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In a signal that the housing 
market is showing signs of stabilizing 
and gradually moving forward in the 
wake of the COVID-19 pandemic, 
builder confidence in the market for 
newly-built single-family homes 
increased seven points to 37 in May, 
according to the latest National 
Association of Home Builders/
Wells Fargo Housing Market Index 
(HMI) released on May 18. The 
rise in builder sentiment follows the 
largest single monthly decline in the 
history of the index in April. 

“The fact that most states 
classified housing as an essential 
business during this crisis helped to 
keep many residential construction 
workers on the job, and this is 
reflected in our latest builder survey,” 
said NAHB Chairman Dean Mon, a 
home builder and developer from 
Shrewsbury, N.J. “At the same time, 
builders are showing flexibility 
in this new business environment 
by making sure buyers have the 
knowledge and access to the homes 
they are seeking through innovative 
measures such as social media, 

virtual tours and online closings.” 
“Low interest rates are helping 

to sustain demand,” said NAHB 
Chief Economist Robert Dietz. “As 
many states and localities across the 
nation lift stay-at-home orders and 
more furloughed workers return to 
their jobs, we expect this demand 
will strengthen. Other indicators that 
suggest a housing rebound include 
mortgage application data that has 
posted four weeks of gains and 
signs that buyer traffic has improved 
in housing markets in recent weeks. 
However, high unemployment and 
supply-side challenges including 
builder loan access and building 

material availability are near-term  
limiting factors.” 

Derived from a monthly survey 
that NAHB has been conducting for 
30 years, the NAHB/Wells Fargo 
Housing Market Index gauges 
builder perceptions of current 
single-family home sales and 
sales expectations for the next six 
months as “good,” “fair” or “poor.” 
The survey also asks builders to 
rate traffic of prospective buyers 
as “high to very high,” “average” 
or “low to very low.” Scores for 
each component are then used to 
calculate a seasonally adjusted 
index where any number over 50 

indicates that more builders view 
conditions as good than poor. 

All the HMI indices posted 
gains in May. The HMI index 
gauging current sales conditions 
increased six points to 42, the 
component measuring sales 
expectations in the next six 
months jumped 10 points to 46 
and the measure charting traffic 
of prospective buyers rose eight 
points to 21. 

Looking at the monthly 
average regional HMI scores, the 
Midwest increased seven point 
to 32, the South rose eight points 
to 42 and West posted a 12-point 
gain to 44. The Northeast fell two 
points to 17. 

Editor’s Note: The NAHB/

Wells Fargo Housing Market Index 

is strictly the product of NAHB 

Economics, and is not seen or 

influenced by any outside party 

prior to being released to the public. 

HMI tables can be found at nahb.

org/hmi. More information on 

housing statistics is also available 

at housingeconomics.com. 

Richardson, Texas-
- Lennox International is now 

accepting nominations for 

its Feel The Love program, 

which is expanding its focus 

this year to bring hope and 

support to medical professionals, 

essential workers and those on 

the frontlines of the COVID-19 

pandemic. Lennox and its dealers 

understand these are uniquely 

challenging times and look 

forward to benefiting the brave 

workforce who continues to serve 

the community every day. 

For the past 10 years, 

Lennox’ Feel The Love 

program has installed heating 

or cooling equipment at no cost 

in U.S. and Canadian homes 

to help those facing physical, 

mental or social disabilities, 

financial challenges or job 

loss. Military and community 

service are also key factors for 

choosing HVAC recipients, and 

this year, Lennox is dedicating 

even more of its resources to 

benefit first responders and 

those keeping us safe during 

the COVID-19 pandemic. 

Builder Confidence Posts Solid Gain
Following Last Month’s Historic Drop

Nominations Open for Lennox’ 2020
Feel The Love Program

SEE LENNOX PG.2
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Arlington, Va. – The Air-Conditioning, Heating, 
and Refrigeration Institute (AHRI), joined by the 
Consumer Technology Association and the Association 
of Home Appliance Manufacturers, filed a motion 
with the U.S. Court of Appeals for the Ninth Circuit 
to intervene on the side of the Department of Energy 
(DOE) in a lawsuit filed by the Natural Resources 
Defense Council against a rule issued earlier this year 
governing the Department’s rulemaking procedures.  

The Procedures for Use in New or Revised 
Energy Conservation Standards and Test Procedures 
for Consumer Products and Commercial/Industrial 
Equipment rule, more commonly known as the 
Process Rule, outlines rules that DOE must follow 
when it develops new or updated energy conservation 
standards.  AHRI has been consistent in its support 
for an updated Process Rule, as the current version 
was created in 1996 as non-binding guidance, which 
resulted in its being inconsistently followed by DOE. 

“The procedures outlined in the Process Rule 
will bring much-needed modernization to the DOE 
rulemaking process, including making them binding 
on the Department, which is why manufacturers feel 
strongly enough to intervene in this lawsuit,” said 
AHRI President & CEO Stephen Yurek.  

“We would have preferred for the plaintiffs 
to dedicate their efforts to working with DOE and 
industry to use the improved Process Rule to develop 
energy-saving regulations. We are disappointed by 
their choice to litigate, and we are intervening to 
represent our members’ interests and to support what 
is ultimately a deliberative and thoughtful rule,” said 
Caroline Davidson-Hood, AHRI General Counsel. 

AHRI Files Motion to 
Intervene in Support 
of DOE Process Rule

Lennox provides essential HVAC equipment to frontline workers amid COVID-19 pandemic
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LENNOX con’t
“As an essential business, it is our honor to provide 

equipment and services to individuals and families impacted 

by crises and circumstance,” said Stephanie Bond, Director 

of Marketing at Lennox Residential. “The spirit of Feel The 

Love is particularly vital this year as the shockwaves of 

the COVID-19 pandemic reverberate throughout the world, 

affecting our health and economic stability, and of those we 

love. We, along with our dealers, are committed to working 

together to support the local heroes and frontline workers 

that continuously make courageous sacrifices for their 

communities.” 

With an eye toward a more hopeful future, Lennox will 

supply new high-efficiency heating or cooling equipment for 

selected nominees during Feel The Love Weekend, October 

8 – 11, 2020. As dealers eagerly give back to deserving 

homeowners, Lennox continues to recommend following 

Centers for Disease Control (CDC)-approved guidelines to 

ensure everyone stays safe during installations. 

Since the inception of Feel The Love in 2009, Lennox 

and its dealers have completed over 1,000 installations for 

households throughout North America, with 230 of those 

occurring last year. In 2020, new challenges to our ways of 

working and living have us spending more minutes at home, 

closer to what matters most to us. Lennox and its dealers 

wants homeowners to enjoy the little moments they have 

at home right now in perfect comfort, starting with the air 

they breathe. 

Lennox encourages individuals and local organizations 

across the United States and Canada to nominate deserving 

families and neighbors in need of a safer, more comfortable 

home, especially as people spend more time indoors. To 

nominate a member of your community, visit FeelTheLove.

com today through August 31, 2020. 

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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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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A MASTERPIECE
of engineering and design.

FIND YOUR LOCAL SOLAR SUPPLY DISTRIBUTOR FOR COMPLETE DETAILS: 

SOLARSUPPLY.US/ID3.HTMLSOLARSUPPLY.US/ID3.HTML

LUXAIRE® ACCLIMATETM PREMIUM RESIDENTIAL SYSTEMS

S U P P LY,  I N C .

Our built-in Charge Smarttm monitoring is so advanced, you won’t 
need anything additional to evaluate the system charge during 
setup, maintenance and service. We’ve set a new standard in home 
comfort with efficient performance, worry-free reliability and the 
connected technology desired by today’s discerning customers.

With 66 locations throughout the region, Solar Supply is proud to 
be the resource contractors turn to for Luxaire® products. 

jci10284-LuxaireAdSolarSupply-D23e.indd   1jci10284-LuxaireAdSolarSupply-D23e.indd   1 5/21/20   8:48 AM5/21/20   8:48 AM
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Stylish on the outside
Smart on the inside

Single-Zone up to 3 tons
Multi-Zone up to 4 tons
From -31°F to 129°F

Ceiling Cassette

High Wall

Floor-Ceiling

Slim Duct

Console

www.greecomfort.com

PHCC Elevates A.O. Smith Corporation To New Executive Sponsorship Level

The Plumbing-Heating-Cooling 
Contractors—National Association 
(PHCC) has elevated long-time 
Industry Associate A. O. Smith 
Corporation, a manufacturer of 
residential and commercial water 
heating equipment and boilers, as well 
as water treatment products, to a new 
Executive sponsorship level. This 
status was approved by the PHCC 
Board of Directors to recognize the 

significant contributions of this strong 
advocate of the organization.  

For more than15 years, A. 
O. Smith has been a substantial 
supporter of PHCC’s programs with 
a focus on education and workforce 
development. The support spans 
several different PHCC entities, 
including PHCC—National 
Association, the PHCC Educational 
Foundation and PHCC’s Quality 

Service Contractors.  
“A. O. Smith’s partnership with 

PHCC has made a tremendous impact 
on our ability to effectively advance 
the plumbing, heating and cooling 
(p-h-c) industry through strong 
education and training programs,” 
said PHCC President Jonathan 
Moyer. “This recognition publicly 
acknowledges the level of support 
and value this well-respected industry 

friend extends to help our members 
grow professionally and to attract and 
train the next generation, as well.” 

Examples of A.O. Smith’s 
program support for PHCC include:  

• Since 2004, A.O. Smith 
has provided funding to award 36 
scholarships through the PHCC 
Educational Foundation 

• Support for numerous PHCC 
chapter education programs 

• Support for the annual 
Plumbing Apprentice Contest and 
SkillsUSA 

• Education Sponsor for 
PHCC’s Quality Service Contractors 

• Thought Leader for 
PHCCCONNECT education and 
member webinars 

The company also illustrates its 
commitment to education through 
support of several other programs, 
including a diverse range of PHCC’s 
national member offerings and 
chapter and contractor education 
sessions during state and local 
recruitment meetings.  

“We are delighted to step up 
our support of the vital programs 
and services PHCC provides to 
our industry,” said A.O. Smith 
Manager Demand Creation 
Brandon Stepanek. “We look 
forward to working with PHCC on 
a shared commitment to provide 
quality education to professionals 
in the industry today and develop 
workforce development programs to 
attract future leaders for tomorrow.”   

For more information about 
PHCC Partner and Sponsorship 
programs contact Vice President 
of Business Development Elicia 
Magruder at magruder@naphcc.org 
or call 800-533-7694.

Joint Relationship Focuses on Education, Workforce Development

Tradewinds 
Gree Partner
with Mitchell 

Enterprise Inc.
Tradewinds Gree would like to 

announce Mitchell Enterprise Inc. as 
there new rep agency covering TX, LA, 
OK & AR.  David and Patti Mitchell 
founded Mitchell Enterprises, Inc. in 
1988.  Over the past thirty-plus years, 
the company has grown with product 
lines currently serving the HVAC, 
plumbing, and electrical wholesale 
distribution channels.  The MEI 
Team provides product information 
& technical support to contractors, 
engineers, and architects in support. 

MEI’s mission is to proudly 
represent manufacturers and diligently 
work with them to establish their 
products and services in wholesale 
distribution in the territory of TX, OK, 
LA & AR.  There focus is to find ways 
to bring value to the channel and the 
ultimate end-user of their products. 
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Home Service SEO 
Locally owned home service 

companies face several significant 

challenges when it comes to 

moving to the top of search results. 

• There are always a few 

well- funded national companies 

or franchises with very deep 

pockets. With multiple locations, 

and large advertising budgets, 

they can buy their way to the top 

of the page with advertising. 

• Large local competitors 

have multiple employees who can 

amplify the company message by 

sharing content on social media. 

• The low barriers to entry 

mean there are always lots of small 

companies competing for the same 

position as well. 

Long Tail Keywords  
For Plumbers, Electricians, 
and Roofers. 

So how does a home service 

compete with the big guys, the 

national guys and the little guys? 

Stop trying to be on page one 

for the same phrases everyone is 

searching for. Do your homework 

and find the long tail keywords 

that other companies are missing. 

What is a long tail 
keyword?  

Long tail keywords are 

actually phrases, sometimes three 

or four words, which are very 

specific to whatever you are selling   

What is an example of a  
long tail keyword a contractor 
might use? 

While a typical keyword or 

phrase for a contractor might be 

“contractor near me”, good long 

tail phrases are more specific, 

identifying the problem a customer 

is trying to solve. 

• Furnace repair 

• Second story is too hot 

• Bathroom is too cold 

• My air conditioner runs all 

the time  

What is the benefit of 
using long tail keywords? 

Typically when a customer 

is ready to make a purchase, they 

are likely to use the more specific 

keywords. You won’t reach as 

many people, but the ones you 

reach are more qualified prospects. 

Go Local 

One of the other advantages 

you have as a local company 

is the ability to be a part of the 

community. 

Use that local connection to 

your advantage. Be sure to list all 

the local towns you serve. This 

doesn’t mean creating a service 

page with essentially the same 

content for each town. Google sees 

right through that technique. 

Instead use your blog post 

to create local stories. Feature 

employees who come from one 

neighborhood or another. Write 

case studies and be sure to list 

subdivisions or neighborhoods 

by name. These are relevant local 

hooks which can help you catch 

the attention of a search engine. 

One of the best home service 

SEO strategies is to take your 

SEO plans to Google and build 

out your Google My Business 

Listing. This is the tool that fuels 

the map listing. Be sure your 

profile is complete, add pictures, 

videos, and special promotions 

weekly. Sure it takes a little effort, 

but if you want Google to notice 

you, play on their field, using  

their tool. 

Be Consistent 

SEO is not like a 

programmable thermostat that you 

can set once and forget about. It 

is a marathon. And everyday 

day your competitors are adding 

content to their websites, pushing 

slightly ahead of you. In response  

 
you need to add or update your site 

as well. 

It doesn’t always need to be 

completely new content, a new 

picture or adding just one paragraph 

will breath new life into a page, 

making it interesting for Google to 

make a return trip to your website. 

Plan to update something on your 

website every week. 

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 

We are happy to announce that all Coburn’s 
locations are now open to the public and have 
returned to regular business hours. Our team is 
committed to providing the best service for our 

customers with safety and social distancing 
measures in place throughout our stores.

VISIT US TODAY!

We’re Ready 
to Serve

COBURNS.COM
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Brownsville 
4635 Mar Street 
(956) 838-0542

La Feria 
13422 E. Expressway 83 

(956) 797-2035

College Station 
12201 State Hwy 30 

(979) 731-5700

Laredo 
4114 Airpark Drive, #4A 

(956) 727-2235

Corpus Christi 
2701 Agnes Street 

(361) 882-8896

Pharr 
3107 North Sugar Road 

(956) 783-1036

Corpus Christi 
8051 South Padre Island Dr. 

(361) 986-0613

Victoria 
3704 Billy     Drive 
(361)  574-8349

STAY HEALTHY & 
WASH YOUR HANDS!

MMiinnii  SSpplliitt  RReeffrriiggeerraanntt  LLiinnee  SSeett  
B92-600

CCooppppeerr  RReeffrriiggeerraattiioonn  TTuubbiinngg  
B92-005

33//44""  PPVVCC  PPiippee  
R94-081
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       Johnson Supply is the leading Air Conditioning, Heating

and Refrigeration wholesale Distributor in Texas and

Louisiana. 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.

EXPECT MORE

Call us today
toll free at:

 
1(800) 833-5455
1(800) 664-9840

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.

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



JUNE 2020, AIR CONDITIONING TODAY, PAGE 9

The Duct-Free Zone  
What a difference two months can 

make… The two months that have passed 
since my last article have been nothing less than 
historic, but not in a good way. The elephant 
in the room is COVID-19 coronavirus and as I 
write this, only now are reports starting to show 
a glimmer…just a glimmer, of light at the end of 
this frightening tunnel.  

I thought long and hard as to what I wanted 
to say in this month’s article. I wanted to be upbeat 
and offer an alternative to all the doom and gloom.  

…but that is not what this article will do. 
I feel compelled to address an issue that has 

been bothering me throughout the national crisis. 
I am really turned off by all the advertising on 

TV attempting to make a company seem like some 
guardian angel in the midst of the virus pandemic.  

You know the ones I’m talking about…car 
companies who want to sell cars to those in need 
of one with deferred payments and low interest 
rates. Mortgage companies offering to “work 
with” customers who are affected by the national 
emergency. Fast-food companies claiming to be 
“thinking of” their customers even if they aren’t 
thinking about the fast-food company. 

I actually thought in the early days of 
the pandemic, that advertising would cease…
yes, I actually thought that no company would 
spend money for advertising in an environment 
where people could not take advantage of their 
products or services. 

Boy, was I wrong! 
Many companies appear to see the 

pandemic as an opportunity rather than the 

national disaster it is. 
I find this rude, distasteful and frankly, gross. 
I was beyond disappointed when I saw some 

within the HVAC industry appearing to market 
indoor air quality products as a way to avoid 
COVID-19…some more subtle than others. The 
New York Attorney General’s office sent cease-
and-desist letters to several HVAC companies 
making unsubstantiated claims of products that 
could help you avoid contracting the virus, one that 
actually claimed to “prevent” the virus. 

Look, I’m not a complete idiot…I do 
understand the concept of “one man’s disaster 
is another man’s pot of gold” but do we need to 
be taking advantage of a situation as the world 
is still wrestling with it?  There will be time…a 
more appropriate time, when the general public 
will be very willing to learn about products that 
may offer some barrier between contaminants and 
themselves and their loved-ones.  

I am so turned-off by these companies that 
when things do go back to normal…whatever 
normal will ever be again, I can’t imagine myself 
ever doing business with them.  

OK…I will get off my soapbox for a minute 
and address the other side of this issue. 

Those of you who know me personally or who 
have attended one of my in-person GREE mini 
split training events know that I love McDonalds 
unsweetened ice tea. I always have at least four 
large unsweetened ice teas at the ready at all events. 

I so often go to McDonalds for my fix that 
I have come to know many of the people who 
work there. 

Have you noticed that McDonalds right now 
is a primary food source for many Americans? 
No joke, many of us are going to McDonalds, 
and other fast-food restaurants on a weekly 
basis…some daily.  

McDonalds has never missed a beat...
McDonalds employees, young and old, have 
been providing interrupted service at their drive-
in windows without (to my knowledge) any 
advertising that pats themselves on the back and 
/ or claims to be “thinking of” me.    

The HVAC industry will play a major role 
moving forward from COVID-19 in offering 
products that can help prevent a virus from 
thriving in our homes and places of business and 
developing yet unknown products and methods 
to keep our customers (our citizens) safer from 
such a pandemic in the future.  

I want to be a part of that process…I will be 
part of that process, but not now.  

Right now I want to be more like 
McDonalds…I want to do my job without 
fanfare or publicity. 

That said… 
Doing my job in this unprecedented 

environment has required this old dog (me) to 
learn some new tricks. I can no longer travel 
to a city near you to conduct in-person GREE 
mini split training events. I have however, been 
conducting 3 hour GREE mini split training 
webinars and will continue to offer more events 
in the webinar / podcast format as long as my 
travel is restricted.  Please follow me on LinkedIn 
to learn of all upcoming online events. 

One last thing about McDonalds… 
In the past six weeks, I have said a number 

of times that the people working the drive-
up windows at fast-food locations around the 
country during the pandemic should be receiving 
“combat pay.” I mean it…we may never know the 
risk that these people are taking by working that 
window, coming in close contact with strangers 
every few minutes for 8 hours or more a day so 
that they can remain employed and keeping food 
on their own family’s table.  

I hope by the time I write my next article 
that the world has changed again in an historic 
way…this time with an immunization and a cure 
for COVID-19.

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!

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   
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Service Contracting Companies and the SBA  
Service contracting businesses require 

capital to grow. Business owners can 
re-invest earnings back into their business 
or they can turn to a qualified bank who 
participates in the SBA 7(a) loan program.  
As I wrote about last month, the Small 
Business Administration created the 7(a) 
loan program to enable banks to lend capital 
to small to mid-sized businesses based 
upon the business cashflows, as opposed to 
available collateral.  By lending through the 
SBA 7(a) program, banks are insured against 
default.  Borrowers are not borrowing from 

the United States Government when taking 
out an SBA loan. 

The SBA 7(a) program is ideal for 
service contractors who typically do not 
maintain large amounts of collateral in 
their business.  This creates an opportunity 
for those business owners seeking working 
capital to invest into growing their business.  
SBA loans are available to business owners 
who are investing in marketing, hiring and 
other uses that will help a privately owned 
business grow. 

In addition to working capital loans, an 

SBA loan can be used by a service contractor 
who plans to grow by acquisition.  Acquiring 
a local competitor to either expand an 
existing line (HVAC business purchases 
another HVAC business) or to expand into 
a new line (HVAC business acquires a 
plumbing business) is a very common use 
of an SBA loan.  These types of loans are 
considered expansion loans and can be made 
without a down payment. Imagine that your 
local competitor is retiring and he would 
like to sell you his business.  By working 
with a bank that provides SBA loans, you 

can expand your business without deploying 
any of your precious working capital.   

What about selling? For so many 
service contractors, selling their business 
can be a nightmare.  The right buyer might 
be an employee, family member or a third 
party.  The challenge is that many would-
be buyers lack the money to pay for the 
business.  Historically, sellers had to rely 
on receiving minimal capital at close and 
carrying a seller note for the remainder.  
Hoping that the buyer is able to pay off a 
seller note is no way to enjoy retirement and 
for many sellers, the dream of retirement 
ends when the buyer stops making payments. 
By coordinating with the buyer, and an SBA 
lender, the buyer can secure a loan and pay 
the seller 100% of the purchase price on the 
day of close.  The buyer is expected to have 
some type of down payment which will be 
discussed in my next article. 

Live Oak Bank www.liveoakbank.
com of Wilmington NC understands 
service contractors and makes working 
capital and business transaction loans to 
HVAC, plumbing and electrical contractors 
within their Service Contracting business 
vertical. Brandon Bolen, vice president 
of the service contractor lending group, 
recognizes the opportunity that exists in 
assisting in the buying a selling of service 
contracting businesses.    “With the aging 
of the baby boomers, there has never been 
more activity in regard to buying and selling 
service contracting business and with the 
combination of available capital, willing 
sellers and qualified buyers, we are excited 
about 2020.” 

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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Buy AmRad’s Turbo200, Turbo200X or TES5 from an
Authorized Platinum Wholesaler

and be REWARDED for buying AMERICAN. Scan for Details

* $5 for every Turbo Easy-Start 5 (TES5) • $2 for every Turbo 200 / Turbo 200X 
• Contractors shopping only at Authorized Platinum Wholesalers will receive $5 for every Turbo Easy-Start 5 (TES5) and $2 for every Turbo 200 and 

Turbo 200X purchased June 1 - August 31, 2020. • Five-piece monthly minimum purchase to qualify. • Contractors can mix and match any of the three 
parts listed above. • Contractors do not need to purchase all five pieces at once; however, they do need to purchase at least five pieces within the 

same calendar month, per qualifying location in order to receive monthly reward dollars. • Qualifying purchases will be tracked by Authorized Platinum 
Wholesalers only and provided to Global monthly. • This promotion excludes all other Global products including Turbo Mini and Turbo Mini-Oval. 

• Cannot be used in conjunction with any other Global Promotion. • This promotion is only valid at the above listed Authorized Platinum Wholesalers
in the territories of Arkansas, Louisiana, New Mexico, Oklahoma and Texas.
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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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forane.com       800-245-5858

Forane is a registered trademark of Arkema.   
© 2019 Arkema Inc. All rights reserved.  
 
UL® is a registered trademark  
of Underwriters Laboratories, Inc.

THE BEST IS
YET TO COME

Learn more about our 
celebration and all our  
offerings, visit our website:  
https://ark.ma/ac-today-1

With over 70 years of U.S.-based 
manufacturing, the Forane® branded 
refrigerants bring 60 years of quality, 
service, expertise, and knowledge to 
the HVACR market.

  DELIVERING SUSTAINABLE 
SOLUTIONS, DRIVEN BY 
INNOVATION

  OFFERING A ROBUST 
PRODUCT PORTFOLIO FOR 
TODAY, TOMORROW, AND 
BEYOND

   ENABLING TOMORROW’S 
GROWTH, WITH A LONG-
TERM OUTLOOK

  SUPPORTING CUSTOMER 
EFFORTS THROUGH 
WORLD-CLASS CUSTOMER 
AND TECHNICAL SERVICE

Forane®

refrigerants

 Foss 1, often called “the Pig” is Grundfos’ first pump, was built in 1945 when founder Paul Due 
Jensen received an order for an automated waterworks. 

Grundfos Marks 75 Years
of Pioneering Together

Houston– Grundfos, a global leader in water technology, marks its anniversary by celebrating 
a commitment through generations to strong values, creating a better future and making an impact 
by pioneering together. 

From the very first pump in 1945 to today’s digital solutions, Grundfos has been synonymous 
with a pioneering spirit, social awareness and innovative solutions. The 75th anniversary is 
dedicated to the shared values of the company’s 19,280 colleagues all over the world. 

“We celebrate the pioneering and socially responsible spirit that has driven Grundfos since 
the beginning and continues to drive us today. We carry that mindset forward with a profound 
commitment to fight the imminent climate and water challenges affecting all of us,” said Mads 
Nipper, Group President and CEO, Grundfos. 

The official anniversary date is May 12, where employees will celebrate in their local 
teams. This will take place digitally for many employees who are working from home due to the 
coronavirus pandemic. It is an occasion to reflect on the past, present and future. 

“I am proud to say that Grundfos is now stronger than ever,” added Nipper. “Based on our 
fantastic heritage, we have an ambition over the coming decade to contribute to bringing safely 
managed drinking water to 300 million people and to become a climate positive company. Thanks 
to our talented and diverse global team, we continue to push forward with a constant eye on 
pioneering solutions that shape our entire industry and beyond.” 

The pump company’s history began at the end of the Second World War, when Grundfos 
founder and engineer Poul Due Jensen was asked by a local farmer if he could procure a pump. 
In the aftermath of the war, there was a shortage of almost everything, so he had to develop and 
construct a complete quality water supply from scratch. The solution proved a great success and, 
as history shows, the foundation of the organization we know today. 

Besides being an innovative spirit, Poul Due Jensen was very conscious of collaboration and 
made Grundfos an inclusive workplace, stating that everyone has the power to contribute.  

”If you’re on your own you can do a little, but you can do a lot when you work together to do 
the job,” he said, crediting employees as a key element to the results created. 

EVAPCO Names
Three New Sales Representatives

EVAPCO, Inc. has grown their Southern US business, so much so that it’s taken a single 
territory and split it into three regions.  The three new sales representative firms are:  Jackson, 
MS-based Hydronic Technology, Inc.; serving the Jackson, MS area; Mid-South Equipment Sales 
& Services LLC, serving New Orleans; and Shreveport, LA-based Mechanical Concepts LLC, 
serving Shreveport and Northern Louisiana.   

Hydronic Technology is led by Scott Dees.  The team at Mid-South is led by Shelly Hasney, 
Kelly Hasney and Allen Laird, among others.  Dan Cason leads Mechanical Concepts LLC.   

“I’m excited to these firms join the EVAPCO family, said Jamie Facius, vice president of 
EVAPCO North America sales.  “Their expertise in equipment operation, capability and specification, 
along with their depth of knowledge in the industry will greatly strengthen EVAPCO’s exposure in 
their respective markets.” 
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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.

Transtar A/C Supply Welcomes
Noel Gregory as Territory Manager  

Master-Bilt Manufacturing 
Facility to Close in 

New Albany, MississippiStafford, Texas – Transtar A/C Supply, Inc. is proud to 
announce and welcome Noel Gregory as the company’s Territory 
Manager. Noel will be responsible for providing additional 
leadership of the Transtar sales team, developing new business 
opportunities, building contractor relationships and driving 
revenue. In addition, Noel will be a valuable contributor in the areas 
of marketing and overall business strategy.  

Noel comes to Transtar with 17 years of industry experience 
and is a well-known figure in the Houston HVAC distributor market. 
Noel has a proven track record of creating and facilitating long term 
business relationships with both customers and industry luminaries 
alike. Noel’s contractor focused attitude and positive personality are 
assets that well complement his vast industry experience.  

“I am blessed to have been given the opportunity to join the 
close-knit Transtar A/C Supply family, and am excited to lend my 
17 years of broad experience in the greater Houston wholesale 
HVAC/R market. My goal is to expertly serve an ever-increasing 
audience of contractors and dealers as they do their jobs with 
industry-leading parts, supplies, as well as Allied Commercial, 
AirEase, and Concord Residential equipment lines.” – Noel 
Gregory, Territory Manager, Transtar A/C Supply 

“I am thrilled to have Noel join our team as Territory 
Manager. As Transtar continues to grow, I am confident that his 
drive, experience, expertise and professionalism are exactly what 
Transtar needs in order to better distribute our parts/equipment 
to contractors all across the Houston area. ”.   – Bryan Abraham, 
CEO & General Counsel, Transtar A/C Supply 

For over 30 years, Transtar A/C Supply, Inc. has successfully 

become one of the leading wholesale distributors and exporters of 
air conditioning, heating and refrigeration equipment and parts in 
Texas. Transtar was started in a small single location in 1984. Since 
then, Transtar has grown to 7 convenient Houston area locations with 
over 160,000 square feet of warehouse facilities while stocking over 
$4 million in inventory. Transtar is committed to earning customer 
loyalty by offering the highest level of customer service along with 
the best air conditioning, heating and refrigeration equipment, parts 
and supplies available. Transtar believes in building relationships 
with our customers and stands behind its motto of “we have the 
parts and equipment to do the job!”. 

For more information about Transtar A/C Supply, please 
call 281-499-3377 or visit the company’s website at www.
transtaracsupply.com. 

New Albany, MS - Refrigerated Solutions Group 

(“RSG”) announced that after a full review of its business 

opportunities, market conditions and other options, it 

reached the difficult but necessary decision to begin the 

process of permanently closing its manufacturing facility 

located in New Albany, Mississippi.   

Unfortunately, the COVID-19 pandemic has caused 

sudden, dramatic, and unexpected conditions outside 

of the company’s control. The unprecedented and major 

economic downturn and the governmental-forced closures 

of many of RSG’s customers have contributed to these 

unforeseeable business conditions. As a result, product 

manufacturing will be consolidated to RSG’s Hudson, WI 

facility by October 31, 2020. The RSG warehouse facility 

in Guntown, MS will remain an ongoing warehouse and 

distribution operation. 

“RSG is committed to maintaining the Master-Bilt 

brand and will continue to support our customers, sales 

representatives, service agents and channel partners,” 

commented Chief Executive Officer Kevin Fink.  

Fink continued, “We wish to extend our appreciation 

to our employees, customers and channel partners for 

their support over the years of the Master-Bilt brand and 

throughout this manufacturing change.”
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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  

www.bakerdist.com

We have Solutions that enable you to continue your
day-to-day transactions efficiently and productively:
We have Solutions that enable you to continue your
day-to-day transactions efficiently and productively:

ORDERING
• Online at Bakerdist.com
• Online through the Baker Mobile App
• Orders can be placed over the phone
• Orders can be emailed

DELIVERY / PICKUP
• Delivery
• Curbside Pickup
• Bakerdist.com Express Pickup

AFTER HOURS
• 24/7 After Hours service
  available (800) 217-4698

ONLINE PAYMENTS
• Payments can be
   made online with BakerPay
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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

5119 Plains Blvd
806-467-8950

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

1605 W. Pioneer Parkway
817-785-0007

FAX 817-785-0008

512 Harwood Road
817-282-1365

FAX 817-282-1362

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

FAX 817-244-3343

719 N. Hampton Rd.
Suite 201

DeSoto, Tx 75115
972-230-0840

2001 S. Fort Worth Dr.
940-484-4323   1-800-577-9115

FAX 940-484-4812

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

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

1425 W. Moore Avenue
972-551-2823

FAX 972-551-0459

Partner with Locke Supply Company.  Partner with Locke Supply Company.  
An Employee owned supply company that is dedicated An Employee owned supply company that is dedicated 

to helping you profitably grow your business.to helping you profitably grow your business.

We offer:
• Well stocked stores

• Fast, friendly service

• Free Job site delivery

• Open on Saturdays

• Free tech support

• No hassle warranties

• Dealer rebate 
program on 
Armstrong equipment

• Marketing funds

• Apparel allowance

• Factory tours

• Dealer lead program

• Business development 
programs

• Free digital selling 
tool and load 
calculation

• Full line of residential 
and commercial 
equipment

We have been deemed as a essential service and our all of our locations are 
open to take care of your HVAC needs.

We offer Walk-in, Curbside and deliveries at all of our locations.

We are maintaining high standards of hygiene and cleanliness, upholding a 
safe environment for all by:
• Increasing the frequency of cleaning • Safe hygiene practices • Maintaining social distancing
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FREEDOM Y MANAGE 
THE PROJECT, NOT  
T FINANCING. 

With FTL, contractors close 30-50% more jobs,  
write bigger tickets, and grow their business  
like never before – all without adding more to  
their to-do list. 

Simple, free registration 
Free to the contractor programs
Dedicated support and training
Online account tools
More approvals with options for credit-challenged  
homeowners

 

REGISTER B FTLFINANCE.COM  
R call 800.981.9032 

’

’

’

’

’

New Industry Alliance will Transform
How we Train HVACR Technicians 

Rolling Meadows, Ill. – The 
Refrigeration Service Engineers Society 
(RSES) and the ESCO Institute have created 
a new alliance that will revolutionize how 
HVACR technicians are trained. 

  The organizations have signed a 
Memorandum of Understanding (MOU) 
under which the organizations have agreed to 
collaborate to improve the technical competency 
of the HVACR industry. Each organization 
currently is striving for the same goals but have 
each been doing so only addressing part of 
the industry. Through this collaborative effort, 
they are creating a cradle-to-grave educational 
pathway for the HVACR Industry. 

  “ESCO and RSES have independently 
worked toward this shared goal for many years 
now,” said RSES Executive Vice President 
Lori Schiavo. “Together, we are stronger, as we 
share the same goal of ensuring that this great 
industry is maintained by the very best students, 
technicians, facility managers and contractors 
who are learning, continuing to learn and are 
already in the field making a difference each 
day. What better way to ‘feed the RSES Member 
stream’ of properly educated individuals 
who will be running the show in the next few 
years than to affiliate with an organization 

that has long had its finger on the pulse of the 
very system that molds these individuals from 
students to qualified professionals. We look 
forward to what the future holds for us and our 
respective customers.” 

  Renee Tomlinson, Executive Director of 
ESCO Institute added, “ESCO and RSES share 
a common goal of educating the industry. While 
each organization has a slightly different focus, 
the amalgamation of the talent and resources of 
these two organizations in the various areas of 
overlapping efforts could lead to producing a 
more unified, skilled and stronger industry.” 

ESCO Institute and its affiliates have long 
been known as the industry leaders to improve 
the technical education process for the future 
workforce. Similarly, RSES has been helping the 
current workforce improve their skills for over 
80 years. Creating an alliance between these 
organizations establishes a transitional pathway 
throughout each stage of ones HVACR career 
(student, apprentice, journeyman, instructor). 
In doing so, the needs of the HVACR industry 
will be better served, making changes in how 
technicians are trained, which will result in 
stronger outcomes. 

Several initiatives are currently underway 
which will be announced in the coming weeks. 

Ritchie Introduces the YJACK™ Series

Bloomington, MN – Ritchie Engineering 
Company, Inc., the leader in service tools for 
HVAC/R professionals and manufacturer of 
YELLOW JACKET® products, is proud to 
introduce the YJACK™ Series of Low Energy 
Bluetooth® (BLE) sensors. These sensors 
include a temperature clamp, temperature strap, 
psychrometer (YJACK DEW™) and repeater/
range extender (YJACK PATH™). All YJACK™ 
products are the perfect complement to the P51-870 
TITAN® series of digital manifolds, or they can 
operate independently. They can communicate 
directly with any P51-870 TITAN®, a smart 
device or BOTH.  The user can measure system 
pressures and temperatures, while monitoring 
the temperature, relative humidity, wet bulb, and 
dew point at the supply and return registers. The 
YJACK PATH™ allows for those measurements 
to be taken up to 2400 feet away from the P51-870 
TITAN® and Smart device. The YJACK™ 
sensors are sold separately or in two kits. Visit 
www.yellowjacket.com for details. 

About YELLOW JACKET® 
The YELLOW JACKET® brand name 

is synonymous with the highest quality and 

most complete line of HVAC/R tools in the 
industry. The brand’s roots go back to 1946 
when Ritchie Engineering Company, Inc., a 
manufacturers’ representative organization, 
became a hose manufacturer. With an emphasis 
on quality and service, Ritchie Engineering, 
based in Bloomington, Minnesota, trademarked 
the hose as the YELLOW JACKET® Charging 
Hose in 1950. Since then, the company has been 
engineering, manufacturing, and continuously 
improving the YELLOW JACKET® hose 
while adding new products to its portfolio. 
Today, YELLOW JACKET® products are sold 
worldwide through a network of authorized 
HVAC&R and automotive wholesalers. For more 
information, please call (952) 943-1333 or visit 
our website at www.yellowjacket.com. 

A network of devices that form a new platform offering a total 
HVAC/R diagnostics solution.

Product News



Jim Hinshaw

By now you realize 
I am part of the Service 
Roundtable, a forum for HVAC, 
Plumbing, Connected Home 
and Remodeling contractors. 
We share best practices in all 
these trades and we see some 
concepts that will work in all 
those disciplines. Last month we 
saw one of our members, Corey 
Hickman, who owns Comfort 
Matters in Minneapolis, take 
the concept of service to the 
community and expand on for 
local businesses and customers. 
He began by asking, what can we 
do about this? And then taking 
action to make a difference.  

He started with the concept 
of helping his customers who 
couldn’t get out during this 
Pandemic. He put together a 
campaign called: “Are you 
stuck at home?” The message 
was, we have trucks driving 
around town all day long, if 
you need an essential item, be 
it milk, bread or Tylenol, we 
can help. Give us a call, we will 
pick up those essential items, 

drop them off at your home. 
That campaign was viewed on 
FB close to 12,000 times.   

He then took the concept up 
a notch, looked at his local area 
and saw a lot of small restaurants 
that have been involved in the 
community for years and they 
were hurting. You know, the 
same ones we ask to support our 
little league teams, soccer teams, 
school sports of all kinds. They 
are now shuttered, some are 
able to do carryout, but that is a 
fraction of their normal business. 
So Corey decided to go to his 
FB friends again, this time for 
the mom and pop restaurants. 
His concept was easy, buy a 
gift card from a local restaurant 
in his area, send him a copy of 
that receipt and he will buy a gift 
card from that same restaurant 
and send it to you, up to $75. Or 
offer you a 20% discount on you 
next service call, your choice.  

The response was 
amazing, he felt good, but just 
as important, the employees 
were engaged by giving back 

to the local community. But 
wait, there’s more! Corey was 
on a networking call with some 
local businesses when the 
someone made the comment 
that local hair salons were really 
facing a tough time. All those 
chairs are empty, and most are 
owned by the hair stylist. They 
have nothing coming in, their 
income is gone in some cases. 
So the company started a plan 
to help a different segment of 
the local marketplace. This time 
the offer was based on buying 
a gift certificate for a local hair 
salon, massage professional or 
nail salon, send the receipt over 
to Comfort Matters and they 
would buy a gift certificate at 
that same location and send it 
back to you. He put a cap of $50 
on this offer but was amazed 
at what happened. Corey said 
people were buying $100, $200, 
even some came in at $1000 
even though his match was $50. 
Confirmed what he thought, 
that hairstylists are very, very 
capable of spreading a story.  

Corey said that he believes 
that the campaigns pushed 
about $30,000 into the local 
community, at a time when it 
was needed the most. They then 
looked at what else they could do.  

Masks. Corey is not 
making masks, rather he is 
making a slide in filter insert 
for a cloth mask. You see, a 
cloth mask does not do a lot to 
protect the person wearing it, 
most virus particles can get thru 
it. But when you add a Merv 13 
filter insert, it becomes much 
more effective at stopping those 
germs. On Comfort Matters 
website, they have a set of 
instructions on how to make a 
cloth mask with a “kangaroo 
pouch” to slide in a Merv 13 
filter element. He does not make 
those masks. There is a link to 
people in the area who will make 
the masks with the pouch. On 
his website, Corey will let you 
sign up and receive a couple of 
the filter inserts delivered to your 
home, no charge.  

It’s On My Heart: A Company Giving Back

SEE HINSHAW PG.23

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

STAFFORD 
3535 S. Main 

Stafford, TX 77477 
281-499-3377

I-10  
10814 East Freeway 
Houston, TX 77029 

713-671-0114

AIRLINE
4315 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

NOW HIRING 
EXPERIENCED 

COUNTER SALES AND 
WAREHOUSE POSITIONS

A  R e a l  L i f e  S a v e r !
BUY 4
GET 1
FREE!

5-2-1 Compressor Savers!

WIN
THIS YETI
COOLER!

Limited Supply! Please see one of our friendly Transtar associates for availability and pricing! Free product must be equal or lesser value than the lowest value 
item purchased. Offer valid while supplies last. Actual product images may vary from selection. Promotion subject to change. Offer expires June 30, 2020.

New AirEase and Concord
Dealer Programs!

More than a $500 Value!
You are entered for a chance to win a

Yeti Tundra 110 Cooler each time you purchase a 
new complete Allied system!

May - August June - August
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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

The Explorer Mini® is the most affordable 
WiFi thermostat on the market today. 

Big Features. Small Price.

3.2"w x 3.2"h x .9"d (Shown at actual size)

www.venstar.com

Easy to install 
Built-in WiFi 
7-day programmable and multi-stage control
Small, compact size
Global changes w/Skyport®

Free Skyport Mobile App
Dry contact equipped
Compatible with Venstar 
WiFi temperature sensors
Title 24, OpenADR 2.0b compliant
Full API available
Residential and commercial available in
gas/electric, heat pump, and fan coil models

▲
▲

▲
▲

▲
▲

▲
▲

▲
▲

▲

Introducing 
NEW 

Fan Coil Models
2 or 4 pipe
configurable
3 speed 
fan control

▲
▲

Find Venstar products at the HVACR distributor below.

Venstar_GameCh_ExpMini_ACT_TX_F1.qxp  3/20/20  7:32 PM  Page 1
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TTeexxaass  HHVVAACC//RR  LLiicceennssee  PPrreepp  

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  

June 13-14 Austin 
June 27-28 San Antonio 
July 25-26 Houston 
Aug 7-8 D/FW Area 
Aug 22-23 Austin 
All 2-day classes 8am—5pm 

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

 Save Time 
Prevent Mistakes 
Text Orders and Photos 

Making it Easier to Do Business 

Text 713-868-8967 
and request things like: 

• Inventory Checks
• Price Checks
• Delivery Update
• Technical Advice
• Warranty Check
• And so much more!

YOU CAN NOW TEXT US. 
TRY IT TODAY! 

It’s Just a Few Lousy Percentages!
There are four (and just 

four) forces that drive your 
bottom line. These are: (1) the 
volume of work you do, (2) 
the price you sell it at, (3) the 
costs that work incurs, and (4) 
the overhead you must chew up 
to support that work on a day 
to day basis. So, here is a pop 
quiz for you: which of these 
four has the biggest impact on 
your profits? Check the box in 
front of the answer you think it 
is and then read the article for 
the surprising answer! 

 Volume 
 Pricing 
 Costs 
 Overhead 
To support what I am 

about to say, I have created an 
Excel spreadsheet I call “The 
2 Percent Romp.” (It is also 
available in Numbers format 
for you Mac users.) If you want 
a copy emailed to you, please 
send me an email with “2 
Percent Romp” in the subject 
line and I’ll send it to you in 

my reply. (Indicate which 
format you want—Excel 
or Numbers.) Email me at  
Rharshaw2@cox.net. 

Let’s set up a typical small 
to medium sized company. 
(The same results will hold 
for a larger one, just that the 
numbers will be larger.) Here 
is our main data: 

To see which of the four 
forces has the biggest impact 
on the net profit, let’s adjust 
each force, one at a time, by 
2%, and see what happens to 
the bottom line. 

We’ll start by increasing 
the volume by 2%. This results 
in additional sales of 2% of 
$1,550,000, or some $31,000. 
With more work comes more 
direct costs (equipment, labor), 
so our costs also rise—in this 
case, about $20,150. There 
will be a slight increase in 
overhead (since some overhead 

is tied to activity), so we can 
expect a bump in overhead of 
about $2,740. The new sales 
less the costs and overhead 
bump brings our net profit 
up to $70,110. Not bad—2% 
more volume creates 13% gain  
in profit. 

We then increase the 
pricing on this new work 
by 2%. All this does is raise 
our sales (which are now 
$1,581,000) by 2%. We have 
already absorbed the costs 
and overhead hits. So, 2% of 
$1,581,000 or $31,620 falls 
directly to the bottom line, 
giving us a new net profit of 
$101,730, which is 64% more 
than we started with. 

Next, we reduce costs by 
2% (and I suggest you do it by 
better job planning and labor 
control, not beating up your 
suppliers) and we add another 
$21,000 to the bottom line.  

Finally, we cut overhead by 
2% (millions of ways to do that!) 
and put another $10,000 on the 

As you can see, the biggest 
SINGLE impact on your 
profits is your pricing, followed 
by cost control, then overhead 
management, then volume.  

Yet I wonder how many 
of you said VOLUME was the 
key to profit? If it is, it is the 
smallest key! 

In fact, I can recall hearing  

 
an elderly contractor I deeply 
respected say in a class I was 
teaching one day that the two 
biggest factors for profit were  
your increasing your volume 
and watching your overhead. 
I then ran the spreadsheet for 
the class and he just sat there 
and finally mumbled, “Well, 
I’ll be danged!” (Except he 
didn’t say “danged”.) 

If you want the 
spreadsheet to run this with 
your own numbers, email me 
at the address listed at the top 
of the article. You’ll be amazed 
what you will learn! 

Reprinted from April 

2019 AIR CONDITIONING 
TODAY and back by popular 
demand. 

Richard Harshaw

Sometimes, graphs tell us things faster than numbers, so here is 
a graph of what we just did: 

profit line. Here is a composite picture of all we just did: 
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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

Product News

Covid-19 Drives Huge UV Disinfection Demand in the HVAC and IAQ Industries

Jupiter, Fla.—The Covid-19 pandemic 
has wreaked havoc on humanity, but it has also 
illustrated the adage “chaos breeds innovation.”  

Hospitals overwhelmed with COVID-19 
patients amidst a personal protective equipment 
(PPE) shortage developed their own innovations 
to disinfect and reuse employee N95 masks and 
other medical protection. “Doctors and healthcare 
managers are ordering UV (ultraviolet) lamp 
systems to convert hospital refrigerators, cabinets 
and other containers into make-shift disinfection 
chambers for the renewed interest in reusing 
PPE due to shortages,” said Aaron Engel, vice-
president business/development, Fresh-Aire UV, 
a Jupiter, Fla.-based manufacturer of indoor air 
quality (IAQ) equipment, such as UV systems 
for HVAC units, ductwork and environmental 
surface disinfection systems (ESDS). “Since 
the chambers are a variety of volumetric sizes, 
we take their dimensions and provide the most 
effective UV output using our proprietary 
BlueCalc modeling software.”  

Puzzled how doctors were making the 
connection of UV-C’s virus inactivation 
capabilities with PPE disinfection, Fresh-Aire 
UV executives soon discovered the Centers 
for Disease Control and Prevention (CDC) had 

issued its guideline document “Crisis Standards 
of Care Decontamination Recommendations” 
on April 9. One recommended alternative cited 
a 2018 American Journal of Infection Control 
article “Ultraviolet Germicidal Irradiation of 
Influenza-Contaminated N95 Filtering Facepiece 
Respirators (FFR)” to disinfect PPE for reuse. 
The 2018 article’s researchers custom-built a 
deactivation chamber using Fresh-Aire UV’s 
high output UV-C lamp system. The conclusion 
stated that one to five-minute (depending on 
chamber size) UV-C exposures were effective 
in disinfecting N95 respirators for reuse during 
pandemic shortages. https://www.ajicjournal.
org/article/S0196-6553(18)30140-8/fulltext 

Consequently, UV equipment sales have 
been strong throughout the pandemic as Fresh-
Aire UV, distributors and contractors battle to 
keep pace with the increasing demand for both 
commercial and residential systems.  

Besides lamp systems, the most popular 
requests during the crisis have been UV-C 
surface disinfection for offices, exam spaces 
and patient rooms; commercial UV systems for 
disinfecting the airflow and interior surfaces of 
air handlers and ductwork; and single lamps 
and combination UV/activated carbon media 

systems for residential HVAC equipment.  
Consequently, many HVAC contractors are 

on a record pace to sell and install residential 
UV systems. Distributors have also seen an 
unprecedented interest in UV. “Our UV sales 
are up 1,000-percent due to COVID-19 and 
inquiries are continually increasing,” said 
Ronald Zajack, president, Coastal Cooling Inc., 
a Fort Myers, Fla.-based HVAC contractor. 
Coastal has promoted UV with TV commercials, 
an email blast explaining UV’s benefits and 
the company’s policy on protecting customers 
and employees during service calls, and an 
instructional video post on its website. 

Because of its sudden emergence, there’s 
no published data of UV-C’s effectiveness or 
dosage for inactivating COVID-19. However, 
the 2004 study “Inactivation of the Coronavirus 
that Induces Severe Acute Respiratory 
Syndrome, SARS-COV” published by the 
National Center for Biotechnology Information 
(NCBI) has proven UV-C’s success with other 
coronaviruses, such as SARS https://www.ncbi.
nlm.nih.gov/pubmed/15350737. Consequently, 
experts suspect COVID-19 dosages are probably 
similar to SARS for inactivation.  

Furthermore, Fresh-Aire UV’s third-

party testing also included viruses. One study 
simulated airstream microbe inactivation in 
an ASTM/AHAM style environmental test 
chamber simulating a typical building’s indoor 
environment and HVAC air handler arrangement. 
Performed in an ASHRAE Standard 52.2 
test duct system, the test’s UV-C light single-
pass results demonstrated a 99.03-percent 
inactivation of the virus (MS2 coliphage).   

The chaos of Covid-19 has bred 
innovation at hospitals, but also at Fresh-Aire 
UV. The company is now developing UV-C 
lamp chambers to disinfect medical equipment 
that will help relieve the pressure on N95 mask 
manufacturers to maintain the PPE supply 
chain throughout the ensuing months of the 
COVID-19 crisis. 

Hospitals are using UV lamp systems to convert refrigerators, cabinets, and containers into make-shift N95 PPE disinfection chambers. 

“Our People Make a Better Curb”

7229 Fairview St.
Houston, TX 77041

Ph 713-690-1622 Fax 713-690-1945
Toll Free 1-866-269-9101
www.completecurbs.com

Curb Adapters Package Curbs Metal Building Curbs Fan Curbs Filter Curbs

Hoods Equipment Supports Vibration Isolation Rails Spring Isolators

Complete Curb Products

Complete Curb Products

If Your Job Requires Metal Building Curbs,
in Galvanized, Galvalume, Aluminum or

Stainless Steel Construction,
are the Experts.

Call Our Sales Department for Details.
Complete Curb Products
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TDLR Provider #1142

SEPTEMBER 2015 , AIR CONDITIONING TODAY, 19

JUNE 2015, AIR CONDITIONING TODAY, PAGE 19

www.transtaracsupply.com

TDLR Course #10124

ConstruCtion Data’s texas air 
ConDitioning ContraCtor 

LiCensing exam PreParation
Irving - July 18-20

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

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

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

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

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

Coach Ken Carter
The famous Coach Ken 

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

Leslie Koch

HARDI Announces Presenters 
for Emerging Leaders 
Summer Conference

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

executives.
Leadership trainer Leslie 

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

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

Housing Recovery 
Continues at Gradual Pace

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

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

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

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

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

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

Gemaire.com 
Wins National Award

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

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

Perficient; Ken Connell - CEO Gemaire

please visit our 
website at

www.ac-today.
com 

or fax 
830.627.0614

with your name, 
address, 

company, and 
affiliation to the 
air conditioning, 

refrigeration, 
heating, and 

plumbing 
industries.

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

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

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

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

American Standard Heating 
& Air Conditioning is Gold 

Winner
Dallas/Fort Worth Texas, – American Standard Heating 

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

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

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

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

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

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

HVAC 
Industry 

Loses 
Forrest 
Fencl,

 Ultraviolet 
Treatment 

Pioneer

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

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

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

Gulf Coast Ecosystem 
Restoration Council Seeks 

Public Comment on Priorities 
for $139.6 million  

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

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

Biloxi, MS 39531
 

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

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

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

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

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

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

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

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

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

Wi-Fi®-
CapableYork® 

Residential 
Communicat-
ing Control 

His website also has videos on how to make a mask if 

you have the sewing ability in your family, as well as how 

to care for the mask and inserts. You can actually heat the 

mask and filter material up to 170 degrees for 30 minutes 

and that will kill any viruses on the media. It can then  

be used again. 

This was another positive way Corey and his team are 

showing that they are servant leaders in the community. 

Now, how about your company? I hope this article has 

given you some ideas on how you can be of service and 

help out your community, especially those who are small 

businesses, they need our help today like never before. 

Corey said it was OK to copy his ideas, in fact, we have 

had 20 or 30 of our members do exactly that. Steve Miles 

with Jerry Kelly Air Conditioning in St. Charles, Mo was 

moved to action. He has produced at least 11 videos of him 

in front of a small locally owned business showing that he 

will buy gift certificates to people in his market who buy 

a gift certificate and send him a receipt.  A quick count of 

those videos showed that they had been viewed 8500 times, 

shared hundreds of times, and liked almost immediately 

after posting. One of the first was viewed 2800 times,  

a great number for a video of a guy standing in front of  

an ice cream shop.  

So, give some thought to how you can support the 

small businesses around you, take action this week. They 

will remember you and you will be blessed for it. Thanks 

for listening, we’ll talk later.  

HINSHAW con’t

Mitsubishi Electric Trane HVAC US
Introduces the PUY-7 Outdoor Unit

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, introduces a line 

of P-Series PUY-7 outdoor units for single-zone cooling. 

Developed for the residential and light commercial 

market, the highly-efficient PUY-7 outdoor units provide 

100% rated cooling capacity while at 115° F down to 23° F 

outdoor air temperature. With the addition of front, side and 

rear wind baffles, the units now offer the enhanced ability 

to provide 100% rated cooling capacity down to -40° F 

outside air temperature. 

PUY-7 models offer 24-hour continuous operation 

which make them ideal for critical cooling environments, 

such as equipment rooms and indoor agriculture settings. 

Additionally, the units offer noise reduction features 

contributing to an impressively low operating sound level 

of 44 dB(A). With the INVERTER-driven compressor 

and part-load operation, there’s no excess noise or energy 

wasted due to conventional start and stop cycles. The 

compressor is isolated in an insulated compartment and on 

rubber feet for vibration dampening and sound reduction.  

The PUY-7 offers other significant features and 

benefits such as:  

• Support for twinning — two indoor units can be 

connected to one PUY-7 outdoor unit to condition a single, 

large zone 

• Integrated compatibility with METUS indoor 

units equipped with multi-part filtration systems to reduce 

airborne contaminants like allergens 

• Rated cooling capacity range in the lineup: 12,000 

- 42,000 BTU/H 

• Compatibility with a wide range of thermostats 

using the Thermostat Interface 

• High-efficiency with SEER ratings ranging from 

16.1 up to 27.0, depending on the outdoor model and the 

connected indoor unit 

• Availability in 1 to 3.5-ton size options 

“We’re incredibly proud of the product advancements 

we were able to achieve with our PUY-7 models,” says 

Heather Buchicchio, director of product marketing, 

Mitsubishi Electric Trane HVAC US. “This outdoor unit 

has improved operating range, now tested to deliver 100% 

of rated cooling capacity in cold weather climates all the 

way down to -40° F. We’re pleased to fill this gap and 

offer an innovative system that directly meets the needs of  

our customers.” 

PUY-7 outdoor units have a slim profile, small 

footprint and require minimal maintenance. Front panels 

provide easy access to main components and built-in self-

diagnostics allow technicians to easily monitor the system 

with Maintenance Tool. Also, the unit’s wind baffles are 

durable, low maintenance and easy to install. 

For more information about the line of P-Series PUY-7 

outdoor units, and other light commercial offerings from 

Mitsubishi Electric Trane HVAC US, visit mitsubishipro.com.  

Continues cooling operation even with exterior temperature as low as -40° F

Product News
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JS# Mfg# Dimensions W x H x D CFM 

L94-053 F100F1625/U 16” x 25” x 4” 1400 

L94-054 F100F2025/U 20” x 25” x 4” 2000 

L94-055 F100F1620/U 16” x 20” x 4” 1200 

L94-056 F100F2020/U 20” x 20” x 4” 1400 

L97-394 F100F2044 25” x 20” x 4” 2000 

Get A Free Resideo Media Air Cleaner 
When You Buy A Coleman System! 

 

*Purchase of a System is required. Offer valid June 1, 2020 - July 31, 2020 while supplies last. 
© 2020 Resideo Technologies, Inc. This product is manufactured by Resideo and its affiliates. The  Honeywell Home trademark is used under license from Honeywell 
International, Inc. All rights reserved. 

Find Your Coleman System Using the Johnstone’s Intuitive System Selector: www.JohnstoneSupply.com/system-selector 

 Comes with MERV 11 media air filter 
 Captures up to 96% of airborne particles passing through the 

HVAC system 
 Maintains highly effective airflow in the HVAC system for full 

efficiency 
 Replace filters every 6-12 months versus monthly or quarterly 

changes 

 

F100 Media Air Cleaner 

Johnstone Supply Solutions 
MAKING IT EASIER TO DO BUSINESS. 

OE TOUCH 
View quotes, open 
orders & invoices. 

ONLINE ORDERING 
Browse & search quickly for 
product and view real-time 

pricing & availability. 

LOCKER PICKUP 
Place an order over the phone & 

pickup through locker. Available at 
our Shepherd & Conroe locations. 

DELIVERY 
Delivery available in select 

Houston, Beaumont & 
Conroe areas. 

TEXT US 
Text us at (713) 868-8967 
to place orders and send 

photos of product. 

Visit us online at www.JohnstoneSupply.com/39, on our Johnstone OE Touch 
app or call/text us at (713) 868-8967 

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
5935A 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) 988-9533

Now Open! 
CONROE

800 Old Montgomery Road Ste 200
Conroe, Texas 77301

Phone: (936) 230-5040
  Fax: (936) 242-0178
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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
Looking for an HVAC CE or license exam 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. 

All CE classes have resumed with limited capacity, per state guidelines. 
See page B5 for upcoming continuing education opportunities and 

page 20 for exam prep course dates.
TACCA Welcomes the 
following new members. 
Thank you for your support! 

Escamilla’s Air Conditioning - 
Houston

Rohde Air Conditioning & 
Heating - Belton

Authority HVAC - Richardson

Air Conditioning Service Co. – 
San Antonio

 

 

 
 

 

 

 
  

 

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’s 2020 CE Course is Ready to Go

I recently had the chance to observe the filming of our new continuing education class, “Manual J 
Outcomes & Humidity Mgmt”. The class was led by instructor John Burg, who has been instructing for 
TACCA for 20 years. John’s career in HVAC started in the Navy A/C & Ref Division, took him through 13 
years with a contracting company, 27 years as an owner, and finally to his current position in training and 
tech support at Century Supply Co. We are fortunate to have instructors like John dedicated to teaching our 
continuing education course.

We filmed on May 2, just two days into the first phase of reopening Texas, with John, our videographer, 
three students and myself in a room large enough to hold a full class on a normal day. We used hand 
sanitizer frequently, kept required distancing and, with exception of John, so we could record him clearly, 
followed the recommendation from the hotel to wear face masks. John deftly led us through the course and 
before I knew it, we were breaking for lunch, and then finished for the day. The participants agreed that the 
course and instruction were excellent.

In March, the Texas Department of Licensing and Regulation (TDLR) announced due to COVID-19 they 
were waiving the CE requirement for all license renewals in March, April and May. For June and later 
renewals, TACCA’s course is available online and we are back to providing in-person classes as of May 30. 
You can check for updates and register for online or classroom CE at www.TACCA.org.

Last fall we requested input from class participants and this course was developed specifically to 
address the topics that our students told us they would like to learn more about. The course covers a ton of 
content developed by Tom Turner, with Air Evangelist Consulting, who has developed 10 of TACCA’s CE 
course in the last 12 years. The “Manual J Outcomes & Humidity Mgmt” course #22269 is an 8-hr course 
approved by TDLR for HVAC license renewal and covers:

Devorah Jakubowsky, CAE
TACCA Executive Director

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.

 

• Expectations from Manual J
• Loads (envelope, sensible and latent)
• Insulation
• Overhangs and windows
• Managing Humidity
• Psychrometric ideology
• Components of humidity

• Slabs and crawls
• Stand-alone solutions
• Tools for Successful Business
• Budget
• Communication Tools
• Laws and Rules

 

Save the Date – Texas HVACR Conference
set for October 29-30

TACCA is excited to announce our first conference since 2016! 
Topics include: Customer Service, Social Media and Digital 

Marketing, Lessons Learned in a Crisis, Profitability and 
Performance, Accessing New Workforce Talent, and much more. 

Please save the date and plan to join us
October 29-30, 2020 at the beautiful

Lakeway Resort in Austin.   
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YORK® AFFINITY™ PREMIUM RESIDENTIAL SYSTEMS

The first high-efficiency residential split systems  
to feature built-in Charge Assurance™.

Whoever said “some things never change” obviously wasn’t in the HVAC 
industry. YORK® knows the importance of keeping our products at the  
leading edge. The Affinity™ series is smarter, more connected and more 
efficient than ever before. Built-in Charge Assurance™ and Climate Set™ 
technologies will change your business and your profitability.

With 66 locations throughout the region, Solar Supply is proud to be 
the resource contractors turn to for YORK® products.

FIND YOUR LOCAL SOLAR SUPPLY DISTRIBUTOR FOR COMPLETE DETAILS: 

SOLARSUPPLY.US/ID3.HTML

The only thing that’s changed,
is everything.

S U P P LY,  I N C .

jci10283-YORKAdSolarSupply-D23a.indd   1jci10283-YORKAdSolarSupply-D23a.indd   1 5/22/20   2:08 PM5/22/20   2:08 PM
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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

WE’RE HERE TO HELP
MAKE YOUR JOB EASIER

Experience the Century Difference
plus Industry-leading dealer benefits

Experience exceptional service at any of our 26 conveniently located branches.

EXPERICENCE THE CENTURY DIFFERENCE:

aPrivately-owned business

aEasy Ordering: Online, by Phone, In Person

aThousands of parts and supplies in stock

aFast, friendly service

aKnowledgeable staff

aDedicated Technical Support Team 

aDedication to Exceptional Service

aFree Same-Day Delivery

aHands-On Training Center

Dealer Program Offers:

  ProPartner Perks

  0% for 60 months 
Financing Program

  Second-Chance 
Consumer Financing 
Program

So we are putting a cool tool in the palm of your hand - our mobile app!
Things are heating up outside ...

TEXT YOUR 
LOCAL BRANCH 

PLACE 
YOUR ORDER 

CONTACT 
TECH SUPPORT

VIEW 
REWARDS

PAY YOUR BILL
ONLINE

SCAN BARCODE 
ITEMS TO CART
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This new 8-hour course was developed around top 
requested topics from class participants.  

 

TACCA has established Health Protocols for class 
attendance that must be followed for the health 

and safety of our instructors and participants. 

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! 
June 5—Beaumont (Fri) 
June 6—Denton 
June 13—Hurst 
June 20—Burleson 
June 20—Houston 
July 11—Hurst 
July 11—San Antonio 
July 18—Austin 
July 18—Houston 
July 25—Waco 

REGISTER AT 
WWW.TACCA.ORG 

TDLR Provider #1126 

NEW CLASS—Manual J Outcomes & Humidity 
Mgmt #22269 
 

Expectations from Manual J 
 Envelope, sensible and latent loads 
 Overhangs and windows 
 Insulation 
Managing Humidity 
 Components of humidity 
 What influences humidity level in a building 
 Slabs and crawlspaces 
Tools for Successful Business 
TDLR laws and rules (required one hour) 

HARDI Distributors Report 3.7% Percent 
Revenue Growth in March 

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 3.7% percent during March 2020. 

The average annual sales growth for the 12 months through March 2020 is 4.1 percent.  
“March was a confusing month because the historic surge of initial unemployment 

claims began during the week of the sixteenth, the growth for the month looks weak in a 
couple of our regions because they experienced very strong sales during March of 2019, 
and all our regions had one extra billing day this year,” said HARDI Market Research & 
Benchmarking Analyst Brian Loftus. “When we adjust for the extra billing day, we estimate 
that sales declined by 1%.” 

The Days Sales Outstanding (DSO), a measure of how quickly customers pay their bills, 
is 49 days. “49 this month compares to 47 in March of 2018 and 48 in March of 2019,” said 
Loftus.  “We have been concerned about DSO given the C-19 market disruption and pleased 
to see it remained contained through March.” 

“This March report reflected the leading edge of the COVID-19 storm as it began to 
engulf our country,” said Loftus.  “We have seen the damage from those sustained winds with 
initial unemployment claims increasing like a storm surge to high teens levels, and the 8.7% 
decline of retail sales which was the largest decline on record, or until we see the April report.” 

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. 

AHRI Urges State Department Help for 
HVACR Industry in Mexico 

Arlington, Va. –  In a letter to Secretary of State Mike Pompeo this week, AHRI 
President & CEO Stephen Yurek requested the urgent assistance of the Department of 
State in “convincing the federal, state, and local jurisdictions in Mexico to allow continued 
manufacturing operations, while our members commit to adhere to strict workplace safety 
and health standards.”  Yurek explained that in addition to potentially harming customers in 
Mexico, “the continued inability of some of our member companies to manufacture products 
in their Mexican factories will very soon severely impact our ability to supply these essential 
products to the American market, putting American lives and health at risk.” 

The products and equipment produced in those factories is vital for the health, safety, and 
productivity of both countries, particularly with respect to water heating for handwashing, 
sterilization, cleaning, and disinfecting; air filtration; and refrigeration for food and medical 
supply preservation.  

While AHRI and its industry allies have been very successful in having the HVACR and 
water heating industry designated as “essential” in nearly every part of the United States, the 
situation in Mexico has been quite different, which has led to factory closures and reduced 
manufacturing capacity in that nation.  

There currently is no clear federal directive in Mexico designating essential status for 
HVACR and water heating, and because of that, the situation for equipment and supply 
chain manufacturers there is dire. Absent such a directive, state and local governments have 
inconsistently decided the operating status of manufacturing plants, creating great uncertainty 
and disruption in the supply chain.  
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ASHRAE Offers Course on 
ASHRAE Virtual Conference: 92 

Technical Sessions for $99 
This year’s conference, originally planned for 
Austin, TX in June, will take place virtually 

Atlanta – ASHRAE is responding to these extraordinary 
times with extraordinary measures, including a four-day live virtual 
event at a significantly reduced registration fee. The 2020 ASHRAE 
Virtual Conference is structured to allow participants from all over 
the world to take advantage of the Society’s strong technical content. 

The virtual conference will include 90+ technical sessions, 
updates from Society leaders, and virtual networking events. 
Technical sessions will be available starting June 22, with 
conference activities and additional live sessions addressing the 
latest information relating to the COVID-19 pandemic taking place 
daily starting June 29 and continuing through July 2. Conference 
registration is now open at ashrae.org/2020virtual. 

During the weeks leading up to the conference, ASHRAE will 
also conduct online versions of the business and technical meetings 
that typically are held during its onsite annual conference.  

“While we realize that there is no substitute for the special 
level of interaction that face-to-face conferences provide, we are 
excited to present this unique format for our members to interact, 
collaborate and learn,” said 2019-20 ASHRAE President Darryl 
K. Boyce, P.Eng. “The unprecedented challenges of this year’s 
pandemic have afforded us a great opportunity to further our reach 
and level of engagement in a meaningful way to professionals from 
across the globe.” 

The cost to attend the virtual conference is $99 for ASHRAE 
members ($329 for non-members, which includes an annual 
ASHRAE membership) and offers:  

Twelve live technical sessions with live Q&A with presenters 
An on-demand technical program of some 90 sessions  
Scheduled live video chat sessions with speakers from 

on-demand sessions  
Downloadable copies of all conference papers 
ASHRAE Leadership Moments each day from Society leaders 
Virtual networking happy hours 
Registrants will be receiving an in-depth learning experience, 

providing solutions, technology demonstrations and industry 
insights. The technical program will explore how building and 
energy systems interact, while examining how buildings are 
becoming integrated, flexible and resilient systems to respond to 
climate change challenges. 

“The traditional tech-heavy and diverse topics of the onsite 
technical program is maintained and enhanced by interactive 
elements and sessions suited for the virtual environment and a 

worldwide audience,” said Bing Liu, conference chair. “Literally 
hundreds of opportunities will be in place for attendees to interact 
with speakers during the Q&A session via a live chat with session 
speakers. Every day the virtual conference will feature several live 
sessions to highlight hot topics and COVID-19 related topics as well. 
Industry professionals have a wide-range of choices of sessions to 
select from in tracks on resiliency, zero energy buildings, residential, 
the grid, fundamentals, equipment and professional development.”   

Additionally, incoming 2020-21 ASHRAE President Chuck 
Gulledge, P.E., Fellow ASHRAE, will present the Society theme for 
the coming year, The ASHRAE Digital Lighthouse and Industry 4.0.  

Professional development hours can be earned for all 
on-demand sessions and 12 live sessions upon successfully 
completing a short quiz. Registration includes access to all the 
technical content on-demand for 18 months. Company packages are 
also available. 

To learn more and to register, visit ashrae.org/2020virtual. 

ASHRAE Adds New Courses to 
Learning Institute’s 2020 Spring 

Online Course Series 
Atlanta – ASHRAE has added four new courses to its 2020 

Spring online instructor-led course series from ASHRAE Learning 
Institute (ALI). The online offerings run through June. 

The new course “ASHRAE Guideline 36, High-Performance 
Sequences of Operation for HVAC Systems,” taking place on May 
28,  introduces the current version of ASHRAE Guideline 36, 
which focuses on variable-air-volume (VAV) systems and reducing 
energy consumption, cost, and system downtime with more resilient 
systems, control sequence compliance, and diagnostic software. The 
course will include the research underlying the current sequences 
and ongoing and planned future research intended to develop 
additional advanced sequences for other HVAC system types. 

“Introduction to Ultraviolet Germicidal Irradiation (UVGI) 
Systems,” scheduled for June 11, is a comprehensive introduction 
to how ultraviolet germicidal irradiation (UVGI) can be used in 
conjunction with HVAC systems to improve indoor environmental 
quality (IEQ) and reduce airborne disease transmission. The course 
describes the fundamentals of the germicidal action on UVGI and 
characteristics of UVGI sources, common system types and their 
applications, the economics of UVGI, and practical considerations 
including material degradation, maintenance, and safety. 

“Laboratory Exhaust Stacks: Safe and Energy-Efficient Design,” 
to be held on June 16, provides designers and operators of laboratories 
with wet lab exhaust systems with the proper methodology to ensure 
safe systems operation. Training topics include how to properly locate 
air intakes and exhaust stacks and the various methods for applying 
variable-air-volume control to minimize energy usage while avoiding 
adversely impacting the air quality.  

“Hospital HVAC: Infection Mitigation, Comfort, Performance,” 
on June 18 will address the role of HVAC systems in helping to reduce 
Hospital Associated Infections (HAI), explaining airborne vs contact 
transmission. The instructor, an experienced healthcare engineering 
professional, provides unabashed analyses of the controversies 
regarding the science behind the requirements in ASHRAE Std-170, 
such as: how many air changes, what level filtration, etc.  

The following is the full schedule of remaining online 
instructor-led course offerings:  
• 21 May: Humidity Control I: Design Tips and Traps IAQ Practices 
• 26 May: New! Save 40% by Complying with Standard 90.1-2019 
• 28 May: New! ASHRAE Guideline 36, High-Performance 
Sequences of Operation for HVAC Systems 
• 02 Jun: New! Designing for Cold Climates 
• 09 Jun: Successfully Managing the Risk of Legionellosis Using 
ASHRAE Standard 188
• 11 Jun: Introduction to Ultraviolet Germicidal Irradiation (UVGI) 
Systems 

• 16 Jun: New! Laboratory Exhaust Stacks: Safe and Energy-
Efficient Design 
• 18 Jun: New! Hospital HVAC: Infection Mitigation, Comfort, 
Performance 

Courses are $229 for ASHRAE members ($299 for 
non-members. To register, visit the ashrae.org/onlinecourses. 

ASHRAE Offers COVID-19 
Building Readiness/Reopening 

Guidance 
Atlanta – The ASHRAE Epidemic Task Force has developed 

guidance on mitigating potential health risks during reopening of 
buildings closed during the COVID-19 pandemic. 

“We have reached a time where planning for a safe return to 
normal activities has become a priority,” said 2019-20 ASHRAE 
President Darryl K. Boyce, P.Eng. “Safe operation of HVAC and 
building water management systems are critical components of 
building readiness and reopening, and ASHRAE’s resources provide 
a framework for developing plans in a variety of building types.” 

ASHRAE’s recommendations for reopening buildings are 
outlined in the frequently asked questions section of its COVID-19 
Resources webpage. Recommendations for building readiness and 
reopening include the following: 

• Create a strategic plan prior to opening a building. The plan 
should include measures to make occupants feel safer, ensuring 
supply chain for critical items such as filters and communication 
plans for building support and safety measures for occupants. 

• If the building opening takes place when Personal Protective 
Equipment (PPE) requirements are still in place, ASHRAE’s 
Occupancy Guides can be referenced to deal with functioning 
buildings during the epidemic. 

• Review HVAC programming to provide flushing two hours 
before and post occupancies. This includes operating the exhaust 
fans as well as opening the outside air dampers. For buildings 
without the capacity to treat large quantities of outside air and 
when outside air conditions are moderate, open all windows for a 
minimum of two hours before reoccupation. 

• Ensure that custodial scope includes proper cleaning 
procedures built from EPA and CDC guidance on approved 
products and methods.

• Run the system on minimum outside air when unoccupied. 
• Garage exhaust, if any, should run two hours before occupancy. 
“Key elements of a strategy to limit the spread of the COVID-19 

virus are to perform needed heating, ventilating and air conditioning 
(HVAC) system maintenance, including filter changes, and to run 
HVAC equipment, prior to re-occupancy,” said ASHRAE Epidemic 
Task Force chair, ASHRAE Environmental Health Committee voting 
member and 2013-14 ASHRAE Presidential Member Bill Bahnfleth. 

A decrease in water usage in buildings closed or with limited 
access during the pandemic can increase the risk of bacteria growth 
in building plumbing and associated equipment. Facility managers 
and building owners can help mitigate the risk of waterborne 
pathogens, such as Legionella bacteria, the cause of Legionnaire’s 
disease, by developing a water management plan. ANSI/ASHRAE 
Standard 188-2018, Legionellosis: Risk Management for Building 
Water Systems establishes minimum legionellosis risk management 
requirements for building water systems.  

“ASHRAE’s building readiness guidance empowers building 
owners with resources and practical guidance for safer operation of 
HVAC systems as we cautiously transition into a post-COVID-19 
world,” said ASHRAE Epidemic Task Force chair of Building 
Readiness guidance Wade Conlan.  

The task force also recommends guidance released in the 
newly updated ASHRAE Position Document “Infectious Aerosols” 
as well as the Emerging Issues Brief. 

For extensive resources and strategies on safe building 
reopening, visit ashrae.org/COVID19.  

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.
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spotlight
The

Victaulic Names Rick Bucher 
President

Jeff Cox Named New President 
at Berkeys® Air Conditioning, 

Plumbing & Electrical in
Southlake, Texas

Grundfos’ Jim Swetye Added to 
Board of Hydraulic Institute

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

Product News

U.S. Air Conditioning Distributors Cut Energy Costs more than 
$100,000 Annually with Venstar’s Skyport Cloud Services

Chatsworth, Calif.— Venstar® today 
announced that its  ColorTouch® and 
Explorer® connected Wi-Fi® thermostats 
and Skyport® Cloud Services are being 
used by U.S. Air Conditioning Distributors 
(USACD) for remote control of the 
thermostats at its HVAC supply stores. Based 
in the City of Industry, Calif., USACD is 
one of the nation’s largest privately owned 
HVAC distributors with 50 stores in the 
western United States. 

“Using Venstar’s Skyport Cloud Services, 
I can remotely control the thermostats at the 
stores using my mobile phone or computer,” 
said Jack Scarsi, VP of Operations & Finance 
at U.S. Air Conditioning Distributors. “The 
energy cost savings goes right to our bottom 
line, which helped pay for the thermostats 
and installation in just months.” 

Challenge: Reduce Energy Costs, 
Remote Control of Thermostats 

Heaters and air conditioners were often 
left on overnight or over weekends when the 
stores were closed. Some stores had equipment 

issues that had gone unchecked. As a result, 
energy usage was unusually high at the stores. 
USACD management wanted to find a way 
to remotely manage HVAC equipment and 
control energy costs at the stores. 

Solution: Venstar’s Skyport Cloud 
Services and Wi-Fi Thermostats 

As part of USACD’s green initiative, the 
company installed Venstar’s ColorTouch and 
Explorer connected thermostats at the stores.  

Scarsi and the store managers use 
Skyport Cloud Services on their desktop 
computers and mobile phones using 
Venstar’s free Skyport Mobile App. They 
can manage energy usage and ensure that 
indoor temperatures are comfortable at the 
stores. Using Skyport also enables them 
to resolve equipment issues before they 
become problems.  

Results: Reduced Energy Usage by 
$100,000+ Annually 

Moving to Venstar’s Skyport to control 
the Wi-Fi thermostats saves USACD 
$100,000 annually in energy costs by: 

• Eliminating HVAC systems running 
unnecessarily when stores are unoccupied 

• Preventing thermostat temperatures 
from being set too high or too low 

• Identifying stores where there may 
be HVAC equipment issues 

• Enabling remote control of the 
store’s thermostats  

Scarsi said, “Using Skyport, I can look 
at all of the thermostats at all the stores on 
a single screen. At a glance, I can see which 
stores’ HVAC systems are running non-stop 
and if there are any HVAC systems that are 
not running efficiently so that I can remotely 
make any necessary adjustments.” 

Reduced Energy Costs by Resolving 
Equipment Issues 

One branch had set the thermostat to 80 
degrees because it was always cold in the 
store. By using Skyport, Scarsi identified 
the problem, which turned out to be faulty 
ductwork. Once the ducting was fixed, the 
store was more comfortable, and they saved 
energy costs by not running the heater all day.  

At another store, the HVAC equipment 
was running but was not properly heating 
or cooling. Using Skyport, Scarsi identified 
the problem and had the HVAC equipment 
serviced. Now with more efficient equipment, 
they have reduced their energy costs.  

“Skyport makes managing the stores 
more efficient. It helps me identify 
HVAC equipment issues at stores so that 
I can quickly have problems resolved,”  
Scarsi said. 

Remotely Monitored and Controlled 
Thermostats 

Prior to installing the Venstar solution, 
there was no way for anyone at USACD 
headquarters to remotely monitor or control 
the stores’ thermostats. “With Skyport, it’s 
very easy to see where the issues are so we 
can get them resolved,” Scarsi said.  

“Seeing all of the thermostats on my 
screen at the same time allows me to easily 
pinpoint any problems without having to view 
individual thermostats,” he added. “I can 
quickly resolve issues right from my desk.” 

Remote Control of Thermostats Reduced Energy Costs Resulting in ROI in Just Months
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AHRI Releases March 2020 U.S. Heating and Cooling Equipment Shipment Data
Residential Storage Water Heaters 
U.S. shipments of residential gas storage water heaters for 

March 2020 increased 7.6 percent, to 416,504 units, up from 
387,118 units shipped in March 2019. Residential electric storage 
water heater shipments increased 11.9 percent in March 2020 to 
401,348 units, up from 358,666 units shipped in March 2019.  

Year-to-date U.S. shipments of residential gas storage water 
heaters decreased 1.3 percent, to 1,162,074, compared to 1,177,772 
shipped during that same period in 2019. Residential electric 
storage water heater shipments increased 6.1 percent year-to-date, 
to 1,167,238 units, compared to 1,100,587 shipped during the same 
period in 2019. 

Warm Air Furnaces 
U.S. shipments of gas warm air furnaces for March 2020 

decreased 30.4 percent, to 244,961 units, down from 351,908 units 
shipped in March 2019. Oil warm air furnace shipments decreased 
25.5 percent, to 2,139 units in March 2020, down from 2,872 units 
shipped in March 2019. 

Year-to-date U.S. shipments of gas warm air furnaces 
decreased 18.7 percent, to 675,250 units, compared with 831,007 
units shipped during the same period in 2019. Year-to-date U.S. 
shipments of oil warm air furnaces decreased 23 percent, to 6,792 
units, compared with 8,817 units shipped during the same period 
in 2019. 

Central Air Conditioners and Air-Source Heat Pumps 
U.S. shipments of central air conditioners and air-source 

heat pumps totaled 851,939 units in March 2020, up 4.7 
percent from 813,605 units shipped in March 2019. U.S. 
shipments of air conditioners increased 6.1 percent, to 
546,992 units, up from 515,353 units shipped in March 
2019. U.S. shipments of air-source heat pumps increased 2.2 
percent, to 304,947 units, up from 298,252 units shipped in 
March 2019.  

Year-to-date combined shipments of central air 
conditioners and air-source heat pumps increased 4.8 percent, 
to 1,950,971, up from 1,861,009 units shipped during the 
same period in 2019. Year-to-date shipments of central air 
conditioners increased 6.0 percent, to 1,181,000 units, up 
from 1,114,034 units shipped during the same period in 2019. 
The year-to-date total for heat pump shipments increased 3.1 
percent, to 769,971, up from 746,975 units shipped during the 
same period in 2019. 

U.S. Manufacturers’ Shipments of Central Air Conditioners and Air-Source Heat Pumps

Commercial Storage Water Heaters 
Commercial gas storage water heater shipments decreased 

14 percent in March 2020, to 8,371 units, down from 9,734 units 
shipped in March 2019. Commercial electric storage water heater 
shipments increased 1.0 percent in March 2020, to 14,044 units, up 
from 13,904 units shipped in March 2019.  

Year-to-date U.S. shipments of commercial gas storage water 
heaters decreased 3.9 percent, to 22,854 units, compared with 
23,779 units shipped during the same period in 2019. Year-to-date 
commercial electric storage water heater shipments increased 4.6 
percent, to 39,365 units, up from 37,627 units shipped during the 
same period in 2019. 

BTUHs of 64.9 and below are for residential units; 65.0 and above for commercial. 

NOTE: A shipment is defined as when a unit transfers ownership; a consignment is not a transfer of ownership. Industry data 

is aggregated from the information supplied by AHRI member companies that participate in the statistics program and could be sub-

ject to revision. Published year-to-date data is inclusive of all revisions. No other AHRI data (e.g., by state or region) is available to 

the general public other than that published. AHRI does not conduct any market forecasting and is not qualified to discuss market 

trends. For previous monthly shipment releases and historical data, please see http://www.ahrinet.org/statistics.
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Product News

YORK Introduces New 14 SEER, Single-Stage Heat Pumps

Introducing the New Carrier® Infinity® 26 Air Conditioner
and Infinity® 24 Heat Pump with Greenspeed® Intelligence  

Milwaukee  – The YORK® 
brand of Johnson Controls 
is extending its LX Series of 
products with the introduction 
of a new single-stage heat 
pump. The YORK YEE heat 
pump offers 14 SEER cooling 
and 8.2 HSPF heating efficiency 
performance. The economical 
systems can provide heat down 
to an outdoor temperature of 
0º F and cooling up to 125º F, 
making it an ideal year-round 
comfort solution, especially for 
southern U.S. climates.  

“We designed the new heat 
pump with today’s homeowners 
in mind who are looking for 
efficient HVAC systems at a 
lower price point,” said Ken Ely, 

product manager, Residential 
Ducted Systems. “Beyond 
offering lower upfront costs, the 
YEE can reduce annual energy 
bills by 14% when replacing 
older low-efficiency systems. 
The compact design allows 
for further cost savings for 
homeowners and time savings 
for contractors by allowing the 
reuse of existing system pads, 
making it ideal for retrofit 
applications.”  

The YEE was specifically 
optimized to be paired with 
indoor equipment, such as air 
handlers and gas furnaces, 
that use electronically 
communicated motors. 
The systems are dual fuel 

compatible, meaning that when 
paired with a gas furnace, it can 
automatically switch between 
electric, gas and heat pump 
heat, based on whichever is 
most efficient, resulting in 
additional cost savings. In 
addition, an advanced defrost 
system provides more even 
temperatures and reduces 
energy use.  

The systems feature a large 
electrical box cover, offering 
contractors easy access to 
components. The electrical box 
can swing open to provide full 
corner access to the interior of 
the unit for easier maintenance 
or service without going through 
the top of the unit. In addition, a 

two-piece extruded louver coil 
guard provides superior coil 
protection while being easy to 
remove and reinstall for annual 
coil cleaning. 

YEE heat pumps are backed 
by industry-leading one-year 
labor warranties and 10-year 
limited parts warranties with 
registration for greater peace of 
mind. The YEE cabinet is made 
of heavy-gauge galvanized 
steel with an automotive-grade 
powder-coat finish, providing 
a clean look and long-lasting 
corrosion protection. 

To learn more about the 
YORK LX Series YEE heat 
pump, visit: YORK.com/
for-your-home/heat-pumps 

Indianapolis– Carrier, the company 
founded by the inventor of modern air 
conditioning, recently launched two new 
flagship products – the Infinity 26 air 
conditioner (Model 24VNA6) and Infinity 
24 heat pump (Model 25VNA4) with 
Greenspeed Intelligence. These products are 
available just in time for cooling season and 
boast a number of industry-leading features 
and numerous innovations with 12 patents 
pending. Carrier is a part of Carrier Global 
Corporation (NYSE: CARR), a leading 
global provider of innovative heating, 
ventilating and air conditioning (HVAC), 
refrigeration, fire, security and building 
automation technologies.  

For most sizes, the Infinity 26 offers the 
highest ratings for a ducted system at up to 
26.0 SEER and 16.5 EER; while the Infinity 
24 heat pump offers the highest in-class 
ratings at up to 24.0 SEER, 15.0 EER and 
13.0 HSPF.1 Furthermore, both the Infinity 
26 and Infinity 24 tout market-leading  
quiet operation with sound output as low  
as 51 dB.  

1 Depending on model combination. 
Based on AHRI EER efficiency ratings 
compared to competitive 5-ton variable-
speed heat pumps, and SEER/EER on 3-, 4- 
and 5-ton variable-speed air conditioners, 
as of February 2020.  

Both units feature a variable-speed 

capacity operating range down to 25% in 
1% increments and provides high-ambient 
cooling operation with full power up to 
125 F. The Infinity 24 also offers heating 
operation to minus 15 F. Plus, the Infinity 
24 is the only ducted product on the market 
with a variable-speed, 5-ton heat pump 
to achieve 13.0 EER, which features the 
addition of vapor-injection technology.2 
The Infinity 26 and Infinity 24 also 
include enhanced dehumidification and can 
remove up to 400% more moisture than a  
single-stage system.  

2 Depending on model combinations. 
Based on AHRI EER efficiency ratings 
compared to competitive 5-ton variable-
speed heat pumps, as of February 2020.  

3 Based on Carrier testing.  
The Infinity 26 and Infinity 24 offer a 

number of benefits for technicians as well. 
Bluetooth® technology is available on the 
outdoor unit, making it unnecessary to access 
outdoor unit diagnostic information inside 
the home. The equipment is compatible 
with a service app for technicians that 
includes the fault history of the unit, system 
parameters and interactive fault trees. Over-
the-air software updates are available and 
technicians can assess over 130 diagnostic 
points. Plus, the equipment features 
two-wire installation, is self-configuring, 
Infinity® Zoning System-capable and 

installations can use up to 250 equivalent 
feet of refrigerant line length. Carrier 
also offers virtual reality, 3D simulation 
training, as well as online troubleshooting 
and training modules.  

“We’re proud to introduce the Infinity 
26 and Infinity 24 with Greenspeed 
Intelligence as these products truly 
showcase Carrier innovation and offer a 
number of industry-leading advantages,” 
said Todd Nolte, senior director, product 
and brand marketing, HVAC-Residential, 
Carrier. “We’re confident that homeowners 
will appreciate the features and benefits 
that are realized in our most ambitious 
development project to date. We’re also 
pleased to introduce enhanced installation 
and serviceability to our dealers, as we 
know that these improvements will make 
their lives easier.”  

In addition, an Infinity® air purifier 
will be included with the purchase of every 
Infinity 26 and 24.4 The Infinity air purifier 
works silently in-line with the HVAC 
system and can improve indoor air quality. 
It uses Captures & Kills™ technology to 
trap up to 95% of particles5, then uses an 
electrical charge to kill or inactivate up to 
99% of germs and viruses6. With every 
cycle of air that passes through this patented 
air purifying system, pollen, animal dander, 
bacteria and other pollutants are trapped and 

held tightly to the filter. An electrical charge 
then bursts the cell walls of pathogens it 
comes in contact with.  

4 Limited time offer. Terms apply. See 
your participating dealer for details.  

5 Based on third-party testing (2012) 
showing 95% of particles size 1.0 to 3.0 
microns captured.  

6 Based on third-party testing (2012, 
2007) showing >99% kill rate for common 
cold surrogate, Streptococcus pyogenes and 
human influenza. Not tested for the novel 
coronavirus (SARS-CoV-2) that causes 
COVID-19.  

For more information, please visit 
https://www.carrier.com/residential/en/us/.

The economical heat pumps feature a compact design, ideal for retrofit applications

New products offer market-leading efficiency, quiet operation and more!
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GLASS MASTER

FACTORY TRAINED
40+ YEARS EXPERIENCE

CALL 210-912-7669

PARTS

BUY SELL

SERVICE

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!! 

JOHNSTONE SUPPLY     - JUNE 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 CLASS CODE Price

2-Jun Tu 9:00am - 11:30am Broadway Compressor Troubleshooting - Hands-On - Bring Your Meters!! 605-112 $40
3-Jun W 8:00am - 10:30am Broadway PSC & ECM Motors - Selection, Installation & Service Tips TBA $40
6-Jun S 8:30am - 4:30pm Broadway TDLR License Renewal CE - Upcoming Industry Changes - Part 1 605-115 $125
9-Jun Tu 9:00am - 11:30am Broadway System Commissioning - For The Contractor's Benefit 605-109 $40

10-Jun W 8:30am - 10:30am WEBINAR Goodman / Liberty - CoolCloud App - System Set Up WEBINAR FREE
11-Jun Th 8:00am - 10:30am Broadway Brazing Techniques For HVACR - Hands-on - Bring Your Torch 605-106 $40
17-Jun W 8:30am - 10:30am WEBINAR External Static Pressure Measurement - What It Can Tell You WEBINAR FREE
18-Jun Th 8:00am - 4:00pm Broadway ESCO EPA Review & Exam 605-101 $165
18-Jun Th 2:00pm - 4:00pm Broadway ESCO EPA Exam Only 605-102 $90
23-Jun Tu 9:00am - 11:30am Broadway Working With Copper - Swagging, Flaring & Tube Bending 605-142 $40
24-Jun W 8:30am - 3:00pm Essex NAIMA Ductboard Fabrication Certfication Class - Part 1 605-155 $225
25-Jun Th 8:30am - 3:00pm Essex NAIMA Ductboard Fabrication Certfication Class - Part 2 Included

UNTIL FURTHER NOTICE:  We will be practicing Covid-19 Safety Guidelines.
                                                                  Please do not attend if you are sick, coughing, sneezing or running a fever. 

                                                      Classes are limited to 8 persons.
                                                       All attendees must wear masks in the classroom at all times.

 

CALENDAR OF EVENTS

Winsupply Names Manufacturers
Vendors of the Year 

Dayton, Ohio – Winsupply Inc., one of the nation’s largest wholesalers, has named its Vendors 
of the Year in their respective product categories.  

The Winsupply Preferred Vendors that won in each category were chosen based on several 
criteria, the most important of which was being a leader in growing the segment’s business over the 
past year. They were also judged on selling to a breadth of locations that buy the vendor’s product, 
providing strong support at the local level, and consistent volume and growth.  

The winners of 2019 Vendor of the Year are:  
• Tools Milwaukee Electric Tools     • Pumps Liberty Pump Company  
• HVAC  Johnson Controls Unitary Products Group   • Waterworks  Infiltrator Systems Inc 
• Plumbing - Finished Goods  A.O. Smith Company  

“Winsupply awards the Vendor of the Year from an already exceptional group of preferred 
suppliers based on the votes of our 600 local companies,” said John McKenzie, president of Winsupply 
Inc. “The winners of Vendor of the Year have gone beyond our expectations in the way they partner 
with our locations and Winsupply Sourcing Services to grow sales at each location and provide our 
customers with outstanding products and service.”  
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FocusFocus

*  Complete Could Based Service and Project Management Software
*  Scheduling & Dispatching                            * Crew Scheduling
*  Service Agreement Management                * Equipment Tracking
*  Residential & Commercial        * Field Service Management 
*  Dashboard KPI's                                         * Marketing Scorecard
*  Integrated Payment Processing                  * QuickBooks Integration
*  Easy to Learn & Use                             * Access from Anywhere

800-329-8326 
Team Management Systems, Inc. 

www.servicefactor.com  * sales@servicefsctor.com  *  www.teamservice.com

 

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 
Hopefully all classes will resume in June. 

Stay Home and stay in touch. 
 TDLR No. 1362 Class No. 20982 

•Load Calculation Workshop• 
TBA 

•Compressor Workshop• 
TBA 

• 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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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

WE'RE AMERICAN STANDARD 

For over a hundred years, we've made some of the most awarded, well-engineered
heating and air conditioning equipment, and earned a reputation for doing things... right. 

And through it all, we've followed a pretty simple idea: 
"A HIGHER STANDARD" ISN'T JUST HOW WE

BUILD OUR PRODUCTS. 
IT'S HOW WE BUILD OUR RELATIONSHIPS. 

FROM OUR VALUED DISTRIBUTORS,
TO OUR INDEPENDENT DEALERS, 

TO THE CUSTOMERS WHO DEPEND ON US EVERY DAY. 

See, it's all connected. And that's why, together, we're stronger. Together, we're leaders. 
TOGETHER, WE'RE ALL AMERICAN STANDARD. 
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