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Westport, Conn. – 

Professionals from across HVACR 

descended upon the Orange 

County Convention Center in 

Orlando, Florida, February 3-5 for 

the 2020 AHR Expo. Attendees 

and exhibitors engaged in three 

full days of innovation and 

learning and took an exciting look 

into the future of HVACR. Spread 

across 506,090 sq. ft., exhibitors 

on the Show floor delivered new 

and never-before- seen products 

and tech, live demonstrations, 

networking opportunities and a 

revitalized energy for the future 

of the industry. In every education 

session, council talk, podcast 

broadcast, exhibitor event and 

long walk across the Show floor, 

one thing was abundantly clear —

the HVACR revolution has arrived 

in full force. 

The 2020 Show welcomed 

over 50,000 attendees, 1,900+ 

exhibiting companies —577 

of which were international 

as well as 295 who were first  

time exhibitors.   

The 2020 Education 
Program 

The 2020 Show featured 

more than 200 sessions in the 

Education Program. This year 

featured new sessions inspired 

by trends happening currently 

across HVACR, as well as those 

forecasted for the near future. 

Below is a summary of some of 

the topics discussed throughout 

the Show: 

Private Equity 101: What 

HVACR Founders Need to Know 

This session provided insight 

into private equity at a basic  

level understanding.  

Skilled Labor! Overcome 

the Shortage to Protect Your 

Business 

This session discussed the 

current state of the industry and 

the skilled labor shortage.  

Building for a Climate 

Emergency 

Ken Sinclair of 

AutomationBuildings.com led a 

discussion titled Building for a 

Climate Emergency.  

Council Talks 

2020 was the first year the 

Show hosted education sessions 

led by members of the AHR Expo 

Expert Council. The Council is a 

collaboration of HVACR experts 

and thought leaders launched by the 

AHR Expo in 2019 to educate and 

stimulate discussion concerning the 

biggest issues impacting the industry. 

The 2020 AHR Expo Delivers Innovation
and the Next Revolution of HVACR

Industry advancement was on display from exhibitor booths to new Show features including the 
first-ever Podcast Pavilion and trend discussions led by AHR Expo Expert Council members 

SEE EXPO PG.2

Johnstone Supply Grand 
Opening In Conroe 

AHR Expo 2020 

Johnson Supply Sales and
Operations Meeting  

Pictures on page B6.

Pictures on page B10.

Pictures on page B13.

Mini Split March



Awards Ceremony 
The 2020 Product of the Year honor went to Danfoss for the 

Danfoss CO2 Adaptive Liquid Management Solution. Danfoss 

was also recognized as an Innovation Awards winner for the 

Cooling, Green Building and Refrigeration categories. Winners 

were selected in a total of 10 industry categories along with an 

overall Product of the Year winner and honored in a ceremony 

hosted during the AHR Expo. 

First Ever Podcast Pavilion 
For the first time ever, the AHR Expo introduced the 

Podcast Pavilion, hosting some of the industry’s most prominent 

podcasters*. This year Bryan Orr of HVAC School (@hvacschool 

on Instagram); The HVAC Jerks (@thehvacjerks on Instagram); 

Tersh Blissett with Service Business Mastery (@tershblissett 

on Instagram); Mike Mayberry, the HVAC Refer Guy (@

hvac_refer_guy on Instagram); Matt Nelson with HVAC 360 (@

hvac360 on Instagram); and Gil Cavey of HVAC Uncensored (@

hvacuncensored on Instagram) welcomed guests in two podcast 

stations all three days of the Show. As a pilot year for the AHR 

Expo, the Podcast Pavilion quickly became an attendee favorite. 

Guests included representatives from endorsing organizations, 

such as Danielle Putnam and Colleen Keyworth from Women in 

HVACR and Stephen Yurek, AHRI President, as well as industry 

experts and personalities like HVAC YouTuber AK Greaves (@

akhvac on Instagram) and Richard Trethewey, from the PBS show 

This Old House.  

*Brent Ridley with Tool Pros Podcast (@toolprospodcast 

on Instagram) was also slated to participate but was unable to 

attend due to injury. 

Product and Technology Presentations 
The 2020 Show also featured more 100 Product and 

Technology presentations given by exhibitors. The twenty-minute 

presentations were spread out over the three days and drew 

crowds into three theaters just off the exhibitor floor. Much like 

the Innovation Awards program, the products and technologies 

featured showcased real progress in HVACR and gave a preview 

to some exciting things ahead for HVACR. 

Follow ahrexpo.com for updates regarding the 2021 

AHR Expo, to be held January 25-27 at the McCormick Place 

Convention Center in Chicago. 

For more information, visit ahrexpo.com and follow @

ahrexpo on Twitter, Instagram and Facebook. 
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EXPO con’t

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

Ask one of our friendly Transtar Associates how you can 
save up to $15k over the next 24 months with our new 
Concord and Airease Dealer instant rebate programs!

20%
OFF!

Hydro Balance Coil Cleaners
Limited Supply! Offer valid while supplies last. Please see one of our friendly Transtar associates for availability and pricing! 

Actual product images may vary from selection. Offer expires March 31, 2020. 

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

NOW HIRING 
EXPERIENCED OUTSIDE SALES,  

COUNTER SALES, 
AND WAREHOUSE POSITIONS

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
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ACESSUPPLY.COM

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

Texting now available. See your ACES™ for details. 

AUSTIN - NORTH
1810 RUTHERFORD LANE

(512) 832-7881

BUDA
2845 BUSINESS PARK DR.

(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

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
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EXPECT MORE

Johnson Supply is the leading Air Conditioning,
Heating and Refrigeration wholesale Distributor in

Texas and Louisiana.
 

A L L E N  |  A U S T I N  |  B E A U M O N T  |  B R Y A N  |  C A R R O L L T O N  |  C L U T E  |  C O R P U S  C H R I S T I  |  F O R T  W O R T H  |  G A R L A N D  |  H U M B L E
 H U N T S V I L L E   J E N S E N  |  L A F A Y E T T E  L A K E  C H A R L E S  |  P A S A D E N A  |  P H A R R  |  R O X B U R G H  |  S A N  A N T O N I O  |  S T A F F O R D  

S T E L L A  L I N K  |  S T O N E Y  B R O O K  |  W A C O  |  W E B S T E R  |  W O O D L A N D S

w w w . j o h n s o n s u p p l y . c o m

With 24 locations, Johnson Supply
represents Armstrong Air, Ducane Air

Conditioning / Heating and Allied
Commercial products.

 
Contact us today to

learn about our
industry leading dealer
incentive programs on

Armstrong Air and
Ducane.

Johnson Supply is a proud supplier of the product lines shown, as
well as, many other reliable and quality brands for all of your

Residential and Commercial HVAC/R needs.

Call us today toll free at:
1(800) 833-5455
1(800) 664-9840
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How to Get to Page One of Google  
Every client asks, “Will my 

website be on page one of Google when 

it launches?” The short answer is no. 

The longer answer is not right away, 

but you can get there if you really work 

at it. What do I mean by work at it? 

Here’s how to build an SEO foundation 

to improve the position of your website 

on Google and other search engines. 

Start with a  Good SEO 
Foundation 

SEO is an ongoing project, 

something you need to pay attention to 

every week. There is no way to optimize 

a website today and then ignore it for 

the next few years. It just doesn’t work 

that way. The moment you step away, 

one of your competitors will step in to 

fill the void. And, on a regular basis 

Google updates and changes their rules 

so what worked last week may not be 

as effective today. You have to stay in 

the game by making small changes on a 

regular basis, going back and revisiting 

a popular page, add new content, link to 

it from a new blog post, or share it on a 

different social media platform. 

So what’s in your SEO 

foundation? What kind of things should 

you be doing on a regular basis? It boils 

down to the following: 

• Don’t guess. Good SEO starts 

with keyword research. 

• Earn your way to the top of the 

page, but be realistic. In a crowded 

market, do you deserve to be in the  

first position? 

• If your business is primarily 

local than focus on your local  

presence online. 

• Make sure there is always 

something new and interesting for 

search engines and human visitors. 

Create a steady stream of rich, recent, 

and relevant content. 

• Online, you will be judged by 

the company you keep so focus on high 

quality links. 

• Build your reputation with 

reviews and a responsive social  

media profile. 

• And at the end of the day, 

remember it is about revenue, not 

rankings. So make sure as you are 

chasing keywords and attracting 

visitors you have something for them 

to do when they arrive. Focus on 

conversion not just SEO rank. 

Those are the highlights, if you are 

looking for a few more detailed SEO 

tips, read on: 

DO THE RESEARCH 
Your SEO foundation begins 

with your keywords. What do you 

think customers search for when they 

are looking for a business like yours. 

Some phrases are likely to be used in 

the research phase while others are used 

closer to buying intent. While all are 

important, experts suggest starting with 

phrases that are closer to the purchase. 

Consider the following 

example: Men’s hair salon near me 

or best hair color for middle age 

men. Which phrase would you choose? 

The location-based phrase (near me) is 

likely to be used when someone is close 

to purchasing, while the search for 

“best hair” might be used by someone 

doing research and not ready to buy. 

Once you have a preliminary list, 

hop over to Google’s keyword tool. To 

access this you must have an AdWords 

account. You can set one up even if 

you never run an ad. Look for words 

with moderate to high Google search 

volumes. If no one ever searches for a 

particular word or phrase, it does you 

no good to rank highly for that. 

BE REALISTIC 
In some industries, the most 

common terms are very competitive. 

The page one listings are dominated by 

one or two large players. For example, 

it is unlikely a local grocery is going 

to win a key phrase against Whole 

Foods. Instead of wasting time hunting 

a unicorn, it makes sense to narrow the 

search and select phrases you can win 

such as neighborhood market, local, 

family-owned grocery. 

GO LOCAL 
Have you heard a realtor explain 

why a property is more valuable by 

saying, ” location, location, location?.”  

A property will have dramatically 

different value depending on where it 

is located. If you can’t afford the best  

 

neighborhood, you may find a cozy 

fixer upper just a few miles away. This 

is similar to trying to rank for popular 

key words in a very competitive 

category. Instead of trying to dominate 

everywhere, narrow your focus and 

dominate the term for your state, 

city, or county, adding location based 

content throughout your website. 

Lorraine Ball
Marketing strategist, 

Lorraine Ball leads the 
crazy, creative and very 
talented team at Roundpeg. 
( w w w. r o 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 

SEE BALL PG.B12

Houston Training Facility Classes
14521 Old Katy Rd. #100
Houston, TX 77079
832-460-7951

March 10-11; April 28-29
M&P Series Essentials Bundle

March 24-25
Advanced M&P Series

March 17-19
April 6-8
CITY MULTI Essentials Bundle

March 31-April 1
Advanced CITY MULTI Service 

DFW Training Facility Classes
631 S. Royal Lane 
Coppell, TX 75019
800-433-4822

March 2-3; April 28-29
M&P Series Essentials Bundle

May 27-28; June 11-12
Advanced M&P Series

March 17-19; April 6-8
CITY MULTI Essentials Bundle

March 31-April 1
Advanced CITY MULTI Service

Homeowners look at their
thermostat up to 12x per day.

Stop them at the stat
before they go to Google! 

FREE
IMPRINTING!
• Minimum order of 

only 6 thermostats
• No setup fee
• Free same-day shipping
• Imprinting available on 

all major brands

888.652.9663
www.jacksonsystems.com

For more information, 
contact Jackson Systems at:

SYSTEMS

You r  Logo Here
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VISIT US 
IN GARDEN OAKS

Come on in for full lines of Comfortmaker products 
and so much more, including service and install parts.

MORSCOHVACSUPPLY.COM

GARDEN OAKS
570 Garden Oaks Blvd.

Houston, TX 77018
(346) 444-9391

NOW 
OPEN

YOUR TRUE 
ONE STOP 
SHOP FOR 

ALL OF 
YOUR HVAC 

NEEDS!

Join Us For
Breakfast Every Tuesday

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

ADA
821 N. Broadway Ave.
580-332-1576
$
ALTUS
1624 N. Main St.
580-477-3122
$
AMARILLO
5119 Plains Blvd. Unit C
806-467-8950
$
ARDMORE
609 N. Commerce St.
580-226-8067
$
ARLINGTON
1605 W. Pioneer Pkwy.
817-785-0007
$
BARTLESVILLE
244 NE Washington Blvd.
918-333-1145
$
BEDFORD
512 Harwood Rd.
817-282-1365
$

BENBROOK
7917 Camp Bowie West 
Blvd.
817-244-3340
$
BROKEN ARROW
1821 S. Aspen Ave.
918-258-0805
$
CHICKASHA
809 S. 4Th St.
405-224-4272
$
CLAREMORE
1113 W. Will Rogers
918-343-1131
$
CLINTON
1069 S. 10Th St.
580-323-6982
$
DENTON
2001 Fort Worth Dr.
940-484-4323
$
DESOTO
719 N. Hampton Rd., Suite 
201
972-230-0840
$

DUNCAN
1715 N. 81
580-252-5048
$
DURANT
2100A W. Evergreen St.
580-920-2140
$
EDMOND
405 S. State St.
405-340-8945
$
ENID
1725 N. Van Buren St.
580-237-2081
$
FAYETTEVILLE
2301 W. Martin Luther King 
Blvd., Suite 3
479-443-2381
$
FT SMITH
1200 S. Waldron Rd., Suite 
120
479-478-9469
$
LAWTON
1022 NW 38Th St.
580-353-0990
$

MCALESTER
202 S. Swallow Dr.
918-423-5165
$
MIAMI
2632 N. Main St., Suite A
918-542-5364
$
MIDWEST CITY
7421 SE 15Th St.
405-732-0791
$
MOORE
1001 N. Moore Ave.
405-799-0200
$
MUSKOGEE
1500 N. 11Th St.
918-686-8205
$
N PORTLAND
3647 NW 39Th St.
405-947-1025
$
NORMAN
1500 SW 24Th Ave. SW
405-329-8057
$
OKC S. KENTUCKY
7610 S. Kentucky Ave.
405-632-8216
$

OKC SW 29TH
2809 SW 29Th St.
405-682-2245
$
OKMULGEE
201 E. 5Th St., Suite A
918-756-4146
$
OWASSO
8787 N. Owasso Expy.
918-376-9851
$
PLANO
2404 Avenue K
972-578-9688
$
PONCA CITY
1201 E. Prospect Ave.
580-718-0498
$
PRYOR
510 S. Elliott St.
918-824-1016
$
ROGERS
1303 W. Walnut St.
479-936-7037
$

SAPULPA
967 S. Main St.
918-248-8858
$
SHAWNEE
530 Kickapoo Spur St.
405-275-4362
$
SILOAM SPRINGS
2304 US Hwy. 412
479-549-3860
$
SPRINGDALE
104 S. Thompson St.
479-750-0711
$
STILLWATER
901 E. 6Th Ave.
405-372-8588
$
TAHLEQUAH
1791 N. Grand Ave.
918-456-7714
$
TERRELL
1425 W. Moore Ave.
972-551-2823
$

TULSA CENTRAL
3720 E. Admiral Pl.
918-587-8832
$
TULSA S. LEWIS
8787 S. Lewis Ave.
918-299-0968
$
TULSA SE
5670 S. Garnett Rd. East
918-252-4209
$
WARR ACRES
5932 NW 38Th St.
405-495-9307
$
WEST RENO
2600 W. Reno
405-235-6674
$
WOODWARD
1414 Oklahoma Ave.
580-254-2173
$
YUKON
9 S. 4Th St.
405-350-1422
$

April 3 RD+ 4 TH, 2020
2020 Trade Show

Mark your Calendar for the

We are moving to The Bennett Event Center, at Oklahoma State Fair Park.

Expanding to over 200,000 square feet of booths, displays, exhibits, and vendors.

CEU Credits will be available as well as authorized factory training.

Prizes galore, and lunch will be provided.
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 EZ FIT™

Product News

Mitsubishi Electric Trane HVAC US M-Series SUZ
Universal Outdoor Unit Now Available with
Hyper-Heating INVERTER® (H2i®) Technology  

Suwanee, Ga. – 

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 SUZ universal outdoor 

unit to include Hyper-

Heating INVERTER® 

(H2i®) technology.  

The single zone outdoor 

unit is part of the M-Series 

product line from METUS, 

which includes indoor units, 

outdoor units and controls 

for residential and light 

commercial applications. 

Available in 9,000, 12,000, 

15,000 and 18,000 BTU/H 

capacities, the SUZ with 

H2i technology delivers 

indoor comfort in extreme 

cold weather conditions 

maintaining performance 

at outdoor temperatures 

as low as -13 degrees 

Fahrenheit. At 5 degrees 

Fahrenheit outdoors, the 

system is designed to deliver 

up to 100% of its rated  

heating capacity.   

“We’re pleased to 

expand the M-Series product 

line and the range of indoor 

unit options available to our 

customers by offering the 

SUZ with hyper-heating 

performance,” said Mitul 

Patel, director of residential 

product management, 

Mitsubishi Electric Trane 

HVAC US. “Through the 

use of H2i technology, our 

heat pumps reliably deliver 

warmth and comfort in cold 

climates where older heat 

pumps have struggled. The 

SUZ works with a broad 

range of indoor units, giving 

homeowners in all regions 

more efficient, all-electric 

equipment for their indoor 

heating needs which  

reduces their dependence on 

fossil fuels.”   

Ideal for residential 

or light commercial 

applications, the SUZ outdoor 

unit is designed with a built-

in base heater and Blue Fin 

anti-corrosion coating over 

the coils. SUZ with H2i® is 

now available for use with 

the following indoor units 

and capacities: 

• SLZ-KF 2’x2’ four-

way ceiling cassette with 3D 

i-see Sensor® in 9, 12, 15 and 

18 KBTU/H 

• EZ FIT™ recessed 

ceiling cassette (MLZ) in 9, 

12 and 18 KBTU/H 

• SEZ-KD low-static 

ducted unit in 9, 12, 15 and 

18 KBTU/H 

• PEAD mid-static 

ducted unit in 9, 12, 15 and 

18 KBTU/H 

• SVZ multi-position 

air handler unit in 12 and 18 

KBTU/H 

For more information 

about the SUZ universal 

outdoor unit and other 

heating and cooling solutions 

from Mitsubishi Electric 

Trane HVAC US, visit www.

mitsubishicomfort.com.  

Electric heat pump technology for cold climates 

Statement from Secretary 
of Commerce Wilbur Ross 

on President Donald J. 
Trump’s Budget: A Budget 

for America’s Future 
President Trump’s 

dedication to the success of 
all Americans has fostered an 
unprecedented period of growth 
for our economy and created 
the biggest economic boom 
in our nation’s history. The 
President’s 2021 Budget for 
America’s Future exemplifies 
his bold leadership and 
commitment to tackling the big 
structural issues that will allow 
every American to have equal 
and limitless opportunities  
to succeed. 

This budget codifies 
the President’s commitment 
to protecting the interest of 
American taxpayers by putting 
us on the path to a balanced 
budget, including making tough 
choices to balance the budget 
in 15 years and $4.6 trillion in 
deficit reduction over 10 years. 
By putting more money in the 

pockets of American’s through 
historic tax cuts and eliminating 
burdensome and unnecessary 
bureaucratic regulations, we 
can promote prosperity for 
all Americans for generations  
to come. 

At the Department of 
Commerce, we will continue 
to rout out wasteful and 
unnecessary spending in 
our organization. This will 
ensure that we are supporting 
and promoting American 
businesses and communities 
to reach previously unrealized 
prosperity in an effective and 
efficient manner. Combined 
with this budget’s $51 billion 
in regulatory savings across 
the Federal Government, 
American’s will continue 
to have more opportunities 
for success because of this 
President than any other.   
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     With HVAC maintenance season here, now is the 
perfect time to talk to your customers about installing 
our System Service Transition (SST™). The SST™ gives 
you instant access to boxed evaporated coils with no 
need for cutting or fi eld fabricating. That saves you 
time and your customers money.
      Call us or speak with one of our sales representatives 
to learn more about this innovative product.

SST: Perfect for
Spring Cleaning &

All Seasons

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

More on the Material to Labor Ratio (M:L Ratio) 
In my last column, I 

wrote about an important ratio 
I call the material to labor ratio 
(M:L ratio). I defined it as the 
ratio of material used on jobs 
to the amount of direct labor 
used to install that material 
on jobs. I wrote that it takes 
a departmentalized income 
statement to do this calculation 
correctly, and that the higher 
the ratio the better. 

So What Is Your 
Average M:L Ratio? 

So let us begin with a 
simple question. What is your 
material to labor ratio? 

I suggest that you take 
20 jobs from this year (any 
20 will do) and, from the job 
costing report, jot down the 
total amount of material (at 
cost) that you used on that job 
and the total cost of all of the 
direct labor on that job. Do 
this for all 20 jobs. And while 
you are at it, jot down your net 
profit percentage on each job 
as well.  

I bet you will find two things 

that come to light: (1) your M:L 

ratio is all over the place, and (2) 

so are your net profits. When I 

was actively consulting with 

contractors, one of the first ratios 

I ran was the M:L ratio. This told 

me immediately how well the 

contractor was using his labor 

to install material. This is vitally 

important because a contractor 

stands to make more profit when 

she sells material then when she 

sells just time. (And don’t throw 

up the argument to me, “Well, I 

make a heck of a lot more profit 

on service than I do installs!” Of 

course you do, but 24% of what? 

$500? Compared to 10% on 

$8,000 in sales? Don’t get fooled 

by percentages versus dollars. 

You put dollars into your bank 

account, not percentages.) 

I have seen M:L ratios on 

individual jobs as high as 19 to 1 

(a straight-out chiller replacement) 

and as low as 0.75 to 1 (service 

calls and jobs that go sour). 

But here is another dirty 

little secret: If you graph your 

data, I bet you will find a rising 

line as the M:L  ratio gets larger 

compared to profit. Let me insert 

an example of what I mean. 

Here, we see a gradually 

rising pattern of the dots as 

the M:L Ratio increases, and 

since the vertical axis is profit 

percentage, the data suggests 

that as the M:L ratio increases, 

so does the job net profit (as a 

percentage). Here, I have asked 

Excel to generate a dashed 

trend line and a “fit” coefficient 

(0.6698). This is a pretty good 

coefficient and suggests a fairly 

strong linkage between the M:L 

ratio and profit. (And if we toss 

out that first job, showing a loss, 

the coefficient rises above 0.75.) 

What if My M:L Ratio 
is Low? 

What is a “low” ratio? 

There is no correct answer, 

but the higher the ratio, the 

better. An M:L ratio of 4.25 

is better than 2.79 but weaker 

than 5.93. How high your 

ratio is will depend a lot 

on what kind of work you 

do most of the time. If you 

tend to lose by getting lots 

of labor-intensive jobs that 

never seem to end and on 

which you get a bloody nose, 

your M:L won’t look good. 

If you win lots of fast-turn 

jobs—in and out jobs, with 

lots of iron on them—your 

M:L will look great. 

So what do you do 
to get your M:L ratio 
higher than it already is? 

First, before you bid 
ANY job, when the take-off is 
done and is as accurate as you 
can make it, run the M:L ratio 
on the job. If the pre-bid ratio 
is lower than your historical 
average, the job will make you 
weaker. I wouldn’t take the 
job, but you have to make your 
own decisions here. (You only 
have a fixed pool of labor and 
you don’t want to chase every 
job in town. You can make a 
great living on 10% share of 
market if you know what 90% 
to leave alone.) 

But if the job’s M:L ratio 
is ABOVE your historical 
ratio, the job will make you 
stronger. You should go for it! 

But here is where it gets 
tricky, and let’s see why. 

The Devil is in the 
Bid Details 

Most contractors 
use a single-factor job  

 

pricing method (if they 

use any method at all).  

The single-factor method (SF) 

has been around for a long 

time and is easy to use. It is 

also poison to your business. 

Let’s take an example. 

Your historical M:L ratio is 

1.93. Not bad, but nothing to 

brag about either. A job comes 

along you have been asked 

to bid. Your takeoff shows 

material costs of $12,587 with 

labor expected to run $2,056. 

What is the job’s M:L ratio? 

12,587 / 2,056 = 6.12. That is 

WAY above your historical 

average so this job will add 

muscle to your business 

(and profits). 

Richard Harshaw

373 Atascocita Rd.  Humble, TX 77396  Phone: 281.441.6500  Toll Free: 800.423.9007  Fax: 281.441.6510 www.aspenmfg.com

Right Products
Right Features
Right Price

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

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

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

SEE HARSHAW PG.13
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Experience the difference with Century:

Shop Online 24/7 at CENTURYAC.COMCedar Park  •  Dallas •  Fort Worth  •  La Feria  •  Lewisville  •  Mansfield  •  Mesquite   •  Richardson  •  South Austin  •  San Marcos  •  San Antonio  •  Waco  •  West San Antonio
Angleton  •  Barker Cypress  •  Bay City  •  Beltway  •  Conroe  •  Lufkin  •  Gulfton  •  Humble  •  Katy  •  League City  •  Coming Soon!  Rosenberg  •  Stuebner  •  West 43rd  •  Winkler d

aPrivately-owned business
 We have the flexibility to meet your needs

aEasy Ordering
 Online, in person, over the phone - text or call!

aBetter Dealer Programs & Benefits
 We give you more perks than the standard program

aFast, friendly service
 We get you in and out so you can get back to work

aHands-on Technical Training
 With award-winning trainers

aDedicated Technical Support Team 
 Knowledgeable team to help you over the phone 

a26 Locations across Texas
 Find a location near you at CenturyAC.com

aFree Same-Day Delivery
 Call your local branch for details

aDedication to Exceptional Service
 We make it easy to do business

Call your local rep or branch today to learn about our 2020 Dealer Programs.

mini SPLITS

and everything in between

BIG PACKAGES

RESIDENTIAL • DUCTLESS • WATER HEATERS
COMMERCIAL • CHILLERS  •  THOUSANDS OF PARTS & SUPPLIES
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HVAC Pros rely on the ProPartsTM     brand 
for customer satisfaction.

THE BRANDS YOU TRUST FROM THE BRAND YOU RELY ON! 

©2020 PROPARTS • All Rights Reserved. All trademarks are the property of their respective owners.

Visit your local branch or check out our website at www.ProPartsHVAC.com.

ProParts.10.25X14.AC_Today.indd   1 1/16/20   10:12 AM
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Now let’s suppose your 

departmentalized income 

statement (more on that in a 

future column) shows that your 

installation overhead runs 36% 

of sales and you had 6% net 

profit last year. Furthermore, 

suppose the ratio of overhead to 

labor historically has run 1.42. 

What happens to the bid? 

If we use the SF method, 

we take the total job costs 

(assuming material and labor is 

everything) of $12,587 + $2,056 

= $14,643 and divide it by the 

factor (100% – GM%). Since I 

only gave you the overhead and 

historical net profit, we must add 

the overhead to the desired net 

profit on the job to get the GM% 

(here it is 46%, assuming 10% 

net profit goal). So 100% - 46% 

= 54%. The divisor must then 

be 0.58. So dividing $14,643 by 

0.54 gives a bid of $27,116. 

Let’s now run the bid using 

overhead as a KNOWN quantity 

since we know the ratio of 

overhead to labor. The job costs 

are now $12,587 for material, 

$2,056 for labor, and $2,920 for 

overhead (labor of $2,056 x an 

overhead to labor ratio of 1.42). 

Total costs are $17,563. To get 

10% profit we divide this by 1 

– 0.10 = 0.90 and bid the job at 

$19,514. 

That’s about $7,600 less 

than the SF bid. With the SF 

method, you’ll NEVER see high 

M:L jobs. What will you get? 

The lousy low M:L jobs. 

If you want to get high 

M:L jobs, you have to run the 

M:L ratio on every job after 

doing a good takeoff and using 

the second method—which I 

call “COWL” for “Covering 

Overhead With Labor”—on 

every bid. COWL helps you win 

high M:L jobs. It also makes 

your bid ridiculously high on 

low M:L jobs. But then, you 

want those jobs to go your 

competition anyway!  (And if 

you DO happen to win a low 

M:L job with COWL pricing, at 

least you’ll make money on it.) 

Try It—But Only If 
You Dare 

So try using COWL on 

every job bid and see if your M:L 

ratio does not start to steadily 

rise. If you have the courage. 

Or play it safe and keep 

bidding with SF—and winning 

those horrible low M:L jobs. 

After all, somebody in town 

must take them! 

Enjoy your success. 

Warning: You may have to pay 

more income taxes this year 

because of this. Don’t say I did 

not warn you! 

Until next column, wear 

your COWL like a good monk. 

HARSHAW con’t

AHRI Mourns 
the Passing of 
Dave Pannier

The entire HVACR and 
water heating industry mourns 
the February 1 passing of former 
ARI Chairman, former Interim 
NATE President, and former 
President of Trane Residential 
Systems David R. Pannier.  Dave 
was an industry stalwart who 
contributed to its success in ways 
large and small, always ready 
to lend his keen insights and 
energy for the betterment of the 
many organizations for which 
he was a part. Dave served with 
distinction in many roles within 
ARI/AHRI, including serving 
as Chairman of ARI’s Board of 
Directors in 2004. 

Following his retirement 
in 2009, Dave agreed to serve 
as Interim President of North 
American Technician Excellence 
in 2010, after the departure of 
longtime president Rex Boynton. 
AHRI presented Dave with the 
association’s highest honor - the 
AHRI Distinguished Service 
Award - in 2009. 

Dave’s obituary 
expressed his wish for no 
funeral or memorial service, 
but his family will receive 
friends and colleagues at 
an open house on February 
9 from Noon to 4:00pm.  
Donations in Dave’s 
memory can be made to 
the organizations listed in 
the obituary. Pictured L to 
R: 2009 AHRI Chairman 
Keith Coursin presents Dave 
Pannier with the AHRI 
Distinguished Service Award. 
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EZ SERIES ZONE CONTROLLER 
EASY TO INSTALL—NO SCREWDRIVER      
NEEDED! 

EASY TO CONFIGURE—NO CONFUSING DIP 
SWITCHES.  INTERACTIVE STEP‐BY‐STEP MENU. 

EASY TO TROUBLESHOOT—LED’S SHOW ALL 
CALLS FROM THERMOSTATS, TO EQUIPMENT 
AND DAMPER POSITION. 

BRIGHT, BACKLIT LCD SCREEN SHOWS      
SYSTEM MODE, SUPPLY AIR TEMPERATURE AND 
RETURN AIR TEMPERATURE. 

ALL MODELS ARE 3 HEAT/2 COOL.  NO NEED 
TO STOCK MULTIPLE MODELS. 

WORKS WITH ALL GAS/ELECTRIC, ELECTRIC 
HEAT PUMP AND DUAL FUEL SYSTEMS. 

ON BOARD SMART STAGING ELIMINATES THE 
NEED FOR EXPENSIVE 2‐STAGE THERMOSTATS. 

ON BOARD FRESH AIR OR ECONOMIZER      
CONTROL. 

EXPANDABLE TO 40 ZONES. 

WORKS WITH ALL 2‐WIRE AND 3‐WIRE DAMP‐

���s�ons� 
Contact Mark Evans 

806‐776‐4713 
ASK YOUR DISTRIBUTOR FOR THE XCI EZ SERIES ZONE CONTROLLER! 

Parts & Supplies 

INSTALLED KITS 
2 Zone Kit with Bypass Damper 

 

INCLUDES: 
→  21”x21”x35” - 3 Damper ComfortPLENUM 
 with Power Open/Power Close Motors 
 

→  XCI Zoning 2 - Zone Controller 
 

→  Static Pressure Controller 
 

→  40 VA Transformer 
 

→  Fresh Air Control on board 
 

THERMOSTATS NOT INCLUDED 

3 Zone Kit with Bypass Damper 

 

INCLUDES: 
→  21”x21”x50” - 4 Damper ComfortPLENUM 
 with Power Open/Power Close Motors 
 

→  XCI Zoning 4 - Zone Controller 
 

→  Static Pressure Controller 
 

→  40 VA Transformer 
 

→  Fresh Air Control on board 
 

THERMOSTATS NOT INCLUDED 

4 Zone Kit with Bypass Damper 

 

INCLUDES: 
→  21”x21”x53” - 5 Damper ComfortPLENUM  
 with Power Open/Power Close Motors 
 

→  XCI Zoning 4-zone Controller 
 

→  Static Pressure Controller 
 

→  40 VA Transformer 
 

→  Fresh Air Control on board 
 

THERMOSTATS NOT INCLUDED 

Questions??? 
Call Greg Talley 
817-937-9740 

Service Roundtable Will Host the 
International Roundtable in San Diego 

March 11th and 12th 
Coppell, Texas– Service Roundtable, 

an organization founded by a collaboration of 

leading contractors, will host the 4th annual 

International Roundtable in San Diego at the 

Mission Bay Resort on March 11th and 12th. The 

event is for Service Roundtable members only, 

but guests can attend if they buy a ticket and join 

for $10 for their first month. 

Attendees will have the opportunity to 

network with residential contractors and experts in 

the HVAC, Plumbing, Electrical and Remodeling 

industries who have built their businesses from the 

ground up and now dominate their markets. Hand-

selected group of speakers who are at the top of 

their respective industries will share how to gain 

the tools and resources successful contractors use 

to grow their companies. Speakers will touch on 

the mistakes they’ve made and the opportunities 

they’ve leveraged to achieve success. 

“We are excited to put on this exclusive 

event,” said Matt Michel, President of 

Service Roundtable. “All of our members are 

entrepreneurs. They are business owners who 

constantly strive to improve their business 

knowledge so they can become better leaders 

and lead their companies to better performance 

year after year.”   

Keynote speakers include Ken 

Goodrich, CEO of Goettl Air Conditioning 

& Plumbing; Mark Eaton, best-selling author 

and Teamwork Expert who went from auto 

mechanic to NBA All-Star; and Jim Hinshaw, 

President of Sales Improvement Professionals 

Inc., a sales training company. 

“The International Roundtable has always 

been a members-only event but this year we are 

encouraging non-members to buy a ticket and 

join for just one month,” said David Hiemer, 

Senior Vice President of Service Roundtable. 

“This is a great opportunity to get a sample of 

what Service Roundtable has to offer and how 

we can help their businesses grow.” 

 The 2020 San Diego InterRoundtableal 

Roundtable will take place on March 11 and 12 

at Mission Bay Resort at 1775 East Mission Bay 

Drive, San Diego, CA 92109. To register for the 

show, visit https://irtshow.com/irt-san-diego 

For more information on Service 

Roundtable, visit www.GoServiceNation.com or 

email success@serviceroundtable.com

Johnson Controls Introduces Integrated 
Wrap-Around Heat Exchangers for Compact 

Air-Handler Footprint 

Milwaukee  – Johnson Controls  announced 
that it has added fully integrated, factory-built 
and installed wrap-around heat exchangers 
(WAHX) to its YORK® Solution™ Indoor and 
Outdoor air-handling units, meeting a growing 
need for energy-efficient dehumidification 
methods in a compact footprint. 

Integrated WAHX offer dehumidification 
benefits for many HVAC air handling system 
applications, including schools, hospitals, 
laboratories and gymnasiums. They’re 
manufactured on the same line as YORK AHRI 
410-certified air handler coils. Johnson Controls 
guarantees the performance and reliability of the 
entire system, without need for onsite installation 
or additional manufacturing lead time. 

YORK Solution Indoor and Outdoor units 
with WAHX possess all the industry-leading 
innovations for which Solution has become 
known, including: 

• AMCA-certified fan systems, including 
both AC induction and EC motor options to 
meet project requirements for performance, 

efficiency, acoustics, size, footprint, 
serviceability and redundancy. 

• Service-friendly features such as slide-out 
coil stacking racks with removable coil pull wall 
panel, raised coil supports for easy drain pan 
access, motor removal rails, inward-swinging 
doors and inside door handles. 

• Standard Building Information Models 
(BIMs) to aid in design and engineering. 

YORK Solution Outdoor units are 
engineered specifically for use in outdoor 
environments and feature a patent-pending 
zero-penetration membrane roof system backed 
by the confidence of a 10-year roof warranty. 
They also include an exterior two-layer coating 
system with a salt spray test rating that exceeds 
2,000 hours – up to four times longer than other 
paint systems. YORK Solution Outdoor units 
are the first semi-custom air handlers to offer 
a full-length integral factory-installed service 
vestibule, providing convenient, safe service 
access with full protection from inclement 
weather conditions. 

Wrap-around heat exchangers now available on YORK® Solution™ 
Indoor and Outdoor units 

Product News
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Contact your sales representative or visit a participating Baker today!

ARLINGTON
2350 E Arbrook Blvd
(469) 540-7050  

AUSTIN
3203 Longhorn Blvd
(512) 836-9351  

BAYTOWN
4104 Allenbrook
(281) 420-1120   

BROWNSVILLE
1931 Anei Circle
(956) 546-4501  

BRYAN
405 Dellwood
(979) 822-1334  

CORPUS CHRISTI
217 44th St
(361) 904-0921  

DENTON
3923 Morse St
(940) 382-9622  

FORT WORTH
2300 Franklin Dr
(817) 625-1562   

HOUSTON
13903 Muscatine St
(713) 453-8129  

HOUSTON
6605 Roxburgh Dr
(832) 626-1462  

HUMBLE
451 Artesian Plaza Dr
(281) 540-1044  

KATY
1231 Price Plaza Dr
(281) 578-5275  

KILLEEN
2931 Atkinson Ave
(254) 554-6046  

LAREDO
2822 E Bustamante St
(956) 727-0928  

LEAGUE CITY
214 Newport Blvd
(281) 332-0614  

LEWISVILLE
845 N Mill St
(972) 434-3648  

LONGVIEW
420 A Enterprise St
(903) 759-3722  

MCALLEN
517 East Cedar
(956) 686-9561  

MCKINNEY
330 Industrial Blvd
(972) 548-9706  

NACOGDOCHES
2816 South St
(936) 560-0565  

PLANO
624 Krona Dr
(972) 398-6292  

ROSENBERG
1117 Avenue G
(281) 342-9752  

SAN ANTONIO
7007 Fairgrounds Pkwy
(210) 987-5501  

SAN ANTONIO
523 Urban Loop
(210) 222-8007  

SAN MARCOS
4794 Transportation Way
(512) 396-4076  

TEXARKANA
1009 N Robison Rd
(903) 794-2616  

TEXAS CITY
831 Hwy 146
(409) 948-2800  

TYLER
13225 Kallan Ave
(903) 534-9086  

WACO
630 Texas Central Pkwy
(254) 757-3737  

Superior Service...
Solid Solutions for over 75 years

• NOW OFFERING •

www.bakerdist.com



MARCH 2020, AIR CONDITIONING TODAY, PAGE 17

Conditioned air reimagined

Your customers expect a comfortable indoor environment that goes beyond temperature control and 
promotes overall well-being. Panasonic has developed a unique air-conditioning system that not only 
heats and cools, but purifies indoor air by neutralizing pollutants and odors in an entirely new way. This 
patented technology even helps moisturize your hair and skin.   

Learn more at DuctlessComfortRedefined.com

CLIENT: Panasonic TRIM: 10.375" x 7"

AD: Conditioned Air Reimagined BLEED: N/A

PUB: Air Conditioning Today, Mar. 2020 issue LIVE: N/A

JOB#: 823524 FILE NAME: Pana_HVAC_0320_AC_Today_823524.indd

1422 GRAND STREET, STUDIO 3D  |  HOBOKEN, NJ   |  07030  |  201.408.5056                                                                           WWW.BRANDVOICEAGENCY.COM

The Duct-Free Zone
Mini split installation / service aids 

and accessories I consider necessities: Mini 

splits have become so popular that their sales 

and installations increased annually by double 

digits and as a result, an onslaught of mini split  

installation / service aids and accessories have 

hit the market…some good, some not so much, 

but a few I consider necessities.  

Here are some that I consider to be 

necessities… 

First has to be a surge protection device. 

I’m always shocked (pun intended) when I’m 

conducting a GREE mini split class and I 

bring up my strong recommendation for surge 

protection, many installers and technicians 

never considered it and / or heard of it before 

as it relates to HVAC equipment.  

A surge protection device will protect 

equipment and the control boards within 

equipment from damaging voltage surges 

whether it is man-made in the form of 

something internal to the grid or an act of God 

like a lightning strike.  

In my own home, I have an older inverter 

mini split that heats a four-season room (a glass 

enclosed deck if you will). The compressor 

fried on its own not long ago but because I had 

a surge protector on the system, it did not take 

out the board along with it.  

How do I know the surge protector saved 

the board? Easy, the surge protector has a little 

green LED light that illuminates as long as 

the surge protector is not spent (most are one 

and done). In my case, the surge protector was 

spent, clearly sacrificing itself in order to save 

the board when the compressor fried. 

Pretty impressive! 

Those of you who know me or read this 

column regularly know that I preach as small 

business people we always must do everything 

we can to limit our liability…to isolate and 

insulate ourselves and our businesses from 

liability. A surge protector, a component that 

in most cases nets out to you for less than 

$100.00, can save you thousands of dollars in 

lost equipment and liability expenses. 

What are liability expenses? A lawyer! 

We all put little stickers on equipment that 

we have installed that says, “when you need 

service, call ACME Heating & Air.” It’s how 

we get repeat business…it’s something all 

contractors have done since time immemorial 

but that sticker has the potential to take you 

from being the installer to the defendant when 

that equipment is destroyed by a power surge.  

We live in the GREATEST country in the 

world…we do! The problem however, is that we 

have a very flawed judicial system that allows 

for people to make false and fraudulent claims 

against our little mom and pop HVAC companies 

and we need to protect ourselves from that 

potential…a surge protector does just that! 

I have used the Intermatic AG3000 

for many years and recently used the new 

Rectorseal RSH-50. I see where my friends 

at Diversitech have introduced the Surge-

Trap surge protector. Any one of these 

products should be included in every mini split 

installation no matter where that installation 

is taking place. Lightning strikes are most 

predominant in Florida and Texas but they 

are not limited to those states and internal 

surges can, and do happen everywhere, so 

surge protection is NOT a specific geographic 

need…its needed EVERYWHERE! 

My second item would be a proper flaring 

tool. I spoke to this in my October, 2018 edition 

of this article. You can see all my previous 

articles at this address: https://espcotraining.

com/posts/hvac-news/ 

The next item I want to address is a service 

related item…a product that makes cleaning 

the mini split evaporator coil and blower wheel 

relatively simple and easy.  

The SpeedClean Mini Split Bib Kit and the 

Rectorseal Desolv Cleaning Kit both allow for 

the cleaning of the indoor unit coil and blower 

wheel WITHOUT extensive disassembly of 

the indoor unit and WITHOUT any damage to 

finished walls and finished floors.  

They are both very similar in that they 

provide what I call a mini split diaper…the 

diaper essentially creates a basketball hoop 

effect around the bottom of the indoor unit. 

The bottom of the diaper is then directed into 

the 5 gallon bucket in which it was packaged 

and then the cleaning process begins. The two 

products are a bit different in how the diaper 

attaches but they both provide a water tight 

seal that allows power washing of the coil and 

blower  wheel with all fluids being directed 

into the bucket…INGENIOUS! 

Gerry Wagner
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   

SEE WAGNER PG.B12



Jim Hinshaw

Just put into motion a big 

event!  May has a good friend 

who happens to be one of 

the top realtors in the nation.  

Actually #7 in the nation for 

Berkshire Hathaway a couple 

of years ago.  Out of about 

45,000 nationwide.  She is 

based out of AZ, routinely lists 

and sells multi-million dollar 

homes.  Just to be clear, our 

home is not in that category, 

as I said she is a GOOD 

friend.  Some may ask, why 

are we selling?  We want to be 

more out in the country, with 

some land.  Wait, we did that 

in Colorado.  It was perfect 

except for the winter, which 

lasted almost 6 months.  But 

this is not about us.  It is about 

a professional salesperson, 

Dee Dee Nadler.   

Dee Dee started real estate 

sales in 1987 with Coldwell 

Banker, staying there over 9 

years.  By year three she had 

her own office, specializing 

in executive relocations.  She 

quickly became one of the top 

three agents in Arizona.  From 

there she moved to Realty 

Executives, where she worked 

for over 16 years.   

She then looked at the 

market, decided to move to 

another company, interviewed 

7 before deciding on Berkshire 

Hathaway.  I asked her why 

she settled on them, she said 

they were owned by Warren 

Buffett, one of the smartest and 

wealthiest men on the planet, 

seemed like it made sense.  

She has now been at Berkshire 

Hathaway for 7 years, again as 

a relocation specialist.   

Remember the savings 

and loan meltdown a couple 

of decades ago, which led 

to people sending their keys 

to their home back to the 

bank.  Then they did not trash 

the home  the way they do 

today, but the banks found 

themselves in a position of 

home ownership that they 

not only did not want, but did 

not expect.  Dee Dee worked 

with a lot of the major banks 

in Arizona as well as other 

financial institutions, helping 

them to clear out the unwanted 

inventory.  Another specialty 

she created when the market 

needed an expert in that area.   

So I asked Dee Dee what it 

takes to be a great sales person, 

not limited to real estate.  She 

answered quickly, being a 

good listener!  Wow, I share 

that from the front of the room 

often, good to hear it from 

another source.  Secondly, 

know your inventory, what 

is available.  Get up to speed 

on the marketplace, where the 

good schools are, become an 

expert.  And finally, realize 

women are the decision 

makers.  She told me she had 

only sold a couple of homes in 

the last decade to men, almost 

always the woman was the 

decision maker.   

How does this apply 

to us?  First, start with the 

listening concept.  I have said 

many times, one mouth, two 

ears, use them in that same 

relationship.  Listen more than 

you talk.  We used to say, we 

can talk them into a sale.  Not 

true today, today we listen 

them into a sale.  Listening will 

set you apart and builds trust, 

which is critical for the sale.  

Until they like, believe and 

trust you, it ain’t happening.     

Secondly, know your 

products, and the marketplace.  

Know what systems make 

sense in your area, who has 

rebates available, what the 

utilities are offering (anything 

from a rebate to reduced 

costs for specific installs), 

and in addition know what 

the competition is offering.  

There may a new box from 

a brand that you don’t sell 

that may be a game changer, 

be sure you know how it 

works and what to say in 

response to the customer who 

is asking about it.  You and I 

know the install makes all the 

difference in the system, the 

consumer doesn’t.   

It’s On My Heart: Big Event!

SEE HINSHAW PG.B12

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!”

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

For more information please 
contact him at Sales Improvement 
Professionals, Inc., 18245 N. 
66th Way, Phx, AZ, 85054;  
Office Phone: 970-635-5675;  
Cell Phone: 602-369-8097, or 
visit www.siptraining.com; or on 
Facebook: Sales Improvement 
Professionals, Inc
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Austin
512.251.0014

Dallas
469.263.1000

Houston
832.328.1010

San Antonio
210.340.2533

*Restrictions may apply. Visit or call your local store for more details.

YOUR 
MINI SPLIT 
SYSTEM 
EXPERTS.
As the official Daikin OEM Parts 
Distributor, HTS Texas Parts & 
Aftermarket offers competitive 
pricing and the best-trained 
staff who are ready to provide 
timely solutions for your 
maintenance and repair needs.

DAIKIN APPLIED 
PARTS NOW THROUGH 

MARCH 31, 2020

With six free-to-the-contractor programs, you can choose which 

programs you want to offer and when you want to offer them, all 

without menus and swipe fees. Contractors who consistently offer 

financing can close 30-50% more projects than those who don’t.

It’s time to close more sales with bigger profits.

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

Win More Business  
With the Right Combination  

of Programs 
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We Have a WiFi Thermostat for 
Every Budget and Every Application.

Find Venstar products at the HVACR distributor below.

Explorer Mini Explorer ColorTouch WiFi Temp Sensor

At work, school, or home, WiFi technology has never been more flexible or affordable.

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

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, geofencing, 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. 

www.venstar.com

Venstar_EveryBudgetAppl_ACT_TX_F4.qxp  12/20/19  5:01 PM  Page 1
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CENTRAL AC SUPPLY
1101 UVALDE RD

HOUSTON, TX 77015
(713)451-8800

 
CENTRAL AC SUPPLY
10561 TELEPHONE RD
HOUSTON, TX 77075

(832)940-1501 

SUMMER
HOURS:
8AM - 7PM

MONDAY - SATURDAY 

BEST CUSTOMER
SERVICE, GUARANTEED.

YOUR ONE STOP
SOLUTION!

Construction Employment Increases by 44,000 in January 
and 142,000 Over 12 Months as Industry’s Unemployment 

Rate Sets New Low for January

Johnson Controls announces 
North American Rooftop 

Unit Roadshow

Construction employment increased by 44,000 jobs in 
January and by 142,000 over the past 12 months, as the industry’s 
unemployment rate hit a new January low, according to an analysis 
of new government data by the Associated General Contractors of 
America. Association officials noted that the employment gains are 
happening at a time when most construction firms expect demand 
for all types of construction to remain strong.  

“Construction accounted for one-fifth of all jobs added in 
January, even though the industry makes up less than five percent 
of total employment,” said Ken Simonson, the association’s chief 
economist, noting that the industry’s increase was the largest in a 
year. “Some of the gains may reflect unusually mild winter weather 
in much of the nation, but contractors are unquestionably optimistic 
about the year and plan to continue hiring.”  

Total construction employment climbed to 7,593,800, the 
highest level since August 2007, with gains in both residential and 
nonresidential employment. The 1.9 percent growth in construction 
employment between January 2019 and January 2020 outpaced the 
1.4 percent increase in total nonfarm payroll employment. Average 
hourly earnings in construction – a measure of all wages and 
salaries – increased 2.9 percent over the year to $31.19. That figure 
was 9.7 percent higher than the private-sector average of $28.44.  

Simonson observed that both the number of unemployed 
workers with recent construction experience – 515,000 – and the 
unemployment rate for such workers – 5.4 percent – were the lowest 
ever for January in the 21-year history of those series. He said these 
figures are consistent with reports from contractors as part of the 
association’s annual outlook that experienced construction workers 
are hard to find.  

Association officials said construction firms report they plan 
to continue adding jobs in 2020 amid what it expected to be strong 
demand for all types of commercial construction services. But 
they cautioned that 81 percent of contractors also report having 
a hard time finding enough qualified workers to hire. These 
workforce shortages could impact construction schedules and 
costs, the officials warned. They called on Congress and the Trump 
administration to boost funding for career and technical education, 
expand Pell Grant eligibility and enact immigration reform to help 
address labor shortages that threaten the sector’s future growth.   

“As these figures make clear, the construction sector is 
making an outsized contribution to overall economic growth,” said 
Stephen E. Sandherr, the association’s chief executive officer. “But 
if construction firms can’t find enough people to hire to keep pace 
with demand, then future economy growth could be at risk.” 

Milwaukee —Johnson Controls announced its 2020 “Game 
On” Roadshow, featuring rooftop HVAC systems from Johnson 
Controls, TempMaster® and YORK®. Beginning March 4th in 
Richmond, VA, this tour will bring the comprehensive and newly 
extended rooftop unit portfolio to locations across North America, 
including Los Angeles, Toronto, Atlanta, and more.  

As part of the tour, the 53’ “Game On” trailer will house full-
size displays of Choice 15-27.5T and Select 27.5-50T units to give 
visitors hands on interactions with the equipment. The agenda will 
also include engaging interactive experiences featuring the Premier 
25-50T rooftop platform, Variable Air Volume Products (VAV), 
the Verasys Building Controls System and the Rooftop Center of 
Excellence for design and manufacturing. 

With events held in more than 25 states, the “Game On” 
Roadshow is part of Johnson Controls overall commitment to 
customer success and innovation, including the recent opening of 
their Norman, OK Rooftop Center of Excellence, a 900,000 square 
foot laboratory and manufacturing space.  

For more information and to register for the “Game On” 
Roadshow, visit:  www.johnsoncontrols.com/gameon  

www.york.com/gameon  
www.tempmaster-hvac.com/gameon  

Average Hourly Earnings in Construction Top Private Sector Average by 9.7 Percent as 
Construction Firms Continue to Boost Pay and Benefits in Effort to Attract and Retain 

Qualified Hourly Craft Workers

“Game On” Roadshow will travel to more 
than 25 states in 2020, featuring  Johnson 

Controls HVAC solutions
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Watch the  video  Visit info.friedrich.com/fastpro
*Faster than similar installation, cleaning and service performed on standard ductless wall-mounted units.

THE EASIEST
DUCTLESS 
TO INSTALL, 
CLEAN 
AND
SERVICE

DESIGN 

Friedrich FastPro® design makes installation easier and gives you the fastest access
to the parts and components that typically require cleaning and service.  Available on 
Friedrich Floating Air® Premier and Pro Series.

BECOME AN ELITE FRIEDRICH DUCTLESS DEALER

Elevate your business and earn valuable rewards as a Friedrich Advantage Dealer. 
Get valuable partner discounts, service training, warranty benefi ts, lead generation, 
and much more.

Visit advantage.friedrich.com
Or call 1-866-623-7822

45%
FASTER*
TO CLEAN

40%
FASTER*
TO INSTALL

50%
FASTER*
TO SERVICE

Friedrich_AC Today_March_2020.indd   1 2/20/2020   1:23:15 PM

Fujitsu Introduces New 
VRF DX-Kit for Air Handling 

Applications

Friedrich Introduces Wi-Fi Technology for Ductless Split Systems 

Fujitsu General America, Inc., has introduced new DX 
Kits, enabling installers of Fujitsu Airstage VRF systems to 
incorporate third-part air handling units and fan coils into a VRF 
system or connect them to a dedicated Fujitsu VRF outdoor unit 
as a 1:1 system.   

Various control strategies are available such as control 
by air discharge sensor or return air temperature sensor when 
connected to air handling unit or fan coil unit.  The system can 
also be controlled via Modbus interface for integration into a 
BMS system. 

The new DX-Kit supports a wide range of capacity classes, 
from 18,000 to 168,000 BTU/h.  Two EEV units can be connected 
in parallel for up to 168,000 BTU/h large capacity units. 

There are a variety of control options to match the 
application.  Central control can be achieved using the Airstage 
VRF controllers or central management (BMS) controller.  
External, third-party controls can also be used. 

The system provides many inputs and outputs, and is 
connectable to Airstage VRF series J-IIIL, J-IIS, J-II, V-II  
and VR-II.   

For more information, visit www.FujitsuGeneral.com 

or contact your local Fujitsu rep/distributor or your Fujitsu  

sales engineer. 

San Antonio, Texas–Marking a first for the U.S. air 
conditioning market, Friedrich Air Conditioning Company, a 
leading U.S.-based manufacturer of heating, cooling and other 
room air conditioning products, is unveiling built-in Wi-Fi 
capabilities for its Floating Air® Series ductless split systems. 
Available in March for the company’s Premier and Pro wall-
mounted and Pro ceiling cassette models, Friedrich is showcasing 
its latest Wi-Fi-enabled ductless products at the AHR Expo 2020 
held in Orlando, Florida, Feb. 3-5. 

 Friedrich’s latest efforts to pioneer integrated Wi-Fi 
capabilities will help drive even greater demand for ductless 
among U.S. residential and commercial customers looking for 

the ultimate in air conditioning convenience and control. With 
Friedrich Wi-Fi-enabled Floating Air Series models, users 
can control their system from anywhere anytime using the 
FriedrichGo™  app to easily adjust settings or power their units 
off and on using their smartphone or other connected device. 
FriedrichGo also is compatible with Amazon Alexa or Google 
Home for voice-controlled convenience.  

Already, ductless has taken the market by storm as an 
effective way to heat and cool indoor environments that allows 
for more precise temperature control, greater efficiency and quiet 
operation. While ductless systems have traditionally been used 
in spaces that don’t have existing ductwork, such as attics and 

basements, their popularity as a whole-home solution and for 
mixed-use commercial spaces continues to show strong growth. 
Flexibility to scale and “right size” ductless systems to the needs 
of a space along with cost saving of room-by-room control is 
driving interest among customers who view them as a smart 
solution when compared to all-or-nothing central air systems.   

 “In many circumstances, ductless is simply the wisest 
choice and now we’ve just made it that much smarter,” said TJ 
Wheeler, Friedrich Vice President of Marketing and Product 
Management. “Friedrich’s integrated Wi-Fi technology takes the 
convenience, efficiency and control that customers already love 
about ductless to a whole new level.” 

Built-in Wi-Fi capability is just the latest ductless system 
innovation spearheaded by Friedrich. Last year, the company 
unveiled a number of advancements benefiting the HVAC trade, 
including introducing FastPro® technology designed to make 
ductless system installation, cleaning and servicing up to 50% 
faster, easier and more convenient for its Floating Air Pro and 
Premier Series. For more information about Friedrich’s complete 
offering of ductless split system solutions, visit https://www.
friedrich.com/products/professional/ductless-split-systems. 

Ductless products with built-in Wi-Fi marks a first for the U.S. A/C industry

Product News

Your message here 
could have reached over

20,000
PROSPECTIVE CUSTOMERS

Not too bad for 
just one sales call
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Coburn Supply Sure Comfort Dealer Meeting 
Coburn Supply held their Sure Comfort Dealer Meeting at the Royal Sonesta Hotel in New Orleans on January 17th-19th.

The Dealer Meeting had a vendor fair, hospitality suite, meeting, dinner and awards.
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Coburn Supply RUUD Dealer Meeting 
Coburn Supply held their Sure RUUD Dealer Meeting at the Royal Sonesta Hotel in New Orleans on January 31-February 2

The Dealer Meeting had a vendor fair, hospitality suite, meeting, dinner and awards. 
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o Introducing Coleman® 

Point™ Choice rooftop 
units, the most economical 
comfort cooling in the 
15-27.5 ton range. 

YOU HAVE MANY OPTIONS. 

BUT THERE’S ONLY ONE CHOICE.  

VISIT OUR JOHNSTONE SUPPLY BEAUMONT, CONROE 
AND HOUSTON LOCATIONS FOR ALL YOUR COMMERCIAL 

EQUIPMENT NEEDS. 

In a sea of sameness, Choice rooftop units provide 
a superior solution for economical comfort cooling. 

 Save money at the beginning of the project with 
lower up-front costs – including direct replacement of 70% 
of the competitive installed base without a transition curb. 
 

 Reduce building design requirements with a unit 
that’s up to 22% lighter than competing products. 
 

 Achieve lower operating costs over the lifetime 
of the unit with nearly 15% higher IEER ratings 
than some competitive high-efficiency units. 
 

Choice rooftop units make your rooftop choice easier than ever. 

Call your local Johnstone Supply or Visit www.JohnstoneSupply.com/39 

enduring legacy by providing long-lasting comfort you can count on. enduring legacy by providing long-lasting comfort you can count on. 

BEAUMONT
675 M.L. King Pkwy, 77701

Phone: (409) 832-7409
Fax: (409) 832-1462

HOUSTON
2120 Shepherd Drive, 77007

Phone: (713) 868-8967
Fax: (713) 868-3045

HOUSTON
5985 South Loop East, 77033

Phone: (713) 645-0085
Fax: (713) 645-7498

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

Fax: (713) 952-0865

HOUSTON
15631 Blue Ash, #160, 77090

Phone: (281) 872-5200
Fax: (281) 872-4848

HOUSTON
6630 Roxburgh Dr Ste #175, 77041

Phone: (713) 466-5716
Fax: (713) 466-7530

KATY
22110 Merchants Way, Ste. 100, 77449

Phone: (713) 803-6240
Fax: (713) 803-6250

STAFFORD
10650 West Airport Blvd Ste. 180, 77477

Phone: (281) 988-5584
Fax: (281) 988-953

Now Open! 
CONROE

800 Old Montgomery Road Ste 200
Conroe, Texas 77301
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- Real Estate Purchases -
- Business Acquisitions -

- Refinance -

Business Loans for

HVAC
Contractors

Learn more at 910.807.7247 or liveoakbank.com/hvac

Financing can be frustrating. We've 
created a straightforward lending 
experience to help you get the money 
needed to reach your goals and avoid 
costly mistakes.

Live Oak Bank  
Service contractors finally have a bank 

on their team who not only understands their 
business but has created an entire department 
dedicated to lending money to HVAC, 
plumbing and electrical service businesses. 
Live Oak Bank is a unique financial 
institution that specializes in lending to 
privately held businesses by way of the 
Small Business Administration’s (SBA) 7(a) 
lending program.  By utilizing the SBA 7(a) 
program and establishing industry focused 
lending divisions, Live Oak Bank has 
been successful in establishing themselves 
leaders in SBA lending.  The Live Oak Bank 
service contracting department was created 
in 2018 in order to provide capital to what 
has historically been an “under banked no 
man’s land.” 

Up until now, service contractors have 
had extreme difficulty convincing traditional 
banks to lend them money.  Service 
contracting businesses, by design, do not own 
vast amounts of expensive assets, such as 
machinery and equipment, of which traditional 
banks can use as collateral.  Without sufficient 
collateral, traditional bankers are not going 
to lend money.  This is where the combined 
expertise of Live Oak Bank and the SBA 
7(a) lending program come into play.  The 

SBA 7(a) lending program enables the SBA 
to provide government guaranteed loans and 
lessen the exposure for banks.  Backed by the 
SBA, Live Oak Bank is able to make loans to 
privately held businesses that lack collateral.  
Should a loan go bad, the bank is protected 
and therefore can place significantly less 
emphasis on collateral. 

With Live Oak Bank’s focus on service 
contractors, an owner of a business can 
actually cash out on the day of the sale now 
that the buyer can borrow the money needed 
to buy the business.  This ends the age-old 
dilemma of the seller being forced to carry a 
seller’s note and hoping the buyer continues 
to pay.  In addition, owners are now able 
to purchase other businesses by borrowing 
the money without having to dip into their 
capital.  The financing that Live Oak Bank 
offers under the SBA 7(a) lending program is 
a game changer for buying and selling service 
contracting businesses whether the sale is to 
an employee, family member or third party. 

In addition to lending money for business 
transactions, Live Oak Bank understands 
that growing a service contracting business 
requires working capital or capital to expand 
into a larger facility. The service contracting 
department lends working capital and real 

estate loans to HVAC, plumbing and electrical 
contractors.  Additionally, some service 
contractors may find themselves struggling 
under unfavorable terms assocated with 
pre-existing loans.  Refinancing pre-exiting 
debt is also an option with Live Oak Bank.   

The SBA 7(a) lending program was 
created to aid privately held businesses and 
is administered by the United States Small 
Business Administration. There are myths 
and half-truths that exist regarding the SBA 
including the time involved to secure a 
loan.  The reality is that the process could 
be cumbersome to a bank that is unfamiliar 
with the program.  Live Oak Bank is a part of 
the Preferred Lender Program, meaning they 
were approved by the SBA as a partner and has 
the authority to make final credit decisions, 
which can both simplify and speed up the 
loan process.  Like an HVAC contractor that 
does a lot of full system replacements, they 
understand the process and know how to get 
loans approved efficiently. In 2019, Live Oak 
Bank was the highest volume SBA 7(a) lender.  
If you have any questions regarding Live Oak 
Bank’s service contracting department, call 
Brandon Bolen at 910-550-2858.  Brandon is 
the vice president of the division and speaks 
with contractors all day long.  He not only 

understands SBA lending, he understands 
your business as well and would be happy to 
discuss your financing needs. 

Brandon Jacob’s career as a CPA for 
30 years includes extensive experience in 
business valuations, exit strategies and 
business transactions.  Specific to the 
contracting trades, Brandon has over 20 years 
of assisting in the valuation, sale and purchase 
of contracting businesses of all sizes. Brandon 
currently operates Contractors Financial 
Opportunity, LLC (www.Contractorscfo.
com) a financial consulting firm specializing 
in businesses valuations, exit strategies and 
transactions for contracting businesses of all 
sizes.  Brandon has had numerous industry 
speaking engagements and multiple articles 
published within his area of expertise and has 
published two contracting specific books: For 
What It’s Worth (www.Forwhatitsworthbook.
com) which explains in detail how to value 
air conditioning and plumbing businesses 
and Operation Exit Strategy (www.
Operationexitstrategy.com) which goes 
beyond valuations and explains what a 
business owner must in order to successfully 
sell a business. Brandon can be reached at 
713-443-8311 or by email at Brandon@
contractorscfo.com. 
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Shop Online 24/7 at CENTURYAC.COMAngleton  •  Barker Cypress  •  Bay City  •  Beltway  •  Conroe  •  Lufkin  •  Gulfton  •  Humble  •  Katy  •  League City  •  Coming Soon!  Rosenberg  •  Stuebner  •  West 43rd  •  Winkler
Cedar Park  •  Dallas •  Fort Worth  •  La Feria  •  Lewisville  •  Mansfield  •  Mesquite   •  Richardson  •  South Austin  •  San Marcos  •  San Antonio  •  Waco  •  West San Antonio d

  CASHBACK REBATES START MARCH 1ST

  0% FOR 60 MONTHS 
FINANCING PROGRAM

  MORE CENTURY DEALER PERKS

  THOUSANDS OF PARTS AND 
SUPPLIES IN STOCK - TODAY!

  DEDICATED EMPLOYEES HELPING 
YOU GET WHAT YOU NEED

Experience the difference with Century:

aPrivately-owned business
 We have the flexibility to meet your needs

aEasy Ordering
 Online, in person, over the phone - text or call!

aThousands of parts and supplies in stock
 We have what you need - today

aFast, friendly service
 We get you in and out so you can get back to work

aState-of-the-art Training Center
 Functioning systems for hands-on learning

aDedicated Technical Support Team 
 Knowledgeable team to help you over the phone 

a26 Locations across Texas
 With convenient locations across Houston

aFree Same-Day Delivery
 Call your local branch for details

aDedication to Exceptional Service
 We make it easy to do business

OUR JOB IS TO
MAKE YOUR JOB EASIER

EXPERIENCE THE CENTURY DIFFERENCE

CALL YOUR LOCAL REP OR BRANCH TODAY TO  
LEARN ABOUT OUR 2020 DEALER PROGRAMS
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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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HVAC Industry’s Nortek Air Solutions Partnership with Local Charity
Grows Stronger in Oklahoma 

Kingfisher, Okla.- After a 
typical morning working at the HVAC 
industry’s largest manufacturer of 
custom air handling equipment on 
Feb. 4, 30 Nortek Air Solutions 
(NAS) executives, engineers and 
factory employees finished their 
work day handling paint brushes and 
brooms at the Filters For Life (FFL) 
center, Kingfisher, Okla.  

The community service effort 
to spruce up the 10,000-square 
foot air filter fabrication facility 
was just another checklist item in 
NAS’ ongoing corporate volunteer 
partnership with the FFL’s non-profit 
charity owner, Center of Family 
Love (CFL), Okarche, Okla. 

The partnership illustrates NAS’ 
corporate philosophy “To Create a 
Better Tomorrow Every Day.” It also 
mirrors a growing U.S. trend where 
businesses aren’t just workplaces, 
but also functioning community 
support organizations.  

CFL provides direct-care for 
more than 130 adults living with 
intellectual and physical disabilities, 
many of whom reside at the 39-year-
old organization’s 11-building, 
20-acre Okarche campus. Believing 
that everyone has talents, abilities 
and a true purpose in life, regardless 
of the challenges they face through 
their disability, CFL has created 
career opportunities for residents in 
viable, self-sustaining businesses, 
such as the FFL and Kristy Lyn’s 
Flowers & Gifts, the charity’s retail 
giftshop and garden center that also 
received NAS’ updates on Feb. 4.  

It’s the FFL where the budding 
partnership blossomed. NAS’ Kevin 
Flynn, vice president of engineering 
and a parent with a disabled child, 
volunteered engineering expertise 
to convert the FFL from handmade 
pleated air filters to an automated shop 
using high technology equipment 
donated and commissioned by 

NAS. Consequently, the FFL, 
which has a contract with the 
Oklahoma’s Office of Management 
and Enterprise Services (OMES) 
to provide replacement air filters to 

all state building HVAC systems, 
will easily meet its quotas with the 
ensuing productivity increases. 
Furthermore, the 22 FFL workers 
have replaced strenuous labor tasks 
with more push-button automation. 
The uptick in production will soon 
allow NAS to also purchase FFL’s 
surplus pleated fabric air filters for its 
Temtrol® commercial air handlers 
it manufacturers at its nearby 
300,000-square-foot Okarche plant.  

Flynn eventually introduced 
Buddy Doll, NAS’ group president to 
CFL; now many employees volunteer 
at CFL in various levels including 
mentoring. Consequently, NAS is 
the charity’s most influential partner. 
“Our partnership with NAS is one of 
the biggest blessings to our ministry. 
Not only are they helping us improve 
facilities; they are truly fulfilling 
every aspect of what a partnership 
can be between a corporation and 
a charity,” said Debbie Espinosa, 

CFL’s President and CEO. “We are 
beyond grateful for the financial 
support and expertise provided by 
NAS, and while they could’ve just 
left it at that, they continue to share 
their time and energy, playing a 
crucial role in our community and 
in our residents’ lives. NAS’ actions 
demonstrate what a partnership is 
truly about.”        

“When two great organizations 
come together, they can make a 
difference for people who just need 
the opportunity to do great things, 
too,” said NAS’ Doll. “The CFL 
partnership has also changed the 
lives of our employees too. Giving 
back to such a worthy cause,  
has left a lifetime impression on  
our employees.”  

The community service day, 
which is one of many planned for 
2020, concluded with a fellowship 
reception attended by NAS, CFL 
employees and CFL residents on the 

Equipment, expertise and other volunteer efforts help modernize the Center of Family Love’s HVAC air filter
fabrication plant for the charity’s disabled adult workers.

Center of Family Love (CFL) 
resident Allen K. (left) paints 

a new filter fabrication station 
area yellow with Nortek 

Air Solutions (NAS) Group 
President, Buddy Doll on Feb. 4. 

INTRODUCING YJACK™.
FOR A MORE CONNECTED TECH.

To learn more, connect at 
www.yellowjacket.com.

YJACK™ Series sensors work together to provide total 
system diagnostics with wireless convenience. They use 
Low-Energy Bluetooth® (BLE) technology to link with any 
Android or iOS device running the YJACK VIEW™ app, 
or with our P51-870 Series Digital Manifolds.

REMOTE SENSORS AND MEASUREMENT TOOLS FOR 
FASTER, MORE ACCURATE SYSTEM DIAGNOSTICS.

YJACK™ REMOTE SENSORS WITH 
YJACK DEW™ EXTEND THE REACH 
OF YOUR SYSTEM TESTING. 
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Johnstone Supply Grand Opening In Conroe 
Johnstone Supply held a Grand Opening Celebration at their new location in Conroe TX. The event had a vendor fair, lunch and prizes.

The new location is at 800 Old Montgomery Rd, Suite 200, Conroe TX 77301.  
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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  

 

 

 

 

 

TACCA Training Opportunities for 2020
Need an HVAC CE course or license prep course? TACCA has been the leader in education for the HVAC 
industry in Texas for more than 50 years. We offer eight (8) hours of state-approved continuing education 
for contractors. Our instructors are knowledgeable and receive high ratings from our course attendees.

See page B14 for the next continuing education opportunity for each area.

License Exam Prep Classes for 2020
TACCA recently sent out a survey to all students who took the exam prep course in the last two years. 

Preliminary results reflect a pass rate of 70-percent, almost double the TDLR reported overall pass rate of 
38-percent. Read what students have said after taking our course.

“The instructor was awesome and I passed the exam on my first try with an 89.”

“The most valuable information was the test taking strategy discussion.
That made all the difference in taking the test.”

”I just thought I would let you know that after taking your weekend preparatory class last weekend I had 
both class A tests scheduled for Monday and Tuesday. I passed environmental air with an 87.5 and 

commercial refrigeration with a 93.3! Your class was extremely helpful.”

“I want to thank you for your expertise on your class. I do believe it makes the difference in passing the 
State HVAC/R licensing examination.”

Mapping out your pathway to licensure? See the next classes on page B13.

TACCA Welcomes the 
following new members. 
Thank you for your support! 

Johnson Supply – Austin

Chilly Air Services – 
Round Rock

B & MS Construction, Inc. – 
Dickinson

J&S A/C and Heating Service – 
Lancaster

Thermal Heating and Cooling – 
Spring

Triple D Heating and 
Air Conditioning – Houston

 

 

 
 

 

 

 
  

 

The Texas Air Conditioning Contractors Association (TACCA) is a contractor-focused organization 
committed to assisting its members be licensed, quality contractors recognized for professionalism, 
excellence and superior customer service in their communities. With more than 50 years’ experience 
helping contractors benefit from programs that include technical training, state-approved continuing 
education and advocacy at state and local levels, TACCA continues to set the standard for the HVAC/R 
trade in Texas.

TACCA 2020 Board of Directors
TACCA’s Board of Directors elected new officers on February 7, 2020. 
We are thankful for this group of volunteer leaders and are looking 
forward to a great year! Congratulations and thank you for all you do for 
the HVAC industry!

President James Barry with Doctor Cool & Professor Heat
Vice President Nick Watkins with Air-Tech Heating & Air Conditioning
Treasurer Roland Arrisola with Stan’s Heating and Air Conditioning
Secretary Mark Gatewood with ABC Home & Commercial Services – Austin
Immediate Past President Roy Jones with Armstrong Mechanical 
Region Directors: Merle Aaron, Jr. – Aaron Mechanical, Rob Elolf – Environmental Air Systems, Allison Hale 
– SOS Mechanical, Mike Krause – Paradise Air, Justin Lauten – Total Air and Heat, and Gregg Zinsmeyer – 
A/C Technical Services
Associate Directors: Richard Lockard – INSCO and Brad Merchant – Standard Supply

Getting to know TACCA’s 2020 President James Barry

Curious about our new president? We were, too. We caught up with him recently and 
had a chance for a little Q&A.

TACCA: What started your pathway to become a licensed contractor?  
JB: My mom and dad started Doctor Cool & Professor Heat in 1979 (I was 9 years old). 
I started working with my dad during the summers and really enjoyed the challenges 
in this industry. I also got to spend a lot of time with my dad while he mentored and 
taught me important life skills. I took the state test at 24 years old and passed it on the 
first try. 

TACCA: As a career HVAC contractor, what are the biggest challenges that you face today that you never 
expected to encounter early on in your career?
JB: Great question. I actually never thought I would be where I am now. I find that what I am now is more of 
a motivational position. I spend a lot of time on our team keeping them all focused. I learn the personal side 
of all the teams and work at knowing about their families. I am always available for them to talk or mentor if 
needed. Our people are one of the most important assets in our organization. 

TACCA: What makes TACCA membership valuable to you as a contractor?
JB: The most valuable part of TACCA is the friendships that I have built with other contractors. We openly 
help each other and exchange our ideas. 
 
TACCA: What objectives do you hope to see TACCA accomplish in your years as President?
JB: I would like to see us grow membership and start getting some of the younger generation into our 
association. I feel like we need to connect with more interactive communication to entice them with the 
benefits and knowledge that can be shared.         

Mission: To promote quality and professionalism, help our members become more profitable, and 
enhance the HVAC/R industry’s image with the consumer

Visit us at www.tacca.org or call 800/998-HVAC (4822) to learn more about 
TACCA membership, register for a class or sign up to receive news and information.
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: JSHoustonTexas

: jsmccallgroup

: johnstonesupplyhou

: Johnstone Supply- McCall Group

CHOOSE LOCKER PICKUP ON

YOUR NEXT ORDER & GET A

FREE JOHNSTONE LOGO CUP!

FREE!

SAVE TIME & MONEY!

JS TUMBLER
CUP

CALL 713-868-8967 OR VISIT

WWW.JOHNSTONESUPPLY.COM/39
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NOW AVAILABLE AT THE

SHEPHERD LOCATION & COMING

SOON TO THE CONROE LOCATION!

spotlight
The

Fieldpiece Instruments 
Welcomes New Chief Executive 

Officer Cameron Rouns

HVAC Sales & Business 
Expert, Jim Hinshaw Joins 

Service Nation 

Johnson Controls appoints Phil Clement as
Chief Marketing Officer

To read the complete stories on our Spotlight People please visit www.ac-today.com  
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Rheem Partners with HGTV’s Extreme 
Makeover: Home Edition LG Component Solutions Usa Unveils 

Revolutionary R1 Variable-Speed Compressor 

Atlanta – Rheem will partner with 

HGTV’s Extreme Makeover: Home Edition 

as the air and water heating product provider 

for the upcoming 2020 season. The series will 

premiere February 16 at 9:00 p.m. EST and 

spotlight local heroes who give back to their 

communities despite personal challenges. 

HGTV produced the series (formerly on ABC) 

and will air 10 episodes, each with a custom 

home renovation for a deserving family.  

Each renovation incorporates design, 

technology and customization to create an 

environment that offers positive and life-

changing impact for the homeowner and 

their families. Designers, builders, plumbers 

and volunteers worked around-the-clock to 

complete construction of each home within 

four days. ABC’s “Modern Family” star 

Jesse Tyler Ferguson hosts the series. Home 

design experts and celebrity guests, including 

former “Extreme Makeover: Home Edition”  

host Ty Pennington, will appear throughout 

the season. 

“Extreme Makeover: Home Edition is a 

beloved show that helps families rebuild and 

thrive,” said John Fitzgerald, Executive Vice 

President of Operations for Rheem. “We want 

to honor these families and provide innovative 

HVAC and water heater products to fit their 

individual needs, keep costs down and 

minimize their carbon footprint.”  

The 2020 season will spotlight smart home 

advancements, sustainability and responsive 

design. Rheem’s line of connected HVAC and 

water heaters are among the most efficient on 

the market and provide advanced protection, 

savings and convenience. With a single app 

on their phone or through their new EcoNet® 

Smart Thermostat, each family will be able 

to control settings, view product alerts and 

maintenance reminders, and monitor energy 

and water usage to manage consumption.  

Atlanta– LG Electronics USA’s 
Component Solutions division has launched the 
cutting-edge R1 Variable Speed Compressor™. 

“The LG R1 variable speed compressor 
combines LG’s dedication to high-precision 
performance and energy-saving technology, 
providing OEMs and their customers with a 
durable, cost-efficient solution designed to meet 
the needs of most residential or light commercial 
applications,” said Minhee Jang, Director 
of Engineering and Quality, LG Component 
Solutions USA. 

Introduced at the 2020 AHR Expo, the 
compressor features improvements influenced 
by feedback from OEMs and leading service 
technicians looking for advanced performance 
and reliability. The R1 compressor will be 
launching exclusively with a distinguished 
manufacturer in late spring. 

The R1 compressor, jointly designed by 
the LG Component Solutions Engineering and 
Quality center in Farmers Branch, Texas, and 
LG’s R&D Center in South Korea, is engineered 
for smooth, energy-efficient operation in 
residential and light commercial applications 
such as single-family homes, apartments and 

multi-family residential units. It has evolved 
from LG’s traditional scroll compressor 
and rotary compressor, providing efficiency 
improvements including a hybrid scroll wrap 
and a mid-bearing scroll assembly that reduces 
tilting movement thereby reducing energy use. 

Suited for a wide variety of demanding 
environments, the R1 family of compressors 
(from 2- to 5-ton models) offers temperature 
and humidity control across and can be paired 
with VFDs from various OEMs and LG. The 
compressors provide longer run cycles, which 
allows opportunity for improved air quality. The 
simplified structure also provides a shorter oil 
path to the upper bearing surface, decreasing the 
likelihood of oil loss.  

Designed specifically for the North 
American residential market, the compressor has 
a wide operation range of 10-150HZ, offering 
a 15:1 turn-down ratio.  With LG’s ultra-high 
mechanical efficiency, it features an overload 
protector that prevents damage in abnormal 
conditions, copper stubs for easy brazing, and 
precision-calibrated bypass valves that facilitate 
a smoother, easier start-up by relieving pressure 
and protecting against over-compression.

Popular Series Returns to Help Deserving Families Rebuild

Product News

MAKE YOURSELF COMFORTABLE

Mitsubishi 
Mini-Splits
 Available

5801 South Loop East
Houston, Tx 77033

713-738-3800
3835 Stahl Road
San Antonio, TX 

78217

420 East Tidwell
Houston, TX 77022

713-691-5170
6814 Alamo Downs Pkwy
San Antonio, TX 78238

210-457-5272

5248 Brittmoore Rd.
Houston, TX 77041

713-849-4070
2845 Business Park Drive

Buda, TX 78610
512-441-8998

601 Spring Hill Drive
Spring, TX 77386

281-907-5000
1810 Rutherford Lane

Austin, TX 78754
512-832-7881

10155 Mula Rd.
Stafford, TX 77477

281-977-6980
1157 Hendricks Rd.
Corpus Christi, TX 

78417

ACES A/C Supply Inc. is your source for 
Mitsubishi product, training, and technical 

information.
We’re here to help you get it right.
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AHR EXPO 2020 in Orlando

The Heyden Stanley Group

Service Roundtable

Spectronics

Ritchie Yellow Jacket

Fresh Aire UV

Duct Saddle

Southwestern HVAC Sales

Pepco Sales

Mitchell Enterprises

GREE

CPS Products

Sauermann

Team Management Systems

RGF Environmental

Global The Source And Amrad

Women in HVACR Board

Linesets Inc

Quietflex

Recapco and Fieldpiece

Jackson Systems

Texoma Reps

ATCO Rubber Products

Jb Industries

Friedrich
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The Women in HVACR Mixer at
Top Golf in Orlando 

Panasonic

K Flex

Arkema

Uniweld

Ecoer

Pro 1

HARDI Distributors Report 7.4% 
Percent Revenue Growth in December 

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

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

HARDI distributors was an increase of 7.4% percent during December 2019. 

The average annual sales growth for the 12 months through December 2019 is 5.3 

percent. 

“Sales growth for the month was helped by an extra billing day and it needed it because 

heating degree days were well below normal in five of our seven regions,” said HARDI 

Market Research & Benchmarking Analyst Brian Loftus. “The dollar weighted annual 

growth was also near 5%, so that looks like a fair assessment of the year versus the unusually 

strong 2018.” 

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

bills, is near 50 days. “The DSO was a bit higher than the recent Decembers,” said Loftus.  

“This is the second consecutive month that the DSO has been about a day or more higher 

than the prior year.” 

“The economy has been growing in the 2% area.  The consensus expectation even 

before the coronavirus disruption, was for some modest easing of that pace in the new year,” 

said Loftus.  The latest HARDInomics quarterly indicates only a few states are experiencing 

a noticeably slower pace.  The lack of excesses in the economy despite the duration of the 

expansion supports the soft-landing consensus expectation. 

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. 

Why does this election year make it
so important to attend HARDI’s 

Congressional Fly-In? 
• The HFC phasedown has received bipartisan support from current elected officials. 

This bill needs to be completed and passed to provide the industry certainty and maintain 

global leadership in the HVACR industry. 

• During election years Congress is forced to spend time campaigning in their home 

districts and spend less time working on important legislation, a major push now can help 

us pass the HFC phasedown before Congress leaves DC. 

• The end of a Congress means any accomplishments made towards getting a bill passed 

could completely go away. We need to urge Congress to pass the HFC phasedown Bill – the 

AIM Act – BEFORE the election season, in order to ensure it will be done. 

It is more important than ever to attend HARDI’s Congressional Fly-In. We need you in 

DC to fight for the AIM Act to pass so your businesses are not adversely affected. 
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ASHRAE Releases Schedule of 
Popular HVAC Design Training 

Atlanta– ASHRAE Learning Institute, provider of high-
quality, authoritative and credible training backed by real 
world applications, announced the release its 2020 HVAC 
Design and Operations training schedule. 

“ASHRAE has the most advanced professional 
development program in the industry, offering practical 
training that incorporates solutions to improve today’s building 

performance issues,” said 2019-20 ASHRAE President 
Darryl K. Boyce, P.Eng. “ASHRAE’s HVAC Design training 
is a mainstay within the industry that further represents our 
commitment to providing avenues of development to the 
professionals who impact the built environment.”  

HVAC Design: Level I – Essentials provides intensive, 
practical training ideal for recent technical or engineering 
school graduates and engineers new to the HVAC field. 
Developed by industry-leading professionals selected 
by ASHRAE, the training provides attendees with the 
fundamentals and technical aspects of HVAC design, 
installing and maintaining HVAC systems, that can be put to 
immediate use. 

HVAC Design Level II – Applications provides 
instruction in HVAC system design for experienced HVAC 
engineers and those who have completed the HVAC Design: 
Level I – Essentials. The training covers the technical aspects 
of design and methods to increase energy savings through 
innovation in HVAC design. 

In addition to record attendance at recent sessions held in 
Atlanta and Las Vegas, ASHRAE will offer nine more training 
sessions through June, including a session at ASHRAE’s 
Global Training Center in Dubai. 

The schedule is as follows: 

ASHRAE Announces Nominees 
for 2020-21 Slate of Officers 

and Directors 
Atlanta–ASHRAE announced its nominees for the 2020-

21 slate of officers and directors during its 2020 ASHRAE 
Winter Conference in Orlando, Fla. 

Nominations for officers and directors were made by the 
ASHRAE Nominating Committee from a list recommended by 
individual members and from Chapters Regional Conferences. 

The 2020-2021 nominees are as follows: 
• President-Elect: Michael “Mick” Schwedler 
• Treasurer: Farooq Mehboob 
• Vice Presidents: Bill Dean, Don Brandt, Tim McGinn 

and Bill McQuade  
• Directors and Regional Chairs: Chris Gray (Region 

VII), Randy Schrecengost (Region VIII), Tyler Glesne 
(Region IX), Devin Abellon (Region X), Andres Sepulveda 
(Region XIV) 

• Directors-at-Large: Ken Fulk, Wade Conlan, Adrienne 
Thomle 

• Alternate Director-at-Large: Art Giesler 
ASHRAE members will vote on the nominees via 

electronic ballot in late April. 
Chuck Gulledge will 

serve as ASHRAE President 
for the 2020-21 society year. 

For more information on 
the 2020-21 slate of officers 
and directors, visit ashrae.

org/2020-21slate. 

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.

To register, visit the HVAC Design and Operations page on ashrae.org. 

HINSHAW con’t
Dee Dee’s final point, women make the 

decisions, is accurate.  Even if we men are 

not comfortable with that concept, it is true.  

So when you are in the home, make sure the 

woman is involved, and pay close attention 

to how she answers questions and shares her 

thoughts.  She probably spends more time in 

the home than the male, so she may in fact 

know what areas are not comfortable better 

than anyone else.  And having been married 

over 50 years (yep, most people on the 

planet are not that old!), I can tell you one 

thing for sure.  If my wife wants something, 

plan on it happening.   

Final thoughts: make sure you know 

your marketplace, know what works and 

what doesn’t.  Know the rebates utility 

companies and manufacturers are offering.  

And even know what the competition is 

selling.  Become an expert in what you do 

for a living.  One area that is important to our 

industry is IAQ.  Was in a meeting yesterday, 

listened as an employee of a company share 

with his boss how he had been in the ER the 

night before, has a young child with a viral 

infection in his lungs.  His boss said we 

need to get some IAQ into that home now!  

To be clear, the child may still have gotten 

sick even if they had IAQ products, but the 

chances would have been less.   

Most importantly, listen to the 

customer, talk less than them.  Take notes, 

may not happen today.  Be relationship 

focused, not transaction focused.  And 

do what is right for the customer, the 

company and you.  Thanks for listening,  

we’ll talk later.   

I have heard horror stories from service 

techs of how they essentially completely 

disassembled a mini split indoor unit in order 

to clean it…no more! These products are 

very inexpensive and a single kit allows for 

multiple uses. The SpeedClean product as 

many as ten times and the Rectorseal product 

can be used infinitely but the bag (diaper) is 

single use. 

Another difference between the two 

products is that the Rectorseal Disolv 

Cleaning Kit comes with a bottle of 

Desolv non-corrosive and biodegradable  

cleaning solution.  

The exponential growth of the mini split 

market here in the United States provides an 

opportunity for service companies to find new 

revenue streams…like mini split evaporator 

cleaning.  Mini splits are the fastest growing 

segment of the HVAC market and all those 

installations will require service someday…

and our friends at Rectorseal, Diversitech, 

SpeedClean and others are producing low 

cost service products to help us reap some of 

the benefits of this extraordinary growth.  

WAGNER con’t
And if your business is national, or even international, 

narrow your focus by selecting specific niches. You will 

show up only in a few Google searches each month, but 

when you do, you are more likely to dominate, having less 

competition for your keyword position. As you focus on 

more specific keywords you have a higher chance of being 

considered relevant when a potential customer is ready to 

make a purchase. 

RICH, RECENT, RELEVANT CONTENT 
When a person (or a Google search bot) follows a link 

to your website, the expectation is that there will be high 

quality content at the end of the link. If they have a question, 

they want answers, the more detailed the better. These days 

Google is looking for a minimum of 500 words per page. So 

find your best blog post. The one that is already attracting 

lots of organic traffic and add more. Another paragraph of 

information, a new picture or link to another page. 

Just make sure you are adding real value. Stuffing 

keywords to raise your word count may improve your rank 

temporarily, but sooner or later it will catch up with you. 

Search engines also value “new information.” 

That’s why your blog is so important. It allows you to 

create a steady stream of relevant, keyword rich content 

using primary words and related alternative phrases. A 

heating and air conditioning company, for example, might 

alternate between the phrases air conditioner service, AC 

repair, and cooling system repair. That way no matter what 

term a prospective customer uses to find them, their site is 

likely to show up in the search results. 

LINKS AND REVIEWS 
Backlinks are not as important as they once were, 

but high quality links to your site still send strong signals 

to search engines that other sites find your content 

valuable. Regularly commenting on posts on other sites, 

sharing information on social media, and posting content 

to high authority sites like PR Web and YouTube create 

invaluable links that drive both people and search engines 

to your site. 

Take time to cultivate reviews. As people write 

positive comments about you on Google Review, 

Facebook Review, Yelp, Trip Advisor, Angie’s List, and 

other review sites, search engines notice. Ask customers 

to write positive reviews, thank them, and share the love 

with companies you work with. 

GOOGLE SEARCH IS ABOUT 
REVENUE NOT RANKINGS 

SEO is a means to an end, not the end itself. A page 

one ranking by itself is irrelevant. The more important 

measure is if your overall organic traffic is increasing. As 

you add content you will begin indexing for multiple long 

tail key words you had never considered. The ultimate 

objective is lead generation, so if your SEO is working 

but you don’t convert visitors once they arrive, what’s 

the point of your website. Be sure your content answers 

their questions and then clearly tells them what they are 

supposed to do next. Link to related information, offer a 

download, a video, or an opportunity to talk to someone 

to learn more. 

BALL con’t
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Johnson Supply Sales and Operations Meeting 
Johnson Supply held their Sales and Operations Meeting at The Woodlands Resort on February 20-21.

Management, Sales and Vendors attended the two-day event in The Woodlands TX.
The awards pictures will be run in the April Issue of Air Conditioning Today. 

Solar Supply
Western Region Sales Meeting 

Solar Supply held their Western Region sales meeting the week of 
February 20th in Galveston TX. The meeting was led by Western Region 

Sales Manager Quitman Moon.

 

Texas HVAC/R License Prep 
Fewer than 4 out of 10 people pass the Texas Air Condition-
ing and Refrigeration Contractors Exam. Our time-tested 
prep course, taught by qualified instructors, has a 65% pass 
rate. We can’t guarantee you will pass (no company can), 
but you don’t have time to take a test like this twice, so let 
us show you proven strategies you can use to help you pass 
the exam the FIRST time! 

education@tacca.org 
800/998-HVAC(4822) 

www.tacca.org  

Next class at each location: 
March 28-29 Houston 
April 25-26 San Antonio 
May 2-3 Austin 
May 15-16 Red Oak 
All 2-day classes 8am—5pm 

$475 TACCA Member      $575 Non-member 
Discounted book package with class registration. 

Larry Taylor Leesville Western Region 
Manager of the Year

Steven Walston of Texarkana Tx receiving 
Award from Comfortstar

Ronnie Dingler receives a Comfortstar 
Award from Maria Hernandez

Paul Brame Lake Charles Most Improved 
Branch Western Region 2019

Will Atkins Brenham TX Ray L Dingler 
Award 2019

Coy Queen of Early Tx receiving Award 
from Comfortstar
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Solar Supply and Luxaire make a 
difference for Make-A-Wish

Luxaire Heating and Air Conditioning and Solar Supply Inc. have been partnering with Make-
A-Wish for at least 15 years. Solar Supply is located in 6 states with 64 sales locations. Quitman 
Moon, a representative of Solar Supply in Lake Charles, LA, speaks about the impact Make-A-
Wish has had on their organization, “Being able to grant a child’s wish is something we feel good 
about and enjoy doing. Making a difference in a child’s life is a very amazing and unique feeling. 
Our relationship with Make-A-Wish has had a positive impact on everyone involved. Giving is 
much more rewarding than receiving.” Quitman thanks President and CEO of Solar Supply, Ron 
Dingler, for his commitment to supporting the Make-A-Wish mission. 

The below pictures are from a Make-A-Wish trip for Evan Chauvin from Sulphur, Louisiana to 
meet his idol Stephen Curry, sponsored by Solar Supply.   

 

Stay up-to-date with current technology and trends in 
the industry.  Inverter Driven DX Installation classes are 
available at a location near you—or—online for your 
convenience. Register today! 

The LEADER in 
TDLR-approved educa-

tion for the HVAC/R 
industry in Texas. 

Online Continuing 
Education  

TACCA Members 
$49.00  

Industry Partners  
$60.00  

www.TACCA.org 

FREE for TACCA Members! 
March 14—Austin 
March 14—Corpus Christi 
    (next one is Sept 19) 
March 21—Houston 
March 28—Hurst 
April 4—Austin 
April 4—Denton 
    (next one is Oct 3) 
April 18—Hurst 
April 18—Waco 
April 25—Burleson 
April 25—Harlingen 
     (next one is Oct 3) 
April 25—Houston 

VISIT US AT 
WWW.TACCA.ORG 

TDLR Provider #1126 

March is the last month for the Inverter 
Driven DX Installation 
 Inverter design & technology 
 How loads are effected 
 Best methods/best results 
 Installation support and transitions 
 Most effective use of inverter technology 
 Technical dos and don’ts 
 

New class begins in April: 
Manual J Sizing and Managing Humidity 
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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

JOHNSTONE SUPPLY     - MARCH 2020 TRAINING CALENDAR
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 CLASS REGISTRATION CODE COST

3-Mar Tu 8:00am - 10:30am Broadway Brazing for HVACR Technicians - Hands On Training TRAIN20-41-20 $40
3-Mar Tu 5:00pm - 7:30pm Broadway Friedrich Advantage Dealer Program - You Gotta See It RSVP FREE
4-Mar W 8:00am -11:30am Broadway TDLR Rule & Law Review / TDLR Rep - Jeff Nielsen RSVP FREE
5-Mar Th 8:00am - 10:30am Broadway Commercial Refrigeration - Low Temp Defrost Timers TRAIN20-41-21 $40

10-Mar Tu 8:00am - 10:30am Broadway Liberty / Goodman AC System Installation & Startup TRAIN20-41-22 $40
10-Mar Tu 5:00pm - 7:30pm Broadway Friedrich Fast Pro Series - It's a Game Changer TRAIN20-41-23 $40
11-Mar W 8:00am - 11:00am Broadway NU-HVAC HVACR Tools & Equipment RSVP FREE
12-Mar Th 8:00am -11:00am Broadway Elite Load Calculation Software Training - TRAIN20-41-24 Call
17-Mar Tu 8:30am - 12:00pm Broadway Airflow  - Chris Van Rite RSVP FREE
18-Mar W 2:00pm - 4:30pm Broadway ESCO EPA Review & Exam ESCO-CLASS&EXAM $165
18-Mar W 8:00am - 10:30am Broadway ESCO EPA Exam Only ESCO EXAM $90
19-Mar Th 5:00pm -7:30pm Broadway Liberty / Goodman AC System Service & Troubleshooting TRAIN20-41-25 $40
20-Mar F 9:00am - 12:30pm Broadway Certification Exam Day - NATE, HVAC Excellence Exams TRAIN20-41-26 Call
24-Mar Tu 8:30am - 11:30am Lubbock Using Electric Meters: Take Out The Guesswork TRAIN20-41-27 $40
25-Mar W 8:30am - 11:30am Lubbock Compressor Diagnostics & Troubleshooting TRAIN20-41-28 $40
26-Mar Th 8:30am - 12:30pm Lubbock Ductboard Fabrication  -  Hands-on Machine & Hand Cutting TRAIN20-41-29 $80
31-Mar Tu 5:00pm - 7:30pm Broadway Liberty / Goodman  External Static Pressure & Airflow TRAIN20-41-30 $40

CALENDAR OF EVENTS
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JOIN US FOR A GREAT DAY OF SHOOTING 

 Tournament $3,500 logo on Event Giveaway + 5 Shooters   

 T itanium Sponsor $1500 Includes 3 Shooters    

 Shotgun Sponsor $1200 Includes 2 Shooters –  (2 AVAIIABLE) 
Logo on Raffle Tickets & Raffle Flyers 

Beverage Sponsor $750 Includes 1 Shooter 
 
The Above Sponsors all include logo on event banner, marketing,  
Recognition at member meetings, & logo on website & social media 
 

 Range Sponsor $300 Includes logo on Range Sign 

 Exhibitor $350 Set up your table display at the Pavilion 

 Shooter $150 
Includes 100 targets, lunch, dinner, beverages, give-away & Raffle Ticket  

Ammo Not Included 
Need to supply ammo, gun & protective wear. 

(NSCA Rule on all ammo-7.5-9 3gr Max) ammo and loaner guns available 
from NSC 

 

  
 

National  Shooting Complex 
5931 Rolf Road,  San Antonio,  TX 

 
12:30pm Registration & 

 Lunch 
 

Shoot Starts at 1:30pm 
 

Awards Dinner Immediately Fol lowing   
 

After Party Immediately Fol lowing Shoot! 
Dinner, Beverages, Raffles 

          Awards Dinner Attendees $30 per person  
  Includes Dinner & Beverages 

 

 
  

Sporting 
Clay Shoot 

 Thursday, March 19, 2020 
National Shooting Complex 

Contact Name 

Company 

Address 

City/State 

Email 

Phone 

Shooter 1 ____________________________________________ 

Shooter 2 

Shooter 3 

Shooter 4 

Shooter 5 

Tournament $3500 

T itanium $1500 

Beverage $750 

Range /Exhibitor $300 

 

Amount 

Card # 

Exp. Date   Sec. Code 

Shooter $150 

Golf Cart $85 
# Car ts ______ 

 
Dinner  Attendee    
$30 per  person 

VISA MASTERCARD AMEX 

PAYMENT  

Invoice Me  Members / Sponsors Only 

 DISCOVER 

SPONSOR 

REGISTRATION FORM 

Sign Up Please complete form & return to 
Dawn@Taccagreatersanantonio.org 

Entry  Deadline March 16 
5 Shooter Teams 

In case of inclement weather, TACCA will make every 
effort to reschedule the event however NO refunds will be 
issued. Cancellations must be made by March 13, 2019  

 

Sponsor Opportunities 

  
Thursday – March 19,  2020 

 
Nat ional Shoot ing Complex  

5931 Rolf  Road,  San Antonio,  78253 
 

12:30pm Regis t rat ion & Lunch 
 

Shoot  Starts  at  1:30pm 
 
 

For more information call TACCA 210-901-4222 
 

Register Online at TACCAGreaterSanAntonio.org 
 

Or email registration by March 16 to 
dawn@taccagreatersanantonio.org  

 

Tournament Sponsor 
 

 
 

$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

Register by March 15  |  $150 per shooter
Great  sponsorships  starting  at  only  $300

REGISTER at taccagreatersanantonio.org

Johnstone Supply Petit Group Liberty Dealer Meeting 
Johnstone Supply Petit Group held their 1st Annual Liberty Dealer Meeting and Vendor Show at the Crowne Plaza Hotel in San Antonio on 

February 20th.  Select dealers were awarded incentive checks at the event.  Mark Matteson was the keynote speaker following the dinner.  
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TDLR Provider #1142

SEPTEMBER 2015 , AIR CONDITIONING TODAY, 19
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www.transtaracsupply.com

TDLR Course #10124

ConstruCtion Data’s texas air 
ConDitioning ContraCtor 

LiCensing exam PreParation
Irving - July 18-20

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

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

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

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

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

Coach Ken Carter
The famous Coach Ken 

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

Leslie Koch

HARDI Announces Presenters 
for Emerging Leaders 
Summer Conference

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

executives.
Leadership trainer Leslie 

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

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

Housing Recovery 
Continues at Gradual Pace

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

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

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

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

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

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

Gemaire.com 
Wins National Award

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

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

Perficient; Ken Connell - CEO Gemaire

please visit our 
website at

www.ac-today.
com 

or fax 
830.627.0614

with your name, 
address, 

company, and 
affiliation to the 
air conditioning, 

refrigeration, 
heating, and 

plumbing 
industries.

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

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

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

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

American Standard Heating 
& Air Conditioning is Gold 

Winner
Dallas/Fort Worth Texas, – American Standard Heating 

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

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

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

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

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

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

HVAC 
Industry 

Loses 
Forrest 
Fencl,

 Ultraviolet 
Treatment 

Pioneer

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

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

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

Gulf Coast Ecosystem 
Restoration Council Seeks 

Public Comment on Priorities 
for $139.6 million  

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

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

Biloxi, MS 39531
 

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

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

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

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

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

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

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

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

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

Wi-Fi®-
CapableYork® 

Residential 
Communicat-
ing Control 

Training from Insco Academy 
Insco Academy offers some of the best training available 

in the HVAC/R industry. With over 100 years of experience, 
we provide hands-on instruction at our state-of-the-art training 
facilities located in Houston, Grapevine & San Antonio. Most 
courses offer CE credits and our goal is to provide the needed 
skills and expertise to help our customers thrive in this evolving 
and competitive industry. Visit: insco.com/training to see the 
complete schedule of classes. 

Grapevine 
Tuesday, March 3rd – Top Tech H1P-T-V Air Handlers 

from 8am – 12pm located at Insco’s Grapevine Training Facility 
| Only $75 

Tuesday, March 17th – Troubleshooting the Refrigerant 
System (Superheat/SubCooling) from 8am – 12pm located at 
Insco’s Grapevine Training Facility | Only $50 

Houston 
Tuesday, March 3rd – Troubleshooting the Refrigerant 

System (Superheat/SubCooling) from 8am – 12pm located at 
Insco’s Houston Training Facility | Only $75 

Tuesday, March 10th – York Commercial Controls SSE 
from 8am – 12pm located at Insco’s Houston Training Facility 
| Only $75

San Antonio  
Tuesday, March 10th – Top Tech Ruud AC Condensing 

Units from 8am – 12pm located at Insco’s San Antonio Training 
Facility | Only $75 

Tuesday, March 24th – Top Tech H1P-T-V Air Handlers 
from 8am – 12pm located at Insco’s San Antonio Training 
Facility | Only $75

Lunch & Learns 
Come enjoy FREE lunch while learning from select Insco 

vendors! No registration necessary, just show up at 11:30am on 
the Wednesday’s listed below. 

Grapevine 
Wednesday, March 4th – Fieldpiece Job Link 11:30am – 

1:00pm located at Insco’s Grapevine Training Facility | FREE 
Wednesday, March 11th – Aluminum Brazing Basics 

from 11:30am – 1:00pm located at Insco’s Grapevine Training 
Facility | FREE 

Wednesday, March 18th – Proper Coil Cleaning from 
11:30am – 1:00pm located at Insco’s Grapevine Training 
Facility | FREE 

Wednesday, March 25th – Selling Surge Protection from 
11:30am – 1:00pm located at Insco’s Grapevine Training 
Facility | FREE 

Houston 
Wednesday, March 4th – Understanding Bosch Inverter 

Equipment from 11:30am – 1:00pm located at Insco’s Houston 
Training Facility | FREE 

Wednesday, March 11th – Venstar Skyport from 11:30am 
– 1:00pm located at Insco’s Houston Training Facility | FREE 

Wednesday, March 18th – Total System Protection from 
11:30am – 1:00pm located at Insco’s Houston Training Facility 
| FREE 

Wednesday, March 25th – Nu-Calgon Product Line Review 
from 11:30am – 1:00pm located at Insco’s Houston Training 
Facility | FREE 

San Antonio 
Wednesday, March 4th – Azure Motor Training from 

11:30am – 1:00pm located at Insco’s San Antonio Training 
Facility | FREE 

Wednesday, March 11th – Mitsubishi Electric Diamond 
System Builder from 11:30am – 1:00pm located at Insco’s San 
Antonio Training Facility | FREE 

Wednesday, March 18th – Total System Protection from 
11:30am – 1:00pm located at Insco’s San Antonio Training 
Facility | FREE 

Wednesday, March 25th – Basic Digital Multimeters from 
11:30am – 1:00pm located at Insco’s San Antonio Training 
Facility | FREE 

Insco’s March Events Schedule 

CALENDAR OF EVENTS

This message is provided to notify you of changes to 
TDLR’s Enabling Statute. 

House Bill 2452 passed by the 86th Texas Legislature, 
amended Occupations Code, Chapter 51, relating to complaints 
filed with the Texas Department of Licensing and Regulation.  
House Bill 2452 and the changes to Chapter 51 became effective 
May 29, 2019. 

Senate Bill 619 passed by the 86th Texas Legislature, 
amended Occupations Code, Chapter 51, relating to the sunset 
review process and certain governmental entities subject to that 
process.  Senate Bill 619 and the changes to Chapter 51 became 
effective June 10, 2019. 

House Bill 1342 passed by the 86th Texas Legislature, 
amended Occupations Code, Chapter 51, relating to a 
person’s eligibility for an occupational license; providing an 
administrative penalty. 

House Bill 2214 passed by the 86th Texas Legislature, 
amended Occupations Code, Chapter 51, relating to a report by 
the Texas Department of Licensing and Regulation concerning 
license applicants who are military service members, military 
veterans, or military spouses. 

House Bill 2847 passed by the 86th Texas Legislature, 
amended Occupations Code, Chapter 51, relating to the 
licensing and regulation of certain occupations, activities, and 
agreements; providing a civil penalty; authorizing fees; requiring 
an occupational registration and an occupational license. 

House Bills 1342, 2214, 2847, and the changes to Chapter 
51 became effective September 1, 2019. 

TDLR encourages all persons interested in TDLR’s 
Enabling Statute to review the updated Occupations Code, 
Chapter 51. 
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Efficiency 
   -  Homeowners want Energy Efficiency 
   -  Smart Business Owners want Labor Efficiency 

Work Smarter NOT Harder 
It Doesn’t Just Look Better ~ It Performs Better 

Ask us how to get your 1st Job FREE 

DS3 
DUCT   SADDLE   STRAPPING   SYSTEM 

 www.DuctSaddles.com 
Can’t Find it? Call ~ 214 407 6100 

Pick Some Up 
TODAY!! 

1322 Space Park Dr C226, Houston, TX 77058 

www.TACCAGH.com 
(713)781-HVAC 

21st Annual BBQ Cook-Off April 3rd & 4th 
KC Hall 607 E Whitney St, Houston, 7702 

Registration Is Open 
Non–Member Cooking Teams Welcome! 

Annual Clay Shooting Event May 1st 
Texas Premier Sporting Arms 

7311 Hwy 36 S, Sealy, TX 77474 
Non–Members Welcome! 

Email: info@taccagh.org for more info! Questions??  Contact Jennifer at (713)781-4822  or via email at J.Barta@TACCAGH.org 

Team Registration includes: 
Entry into 6 categories, 2 cases of beer, 40# of ice, Generator Edison Box use (required 

this year for noise control), 40 x 40 space, and trash disposal container. 
Optional:  Personal Porta Potty $110         Extra Ice 40# bag  $9        2-20 amp hook up $70         

Competition Categories 
Bloody Mary, Chicken, Pork Ribs, Brisket, Dutch Oven, Open 

*For individual Categories, please contact our office* 

The Points for Chicken, Pork Ribs & Brisket will be totaled for  the Grand Champion 
 
April 3rd -  8 am Team Set-Up 
            6 pm Mandatory Cooks Meeting 
April 4th -  9 am Judging Begins 

TACCA Members $550 

Non-Members  (Public) $ 600 

REGISTER FOR EVERYTHING ONLINE!! @ www.taccagh.org 

Hanna Leigh Dawson at Kristen Ottea Ranch in 

February 2020

BRAGGIN’    RIGHTS

Send us your Braggin Rights pictures
and stories to llackey@ac-today.com!
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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, ECM, Thermo Ref, Codes, Osha & Safety 
Wednesday                March 4, 2020     April 8, 2020      

Location: Mechanical Reps   9407 Middlex Drive 
Saturday                March 21, 2020       April 18, 2020   

Location: Southern Careers – 6963 NW Loop 410 
 TDLR No. 1362 Class No. 20982 

•Load Calculation Workshop• 
Friday    March 13, 2020       Location: SCI 

•Compressor Workshop• 
Friday    April 10, 2020         Location: SCI 

• LICENSE PREP CLASSES• 
    •EPA Exams•      1st Friday of the month 

•NATE Exams• 
Phone: (210) 828-0234 Fax: (210) 828-0242  

silverfox0001@earthlink.net  www.castillotraining.com 

Read the newest issue online!

ac-today.com
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