
Milwaukee – Johnson Controls officially opened the state-of-the-art 
Rooftop Center of Excellence design, manufacturing and testing facility 
during a grand opening event on April 17. This year marks the facility’s 
50th year of operation. The 900,000-square-foot facility includes almost 
400,000 square-feet of incremental laboratory and manufacturing space 
and renovations to over 150,000 square-feet of office and meeting space. 
The facility will serve as the flagship location for industry research, 
manufacturing and testing of Johnson Controls HVAC rooftop units. 

“Investing in the future of rooftop unit innovation in design and 
manufacturing is an investment in our customers,” said Steve Maddox, 
vice president of engineering, commercial ducted systems, Johnson 
Controls. “The expertise of the people leading this facility increases our 
speed to market, provides unmatched quality assurance and supports the 
development of industry-leading, energy efficient technology.”

The plant includes a two-story, 52-foot high testing lab roughly the 
size of one-and-a-half football fields. The extensive laboratory offers an 
environment that allows Johnson Controls to conduct on-site, complex 
development, regulatory compliance, performance, safety, and reliability 
testing including the ability to test a 150 ton rooftop unit in climates 
ranging from -30ºF to 130ºF. 

“The need for high-efficiency rooftop units has grown as customers 
demand simplified solutions to achieving sustainability,” said Philip 
Smyth, director of product management, applied DX, Johnson Controls. 
“The combined testing and manufacturing location allows us to better 
serve our customers while enhancing HVAC technology through 
collaboration and innovation.”

To learn more Johnson Controls rooftop units, visit https://www.
johnsoncontrols.com/hvac-equipment/rooftop-units.

Johnson Controls opens 
HVAC Rooftop Center of Excellence 
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900,000-square-foot facility in Norman, Oklahoma expanded with advanced rooftop unit 
design, manufacturing and testing capabilities

Baker Distributing Company 
Grand Opening Houston TX

Shearer Supply Diamond 
Dealer Meeting

The Hunton Group 
Invitational Golf Tournament

TACCA Greater Houston BBQ Cook Off Insco Distributing Grand Opening 
in Austin TX

Vince Robison and Erin Barrera with Baker 
Distributing. Pictures on page B6.

Jamie Wooldrige President of Berkey’s Air 
Conditioning, Plumbing and Electrical, Michelle 

Shearer Rodriguez and Ralph Leite HVAC Operational  
Manager of Berkeys. Pictures on page B11.

Jimmy Letsos, Richard Hunton Jr, James Madget 
and RO Hunton. Pictures on page B5.

1st Place BBQ Cook Off Team

2nd Place BBQ Cook Off Team
Pictures on page B2.

Pictures on page B13.
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NEW FROM THE IAQ INNOVATION LEADER

Coils Up To 72” x 72”

Commercial UV Made Easy!
Fresh-Aire UV just made commercial UV disinfection easier 
with our new Blue-Tube XL kits for coils up to 72”. Everything 
needed for most installations is included in the box.

www.FRESHAIREUV.com

• Fights mold and microbes
• Reduces maintenance costs
• Extends life of mini-split 
• Improves indoor air quality 
• Fits mini-split & ceiling cassettes
• Safe for eyes & plastics
• 50,000 hour+ expected LED life
• 5 year warranty on all parts

UV Light LED System for Mini-Splits High-Performance 1” Filter Upgrade
• High-performance filter 
• Fits standard 1” slot
• No retrofit required
• Low-cost filter media 
• Lifetime warranty
• UV light resistant

RectorSeal® Introduces the  Rooftop Pipe Support (RPS) 
for Professional Roof Installations

Houston --RectorSeal® LLC, Houston, a manufacturer 
and distributor of quality HVAC/R products, has introduced the 
Rooftop Pipe Support (RPS), a sturdy, easy-to-install system 
for presenting an organized, aesthetic alternative to wood 
blocks and other unprofessional jerry-rigged methods. The 
RPS is designed for mounting HVAC/R, electrical, plumbing 
and condensate piping, or ductwork, walkway grates and solar 
panels on commercial flat rooftops without roof penetration. 

The RPS is a .15-inch-thick (3.8-mm) ultraviolet light-
stabilized, weather-resistant copolymer shell with a high density 
foam core that provides insulation, vibration isolation and roof 
membrane protection. The 7.5 (W) x 8 (L) x 5-inch (H) (19 x 20 
x 12-cm) RPS weighs only .78-lb (354-grams), but can withstand 
load capacities of up to 250-lbs or 350-lbs each when used with 
universal strut channel. The RPS is the industry’s only rooftop 
support system that has five numbered slots to keep two-inch and 

smaller pipe aligned and organized during installation, although 
it can accommodate larger pipe diameters.  

The top of the RPS’s 7.5 x 2-inch (19 x 5-cm) shell 
accommodates multiple pipes and its surface-gripping slots 
prevent pipe roll and movement during installation. Additional 
pipe runs can be supported above the shell top via a universal 
strut channel elevated by 1/2-inch (12-mm) threaded rod. 
Each RPS has dedicated holes leading to a molded hexagonal 
receiver for friction-fitting 5/8-inch and 3/4-inch (19-mm) nuts 
that eliminate the need for a hold-back wrench when fastening 
threaded rods or bolts.  

RPS is used to present a neat professional rooftop appearances for HVAC/R, electrical, 
plumbing and condensate piping, in addition to ducts, walkways and solar.

Product News

SEE RECTORSEAL PG.21
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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

NOLAN RYAN
WITH AMERICAN STANDARD

ACES AC Supply, Inc. - Your Independent 
American Standard Distributor.

At ACES and American Standard Heating & Air Conditioning, we believe homeowners 
deserve an excellent experience from the initial sale, through installation, to 
ongoing service. That is why we hold ourselves to a higher standard to ensure 
everything we do is centered around providing the highest quality heating and air 
conditioning solutions through a dealer network with the utmost integrity. When it 
comes to developing relationships, it’s important to establish genuine trust that 
goes beyond the sale. Just as you rely on high-performing and quality systems, 
customers expect the same dependability in service from their dealers. 

We believe in offering the best products, the best training, and the best programs 
that benefit you, your business and your customers, now and for years to come. 

With products like American Standard and Mitsubishi behind you, plus ACES and 
our people to support you, you can’t go wrong. Call your nearest ACES location and 
ask us how we can help your business grow and prosper.

RATED

MOST RELIABLE

BRAND

Texting now available. See your ACES™ for details. 
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Austin
9715-A Burnet Rd Ste. 100
512.485.2579

A Resurgence of Character? 
By Richard Harshaw 

New Ad Trend? 
I do not know about your 

neck of the woods, but where 
I live (Phoenix, Arizona) 
I have noticed a sudden 
uptick in HVAC ads on the 
radio that stress character in 
the advertising company’s 
technicians. 

One ad (by a Trane 
dealer) warns people about 
pre-season tune-ups that cost 
less than a large pizza. Such 
companies, the dealer warns, 
probably pay their service 
techs on a commission 
bases and so the tech will be 
motivated to sell you things 
you may (or may not) need. 

This dealer’s technicians, 
of course, are not paid on 
commission and the ad 
stresses their high standards 
for character in the techs they 
hire and how carefully they 
are screened. 

Another ad, by a Goettl 
dealer, is a fabulous and 
bittersweet ad. In the ad, one 

of his techs is off-duty and 
is in the checkout line of a 
grocery store. He sees an 
elderly man in the checkout 
line ahead of him nervously 
fumbling as he counts 
his money. With a pained 
expression, the man leaves 
the line and takes a box of 
Corn Chex back to the shelf. 

The ad goes on to state that 
a young guy behind the man 
who left the line was carrying 
two six packs of beer and 
noticed the old man leave the 
line. Deftly, he stooped down 
and picked up a five-dollar 
bill off the floor and caught 
up with the man. He said, 
“Sir, you dropped this out of 

your wallet back there in the 
line.” The man was jubilant 
and grateful and got back in 
line with his Corn Chex. The 
young man then returned one 
of the six packs to the beer 
cooler and got back in line. 
When the off-duty service 
tech told his boss about this 
incident, the boss (who was 
doing the voice over for the 
ad) said that had he been 
there, he would have offered 
that young man a job right 
there on the spot because 
he had character, and for 
this dealership, character is 
even more important than 
technical expertise. 

The third ad was from 
an American Standard dealer 
and it really caught my ear. 
The owner said that when 
he started his company 17 
years ago, he felt that a 
company that did business 
with the highest ethics and 
treated their customers right 
would do well. Because of 
that, the dealer goes on, he 
is always on the lookout for 
people with good character 
because, as he says, “I 
learned long ago that it is 
easier to train people with 
good character the technical 
side of air-conditioning 
and is to teach good service 
techs how to have good 
character.” He then goes on 
to boast that he has never 
received a complaint from 
the Registry of Contractors 
and has an A+ rating with 
the Better Business Bureau. 
So, I hired this company for 
my pre-season tune-up and 
was very impressed with 
the service technician they 
sent (Kevin). In fact, I was 
so impressed that I bought a 
service agreement that day. 

Is This Worth 
Developing? 

So I am wondering. Are 
you seeing a similar focus 
on character in the ads being  
run in your area? If so, 
what do you think might be 
driving that? 

I am so intrigued by 
this that I am planning a 
short series of columns 
on how businesses can 
win with a strong ethical 
culture. I hope you find 
this series enlightening and  
even challenging. 

Until next month…  
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Lorraine Ball
Marketing strategist, 

Lorraine Ball leads the 
crazy, creative and very 
talented team at Roundpeg. 
( w w w. ro u n d p e g . b i z ) ,  
a digital agency 
specializing supporting 
the service industry.  

Ready to take your 
marketing up a notch?  
Request a marketing audit 
today.  317-569-1396 

Holding on to Your Culture Honeywell 
Provides 

Educators 
the Key to 

Understanding 
Refrigerants

Ask most small business 
owners what makes their 
company unique and they will 
tell you it boils down to the 
people and the culture. A great 
culture attracts both potential 
employees and clients. It is easy 
to maintain your culture when 
you have long time employees, 
but it is much harder when you 
have turnover or rapid growth. 
So, what can you do to make 
sure your company remains true 
to its core? 

Start with Core Values 
Having clear, well defined 

values is more than just a 
mission statement you put on 
some obscure corner of your 
website.  Sure it is nice to have 
a  pretty poster with the values 
spelled out, but employees 
need to be able to express those 
values in their own words. 
Having common values does 
not mean people will be clones 
of each other.  At Roundpeg,  
our team is comprised of 
people with very different 
views on a wide range of issues 
who are able to agree on our 

common values because they 
are a clear statement of how 
we operate, treat each other  
and our customers. 

Our Core Values: 
• Curious about the 

world– Excited to learn new 
things, meet new people and 
find new solutions 

• Warm and welcoming–  
A cozy, comfortable, fun and 
welcoming place where there is 
always time for a trivia question 
or popsicle break as we get 
work done. 

• Mutually invested in 
success- Passionately working 
as partners with clients and 
coworkers, committed to 
delivering the best possible 
solution 

• Resourceful and 
responsive- Able to balance 
confidence and independence 
with the ability to incorporate 
feedback and input 

Live the Values 
Those values are a part 

of everything we do, from 
recruitment and on-boarding to 

performance evaluations and 
even day to day operations.  As 
we interview potential 
candidates we look for signs 
that the candidate shares those 
values. If they don’t there 
won’t be a seat for them at the 
Roundpeg table. 

Our on-boarding process 
includes a discussion of our 
company culture and core 
values and performance 
appraisals include feedback on 
how well individuals exhibit the 
behavior.  This is a critical step 
in maintaining our culture, even 
as key members leave. As the 
owner, the responsibility really 
falls on me to talk about the 
values in casual conversations 
and formal meetings so every 
team member,  sees them 
actively woven into the fabric  
of Roundpeg. 

Strategy sessions include 
conversations about how we 
can demonstrate those values 
in our interactions with clients 
and in our marketing. Our 
training and resource tools are 
a good example. They have 
evolved from our curiosity 

about the latest trends and our 
commitment to the success of 
our clients. 

While we don’t choose to 
post our values on our website, 
in an effort to attract clients 
who share our values we work 
hard to demonstrate them in 
our website, social media, 
training programs, resources 
and podcasts. Why? Because 
we have seen that clients who 
are willing to take a ride with 
us, try new things, give us 
rapid and valuable feedback are 
the most fun to work with and 
typically the most successful 
projects. Great projects usually 
begin with clients who share 
our values. 

Core Values Evolve 
Seventeen years ago, 

I started the company with 
three core values: Creativity, 
Collaboration and Positive 
Energy. While the current list 
contains many things I didn’t 
envision back then, there are 
seeds of what I started with in 
the core values of the company 
Roundpeg has become. 

If your company is 
growing, your values will 
evolve over time. As an owner 
you need to set the tone but be 
willing to expand the definition 
to embrace the contributions of 
others to your culture.  

Your job is to find the 
balance.   

The growing movement 
towards more efficient HVACR 
equipment, coupled with 
regulatory changes, have been 
driving forces in new technologies 
in the HVACR industry. These 
new technologies have changed 
the type of equipment we install, 
tools we use to perform the job, and 
refrigerants used in these systems. 

The HVACR industry has 
transitioned over decades from 
CFCs, to HCFCs and HFCs, 
which reduced impact on the 
ozone layer, and now to the fourth 
generation of refrigerants, the 
hydrofluoro-olefins, or HFOs. 
HFOs take all the great benefits of 
HFCs, such as nonflammability 
and non-ozone-depletion and 
adds impressive reductions in 
global warming impact, in some 
cases as much as 99.9% reduction. 

SEE HONEYWELL PG.9
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Affordable reliability…. KOOL

www.bakerdist.com

To make clean and sanitary ice you have to have a clean and sanitary ice machine.
No one makes that easier than Koolaire.

Two cube choices

Air, water and remote condenser styles

Production capacities from 160 lbs to 1800 lbs

      - Two undercounter models
      - Five 30” models
      - One 22” model
      - One 48” model

•

•

•

•

Stop by your local Baker today!

Ask about our Instant Rebate program
for authorized KOOLAIRE dealers.

CHOICE for Ice
Machines,

The Undisputed

KOOLAIRE by Manitowoc.

CONTRACTOR’S
CHOICE for Ice

Machines,

The Undisputed

KOOLAIRE by Manitowoc.

CONTRACTOR’S
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Panasonic HVAC solutions provide everything you need
to cool, heat and save energy. Installing Panasonic means 
you’re partnering with a trusted brand renowned for
well-designed solutions, innovative technologies and 
unparalleled service and support.

Residential Comfort 
EXTERIOS XE ductless systems do more than just heat 
and cool a home. They detect room occupancy as well as 
activity and automatically adjust temperatures to ideal 
comfort levels.

Building Design Flexibility
ECOi VRF systems give contractors, engineers and architects 
a modular HVAC solution that can grow with any building 
while lowering operating costs.

Want to take the next step? Call us at 800-851-1235 and let’s 
talk about growing your business with Panasonic.

us.panasonic.com/hvac

Grow your business with the
power of a 100-year-old brand

Product News

Carrier Introduces TruVu™ Multi-Purpose Control Platform
for HVAC Applications

Kennesaw, Ga. — 
Carrier is proud to introduce 
its new TruVu™ multi-
purpose control (MPC) 
platform for monitoring and 
control of heating, ventilating 
and air conditioning (HVAC) 
equipment. This powerful 
control platform consists of 
a TruVu™ MPC processor, 
featuring built-in BACnet 
routing and integration 
capabilities, along with 
expansion modules that can 
be added to support up to 
180 total input/output (I/O) 
points for a variety of HVAC 
applications. Carrier, a world 
leader in high-technology 
heating, air conditioning and 
refrigeration solutions, is 
a part of Carrier, a leading 
global provider of innovative 
HVAC, refrigeration, 
fire, security and building 
automation technologies.  

The TruVu MPC 
processor is the first controller 
to be added to Carrier’s 
new TruVu™ product line. 
The TruVu product line is 
comprised of native BACnet, 
IoT-enabled controllers that 
are field programmable 
and customizable for any 
equipment application. 
They are also expandable to 
support additional IOs, and 
provide large amounts of 
trend storage, embedded fault 
detection and diagnostics 
(FDD) capabilities, and plug 
and play connectivity to the 
Carrier® i-Vu® building 
automation system. This 
allows building operators 
to manage their HVAC 
equipment from anywhere 
and at any time using online 
dashboards and reports.  

The TruVu MPC 
conforms to the BACnet 

building controller (B-BC), 
BACnet Router (B-RTR), and 
BACnet BBMD (B-BBMD) 
device profiles as defined in 
BACnet standard 135-2001 
Annex L 2012. It is capable 
of controlling multiple 
pieces of HVAC equipment 
simultaneously, and includes 
a comprehensive library of 
factory-engineered control 
programs. These programs 
have been designed and 
tested to work with both 
air-side and water-side HVAC 
systems - without the need for 
custom programming, saving 
engineers valuable time. In 
the event that customization 
is needed, Carrier’s SNAP 
graphical programming tool 
can modify the library control 
programs or create new ones 
from scratch.  

“Our new MPC platform 
is another example of our 

commitment to BACnet and 
flexible, scalable equipment 
control – right out of the box,” 
said Mark Jones, business 
manager, Carrier Controls. 
“It is capable of supporting 
multiple I/O configurations for 
accomplishing both common 
and custom HVAC control 
strategies, without the need 
for custom programming.”  

• The MPC is ideal for 
controlling central plants, air 
handlers and rooftop units. 
The MPC also features:  

• DIN-rail or screw 
mounting;  

• Support for up to nine 
I/O expansion modules in 
a compact configuration or 
remotely mounted up to 1000 
feet away;  

• Support for Carrier’s 
communicating sensors 
for sensing environmental 
conditions such as 

temperature, humidity and 
CO2 in a building;  

• Integration capabilities 
for connecting and managing 
up to 200 Modbus points;  

• Built-in diagnostics/
tools to help operators 
troubleshoot BACnet network 
communications as well as 
capture BACnet traffic.  

The new TruVu™ 
MPC platform is available 
now through Carrier sales 
offices worldwide. For more 
information on the new MPC 
platform, please visit carrier.
com.  

With support for up to 
nine expansion modules, 180 
total input/outpoint points, 
and a library of factory-
engineered control programs, 
the new TruVu™ MPC makes 
controlling central plants, air 
handlers and rooftop units a 
breeze.  

HONEYWELL con’t
Honeywell has been in the 

refrigerant industry for more than 
70 years. As a global leader in the 
development and production of 
high-performance fluorocarbon 
refrigerants and thermal working 
fluids, Honeywell wants to 
assist instructors in meeting 
the challenges associated with 
educating tomorrow’s HVACR 
professionals. To help fulfill 
these goals, they conducted 
training sessions for instructors 
during the HVAC Excellence 
National HVACR Educators and 
Trainers Conference.

While not everyone in the 
HVACR industry was able to 
attend the HVAC Excellence 
National HVACR Educators 
and Trainers Conference 
(HOPEFULLY NEXT YEAR), 
everyone can access these special 
resources by visiting hwll.co/
refrigerants. In doing so, HVACR 
instructors can be confident in 
their instructional material, as the 
information comes directly from a 
reliable source.  

We invite you to visit hwll.
co/refrigerants where you can gain 
access to some great resources, 
and share these resources with 
your students.  

Contributed by Howard 
Weiss Esco Group 
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The Duct-Free Zone
By Gerry Wagner

The North American 
consumer has generally 
thought of mini splits as 
strictly cooling equipment 
but that narrow view is 
soon to change. The heating 
capability of the inverter 
mini split has been evolving 
quickly over the past decade 
and the technology is now at a 
point where these systems are 
being used as primary heat 
sources, (sole heat sources) 
in the most traditionally cold 
climates…like Mongolia!  

GREE has developed 
what they are calling a 
“three cylinder, two stage 
compressor of variable 
volume ratio”…in simple 
terms, a three cylinder 
compressor with a two 
stage compression cycle 
that expands the heating 
performance range down to 
-31F°  

The above essentially 
represents the recent history 

of GREE compressor 
evolution.  

The new GREE 
UltraHeat, three cylinder, two 
stage compressor allows for 
a range of performance from 
-31F° to 115F°…WOW!

The heating range will 
be from -31F° to 75F° with 
100% of rated HEAT capacity 
down to -4F°, 80% of rated 
HEAT capacity down to -22F° 
and although not published 
yet, somewhere in the 70% 
range of rated capacity down 

to -31F° is expected. 
This is not a re-work 

of an existing compressor 
but rather a completely new 
technology. GREE was able 
to scrub impressive heat 
performance numbers from 
the two stage compressor but 
its limitation was in overall 
capacity, (limited to 2 ton). 
The new three cylinder, 
two stage compressor will 
bring these impressive heat 
performance numbers stated 
earlier, to systems up to 4 tons 

and beyond! 
Where this new 

compressor will really make 
an impact is in the multi-zone 
market. 

Currently, the GREE 
Multi21+ has a minimum 
operating outdoor air 
temperature limitation of -4F° 
but we really need to look a 
little closer to completely 
understand just how that piece 
of equipment will perform in 
the HEAT mode.

Let’s take a look at 

the GREE Multi21+ model 
MULTI18HP230V1CO on 
the AHRI Directory. It says 
that this model will give 
you 19,000 BTUH of heat at 
47F° outdoor air but at 17F° 
outdoor air it will give you 
11,400 BTUH, (or only 64% 
of rated capacity). 

Suffice it to say that 
the closer we get to -4F° the 
amount of heat provided 
continues to fall at a fairly 
steep rate until there is no 
performance at all. 

That same system with 
the new GREE UltraHeat 
three cylinder, two stage 
compressor will provide 100% 
of rated heat capacity, (18,000 
BTUH) down to -4F°, 80% of 
rated heat capacity, (14,400 
BTUH) down to -22F° and 
at -31F°, somewhere in the 
neighborhood of 12,600 
BTUH, (1,200 BTUH 
better than the current 
MULTI18HP230V1CO at 
just 17F° outdoor air)

Impressive by anyone’s 
standards…including the 
United Nations! 

The United Nations 
assisted in funding a 
project led by Dr. Kirk R 
Smith, Professor of Global 
Environmental Health, 
School of Public Health, 
University of California, 
Berkeley, fellow of the 
National Academy of Science 
and winner of the 2007 Nobel 
Peace prize.  

SEE WAGNER PG.13

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

1960  
10509 FM 1960 W 
Houston, TX 77070 

281-890-2108

VISIT OUR WEBSITE FOR 
MORE INFORMATION

www.transtaracsupply.com

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

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

NOW HIRING 
EXPERIENCED WAREHOUSE

AND SALES POSITIONS.
Contact the corporate office at
281-499-1142 for information.
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To learn more, see your local distributor or visit www.venstar.com.

A Connected Family.

School

Explorer Mini Explorer ColorTouch WiFi Temp Sensor

Commercial Residential

From our Explorer® Mini, the smallest and most affordable WiFi thermostat on the market,
to our premium Explorer, offering unmatched flexibility with even a model
designed just for classrooms, to our award-winning ColorTouch®, Venstar
has the right solution for you. No matter what line you choose, users 

can control their thermostats 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 temperature-alert notifications.
Our ultra low-power WiFi Mini Temperature Sensor provides even more visibility as it
remotely monitors indoor and outdoor temperatures. With its long battery life, you’ll
always have complete climate control. 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 being connected to our family.

We have a WiFi thermostat for every budget and application.

Texas 
Abilene 1810 Pecan Street 325-673-2660
Arlington 3210 Dalworth 817-649-7866
Austin 2929 Longhorn Blvd, Ste 103 512-837-3091
Austin 6301 E. Stassney Lane 512-441-9893
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 15938 University Oak 210-581-7350
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

Venstar_ConnectedFam1905_ACT_TX_F1.qxp  4/22/19  1:15 PM  Page 1
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Your One stop shop

Brownsville
4635 Mar Street
(956) 838-0542

College Station
12201 State Hwy 30

(979) 731-5700

Corpus Christi
2701 Agnes Street

(361) 882-8896

Corpus Christi
8051 South Padre Island Dr.

(361) 986-0613

La Feria
13422 E. Expressway 83

(956) 797-2035

Laredo
4114 Airpark Drive, #4A 

(956) 727-2235

Pharr
3107 North Sugar Road 

(956) 783-1036

Victoria
3704 Billy Drive
(361) 574-8349

Visit your Local Johnstone Supply or if you can’t visit,  
text us at the store numbers below.  We can save you 
time, even if we don’t see you. 

PROUDLY STOCKING FRIEDRIC
H MINI-SPLITS!
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The GREE UltraHeat 
product was installed in 
residential applications 
in Ulaanbaatar, Mongolia 
where chronic illness among 
citizens was an ongoing 
dilemma for generations due 
to poor climate control in 
living spaces in a geographic 
area that sees outdoor air 
temperatures as low as -40F°. 

Look at where 
Ulaanbaatar, Mongolia sits in 
the world…

Pretty amazing that 
this technology that we will 
soon be enjoying here in the 
United States, where in my 
neck of the woods, (New 

York) the design temperature 
is 0F°, has already been beta 
tested you might say, in a 
climate which sees -40F° 
and has achieved a level of 
success recognized by the 
United Nations! 

I always mention in my 
GREE Mini Split Design 
& Installation curriculum 
the old joke in the boiler 
business from back in 
the 1970’s that said, “you 
should never install a heat 
pump north of Richmond, 
Virginia.”  It was a joke, but 
a joke based in reality as heat 
pumps back in the ‘70s had a 
minimum operating outdoor 

air temperature of 45F°…that 
was it…it wasn’t derated at 
45F°, it was OFF! 

Here we have a 
technology that is not only 
changing the HVAC industry 
but the world! I’m proud to 
be a part of it!

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  

WAGNER con’t

Schedule your demo today!
www.TheNewFlatRate.com

DONE FOR YOU FLAT RATE PRICING!
“Thanks to 

The New Flat Rate 
our average service 

trucks are now 
bringing in over 

half a million a year 
each!”

Dan Peterson - Owner
Del Rio Comfort Tech
Del Rio,TX

NEWNEWTHETHE

FLAT AA RATEAAFLAT RATE

PlumbingElectrical

EquipmentHVAC

What are we doing today?

Product News

Fresh-Aire UV® Introduces Industry’s 
First LED Light Disinfection for Ductless 

Mini-Split A/C
Fresh-Aire UV®, Jupiter, Fla., the 

leading manufacturer of ultraviolet (UV) light 
disinfection for mini-splits, introduces the 
Mini LED, the first LED light disinfection 
system designed specifically for ductless mini-
split air conditioners and other limited space 
HVAC applications.  

The patented Mini LED was a 2019 AHR 
Innovation Award IAQ category finalist, and 
also voted “one of the 10 best technologies of 
2018” at the Service World Expo. It features 
a 30-light LED array embedded on a self-
adhesive, size-customizable 1/2-inch-wide 
(12.7-mm) flexible strip. The LED array 
maintains mini-split blowers, drain pans 
and coils free of mold and other biological 
contaminants without producing airborne 
ions, ozone or reactive oxygen species (ROS). 
A March 2019 study by third-party testing 
authority confirmed the LED light efficacy in 
biological contaminant disinfection of internal 
mini-split component surfaces. “Antibacterial 
Activity and Sanitizing Efficacy of the Fresh-
Aire UV Mini LED” confirmed a 99-percent 
deactivation of the HVAC industry’s most 
prevalent and problematic mold, Aspergillus 
niger within six hours.  

The Mini LED light output is safe for 

eyes and doesn’t fade or degrade interior 
polymer components due to Fresh-Aire UV’s 
proprietary “tuned” LED innovation. The 
replaceable LED strip has a minimum five-
year service life.  

The 120-264V, 50/60-Hz multi-voltage 
inverter power supply also carries a five- 
year warranty. 

This chemical-free, zero-ozone approach 
is irreplaceable for mini-splits, which is the 
fastest growing HVAC category in North 
America. Mini-splits are prone to mold and 
microbial growth due to inherently confined 
interiors that are tight fits for traditional UV-C 
lamps and inaccessible for power washing 
without complete disassembly.  

The Mini LED’s other features are: 
• Fits all commercial and residential 

ductless A/C brands and applications; 
• Saves energy and extends mini-split 

lifecycle; 
• Quick and simple installation. 
The Mini LED is sold through North 

American and international wholesale HVAC 
distributors. For more information on the 
Mini LED or other Fresh-Aire UV products, 
please visit www.freshaireuv.com, call 1-(800) 
741-1195 or email: sales@freshaireuv.com.
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    CONTRACTORS
As an HVACR contractor, you need every 

competitive advantage possible. By employing 
NATE-certified technicians, you’re making a 
statement to your customers that you value 

quality and recognize best practices.

Certify Your Technicians
Integrating NATE is a great way to set the bar for excellence 
within your organization. Not sure where to start? Check out the 
following tips: 

➤  Use NATE’s four-step career path, in-person and online 
resources to set up a training program for your techs.

➤  Check with manufacturers to see if they offer compensation for 
technician testing and training.

➤  Find a testing organization online. 

Get Listed on NATE’s Contractor Locator
As a qualifying member of the NATE Consumer Contractor 
Connection (C3) program, you are connected with consumers 
seeking contractors who employ NATE-certified technicians.  

Boost your NATE Marketing
➤  Use the NATE logo in all your advertising—website, literature, 

business cards, quotes, ads, direct mail, clothing, and more.

➤  Brand your vans and even your shop. Find patches, 
promotional items, and more online!

Step Up with NATE

asknate@natex.org  |  877-420-6283  |  natex.org

Winsupply names Odessa Winlectric Company of the Year, 
Central Oklahoma Winnelson Plumbing Company of the 
Year,  Springdale Winnelson Arkansas Rookie of the Year 

Dayton, Ohio– Winsupply Inc., one 
of the nation’s largest wholesalers, has 
named Odessa Winlectric (Texas), its 2018 
Company of the Year. Odessa Winlectric 
was the overall winner while several 
other Winsupply companies were named 
winners in their respective industries. 
Each year Winsupply recognizes its top 
performing companies in plumbing, 
heating, ventilation and cooling (HVAC), 
industrial, electrical, waterworks, pump, 
turf irrigation, and fire fabrication.  

The top performing companies, 
locations and presidents in their respective 
industry plus individual award winners 
included:  

• Plumbing – Central Oklahoma 
Winnelson, Oklahoma City, President 
Keith Jones  

• HVAC – Windsor Winair, 
Connecticut, President Glen Baskin  

• Industrial – Thomas Pipe, Phoenix, 
President Don Helmlinger  

• Electrical – Douglasville Winlectric, 
Georgia, President Jeff Walker  

• Waterworks – Kansas City Winwater, 
Missouri, President Scott Wilson  

• Pump – Midland Winpump, Texas, 
President Eric Gladish  

• Turf Irrigation – Wyatt Irrigation, 
Santa Rosa, California, Scott Leytem  

• Fire Fabrication – Newburgh 
Windustrial, New York, President  
Dean Lucas  

• Best Turnaround – Winsupply of 
Tempe, Arizona, Danny Garcia  

• Rookie of the Year – Springdale 
Winnelson, Arkansas, Travis Ames  

 “Each of these companies had 
an outstanding year led by courageous 
entrepreneurs,” said Monte Salsman, 
president of Winsupply Local Company 
Group. “They achieved strong business 
results by earning the trust of their 
customers to serve and help them achieve 
their own business goals. Winsupply 

presidents provide an owner-to-owner 
relationship with their contractors that 
is made possible through our shared 
ownership business model.”  

In the Winsupply co-ownership 
business model, Winsupply Inc. has 
majority equity in each of its locations, 
while the local company presidents and 
sometimes employees own substantial 
equity. With this model, each local 
company has the autonomy and flexibility 
to decide how best to meet the needs of 
its customers. Co-ownership gives them 
“skin in the game,” pride of ownership, 
a sense of achievement and the ability 
to share in the company’s performance 
financially.  

All of the “Win” branded locations 
are part of Winsupply: Winsupply, 
Winnelson, Winair, Windustrial, 
Winwater, Winlectric, and Winpump. 
Thomas Pipe and Wyatt Irrigation are also 
Winsupply companies.  

Winsupply Opens 
Waterworks Distributor

in Texarkana, Texas
Dayton, Ohio – Winsupply Inc., one of the nation’s 

largest distributors, has opened Texarkana Winwater, serving 
waterworks and utilities contractors in the Ark-La-Tex region 
including Oklahoma.  

Stephen Ferguson is the president of Texarkana Winwater. A 
native of Texarkana, Ark., Ferguson has been in the waterworks 
and utilities industry for seven years and is a graduate of Texas 
A&M University – Texarkana.  

“Stephen made the bold decision to invest in his own 
Winsupply company after getting valuable experience as 
a general manager for Little Rock Winwater,” said Monte 
Salsman, president of Winsupply Local Company Group. “He’s 
really excited to own his own company.”  

Texarkana Winwater was previously a satellite operation 
of Little Rock Winwater and now operates as an independent 
company co-owned by Stephen Ferguson and Winsupply.  

In the Winsupply co-ownership business model, Winsupply 
Inc. has majority equity in each of its locations, while the local 
company presidents and sometimes employees own substantial 
equity. With this model, local companies have the autonomy and 
flexibility to decide how best to meet the needs of the customers 
in their markets.  

Winsupply Inc. provides the local company locations 
purchasing power, distribution and other support services such 
as business consulting, accounting, payroll, IT and marketing.  
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We’ve added over 1000 
products to each location.

• Equipment
•  Service Parts
• Installation Materials
• Sheet Metal fittings
• Grilles & Metal fittings
• Tools & Test Instruments
• Tapes & Adhesives
• Brands You Trust &  
  Know – And MORE!

Our continuing commitment to quality products may mean a change in specifications without notice. 
© 2019 Goodman Manufacturing Company, L.P.  Houston, Texas  ·  USA  www.goodmanmfg.com

NEW FULLY STOCKED LOCATIONS
Full line stocking distributor for all parts, supplies and accessories

Mid-South Region
Ft Smith 479-782-3027

Tontitown 479-306-4331 
N. Little Rock 501-374-2323

Jonesboro 870-933-8223

Tyler 903-509-4328

Shreveport 318-866-9948

West Monroe 318-361-3800

Beaumont 409-899-2499

Lake Charles 337-437-8136

Lafayette 337-264-6989

Alexandria 318-448-1158

San Antonio Region
NE San Antonio 210-946-3300

N. Austin 512-834-8622

Corpus Christi 361-880-8905

W. San Antonio 210-521-7606

Harlingen 956-412-3336

Killeen 254-690-4072

S Austin 512-383-8003

Mission 956-583-8715

Laredo 956-725-1440

Waco 254-741-1952

San Marcos 512-392-6939

Brownsville 956-831-5518

NW San Antonio 210-493-7060

Georgetown 512-265-8429

Dallas Region
Carrollton 972-446-1161

Richland Hills 817-831-3772

Garland 214-553-9333

Grand Prairie 972-602-4321

S Ft Worth 817-568-8001

Denton 940-484-2300

Allen 972-727-5600

Lubbock 806-744-6700

Mesquite 214-381-6880

DeSoto 972-224-9665

Amarillo 806-220-2206

NW. Fort Worth 817-625-6300

Midland 432-561-8505

Houston Region
Houston Central 713-868-2665

Webster 281-480-5100

N Houston 281-448-2665

Conroe 936-441-8665

Jersey Village 713-849-3183

Sugarland 281-983-0388

College Station 979-774-9628

Katy 281-829-3533

Tomball 281-290-0382

Pearland 713-734-0101
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Put the tools you need in the palm of your hands!

DOWNLOAD THE NEW
MOBILE APP CENTURY A/C SUPPLY 

get a limited time special offer in app!

 OTHER CENTURY LOCATIONS  –  ANGLETON  •  BAY CITY  •  CONROE  •  LUFKIN  •  HUMBLE  •  KATY  •  LEAGUE CITY 
HOUSTON AREA:     •  WINKLER  •  BELTWAY  •  GULFTON  •  BARKER CYPRESS  •  WEST 43RD  •  STUEBNER

FIND YORK EQUIPMENT AT THESE LOCATIONS:
DALLAS 

RICHARDSON
LEWISVILLE

MANSFIELD
MESQUITE

FORT WORTH

WACO
CEDAR PARK

SOUTH AUSTIN 

SAN MARCOS
SAN ANTONIO

WEST SAN ANTONIO

LA FERIA
Find your branch: 

CenturyAC.com

FREE SAME-DAY DELIVERY
on qualifying orders. Call or 

text your local branch for details.

ITEMS IN STOCK TODAY
don’t wait on special orders!

Find what you need today at Century.

SHORT WAIT TIMES
when you order with Century - 

over the phone, at a branch, or online.

YORK™ AFFINITY 
VARIABLE CAPACITY 

SYSTEM WITH 
BUILT-IN
CHARGE 

MONITORING

Close more high-efficiency sales with 
rebate programs from Century and York:

  Consumer Rebates

  0% for 60 month 
Residential Financing

  Huge Discounts on Factory-Backed 10 Year 
Parts & Labor Warranty

our job is to make
YOUR JOB 
EASIER
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• 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

ONE STOP DOES IT ALL!

Specialized Parts and Supplies
Grilles • Controls • Motors • Coils

All Types of Refrigeration

9920 Westpark 
Houston, TX  77063   
Phone: 713-952-5191
Email: kmintl@wt.net
www.unitedacsupply.com

Check with us on our wide selection of heating/ac parts 
and accessories priced right and in stock!

HVAC WHOLESALER
Serving the Industry for 33 years

Call, stop in,
or visit us

online today!

Proudly offering all sizes 
of ASPEN COILS

ASHRAE President Sheila Hayter Tours Nortek Factory In Oklahoma;                   
Promotes “Building Our New Energy Future” Campaign

Oklahoma City, Okla. Touring state-of-the-
art HVAC manufacturing facilities, such as Nortek 
Air Solutions’ new multi-million dollar Nortek 
Oklahoma Coil Plant here on Feb. 5, is just one 

facet of  2018-2019 ASHRAE President Sheila 
Hayter’s campaign that is preparing building 
professionals for tomorrow’s electric grid and 
energy efficiency challenges.  

The U.S. electric grid infrastructure is more 
than 100 years old and its strained capacity will 
fall short of tomorrow’s anticipated energy needs, 
according to Hayter.  Therefore, ASHRAE 
is petitioning manufacturers, engineers and 
other HVAC industry members to design more 
sustainable equipment and buildings that will put 
less load on the nation’s electric infrastructure. This 
will help transform the current one-way passive 
electric grid into a more active infrastructure that 
integrates Internet of Things (IoT), alternative 
energy and other technologies resulting in a goal 
of net zero and grid-interactive buildings. Hayter 
provided a synopsis of the aspiration’s progress 
to more than 500 ASHRAE members attending 
the annual President’s Luncheon held at the 
2019 ASHRAE Winter Conference and AHR 
Expo–2019 last January where she outlined the 
association’s “Building Our New Energy Future; 
What Buildings Professionals Need to Know 
About Changes Coming to our Energy Sector” 
campaign.   

Hayter, Nortek CEO Bruno Biasiotta and 
local engineering students and professors toured 
the 80,000-square-foot plant that opened last 
summer. The facility demonstrates the St. Louis-
based NAS’ commitment to modernizing both 
manufacturing processes and the end-product 
copper coils used in its commercial HVAC 
products. ASHRAE hopes to educate building 
professionals and their clients on Distributed 
Energy Resources, because DSRs represent 
critical technologies and strategies through which 
buildings evolve from passive consumers to active 
partners with the grid, according to Hayter.   

“I was impressed Nortek recognizes the 
industry’s coming changes and is offering itself 
as a resource, while also providing knowledge 
and leadership to the building industry as it looks 
forward to discover new solutions for energy use,” 
saidHayter, who is also a senior research advisor at 
the Department of Energy’s, National Renewable 
Energy Laboratory (NREL), Golden, Colo.   

Connecting with ASHRAE Chapters, such 
as inviting the ASHRAE’s Central Oklahoma 
Chapter–Region VIII on the plant tour, is another 
facet of bringing the association’s campaign to the 
grassroots level, according to Hayter who visited 

five international and 13 North American chapters 
during her first year as president last year. 

Jeff Forman, president of the Central 
Oklahoma Chapter and partner of manufacturer’s 
representative, Mechanical Sales Midwest Inc., 
Oklahoma City, helped organize the tour.  The 
tour was also attended by chapter members and a 
dozen engineering students and three professors, 
Jie Cai, Ph.D., assistant professor, School 
of Aerospace and Mechanical Engineering, 
University of Oklahoma, Norman, Okla; and 
Christian K. Back, Ph.D., and Craig R. Bradshaw, 
Ph.D., both assistant professors, Mechanical 
& Aerospace Engineering, Oklahoma State 
University, Stillwater, Okla. Nortek’s annual 
Golden Circle ASHRAE donations to the Central 
Oklahoma Chapter’s local colleges, as well as four 
other North American chapters operating near its 
factories, helps fund HVAC research that might 
lead to a more efficient electric grid someday.  

“Buildings, vehicles, IoT and alternative 
energy sources are converging to define a new 
energy future,” said Biasiotta. “Working with 
ASHRAE, Nortek is invested in being a part of 
the solution in creating well buildings with net 
zero impact.”  

ASHRAE looks to manufacturers for help planning and executing tomorrow’s HVAC equipment and building energy efficiency
to reach a net zero impact goal.

 (left to right) Jeff Forman, president, 
ASHRAE Central Oklahoma Chapter, 

Oklahoma City, Okla.; Richard E. Doner, 
director of engineering–R&D/Testing, 
Nortek Air Solutions (NAS), Oklahoma 
City;  Bruno Biasiotta, CEO, Nortek, 

St. Louis, Mo.; Sheila Hayter, president, 
ASHRAE; and Tony Heald, coil product 
manager, NAS, Oklahoma City; examine 

a coil header that’s ready for factory-
brazing at NAS’ Oklahoma Coil Plant. 
Hayter toured the plant Feb. 5 as part 

of ASHRAE’s campaign to connect 
manufacturers as resources for promoting 

the trade association’s “Building Our 
New Energy Future” campaign.
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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, President of one of 
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.

Hinshaw enjoys 
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!”

w w w . b l u r b . c o m /
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 Phone: 970-635-5675;  
Cell Phone: 602-369-8097, 
or visit www.siptraining.
com; or on Facebook: Sales 
Improvement Professionals, Inc

May and I had a tough 

week last week.  Had a 

“suspicious” spot on my neck, 

dermatologist removed said 

growth, went to pathology for 

testing.  Came back Melanoma, 

so off I went to surgeon.  Ended 

up with a huge hole in the 

back of my neck, took plastic 

surgeon an hour to close up.  

Got several stiches, a couple 

of which broke loose 4 days 

later, but this isn’t about my 

surgery.  It was just a way to get 

you to wear sun screen, cover 

up folks!  I actually said to the 

doctor, sort of a whine, “but I 

wear sunscreen every day”.  His 

reply, did you 45 years ago?   

Here is where our week 

got tougher.  We are heading 

out to lunch after my surgery.  

I will use real company names 

for those of you familiar with 

Phoenix.  Going to Café Rio, 

great Mexican food, and it 

was Taco Tuesday!  Sitting in 

front of Earnhardt Cadillac, 

in right hand lane, waiting for 

traffic lite at Hayden.  An auto 

transport truck pulls out of the 

street next to Earnhardt, cuts it 

too close, clips our rear bumper.  

Happened fast, and it may be 

that he did not know he hit us, 

those rigs are huge and lots of 

noise going on, he was empty.  

So we sat there, he pulled over 

three lanes, went up Hayden 

road, before we could move at 

all.  When we did move, were 

not sure what to do.  No way to 

chase him, he was three lanes 

over, we decided to head into 

Earnhardt and see who he was.   

Met Don Tracy in the 

showroom, asked how he could 

help.  Told him my tale of woe, 

how we had been hit, damage 

was not bad, still drivable, 

but ruined bumper and rear 

quarter panel.  Asked him if 

they had gotten a delivery 

that hour by __________  

transport.  Blacked out the 

name, since there is an ongoing 

investigation, etc.  Don 

checked in the back, said they 

had not received any cars since 

the night before.  Right Honda 

is next door, we went across the 

street to see if they had gotten 

any deliveries that morning.  I 

met a guy named Fargo, he 

and I walked all over the back 

lot, he did not see any that had 

just come in.  Here is where 

it gets interesting, and the bar 

is raised in customer service.  

When I got back to the Honda 

showroom, my wife was gone!  

Did not see her or our car 

anywhere.  Unsettling, to say 

the least.  I called her, she said I 

am right here in the showroom, 

where are you?  Now I am 

really confused, the Honda 

showroom is about 1000 square 

feet, they are remodeling it as 

we speak.  So not much room 

for my wife to hid.  I said I am 

in the showroom, but I am not 

seeing you.  She said she was in 

the Cadillac showroom!   

Don had talked to another 

guy about the car delivery, 

which showed being delivered 

the night before.  The manager 

said actually they did not 

take delivery that night, told 

the trucker to come back 

that morning.  Additional 

paperwork showed he had 

dropped off that car 1 hour 

ago!  Bingo!  So now I am 

confused, how did May get 

this information, no one had 

her cell number.  She said Don 

had heard us say we were going 

to Honda, had the initiative to 

drive over, found May in our 

car based on the description I 

had given him, told her he had 

the paperwork, she went over 

thinking I had gone back, and 

had sent him over.  Amazing.  

He took it on himself to keep 

researching, and then made a 

trip over to the Honda store, 

found my wife, brought her 

back.  Using his paperwork, 

we got the trucker’s name and 

numbers, which matched the 

name I had seen on his rig, but 

did not get phone numbers, etc.   

It’s On My Heart: Raising the Bar!

SEE HINSHAW PG.21
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with Refrigeration app

Receive a FREE Wiha Insulated Tool Set 
via mail-in rebate with purchase of a 
Testo 550, 557 or 570 Digital Manifold!

FREE Wiha 

Tool Set
$100 Value

1000 Volt 
Rated!

For full details visit www.testo.com/en-US/springpromo
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COMMERCIAL SALE!

HUGE SAVINGS ON RHEEM’S 
NEW LINE OF 

COMMERCIAL EQUIPMENT

Contact your Territory or Branch Manager for more information. 

NEW pricing for Rheem Commercial Equipment. Promotion only valid for certain 
commercial units. Stock up before the season starts!

**Offer good while supplies last. Not valid on previous purchases. No back-orders, special orders or rain checks. 
Gemaire may cancel promotion at any time without prior notice or recourse.

NEW DEALSONCOMMERCIALPRODUCTS
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THE HIGHEST QUALITY  
FLUORESCENT DYEAR-GLO® 5

FOR MORE INFORMATION, SCAN QR CODE OR VISIT 
WWW.SPECTROLINE.COM

FLUORESCENT LEAK DETECTION 
WORKING FOR YOU 24/7:
ONCE IN, ALWAYS  ON!

BRIGHTER DYE
PERFORMANCE

IMPROVED
STABILITY

IMPROVED
SHELF LIFE

EXCLUSIVE
FORMULA

MORE ECO-
FRIENDLY

We tracked him down, 

got police report started, got 

our insurance claim filed, all 

moved quickly after we got 

that elusive trucker’s name.  

While we were waiting, we 

had bagels and popcorn and 

bottles of water, all from 

the Cadillac commissary.  

Remember, we are not 

customers, we are survivors 

of an accident.  I went into 

General Manager’s office, 

thanked him for letting us use 

his showroom as a meeting 

room and office while we 

called police and insurance 

company.  He said that was 

no problem, we hope that if 

you come in again, it will not 

be because you were hit near 

our building but want to look 

at some vehicles.  We will.   

Now, several things 

that come to mind from this 

situation.  First, everyone 

has a plan until they get hit 

in the nose (a quote from 

Mike Tyson).  We should 

have stopped, gotten out and 

asked the car behind us if they 

would give us name, etc to act 

as a witness.  Because when 

we first called the trucking 

company, he told me his 

driver did not hit us.  After 

the police came, saw the car 

damage, saw the scene of the 

accident, it was his conclusion 

that we were hit.  Then when 

we had a bill of lading with 

that truck info and time of 

delivery, it became obvious, 

called transport company 

again, they then wanted to 

handle the repairs without 

insurance being involved.  

We had filed already, so that 

would not happen.  Second, 

this happened 1 hour after 

my surgery, not the best 

time for an accident.  So by 

now the numbness had worn 

off, one of the last things I 

wanted to do was to wait out 

in 90 degrees in the sun for 

help to arrive.  So be aware, 

everyone you meet is going 

thru something, give them 

a break, help them as best  

you can.   

Lastly, Don raised the 

bar by not going back to his 

normal morning, he kept 

engaged in our problem.  

When he realized that a car 

that had first been reported as 

delivered the night before, but 

had been refused due to late 

arrival, he found the corrected 

paperwork, located my wife, 

brought us back to this 

showroom and helped us for 

the next hour.  Remember, this 

is not a sales problem.  On the 

other hand, if a guy will work 

this hard for someone who 

is not his customer, he will 

probably move mountains for 

a customer who has actually 

purchased from him.    

What is my message 

today?  Have you equipped 

your team, both office and 

field to help in any way they 

can?  Are they able to spot 

opportunities that may not be 

in their realm of responsibility 

and still get involved?  I see 

on FaceBook those stories of 

techs who have helped change 

tires, rescue cats out of trees, 

office staff who have stayed 

on the line with customers 

who had medical issues and 

summoned help, reached out 

to family for someone going 

thru a tough time, these are 

the events that define us as 

true “service companies”.   

One final note, police 

dispatcher asked why we did 

not call 911 when we were 

hit.  Told her no one was hurt, 

was not an emergency.  She 

said they could have set out an 

alert to look for the transport, 

possibly stop him before he 

fled the area.  Good advice.  

They can help in many ways, 

and the Scottsdale Policeman 

who came to our car was 

amazing, got all the details, 

and has followed up with 

reports from his investigation 

with the trucking company.  

Thanks for listening, 

we’ll talk later.    

HINSHAW con’t RECTORSEAL con’t

Each RPS unit includes 
a 3/4-inch (W) x 9-inch 
(L) (2 x 22-cm) galvanized 
perforated strap that secures 
up to one two-inch-diameter 
pipe. Multiple pipe runs are 
limited to only roof space, 
because each RPS can be 
interlocked laterally with the 
shell’s molded tabs that easily 
snap into a neighboring RPS’ 
receiver tab.    

Other RPS features are:  
• Gives any flat 

roof piping installation a 
professional appearance; 

• Sold in contractor packs 
of 10;  

• Compatible with most 
industry roof support and 
fastening accessories; 

• Top includes starter 
hole guides for conventional 

self-tapping screws to secure 
the perforated strap; 

• Universal strut channel 
and custom-cut threaded rod can 
easily provide a pitch required 
for condensate drain pipe;  

• Supports mounting 
framework for either hot 
water and photovoltaic solar 
panels or walkway grates; 

• Can be used in 
spacing increments for 
metal pipe in accordance 
with ASTM-A53-86, and 
2 to 7-foot (60 to 213-cm) 
increments for PVC; 

• Five-year warranty. 
For more information on 

the RPS or 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.

CHANGE OF ADDRESS?
Be sure to notify us to continue 
receiving your monthly copy of 

AIR CONDITIONING TODAY
llackey@ac-today.com
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Product News

Houston • Dallas • Phoenix
281-987-8400 • mcdanielmetals.com

                                    
Need a Curb Adapter?
Our Rapid Response 
Team Stands Ready.

When you need a curb adapter we understand that 
time is of essence. That is why we have a dedicated 
team ready to spring into action. Get an instant quote 
and spec sheets from our online PDQuote system, give 
us approval and rest at ease knowing our talented staff 
is already building a quality product just for you. Check 
out our website for details.

Houston Training Facility Classes DFW Training Facility Classes
14521 Old Katy Rd. #100
Houston, TX 77079

631 S. Royal Lane
Coppell, TX 75019
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Daryl’s A/C & Heating, LLC Installs Donated 
YORK® HVAC System in Mortgage-free Home Gifted 

to a U.S. Military Veteran
YORK® Expands LX™ Series 

Product Line with the 
Introduction of the New, 

High-efficiency Single-stage 
Heat Pump Milwaukee – On December 18th, Daryl’s A/C & Heating, 

LLC partnered with other local contractors and Building Homes for 
Heroes during a Welcome Home ceremony in Spring, TX for Army 
Sergeant Joshua Hamilton. Throughout his service, Hamilton has 
suffered many injuries that have impacted his mobility. His injuries 
require specific modifications to his home in order to live safely and 
focus on his recovery.   

To support Hamilton, Johnson Controls donated a YORK® 
heating and cooling system with a Wi-Fi® capable YORK® touch-
screen thermostat to better assist him with adjusting his home’s 
temperature without the need to get up. Daryl’s A/C & Heating 
donated the HVAC installation services for the veteran’s new home. 

“Having the support of companies like Johnson Controls and 
Daryl’s A/C and Heating gives us the opportunity to honor injured 
veterans with a mortgage-free home,” said Chad Gottlieb, director 
of construction development, Building Homes for Heroes. “The 
customized amenities companies like Johnson Controls are able to 
bring to these homes allows veterans to live their lives in greater 
comfort and dignity.” 

Building Homes for Heroes is a national organization that 
recognizes those who serve in the United States Armed Forces 
by supporting the needs of severely wounded or disabled soldiers 
and their families. The organization strives to build or renovate 
quality homes and donate them, mortgage-free, to injured 
veterans nationwide.  

“It was an honor to be a part of such a great cause that helps 
and honors the veterans that do so much for us,” said Daryl Graff, 
president, Daryl’s A/C & Heating, LLC. 

The YORK brand of Johnson Controls has been a proud 
sponsor of Building Homes for Heroes since 2014. The company 
has been recognized by US Veterans Magazine as a top veteran-
friendly company. Johnson Controls is also committed to hiring 
veterans and military spouses. Veteran employees are honored to 
design, engineer and assemble systems that help improve the lives 
of fellow veterans.  

Building Homes for Heroes invites anyone wishing to 
volunteer or donate to the organization to contact Building 
Homes for Heroes at info@buildinghomesforheroes.
org.  To learn more about Building Homes for Heroes  
www.buildinghomesforheroes.org. 

To learn more about Daryl’s A/C & Heating please visit 
https://acrepairman.com. 

For additional questions about Building Homes for Heroes or 
the ceremony please contact Jazmine Jean-Francois at jazmine@
buildinghomesforheroes.org. For questions about Johnson 
Controls please contact Ryan Nolan, public relations program 
manager, Johnson Controls, at Ryan.P.Nolan@jci.com, 414-524-
4017 and for questions related to YORK or the HVAC contractor, 
please contact Ginny McCreary, public relations account manager, 
Godfrey, at gmccreary@godfrey.com, 717-393-3831.

Milwaukee  – The YORK® brand of Johnson Controls has 
released the newest addition to their LX™ series of residential 
heating and air conditioning systems. The 16 SEER, 13 EER 
and 9.0 HSPF YHG heat pump is ENERGY STAR® certified 
and qualifies for many regional utility incentives. 

Matched with high efficiency standard ECM and constant 
CFM air handlers and furnaces the YHG provides a single stage 
comfort system that provides low power consumption and quiet 
operation. The compact footprint allows the unit to fit in tight 
spaces without limiting performance, capacity or efficiency.  

YHG is compatible with conventional thermostats 
offering homeowners greater flexibility to connect with 
existing equipment, or the system can be installed with the 
Alexa® compatible, Wi-Fi®-enabled Affinity™ Hx3™ 
touch-screen smart thermostat for greater efficiency and 
smart-home features.  

YORK products are supported by an unmatched limited 
one-year labor warranty and 10-year compressor and parts 
limited warranties on registered products. All YORK warranties 
are manufacturer-backed and processed in-house.  

To learn more about YORK®, visit www.YORK.
com. Also follow on YouTube, Instagram and Facebook @
yorkhomecomfort and @YORKHVAC on Twitter. 

Friendswood, TX-based contractor and Johnson Controls join forces to support
Building Homes for Heroes
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Your local MORSCO HVAC Supply has the parts and service you need to get 
the job done. Our fully-stocked locations and knowledgeable staff get you in 
and out and back on the job. Count on MORSCO HVAC Supply for the supplies 
you need when you need them. 
To find your local branch, call (877) 709.2227 or visit morscohvacsupply.com.

See warranty certi�cate for details
.

10
Timely registration required.
See warranty certi�cate for 

details and restrictions.

Introducing the 
game changer  
in home comfort.

Experience superior home comfort with the continuous high-
efficiency performance of the Comfortmaker® SoftSound® 
Deluxe 19 Air Conditioner and SoftSound® Deluxe 18 Heat 
Pump with SmartSense™ Technology. 

FEATURING SMARTSENSE™ TECHNOLOGY

 Air Conditioning & Heating

© 2015 International Comfort Products

Increased Efficiency

Quiet Operation

Consistent Comfort
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H O W  D O  Y O U  I M P R O V E  T H E  R O O F T O P 
R E P L A C E M E N T  E X P E R I E N C E ?

Introducing the YORK® Direct Fit™  
rooftop replacement series
Easier is better. Easier specification. Easier installation. Easier 
control. YORK® Direct Fit™ units give your customers a better way 
to replace outdated rooftop units — no curb adapter required. Every 
Direct Fit™ model is compatible with our Verasys™ plug-and-play 
control solution for enhanced performance, and comes standard 
with easy-to-use Smart Equipment. And with multiple configuration 
options and industry-leading quality, the choice is even easier.

Visit YORKDirectFit.com to learn more.

Deliver a Direct Fit™

jciy5308-02CDR-Ad-A19a.indd   1 4/21/17   9:43 AM
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Pictures courtesy of TACCA Greater Houston

TACCA Greater Houston BBQ Cook-Off
The 20th Annual BBQ Cook Off was held April 5th and 6th at the KC Hall in Houston TX
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Put the tools you need in the palm of your hands!

DOWNLOAD THE NEW
MOBILE APP CENTURY A/C SUPPLY 

get a limited time special offer in app!

our job is to make
YOUR JOB 
EASIER
close more high-efficiency sales 
with rebate and financing programs:

  DEALER CASHBACK 

  CENTERPOINT & ENTERGY REBATES

  0% FOR 60 MONTH CONSUMER 
FINANCING PROGRAM WITH DISCOUNTED DEALER FEES
Ask Your Rep For Details

 OTHER CENTURY LOCATIONS  –  DALLAS  •  RICHARDSON  •  LEWISVILLE  •  MANSFIELD  •  MESQUITE  •  FORT WORTH
WACO  •  CEDAR PARK  •  SOUTH AUSTIN  •  SAN MARCOS  •  SAN ANTONIO  •  WEST SAN ANTONIO  •  LA FERIA

ANGLETON
BAY CITY
CONROE

LUFKIN
HUMBLE

KATY 

 LEAGUE CITY 
HOUSTON AREA: 

 WINKLER

BELTWAY
GULFTON

BARKER CYPRESS

WEST 43RD
STUEBNER

FIND RUUD EQUIPMENT AT THESE LOCATIONS:

HAVE A PRODUCT QUESTION? Text your local branch!      |      Place an order, pay your bill and more at CENTURYAC.COM

FREE SAME-DAY DELIVERY
on qualifying orders. Call or 

text your local branch for details.

ITEMS IN STOCK TODAY
don’t wait on special orders!

Find what you need today at Century.

SHORT WAIT TIMES
when you order with Century - 

over the phone, at a branch, or online.
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Packard supplies to wholesale distribution only.
PACKARDONLINE.COMCustomer Service

800.334.1769
customerservice@packardonline.com

A solution from

C: 100
M: 0
Y: 0
K: 0

R: 0
G: 174
B: 239
#00aeef

Gradient

LIGHT BLUE SPECS
C: 100
M: 72
Y: 2
K: 12

R: 100
G: 78
B: 149
#004e95

PACKARD BLUE SPECS
C: 0
M: 0
Y: 0
K:100

R: 0
G: 0
B: 0
#000000

BLACK SPECS
FORCE FONT (Font Manipulated): Avenir Next, Bold Italic 
TITAN FONT: Arial, Regular

™

™

™

RECIPROCATING A/C COMPRESSOR

Your replacement for BRISTOL COMPRESSORS

NEW

CONTACT PACKARD’S CUSTOMER SERVICE TEAM FOR A LOCAL DISTRIBUTOR!

• POE Oil charged

• For R22 designed
 system replacement

•  PSC motors are standard in all 
single-phase compressor models 

•  Molded plug included for 
 most models

Titan-Force-2019-April-AC-Today_FINAL.indd   2 3/22/19   12:50 PM
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The Hunton Group Invitational Golf Tournament 
The Hunton Group hosted their Invitational Golf Tournament on April 8th at the Sugar Creek Country Club in Sugar Land TX.

The all day event include lunch, dinner, entertainment and prizes

Mike Phillips, Dale Dobson, Jake Reed 
and Robert Lankford

Charlie Weisser, Kyle Hyde, TJ Pieri and 
Jeff Denny

Luke Elkins, Chantz Hass, Dennis King 
and Bruce Allen

Matt Peyton, Jim Kelly, Gary Hugenroth 
and Brian Jenkins

Bruce Seher, Jack Doherty, Chris Taylor 
and Mike Aubuchon

Chris Pine, Clint Williamson, Charlie 
Hunton and Zach Hartman

Mitsubishi Electric Trane HVAC US S-Series 
Now Available with Hyper-Heating 

INVERTER® (H2i®) Technology
Suwanee, Georgia  – Mitsubishi Electric 

Trane HVAC US (METUS), the exclusive 

provider of Zoned Comfort Solutions® and a 

leading supplier of Variable Refrigerant Flow 

(VRF) heating and cooling systems, announces 

the expansion of the S-Series (PUMY) air-source 

heat pump outdoor unit to include Hyper-Heating 

INVERTER® (H2i®) technology in select models. 

Part of the CITY MULTI® family of 

products offering heating and cooling systems 

for every type of building, the PUMY is a single-

phase heat pump that is ideal for light commercial 

or large residential applications.

The addition of H2i technology, now 

available in PUMY P36 (3-ton) and P48 (4-ton) 

models, allows the units to provide year-

round comfort in cold climates and extreme 

temperatures. Hyper-heating units offer up to 

100 percent of rated heating capacity at 5 degrees 

Fahrenheit and perform at 78 percent of rated 

capacity in temperatures as low as -13 degrees 

Fahrenheit.  

“We’re pleased to extend Hyper-heating 

technology to our S-Series,” says Kevin 

Miskewicz, director, commercial product 

planning, Mitsubishi Electric Trane HVAC 

US. “The single-phase heat pump now delivers 

operational cost savings and improved heating 

performance to residential and commercial 

applications in even the coldest areas.”

Other enhancements to PUMY units include 

improved efficiency. Each unit is equipped 

with an INVERTER-driven compressor that 

optimizes energy usage for the space, reducing 

energy waste. The units have also met ENERGY 

STAR® certification standards. Additionally, 

PUMY systems use the CITY MULTI Controls 

Network (CMCN) and can heat or cool up to 12 

individual zones with many options for indoor 

unit sizes and styles. 

For more information about the S-Series 

and other commercial heating and cooling 

systems from Mitsubishi Electric Trane HVAC 

US, visit mitsubishipro.com.

Product News
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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

May 4/5 -  Austin
May 17/18 - Red Oak (DFW)  

June 22/23 - San Antonio
Offer monthly payment options with fi nancing to show how 
affordable add-ons can be. Use FTL’s Financing Proposal Builder to 
create a proposal and show your customer the small difference in 
monthly payments when they add accessories to any project. 

And don’t forget, keep growing your sales with these additional tools 
and services:

+ Six free-to-the-contractor programs
+ Financing for service only projects up to $12,500
+ Free consumer pre-screen to know your customer’s full buying power
+ ApproveMore Program for credit-challenged customers

Not registered? Register for free at 
ftlfinance.com or call 800.981.9032. 
Company must have active contractor license to register. 

Use Financing to Show How Affordable Adding 
Accessories Can be to Any Project

Baker Distributing Company Grand Opening Houston TX 
Baker Distributing held a Grand Opening at 6605 Roxburgh Dr in Houston TX on April 3rd.

The event had a catered lunch, vendor fair and prizes.
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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:  
May 4 - San Antonio  

May 11 - Hurst  

May 18 - Austin  

May 18 - Houston  

May 18 - Lubbock  

License Prep:  
May 4/5 - Austin  

May 17/18 - Red Oak (DFW)  

June 22/23 - 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! 

JR Hobbs Co—
Lawrenceville, GA 

 

Live Oak Bank -                 
Wilmington, NC 

 

Southwest Nissan  –
Weatherford 

 

FAQ’s — From the Texas Department of Licensing  
Inactive License 
1. Can I inactivate my license? 
No. The Air Conditioning and Refrigeration Law and Administrative Rules do not provide for an 
"inactive status" for your license. 
2. I am not working in the industry, but I want to keep my license active. What do I do? 
You will need to request a waiver of insurance by downloading the Notice of Change and Duplicate 
License Request (PDF) from our web site. Although you may have a waiver of insurance, you are still 
required to renew your license. 
Mail the completed form with a $25.00 revision fee to: 
Texas Department of Licensing and Regulation 
P.O. Box 12157 

TACCA Membership Benefit #4 -  TACCA Members receive a FREE Associate Membership in 
the ServiceRoundtable program.  That’s right get a TON of FREE stuff to help you run your business 

more efficiently as well as improve your marketing efforts.  FREE with your TACCA membership! 

NEW HVAC Continuing Education (CE) Class Offered by 
TACCA 
Inverter Driven DX Installation is now available through the TACCA HVAC Continuing Educa-
tion program.  Thank you for all the support contractors across Texas offer TACCA, as we 
maintain our position as the largest provider of HVAC CE in the state.  Check out the outline of 
the course below.  Visit www.tacca.org to find out more. 
 
- Inverter design and technology   
 How we got here? 
 What’s on the horizon? 
- How “Loads” are affected by Inverter technology 
- Installation support and transitions 
  Best methods 
 Best results 
- Most effective use of Inverter technology 
- Technical “Do’s and Don’ts”  
- TDLR Law and Rules 
 

TACCA and ServiceRoundtable have partnered up to offer FREE services to TACCA 
members.  This is a WIN/WIN for both TACCA and ServiceRoundtable as our benefits 
compliment each other for an incredible combination of training, marketing and advoca-
cy for your business.  Find out more by contacting us here at TACCA...1.800.998.4822 
or by emailing, todd@tacca.org.  Get your FREE stuff...it comes with your membership! 

HB 4249  -  TACCA’s Municipal Fee’s  

Reduction Bill.   

HB 4249 had a hearing in the Urban Affairs 
Committee on Thursday, April 11th.  The bill 
was left pending in committee.  We still have 
some work to do, to reduce your municipal 
fees, but not all is lost yet.  Thanks for all 
the support and contacting of committee 

members.  Stay tuned! 
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Total corrosion protection, inside and out

Total Corrosion Protection Technology

TM

Learn more: OmniguardHVAC.com

* Warranties listed are contingent on AHRI match and system registration with Allied Air Enterprises.

Open 7:30 A.M. - 5:00 P.M. Monday thru Friday    7:30 A.M. - 12 NOON Saturday    Over 160 Branch Locations

5119 Plains Blvd
806-467-8950

FAX 806-467-8965
Southwest Corner of Avondale & Plains Blvd

1605 W. Pioneer Parkway
817-785-0007

FAX 817-785-0008

512 Harwood Road
817-282-1365

FAX 817-282-1362

7917 W. Camp Bowie Blvd.
817-244-3340

FAX 817-244-3343

719 N. Hampton Rd.
Suite 201

DeSoto, Tx 75115
972-230-0840

I-35 Highway & Loop 288
940-484-4323   1-800-577-9115

FAX 940-484-4812
Just South of Denton Town Center

2404 Avenue K
972-578-9688   1-800-451-4333

FAX 972-578-6087
U.S. 75 Highway

1425 W. Moore Avenue
972-551-2823

FAX 972-551-0459
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Sell Me a Car – Please!
By Rodney Koop, Pricing Enthusiast, Founder and CEO of The New Flat Rate 

I sold cars in 1980 for one full year. It was my dream as a young man (25 years old) to get the 
heck out of attics and fiberglass and find a job where I could wear a three-piece suit.  And sure enough, 
I did - selling cars at Bob Sellers Dodge Datsun in Grand Forks, North Dakota. Did you know that in 
1980 when someone walked into a car dealership to consider buying a car, that 69% of people would 
actually buy a car within two days? That information stirred me up to be very aggressive whenever 
it was my turn to sell, and I thought I was doing quite well. In my mind, quite well was selling 16 to 
18 cars a month, which in 1980 was just over the industry average of 14 to 16 cars a month. Can you 
imagine what salesmen average today with all the incredible sales training and fancy dealerships and 
cool new cars? Well, if you said 14 to 16 cars a month, you would be right. Yup, they are no better or 
no worse on average. Billion dollar auto manufacturers and hundred million dollar auto dealers are 
not satisfied with 14 to 20 cars per month per salesperson. 

I read an article recently that quoted one of my friends in the business of installing plumbing, 
heating and air conditioning equipment. Martin Hoover from Empire Heating and Air Conditioning 
in Atlanta, Georgia says he is beginning to get calls from customers wanting his company to install 
equipment that they are buying online. He has mixed emotions about it, as we all understand, but he 
does not think it’s going away. 

So, let’s go back to my car story. I am a student of the auto industry, and back in the day when I 
was selling cars, the average gross profit on a new car was somewhere around $1200 for a $6000 car 
and around $2500 on a 4-wheel drive truck. I know, because my pay was 30% of the gross profit. I 
also know the dealer hid a lot of the profit (legitimately) by charging everything possible against that 
car - much like we contractors charge everything against the billable hour today. Anyways, financing 
was lucrative for the dealer back then and would usually average in the $300 to $500-dollar range of 
additional profit for the sale. (Of course, they didn’t pass that profit on to my commission, but hey, 
what did I know?).   

Remember, I said that 69% of those who visited a car dealership would buy within 2 calendar 
days. There is a reason for that. The reason is that the biggest fear most people have, even bigger than 
speaking naked at their high school graduation, is to talk to a car salesman.  “She’s a sweet thing 
ain’t she? She just needs a home. Take her for a spin!” People fear greatly that you might want to sell 
them something. So much so, they will buy something online that they know nothing about.  

So, why is all that important? It’s important because of two giant events that are beginning to 
affect car sales in a very big way, and you will feel it very soon.   

1. Online shopping for cars has grown faster than green energy. 

Millennials are now becoming shoppers that buy everything online. They do not want to shake 
a salesman’s hand, and they won’t even come in to sign papers. They want the car just like they 
want their pizza - hot, fresh in 30 minutes or less and just leave the keys on the seat. They do all the 
paperwork online, and do not talk to anyone. And this is a very big deal, because if they are happy to 
buy a car without driving it, why should they be concerned about buying a furnace or water heater 
without touching it? After all, it’s just a picture on a web page to them. And when there is a review 
that says, “This was so simple, we ordered the split heat pump, line set, coil, kit and they threw in a 
free jug of refrigerant. They had the whole thing up and running in 10 minutes.”  That kind of review 
is all it takes for someone to “click to buy”.  

So back to cars again. Yesterday, in the Wall Street Journal, I saw the numbers showing average 
dealer profit on cars over the years compared to average dealer finance profit over the same years. I’ll 
bet you can guess which line went up and which went down.   

Auto dealers had to learn that profits are profits no matter where they come from, and now 
they come from A-D-S; added dealer services, mostly in the form of financed enhancements. These 
are things like roadside service, lifetime tires, lifetime repairs, lifetime service and lifetime car washes. 
Yup, that’s where the money is for the auto dealer. Where is it for you? 

Time and material work was profitable because of one thing: we stayed busy and billed for 
almost every hour of every day.  

1. Compare the cost of an online sale to a replacement sale or a marketed sale 
	 a. Marketing/advertising cost 
	 b. Sales commission 
	 c. Salesman ancillary costs (training, recruiting, pampering, etc.) 
	 d. Ordering, stocking, delivering equipment 
	 e. Warranty, etc. 
	 f. Labor 
	 g. Equipment 
	 h. Supervision 
	 i. Cost of the turnover in lost diagnostic charge, lost repair sale, turnover incentive, lost 

customers due to closing rates 
You get the picture. There are costs associated with doing business the way it’s been done.  
2. What are the costs of delivering the service of installing customer purchased equipment? 
	 a. Labor, including down time, unbilled time, etc. 
	 b.Management costs, supervision, paperwork, warranty filing and follow up. 
	 c. Incidental parts, i.e.- copper fittings, pad, disconnect, electrical wiring, whips, breakers, 

fuses, t-stat wire, etc.  
	 d. Shop rags (sorry couldn’t resist) 
	 e. Site preparation if needed 
	 f. Project manager where needed. 
3. Calculate overhead on the new billable efficiency. If your workers are working eight hours, and 

you are getting paid eight hours, then your billable efficiency is now 100%. For most of us, that would 
cut our billable hour cost in half. 

	 a. Also, if your billable hour calculation includes other “inefficiencies” like call-backs and 
poor closing ratios, you can adjust for that.  

4. Add your reasonable profit.  
5. Here is the key: when you know your cost doesn’t fudge the numbers, believe them. But the 

numbers only work if the work is consistent and keeping your men busy while allowing you to bill 
close to 100% for your labor.  

6. The Big Money! 
Remember, I said that the auto industry has created a new revenue stream of enhanced financial 

services with a menu. You must do the same. 
	 a. Create a menu of offerings for this type of work. Here are some suggestions to get the 

ideas flowing.   
	         1. Complete turnkey installation - includes IAQ package, Efficiency upgrades, start up 

and testing with 10-year annual efficiency inspection and all warranties included. -- $XXXX 
	      2. Complete turnkey installation, testing with 5-year maintenance, every other year 

efficiency inspections plus manufacturers warranties -- $XXX 
	         3. Complete turnkey installation, testing with manufacturer’s warranty only -- $XX 
                 (Of course, we can get more detailed, but what can you include? Free tires, free car 

wash, free loaner car when yours is in for repairs, free car rental - the sky is the limit with the car dealer)  
	         4. The key to options is “High Value”, “Low Cost” write that on your wall in big letters.  
7. Keep thinking like a retail marketer. What do they want? How can you get it to them?  Maybe 

now is not the time to install customer supplied equipment, but that could change.  
8. As Ben Franklin was quoted as saying (although he wasn’t the first to say it), “Nothing is 

certain except death and taxes.” Well, it’s time to add home services and equipment to the list of things 
being heavily influenced by online shopping done by people that just love to “click to buy.”   

The New Flat Rate, a home service menu-selling system designed to put profit directly 
into the hands of plumbing, electrical, and HVAC contractors. For more information visit 
www.thenewflatrate.com or email info@menupricing.com.  
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Refrigeration & Electric Supply Little Rock, Arkansas
Refrigeration & Electric Supply Little Rock, Arkansas had 6 open houses at branch locations in March & April. Branch locations in March 

included Conway, Searcy & Russellville. Branch locations in April included Pine Bluff, Hot Springs, & Corporate Little Rock

Mitsubishi Electric Trane HVAC US 
Recognized as a 2018 Global Innovation 
Award Winner by National Association of 

Home Builders

Nu Calgon Travelling Roadshow in 
San Antonio TX 

Suwanee, Georgia – April 1, 2019 

– Mitsubishi Electric Trane HVAC US 

(METUS), the exclusive provider of Zoned 

Comfort Solutions® and a leading supplier 

of Variable Refrigerant Flow (VRF) heating 

and cooling systems, has been awarded a 

National Association of Home Builders’ 

(NAHB) 2018 Global Innovation Award for 

its MLZ One-Way Ceiling Cassette in the 

Best Energy Efficient Product category.

For the past four years, the NAHB 

Global Innovation Awards have recognized 

the most cutting-edge, advanced or original 

product offerings and marketing strategies 

in the home building industry. NAHB 

established the awards to showcase these 

innovative products and encourage future 

innovation. This year, awards were given in 

three categories: internal products, external 

products and technology/ education. 

METUS accepted its award for Best 

Energy Efficient Product during the 2019 

International Builders’ Show (IBS) held 

February 19 -21, 2019 in Las Vegas. 

Judges chose award winners based on the 

following criteria: innovation, functionality, 

good design, builder/consumer friendly, 

sustainability and unique marketing 

approach.

“We’re honored to receive this product 

award for Best Energy Efficient Product,” 

said Steve Scarbrough, senior director of 

residential business for Mitsubishi Electric 

Trane HVAC US. “This award, like the 

MLZ itself, is a testament to our continued 

commitment to be a leading supplier of 

innovative HVAC products delivering 

superior efficiency and comfort for every 

home or building.”  

The MLZ One-Way Ceiling Cassette 

features a sleek, narrow-body ceiling-

cassette design. Designed to fit between 

standard 16” joist spacing, the MLZ is a 

standout in terms of installation and ease 

of maintenance. The unit can be serviced 

from below without an access panel and can 

be used in both existing home retrofits and 

new home construction. The MLZ indoor 

unit is used in connection with a Mitsubishi 

Electric outdoor unit with an INVERTER-

driven compressor. This advancement 

has transformed the HVAC industry by 

providing temperature regulation at a 

fraction of the energy normally required 

and is up to 40 percent more efficient than 

traditional heating and cooling systems.

  For more information on MLZ and 

the complete line of heating and cooling 

solutions from Mitsubishi Electric Trane 

HVAC US, visit www.mitsubishicomfort.

com. To learn more about NAHB, visit 

www.nahb.org. 

MLZ Models honored as most innovative product in home 
building industry

The event was held at the Airport Doubletree Hotel and had 
several distributor representatives including Insco Distributing, 

Johnstone Supply, Coastal Supply and Standard Supply

Pictures courtesy of Jay Cunningham

Pictures courtesy of Scott Taylor

Steve Scarbrough, Mitsubishi Electric 
Trane HVAC US, accepts a 2018 NAHB 

Global Innovation Award.
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Shearer Supply Diamond Dealer Meeting 
Shearer Supply held their Diamond Dealer Meeting on March 29 at the Renaissance Dallas Addison Hotel in Addison TX.

The all day event had contractor/dealer training, lunch and dinner, guest speakers and awards program.
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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 

 
May  4    -     San Antonio 
 
May 11   -     Hurst 
 
May 18    -    Austin 
 
May 18    -    Houston 
 
May 18    -    Lubbock 
 
 
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!  

May      4/5    -     Austin 
 
May    17/18  -     Red Oak (DFW) 
 
June   22/23  -    San Antonio 

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

HARDI Distributors Report 12.2 Percent 
Revenue Increase in February 

Columbus, Ohio– Heating, Air-conditioning & Refrigeration Distributors International 

(HARDI) released its monthly TRENDS report, showing average sales growth by HARDI 

distributor members increased by 12.2 percent in February 2019. 

The average annualized sales growth for the 12 months through February 2019 is 11 percent.  

“January and February are the slowest months of the year for HARDI distributors,” said 

HARDI Market Research & Benchmarking Analyst Brian Loftus. “2019 got off to a slow 

start but five of our seven economic regions reported double-digit sales gains in February.”   

February had the same number of billing days as the prior year but more heating degree days 

versus a mild February 2018.  

“February sales came in strong despite being up against strong comps last year ,” said 

HARDI Economist Paul Hallmann. “Economic headwinds remain in place but softer comps 

should provide support for strong growth numbers to continue in March and April.” 

The Days Sales Outstanding (DSO), a measure of how quickly customers pay their bills, 

is near 50 days. “Until this year the DSO has remained at fairly consistent levels for each 

month of the year,” said Loftus. “January and February 2019 are at higher levels than the 

beginning of 2017 or 2018.  It looks like another tile in the slowing economy mosaic.” 

HARDI members do not receive financial compensation in exchange for their monthly sales 

data and can discontinue their participation without prior notice or penalty. Participation is 

voluntary, and the depth of market coverage varies from region to region. An independent 

entity collects and compiles the data that can include products not directly associated with the 

HVACR industry. 

Packard Launches New Website  

The Packard team has been working 

diligently for months to bring you this 

IMPROVED site with key features such as 

• Super ior search capability 

• Improved data integrity 

• Enhanced product imagery-including 360˚ 

• Dynamic marketing collateral 

To help with the transition to our new 

site, we have built tutorial videos to walk 

you through the most common questions you 

might have.  

Video topics include: 

• Registering for an account 

• Managing your account 

• Quick orders 

• Copy and Paste 

• Check out process 

• Picking up orders 

• Product detail page 

Current web users will only need to 

change your password upon entering our 

new site for the first time.  Your account 

information will transfer over and you will be 

able to continue placing orders, checking stock 

and taking advantage of the many enhanced 

features that our new site has to offer. 

New web users just need to fill out the 

Register for an Account form and we will 

get you set up on the new site as quickly as 

possible. Hint: if you know your Packard 

account number and provide that on the form 

it will help us to expedite the approval of your 

online account. 

If you have any questions please reach 

out to us and we would be happy to assist you.  

customerservice@packardonline.com 
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Judy Brooks and Joe Brooks at Hesseltine 

Kennels and Hog Hunts in Sinton, Texas.

BRAGGIN’    RIGHTS

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

Insco Distributing Grand Opening in Austin TX
Insco Distributing held their Grand Opening for their newest Austin location on March 7th. The event featured a Vendor Fair and catered 

lunch by Pok-e-Jo’s barbecue. Prizes were given out at their new store located at 2929 Longhorn Blvd. Ste. 103, Austin, TX 78758

Pictures courtesy of Insco Distributing
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RectorSeal Acquires All-Access™ Brand of HVAC 
Condensate Management Products

Houston - RectorSeal LLC, a manufacturer of quality 

HVAC/R products and operating subsidiary of CSW 

Industrials, Inc. (NASDAQ: CSWI), recently acquired the  

assets of MSD Research including its All-Access™ brand of air 

conditioning system condensate management products.    

All-Access is a leading brand of air conditioning mechanical 

float switches, drain line cleanout devices and supporting 

accessories invented by Stuart Oakner, MSD Research president. 

Recent revisions to the International Mechanical Code’s (IMC) 

condensate drain line maintenance section has increased All-Access’ 

popularity among HVAC service technicians, especially products 

featuring an easy entry cleanout design that eliminates the need to 

cut the 3/4-inch drain pipe for access. While All-Access complies 

with new construction codes, it also complements RectorSeal’s 

renowned retrofit-oriented Safe-T-Switch®, the HVAC industry’s 

leading condensate overflow cutoff switch product line.   

“All-Access products will ensure we’re providing the best 

condensate management products to the industry, especially 

for new construction,” said Jeff Underwood, RectorSeal’s Vice 

President of Sales and Marketing.    

Oakner, a former 25-year veteran HVAC contractor 

licensed in Florida and prolific inventor, will now assume 

roles of inventor-in-residence and consultant for RectorSeal 

as part of the acquisition. “I am pleased to be supporting 

the RectorSeal product development team,” said Oakner.  

“The vast product development resources available at RectorSeal 

will help support and advance the development of many future 

innovative products for HVAC/R and other construction industries.”   

Traditional HVAC/R distributors will be able to buy 

All-Access products from RectorSeal, which is transitioning its 

marketing, sales and customer support for All-Access and merging 

the www.allaccessdevice.com website into www.rectorseal.com.   

For more information on the All-Access or 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.  

Acquisition includes expertise of All-Access developer Stuart Oakner, who will support
RectorSeal product development.

The new Magnetic Tool app from Danfoss 
allows HVACR technicians to unlock their 
smartphone’s potential for powerful and 

precise magnetic field detection.

Carrier Introduces TruVu™ 
Multi-Purpose Control 

Platform for HVAC 
Applications

Every day, installers and service technicians around the world 
can work smarter and faster using the Danfoss CoolApps Toolbox, 
a collection of mobile apps uniquely designed to help with everyday 
cooling tasks. Today, Danfoss introduces another powerful tool for 
refrigeration professionals that’s just a tap away. 

The Magnetic Tool app harnesses the power of Android and 
iOS hardware to turn any smartphone into a precise magnetic 
field detector. The app serves as a more convenient alternative to 
the variety of tools HVACR technicians rely on to ensure solenoid 
valves function properly.  

Not only is the Magnetic Tool app more convenient—it’s also 
more accurate. The app provides detailed information about the 
magnetic field of the AC or DC coil in a solenoid valve and can 
indicate the rotation direction of certain types of pumps. 

Additionally, the Magnetic Tool app documents the repair 
and installation process for users by taking a picture of the faulty 
component and sharing it with the system’s owner. 

The Magnetic Tool app is available in the iTunes App 
Store and Google Play store. 

Product News
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spotlight
The

Fresh-Aire UV has 
promoted Sean 
Moseley to VP 

Residential Sales

Fresh-Aire UV has 
promoted Marissa 

Granados to National 
Sales Manager

Mitsubishi Electric 
Trane HVAC 

Announces Mark 
Kuntz New Chief 
Executive Officer

Chuck Walsh  of Fresh-
Aire UV has been 

promoted to National 
Sales Manager

Ruskin® Names  Jay 
Ramkumar  Director 

of Louvers and 
Architectural Solutions

Fujitsu Promotes 
Dennis Stinson to 

Director of National 
Accounts

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

Construction Employment Increases in 38 States from March 2018 to March 2019 
While 29 States Add Construction Jobs Between February and March  

Thirty-eight states added 

construction jobs between 

March 2018 and March 2019, 

while construction employment 

increased in 29 states between 

February and March, according 

to an analysis by the Associated 

General Contractors of America 

of Labor Department data released 

today. Association officials said 

the widespread gains show demand 

for workers remains strong and 

urged federal officials to enact 

immigration reforms to boost the 

supply of qualified workers. 

“Although construction has 

added jobs in many states at a 

higher rate than the private sector 

as a whole in the past year, the 

record number of job openings 

at the end of February shows 

contractors would add even 

more workers if they could,”  

stated chief economist Ken 

Simonson. “There is no sign 

of a let-up in the demand for 

construction workers.” 

Texas added the most 

construction jobs over the year 

(28,300 jobs, 3.9 percent), 

followed by California (24,500 

jobs, 2.9 percent), Florida (24,100 

jobs, 4.5 percent), Arizona 

(16,800 jobs, 10.8 percent) and 

West Virginia (15,800 jobs, 44.6 

percent). West Virginia added the 

highest percentage of construction 

jobs over 12 months, followed 

by Nevada (14.2 percent, 12,400 

jobs), Wyoming (11.6 percent, 

2,300 jobs), Alaska (10.9 

percent, 1,700 jobs) and Arizona. 

Construction employment reached 

a record high in five states:  

New York, Oregon, Texas, Utah 

and Washington. 

Eleven states and the District 

of Columbia shed construction 

jobs over the latest 12 months, 

while construction employment 

was unchanged in Nebraska. 

The largest job loss took place 

in Louisiana (-7,900 jobs, -5.2 

percent), followed by Illinois 

(-4,700 jobs, -2.1 percent), South 

Carolina (-4,400 jobs, -4.2 percent) 

and Missouri (-4,300 jobs, -3.5 

percent). Vermont had the steepest 

percentage loss of construction 

jobs over the 12-month span (-7.8 

percent, -1,200 jobs), followed by 

Maine (-6.7 percent, -2,000 jobs), 

Louisiana, the District of Columbia 

(-5.9 percent, -800 jobs), South 

Carolina and Missouri. 

Among the 29 states with 

one-month construction job 

gains between February and 

March, Washington added the 

largest number and percentage 

(14,800 jobs, 6.6 percent). Other 

states adding large numbers of 

construction employees included 

California (9,400 jobs, 1.1 

percent), Texas (5,100 jobs, 0.7 

percent), Florida (3,800 jobs, 

1.1 percent), Minnesota (2,800 

jobs, 2.2 percent) and New 

York (2,700 jobs, 0.7 percent). 

Minnesota added the second-

highest percentage of construction 

jobs for the month, followed 

by Nevada (2.1 percent, 2,100 

jobs) and Arkansas (2.1 percent,  

1,100 jobs). 

Construction employment 

decreased from February to March 

in 18 states and D.C. and was 

unchanged in Maine, Montana and 

New Hampshire. Pennsylvania lost 

the most construction jobs for the 

month (-1,800 jobs, -0.7 percent), 

followed by Illinois (-1,600 jobs, 

-0.7 percent), Kentucky (-1,200 

jobs, -1.5 percent) and Nebraska 

(-1,100 jobs, -2.0 percent). 

Vermont had the largest percentage 

loss (-2.1 percent, -300 jobs), 

followed by Nebraska, D.C. (-1.9 

percent, 300 jobs) and Kentucky. 

Association officials said the 

record number of job openings 

in construction indicates the 

urgency of putting in place a way 

for contractors to bring qualified 

guest workers into the country, 

coupled with strict safeguards 

for American jobs and reduced 

incentives for individuals to enter 

the country illegally. They called 

on Congress and the president 

to enact legislation such as the 

recently introduced Workforce for 

an Expanding Economy Act. 

“Contractors are struggling 

to find enough qualified workers 

to hire in order to keep pace 

with the ongoing demand for 

construction,” said Stephen E. 

Sandherr, the association’s chief 

executive officer. “Allowing 

employers to bring in guest 

workers for positions that can’t be 

filled otherwise will help keep the 

economy expanding.” 

Texas and West Virginia Have Biggest Number and Percent of Annual Job Gains as Louisiana and Vermont Lag
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Member Meeting 
Thursday, MAY 16
11:30 am – 1 pm 

REGISTER ONLINE at TACCAGreaterSanAntonio.org 

where:
times:Old San Francisco Steakhouse

10223 Sahara Dr, 
San Antonio TX 78216

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

CALENDAR OF EVENTS

JOHNSTONE SUPPLY     - MAY 2019 TRAINING CALENDAR
Check our "Early Bird Training" - 7am-9am Early start time - Early in for training - Early back to work
Also our "After Hours Training"  - 5:30pm - 7:30pm - For training after you get off work
For info call Juan Villela at 210-829-1934  Ext. 155  - or email to: juan.villela@johnstonesupply.com

Broadway - 9311 Broadway Suite 200 /  Downtown - 30 Essex St. Ste. 101 / Alamo Downs - 6900 Alamo Downs Ste. 140 

DATE DAY TIME LOCATION TOPIC

TRAINING 
REGISTRATION 

CODE COST

1-May W 5:30pm - 7:30pm Broadway X-13 Motor Overview - Operation & Troubleshooting TRAIN19-41-48 $30

2-May Th 7:00am - 9:00am Broadway
PSC Motors & Capacitors - Operation, Service & 
Troubleshooting TRAIN19-41-49 $30

7-May Tu 4:30pm - 7:30pm Broadway
NATE Core Exam Prep Class - Part I - Manual 
Included - Price Includes All Three Days TRAIN19-41-50 $225

8-May W 7:00am - 9:00am Broadway
The Why & How of Refrigerant Recovery - Hands On 
Machine Set Up - Recovery and Use of Scale TRAIN19-41-51 $30

8-May W 4:30pm - 7:30pm Broadway NATE Core Exam Prep Class - Part II see above
9-May Th 7:00am - 9:00am Broadway Flex Duct - Installation Best Practices & Codes TRAIN19-41-52 $30
9-May Th 4:30pm - 7:30pm Broadway NATE Core Exam Prep Class - Part III see above

15-May W 8:00am - 3:30pm Broadway EPA Certification Review and Exam TRAIN19-41-53 $125
15-May W 1:30pm - 3:30pm Broadway EPA Certification Exam Only TRAIN19-41-54 $85
22-May W 8:00am - 12:00pm Broadway CPS Home Energy Rebate Program Seminar TRAIN19-41-55 FREE
23-May Th 8:00am - 12:00pm Broadway CPS Home Energy Rebate Program Seminar TRAIN19-41-56 FREE
29-May W 8:00am - 11:00am Broadway NATE Core Exam TRAIN19-41-57 $165
30-May Th 7:30am - 9:30am Broadway Comfort Bridge Technology TRAIN19-41-58 $30

A New Forum, a Unified Voice for HVAC Manufacturers 
The HVACR Manufacturers Association is an international 

trade association launched in 2019 to address the needs and 
interests of that specific segment of the HVAC industry. Known 
by the abbreviation HMA, the new association will promote best 
practices, address common challenges, keep a watchful eye on 
market trends and pool the collective know-how and resources 
of its member companies by focusing on Transportation, Supply 

Chain, Labor and Manufacturing Excellence.  
By working more closely together, HMA members will seek 

to improve the overall HVACR industry. “Until now there hasn’t 
been an organization exclusively for manufacturers of HVACR 
equipment and supplies to meet and discuss common challenges 
and opportunities for improvement,” explains Billy Prewitt, 
Marketing Manager of Hardcast and founding board member of 

HMA. “HMA seeks to be that forum.  Manufacturers meeting 
and discussing these topics will prove beneficial to the industry.” 

HMA’s first priority is to engage manufacturers and start the 
conversation. Learn more about membership opportunities and 
watch the video message from HMA President Chuck Eddy. 

“Run by Manufacturers, for Manufacturers” 
www.hma-hvacr.org 

ATTENTION TEXAS 
HVAC CONTRACTORS 

Heat Load Calculations in Texas (Manual J) 

Administrative Rules of the Texas Department of Licensing 
and Regulation 

16 Texas Administrative Code, Chapter 75  
75.70. Responsibilities of the Contractor/Licensee. 
    (c) The design of a system may not be subcontracted to an 

unlicensed person, firm or corporation. 

The full text of the Texas AC law and rules can be found on 
the TDLR website https://www.tdlr.texas.gov/acr/acr.htm 



MAY 2019, AIR CONDITIONING TODAY, PAGE B17

TDLR Provider #1142

SEPTEMBER 2015 , AIR CONDITIONING TODAY, 19

JUNE 2015, AIR CONDITIONING TODAY, PAGE 19

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 

ASHRAE Publishes New 
Guideline on Energy Efficiency 

for Historic Buildings 
Atlanta – ASHRAE published a new guideline for increasing 

energy efficiency in historic buildings while minimizing the 
disturbance of the building’s historic character and significantly 
historic characteristics and materials. 

ASHRAE Guideline 34-2019, Energy Guideline for 
Historic Buildings, provides comprehensive and detailed 
descriptions of the processes and procedures for the retrofitting 
of historic buildings to achieve greater measured efficiency. The 
guideline is particularly aimed at providing guidance for ‘listed’ 
historic buildings; i.e., those formally designated or eligible to be 
designated as historically significant by a governing body.  

Guideline 34 provides a step-by-step procedure for sensitive 
energy upgrading, beginning with forming the project team and 
gathering building and energy use histories, to instituting energy 
efficiency measures (EEM). Building envelope improvements, 
environmental control strategies, energy system analysis, HVAC 
selection and lighting design considerations are all addressed in 
the guideline. All recommendations are made in consideration 
of preserving the integrity of the historically valuable building 
character, materials and associated artifacts. 

“The committee members writing this guideline are 
exceptionally knowledgeable about the special issues related 
to historic buildings and the care needed to preserve them,” 
said 2018-2019 ASHRAE President Sheila J. Hayter, P.E., who 
also served as chair of the international guideline committee. 
“The committee’s intent was to provide guidance for worldwide 
communities and specifically for entire project teams—not just 
engineers.”   

Many historic buildings were constructed without 
insulation and designed without active air conditioning 
systems—especially for mechanical cooling. Retrofitting such 
buildings requires specialized techniques during construction 
and operation, as well as sensitivity to respecting and preserving 
historical significance.  

With nearly two-thirds of existing buildings estimated to 
still be in service by 2050, project teams retrofitting any historic 
building for energy efficiency can benefit from the content of 
the guideline. 

The cost of ASHRAE Guideline 34-2019, Energy 
Guideline for Historic Buildings is $53 for ASHRAE members 
($62, non-members). To order, visit www.ashrae.org/bookstore 
or contact ASHRAE Customer Contact Center at 1-800-527-
4723 (United States and Canada), 404-636-8400 (worldwide) 
or fax 678-539-2129. 

ASHRAE and IIR Establish 
New Definitions of Five 
Refrigeration Keywords  

Atlanta – ASHRAE and the International Institute of 
Refrigeration (IIR) announced the establishment of new 
definitions for five refrigeration keywords. The keywords are 
cooling, refrigeration, chilling, freezing and cold chain. 

 The definitions are the result of more than a year of 
discussions and were established to clarify the meaning of basic 
terminology used in the HVAC&R industry.  

“The new definitions will help those within our industry, 
as well as the general public, gain a clearer understanding of 
important refrigeration keywords that are often misused or too 
broadly defined,” said 2018-2019 ASHRAE President Sheila 
J. Hayter, P.E. “We appreciate the contributions of IIR and 
anticipate that the adoption of these definitions will be positive.” 

To avoid confusion, the official definitions are: 
Cooling 
(1) Removal of heat, usually resulting in a lower temperature 

and/or phase change 
(2) Lowering temperature 

 Refrigeration 
(1) Cooling of a space, substance or system to lower and/or 

maintain its temperature below the ambient one (removed heat 
is rejected at a higher temperature) 

(2) Artificial cooling 
Chilling  
Cooling of a substance without freezing it 
Freezing  
Solidification phase change of a liquid or the liquid content 

of a substance, usually due to cooling 
Cold Chain  
Series of actions and equipment applied to maintain a 

product within a specified low-temperature range from harvest/
production to consumption 

“It was important that the differences that might exist in 
these definitions between the IIR and ASHRAE be erased for 
more consistency. It now seems important for us to reach even 
greater harmonization on an international level to establish 
universal definitions,” said Jean-Luc Dupont, head of the 
Department of Scientific and Technical Information of the IIR. 

IIR has called on all national and regional organizations 
and associations to adopt and disseminate the new definitions.  
The definitions will be included in ASHRAE Terminology, its 
free comprehensive online glossary of more than 3,700 terms 
and definitions related to the built environment, with a focus 
on heating, ventilating, air conditioning, and refrigeration 
(HVAC&R), as well as building envelope, electrical, lighting, 
water and energy use, and measurement terms. 

About the International Institute of Refrigeration (IIR) 
The International Institute of Refrigeration (IIR) is an 

independent intergovernmental science and technology-based 
organization which promotes knowledge of refrigeration and 
associated technologies and applications on a global scale that 
improve quality of life in a cost effective and environmentally 
sustainable manner. Visit www.iifiir.org to learn more. 

NEWS
ASHRAE, founded in 1894, is a global society 

advancing human well-being through sustainable 
technology for the built environment. The Society and its 
more than 56,000 members worldwide focus on building 
systems, energy efficiency, indoor air quality, refrigeration 
and sustainability. Through research, standards writing, 
publishing, certification and continuing education, 
ASHRAE shapes tomorrow’s built environment today. 
More information can be found at www.ashrae.org/news.



PAGE B18, AIR CONDITIONING TODAY, MAY 2019

Southwestern HVAC Sales, LLC is currently seeking an 
outside Sales Representative in the DFW and East Texas 
Territories.  We are looking for a self-starter that will strive 
to be the best representative in the territory.  

Responsibilities will include consistent sales calls on all 
HVAC wholesalers in the territory, continuously promote, 
market, and merchandise all products Southwestern HVAC 
Sales represents to existing and potential new customers. 
Other responsibilities will include technical training on the 
products to HVAC wholesalers and contractors.

Qualifications should include sales and/or technical 
experience in the HVAC industry, excellent verbal and 
written communication skills, Effective time management 
skills, ability to relate to customers’ requests and needs, 
and the ability to travel as required.  

Compensation will be on a competitive base salary + 
commission with reasonable and obtainable goals.  An 
inside sales support person will be provided to help keep 
you productive with our customers, expenses will be paid 
or reimbursed.

Come and join a great team and be a part of a fast growing 
organization. If you are interested please email us 
salesposition@swshvac.com or call us at (512) 422-6058.

Abacus Plumbing, Air Conditioning & 
Electrical Wins Prestigious Circle of 

Excellence Award from Lennox 

Houston -  Adding to its impressive, 
expanding trophy case, Abacus Plumbing, 
Air Conditioning & Electrical announced 
today that it is the proud recipient of Lennox® 
International’s “Circle of Excellence” award. 

The honor, which comes on the heels 
of the company being named Lennox’s 
“Partner of the Year,” was presented to 
Abacus based on its outstanding business 
accomplishments. Lennox Vice President 
of North American Sales, Mike Hart, and 
Vice President of Marketing, Kim McGill, 
handed out the award to Abacus CEO Alan 
O’Neill during a recent ceremony in Houston. 

“Earning the Circle of Excellence 
Award emphasizes Abacus Plumbing, Air 

Conditioning & Electrical’s progress as 
a leading marketer of residential comfort 
systems,” said Douglas L. Young, president 
and COO of Lennox International. “It also 
demonstrates their commitment to sales 
performance, company growth, successful 
advertising and promotional campaigns and 
effective business planning.” 

Established in 2003, Abacus employs 
more than 200 employees and services the 
greater Houstonmetro. 

“To win a Circle of Excellence Award, a 
dealer must exhibit effective business practices 
and consistent sales growth,” said O’Neill. “So 
we are more than honored to be recognized 
with this prestigious award.” 

Left to right: Mike Hart, Lennox VP of Sales; Paul Boartz, Lennox District Manager; 
Alan O’Neill, Abacus CEO; Lance Ellison, Abacus HVAC Operations; Mike Myers, 

Abacus Director of Marketing; Scott Lindsey, Lennox Sales Director, West; Kim McGill, 
Lennox VP of Marketing  
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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       May 7, 2019      June 4, 2019     

Location: Southern Careers – 6963 NW Loop 410 
Saturday    May 18, 2019      June 15, 2019 

Location: Morrison Supply, Austin – 10508 Boyer Blvd 
May 21, 2019 

TDLR No. 1362 Class No. 19048 

    • •EPA Exams•      1st Friday of the month 
•NATE Exams•      • License Prep Classes• 

5-hr Compressor Seminar $59   May 25, 2019 
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

HVACcraft.com-If not available at HVAC house 
you can get TECH DIRECT price

ALL PRODUCTS ARE FAR LESS EXPENSIVE THAN THE COMPETITION. 
Match plus 10% guarantee.

1. Bulls Eye (BE1)  Universal waterproof Freeze-Stat

2. FreonLock TM  (FL1)  “THINKING OUTSIDE THE CAP”.
Goes OVER the existing cap.  

3. HURRICANE™  Pipe Stand Kits (HPS1)  PATENT PENDING:
SECURELY HOLDS PIPE STABLE EVEN IN VERY HIGH WIND for many years to come.  

4. Gallo gun brass Adapter  (QBA1) Gallo gun to gauge hose direct coupling.

  Brass Adapter               -------------     >                           -

5. Tell-Tell Safety Monitor (TTSM)   1-250 volts
Waaaay less than Tattle-Tales.  Includes fuse holder and 3 fuses.

Fuses rated at 50 MA, which is small enough to burn out when paralleling almost any safety 
switch or electrical supply, thus telling you that that float switch or pressure switch has 

opened at some time in the past. Replacement fuses very cheap.

FREE samples of all products to any contractor or supply house. Free 
shipping. Price list included. Email order to mikesears061@gmail.com

Goes on suction line at condenser to prevent 
freezing of A/C system.  Wire leads included.
Put disc side on copper line and secure with 
tape or wire tie.

• Patent Pending
• All Stainless Steel
• 20 Year Warranty
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www.ShearerSupply.com

Innovative
Quantum
•	 	Warranty
	 –	7	Years	Compressor	
	 –	5	Years	Parts	
	 –	90	Day	Limited	Labor
•	 	With	various	sizes	to	match	any	residential	or		

business	application,	the	Quantum	17	SEER	is	the	ideal	
choice	when	a	versatile,	yet	aesthetically	pleasing	
mini	split	system	is	desired.

Wind-Free
•	 	Warranty
	 –	10	Years	Compressor	
	 –	10	Years	Parts	
	 –	1	Year	Limited	Labor
•	 	The	unit’s	2-Step	Cooling	mode	cools	the	air	incredibly	fast	

in	Fast	Cool	mode,	then	automatically	changes	to	Wind-Free	
Cooling	mode	and	maintains	the	temperature.	

•	 	During	Wind-Free	Cooling	mode,	the	unit	consumes		
72%	less	energy

†
	than	Fast	Cooling	mode.

•	 9K,	18K,	and	24K	models	are	ENERGY	STAR® certified

Smart Whisper
•	 	Warranty
	 –	10	Years	Compressor	
	 –	10	Years	Parts	
	 –	1	Year	Limited	Labor
•	 Energy	Star
•	 Samsung	Smart	Home	Compatible
•	 Smart	Check	Diagnostics

Premium	Wired	Controller		
(AR-WRP2)			

Standard	Wired	Controller		
(AR-WRS)

Available Accessories

*Products	must	be	registered	within	60	days	on	SamsungHVAC.com	in	order	to	qualify	for	warranty.

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

AMARILLO
902 SE 2nd Avenue 
(806)223-4848 
AMARILLOsales@ShearerSupply.com

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

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

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