, John 
has developed strong personal relationships with colleagues and 
customers alike, and he will be missed by many in the HVAC and 
refrigeration industry. John served for 4 years in the US Navy 
submarine force. After leaving the military he started his career 
in the HVAC industry as the parts manager for Honeywell. A new 
opportunity arose and he left Honeywell to be the purchasing 
manager for an HVAC, electrical, and plumbing contractor. After 
8 years in that position with the contractor, John then worked for 
a rep agency that sold the Uniweld Products line. David Foster, 
the managing director of the HVAC division for Uniweld, flew 
into Texas to work with John and see customers in the territory. 
Shortly after working with John that week, David Foster reached 
out to John and offered him a position with Uniweld. John joined 
the Uniweld team in 1987 as the Central Regional Manager and 
30 years later he now says goodbye to his Uniweld family. John’s 
plans for retirement are to travel and see as much of the world as 
possible. He will also spend lots of time with his 4 grandchildren 
and make frequent trips to his lake house in Bonham, TX. 
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WE STAND  
BEHIND IT.  

SO IT STANDS  
 UP TO ANYTHING.

In July 2016, readers of a national product testing and research magazine rated American Standard Heating & Air Conditioning’s 
air conditioners and heat pumps as the most reliable brand among leading manufacturers.

 THE #1 RATED HEATING AND COOLING BRAND.

AUSTIN - NORTH
1810 RUTHERFORD LANE

(512) 832-7881

AUSTIN - SOUTH
4211-A TODD LANE

(512) 441-8998

CORPUS CHRISTI
1157 HENDRICKS ROAD

(361) 853-5050

HOUSTON - NORTH
420 E. TIDWELL
(713) 691-5170

HOUSTON - SOUTH
5801 SOUTH LOOP E.

(713) 738-3800

HOUSTON - WEST
5248 BRITTMOORE ROAD

(713) 849-4070

SAN ANTONIO
3835 STAHL ROAD

(210) 656-6900

SAN ANTONIO
6814 ALAMO DOWNS PKWY 

(210) 457-5272

SPRING
601 SPRING HILL DR.

(281) 907-5000

STAFFORD
10155 MULA ROAD

(281) 977.6980

ACESSUPPLY.COM

NEW!
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Product News

 Luxaire® Reaches 500 Wishes Granted
for Make-A-Wish Foundation 

M i l w a u k e e  –  T h e 
Luxaire brand of Johnson 
Controls recently reached 
the milestone of granting 
its 500th wish to the Make-
A-Wish Foundation. Since 
2001, Luxaire has donated 
more than $3.7 million to 23 
chapters in the organization 
– enough to help grant 509 
wishes made by children 
with critical illnesses.  

“Reaching the  500-
wish milestone is not about 
celebrating our achievement 
but reflecting on the countless 
l i v e s  t ha t  a r e  t ouched 
annually by the Make-A-
Wish foundation,” said Liz 
Haggerty, vice president and 
general manager, Ducted 
Systems, Johnson Controls. 
“We are not only grateful for 
their efforts, but also want 
to recognize our contractor 
and distributor network who 
have generously donated to 
Make-A-Wish over the past 

17 years.” 
Luxaire  is  the  only 

sponsor  in  the  heat ing, 
v e n t i l a t i o n  a n d  a i r -
c o n d i t i o n i n g  ( H VA C ) 
category that supports the 
organization on a national 
level. And the only alliance 
that donates on behalf of its 
distributors and contractors. 

“ We  a r e  p r o u d  t o 
support Make-A-Wish and 
the families that benefit 
from their great work,” said 
Mike Gallagher, president, 
Design Air, an independent 

distributor of the Luxaire 
brand in Wisconsin. “This 
p a r t n e r s h i p  p r o v i d e s 
meaning and perspective to 
the Design Air organization. 
It is our absolute pleasure to 
be affiliated with the Make-
A-Wish team.” 

Donations from Luxaire 
u n d e r w r i t e  i n d i v i d u a l 
wishes,  which currently 
average $10,000 per wish. 
This sponsorship helps to 
make the wishes of children 
with critical illnesses come 
true including:  

• Five-year-old Bianca 
who was able to meet all her 
favorite princesses at Disney 
World. 

• Hanna, 12, who swam 
with the dolphins on Paradise 
Island in the Bahamas. 

• Andrew, 18, who went 
ziplining, snorkeling and 
fishing in Hawaii. 

Other wishes granted 
with the help of Luxaire and 
its distributors include a trip 
to Paris, a snowy vacation in 
Colorado, swimming with 
sharks in Hawaii, digging 
for dinosaurs in Montana, 
a bedroom makeover and 
construction of a backyard 
castle. The sponsorship from 
Luxaire also helps to support 
fundraising activities by 
Make-A-Wish throughout 
the year. To learn more about 
how you can get involved, 
v is i t  www.luxai re .com/
Residential/make-a-wish. 

STAFFORD 
3535 S. Main 

Stafford, TX 77477 
281-499-3377

I-10  
10814 East Freeway 
Houston, TX 77029 

713-671-0114

AIRLINE
4435 Airline Drive 
Houston, TX 77022 

713-681-9787

ALVIN  
225 West Coombs Drive 

Alvin, TX 77511 
281-585-2600

BRENHAM  
1700 Buchannan Street

Brenham, TX 77833 
979-830-5056

GULF FREEWAY  
8485 Gulf Freeway 
Houston, TX 77017 

713-920-2222

THE WOODLANDS  
24803 Oakhurst Drive

Spring, TX 77386 
281-367-4345

1960  
10509 FM 1960 W 
Houston, TX 77070 

281-890-2108

“We have the parts and equipment to do the job!”

U V  F O R  F R E E !

FREE
with purchase of

a complete system! 

Allied UV Light 
Limited Supply! Complete system must be purchased in a single visit to qualify. Please see one of our friendly Transtar 

associates for availability and pricing! Actual product images may vary from selection. Offer expires September 30, 2018. 

Concord and AirEase are wholly owned 
subsidiaries of Lennox International Inc. 

Lennox MPA Ductless
Mini-Split Heat Pump 

Key features:   
• Energy Efficiency: The 

MPA Mini-Split Heat Pump is 
ENERGY STAR approved, 
offering options available in 
Single Zones, and three of 
the four Multi-Zone products. 
ENERGY STAR certified 
units are designed to use less 
energy, help save money on 
utility bills and help protect 
the environment.  

• Compatibility: The 
MPA Mini-Split Heat Pump will 
offer Single and Multi-Zone 
outdoor units with mounted, 
ceiling cassette, ducted and 
ceiling/floor unit options. The 
product can support up to 5 
zones and the indoor units are 
compatible for both single- and 
multi-zone use.  

• Convenience: During 
the installation process of the 
MPA Mini-Split Heat Pump 
consumers can rest easy as units 
shipped are completely factory 
assembled, internally piped and 

wired. The installers must set 
the outdoor units, hang indoor 
units, connect refrigerant lines, 
and make electrical connections 
to complete the job.  

• Durability:  A key 
feature for the new MPA Mini-
Split Heat Pump is the cold 
climate operation. The product 
executes at 100% performance 
at freezing temperatures. It 
will support operation town to 
-13F (-25C).  This capability to 
heat in low ambient outdoor 
temperature provides extra 
value to homeowners in  
cold climates.   

• Reliability: Lennox 
produces products that are 
known to be the best in 
the business and the MPA 
Mini-Split Heat Pump is 
no exception. Lennox MPA 
Ductless Mini-Split Systems 
come with a 7 year warranty 
on compressors and a 5 
year warranty on all other 
covered components. 
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Lorraine Ball
After spending too 

many years in Corporate 
America in companies 
l ike Lennox,  Carrier 
and Conseco, Lorraine 
sa id  goodbye  to  the 
bureaucracy, glass ceilings 
and bad coffee. 

Today you can find 
her at Roundpeg, a digital 
agency in Carmel, Indiana, 
building smart marketing 
strategies for businesses 
who want to use internet 
marketing tools to grow. 

Roundpeg is a Master 
Certified Reseller for 
Constant Contact. If you 
are looking to improve 
your email marketing, 
or just get started, give 
Lorraine a call. 

For more about web 
design, content marketing 
and social media services 
go to www.roundpeg.biz.

Want to learn more 
about marketing? Check 
out our podcast at www.
morethanafewwords.com

Wouldn’t  i t  be  n ice  i f  we 
al l  just  got  a long? While  that 
seems like a nice idea, you can’t 
eliminate conflict completely, and 
you shouldn’t. Well managed it can 
help cultivate discussion and create 
opportunities to uncover new and 
innovative solutions. 

So, as a business owner how do 
you establish an environment which 
cultivates healthy conflict? Start 
with these basic principles to drive 
successful outcomes. 

Productive Conflict Resolution 

1. Accept conflict as a natural 
part of a relationship, something 
which isn’t necessarily good or 
bad.  I t  can be very heal thy i f 
the conflict occurs when people 
have different ideas on how to 
solve a problem and they feel 
comfortable sharing their thoughts 
and ideas. The conflict resolution 
process can lead to open and honest 
conversations about more than just 
the question on the table. 

2. Willingness to take time 

to resolve issues. Conflict can 
be messy and it may take several 
conversations to get to come to 
a solution. As a team leader, you 
need to have a process for managing 
issues and building in time to work 
through them completely. If you 
try to rush the process, the issue 
will pop up again in a slightly 
different form. In the long run, it 
will take more time, or never really 
be resolved if you don’t take time 
up front. 

3. Create a climate of mutual 
trust or a desire to establish trust. 
Con f l i c t  l e ads  t o  p roduc t i ve 
conversations if the participants 
trust each other and feel their ideas 
and opinions will be respected. 
They need to know there is no 
“punishment” for an idea which 
goes against the accepted norms. 
In a safe environment where people 
are comfortable expressing feelings, 
they are more likely to share how 
decisions will impact them and the 
‘why’ behind their suggestions. 

4.  A desire for  resolut ion, 

not a desire to win. Let’s face it, 
everyone likes to be right and to 
see their ideas put into practice. 
But sometimes your ideas aren’t 
best. If people are more focused on 
proving they are right and winning 
the argument, others on the team 
may acquiesce. You will have a 
solution, but it won’t necessarily be 
the best solution. As a manager, this 
is a hard change to make because it 
means giving up control. However, 
if you have hired the right people, 
they should have good opinions 
about their job and the company. Be 
prepared to listen and let others win. 

5.  Two best  options,  don’t 
choose yours. If multiple solutions 
are proposed and there are at least 
two viable options, choose one 
suggested by a passionate team 
member. Why? If it is their idea, 
they will be more likely to work 
to ensure that it is implemented 
properly. And it sends a strong 
message that you are serious about 
finding the best alternatives. If the 
team feels you are willing to use 
their ideas when appropriate, they 

will be more comfortable when 
you have to make an “executive” 
decision. 

6. Consensus not compromise. 
Too of ten teams t ry  to  please 
everyone and end up watering down 
the final solution. Set expectations 
up front that you will listen to all 
the input and weigh the options. 
In return, all participants agree 
to accept the final solution. If 
you do steps 1 – 5 consistently, 
demonstrating an unbiased, open 
conversation, the team will be able 
to accept the proposed solution. 

Why wr i t e  abou t  conf l i c t 
resolution on a marketing article? 
We approach every conversation 
with our clients ready to follow 
these steps. It is not that we expect 
a conflict, but by creating a space 
for the open dialogue we are able 
to deliver work we are proud of and 
our customers love. 

Get all of your employees in 
the habit of practicing these same 
steps and every project will go more 
smoothly. 

Productive Conflict Resolution 
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Texas 
Abilene 1810 Pecan Street 325-673-2660
Arlington 3210 Dalworth 817-649-7866
Austin 2400 W. Braker, Ste E 512-837-3091
Austin 6301 E. Stassney Lane 512-441-9893
Austin 6701 Shirley 512-454-3691
Brownsville 224 Industrial Drive 956-546-8800
Corpus Christi 5439 Greenwood Drive 361-851-8821
Dallas 10490 Shady Trail, Ste 100 214-350-7913
Del Rio 2307 N. Main 830-774-1545
Denton 1706 Shady Oaks 940-380-9199
De Soto 640 E. Centre Park Blvd 214-467-8130
El Paso 11500 Rojas Dr., Ste A & C 915-779-3475

Ft. Worth 399 North Beach Street 817-834-5542
Garland 3775 Marquis Drive #101 972-276-5532
Georgetown 40110 Industrial Park Circle 512-863-0525
Grapevine 1300 Minters Chapel, Ste 500 682-223-6700
Harlingen 401 N.T. Street, Ste B 956-425-1120
Houston 10460 S Sam Houston Pkwy West 713-335-5475
Houston 14820 North Freeway, Ste 500 713-358-3737
Houston 14900 Hempstead Rd., Ste 300 713-462-3737
Houston 5921 South Loop East 713-645-6726
Kerrville 1905 Junction Hwy 830-895-2800
Laredo 6301 McPherson Road 956-726-0541
Lubbock 702 E. 46th Street 806-762-4088
McAllen 1218 East Laurel Ave 956-686-3786

New Braunfels 1223-B Industrial Drive 830-625-7743
San Angelo 914 Arroyo Drive 325-224-4276
San Antonio 1302 S. Alamo 210-223-2681
San Antonio 222 Recoleta 210-824-9551
San Antonio 2403 Freedom Drive 210-828-9981
San Antonio 6896 Alamo Downs Pkwy, Ste 900 210-523-1244
Tyler 3805 Timms Street, Ste 300 903-561-8080
Victoria 3803 N John Stockbauer 361-576-4101
Wichita Falls 206 Waco Street 940-766-0225

Oklahoma 
Oklahoma City 3407 E. Reno 405-670-1326www.inscohvac.com

To learn more, see your local distributor or visit www.venstar.com.

A Connected Family.

Schools

Explorer Mini Explorer ColorTouch

Commercial Residential

From our Explorer Mini®, the smallest and most affordable WiFi thermostats 
on the market to our premium Explorer® that offers unmatched
flexibility with a model designed for classrooms to our award-
winning ColorTouch®, Venstar has the right solution for you.

No matter what line you choose, users can control their thermostat 
anytime, anywhere with our free Skyport™ Mobile App. And our free
Skyport Web App unlocks multiple features, including 365-day
programming, global changes, runtime graphs and notifications if it’s too
warm or cool. All Venstar connected thermostats have a local API to work 
with most automation systems, plus they are compatible with Amazon Alexa 
and Google Assistant. At work, school or home, this innovative technology has never 
been more flexible or affordable. You’re going to like doing business with our family.

We have a WiFi thermostat for 
every budget and every application.

Venstar_ConnectedFamily_ACT_TX_F2.qxp  8/21/18  1:45 PM  Page 1



PAGE 8, AIR CONDITIONING TODAY, SEPTEMBER 2018

5119 Plains Blvd.
806-467-8950

1605 W. Pioneer Pkwy
817-785-0007

512 Harwood Rd.
817-282-1365

2001 Ft. Worth Drive
940-484-4323

7917 Camp Bowie West Blvd.
817-244-3340

2404 Avenue K
972-578-9688

719 N. Hampton Rd. Ste. #201
972-230-0840

1425 W. Moore Ave.
972-551-2823

Open 7:30am – 5:00pm Monday-Friday | 7:30am – 12:00pm Saturday | Over 160 Branch Locations 
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BERKEYS Air Conditioning, Plumbing & Electrical -- Grand Opening Expansion 
Represents Company Growth and Provides Jobs to Southlake Community

Dallas - BERKEYS, Air Conditioning, Plumbing, & 
Electrical is excited to announce the grand opening and official 
ribbon cutting ceremony with the Southlake Chamber of Commerce 
of their new facilities in Southlake, Texas. The expansion allows 
BERKEYS to continue its incredible development from a one-person 
operation in 1975 to over 142 employees and growing by providing 
the best customer services and highest trained techs in the industry. 

The expansion includes more space for BERKEYS training 
facilities dedicated to the continuing education of technicians 
and employees. The increased space also allows BERKEYS to 
dramatically expand in-stock inventory with products including 
complete HVAC systems, water heaters, electrical panels, etc. This 

will continue to allow BERKEYS to provide its clients with the 
timely service they have grown accustomed to receiving for both 
needed repairs and replacement equipment. 

“We excel in hiring and developing highly-skilled, licensed 
technicians who understand the importance of providing 
extraordinary customer service to our loyal clients,” said BERKEYS 
President, Jamie Wooldridge. 

Wooldridge is excited for the expansion because it represents 
continued excellence from his team and projects that it will create 
new jobs for the Dallas Fort Worth community in the coming 
months. BERKEYS is currently hiring for all 3 trades technicians 
and installation professionals, and customer service representatives, 
but warns that the company conducts strict background checks and 
drug screening, and technicians are required to complete continuing 
education throughout the year. 

YOUR PHONE HAS IT.
YOUR TABLET HAS IT.
NOW YOUR MANIFOLD HAS IT, TOO.
TOUCH-SCREEN TECHNOLOGY COMES TO HVAC/R SYSTEM MEASUREMENT.

www.yellowjacket.com

  4.3˝ full-color touch-screen display
 Connects to smartphone via Bluetooth® and the ManTooth™ app
 On-board data logging
 Vacuum sensor, hoses and carrying backpack included

THE P51-870 TITAN™ DIGITAL MANIFOLD

New Location for 
AHRI Headquarters

On August 3, the AHRI Headquarters Office packed up and 
moved two blocks up Wilson Blvd. (we’re now at 2311 instead 
of 2111) to the fourth floor of a brand-new office building.  With 
abundant natural light and significantly enhanced conference 
space, our new office is ideal for committee and product section 
meetings.  AHRI was honored to host Danfoss Drives, which 
assembled its staff from around the world August 16 for a briefing by 
AHRI staff and a discussion of the current tariff and trade situation. 

This was first reported by AHRI Update. 

GLASS MASTER

FACTORY TRAINED
35 YEARS EXPERIENCE

CALL TED 210-912-7669

BUY

PARTS SERVICE

SELL

The Texas Department of Licensing and Regulation (Department) 
is reviewing the Air Conditioning and Refrigeration program (Title 
16, Texas Administrative Code, Chapter 75) for re-adoption, revision, 
or repeal. 

The Department will determine whether the reasons for adopting 
or readopting these rules continue to exist by answering the following 
questions for each rule: 

• Is it obsolete? 
• Does it reflect current legal and policy considerations? 
• Is it in alignment with the current procedures of the Department? 
The Department encourages anyone interested in the Air 

Conditioning and Refrigeration program to review the Notice of 
Intent and current Chapter 75 rules online. Comments may be 
submitted by email to erule.comments@tdlr.texas.gov 

Deadline for comments: September 24, 2018
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The Duct-Free Zone
By Gerry Wagner

The onboard diagnostic capability of 
some inverter mini splits still impresses 
and fascinates me years after my first 
exposure to them. That said…I have to 
admit I’m still impressed with the idiot 
light on the dashboard of my truck that 
tells me when I have a tire going down. 
How does it know? 

Some inverter mini splits use 
flashing LED lights to communicate 
errors within the system…I’m not a fan of 
this communication technique. Flashing 
a tiny yellow light about the size of the 
point on a pen 18 times in 30 seconds to 
tell me the system is experiencing high 
pressure makes my brain hurt. I always 
seem to encounter this first thing on a 
Monday morning when I’m still a little 
bleary-eyed…trying to count out 18 
flashes of a light in 30 seconds becomes 
an exercise in futility.  

I much prefer the systems that use an 
alpha-numeric language to communicate 
errors. 

An example of this is the GREE 
Multi21+ multi-zone inverter mini split 
product. There are a total of 58 errors 
that can be communicated in an alpha-
numeric code at the indoor unit. The error 
code is projected through the cover of the 
evaporator with what I call, “back-light 
projection” and it is in LARGE, easy to 
read type that can been seen by an old 
guy like me whose eyesight ain’t what 
it used to be. 

Now, as impressed as I am with 
onboard diagnostics, I’m still an old 
man… “old-school” if you will…and I 
don’t completely trust them.  

…and I think that’s a good thing. 
In my troubleshooting curriculum, 

I use the example of the E1 error in the 
GREE product. E1 means the system 
is experiencing high pressure. I ask my 
audience, “what is the first thing you 
want to do?” 

Inevitably attendees start barking 
out things like, “check the coil”… “check 
the filter”… “check to see if the outdoor 
fan motor is running”…and on and on. 

All of those answers are fine but 
none is the answer that I was looking 
for… 

The first thing I’m going to do when 
a system tells me I have high pressure is 
put a gauge on it…COME ON! 

Consider this… 
Let’s say you put a gauge on it 

and the gauge indicates the system is 
NOT experiencing high pressure…well, 
what can you condemn based on that 
information alone? 

…the pressure switch! Right? 
Look…here is my point. 
We are professionals…we took the 

time and effort to learn our trade…a 
trade that is not easy or simple…a trade 
that took us years to master. Please 
don’t lose sight of your own skills and 
abilities…don’t place all your trust in 
onboard diagnostic systems. Use them to 

compliment your own skills and talents…
not as the “be-all end-all.” 

What do most people do when the 
idiot light on their dashboard comes on 
telling them they have a tire going down? 
They pull over, get out of the car and look 
at the tire…they don’t just immediately 
drive to the nearest gas station to get to 
an air pump. Even the least auto savvy 
driver wants the visual confirmation 
that the tire is indeed going down…why 
should we as professional tradespeople 
be any different? 

ABOUT THE AUTHOR: Gerry 
Wagner is the Vice President of HVAC 
Technical Training for Tradewinds 
Climate Systems. He has 38 years 
in the HVACR industry working in 
manufacturing, contracting and now 
training. You can contact Gerry by 
email: gwagner@twclimate.com and 
also please visit our website: www.
twclimate.com

Linesets, Inc. is the industry leader in custom line sets. Our ongoing commitment 
to listening and working with our distributors and their contractor customers allows 
us to provide innovative solutions of the highest quality and value. Every product 
design we offer reflects our many years of industry insight and service excellence.

www.kflextitan.com

• Three manufacturing locations

• Packaging design saves space and reduces costs

• Custom lengths and no minimum order

• Shortest lead times in the industry

The superior choice for tear 
resistant insulation.

• Better than PE

• Tough outer skin

• 5 year warranty 
including UV protection

• Higher temperature 
range than PE

• UV Resistant

• Available on Linesets, 
Inc. line sets

CUSTOMER SERVICE 
PHONE: 623-215-9000

EMAIL: csr@linesetsinc.com

www.linesetsinc.com

LOCATIONS
PHOENIX, AZ
LAWRENCEVILLE, GA
ANSONIA, CT

CALL US TODAY!  623-215-9000

ASK ABOUT OUR OTHER LINESETS, INC. BRANDS

QUALITY HVACR PRODUCTS

New Clean Guard
Mini-Split

Maintenance Bag

St. Louis, MO – Nu-
Calgon has introduced a 
new mini-split maintenance 
bag, called Clean Guard, 
that prevents fluids from 
getting on walls and floors of 
residences when contractors 
a re  c l ean ing  co i l s  and 
blowers.  The reusable bag 
has an industrial-grade elastic 
collar that simply adjusts to 
fit around a wall-mounted 
indoor air conditioner. 

Clean Guard installs 
in seconds and provides 
360-degree coverage to 

protect walls from overspray.  
It also features an eight-
foot drain line and heavy-
duty design for reuse on  
multiple jobs. 

Clean Guard is available 
in two sizes:  regular Clean 
Guard fits mini-split units up 
to 12,000 BTUs, while Clean 
Guard XL is designed for 
units 18,000 to 36,000 BTUs. 

For over 70 years, Nu-
Calgon has been providing 
quality specialty chemical 
products for the HVACR 
market.   The company’s 
complete line of products 
inc ludes  co i l  c l eaners , 
descalers and refrigeration 
oils, as well as products for 
indoor air quality, water 
t rea tment ,  i ce  machine 
ma in tenance  and  o the r 
applicat ions.   For more 
information, visi t  www.
nucalgon.com. 

Product News
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Visit or call your local Baker Distributing for pricing today!

HAMMOND
44567 S. AIRPORT ROAD
(985) 419–8083

LAFAYETTE
149 EASY STREET
(337) 233-8517

LAKE CHARLES
3104 COMMON STREET
(337) 436-2597

ABILENE
3151 S. TREADAWAY BLVD.
(325) 670-0699

Louisiana

Texas

When it comes to HVAC/R vendors,
Baker Distributing Company is the distributor
of choice because of its exceptional customer
service. It's not service alone that keeps
our customers coming back:

MULTIPLE LOCATIONS NATIONWIDE
STRONG SUPPLY CHAIN
VARIETY OF BRANDS
REPUTABLE COMPANY IN BUSINESS SINCE 1945
CONTRACTOR-ASSIST APP
USER-FRIENDLY WEBSITE

Year
Warranty

*With the residential limited warranty the homeowner will receive replacement parts protection for up to 10 years. This standard offering covers 
all components incorporated into the heat pump system at the time of manufacture. All other components or parts that are purchased from 

Bosch and installed in the field have a 1-year parts warranty.

METAIRIE 
1050 S. LABARRE ROAD
(504) 828-1172

ARDMORE
410 I STREET NW
(580) 223-1372

DENTON
3923 MORSE STREET
(940) 382-9622

FORT WORTH
2300 FRANKLIN DRIVE
(817) 625-1562

KILLEEN 
2931 ATKINSON AVE.
(254) 554-6046

LONGVIEW
420 A ENTERPRISE STREET
(903) 759-3722

SAN MARCOS
2200 I-35 SOUTH 
(512) 396-4076

TEXARKANA 
1009 N. ROBISON ROAD
(903) 794-2616

WACO
630 TEXAS CENTRAL PKWY.
(254) 757-3737

MCALLEN
517 EAST CEDAR
(956) 686-9561

MCKINNEY
330 INDUSTRIAL BLVD.
(972) 548-9706

Oklahoma

10*10*
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RHEEM MINI SPLITS ARE 
FINALLY HERE!

For more information please reach out to your local Territory or Branch Manager

Call your branch for more details
Houston N
403 Century Plaza Drive
Houston, TX 77073 
281.821.7622

Houston NW
8708 West Little York
Houston, TX 77040 
713.466.6261

Galveston
6922 Broadway
Galveston, TX 77551 
409.741.9115

Houston Westpark
8768 Westpark Dr.
Houston, TX 77063
713.787.6666

Pasadena
8768 Westpark Dr.
Houston, TX 77063 
713.477.8292

Carrollton
1520 Selene Drive
Carrollton, TX 75006
214.390.5076

Haltom City
6500 Midway Road
Haltom City, TX 76117 
817.916.1277

Dallas
8311 Eastpoint Drive
Dallas, TX 75227 
214.381.7899

Arlington
1700 Tech Centre Parkway
Arlington, TX 76014 
817.652.3272

Plano
801 Jupiter Road
Plano, TX 75074 
972.424.5222

Longview
606 Roenia Circle
Longview, TX 75604 
903.758.3181

West Monroe
501 North 8th
West Monroe, LA 71291 
318.322.9666

Texarkana
601 South Robison Road
Texarkana, TX 75501 
903.832.3562

Shreveport
500 W. 61st Street
Shreveport, LA 71106 
318.869.0157

San Antonio
1010 Arion Parkway Suite 101
San Antonio, TX 78216 
210.495.4933

Austin
3306 Longhorn Blvd
Austin, TX 78758
512.836.6646

Killeen
3000 Commerce
Killeen, TX 76541 
254.526.3028

College Station
12600 State Hwy 30
College Station, TX 77845 
979.774.5390

Temple 
2402 South 57th
Temple, TX 76504 
254.773.0809

Waco
710 Venture Drive
Waco, TX 76712 
254.751.7766

Harlingen
1410 West Jackson
Harlingen, TX 78550 
956.423.8513

McAllen 
320 East Cedar
Mcallen, TX 78501 
956.668.1147

Corpus Christi
5277 Old Brownsville Road
Corpus Christi, TX 78416 
361.854.7591
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You don’t 
have to do 

this to
stand out.

Just get NATE-Certified.

NATE makes it easy.
Follow our clear path to

HVAC success in four easy steps.

!
0–6 months experience:

Take the Ready-to-Work Test 

@
6–12 months experience:

Take the HVAC Support Test 

#
2+ years experience:

Get NATE Certified—Take the Core & Specialty Test(s)

$
5+ years experience:

Take the Senior Level Efficiency Exam 

If you are a technician or manager in the HVAC business
and you want an edge on the competition, take a step up 

with North American Technician Excellence (NATE).

NATE is the leading certification organization in the HVAC 
industry. Each year our certification program offers a clear 

path to success for more than 30,000 technicians.

Call us! We’re here to help.

877-420-6283
Email us at asknate@natex.org

or visit natex.org

DiversiTech® Acquires hilmor® From Stanley Black & Decker

Mitchell 
Lange Joins 
the Glasfloss 

Team as 
Process 

Engineer 

Atlanta – DiversiTech 
Corp., a leading aftermarket 
manufacturer and supplier 
o f  h i g h l y - e n g i n e e r e d 
components for residential 
and light commercial heating, 
ventilating, air conditioning 
and refrigeration (HVAC/R), 
announced today that it has 
acquired hi lmor® from 
Stanley Black & Decker.  The 

acquisition was completed 
Aug. 10.    

Introduced to the HVAC/R 
market in 2013, the hilmor brand 
enjoys a leading reputation as a 
trusted supplier of innovative 
and quality HVAC/R tools. 
More than 300 hilmor products 
ranging from manifolds and 
gauges to vacuum pumps and 
electronic tools are available 

to HVAC/R technicians across 
the U.S., Canada and Latin 
America. The brand has 
consistently introduced new 
and revolutionary products 
over the years, including its 
Compact Swage Tool, Compact 
Bender and Dual Readout 
Thermometer. 

“Our mission, and the 
driving force behind all we 

do, is to simplify the way 
our customers work,” said 
DiversiTech CEO Andy 
Bergdoll.  “The addition of the 
hilmor brand to the DiversiTech 
family is a major step toward 
furthering that mission.  We’re 
adding a tool brand and a 
portfolio of products that are 
synonymous with innovation 
and are highly complementary 

to the products we currently 
offer.  Our wholesale customers 
and contractors now have an 
additional way to build their 
business while simplifying 
their work through streamlined 
product ordering, reduced 
shipping charges and other 
benefits. Over the coming 
months we will be looking 
at ways to strategically grow 

and optimize the hilmor brand 
within our business.”  

D i v e r s i Te c h  C h i e f 
Sales and Marketing Officer 
Bud Sjogren added that the 
DiversiTech leadership team 
is working closely with its 
hilmor and Stanley Black & 
Decker counterparts to ensure 
a seamless transition.  “Several 
key hilmor personnel, including 
all current hilmor sales reps, 
will be joining the new business 
under DiversiTech, further 
securing continuity, expertise 
and an extended platform for 
growth,” said Sjogren. 

DiversiTech’s acquisition 
of hilmor is  one of 10 
acquisitions by the company 
in the past 24 months. The 
company currently offers more 
than 17,000 product items in 
over 200 product categories.  

C o n t r a c t o r s  a n d 
wholesalers with questions can 
contact their DiversiTech or 
hilmor regional sales manager.  
More information about 
DiversiTech can be found at 
www.diversitech.com.  More 
information about hilmor is 
available at www.hilmor.com.  

DeSoto, TX  – Scott 
Lange,  President ,  today 
announced Mitchell Lange 
has joined the Glasfloss team 
as Process Engineer. 

Mitchell Lange is the first 
fourth generation member of 
the Lange family to work for 
Glasfloss, a company his great 
grandfather founded in 1936.  
Mr. Lange is a graduate of 
the University of Wisconsin 
with a Bachelor of Science in 
Mechanical Engineering.  
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 FREE REGISTRATION at AHREXPO.COM

JANUARY 14-16 • 2019
 G E O R G I A  W O R L D  C O N G R E S S  C E N T E R

RETURNING TO 

ATLANTA FOR  

THE FIRST TIME 

SINCE 2001!

THE WORLD’S LARGEST HVACR MARKETPLACE

 †  2,100+ Manufacturers & Suppliers from all over the world 

†  60,000+ Attendees representing every facet of the industry 

†  ASHRAE Winter Conference held alongside the Show

†  Robust Education Program including for-credit courses
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ANGLETON
BAY CITY
CONROE
LUFKIN
HUMBLE
KATY
LEAGUE CITY          

HOUSTON AREA:   
WINKLER
BELTWAY
GULFTON
BARKER CYPRESS
WEST 43RD
STUEBNER

RUUD BRANCHES
DALLAS 
RICHARDSON
MESQUITE
FORT WORTH
WACO
CEDAR PARK

SOUTH AUSTIN 
SAN MARCOS
SAN ANTONIO
WEST SAN ANTONIO
LA FERIA

YORK BRANCHES

Enjoy limited time savings of up to 
20% off select commercial units 
now through November 15, 2018

plus earn a reward for purchases of 
5 or more units during the promotion

•  Improved shopping experience, detailed item info, inventory by branch
•  Place orders for delivery or will call
•  Pay bills, view invoices, create shopping lists, manage shoppers
•  See special offers and clearance items... and more!

New website launch!  Register for online account access today and enjoy:

  Visit CenturyAC.com today to register for online access

ATTENTION EQUIPMENT DEALERS

LAST CHANCE! FACTORY PROGRAMS END 9/30

Available through December 31st

  DEALER SALES PERSON SPIFFS
receive between $20 and $50 for each 
piece of equipment sold 

  CONSUMER REBATES
cash back rebates  up to $1,700 
on qualifying equipment

  PROMOTIONAL FINANCING
zero percent for 60 month financing 
option- combinable with rebate offer!

  EXTENDED WARRANTIES
10 year labor warranty with 
low dealer cost on qualifying equipment

commercial equipment sale & rewards

Call your sales rep for more information
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Major Donation From Friedrich Helps 
Tranform Ventura Children’s Museum 

Dream Into Reality 
San Antonio, Texas–Keeping cool 

while dreaming big for kids.  
That’s the motivation behind Friedrich’s 

latest major donation to help turn the dream 
of KidSTREAM Children’s Museum in 
Ventura County into a reality. Friedrich 
has become the first major manufacturer to 
donate to the nonprofit museum, whose vision 
is to create a facility for all children in the 
community to have opportunities to explore 
science, technology, reading, engineering, 
arts and math (STREAM) in a fun, interactive 
learning environment.  

With designs to transform a large, former 
30,000-square-foot library into the new Ventura 
County children’s museum, KidSTREAM is 
first creating a 1,200-square-foot “preview 
room” to host and elicit support from donors, 
officials and community members. With no 
HVAC system, cooling and heating the preview 
space was an essential part of the first phase 
of the renovation.  

 Friedrich donated two of its high-
performance ductless units to KidSTREAM 
to help provide all-season cooling and heating 
comfort for the newly-created space. Locally-
operated AirWorks Solutions provided the 

installation, ongoing maintenance and service 
of the units and Friedrich’s distribution partner, 
Johnstone Supply, helped facilitate the project 
and provided equipment for the donated system.  

“Friedrich prides itself on innovation, 
engineering and technology, so being able to 
support educational efforts like KidSTREAM 
is an excellent fit for us,” said Chuck Campbell, 
CEO of Friedrich. “And our ductless systems 
are perfect for a challenging project of 
this type. Because they don’t require any 
ductwork, they work for nearly any space. 
They also are extremely efficient, quiet and 
offer year-round comfort.” 

As a nonprofit, saving money on long-term 
operation costs and ensuring sustainability are 
top priorities for KidSTREAM. The Friedrich 
ductless system will provide the additional 
benefits of being exceptionally energy efficient, 
helping save money on utility bills and reducing 
environmental impacts long-term. 

 “We are so incredibly grateful for this 
donation,” said Kristie Akl, president of 
KidSTREAM. “It will go a long way towards 
us realizing our goal and providing a wonderful, 
comfortable space for kids in our community 
to explore and learn.” 

+ Register with FTL Finance August 1 – December 31, 2018

+ Finance two projects before December 31, 2018

+ Send code LIFTTOOL to promo@ftlfinance.com when  

projects are complete

+ We will send you a free Lift tool bag when the code is received

All registered contractors get 6 FREE-TO-THE-CONTRACTOR financing programs, TotalReview 
underwriting to get you more approvals, free consumer pre-screen and MUCH more.

Register and fund two projects and  
get a free tool bag

Not registered with FTL Finance?  

Call us today at 800.981.9032 or visit ftlfinance.com. 
Company must have active contractor license to register. 373 Atascocita Rd.  Humble, TX 77396  Phone: 281.441.6500  Toll Free: 800.423.9007  Fax: 281.441.6510 www.aspenmfg.com

Right Products
Right Features
Right Price

•	Quality products at competitive prices
•	100% tested for worry-free installation
•	Manufactured and engineered to meet 

the latest energy requirements
•	Expert customer service
•	Increasing	customer	profits	since	1975

At Aspen, everything’s right here: 
coils and air handlers with all the 
options you want, including hassle 
free warranties and short lead times.

RectorSeal® Introduces the 3-in-1 Lineset 
Cover Cutter, a labor-saving device for 

cutting HVAC lineset covers

Houston - RectorSeal 
LLC, a leading manufacturer 
of quality HVAC/R tools and 
accessories, introduces the 
3-in-1 Lineset Cover Cutter, 
an easy-to-use tool designed 
to cut air conditioning and 
refrigeration lineset covers. 
The 3-in-1 Lineset Cover 
Cutter cuts cleanly, and is 
recommended for lineset 
cover models: Slimduct® 
SD-77 2.75”, SD-100 3.75”, and Fortress® 
LD-92 3.5”.  

Equipped with the quick opening 
mechanism, the 3-in-1 lineset cover cutter 
is the labor-saving choice for cutting HVAC 
lineset covers at your desired length to fit the 
job. The safety stopper holds the blade at its 
needed positions without excessive force or 
touching the blade. The cutting process is safe, 
efficient, and cuts more precisely compared 

to the traditional methods of 
sawing or snipping.  

Other features of the 3-in-
1 lineset cover cutter include: 

• Easy one-touch open/close 
• Ratcheting closure 
• Compact and light-weight 
• Advanced corrosion 

resistance 
• Safety hook 
• Strong handles 
• Stays in adjustment 

• Highly durable 
• and available from most HVAC 

wholesale distributors. 
For more information on RectorSeal and 

its HVAC/R, plumbing, firestop and electrical 
products, please visit www.rectorseal.com or 
contact its customer and technical support 
departments at 800-231-3345. 

Slimduct is a registered trademark of 
Inaba Denki Sangyo Co. 

An easy-to-use tool designed to cut air conditioning and 
refrigeration lineset covers

Product News
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Jim Hinshaw
Upon graduating from the 

University of Missouri at Rolla, 
Hinshaw started his career in 
the air conditioning industry. 
Hinshaw’s background includes 
positions as a manufacturer’s 
rep ,  Pres ident  o f  one  o f 
the oldest and largest air 
conditioning companies in 
Arizona, residential start-
up specialist for the Carrier 
Corporation, and an officer in a 
Carrier owned service agency.

H i n s h a w  e n j o y s 
training sales, technical, and 
management team members 
with companies that want to 
increase profits and grow to 
the next level. He has worked 
in all areas of the industry: 
manufacturer,  distributor, 
contractor and now consultant. 
He has worked with companies 
that have sales in the billions 
per year and family owned 
businesses with only two 
employees. He can help with 
sales, organizational issues, 
marketing, how to set  up 

the company for improved 
profitability, all phases of  
the business.

He has provided high-
results training for clients from 
Calgary, Canada to Adelaide, 
Australia. Hinshaw retired 
from the contracting business 
in 1999 when he formed his 
own training company, Sales 
Improvement Professionals, 
dedicated to bringing his 
real-world experience to 
help enhance your sales and 
marketing efforts. 

Hinshaw can be reached at 
602-369-8097, or via email at 
jimhinshaw@siptraining.com.

And now as an AUTHOR: 
“For those who might be 
interested, he has a collection 
of writings from the last 10 
years. Stories of how one person 
can ruin a relationship with 
a customer, and how one can 
repair it! Stories of the loss of 
service in America, and how you 
can improve customer service 
today. Go to the following link 
for full details on how to make 
this collection yours!”

www.blurb.com/bookstore/
detail/2223484 to check out the 
book – first 15 pages are free, 
sample before you buy!

For more information 
please contact him at Sales 
Improvement Professionals, 
Inc., 1281 E. Magnolia, #D-
145, Fort Collins, CO 80524;  
Office Pho: 970-635-5675;  
Cel l  Pho: 602-369-8097, 
or vis i t  www.siptraining.
com; or on Facebook: Sales 
Improvement Professionals, Inc

So we have a 10 year old 
home in Colorado, and we are 
getting ready to sell it, move 
permanently back to Az. May 
and I built the home back in 
2008, it has served us well, 
several generations lived under 
one roof for years. We moved 
back to AZ a couple of years 
ago, rented it out, but decided 
this year to sell it, time liquidate 
that large asset.  

So we moved back to 
get involved and supervise. 
First thing we noticed was the 
home needed a full painting. 
So we went and bought some 
paint, started painting. Not a 
full-on painting, just more of 
a touch-up. Turns out that was 
not such a good move. Our 
daughter-in-law Shalaine told 
us that touch-up looks just like 
it sounds, touch-up. In fact, we 
soon discovered that you could 
actually see where we had 
touched up. We spent over $800 
in paint, indoor and outdoor 
and garage type paint, and you 
could tell where we have been. 
Realtor that we listed with said: 
probably need to hire a real 
painter. Not sure exactly what 
that meant, but we went and 
checked around for a painter.  

Had a few that we had 

heard of, two actually came to 
the home, measured everything, 
both said they would get back 
to us either the same day or in 
the same week. Neither one 
has called yet, 2 months later. 
Amazing to me, if you take 
the time to go and visit the job 
site, get all the measurements, 
why not put some numbers 
together? The hard part, in my 
humble opinion is the job site 
visit. Running the numbers 
should only take an hour or 
maybe less, these were both 
long time painting companies. 
One of my sons said: maybe 
they thought you were just 
mooches, could not afford a 
real painting. That came to 
mind, but I am continually 
surprised about how incorrect 
we are when we look at a 
customer and pre-judge their 
ability to buy.  Note-amazingly 
enough, one of those painters 
who did NOT give us a price 
but had actually been to the 
home left a flyer on our front 
door, soliciting painting work! 
Just wow, cannot make this 
stuff up.  

May went to Thumb Tack, 
a website that came up when 
she searched for painters in 
our office. Found a woman-

based painting company who 
did come to the home and 
tried to impress us with the fact 
that they could do everything. 
Remodeling, repainting, 
plumbing, the whole ball of 
wax. Not sure who started that 
phrase, and I have no idea what 
a ball of wax looks like (3” or 
3’), or represents, but the phrase 
seems to fit. Gave us a price, 
even said if extras were needed, 
it would be an extra $50/hour. 
Not sure if that was for 2 or 
1 painters, little confusing. 
They also said they would beat 
anyone else’s estimate by 10%. 
Which gives my feeble brain 
the following thoughts: if there 
was that sort of room to move 
why not start with your best 
price? Not a fan of that concept.  

Called the realtor, who 
said, I got a guy! She referred 
us to a family owned second 
generation painter, who has 
moved from new construction 
to remodel work, sound 
familiar? Our realtor said she 
had actually used this company 
to “fix” a paint job on a new 
construction spec home she 
built a year ago. They did 
marvelous.  

So we called, they came 
out, put together an estimate, 

and said they could start in a 
couple of weeks. We accepted 
their estimate, said, let’s do 
this. Couple of weeks went 
by, the owner (the son of the 
founder) came by and said, we 
are finishing up another project, 
and if we could start in a couple 
of days, that would help them. 
He said I wanted to come by 
and ask you that in person, 
rather than email. Impressive, 
and we agreed.  

Three of them showed up 
a few days later and started on 
the lower level. All they did the 
first couple of days was tape and 
put down plastic to protect the 
floors and carpets. When they 
did start painting, it went really 
fast. Now, painting is a tough 
business. I have a good friend 
who says the problem with 
painting is that everything is 
connected. When you do a wall, 
then you realize the ceiling 
and baseboards now need 
painting, then the window sills, 
it goes on forever. These guys 
did more than we expected, 
they caulked around all the  
windows and baseboards, 
giving a really great finished 
look to the project.  

It’s On My Heart: The House Painting

WE KNOW PARTS

AND MORE...

HTS Texas offers competitive 

pricing and the best trained 

staff who are ready to provide 

timely solutions for our 

customers’ maintenance and 

repair needs. In addition to 

accessing hard-to-find parts, 

we maintain fully-stocked 

showrooms. 

www.hts.com/parts-texas

Austin

512.251.0014

Dallas

469.263.1000

Houston

832.328.1010

San Antonio

210.340.2533

Order your parts by 
calling or visit in-store.
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Call us today at:
352-589-0099
www.rcdmastics.com

Helping You Build
     Affordable
      Green Comfort
      Since 1958.

Helping You Build
     Affordable
      Green Comfort
      Since 1958.

SEE HINSHAW PG.21
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ROBINAIR.COM 800.533.6127

Performance and 
speed for today’s busy 
technicians

Robinair’s portable A/C recovery machines feature fast recovery rates, oil-less compressors and 
near-universal refrigerant recovery for residential, industrial and commercial jobs. 

Learn more at Robinair.com/HVAC

RG3

RG6

RG3 and RG6-Robinair.indd   1 4/11/18   11:43 AM
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HINSHAW con’t
 
They then moved upstairs, 

started taping and masking 
again. Then they painted. We 
have 12-foot ceilings, so it is 
not an easy process, lots of 
ladders and tall brushes. It all 
went well, looked good to us. 
May asked if they could touch 
up some of the outside trim, 
they did without hesitation. On 
one of the last days, the owner 
came in with several gallons of 
new wall paint. We wondered 

why. He said the home soaked 
up the first coat, so he applied 
a second coat, at no additional 
cost. It looks stunning.  

So we waited, he called 
to see if we had any questions. 
We said no, and if he had a bill, 
we would be glad to pay. Just 
to be clear, he had not asked for 
a deposit or down payment of 
any kind. He said he would be 
glad to put together an invoice, 
it was exactly what he had 
originally quoted. We had not 
discussed caulking the windows 

and baseboards, and he certainly 
did more than we expected, 
yet he kept the same pricing, 
which was significantly less 
than the other estimate. It was 
an excellent experience. May 
actually cooked them lunch 
each day, we had sodas and 
cookies all day long, we thought 
it would be good to keep them 
here rather than them driving out 
for food and losing an hour each 
day, maybe more. We have their 
names and numbers, will let the 
neighborhood know what a great 

job they did. I posted positive 
reviews on social media, it was 
a good experience.  

Lessons learned: first, if 
you are serious about a project 
and spend some time looking at 
it, finish up and put together an 
estimate. I was here when the 
other painter came, met him, he 
seemed serious, but failed to give 
us any numbers. Second, if you 
have a scheduling opportunity, 
let the customer know as soon 
as possible and by phone or 
face-to-face. In most cases they 

will work with you and will 
certainly appreciate that more 
than an email. Third, do more 
than what is expected. A second 
coat of paint went on really fast, 
already taped and primed, only 
took an extra day, and some 
paint. The caulking went fast 
as well, another thing we did 
not think of. Lastly, the project 
you are doing is one of many 
you may have done over the 
years, but it may be only time 
this customer has done anything 
like this. They don’t know what 

they don’t know. I believe it is not 
possible to overcommunicate. 
Let them know what will happen 
next, how it will all proceed. 
Each day at lunch the owner with 
share with us the next steps, what 
they are working on, how long it 
would take.  

Bottom line, we deal with 
homeowners who may have an 
engineering background and 
want to know exactly what sort 
of motors are in their system 
being installed. Others could 
care less, they just want some 
cool air in the summer, warm in 
the winter. Help each customer 
get what they want and delivered 
how they want it delivered. It 
will pay dividends. Thanks for 
listening, we’ll talk later.

RGF Wins a 
Prestigious 

Dealer Design 
Award for

the 6th Year 
in a Row 

Riviera Beach, Fl – RGF 
Environmental Group, Inc.
was recognized once again for 
excellence in product design in 
the 15th annual Dealer Designer 
Awards Program sponsored by 
The Air Conditioning Heating 
& Refrigeration News (“The 
ACHR News”) magazine. 
An independent panel of 
contractors adjudicated the 
competition that considered 98 
entries, all competing for the 
highly coveted recognition. 
The company’s patent pending 
RGFClear Sky MS was awarded 
the Silver Dealer Design Award 
for Innovative IAQ Technology. 
This is the company’s ninth 
Dealer Design award attained 
over the past six years.  

The patent  pending 
RGFClear Sky MS continuous, 
self-cleaning ion generator for 
mini-split HVAC units, was 
developed to produce bi-polar 
ions in the conditioned space 
of homes and commercial 
buildings. This system features 
separated quad ion emitters for 
superior bi-polar ionization and 
attaches directly to the top of 
the mini-split unit using hook 
and loop fasteners. RGFClear 
Sky reduces particulate matter, 
allergens, smoke, bacteria, 
viruses and mold spores in 
the air-conditioned space. 
What makes the RGFClear 
Sky MS standout above other 
products in this category is 
the continuous “self-cleaning” 
technology proprietary to RGF. 
This is achieved by ultrasonic 
energy coupled with induced 
oscillations targeted directly to 
the carbon ion emitters. 
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International Code Council praises signing of 
legislation reauthorizing the Carl D. Perkins Career 

and Technical Education Act 

Washington, D.C. – The 
International Code Council 
applauds the passage of H.R. 
2353, the Strengthening Career 
and Technical Education for the 
21st Century Act, signed into 
law by the President today. This 
legislation reauthorizes through 
2024 the Carl D. Perkins Career 
and Technical Education Act, 
which is the principal source 
of U.S. federal funding for the 
improvement of secondary 
and postsecondary career and 
technical education (CTE) 
programs. 

The reauthorizat ion 
gradually increases annual 
funding from $1.2 to $1.3 billion 
over six years, a nearly 11% 
increase over fiscal year 2018 
funding levels, expanding the 
reach of CTE programs to ensure 
more students can participate. 
The legislation enjoyed broad 
bipartisan support in the U.S. 

Congress where it cleared 
both the House and Senate 
without objection. The Code 
Council repeatedly engaged 
Congress to urge support for 
the reauthorization working 
closely with other organizations 
committed to technical and 
vocational training programs. 

The Code Council is a 
vocal advocate for technical 
education through its Safety 2.0 
programs, a signature initiative 
to welcome a new generation 
of leaders to the building 
safety profession. The building 
industry is expected to lose 80 
percent of the existing skilled 
workforce over the next 15 
years, providing a tremendous 
opportunity for job seekers 
looking for rewarding, well-
paying careers. ICC is partnering 
with high schools and colleges 
across the country to promote 
the integration of building 

code instruction into existing 
curriculums. In addition, the 
Code Council is working with 
partner organizations across 
the U.S. to help veterans who 
are transitioning to civilian life 
and their family members learn 
more about building safety 
career options. 

With the oldest, largest and 
most prestigious credentialing 
program for construction code 
administration and enforcement 
professionals in the U.S., ICC 
provides opportunities for 
students, veterans and other job 
seekers to enter into a building 
safety career. ICC certification 
candidates can take their exams 
online at their convenience 
at work or home through the 
Proctored Remote Online 
Testing Option (PRONTO) 
or in many locations across 
t h e  U . S .  T h e  P e r k i n s 
reauthorization will further 

ICC’s efforts to welcome the 
next generation by increasing 
funding for CTE at schools 
and colleges; emphasizing state 
and local investment in training 
and education for high-skill, 
high-wage and in-demand 
occupations; and supporting 
training that leads to industry-
recognized credentials. 

“We’re excited to see 
the reauthorization of this 
important legislation,” said 
ICC Senior Vice President of 
Government Relations Sara 
Yerkes. “Career and technical 
education programs are an 
essential piece of our training 
and education system today, and 
this legislation will help support 
opportunities for future building 
safety professionals.” 

For more information 
about  ICC’s Safety  2.0 
programs, visit www.iccsafe.
org/about-icc/safety2/.  

This legislation increases funding for career training for in-demand occupations

New contractor and Johnson Controls 
partner to honor Vietnam War veteran  

RCM Heating & Cooling 
Awards YORK® 

HVAC system to U.S. 
Military Veteran 

Milwaukee   –  The 
YORK® brand of Johnson 
Controls has partnered with 
contractor, RCM Heating 
& Cooling, to award a new 
HVAC system to celebrated 
Vietnam veteran, U.S. Army 
Specialist, Abraham Gomez. 

SPC Gomez was honored 
during a military and first 
responder tribute at the 34th 
annual “Proud American 
Days,” a community festival 
held in New Lenox, IL. 

RCM Heating & Cooling 
wi l l  i n s t a l l  a  YORK® 
Affinity™ Series heating 
and air conditioning system. 
The premium system will 
be matched with an Alexa® 
compatible, Wi-Fi®-enabled 
Affinity™ Hx3™ Touch-
screen smart Thermostat. The 

combination offers top-of-the-
line features including voice 
and remote system control and 
advanced energy savings.  

Johnson Controls has 
been recognized by U.S. 
Veterans Magazine as a top 
veteran-friendly company. 
The company has pledged to 
hire 1,000 to 3,000 veterans 
and military spouses by 
2020.  The YORK brand of 
Johnson Controls is a leading 
sponsor of Building Homes 
for Heroes, a non-profit 
organization dedicated to 
gifting mortgage-free homes 
to severely wounded military 
veterans and their families. By 
the end of 2018, YORK plans 
to donate its products to over 
100 military families through 
this partnership.  
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enduring legacy by providing long-lasting comfort you can count on. 

BEAUMONT
675 M.L. King Pkwy, 77701
Phone: (409) 832-7409   Fax: (409) 832-1462

HOUSTON
2120 Shepherd Drive, 77007
Phone: (713) 868-8967   Fax: (713) 868-3045

HOUSTON
5985 South Loop East, 77033
Phone: (713) 645-0085   Fax: (713) 645-7498

HOUSTON
8304 Westpark, 77063
Phone: (713) 952-4601   Fax: (713) 952-0865

HOUSTON
15631 Blue Ash, #160, 77090
Phone: (281) 872-5200   Fax: (281) 872-4848

HOUSTON
10351 West Little York Rd, Ste. 400, 77041
Phone: (713) 466-5716   Fax: (713) 466-7530

KATY
22110 Merchants Way, Ste. 100, 77449
Phone: (713) 803-6240   Fax: (713) 803-6250

LUBBOCK
6039 W. 45th St, 79407
store42@johnstonesupply.com
Phone: (806) 792- 2493  Fax: (806) 792-9787

SAN ANTONIO
9311 Broadway, Ste. 200, 78217
store41@johnstonesupply.com
Phone: (210) 829-1934   Fax: (210) 829-1509

SAN ANTONIO
6900 Alamo Downs, Ste. 140, 78238
store162@johnstonesuppl.com
Phone: (210) 680-6500   Fax: (210) 680-6570

SAN ANTONIO
30 Essex Street, Suite 101, 78210
Phone: (210) 200-6273   Fax: (210) 200-6279

STAFFORD
10650 West Airport Blvd Ste. 180, 77477
Phone: (281) 988-5584   Fax: (281) 988-953

A winning Lineup for your Season9
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Service World Expo 2018 Offers Focused Educational Tracks
for Contractors to Improve Business Where They Need it Most 

Service World Expo 
2018 Lets Contractors 
Experience Las Vegas

Coppell, TX – Service World Expo will host their third 
conference on October 10-12, 2018 at Caesars Palace in Las 
Vegas, Nevada. Daily activities include networking, tradeshows, 
seminars, after parties, and breakout seminars focused on 
helping contractors in areas of greatest need.  

The seminars will include highly sought after topics 
such as marketing, training, staffing, technology, leadership, 
operations, and finance. “We felt it was really important to 
deliver a pathway for success for residential contractors to 
really focus on areas they feel their companies could benefit,” 
said Matt Michel, President of Service Roundtable. “There 
are a lot of contractors doing an amazing job growing their 

companies, but may need some additional training in certain 
areas and that’s what Service World Expo provides.”    

One of the most crucial yet neglected educational tracks 
is the marketing track. Marketing is a critical component for 
companies looking to maintain a steady stream of customers 
and revenue. The marketing track at Service World Expo will 
provide training on how to leverage marketing methodologies 
to grow and prosper. The marketing breakout speakers include 
some of the best marketing contractors in the business. These 
individuals have grown their own contracting companies from 
the ground up by embracing marketing as a means of building 
business. Speakers include: Chris Hunter, “The Power of Social 

Media: The Amazing Way to Get and Keep Customers and 
Technicians”; Laura Nelson, “Proven Digital Marketing Tactics 
to Grow Your Contracting Business”; Mike Montano, “It 
Pays to be Good”; and a Marketing Innovations Panel, where 
panelists discuss strategies, including adopting new technology, 
for more efficient business marketing. Panelists include Crystal 
Williams, Shawn Henson, Ben Stark, and Abe Romero. Larry 
Taylor will moderate. 

“I am truly excited to be speaking at this years’ Service 
World Expo in Las Vegas,” said Chris Hunter, Owner of Hunter 
SuperTechs. “We have seen tremendous growth over the 
past several years and it is in large part due to our marketing 
efforts. I am happy to share how we have been so successful by 
leveraging our services through social media.” 

These tracks were dedicated to improve each company’s 
most problematic business practices. Register today for Service 
World Expo, where you can network, listen to inspiring messages 
from keynotes speakers, take home valuable information from 
breakout sessions, and experience Las Vegas.   

About Service World Expo:  
Service World Expo is a conference and trade show for 

residential and light commercial contractors and provides 
business insights, marketing strategies, moneymaking practices, 
and more. Service World Expo is a joint effort of Service Nation 
Inc., The ACHR News, Plumbing & Mechanical magazine, and 
Reeves Journal. Service World Expo This is the 3rd Annual 
event brought to you by Service Nation Inc., a company who 
is passionate about helping HVAC, Plumbing, and Electrical 
contractors grow and achieve business excellence.

Coppell, TX – Service World Expo will host their third 
conference on October 10-12, 2018 at Caesars Palace in 
Las Vegas, Nevada. Daily activities include networking, 
tradeshows, seminars, and breakout sessions focused on 
helping contractors in areas of greatest need. Once daily events 
conclude, all attendees are welcome to enjoy after parties. 

These parties are intended to help attendees enjoy the 
nightlife of Las Vegas and relax after a day of networking and 
studying new business practices and techniques. The first party 
is scheduled for Wednesday, October 10th at the Omnia Night 
Club and Terrace inside Caesars Palace. From 6:30 – 9:30 PM, 
attendees can enjoy food, drink, and great music - all sponsored 
by Goodman.  

The Thursday night party will be hosted in the famous 
Hofbräuhaus near Hard Rock Hotel & Casino. This authentic 
German beer hall will have traditional music, games for you 
to enjoy, delicious food, and of course, quality beer. This party 
will be sponsored by a number of Preferred Partners, including 
participation from Lennox and Emerson. 

Register today for Service World Expo, where you can 
network, listen to inspiring messages from keynotes speakers, 
take home valuable information from breakout sessions, and 
experience Las Vegas, all at one event.  

Concentrated breakout seminars allow members to pursue topics pertaining to their business to
listen, learn, and adopt the latest strategies and techniques.

Attendees of Service World Expo 2018 
are invited to enjoy after parties 

compliments of Preferred Partners 

A/C LEAK SEALER EZ-Ject™ 
INJECTOR KIT

SCAN QR CODE  
TO VIEW VIDEO

www.spectro l ine.com ISO 9001:2008 & AS 9100C CERTIFIED COMPANY

IDEAL FOR SEALING SMALL, PESKY LEAKS IN:
  Condensers    Evaporators    O-rings    Hoses

ECONOMICAL 
Solution to your 

AC&R leaks

TREATS 
Each cartridge 
treats up to 2 

tons of cooling

SAFE FOR AC&R  
SYSTEMS 

Non-polymer, oil-soluble 
formula safe for system 

components and  
recovery equipment

FAST EZ-Ject  
INJECTION METHOD 

Works with all AC&R 
systems, including 

high-pressure  
R-410a equipment

SEALS AC&R LEAKS FAST

SAFE 
NON-HAZARDOUS  

FORMULA
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our job is to

Close more high-efficiency sales with 
dealer programs from Century and Ruud:

Visit any of our 24 Texas Locations today or contact your sales rep for more information.

make your 
    job easier

ANGLETON
BAY CITY
CONROE
LUFKIN
HUMBLE
KATY
LEAGUE CITY          

HOUSTON AREA:   
WINKLER
BELTWAY
GULFTON
BARKER CYPRESS
WEST 43RD
STUEBNER

RUUD BRANCHES
DALLAS 
RICHARDSON
MESQUITE
FORT WORTH
WACO
CEDAR PARK

SOUTH AUSTIN 
SAN MARCOS
SAN ANTONIO
WEST SAN ANTONIO
LA FERIA

YORK BRANCHES

•  Improved shopping experience, detailed item info, inventory by branch
•  Place orders for delivery or will call
•  Pay bills, view invoices, create shopping lists, manage shoppers
•  See special offers and clearance items... and more!

New website launch!  Register for online account access today and enjoy:

  Visit CenturyAC.com today to register for online access

CenterPoint & Entergy 
Utility Rebates

Fall CashBack 
Rebate Program

Extended 
Warranty Program

Register to claim free money 
offered by utility companies on 
new system installs. Programs 
end November 19th and 28th 
or when funds are depleted.

Give your customers peace 
of mind with this transferable 

extension of the factory’s parts 
warranty. Labor only coverage 

option is also available. 

Incentive your customers 
to upgrade their system 

with rebates from Ruud of 
up to $825 on qualifying 
high-efficiency systems. 

ProPartner
Financing

ProPartner Dealers can 
take advantage of zero 

interest financing offers. 
Contact your sales rep for 

more information.
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Texas Air Conditioning  

Contractors Association  

13706 Research #214  

Austin, Texas 78750  

800.998.HVAC (4822)  

www.tacca.org  

TACCA Local Chapters  
Abilene  

Coastal Bend  
Greater Austin  

Greater Houston  
Greater San Antonio  

Greater Waco  
High Plains  
North Texas  

Rio Grande Valley  
South Plains  

Texas Air Conditioning Contractors Association  
Mission: Our mission is to promote quality and professionalism, help our members become 

more profitable, and enhance the HVAC/R industry’s image with the consumer.  
TACCA focuses on providing information, benefits, education and legislative representation to 

our members.  
Visit us at www.tacca.org, or call 800.998.HVAC (4822) to become one of the more than 5000 con-

tractors across Texas who receive our information.  

CE Classes:  
Sept 7    -  Beaumont 
 
Sept 13  -  Lubbock 
 
Sept 15  -  Hurst 
 
                  San Antonio 
 
Sept 22  -  Corpus Christi 
 
                  Houston 

License Prep:  
Sept  15/16  -     Houston 
Oct    12/13  -     Red Oak (DFW area) 
Oct    27/28  -     San Antonio 
 
Visit www.tacca.org to register!  

Need an HVAC CE Course or License Prep Course?  
More than 2800 HVAC Professionals Use TACCA Program’s each year!  

TACCA Welcomes the fol-
lowing new members. 
Thank you for your support! 

 

Lennox Industries   
-  Austin 
 
Services By Reliant   
-  Houston 
 

FAQ’s — From the Texas Department of Licensing  
 
What is the difference between Environmental Air Conditioning and Commercial Refrigeration/Process 
Heating and Cooling? 

- "Environmental Air Conditioning" means treating air to control temperature, humidity, cleanliness, ventilation, 
and circulation to meet human comfort requirements. 
- "Environmental" includes central air conditioning and heating. 
- "Commercial Refrigeration" means the use of mechanical or absorption equipment to control temperature or 
humidity to satisfy the intended use of a specific space. 
- "Process Cooling or Heating" includes controlling temperature, humidity, or cleanliness solely for production 
requirements or the proper operation of equipment. 
- "Commercial Refrigeration/Process Heating and Cooling" is limited to coolers, freezers, ice machines, and 
equipment that provides temperature and humidity controls. 

TACCA Membership Benefit #14 -  TACCA has money saving offers on your credit card 
processing needs through Service First Processing.  Save $$$$$$$$$$$$$$$$$$$$$$$$$ 

 

NEW TECHNICIAN CERTIFICATION PROGRAM BEGINS SEPTEMBER 1ST! 
 
The Texas Department of Licensing has released the new ACR Technician Certification pro-
gram that will be effective September 1st, 2018.  There are several changes to the program, 
most notably the exam portion that will test a technician’s ability through a exam similar to the 
Texas ACR Contractors exam.  This program has been set up to meet the upcoming potential 
addition of “trades” back into the Texas secondary school system through the Lt Governor’s 
PTECH initiative and the reauthorization of the Perkins Career and Technical Education Act 
through the federal government.  Below are FAQ’s on the new certification program.  More in-
formation can be found at www.tdlr.texas.gov/acr. 
 
***This is a voluntary program, Technician Registration does not change*** 
 
Certification Training Programs 
Individuals seeking to become an Air Conditioning and Refrigeration (ACR) Certified Technician 
must register and pass an examination. 
Examination Frequently Asked Questions 
1. When will the ACR Certified Technician examination be administered? 
Beginning September 1, 2018 TDLR will administer the ACR Certified Technician examination 
through our third-party vendor. See the Candidate Information Bulletin (CIB) for scheduling in-
structions. 
2. How much does the ACR Certified Technician examination cost? 
The ACR Certified Technician examination fee is $60. 
3. Where are the ACR Certified Technician examinations administered? 

Cal Brundrett Celebrates 73rd Year in  
HVAC Industry 

Cal Brundrett, BonAir Service Company Grand Prai-
rie, has been a long time staple in the HVAC industry 
across Texas.  This year, Cal is celebrating his 73rd 

year in the industry.  Congrats Cal! 

Pictured are Martin Caballero, Vice President  -  Oper-
ations, Cal Brundrett, and Jeanine Walker, President  -  

BonAir Service Company 
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Training Opportunities 
TACCA (TDLR Provider #1126) 
has more than 40 years experi-
ence helping Texas contractors.  
Classes are available at a loca-
tion near you or conveniently 
online.  Register today! 

TACCA The Leader in Texas Department of  
Licensing Approved Education 

Online Continuing 
Education  

TACCA Members 
$49.00  

Industry Partners  
$60.00  

Visit 
www.TACCA.org 

Sept 7  -    Beaumont 
 
Sept 13  -  Lubbock 
 
Sept 15  -  Hurst 
 
                  San Antonio 
 
Sept 22  -  Corpus Christi 
 
                  Houston 

License Prep Course : Only 3 out of 10 people 
pass the Texas ACR Exam.  We will show you 
how to pass the FIRST time, with proven methods 
and materials! 

Contact TACCA at education@tacca.org or call 800/998-HVAC
(4822).  Limited seating, so register early!  

 
Sept  15/16   -    Houston 
 
Oct    12/13   -    Red Oak (DFW area) 
 
Oct    27/28   -    San Antonio 

CALL US TOLL FREE AT 
800/998-HVAC(4822) 
VISIT US ONLINE AT 
www.TACCA.ORG 

Mitsubishi Electric City
Multi VRF Technology Training 

The training was held at the Mitsubishi Electric DFW

Training Facility on August 21-23rd

Front L-R: Michael Rains, David Burnette (Mechanical and Process Systems), 
TJ Mooney (Victoria Air Conditioning), Dons Wright (Victoria Air Conditioning), 

Dwain Barcklay (Mitsubishi Trane HVAC)
Back L-R: Mike Fisher (Johnson Supply), Jay Broadrick (Texas Trane), Mark Cobb 
(Mechanical Process Systems) and Brandon Sappington (Victoria Air Conditioning) 

Mitsubish Electric Training Facility at 631 S Royal Lane in Coppell Texas

Julie Schiller, Sales Administrator at the 
DFW Training Facility

Dwain Backlay teaching the
training course



SEPTEMBER 2018, AIR CONDITIONING TODAY, PAGE B7

Charlie Enriquez took this 
Axis buck on a MORSCO HVAC hunt in Rocksprings TX

BRAGGIN’    RIGHTS

Michael Lewis shot this Axis buck on a 

MORSCO HVAC hunt in Rocksprings TX

Johnstone Supply Houston hosted a 12 hour Deep Sea 

Fishing Trip 80 miles off the coast of Galveston TX on July 28 

Send us your Braggin Rights pictures and stories to llackey@ac-today.com!

ACCA Texas
Texas HVAC/R License Prep Course

License Prep:
March 21-22, Houston

April 18-19, San Antonio
Time:    8:00 am till 5:00 pm

Cost:     $425.00 TACCA Member
               $525.00 Non Member

**Discounted book packages available with class registration**

ACCA Texas, with more than 4 decades of experience in 
training, licensing and certifying contractors across Texas, is 

your partner in obtaining your Texas HVAC/R license. 
Call us at 800.998.4822 to register today, or 

visit our website at www.tacca.org

March 27-28, Red Oak.

July 18-19, San Antonio
July 31-Aug 1, Red Oak (DFW area)

Aug 15-16, Austin

Sept  15/16  -  Houston 
Oct  12/13 - Red Oak (DFW area)

 Oct  27/28 -  San Antonio

Purchase 3 times through the
OE Touch App from August - September

for an extra chance to win!
Valid at Houston locations only
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spotlight
The

John H. White, Jr. 
Reassumes CEO 

Role 
at Taco

Mitchell Lange joins 
the Glasfloss team as 

Process Engineer

Fujitsu Names Karim 
Yasin Director of 

Product Management 
North America

To read the complete stories on our Spotlight People 
please visit www.ac-today.com  

Specialized Parts and Supplies 
• Grilles      • Controls      • Motors      • Coils 

• All Types of Refrigeration  
More in Stock than Anybody Else!  

We take our time with ALL customers.  
After Hours Help Available.

EPA Classes available in house.
Call the office for details and schedule.

Bosch Thermotechnology Corp. Announces
First-Ever Non-Condensing Gas Furnace

Taco’s Oe Package Advances 
Commercial Pump Performance

Watertown, Mass. – Bosch 
Thermotechnology introduces 
its first-ever non-condensing 
gas furnace, rounding out the 
company’s product portfolio with 
a complete residential system for 
heating and cooling. The Bosch 
80% AFUE Gas Furnace, BGS80 
Series offers a compact size and 
four-way multipoise design, 
making it an ideal replacement for 
aging non-condensing furnaces.   

With a cabinet height of 33.75 
inches and a multipoise design, 
the Bosch furnace can fit into tight 
places, including basements, attics 
and crawl spaces, allowing for easy 
integration into homes. The unit’s 
control board is equipped with 
LED Fault Codes, which display 
common errors as combinations of 
LED “flashes,” making it easy for 
contractors to quickly diagnose, 
troubleshoot and service units.  

“Bosch continuously seeks 

ways to enhance our product 
portfolio,” said Goncalo Costa, 
director of air conditioning regional 
business unit, North America at 
Bosch Thermotechnology. “Our 
customers have been asking for 
Bosch to design a non-condensing 
gas furnace for their homes, and 
contractors wanted to be able to 
offer them one. This new offering 
fills those gaps, and represents 
another step in Bosch’s product 
portfolio journey.”  

The furnace offers numerous 
installation conveniences for 
contractors. All units come 
standard with a natural gas-to-LP 
conversion kit, making the unit 
field configurable. The design 
features a left- or right-hand 
connection for gas and electric 
service, and the furnace comes 
equipped with a removable 
bottom closure panel for bottom 
return applications and knockout 

holes to aid in left/right return 
applications.  

Consumer benefits include 
lower energy bills, as the furnace 
converts up to 80 percent of the 
fuel purchased to heat a home, 
and peace of mind, with a 20-year 
limited warranty on the heat 
exchanger and a 5-year* limited 
warranty on parts. Pairing the 
furnace with Bosch IDS Outdoor 
Units** and Cased Coils** 
allows the heating and cooling 
system to switch between fuel 
sources, keeping homeowners 
comfortable in any temperature 
and saving money.  

*10-year limited parts 
warranty, if product is registered 
within 60 days of installation, see 
boschheatingandcooling.com for 
full limited warranty details. 

**IDS Outdoor Units (BOVA 
Models) and Cased Coils (BMAC 
Models)    

Taco Comfort Solutions’® 
new Optimized Efficiency (Oe) 
high performance package for 
commercial pumps sets new 
standards for performance, 
efficiency and lifecycle cost.   

By adding a permanent-magnet 
ECM motor and VFD to pumps in 
Taco’s commercial line, efficiency 
and service life are increased 
while exceeding upcoming DOE 
regulations.  Pumps between three 
and 30hp are available with the 
Oe Package.  Combined with the 
company’s extensive line of residential 
ECM circulators, Taco now offers the 
broadest range of high-efficiency, 

ECM-powered pumps and circulators. 
Taco’s Oe Package reduces 

total cost of ownership through 
advanced motor technology and 
decreased energy consumption.  
Longer service life, more uptime 
and higher reliability are all benefits 
of pairing permanent magnet 
motors with VFDs.  Performance 
is increased, motors operate more 
quietly, smoother and cooler than 
equivalent induction motors, and 
maintenance is decreased.   

The Oe Package is available 
with Taco’s factory-programmed 
SelfSensing technology and 
ProBalance drives.  This reduces 
or eliminates the need for controls 
and balancing contractors in the 
commissioning and start-up process. 

As the commercial construction 
market is continuously driven toward 
higher efficiency, the Oe Package 
keeps Taco on the leading edge.   

For more information, visit 
www.TacoComfort.com 

Bosch Now Offers Complete Residential System with the
Addition of New Furnace

Product News
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www.transtaracsupply.com

TDLR Course #10124

ConstruCtion Data’s texas air 
ConDitioning ContraCtor 

LiCensing exam PreParation
Irving - July 18-20

Houston - August 15-17
San Antonio - Sept. 26-28

3 Days: 8am to 5pm Fri.-Sat. & Sun. 8am - 2pm 
Registration: $575.00 for all 3 days. Only $100 re-
serves your seat. 
Guarantee: If you do not pass your exam, you may at-
tend our class again anywhere for only a $125 registra-
tion fee. 

Construction Data Toll Free Phone &  Fax:   
Anywhere    888 500 PASS    
 Facsimile    866-811-exAm

Want to SAVE on CRANE costs?
aEasy to 
       operate
aLightweight
       aircraft 
       aluminum
aBattery
       operated
aZero turning
       radius
aNothing      
       extends       
       underneath  
       the a/c unit
aPatent 
       Pending

Columbus, Ohio-Heat-
ing, Air-conditioning & Re-
frigeration Distributors In-
ternational (HARDI) has an-
nounced the presenters for its 
Emerging Leaders conference 
that takes place July 19-21 in 
Austin, Texas.

Coach Ken Carter
The famous Coach Ken 

Carter, of the 2005 film Coach 
Carter, will provide attendees 
with advice about accountabil-
ity, integrity, teamwork and 
leadership to succeed. Carter 
turned heads when he locked 
his undefeated basketball team 
out of the school gym after 
they failed to uphold academic 
and behavioral contracts they 
signed at the beginning of the 
season. By holding his team 
to high standards, he – in two 
years – turned around the 
school virtually single-hand-
edly, improving students’ 
academic performance and 
ridding it of graffiti and drug 
dealers. Ultimately, the stu-
dents he influenced rose above 
basketball, attaining college 
educations and futures they 
might never have achieved.     

Leslie Koch

HARDI Announces Presenters 
for Emerging Leaders 
Summer Conference

Famous Coach Carter to speak on
 leadership to HARDI’s future 

executives.
Leadership trainer Leslie 

Koch has helped countless 
professionals through leader-
ship development initiatives in 
corporate and retails environ-
ments. Koch will lead a hands-
on session that incorporates 
proven leadership behaviors 
and theories to improve lead-
ership skills and teach immedi-
ate strategies for transforming 
and strengthening their teams. 
Attendees will be given op-
portunities to practice these 
behaviors and make them 
habits. Koch’s background 
includes running a corporate 
development university, a new 
leader program and creating a 
company leadership model.

HARDI’s  Emerging 
Leaders program is open to 
any employee of a HARDI 
distributor or supplier who 
has been recognized as hav-
ing the talent and potential 
to advance to the executive 
level of the organization. 
HARDI members can visit 
hardinet.org/emerging-lead-
ers for more information 
about the conference and the 
Emerging Leaders program.

Housing Recovery 
Continues at Gradual Pace

Baton Rouge leads the list with Austin, 
Houston, OKC in the top 10

Markets in 68 of the approximately 360 metro areas 
nationwide returned to or exceeded their last normal levels 
of economic and housing activity in the first quarter of 2015, 
according to the National Association of Home Builders/First 
American Leading Markets Index (LMI), released today. This 
represents a year-over-year net gain of seven markets.

The index’s nationwide score edged up to .91, meaning 
that based on current permit, price and employment data, the 
nationwide average is running at 91 percent of normal eco-
nomic and housing activity. Meanwhile, 68 percent of markets 
have shown an improvement year-over-year.

Baton Rouge, La., continues to top the list of major metros 
on the LMI, with a score of 1.43 – or 43 percent better than its 
last normal market level. Other major metros leading the pack 
include Austin, Texas; Honolulu; Houston; and Oklahoma 
City. Rounding out the top 10 are San Jose, Calif.; Los An-
geles; Salt Lake City; Charleston, S.C.; and Nashville, Tenn.

Looking at smaller metros, both Midland and Odessa, 
Texas, have LMI scores of 2.0 or better, meaning their markets 
are now at double their strength prior to the recession. Also 
leading the list of smaller metros are Manhattan, Kan.; Grand 
Forks, N.D; and Casper, Wyo., respectively.

The LMI shifts the focus from identifying markets that 
have recently begun to recover, which was the aim of a pre-
vious gauge known as the Improving Markets Index, to iden-
tifying those areas that are now approaching and exceeding 
their previous normal levels of economic and housing activity. 
More than 350 metro areas are scored by taking their average 
permit, price and employment levels for the past 12 months 
and dividing each by their annual average over the last period 
of normal growth. For single-family permits and home prices, 
2000-2003 is used as the last normal period, and for employ-
ment, 2007 is the base comparison. The three components are 
then averaged to provide an overall score for each market; a 
national score is calculated based on national measures of 
the three metrics. An index value above one indicates that 
a market has advanced beyond its previous normal level of 
economic activity.

Gemaire.com 
Wins National Award

 Gemaire Distributors has been announced as the 2015 
Imagine Excellence award at the annual Imagine Commerce 
Conference in Las Vegas. Imagine Commerce 2015, now in its 
fifth year, is the premier Megento and eBay enterprise commerce 
conference. Over 2400 commerce experts from merchants, 
agencies and technology providers across 40+ countries con-
verged on Las Vegas Nevada to network, exchange ideas and 
build relationships. 

Pictured: Pictured from left to right: Craig 
Hayman - CEO eBay Enterprise; Kaushal Shah - 

Perficient; Ken Connell - CEO Gemaire

please visit our 
website at

www.ac-today.
com 

or fax 
830.627.0614

with your name, 
address, 

company, and 
affiliation to the 
air conditioning, 

refrigeration, 
heating, and 

plumbing 
industries.

Gemaire.com, the online commerce platform for Gemaire 
Distributors, was awarded the Imagine Excellence Award based 
on extraordinary efforts to elevate the customer experience and 
drive commerce excellence. Gemiare.com launched in 2014 and 
has rapidly become the primary product information and ordering 
method for many contractors nationwide. 

“It’s an honor to receive the award,” says Ken Connell, 
President of Gemaire. “Gemaire Distributors has invested heavily 
in cutting edge technological advancements to create a world 
class ecommerce site.”

Advancements include expediting ordering processes to im-
prove the customer experience. Contractors are able to instantly 
access over 20,000 products, check inventory and place orders 
on their smart phones, tablets, laptops and computers. 

Steve Sunshine, Director of Ecommerce for Gemaire states 
“By using technology to deliver outstanding customer service to 
our contractors, our contractors can then deliver better customer 
service directly to the homeowner. Our long-term goal is to make 
Gemaire the easiest HVAC Distributor to do business with and 
by winning this national award - we have realized that goal in 
our first year”.

American Standard Heating 
& Air Conditioning is Gold 

Winner
Dallas/Fort Worth Texas, – American Standard Heating 

& Air Conditioning was recognized for excellence in product 
design in the 12th annual Dealer Design Awards Program 
sponsored by The Air Conditioning Heating & Refrigeration 
News magazine. An independent panel of contractors acted as 
judges in the contest that had 107 entries. American Standard 
Heating & Air Conditioning’s AccuComfort™ Platinum 20 
Heat Pump was the Gold Award Winner in the HVAC Resi-
dential Equipment category.

Doug Wilson, vice president of sales, American Standard 
Heating & Air Conditioning, said, “The Platinum 20 Heat 
Pump is one of the most compelling products we have ever 
launched, and it's particularly impressive to be recognized 
by the contractor community. We are thrilled to be honored 
with such a prestigious award.”

American Standard Heating & Air Conditioning’s Accu-
Comfort™ Platinum 20 Variable Speed Heat Pump delivers 
precise and efficient comfort by running at the exact speed 
needed to maintain a home’s ideal temperature within a half 
degree of the selected comfort setting. Instead of cycling 
on and off at full capacity, the AccuComfort system runs at 
the lowest speed needed for the current weather conditions, 
helping homeowners save energy and money.

For more information on American Standard Heating 
& Air Conditioning, visit www.americanstandardair.com.

Forrest B. Fencl, an ul-
traviolet treatment pioneer, 
whose research has helped 
the HVAC, air quality, bio-
logical safety, healthcare and 
infection control industries, 
has passed away after a cou-
rageous battle with cancer.

A lifelong inventor and 
respected industry leader, Mr. 
Fencl pioneered the modern 
application of ultraviolet 
germicidal irradiation (UV-
C) in HVAC&R equipment, 
writing or co-writing 17 
patents and several ASHRAE 
Handbook chapters related 
to ultraviolet air and surface 
treatment.

HVAC 
Industry 

Loses 
Forrest 
Fencl,

 Ultraviolet 
Treatment 

Pioneer

 
Dallas – The Gulf Coast Eco-
system Restoration Council 
(Council) recently released 
a draft Initial Funded Pri-
orities List that would fund 
approximately $139.6 mil-
lion in restoration activities. 
The funds are derived from 
the recent settlement with 
Transocean Deepwater Inc.  
The Council will host a series 
of public meetings across 
the Gulf Coast to discuss the 
priorities, and seek public and 
tribal comments. The list is 
available for review and com-
ment through Sept. 28, 2015.  
The Council is proposing to 
focus on 10 key watersheds 
across the Gulf to address crit-
ical ecosystem needs in high 
priority locations. The Council 
will also propose a suite of 
Gulf-wide investments de-
signed to support holistic eco-
system restoration and lay the 
foundation for future success. 
The Council is comprised of 
governors from the five affect-
ed Gulf States, the Secretaries 
from the U.S. Departments 
of the Interior, Commerce, 
Agriculture, and Homeland 
Security as well as the Secre-
tary of the Army and the Ad-
ministrator of the U.S. Envi-
ronmental Protection Agency. 
To discuss the draft priorities 
and seek public input at one of 
the upcoming meetings, visit:

 
A u g .  2 0 ,  2 0 1 5  Te x a s 
A&M University 6:00 p.m. 
CST 6300 Ocean Drive 
Corpus Christi, TX 78412

Sept. 1, 2015 Battle House 
Renaissance Mobile 6:00 

Gulf Coast Ecosystem 
Restoration Council Seeks 

Public Comment on Priorities 
for $139.6 million  

p.m. CST 26 North Royal St. 
Mobile, AL 36602

 
Sept. 10, 2015 Coast Coliseum 
& Convention Center 5:00 
p.m. CST 2350 Beach Blvd. 

Biloxi, MS 39531
 

Sept. 15, 2015 Homer L. Hitt 
Alumni Center 5:30 p.m. 
CST 2000 Lakeshore Drive 
New Orleans, LA 70148

 
S e p t .  1 6 ,  2 0 1 5  M o r -
gan City Municipal Audi-
t o r i um 5 :30  p .m .  CST 
728 Myrtle St. Morgan City, 
LA 70380

 
Full meeting details and 
the draft FPL can be found 
on the Council's website at 
www.RestoreTheGulf.gov.  
The public is encouraged to 
provide comments online at 
www.RestoreTheGulf.gov 
(preferred method); by mail 
to Gulf Coast Ecosystem 
Restoration Council, Atten-
tion: Draft FPL Comments, 
Hale Boggs Federal Build-
ing, 500 Poydras Street, Suite 
1117, New Orleans, La., 
70130 or by e-mail to draftf-
plcomments@restorethegulf.
gov; or in person during for-
mal public comment periods 
at any of the public meetings. 
Connect with EPA Region 6:  
On Facebook: https://www.
facebook.com/eparegion6  
On Twitter: https://twit-
t e r . c o m / E PA r e g i o n 6  
Activities in EPA Region 
6: http://www2.epa.gov/
aboutepa/epa-region-6-
south-central 

Milwaukee – The new 
Wi-Fi®-capable York® Af-
finity™ Residential Com-
municating Control from 
Johnson Controls offers an 
intuitive interface and remote 
access, which makes instal-
lation and troubleshooting 
routines easy. 

The Wi-Fi capability 
provides homeowners with 
remote access to the control 
system from their smart-
phone or tablet device using 
the IntelliComfort™ mobile 
app, allowing them to mon-
itor the status of every en-
abled system device—from 
the air conditioner to the 
furnace to the air handler 
to the heat pump. Contrac-
tors can ask homeowners to 
provide them with access to 
automated system faults and 
notification alerts via email. 

Contractors save instal-
lation time with familiar 
four-wire connections to 
all York® Affinity™ gas 
furnaces, air conditioners, 
heat pumps and air handlers. 
The plug and play design 
instantly syncs with an inte-
grated control that connects 
with each piece of intelligent 
equipment.

Configuration of the 
unit is easy through contrac-
tor-accessible menus. Ther-
mostat fault features can be 
accessed to let contractors: 
Set the level of information 
displayed if a fault occurs. 
For example, create simple 
generic messages for faults 
that require service—or cre-
ate more detailed notifica-
tions for customers who live 
outside a regular service area 
to determine the level of 
service required;Set up the 
profile with their company 
information and logo. That 
way, if a fault occurs, con-
tractor contact information is 
displayed so customers know 
who to call. 

Homeowners will ap-
preciate the “Quick Heat 
and Cool” feature which 
temporarily puts the heat-
ing or cooling mode at the 
highest capacity, as well as 
multiple schedules and daily 
events that can be easily pro-
grammed to help reduce their 
utility bills. Zone control is 
possible for up to six zones, 
meaning precise comfort 
levels can be programmed 
from a single touch screen. 

For more information, 
visit www.yorkhvacdealer.
com/Affinity-RCC.

Wi-Fi®-
CapableYork® 

Residential 
Communicat-
ing Control 

HARDI Focuses Economic Analysis 
with HARDInomics 

Columbus, Ohio – Heating, Air-conditioning & 
Refrigeration Distributors International (HARDI) has launched 
a more member-focused version of its economic analysis 
Benchmarking service.  

The new program, named HARDInomics, entails a 
quarterly forecasting and market outlook report, as well as 
a brief monthly economic report. The data from the new 
reports will be focused on HVACR-specific indicators and the 
implications of latest macroeconomic data and events for the 
HVACR industry. 

“Our Benchmarking services continue to be some of the 
most important resources we offer to members,” said HARDI 
Market Research & Benchmarking Analyst Brian Loftus. 
“This update to our existing services allows us to have a more 
synergistic Benchmarking suite that we continually aim to 
tailor closer to our distributors’ needs. This Benchmarking 
expansion is another step in HARDI’s continual effort to deliver 
Benchmarking services that are member-focused.” 

The upgrade allows HARDI to offer more robust 
information to eligible members by utilizing data generated 
by the other tools in the HARDI Benchmarking suite – 
TRENDS sales report, Unitary Market Report and Distributor 
Performance Dashboards (DPD). HARDInomics compares 
historic economic data trends, looking for leading indicators, 
with TRENDS and shipment reports. The regional sections of 
the quarterly report will provide more state level insights to 
support the members in specific states within a region.   

A crucial benefit for HARDI members is economist 
Anirban Basu, CEO of Sage Policy Group, Inc. Basu serves as 
Chief Economist to the Associated Builders and Contractors and 
is the Chief Economic Advisor to the Construction Financial 
Management Association. Along with Dodge and Moody’s, 
he is one of the select group of economists selected by the 
American Institute of Architects to support their nonresidential 
construction outlook survey. 

“For the past decade, we at Sage have been at the forefront 

of construction economics,” said Basu.  “We enjoy a level of 
fluency with construction data that will help us help leaders of 
the North American HVACR distribution industry make shrewd 
business decisions and prepare for our common future.  We 
look forward to working with Brian, HARDI, and all industry 
participants during the years ahead to monitor leading indicators, 
characterize industry performance, and spot inflection points in 
business cycles. 

Currently, only TRENDS monthly sales report participants 
and Premier members receive both the quarterly and monthly 
HARDInomics reports. Sustaining members receive only the 
quarterly forecasting and market outlook report. 

HARDI Official Statement on 
President Trump Signing CTE Bill 

Columbus, Ohio – Heating, Air-conditioning & 
Refrigeration Distributors International (HARDI) Vice 
President of Government Affairs Palmer Schoening has released 
the following statement in regard to President Trump today 
signing the Strengthening Career and Technical Education for 
the 21st Century Act:  

“The issue of recruiting the next generation into the skilled 
trades is one of the biggest challenges facing our industry today. 
Not only does this legislation take an important step towards 
alleviating the labor shortage in the trades, but it also promotes 
more training and certification for technicians. HARDI applauds 
the President and Congress for their bipartisan efforts in keeping 
grants for CTE education in place by reauthorizing the Perkins 
Act through the passage and signing of the Strengthening Career 
and Technical Education for the 21st Century Act.”  

HARDI members have supported this specific bill for 
the past two years and at the last two HARDI Congressional 
Fly-ins with the understanding that it would generate an influx 
of professional HVACR contractors, who would enter the 
workforce with the tools and knowledge they need to compete 
for high-skilled, in-demand jobs in the HVACR industry. 

For more information, please contact Anthony Lagunzad 
at alagunzad@hardinet.org.  

Product News

Lennox Multi-Zone
Mini-Split Ductless System 

With efficiencies of up to 24.5 SEER (Seasonal 
Energy Efficiency Rating) and 11.5 HSPF (Heating Season 
Performance Factor), the Lennox Mini-Split Ductless System 
operates using inverter technology, allowing for increased 
and decreased cooling and heating in small increments, which 
lowers energy costs. Because these systems can precisely 
match demand with output, they can operate with extreme 
energy efficiency and are ideal for multi-housing applications. 
A Lennox Mini-Split Ductless System can provide powerful 
heating and cooling for up to five individual areas of a home, 
without the need for ducts, providing users with a customized 
whole-home heating or cooling solution, with units controlled 
separately in each zone. 

Benefits of the product include:  
o   More efficient cooling of targeted zones 
o   Ductless – minimizes energy losses 
o   Easy installation and maintenance 
o   Whisper-quiet levels of indoor operation
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MEETING PLACE
The Refrigeration Association of San Antonio meets on 

the third Thursday of every month in the Beethoven 
Maennerchor Hall at 422 Pereida.  

Anyone in the HVACR industry may attend the meeting at no 
charge and take advantage of the information and presentations.  

Any and all HVACR technicians may also participate at 
the 30-minute education sessions presented at 6:30 PM prior 
to the business meeting. There is no charge to attend. Any 

special 30-minute requests should be directed to the Education 
Chairman, Dallas Lesley CMS. Contact him via email. 
subsailor.ret78@yahoo.com. 

BUSINESS AND
EDUCATION MINUTES

The August meeting speaker Christina Pitzer from Global 
The Source spoke on Turbo capacitors and Turbo meters to 
check the microfarads.

Member Meeting 
Thursday, September 20

11:30 am – 1 pm 

REGISTER ONLINE at TACCAGreaterSanAntonio.org 

where: times:alamo cafÉ
14250 san pedro ave
San Antonio, TX 78232

11:30am - Networking
program - noon-1pm

$200

New membership

special
SAVE
TACCA helps 

contractors 
succeed!  
Save time and money, 

improving your 
bottom line and your 

quality of life.

Call 210-901-4222 
for Details  

Or Visit Our Website 
to Join Online!  

TACCAGreaterSanAntonio.org

B U I L D I N G  A  T O P - S E L L I N G  C U LT U R EB U I L D I N G  A  T O P - S E L L I N G  C U LT U R E

CALENDAR OF EVENTS

Insco Distributing, Inc. offers some of the best training 
available in the HVAC/R industry. With over 100 years of 
experience, we provide hands-on instruction at our four state-of-
the-art training facilities located in Houston, Grapevine, McAllen 
& San Antonio. We also offer local training at our branches or 
off-site facilities throughout Texas and Oklahoma City. Most 
courses offer CE credits and our goal is to provide the needed skills 
and expertise to help our customers thrive in this evolving and 
competitive industry. Visit: insco.com/training to see the complete 
schedule of classes. 

Houston 
Wednesday, September 12th – York Commercial Controls 

SSE from 8:30am – 5pm located at 10460 S. Sam Houston Pkwy 
W. Houston, TX | Only $95 

Wednesday, September 26th – ECM Motor Technology 
from 8:30am – 12:30pm located at 10460 S. Sam Houston Pkwy 
W. Houston, TX | Only $75 . 

The Texas Commission of Licensing and Regulation is 
scheduled to meet Friday, September 14, 2018 at 8:30 a.m. in 
the 1st Floor Public Meeting Room of TDLR’s North Campus, 
located at 1106 Clayton Lane, Suite 125E, in Austin. 

When the agenda and staff reports are available, they will 
be posted online. The meeting will be broadcast on TDLR’s 
YouTube channel. 

Insco’s September
Events Schedule 

August Meeting Group Picture

Instructors and students both 
determine the wiring of the 

capacitors

Robert Nino of TDLR spoke on the 
requirements of the new Certified 

Technician

Around 50 students from several 
technical schools attended the 

meeting
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Focus

ACORATE Flat Rate Software 

Team Management Systems, Inc. 
www.acorate.com  sales@acorate.com  (800) 299-7351 

 Portrays professional image! 
 Setup wizard allows you to print your 

books in 4 easy steps 
 Repairs are built in one easy screen 
 Ability to add, delete and edit repairs 
 Easily update labor and material  
 Ability to show a savings column 
 Ability to print a detailed manager’s 

book 

 Ability to have an electronic or printed 
version of Flat Rate Book 

 Eliminates calculation errors 
 Ability to show savings or potential 

savings for preferred customers 
 Create professional looking quotes 
 Ability to capture customer’s approval 

signature 
 Ability to print or e-mail quotes 
 

No ongoing monthly fees required! 

 

Over 20 Hvac Design Programs! 
Hvac Load Calcs (Both ACCA and ASHRAE), Duct 
Sizing, Energy Analysis, Sales Proposals, Pipe Sizing, 
Gas Vent Sizing, Psychrometrics, Refrigeration, More! 

Rhvac Online $49/up   ACCA approved 
Manual J, D, and S calculations. Works on 
phones, tablets, iPads, and computers 

www.elitesoft.com 

$199/up   To add CAD Drawing Features, Graphic 
Sales Proposals, Bill of Materials, & Gas Vent Sizing 
Register for Free Trial Version! 

New! 

CASTILLO TRAINING 
•TDLR 8 HR CE CLASSES • 

Law, Rooftop Units, Airflow, IECC & OSHA 
Location: Johnson Supply San Antonio 

1050 Arion Parkway 
Tuesday       September 4, 2018     

Location: Southern Careers – 6963 NW Loop 410 
Saturday    September 15, 2018  

Location: Johnstone Supply Pharr, TX 
Tuesday, September 11, 2018 

Location: Del Rio Civic Center, Del Rio, TX 
Tuesday, September 18, 2018 

Location: Johnson Supply Corpus Christi, TX 
Tuesday September 25, 2018 

Location: Laredo, TX 
October date to be announced 

TDLR No. 1362 Class No. 19048 

•EPA & NATE Exams • call for dates 

• License Prep Classes• call for August dates 
Phone: (210) 828-0234 Fax: (210) 828-0242  

silverfox0001@earthlink.net   
www.castillotraining.com 

Read the newest issue online!

ac-today.com

“ Thinking outside the cap.”
Patent Pending

A/C port valve locking device to prevent Freon huffing, theft, or unauthorized access. 
FITS OVER EXISTING CAP

(Inventor of the QB1 and QB2 {1 inch} condensate blow out valve, 
Hurricane Pipe stand, and Freezestat)

FREE SAMPLES:
To any contractor or HVAC supply house.

Shipping included 
 NOW REQUIRED BY CODE ON COOLING UNITS.  

Much faster removal and installation than caps. Much better quality for less.

*20 YEAR WARRANTY.
No corrosion. No rust.  Meets ALL code requirements.  

100% STAINLESS STEEL.
Designed by actual tech. Saves time. SALT WATER PROOF.    

To order email: mikesears061@gmail.com.   Cell:  214-597-2067.  
From SEARCO:  www.HVACcraft.com

Perfect for coastal / salt water applications.
CLAM SHELL PACKAGING WITH PET PLASTIC: 6 FREONLOCKS

Shown over cap with stainless security set screw in place.
Use drill with wrench to tighten or loosen very quickly:

 Extra set screws and wrenches are also sold separately.   
FREE wrench included with each purchase of FreonLocks™

LESS EXPENSIVE THAN THE COMPETITION, GUARANTEED! 
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Generators

WHAT DO YOU SELL TO THE HOMEOWNER  

WHO HAS EVERYTHING? 

Automatic Standby Generators - 9, 11, 16, 20 and 22 kW

Between storm seasons and summer blackouts,  
generators are in demand all year round.

Texas – In 2017 there were 395 power outages affecting 3,463,153 homes.
Arkansas – In 2017 there were 73 power outages affecting 374,261 homes.

FEATURES
•  Premium 5 Year Limited Warranty. 

Honeywell Generators carry a best in class 
Premium 5 Year Limited Warranty for automatic 
standby generators. Includes parts and labor.

•  Precision Power Technology delivers 
best-in-class power quality with less than 5 percent 
total harmonic distortion for clean, smooth 
operation of sensitive electronics and appliances.

•  Generac G-Force Engine is purpose-
built, pressure-lubricated engine capable of 
handling the rigors of generator use, resulting 
in power that’s more reliable and requiring less 
routine maintenance than any competitive engine.

•   WhisperCheck™ self-test mode runs at 
a lower RPM for a five or twelve minute test, 
is significantly quieter than other brands, and 
consumes less fuel.

•  Sturdy, All-Weather Aluminum 
Enclosure.  
The durable aluminum enclosure with 
RhinoCoat™ finish prolongs the life of your 
generator with corrosion-resistant protection from 
the elements, making it ideal for coastal, salt-air 
climates.  Modeled to withstand winds up to 150 
mph, and with a fire rating, 3rd-party-certified to 
NFPA standards, that allows for installations as 
close as 18” to the home. Composite mounting 
pad is included, eliminating the need to pour a 
concrete base unless specified by local codes. 
An included base fascia completes the pleasing 
appearance of your generator.

ARKANSAS
LITTLE ROCK
6000 Scott Hamilton Dr.
(501) 565-9000  
LRsales@ShearerSupply.com

SPRINGDALE
440 Jean Mary Ave.
(479) 361-1600
SPDsales@ShearerSupply.com

LOUISIANA
SHREVEPORT
2002 Claiborne Ave.
(318) 678-9704 
SHVsales@ShearerSupply.com

OKLAHOMA
OKLAHOMA CITY
4732 NW 1st Street
(405) 948-7900 
OKCsales@ShearerSupply.com

TULSA
11807 E. 61st St.
(918) 459-2777  
TULsales@ShearerSupply.com

TENNESSEE
JACKSON
169 Commerce Center Cir.
(731) 512-0858 
JAXsales@ShearerSupply.com

MEMPHIS
4072 Senator St.
(901) 761-6100 
MEMsales@ShearerSupply.com

TEXAS
FARMERS BRANCH  
Corporate Branch
1750 Valley View Lane #300
(469) 324-4001 
INFO@ShearerSupply.com

CARROLLTON  
1500 Luna Rd. #114
(972) 484-5155 
CARROLLTONsales@ShearerSupply.com

ALLEN
1303 N. Watters Rd. #150  
(469) 680-3100 
ALLENsales@ShearerSupply.com

DALLAS
10515 Miller Rd.
(214) 343-2288 
DALLASsales@ShearerSupply.com

FORT WORTH
2334 Pecan Court
(817) 831-4491 
FTWsales@ShearerSupply.com

LUBBOCK
6006 42nd Street
(806) 743-5000 
LUBsales@ShearerSupply.com

TYLER
2020 Capital Drive
(903) 347-2800
TYLERsales@ShearerSupply.com 

WACO
1000 Schroeder Dr.
Bldg 2, Suite 201
(254) 265-6565
WACOsales@ShearerSupply.com
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