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Houston – Grundfos, a 
global leader in water technology, 
is pleased to announce the 
groundbreaking of its Americas 
Regional Center, located in 
Brookshire, Texas. 

The 45,000 square foot facility 
is expected to be completed during 
the Spring of 2021. Grundfos 
is currently seeking to achieve 
LEED Platinum certification. The 
new offices will house company 
sales, operations, engineering, 
HR, finance, and other  
support functions. 

“To better serve the market, 
the new Americas Regional Center 
will strengthen our proximity 

between important sales areas and 
production hubs in North and South 
America, while fostering creativity 
for innovative applications and 
solutions,” said Eric Boutot, 
Grundfos Americas vice president 
of regional operations. 

With its sustainable green 
building design by PGAL, and 
construction by Harvey Builders, 
the structure will be made of 
locally sourced building materials 
verified to have been sourced in a 
responsible manner. Solar photo-
voltaic panels mounted on the roof 
will offset 20 percent or more of the 
building’s energy costs. A chilled 
water energy storage system will 

reduce energy consumption. And 
a rainwater harvesting system 
will support chillers and gray  
water use. 

Sustainability is a major 
priority for Grundfos. In addition 
to manufacturing energy- and 
water-efficient pumping solutions, 
the company tightly focuses 
on making a difference on the 
United Nations’ Sustainable 
Development Goals, particularly 
SDG 6 (water) and 13 (climate 
change). This focus allows the 
company to help other companies 
be more sustainable and reach the  
goals together.  

An official ribbon cutting 

ceremony, with officials from 
the Houston area and executives 
from the company’s Denmark-
based headquarters, will take place 
during the grand opening.  

“Houston has been the 
home of Grundfos colleagues for 
many years, including myself, 
having moved here in 2018,” said 
Dieter Sauer, Grundfos Americas 
regional managing director. “The 
city is rapidly growing with a fast 
economy and large talent pool. 
With the new Americas Regional 
Center and our strong market 
position, we expect to attract the 
competencies that will keep us in 
front of the industry.” 

Billy Lee Davenport, 

age 81 of Alvin, Texas passed 

away Thursday, September 

10, 2020 at his home in Alvin, 

Texas.  Bill was born on 

December 11, 1938 in Palacios, 

Texas and was a resident 

of Alvin for over 20 years, 

formerly from Friendswood, 

Texas.  Bill is preceded in 

death by his parents, Lee and 

Lena Davenport; brother,  

Gerald Davenport. 

Bill is survived by his 

loving wife of 58 years, Joyce 

Davenport; sons, Michael 

Davenport and wife Debra, 

Steven Davenport and wife 

LouAnn, Daniel Davenport and 

wife Michelle; brother, Paul 

Davenport and wife Susan; 

grandchildren, Johnathon, 

Jennifer, Jessica, Joanna, 

Blake, Matthew, Lindsey, 

Joshua; great grandchildren, 

Athan, Cadence, Caroline, 

Ryker, Jackson; and numerous 

other relatives and friends.  

Bill was an active member 

of the Westside Church of 

Christ in Alvin, where he 

served as an elder for many 

years.  He loved the Lord and 

he loved people. He had a kind 

and generous spirit and looked 

for opportunities to help people 

and to serve the Lord. 

He came from humble 

beginnings and worked his 

way through The University 

of Texas at Austin, earning 

an accounting degree.  He 

founded ACES A/C SUPPLY, 

INC. in 1983 with two of 

his friends and built it into 

a strong business that is still 

operated by his sons.  He loved 

the challenges of operating a 

business and he surrounded 

himself with good people.  He 

loved the employees of ACES 

and being able to provide jobs 

that supported many families. 

Grundfos Breaks Ground on Americas Regional Center

Founder of ACES AC Supply, Bill Lee Davenport, passes

TACCA Greater San Antonio
Fishing Tournament

Coburn Cares and
Hurricane Laura 

1st Place-Johnson Controls, TGSA Executive 
Director Dawn Thompson 

Pictures on page B6 

As you know, a large portion of the Coburn’s 
footprint was in the path of Hurricane Laura. The 
storm cut a path directly through the state of Louisiana, 
beginning in Lake Charles and going all the way north 
to Shreveport, as well as west to East Texas. 

Many have asked how they could help.  After 
the historic Baton Rouge flood of 2016, Coburn’s 
started a 501 3(c) organization, Coburn Cares to 
help their employees in times of need.  100% of 
the proceeds collected by Coburn Cares goes to 
employees who apply for assistance.  

 If you would like to donate to Coburn Cares 
here are the most direct ways to do so: 

1.     Direct donations can be sent to:  Coburn 
Cares, PO Box 2177, Beaumont, Texas  77704-
2177  attn:  Melisa Winn 

2.     Donate to our PayPal link:  Coburn Cares 
Paypal Link 

If you have any questions, or would like to 
discuss Coburn Cares further, you may contact 
Michael Maloney at mmaloney@coburns.com. 
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“We have the parts and equipment to do the job!”

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

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

New AirEase and Concord
Dealer Programs!

“Le t  There  Be  L igh t ! ”
OVER

20% OFF!
Diversitech 24-460 Camo Cliplight Pivot LED Flashlight

Limited Supply! Please see one of our friendly Transtar associates for availability and pricing! Offer valid while supplies last.
Actual product images may vary from selection. Promotion subject to change. Offer expires October 31, 2020.

Milwaukee – The YORK® brand of Johnson Controls, the 
global leader for smart and sustainable buildings, is launching an 
efficient, reliable and competitive package unit designed to lower 
smog-producing gases while delivering high performance and reliable 
comfort. The YORK Ultra-low NOx Residential Package Equipment 
offers a compact, robust, all-in-one HVAC system that provides 
reliability and quick installation for space-challenged homes. 

“The YORK Ultra-low NOx Residential Package 
Equipment provides a unique combination of installation 
flexibility, simplified maintenance and reliable performance 
while reducing greenhouse gases,” said Regan Axtell, residential 
product manager, Johnson Controls. “This equipment provides 
contractors with a high performance, all-in-one solution for 
space-challenged applications where internal installation of 
conventional split systems is not an option or when homeowners 
want to minimize in-house servicing or construction.” 

The heart of the ultra-low NOx technology is a proven burner 
system for reducing greenhouse and smog-producing gases by up 
to 65 percent versus standard low-NOx models. In addition, it is 
available with 81 percent AFUE, providing greater comfort for less 
money. The units are available in 14 SEER, single-stage heating and 
cooling, a variety of tonnages, and single-and three-phase electrical 
configurations, providing the contractor with solutions to meet 
virtually every application, while the homeowner is provided with 
comfort tailored to their individual needs. 

“High-performance Ultra-Low NOx Residential Package 
Equipment moves a lot of air, which provides good airflow to 
help rapidly cool or heat a home,” said Axtell. “This high-quality 
airflow performance is also what allows the system to overcome 
legacy ductwork layout challenges in older homes where some 
spaces don’t get enough air.” 

Installation and maintenance time and costs are minimized due 

to individual access panels for all major components, and easy power 
and control wiring connections. In addition, all units are completely 
wired, charged with R-410A refrigerant and tested prior to shipment. 
For homeowners, low-noise fans and vibration-reducing technology 
minimize noise to provide quiet comfort year-round. The upward 
airflow carries the normal operating noise up and away from the 
living area while the rigid top panel effectively isolates noise. The 
isolator-mounted compressor and rippled fins in the outdoor coil 
muffle the normal fan motor and compressor operating sounds. The 
uniquely formed base pan further aids in sound attenuation.  

The durable YORK Ultra-low NOx Residential Package Units 
provide reliable performance following rigorous accelerated life 
testing at -20 to 125 degrees Fahrenheit. In addition, homeowners can 
enjoy greater peace of mind provided by class-leading warranties.  

For more information on the YORK Ultra-low NOx Residential 
Package Equipment, visit www.york.com/Residential-Equipment/
Heating-and-Cooling/Residential-Packaged-Equipment. 

Johnson Controls Introduces York®

Ultra-Low NOx Residential Package Equipment

Product News
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Shop Online 24/7 at CENTURYAC.COMFind York equipment at any of these conveniently located  branches today!
Cedar Park  •  Dallas •  Fort Worth  •  La Feria  •  Lewisville  •  Mansfield  •  Mesquite   •  Richardson  •  South Austin  •  San Marcos  •  San Antonio  •  Waco  •  West San Antonio d

FREE SAME-DAY 
DELIVERY
on qualifying orders. Call or 
text your local branch for info.

ITEMS IN STOCK TODAY
don’t wait on special orders!
Find what you need today at 
your local Century branch.

SHORT WAIT TIMES
when you order with 
Century -  over the phone, 
at a branch, or online.

Residential Ducted & Ductless  •  Water Heaters  •  Thousands of Parts & Supplies

plus, we have all the residential 
equipment you need - in stock today!

 Get paid up to $350 per qualifying unit sold and installed!

 No Curb Needed! Designed for a direct fit 
with popular brand footprints.

 Smart Equipment enabled

 Up to 20 ton units in stock and up to 50 ton available for order.

 Dedicated Commercial Sales team can assist you from spec to delivery!

Rooftop Replacement Bounty

ATTENTION COMMERCIAL DEALERS:

Don’t miss the

get rewarded for selling 
qualifying replacement jobs*

Earn rewards for every Core, Choice, or Select 
unit you install as a replacement unit from 
October 1 to December 31, 2020!*

Call your sales rep for program details.
*Program limitations and exclusions apply. 
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A MASTERPIECE
of engineering and design.

CONTACT YOUR LOCAL SOLAR SUPPLY DISTRIBUTOR FOR COMPLETE DETAILS: 

SOLARSUPPLYLUXAIRE.COMSOLARSUPPLYLUXAIRE.COM

LUXAIRE® ACCLIMATETM PREMIUM RESIDENTIAL SYSTEMS

S U P P LY,  I N C .

Our built-in Charge Smart tm 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. 

jci10360-SolarSupplyLuxaire-ACTodayAd-SLRS009P-D23a.indd   1jci10360-SolarSupplyLuxaire-ACTodayAd-SLRS009P-D23a.indd   1 6/24/20   3:34 PM6/24/20   3:34 PM



American Standard 
Heating & Air Conditioning 
announced its third 
annual Building a Higher 
Standard award winners. 
These accolades recognize 
the brand’s distinguished, 
independent dealers from 

across the country. The four 
2020 Building a Higher 
Standard winners are being 
honored for exhibiting a high 
level of integrity, community 
stewardship, dedicated 
teamwork, and a focus on 
continuous improvement in the 

pursuit of excellence. 
 The 2020 winners are:  
•  Anthony’s Cooling 

Heating & Electrical – 
Palmetto, Florida  

•  Lee’s Heating and Air 
Conditioning – Salt Lake City, 
Utah  

•  South Nashville 
Heating & Cooling – Nashville, 
Tennessee  

•  Tri-County A/C & 
Heating – Seguin, Texas  

Tri-County A/C & 
Heating is owned by Bubba 
and Kay Martin, who have 

operated this business for 
over 25 years and have been 
with American Standard since 
year one. When their area has 
been impacted by catastrophic 
floods, their community could 
count on this team to be ready 
to deliver recovery kits, provide 

restoration resources, and help 
the people of their community 
bounce back stronger than ever.  

“For over a century, we 
have held our brand to a higher 
standard to ensure our products 
and dealer network exude a 
level of trusted excellence 
that our customers can depend 
on from an industry-leader,” 
said Kathryn Wildrick, 
brand manager for American 
Standard. “That is why we are 
so honored to recognize these 
four outstanding, independent 
dealers who truly exemplify 
our core values by delivering 
unparalleled experiences 
through quality services and 
community stewardship.”  

The 2020 Building a 
Higher Standard winners were 
selected through a blind panel. 
Those serving on the panel 
included American Standard 
leaders and the winners from 
the prior two award classes. 
Each of these four incredible 
partners was chosen for 
providing outstanding work 
and service, supporting their 
communities, and living the 
brand values: 

The four winners of 
American Standard’s 2020 
Building a Higher Standard 
awards will be honored with 
custom trophies, challenge 
coins, and lapel pins; a year of 
Customer Care membership; 
and will have their names 
printed on the Hall of Fame 
Trophy – which is on display 
in the American Standard plant 
and offices in Tyler, Texas. 
They also will be the focus 
of a local media campaign 
with professional assets for 
their own use, receive earned 
and paid public relations in 
trade and regional media, and  
receive copies of print 
magazines with advertisements 
throughout 2021.  

Furthermore, American 
Standard is also celebrating 
the two semi-finalists and four 
dealers rounding out the top 
ten with commemorative desk 
ornaments to highlight their 
commitment to excellence. 

Company honors four independent dealers for their unwavering commitment to excellence
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Unitary systems with GREE’s inverter 
technology for a quiet, efficient, flexible 
operation.

g r e e c o m f o r t . c o m

CENTRAL AIR INVERTER SYSTEMS
COMING SOON

TO A HOME NEAR YOU

• Inverter technology

• Side discharge

• 24 VAC thermostat control

• ULTRA for extreme weather

• 3-5 tons

American Standard Heating & Air Conditioning Celebrates
2020 Winners of the Building a Higher Standard Awards  
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Using Artificial Intelligence (AI) I to Transform Casual Visitors into Customers
In recent months, consumers all 

over the country have participated 
in a crash course: How to do life 
without leaving the couch.  

While telecommuting, online 
ordering, and 2-day-delivery have 
been the norm for some people, the 
coronavirus pandemic quickly 
pushed Americans of all ages to 
navigate a new online and virtual 
reality. That reality will stay with 
us long after COVID-19 subsides.  

In today’s world, the casual in-
store visitor who responds,“I’m just 
looking” to a friendly salesperson’s 
offer for help no longer exists. I’m 
not here to say that “just looking” 
doesn’t happen. It does. Now, “just 
looking” happens at home where 
your customer has adapted to doing 
everything else - on the couch.  

What does this mean for HVAC 
companies? There is a massive 
opportunity to win over casual 
visitors who are “just looking” by 
making it easier for them to connect 
with you through your online brand.   

We’ve seen many of our clients 
in other home service industries 
optimizing their website to start 

more sales conversations with 
casual visitors, and you can too!  

To get started, make sure 
you are ready to welcome visitors 
to your website with a positive 
first impression. Remember, you 
don’t have to reinvent the wheel. 
You already know how to provide 
excellent service. Now it is about 
finding a way to provide that same 
level of service in a more digitally 
interactive way.  

Here are three places in 
your sales process where you 
can implement more interactive 
customer experiences online.  

The Welcome  
When a customer is in need 

of service, they typically search 
online for businesses near them 
which provide that service. While 
searching, customers quickly click 
through websites, hoping back to 
Google as they evaluate who they’d 
like to contact.  

What if there was a way to 
interrupt the quick search cycle and 
keep customers from leaving your 
site and choosing a competitor? 

Online tools not only can 

prompt the visitor to engage with 
your brand right away, they can 
help welcome visitors and provide 
a more personalized and interactive 
experience keeping the shoppers on 
your site for longer.  

We’ve been experimenting 
with artificial intelligence tools 
which connect with visitors and 
answer basic questions and the 
results have been astounding.   

We added a friendly pop-up 
on the site of a flooring contractor 
and in just the first month, we’ve 
seen time on site jump from around 
1.5 minutes to 6.35 minutes. 
That is almost five minute more  
browsing time.  

Landing the first 
conversation 

You likely already provide 
a contact form or phone number 
for customers to call in a HVAC 
emergency. What about everyone 
else? How are you helping 
customers who are just browsing?  

With A.I. technology, you 
can turn casual site visitors into 
potential leads and revenue for your 
business. By offering additional 

ways for your website visitors to get 
help, you’ll generate more qualified 
conversations with customers and 
appointments for your team. 

For that same flooring 
contractor we increased their 
schedule appointment requests  
by 40%. 

Follow-up:  
After an initial conversation, it 

is important to send your customers 
some kind of follow-up. It can be a 
simple “thanks for looking into our 
services” or a personalized message 
with requested information. 

A.I. technology makes it 
easier to send follow-ups with 
your site visitors. By offering more 
ways to engage on the website, 
your technology simultaneously 
collects data from visitors such 
as contact preferences, products 
or services of interest, and their 
buying time frame. This will make 
it easier for your team to strike 
up a conversation and work leads  
into sales.  

The concept of A.I. technology 
is still new to the HVAC industry. 
The good news is A.I. doesn’t have  

 

to change everything. If you don’t 
offer e-commerce now, using A.I. 
doesn’t mean you have to start. 
Adding A.I. technology to your 
website is simply an opportunity 
to get more visitors up off of their 
couch, connected to a member of 
your team and buying from you 

Interested in learning more?  
Give me a call. 

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 

COBURNS.COM

When you choose Coburn’s, you get a team of Ruud experts who will 
match you with the right products for every project. We always strive 
to provide the best products, services and support to our dealers. 
Now, Coburn’s has achieved the status of Ruud Platinum Premier 
Performer, and it’s all thanks to your support!

Ruud’s Premier Performers are measured on key criteria, including:

• Service & Training Commitment
• Year over Year Unitary Growth
• High SEER Product Mix
• Ductless Support
• Replacement Parts Growth
• A/C Gas Residential & Commercial 
• Market Share Performance 

Coburn’s Named 
2019 Ruud Platinum Premier 

Performance DistributorPREMIER
p e r f o rme r s
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We Cover TX, OK, NM, LA & AR

Phone: (972) 823-8700
Toll Free: (877) PEPCO-99
www.pepcosales.com

Call us Today! (972) 354-6894

NOW 

AVAILABLE  

in 6’  and 

small 

coil  form

THE NEW  

600,000sf plant 

in Monterrey, MX  

producing our full 

range  of  our 

products

K-FLEX ® TITAN ™

 ` ULTIMATE INSULATION.
 ` DURABLE PROTECTION.
 ` CODE COMPLIANT.
 ` 1-STEP INSTALL.

www.k�extitan.com

K-FLEX DE MÉXICO

p r o d u c t i o n p l a n t
M É X I C O

K-FLEX USA LLC 
100 K-FLEX Way, Youngsville, NC 27596
Phone: 800-765-6475
info@k�exusa.com

Mailing: PO Box 1298, Bradenton FL 34206

P: 941-753-3333 F: 941-896-9973

Patent Pending
24 volts, 4 amps
18 ga ge wire

1.
5 

IN
C

HE
S

2.
5 

IN
C

HE
S

ON OFF

For Secondary Drain Pans

1/4”

3/8”

3/8”

1/2”

EASY RESET
Slide tab down to reset

STATUS WINDOW
Customer can see if switch is on or off

Latching Snap Action

METAL/PLASTIC
Use on either Metal 

or Plastic Pans

SUPERGRIP
Easily tighten 

thumbscrew for 
secure grip

ADJUSTABLE DEPTH
Perfect for metal or plastic pans up to 3 inches deep

©2020 Braeburn Systems LLC • All Rights Reserved.

Our new 7205 offers an economical alternative as the lowest cost 

full featured Smart Wi-Fi Thermostat around. It features our new 

SmartLimit® temperature limits, as well as separate user and 

installer lock modes. If that’s not exciting enough, it can be 

installed on most system types without the use of a common (C) 

wire! Coupled with the compelling new features of our BlueLink 

Smart Connect® app (like Geofencing and Holiday and Vacation 

Scheduling), and  its price - at up to 70% less than popular 

competitors available today, it’s easy to see why our 7205 is the 

perfect solution for virtually any Wi-Fi application.     

Smart Wi-Fi
®

Amazon Alexa is a trademark of Amazon.com, Inc.
Compatible with Amazon Alexa

BlueLink Smart Connect® App requires
iOS or AndroidTM to connect

www.braeburnonline.com

For more information  
Call  Toll Free  

1- 844-836-6793  
or email  

sales@havacosales.com 

High Quality 
ABS Plastic 

Reattach with  
Patented Quick  
Connect Knob 

Simple to  
detach and clean  

WO N ’ T  R U S T,  C O R R O D E  O R  D I S C O LO R   
M O R E  R E S I S TA N T  TO  S W E AT I N G  
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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

BBrroowwnnssvviillllee 
4635 Mar Street
(956) 838-0542

La  FFeerriiaa 
13422 E Expressway 83

(956) 797-2035

Turbo™ 200 Mini Universal 
Replacement Capacitor

G33-038

Ice Machine Cleaner 

B80-922

Nickel-Safe Ice Machine 
Cleaner 

B81-173

Ice Machine Sanitizer III

B82-548

OOccttoobbeerr  FFllyyeerr  SSppeecciiaallss

DDOONN''TT  TTRRIICCKK  JJUUSSTT  TTRREEAATT,,    
YYOOUURRSSEELLFF  TTOO  OOUURR  MMOONNTTHHLLYY  SSPPEECCIIAALLSS
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LG Launches HVAC Pro Dealer Program Malco Products, SBC, Named 
2020 All-Star Company by The Great 

Game of Business

Survey Reveals Impact of COVID-19
on AMCA Members’ Businesses

Alpharetta, Ga – LG Air Conditioning 
Technologies has launched the new LG Pro 
Dealer Program, providing residential and light 
commercial HVAC contractors with access to 
premier benefits, state-of-the-art training and 
comprehensive dealer support. Designed to 
assist dealers in selling, installing and servicing 
the company’s award-winning product portfolio, 
the LG Pro Dealer Program will provide even 
greater resources and incentives to help drive 
growth for HVAC contractors. 

The program enhances the LG Excellence 
Contractor program, which had experienced an 
average annual growth rate of 50 percent since 
2016. The newly minted LG Pro Dealer Program 
offers contractors greater product and technology 
education, along with recognition and incentives 
for providing competitive differentiation in their 
respective market areas upon completion of the 
program. Program benefits include technical, 
business, sales, and marketing support, as well as 
financial and partnership incentives. All current 
LG Excellence Contractors will be automatically 
transferred into the new program. 

The LG Pro Dealer program debuts with a 
new portal for one-stop access to all program 
tools and resources for seamless management, 
added consumer financing services and access 
to bolstered training programs focused on 
technical expertise and sales effectiveness. 
Under a new tiered achievement model, the LG 
Pro Dealer program offers increased loyalty 
and rewards points for certain tiers, as well as 
the opportunity for recognition at the LG Pro 
Dealer National Meeting.  

“At LG, we understand that training and 
product expertise equate to contractor confidence, 
leading to overall growth and consumer trust,” 
said Sean Boyer, Senior Director of Operations, 

LG Air Conditioning Technologies USA. “That’s 
why we’re doubling down to arm our dealers 
with more tools and resources. By expanding 
their technical expertise and support, we will 
ultimately drive sales for their overall business 
success. Our partners are our biggest asset and 
this enhanced program ensures we are providing 
a higher level of value, including access to state-
of-the-art training and premier benefits.” 

To qualify as an LG Pro Dealer program 
participant, HVAC contractors must be 
nominated by an LG Distributor, participate in 
a local LG Contractor Opportunity meeting and 
complete a series of online training courses on 
LG’s products and applications. 

Upon completion of program 
requirements, LG Pro Dealers will have access 
to the following benefits:  

•  New portal for one-stop access to all 
program tools and resources for seamless 
management;  

•  Access to advanced training programs, 
including virtual options and hands-on 
opportunities with the technology at state-of-the-
art LG Academies;  

•  Priority listing on the LG Dealer locator 
and access to consumer sales leads;  

•  Extended 12 years cumulative limited 
warranty on compressor parts for qualified 
registered LG residential/light commercial 
products;  

•  Access to branded marketing materials, 
including advertisements, literature, truck decals 
and promotional items; and  

•  Priority technical support. 
For more information on the LG Pro Dealer 

program and LG’s complete portfolio of HVAC 

offerings, visit www.lghvac.com. 

Annandale, Minn. — Malco Products, 
SBC, one of the nation’s leading manufacturers 
of high-quality, American-made tools for 
professional use, was recently recognized 
as a 2020 Great Game of Business All-Star 
Company at the 28th Annual “Gathering 
of Games” conference hosted by the Great 
Game of Business® (GGOB). 

GGOB promotes an open-book 
management approach to running a business, 
and encourages companies to set goals and 
participate in “mini-games” with associates 
aimed at reaching metrics. Tapping into the 
universal human need to win, GGOB educates 
employees in the rules of business, rallies 
them around a common goal, empowers them 
to see and improve the score and engages 
them with the opportunity to win or lose  
as a team. 

At the Gathering of Games conference, 
the open-book management community 
honors and celebrates the remarkable 

achievements of companies from around the 
globe that have fully embraced the principles 
of open-book management and GGOB, and 
have demonstrated outstanding results.  

Malco Products implemented GGOB 
by utilizing financial projections, weekly 
management and company huddles, 
scoreboards and financial literacy training for 
all associates. Malco also set goals around 
associate engagement with its new facility 
in DeWitt, Neb., challenging Minnesota-
based associates to spend time working at the 
DeWitt plant to encourage participation. 

“Our business expansion in Nebraska is 
the largest Malco has undertaken,” explained 
Mardon Quandt, Malco COO and president. 
“Malco’s utilization of GGOB open-book 
management philosophies has ensured 
that we have had the resources needed, 
communication, and continuous improvement 
to make our expansion successful, and we’re 
 

Arlington Heights, Ill.—The results of a 
survey of Air Movement and Control Association 
(AMCA) International members to assess the 
impact of the coronavirus disease 2019 (COVID-
19) pandemic on their businesses and to gauge 
their outlook for recovery are now available.  

•  The survey, conducted by AMCA between 
June 24 and July 3, received responses from 107 
individuals in 19 countries. Among the findings: 

•  About 70 percent of the respondents 
indicated the pandemic’s impact on their sales had 
been 25 percent or less. 

•  The general outlook of the respondents with 
regard to recovery from the pandemic is positive, 

with more than half estimating the impact on their 
sales will be 10 percent or less in six months’ time. 

•  On a scale of 0 to 10 rating the 
impact of the pandemic on various aspects 
of respondents’ businesses, the average 
rating was less than 5, indicating moderate to 
minimal impact, for all categories. 

•  The greatest challenges posed by the 
pandemic are loss of business opportunities, 
maintaining employee health and safety, and 
building and maintaining customer relationships. 

A report of the findings is available on the 
COVID-19 resources page on AMCA’s website 
at www.amca.org/COVID-19.  

     General Plastics, Inc. has been providing an energy efficient 
economical alternative solution to duct work for thirty years. Potential 
builders of today find “air quality” to be an important part of the building 
design. Other duct work will rust and corrode or break down causing mold 
and bacteria in the air duct system.

     Our hi-impact, plastic fittings for heating and air conditioning are air tight, water tight, 
easy to install, easy to clean and either meet or exceed construction codes. If air quality 
matters, do it once, do it right, do it with General Plastics.

Heating & Air Conditioning
Rust Proof • Easy to Install • More Efficient

Save Installation Time, Labor and Money!

Advanced Training Opportunities, Enhanced Sales and
Marketing Resources, Greater Financial Incentives Bolster 

Partner Collaboration
Malco’s excellence in open-book management

earns national award

SEE MALCO PG.21
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Houston Training Facility Classes
14521 Old Katy Rd. #100
Houston, TX 77079
832-460-7951

October 27-28; November 16-17; 
December 1-2
M&P Series Essentials Bundle
October 13-14
Advanced M&P Series
December 8-10
CITY MULTI Essentials Bundle

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

October 12-13; November 16-17; 
December 1-2
M&P Series Essentials Bundle
October 20-21; December 15-16  
Advanced M&P Series
October 6-8; October 26-28
CITY MULTI Essentials Bundle
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Metro Atlanta – Tournament officials 

announced that despite cancelation of the 
Mitsubishi Electric Classic, that was scheduled 
to be held April 13 – 19, 2020 at TPC Sugarloaf, 
a donation totaling $247,153 was made to 
Children’s Healthcare of Atlanta, Special Needs 
Schools of Gwinnett and other local charities. 
Since its inception in 2013, the Mitsubishi 
Electric Classic has donated a total of $2,594,159 
in support of charitable organizations in Gwinnett 
County and the greater metro Atlanta area.  

“Although we were unable to hold the 
Mitsubishi Electric Classic this year, we remain 
dedicated to the community and charities 

supported through the tournament,” said Kent 
Hora, president and CEO of Mitsubishi Electric 
US, Inc. “To have the opportunity to give back 
in a significant way is extremely meaningful to 
everyone at Mitsubishi Electric, especially now 
as we strive to support our communities and one 
another through this uncertain time.”  

Both primary beneficiaries serve children, one 
through healthcare and the other through education 
and they were beyond thankful to learn of this 
year’s continued support while also being given the 
opportunity to be associated with the event. 

“This year’s contribution has helped to secure 
additional resources to elevate the educational 
experience for our students and teachers,” said 
Jamie Hamilton, Director of Community & 
Donor Engagement, Special Needs Schools of 
Gwinnett. “The support we’ve received over 
the last four years has played a large part in the 
evolution of SNS and the development of our new 
school building. The financial impact speaks for 
itself, but the platform we’ve been given through 
the event has been equally as valuable.” 

Looking to the future, with all necessary 
safety measures being carefully reviewed and 
implemented, the Mitsubishi Electric Classic 
anticipates the ability to welcome sponsors, fans 
and their benefitting charity partners back to TPC 
Sugarloaf, May 10 – 16, 2021. 

Despite a Canceled Event in 2020, the Mitsubishi 
Electric Classic Surpasses $2.5 million in 

Charitable Donations for the Local Community

Product News

Bosch Streamlines Split WSHP Air Handling Unit
Portfolio for Easier System and Part Ordering

EVAPCO’s Large-
Module AT Atlas 
Cooling TowersWatertown, Mass. - Bosch 

Thermotechnology announced the proactive 

streamlining of the Split WSHP Air 

Handling Unit (AHU) product lines for 

its geothermal SM and LM split systems, 

making it dramatically easier for contractors 

to fulfill ordering needs for specific projects 

and installations. 

The consolidation reduces the total 

number of configurations and parts for 

Bosch’s SM and LM Split systems from 

thousands to 84 and 32, respectively. A new 

simplified product portfolio provides the 

perfect balance of flexibility and simplicity, 

in contrast to the build-to-order approach 

that was required of contractors in the past. 

Now, they can select the appropriate product 

from the manufacturer’s array of residential 

and commercial water loop or ground loop 

applications based on proven pre-configured 

systems; sparing them the hassle of needing 

to customize a system from the ground up. 

“We can now confidently say that 

Bosch Thermotechnology offers the most 

flexible water source heat pump split 

portfolio on the market,” said Andrew 

Archambault, senior product manager at 

Bosch Thermotechnology. “We continue to 

work closely with contractors to provide 

innovative solutions that make Bosch 

products one of the easiest and most efficient 

to service from start to finish.” 

The move offers relief and dramatic 

time savings for system installers who are 

seeing rapid growth in split geothermal 

projects. With local, state and federal 

incentives providing reduced initial costs for 

geothermal system installations, residential 

and commercial building owners are quickly 

realizing that split water source heat pumps 

are among the most efficient heating and 

cooling options available. 

Specific changes to the parts lineup 

include new AHU and case coil pairings; 

utilizing the air source heat pump BVA2.0 

air handler and BMAC cased coil units 

to the water source heat pump portfolio. 

Bosch Thermotechnology now offers three 

options for AHU’s: square box style (for 

tight spaces), rectangular multi-positional 

(only 4 SKU’s), and cased coils for dual fuel 

applications with furnaces. 

The new organization of the SM and 

LM split systems complement a laundry list 

of other unique benefits. Bosch currently 

boasts one of the highest performance 

efficiency ratings in the industry, according 

to the Air-Conditioning, Heating, and 

Refrigeration Institute (AHRI). 

These combined product portfolios 

cover the needs of any contractor, whether 

they are working on a residential project or 

servicing a sprawling commercial building. 

The flexibility of having multiple AHU 

units to pick from means contractors are 

guaranteed to find a unit that is ideal for 

their application, whether it includes new 

construction or a retrofit in an already 

constructed space. 

For more information on Bosch’s new 

geothermal product lineup, visit https://

www.bosch-thermotechnology.us/us/en/ 

EVAPCO’s AT Atlas counterflow cooling 

towers are designed in large, preassembled 

modules for ease of rigging and installation.  

As the most energy efficient modular cooling 

tower on the market, the AT Atlas is unmatched 

in CTI-certified capacity per cell. 

The Atlas’ modular concept and superior 

performance are ideally suited to projects at 

or above 4,000 tons.  Atlas systems require 

fewer cells to achieve high cooling capacities, 

reducing the need for piping and electrical 

connections by up to 50%.  

Atlas series cooling towers range in 

capacity from 1,484 to 2,386 nominal tons 

per cell –  providing up to 60% more cooling 

capacity per cell, while requiring up to 40% less 

fan power per ton of cooling – when compared 

to traditional factory assembled cooling towers.   

Available in Type 304 or Type 316 stainless 

steel – including the entire basin, support 

structure, vertical columns, louver frames 

and plenum.  Site installation supervision is 

available from factory-trained technicians.  
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www.morscohvacsupply.com

See warranty certi�cate for detai
ls.

10
Timely registration required.
See warranty certi�cate for 

details and restrictions.

™

The Ion™ System Control puts you in 
command of premium comfort by 
unlocking the full potential of your 
Comfortmaker® communicating 
variable-speed home comfort system. 
The Ion System Control combines 
advanced touchscreen performance 
with the convenience of remote access 
via Wi-Fi®. Add an Ion Zoning 
System* to control your comfort 
room-by-room throughout your 
home. It’s never been simpler or more 
convenient to enjoy maximum 
performance and energy savings.
*Ion Zoning System is only available with Comfortmaker® 
communicating, modulating gas furnaces and 
communicating, variable-speed fan coils when connected 
to the Ion System Control. Wi-Fi® is a registered 
trademark of the Wi-Fi Alliance Corporation.

Confident comfort 
that’s effortless.

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.
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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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“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

Does Your Job Require a Final Filter Curb?
are the Experts.

Call Our Sales Department for Details.
Complete Curb Products

San Antonio, TX-  SA Youth and a 
family from Boys & Girls Clubs of San 
Antonio are receiving critically needed 
HVAC systems as Shafer Services 
Plus launches Shafer Serves, a new 
philanthropic program founded to assist 
San Antonio non-profits by providing 
complimentary HVAC and plumbing 
products and services. 

 “Safe temperatures and reliable 
running water are critical for healthy 
environments—especially for children,” 
said Chase Anderson, President and CEO of 
Shafer Services Plus. “By providing these 
services to local non-profits, Shafer Serves 
is honored to help our community by serving 
our San Antonio family.”     

Shafer Serves is being launched by 
Shafer Services Plus to thank San Antonio 
for supporting the plumbing and HVAC 
company for the past 136 years. Established 
in 1884, Shafer Services Plus has built 
much of San Antonio’s commercial and 
residential infrastructure, even installing the 
nation’s first commercial air conditioning 
system in a high-rise at San Antonio’s own  
Milam Building. 

At the SA Youth facility, six out of 10 
HVAC units were broken, leaving the team 
to work in temps climbing over 90 degrees. 
The Shafer Team repaired all malfunctioning 
units and replaced a broken unit, providing 
over $15,000 in parts and services. 

“By donating HVAC repairs and 
installation, Shafer Serves is helping SA 
Youth focus on providing much-needed 
supplies and educational opportunities to 
students who are a part of our program,” 

said Asia Ciaravino, President and CEO of 
SA Youth. “It’s been an impactful gift not 
only for our organization but for the youth 
of San Antonio.”  

Boys and Girls Clubs of San Antonio 
has been working to ensure club members 
continue receiving support at home while 
clubs operate at limited capacity due to 
Covid-19. Through partnership with Shafer 
Serves, they were able to provide Eastside 
Club member Yolanda Davis and her family 
with a new HVAC system for their home as 
she is currently without central AC. 

“This HVAC donation from Shafer 
Serves has changed the quality of life for 
the Davis family and strengthens the bond 
that our clubs, members, and community 
partners share,” said Angie Mock, CEO of 
Boys and Girls Clubs of San Antonio. “It’s 
when we come together to care for one 
another that we experience what community 
can really mean.” 

Shafer believes in building community 
and operates under five core values: treat 
people like family; do the right thing, even 
when no one is watching; be easy to do 
business with; exceed expectations; and 
provide mutual respect for all. 

“At Shafer, we’re here to take care of our 
San Antonio family for generations,” said 
Chase Anderson, President and CEO of 
Shafer Services Plus. “SA Youth and Boys 
and Girls Clubs of San Antonio are paving 
great futures for San Antonio’s children. 
Being able to provide them with HVAC 
services so they can continue providing 
meals and educational resources is a great 
honor for us.” 

SA Youth’s office and Boys & Girls Clubs member gifted new 
HVAC systems from Shafer Serves—

the New Philanthropic Program from Shafer Services Plus

Shafer Services Plus Creates Philanthropic 
Program to Provide Non-Profits with Critical 

HVAC and Plumbing Services for Free 

AHRI, Alliance Applaud Senate
Energy Bill HFC Amendment

Arlington, Va. – The Air-Conditioning, 
Heating, and Refrigeration Institute and the 
Alliance for Responsible Atmospheric Policy 
today expressed strong support for a bipartisan 
amendment introduced by Senate Environment 
and Public Works Committee Chairman John 
Barrasso (R-Wyo.), Committee Ranking Democrat 
Tom Carper (D-Del.), and Senator John Kennedy 
(R-La.) filed as an amendment to the Senate 
Energy Bill introduced last spring by Energy and 
Natural Resources Committee Chairwoman Lisa 
Murkowski (R-Alaska) and Committee Ranking 
Democrat Joe Machin (D- W.V.).   

The amendment is a bipartisan compromise 
based on the American Innovation and 
Manufacturing Act (S. 2754), a bipartisan bill 
introduced last year by Senators Kennedy and 
Carper that would boost American manufacturing 
of next-generation refrigerant technologies, 
promote American innovation, and create tens of 
thousands of new domestic manufacturing jobs.  

Enactment of the Barrasso-Carper-Kennedy 
amendment would settle the uncertain regulatory 
landscape facing the U.S. heating, ventilation, 
air conditioning, and refrigeration (HVACR) 
industry by phasing down a class of refrigerants 
known as hydrofluorocarbons (HFCs) and 
allowing for a market- and consumer-friendly 

transition to new and better performing 
refrigerants and related products and equipment.  

“This amendment brings us one step closer 
to implementing an HFC phasedown and reaping 
the substantial economic benefits associated with 
this transition to new refrigerant technologies,” 
said AHRI President and CEO Stephen 
Yurek. “The amendment will accomplish our 
industry’s refrigerant objectives while protecting 
consumers and providing significant economic 
and environmental benefits, and we are grateful 
to this bipartisan group of Senate leaders for their 
assistance and foresight.”  

“We are appreciative of the strong 
bipartisan support for this legislation,” said 
Alliance Executive Director Kevin Fay, “as it 
provides for clear development of a uniform, 
federally-based HFC phasedown in the 
United States that will also enhance continued 
American technology leadership in our country 
as well as around the globe.” 

According to a 2018 study by Interindustry 
Forecasting at the University of Maryland 
(INFORUM), an HFC phasedown will create 
33,000 new manufacturing jobs, and increase 
direct manufacturing output by $12.5 billion, 
increase the U.S. share of the global HVACR 
export market by 25 percent. 
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Giving Credit Where Credit is Due
A sale is not made until 

the money is in the bank. 

In almost every form 

of trade and livelihood 

in America, customers 

can purchase on credit 

only if specific (and often 

stringent) conditions have 

been met — except in our 

trade. We are one of the 

worst about walking into a 

sale with blind trust in the  

customer’s intentions. 

Most of the time our 

instincts prove correct and 

there is no problem. But 

sometimes problems arise, 

problems that can end up 

costing us thousands of 

dollars. Prevention is always 

less costly than cure, so it 

stands to reason that if we 

could only develop and then 

follow a clear and specific 

credit policy to guide us in 

our selling, we could avoid 

those few but costly mistakes. 

Credit Policies 
A clear and well-written 

credit and collection policy 

shared with the customer up 

front can avoid much pain 

and anguish later for both 

parties! Terms of sale should 

be clearly stated in the policy 

and on the proposal document. 

There is no one best way to do 

this, but some possibilities are: 

Cash due upon completion 

50% down upon 

acceptance and the balance 

due upon completion 

$500 down and the 

balance due upon completion 

10% down and the balance 

financed through a retail 

credit program (credit card, 

manufacturer program, etc.) 

It is extremely important 

to spell out up front and in 

complete detail the terms 

of sale for residential new 

construction and add-on/

replacement. For commercial 

plan and spec contracts, your 

terms cannot supersede those 

in the specifications and 

contract documents. In such 

cases, you must either agree 

to live with the specifications, 

negotiate a change in the 

terms, or not take the job. 

Checking Credit 
Ratings 

Checking a customer’s 

credit rating is a rarely done but 

simple procedure. It usually 

requires that you belong to a 

credit bureau or similar service. 

Think of it this way: when 

you eat out with your family 

and use a credit card to pay 

for the meal, the restaurant 

actually runs a credit check on 

you for the price of the meal! 

(That’s what swiping a credit 

card in the read does!) So why 

don’t we check credit before 

letting a customer walk away 

with a new $10,000 system? 

Collection Procedures 
Collecting on delinquent 

accounts is a delicate business. 

You need to know your rights 

and exercise them. If you write 

off $2,000 in bad debt, how 

much do you have to sell to 

make up for it? If your profit 

margin is 5%, about $40,000! 

You should bill out jobs 

every day! The practice of 

waiting until the end of the 

month wastes your money 

and is inexcusable in this day 

of computerized accounting 

systems. (Of course, in 

commercial plan and spec jobs 

where the specs detail just 

how billing is to be done, you 

are at the spec’s mercy.) 

Determining when an 

account becomes delinquent 

should be part of the credit 

policy. For instance, some 

delinquency clauses say, 

“Due by the 21st of the 

month; delinquent after the 

30th.” Perhaps the best way 

is to say, “Due upon receipt. 

Past due 30 days from the date 

of the invoice.” 

So what happens when 

a customer goes beyond the 

grace period? 

Let’s assume you’ve 

clearly communicated your 

credit policy, and specified 

when an account becomes 

delinquent. How do you handle 

those delinquent accounts? 

Books have been written 

describing elaborate collection 

procedures using letters and 

cards, but the simplest, fastest 

and most economical way is 

to call the customer on the 

phone. Mention the reason for 

the call and ask when you can 

expect payment. 

It may help to offer the 

customer a payment plan. If 

the customer agrees, make note 

of the plan, send a confirming 

letter, and follow up on it. 

If the customer suggests a 

payment, thank them and send 

a confirming letter. 

Be firm. Ask for specific 

answers to your questions, and 

wait for the customer to give 

them. Don’t say, “I need the 

money to pay my suppliers.” 

You need the money because 

it is yours and because the 

customer made a promise to 

pay by a certain date, a promise 

he has not kept. The customer 

is enjoying the benefits of the 

job; you should too. 

Remind the customer 

of the original terms of sale, 

terms agreed to when the 

customer signed the contract. 

If the customer defaults on 

the plan, take stronger action. 

On large past-due accounts, 

the company’s owner should 

make the call. 

Don’t hesitate to use a 

professional collector when 

you have exhausted all your 

efforts. Even splitting the 

amount with collector 50/50 is 

better than a 100% write-off! 

Go to court as a last resort. 

If you threaten legal action, 

take it. Most states have small 

claims courts to settle disputes 

under a certain amount. Make 

sure you know your state’s 

laws and procedures for  

small claims. 

Know Your Rights! 
For larger amounts, you 

will have to use the formal 

legal process. This first means 

protecting your lien rights. 

Each state has different lien 

laws, specifying even the text 

that must be written on the 

proposal and invoices and the 

number of days in which you 

are allowed to file a lien. 

Once your lien window 

closes, you are out of luck! 

The moral? Stay on top of your 

delinquent accounts and don’t 

let the lien window close! 

Normally, just filing a 

lien will result in payment. 

But if the customer still does 

not pay, have an attorney draft 

a registered letter explaining  

 

your intention to sue. Be sure  

to allow the customer a fair but 

firm response time. 

Credit For Service 
Calls 

And what about credit 

for service calls? Go cash-on-

delivery (COD)! The customer 

should be told when the 

service appointment is made 

that the service technician will 

collect for the call while there 

and that cash, personal checks, 

or major credit cards are 

acceptable forms of payment. 

If you have long-term 

service customers who have 

always been billed for service 

in the past and their payment 

record is flawless, there is not 

much to gain by changing the 

policy for them. You will only 

arouse suspicions and may lose 

them as customers. However, 

every new customer should be 

started as a COD account. 

Cash for service is 

important because the 

amounts are usually not worth 

the cost to pursue legally. 

Also, once the customer’s 

system is repaired and running 

properly, the need is met and 

the psychological motivation 

to pay is less. 

One Person in Charge 
In all cases of collection 

procedure, the same person 

should be in charge each 

month. This is to be sure 

that customers who promise 

to make payments per an 

agreed-upon plan don’t slip 

behind and tell someone else 

next month that they’ll agree 

to a different payment plan 

(again!). It also helps present 

a unified front to the customer. 

Richard Harshaw

A small business loan isn’t just about the money.
It’s about making the most of it.

To learn more, visit us at liveoakbank.com/hvac

SEE HARSHAW PG. 21
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Open 7:30 A.M. - 5:00 P.M.
Monday thru Friday

7:30 A.M. - 12 NOON
Saturday

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

2350 Crist Road, suite 300A
469-209-7614

FAX 469-209-7615

Over 160 Branch Locations
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NO MAINTENANCE AIR PURIFIER FOR
RESIDENTIAL AIR CONDITIONING SYSTEMS

FOR THE SAFETY OF OUR STAFF AND CUSTOMERS, IWAVE-R TECHNOLOGY
IS NOW INSTALLED IN YOUR LOCAL BAKER!

www.bakerdist.com

Patented self-cleaning design ensures ongoing
peak performance
Needle point ionization actively treats air
in the living space
For duct systems up to 6 tons (2400 CFM)
Easily installs in minutes in A/C system
Universal voltage input – 24VAC to 240VAC!
Universal mounting with magnets
Flexible design with no replacement parts

•

•

•
•
•
•
•

Kills mold, bacteria and viruses
Reduces allergens, odors, smoke, static electricity
and other airborne particles
Keeps coil cleaner
Programmable cleaning cycle
Alarm contact option for secondary notification
UL and cUL approved
Three-year warranty

•
•

•
•
•
•
•

RESIDENTIALRESIDENTIAL
AIR CLEANER AIR CLEANER

ARKANSAS
JONESBORO
3303 MALIBU DR
(870) 268–9500

LOUISIANA
ALEXANDRIA
3907 PRESCOTT RD
(318) 445-8279

GONZALES
2034 S SOUTHLAND AVE
(225) 647-3330

HAMMOND
44567 S AIRPORT RD
(985) 419-8083

HOUMA
325 S VAN AVE
(985) 851-5631

LAFAYETTE
149 EASY ST
(337) 233-8517

LAKE CHARLES
3104 COMMON ST
(337) 436-2597

METAIRIE
1050 S LABARRE RD
(504) 828-1172

MORGAN CITY
1405 SANDRA ST
(985) 385-5711

SHREVEPORT
7409 MANSFIELD RD
(318) 861-0094

WEST MONROE
2920 CYPRESS ST
(318) 323-9397

NEW MEXICO

ALBUQUERQUE
4200 SECOND ST NW
(505) 884-1460

OKLAHOMA

ARDMORE
410 I STREET NW
(580) 223-1372

OKLAHOMA CITY
2030 NW 7TH ST
(405) 835-3710

TULSA
7601 E 46TH ST
(918) 641-0660

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

ARLINGTON
2350 E ARBROOK BLVD
(469) 540-7050

AUSTIN
3203 LONGHORN BLVD
(512) 836-9351

BAYTOWN
4104 ALLENBROOK
(281) 420-1120

BEAUMONT
1420 N MLK PKWY
(409) 832-3428

BROWNSVILLE
1931 ANEI CIRCLE
(956) 546-4501

BRYAN
405 DELLWOOD
(979) 822-1334

CORPUS CHRISTI
217 44TH ST
(361) 904-0921

DALLAS
10701 N STEMMONS FWY
(214) 638-5141

DENTON
3923 MORSE ST
(940) 382-9622

EL PASO
909 HAWKINS BLVD
(915) 772-1215

FORT WORTH
2300 FRANKLIN DR
(817) 625-1562

GROVES
3500 E PARKWAY ST
(409) 962-0248

HOUSTON
13903 MUSCATINE ST
(713) 453-8129

HOUSTON
6605 ROXBURGH DR
(832) 626-1462

HUMBLE
451 ASRTESIAN 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

PARIS
2240 NE LOOP 286
(903) 785-0008

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

SHERMAN
3800 FRISCO RD
(903) 868-0593

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

WICHITA FALLS
200 CHESTER
(940) 767-2722



OCTOBER 2020, AIR CONDITIONING TODAY, PAGE 17

Product News

Mitsubishi Electric Trane HVAC US 
Presents the Lineup of Redesigned PKFY 

Wall-Mounted Indoor Units

Weil-McLain® Introduces the Future of High-Efficiency Residential Heating with ECO® Tec

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, is pleased 
to announce a lineup of redesigned PFKY 
wall-mounted indoor units in capacities from 
4,000 to 18,000 BTU/H.  

Newly designed for small spaces, PKFY 
wall-mounted indoor units deliver optimized 
comfort and efficiency in light commercial 
and commercial applications. The units 
operate efficiently and are whisper-quiet. 
At low speed, the operating sound level 
for models PKFY-P04NLMU-E, PKFY-
P06NLMU-E, and PKFY-P08NLMU-E is 
just 22 dB(A). The PKFY-08NLMU-E model 
offers the greatest sound level reduction of 12 
d(B)A at low speed over its predecessor. 

PKFY units connect to CITY MULTI® 
R2-Series, Y-Series, WY-Series, WR2-Series 
and S-Series VRF zoning systems. Designed 
to vary compressor motor speeds and 
capacity according to heating and cooling 
loads, these systems use only the minimal 
amount of energy needed to maintain a zone’s 

desired set point, thus saving energy and  
operating costs.  

“We’re pleased to present a modern style 
update to the lineup of PKFY wall-mounted 
indoor units that offers added visual appeal 
to any space,” says James DeBerry, manager, 
commercial marketing, Mitsubishi Electric 
Trane HVAC US. “The new units improve 
comfort by using a more horizontal airflow 
discharge for better air circulation and indirect 
contact with occupants. Beyond aesthetics, 
the units are quieter than previous models 
also. Our 4,000 BTU/H model responds to the 
industry’s demand for low capacity units with 
flexible designs for small spaces and passive 
applications.” 

Other PKFY features and benefits: 
•  Smaller width on select models 

compared to previous PKFY design 
•  Standardized piping and wiring take-

outs across the entire lineup 
•  Long-lasting, easy to clean filters 
For more information on PKFY wall-

mounted indoor units, and other commercial 

offerings from Mitsubishi Electric Trane 

HVAC US, visit mitsubishipro.com.  

Burr Ridge, Ill. – The future of 
residential comfort heating has arrived with the 
introduction of the ECO® Tec high-efficiency 
boiler from Weil-McLain®, North America’s 
leading boiler manufacturer. The new ECO 
Tec is a high-quality boiler that meets nearly 
all residential application needs including 
multi-zone and combi applications. It features 
a long-lasting fire tube heat exchanger and is 
available in combi versions with response time 
and domestic hot water (DHW) output designed 
to meet the demanding needs of residential 
replacement applications. ECO Tec is easy 
to install, use and service, operates whisper 
quiet, and is among the most energy efficient 
residential boilers available today.  

ECO Tec is available in four heat only sizes 
ranging from 80 to 199 MBH. The combi versions 
are available in three sizes – 110, 150 and 199 
MBH – with hot water output up to 5.4 gallons 
per minute (GPM) and features Weil-McLain’s 
advanced ECO BOOSTTM technology to 
provide rapid DHW response. ECO Tec also 
includes built-in zone control, connects up to 
four thermostat inputs and features an easy-to-use 
setup wizard and heating system presets. 

“ECO Tec is a premium residential boiler 
designed to provide entire home comfort and 
offers great value, priced below most premium 
boilers available today,” said Mike Boyd, 
product manager with Weil-McLain. “It features 
exceptional domestic hot water performance 
and was developed with Weil-McLain’s next 
generation, easy-to-use Unity 2.0 control with 
touch screen display. Contractors will appreciate 
the ease of installation, use and service, while 
homeowners will enjoy high performance and 
energy-efficient comfort home heating.”  

Featuring a 95% AFUE rating, ECO 
Tec is among the highest energy efficient 
residential boilers in the industry. ECO Tec 
achieved the “Most Efficient” rating level 
from Energy Star® in 2020 and is rated to 
deliver maximum operational cost savings 
to homeowners and provide qualification for 
local utility rebates, if available. 

The unit’s durable stainless steel fire tube heat 
exchanger features a vertical orientation for “self-
rinsing” during operation, and a polypropylene 
condensate-collector base that provides better 
corrosion resistance than traditional stainless 
steel, helping to ensure a long service life. A sound 

suppressing air silencer on the heat exchanger 
provides whisper quiet operation.  

ECO Tec is designed for easy maintenance 
and service with a spacious cabinet that allows for 
full access to internal components, common parts 
for all unit sizes and the easy-to-use control touch 
screen display.  

Other key features of the ECO Tec include:  
•  Up to 10:1 turndown ratio that self-adjusts 

to minimize fuel usage 
•  Low NOx emission certified 
•  NSF/ANSI 372 certified domestic hot 

water components 
•  Built-in energy-saving ECM circulator to 

conserve energy 
•  Built-in zone control that can operate up to 

4 circulators (plus internal)  
•  Natural or propane gas capable  

•  Multiple venting options for different 
home styles and buildings  

The ECO Tec’s sleek, modern design makes 
it easy to transport, deliver and install and offers 
versatile placement options with included and 
optional kits. Its wall mount design frees up 
valuable floor space, while its optional pedestal 
can be used for floor standing installations.  

All units are tested and certified to the 
industry’s highest standards and include a 
warranty of up to 12 years on the heat exchanger 
and up to 5 years on parts with registration (2 
years on parts without registration).  

To learn more about the new ECO Tec 
high-efficiency residential boiler, visit www.weil-
mclain.com/eco-tec or locate a Weil-McLain 
regional sales office at www.weil-mclain.com/en/
weil-mclain/about-us/locations/.

The small, quiet and smart units bring sleek aesthetics and 
efficiency to commercial buildings

New, Premium Residential Boiler for All Comfort Heating Needs Including High-Performing Combi Applications



Jim Hinshaw

Just went to our dentist 

last week. It was first appt 

available, we had moved to 

Dallas a few months ago and 

we had a referral, called and 

they gave us an apt for that 

day. What I did not realize 

was what their business was 

like until I started talking 

to the young lady who was 

cleaning my teeth. I asked 

her how long she had been in 

the teeth business, she said 6 

years. Then she said, actually 

5 and a half, since she could 

not count this year. I waited, 

she explained, they had been 

shut down in March, this was 

August, she was out of work 

for 5 months. They got some 

part of their regular pay for 

the first 90 days, but then it 

dried up.  

Just today, May and I 

were going to have a lunch 

at a large Mexican restaurant 

that we had heard good things 

about. Some cars were in the 

parking lot, it was about 1 

pm, maybe we had missed the 

lunch crowd. As we got out, 

a couple of guys walked up 

to a side door, then stopped 

and asked if we were trying 

to eat there. We said we were, 

had heard good things. Turns 

out one of these guys was the 

owner, he said they had shut 

down the restaurant last week, 

his words: just couldn’t do it 

any longer.  

Here is my point, aren’t 

you glad you are in an 

essential services industry? 

Not sure about you, I was not 

born into this industry, just 

started right out of college 

as a sales rep for Trane. 

Actually, when I graduated 

from University of Missouri 

at Rolla, Engineering School, 

I applied to all sorts of 

companies. Had a file about 

an inch thick of rejection 

letters. Trane came to our 

school to interview, I saw the 

interviewer had a college ring 

with the letters of the same 

fraternity that I was in, TKE. 

So, I slipped him a secret 

signal that I was a brother, 

changed the interview 

completely. No idea if that 

made the difference, but I am 

confident that it did not hurt 

my chances.  

Had several roles with 

Trane, ended up running the 

Phoenix sales branch, where 

we were blessed with over 

50% market share. This was 

back in the day, but still great 

numbers. Moved from Trane 

to a mechanical contractor, 

then a small residential 

company, ended up at Donley 

Service Center for a decade. 

Actually, did not have a plan 

for these moves, but things fell 

into place when the time was 

right. Started my consulting 

business in 1999, ran it for 20 

years, joined up with Service 

Nation this year. So, I have 

been in all phases of our 

industry, both as dealer and 

distributor and as a consultant. 

Have been able to keep busy 

and productive for 5 decades.  

This is a good industry, 

but this year I believe it has 

proven to be a great place to 

work, we are able to stay busy 

when others are shut down or 

closing their doors forever. 

I did not see the Pandemic 

coming, we were all caught 

off guard. But when everyone 

is locked down, staying 

at home for months, they 

really depend on companies 

like us to keep their heating 

and air conditioning and 

plumbing working safely and 

efficiently. In many cases, 

there are more people at home 

now than ever before, a lot of 

people working from home. 

And a lot more people using 

the home as an office, using 

the facilities all day every 

day, putting a strain on the 

mechanical systems. Some 

homeowners are realizing 

they will be working from 

home for the foreseeable 

future, and are adding on or 

re-modeling to accommodate 

a home office.   

Which brings me back 

to my first point. We are 

needed now more than ever, 

the services we offer are now 

a necessity, not a luxury. So 

the next time you are feeling 

sorry for yourself because 

someone called you out on 

a Saturday, or you had a 

tough call on a Thursday 

nite, got home at 9:30, never 

had a lunch break, missed 

dinner, just stop and reflect 

on how great it is to still get 

a paycheck. And I do realize 

that the Government made 

it pretty attractive to stay 

at home, with an expanded 

benefit for those who lost 

their jobs this year, but that 

is a temporary package, not 

permanent. Be thankful you 

have a career in an industry 

that is needed today, and in 

the future.  

Thanks for listening, 

we’ll talk later.

It’s On My Heart: Thankful for our Industry

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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FTL makes financing ridiculously easy.

Simple registration
Free programs

Say ‘yes’ to more customers with our programs  
for credit-challenged homeowners.

’

’

’

’

GROW
BUSINESS

Not Your To-Do List

Register at  
FTLFinance.com  
or call 800.981.9032

Dedicated team
Online tools

Alltemp Inc.® Announces Board
and Management Changes

Westlake Village, 

Calif. -- Alltemp, Inc. (OTC 

PINK: LTMP), developer 

of the proprietary and 

environmentally friendly 

refrigerant technology 

called alltemp®, today 

announced replacement 

of the Company’s 

board of directors and 

appointment of a new Chief  

Executive Officer. 

As a result of 

a stockholder vote, 

stockholders holding a 

majority of the issued and 

outstanding voting stock 

of the Company have 

removed its existing board 

of directors and elected 

Bob Davis, the alltemp 

refrigerant inventor, E. Kenn 

Philips and Ben Hansel to 

the board of directors, with 

Hansel additionally being 

appointed to the position  

of CEO. 

Hansel brings multiple 

financial and sales disciplines 

to the CEO role and will 

immediately begin focusing 

on updating the Company’s 

financial statements to meet 

the OTCQB eligibility 

standards, as well as 

streamlining the Company 

budgets, operations, and 

personnel, to best achieve 

growth and prosperity 

for all existing and  

future stakeholders. 

“alltemp refrigerants 

are an amazing technology,” 

stated Hansel “so, in 

addition to focusing on our 

financial markets, we are 

eager about the opportunity 

to work with employees and 

build the alltemp market to 

what we believe it deserves 

to be.” 
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For more information about the full line of industry-leading YORK® HVAC 
equipment and YORK® Dealer Success programs, contact your local Solar 
Supply Distributor: SolarSupplyYORK.com

Achieve superior results 
with YORK® Dealer  
Success programs.
YORK® Dealer Success programs offer the most 

comprehensive set of independent HVAC contractor 

business support tools available in the industry. 

Highlights include: 

LEADING IN HVAC 
SUPPORT

 First-year unit replacement program backed 

by the manufacturer

 Exclusive Angie’s List support featuring a 

dedicated YORK®-level team

 Dealer locator listing on the YORK® website,  

with priority listing for Certified Comfort  

Expert™-level contractors

 Financing support for residential and 

commercial customers

 Training through the Ducted Systems Academy™, 

a one-stop location for professional development 

and training

 Truck decals designed and printed by trusted, 

proven partners

 Personal use rebate for YORK® dealers, 

employees, friends and family members

jci10361-SolarSupply-DealerSuccess-YORK-FPAd-10.25x14-D22a.indd   1jci10361-SolarSupply-DealerSuccess-YORK-FPAd-10.25x14-D22a.indd   1 6/30/20   2:58 PM6/30/20   2:58 PM
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SHOP AT ANY OF OUR CONVENIENTLY LOCATED HOUSTON AREA BRANCHES TODAY!  
Angleton  •  Barker Cypress  •  Bay City  •  Beltway  •  Conroe  •  Lufkin  •  Gulfton  •  Humble  •  Katy  •  League City  •  Stuebner  •  West 43rd  •  Winkler Shop Online 24/7 at CENTURYAC.COM d

INNOVATION 
THAT’S A 

PERFECT FIT
meet the competitively-priced

renaissance™
COMMERCIAL HVAC LINE

FITS EXISTING CURBS IN MANY CASES*

UP TO 25 TON STOCKED • INDUSTRY-LEADING TECH SUPPORT

  In Stock Today! Residential, 
IAQ, & Commercial Equipment

  Privately-owned company

  Thousands of parts and supplies in stock

  Knowledgeable Tech Support

  More conveniently located branches 
in Houston than any other supplier

  Hassle-Free Warranties... and more!

WE HAVE WHAT YOU NEED,
WHEN YOU NEED IT

CenterPoint & Entergy 
Utility Rebates
E N D S  1 1 / 3 0 / 2 0

Extended 
Warranty Programs
LABOR + PARTS AVAILABLE

Fall CashBack 
Rebate Program
E N D S  1 1 / 1 8 / 2 0

0% Synchrony 
Financing
LOW DEALER FEE

AT T E N T I O N  D E A L E R S :

Call your local sales rep or branch for more information.
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HARSHAW con’t

MALCO con’t

• 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

But to safeguard the happiness of the 
collection manager, delinquent accounts should 
be called throughout the month and not just all 
in one day. For example, with computerized 
accounting, it should be an easy practice to print 
the aged receivables list each Monday morning, 
select one fourth of the delinquent accounts 
(since this report would be run four times a 
month), and call a few of those people every day. 
Since customers can sometimes become abusive 
during collection calls, this keeps the abuse from 
piling up all on one day. Most of us can take a few 
abusive customers each day, but not 30 or 40! 

I suggest that any amount over 60 days old 
automatically be the responsibility of the owner, 
and that the collection manager brief the owner 
on the account’s history (including payment 
plans and other promises made and broken) 
before the owner calls the customer. 

The Goal 
Finally, strive to keep the average age of your 

accounts receivable to under 30 days. This may not 
always be possible, but it is a strong goal to aim for. 
You can calculate the average age of your accounts 
receivable by dividing the accounts receivable on 
your balance sheet by the sales volume for a full 
year and multiplying the result by 365. 

For example, if you have accounts 
receivable totaling $80,000 with $1,200,000 
in sales, the average age of your accounts 
receivable would be 80,000 ¸ 1,200,000, or 

0.06666, times 365, or 24.3 days. 
Anything over 45 days is cause for taking 

strong and quick action. 

Don’t Wait Too Long! 
The Commercial Law League of America 

released startling data about the odds of 
collecting past-due accounts: 

Current account 98% odds of collecting all of it 
1 month overdue 93% odds 
2 months overdue 85% odds 
3 months overdue 73% odds 
6 months overdue 57% odds 
9 months overdue 42% odds 
1 year overdue25% odds 
2 years overdue13% odds 
Other research reveals that: 
•  If a customer goes beyond 60 days past 

due, there is a 62% chance it will happen again. 
•  If a customer goes beyond 60 days a 

second time, the odds are 95% that he’ll always 
pay beyond 60 days. 

•  Two-thirds of the accounts that get to 60 
days past due will reach 90 days past due. 

If you want a mild shock, take the amounts 
you have in the aging brackets mentioned above 
and multiply them by the odds of collection and 
then total up the amounts to see how much your 
accounts receivable is probably really worth. 

Once you begin to look at your receivables 
with this in mind, chances are you’ll be even 
more motivated to stay on top of the situation. 
As is always the case: Time is money!  

Friedrich Donates Air Conditioning Equipment to Roy Maas 
Youth Alternatives to Provide Relief for At-Risk Youth

San Antonio, Texas– Friedrich Air 

Conditioning Co., a leading U.S.-based 

manufacturer of heating, cooling and other 

room air conditioning products, has donated 

a variety of A/C products to the Roy Maas 

Youth Alternatives (RMYA) Turning Point 

Transitional Living, a nonprofit program 

that helps local at-risk young adults 

(age18-24) learn how to live productive,  

independent lives.  

RMYA Turning Point recently opened its 

sixth home in San Antonio, named the “Annie 

Laurie” House, designed to assist youth who 

need a safe place to live and have aged out of 

foster care or who are homeless. It is the only 

program of its kind in San Antonio, housing up 

to 32 youth at a time in this 18-month program.  

Friedrich provided a multi-zone ductless 

mini-split system and four Friedrich Kühl 

window air conditioning units to help 

ensure the new 1,385 square foot home 

is a comfortable, welcoming place for its 

occupants, many of whom came from abusive 

and neglectful homes or who literally had no 

place to go after foster care. The Annie Laurie 

home will provide more at-risk young adults 

with a supervised, safe and secure place to live 

while learning how to care for themselves so 

that they can become independent, productive 

and empowered members of the community. 

“Gaining the support of Friedrich Air 

Conditioning as a donor sponsor for the Annie 

Laurie Turning Point home was a Godsend. 

They offered help just when we were in great 

need of HVAC equipment to finish this newly 

renovated house,” said Gail Ribalta, Chief 

Development and Administrative Officer for 

RMYA. “We are greatly appreciative of their 

extremely generous help and expertise, and 

proud that they have become a community 

partner in making this house a refuge for so 

many deserving San Antonio youth.” 

The company’s donation included a 

Friedrich Floating AirÒ Series two-ton 

ductless split system that will serve to provide 

efficient heating and cooling capabilities 

in the shared areas of the home, including 

the kitchen and living spaces. Friedrich’s 

Floating Air Series offers the latest in inverter 

technology innovation, which quietly varies 

the compressor and indoor fan speeds, 

smoothly and quickly adjusting to the desired 

temperature automatically while helping 

maximize energy efficiency. Friedrich also 

provided a Kühl window A/C unit for each of 

the home’s three separate bedrooms and dining 

room. Known for quiet operation and powerful 

performance, these units will provide essential, 

customizable cooling capabilities to help 

ensure a comfortable and restful environment 

for the residents. Friedrich offers a wide range 

of customizable, efficient room air conditioner 

solutions, which offer flexibility to address the 

unique needs of both residential and multi-

family spaces. 

“The RMYA Turning Point Transitional 

Living program provides such an important 

service for youth in this community who might 

otherwise fall through the cracks,” said Lionel 

Lopez, Director of Engineering at Friedrich Air 

Conditioning. “Caring for our local community 

and knowing that our products are providing 

great relief for those in need are aligned with 

our corporate and employee values, and we are 

proud to support this essential cause.” 

proud to say that 90 percent of our 

Minnesota-based employees have 

participated in our challenge to spend time 

working at the DeWitt plant.”  

Through greater financial literacy and 

accountabilities at all levels, efficiencies 

and lead times have improved at Malco. 

Sales and net operating profits have 

increased to record levels, and since Malco 

first implemented GGOB, associates have 

collectively received over $1.7 million 

in company incentive bonus payments—

which has helped engage associates 

while giving them a greater stake in the 

performance of the company.  

“GGOB has a positive effect on us, 

and it is a great fit for our organization, 

as we are 100 percent employee-owned,” 

said Marvin Kampa, Malco accounting 

manager. “Engagement has increased, 

which leads to more transparent 

information and communication. It has 

also taught me to be more transparent 

personally, communicate better, and 

to set personal goals and strive to  

achieve them.” 

For more information about Malco 

Products, SBC, visit www.malcoproducts.com.
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ANNUAL 2020 GOLF  TOURNAMENT 
Thursday October 22, 2020  

12:00 PM 

Blackhorse golf club, 12205 Fry Rd, Houston, tx 77433 

$160 Per Golfer TACCA Members 
$175 Per Golfer Non-Members 

 
Golfing Includes: Lunch, practice balls, cart, 3 on course beverages, dinner at club-

house, 1 hour open bar during dinner and course gift. 
 

Don’t Golf?  That’s OK!  Join us for dinner, drinks, raffles, and awards! 
 

$40 Non-Golfers 
 for the Membership Meeting Dinner & Drinks 

 
*RSVP Required due to limited capacity 

Be
ve

ra
ge

 C
ar

t 
 

TTAACCCCAA  OOFF  GGRREEAATTEERR  HHOOUUSSTTOONN        WWWWWW..TTAACCCCAAGGHH..OORRGG//CCAALLEENNDDAARR        ((771133))  778811--  44882222  

WOULD YOUR  
COMPANY LIKE TO BE A  
DIGITAL SPOSNOR?  

 
EMAIL US INFO@TACCAGH.ORG 
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CHANGE OF ADDRESS?
Be sure to notify us to continue receiving 

your monthly copy of 

Email llackey@ac-today.com

TODAY
Air Conditioning

Maximize Profits with DS3 Energy 
Efficiency Upgrade

Maximizing profits on every job should be a 
common practice year-round but we all know how 
critical revenue from Add-On sales can be during 
the offseason. Selling performance upgrades and 
offering solutions such as upgrading to a wifi 
stat has become extremely lucrative for many 
contractors. Since every sales call brings prime 
opportunity for Add-On sales we must always 
be looking for additional avenues that not only 
increase revenue for the contractor but also solves 
a problem and adds value for the homeowner. 

Identified as some of the top complaints by 
homeowners, it is safe to say every tech has been 
asked to address Hot/Cold areas, weak airflow, 
and extremely long cycle times to name just a few. 
These are very common problems that did not have 
a simple and cost-effective solution until now.  

We would like to introduce you to the DS3 
Energy Efficiency Upgrade. 

As we all know, Hot/Cold areas, never-
ending cycle times and weak airflow are almost 
always caused by inefficient ductwork. In the 
past, reworking the ductwork was a very difficult 
and costly solution that most homeowners simply 
could not afford. The DS3 DuctSaddle is the 
ONLY duct saddle designed to be installed in 
retrofit applications. The patented strap channel 
allows the saddle to be installed after both ends 

of the strapping are already connected.  The DS3 
Ductsaddles can be installed right on the existing 
strapping. Removing kinks, sags and airflow 
restrictions has never been faster or easier! 

Since airflow issues are the source of the 
most common complaints by homeowners, techs 
can feel confident recommending the DS3 Energy 
Efficiency Upgrade. We know that increasing 
airflow not only addresses their comfort concerns 
but it also reduces breakdowns, damage to 
compressor, shorter service life of the blower motor 
and increases energy efficiency by reducing cycle 
times which will save the homeowner money! The 
increase in efficiency can even pay for the upgrade 
through lower utility bills.  

Consulting the customer and offering the DS3 
Energy Efficiency Upgrade will let your customers 
know you are looking out for them. Your company 
will be quickly viewed as the most knowledgeable, 
trusted and helpful service provider in your market.  

The 5 star reviews are sure to follow and the 
phone won’t stop ringing.  

Ask about our Free homeowner focused 
sales tools available to help you make these 
profitable sales.  

Contact us today for more info www.
Ductsaddles.com 

Contributed by Dave McIntosh 

Rise in demand for automatic climate control features and 
thermal system in automobiles, surge in comfort & safety 

measures with implementation of HVAC systems, and increase 
in vehicle production fuel the growth of the global automotive 

HVAC systems market 

Portland, OR -- According to the 

report published by Allied Market Research, 

the global automotive HVAC system market 

was pegged at $43.37 billion in 2019 and 

is expected to hit $68.18 billion by 2027, 

registering a CAGR of 5.8% from 2020 to 

2027. The report provides a detailed analysis 

of the top investment pockets, top winning 

strategies, drivers & opportunities, market 

size & estimations, competitive landscape, 

and changing market trends. 

Increase in demand for thermal system 

and automatic climate control features 

in automobiles, rise in safety & comfort 

measures due to adoption of HVAC systems, 

and upsurge in vehicle production have 

driven the growth of the global automotive 

HVAC systems market. On the other hand, 

high maintenance cost impedes the growth 

to some extent. However, adoption of 

eco-friendly refrigerants and production 

of cheaper HVAC systems are expected 

to usher in multiple opportunities in  

the industry.  

COVID-19 Scenario of Automotive 

HVAC Systems Market: 

• Manufacturing activities have been 

shut down due to lockdown imposed by 

governments of many countries. Moreover, 

there is a scarcity of raw materials as supply 

chain has been disrupted. 

• Research and development activities 

have been stopped as factories have been 

closed down. In addition, the demand for 

these systems has been declined due to 

pause in manufacturing activities. 

• As lockdown restrictions eased off, 

manufacturers have begun production 

activities with minimal workforce and 

taking safety measures in the factories.    

• Auto expos and conferences have been 

either cancelled or postponed to prevent 

gathering of people. 

On the basis of technology, the 

automatic segment contributed to more than 

half of the total market share in 2019, and 

is expected to rule the roost by the end of 

2027.  The same segment is also anticipated 

to manifest the fastest CAGR of 6.1% from 

2020 to 2027. The manual segment is also 

discussed in the market report. 

On the basis of vehicle type, the 

passenger car segment accounted for nearly 

three-fourths of the total market revenue 

in 2019, and is projected to retain its 

dominance throughout the forecast period. 

The electric vehicle segment, on the other 

hand, is predicted to portray the fastest 

CAGR of 11.3% till 2027. The report also 

analyzes the commercial vehicle segment. 

On the basis of geography, Asia-Pacific 

held the highest share in 2019, generating 

more than one-third of the global market. 

The same region would also portray the 

fastest CAGR of 6.1% during the estimated 

period. The other three regions assessed 

through the market include North America, 

Europe, and LAMEA. 

The key market players analyzed 

in the global automotive HVAC system 

market report include Valeo services, Air 

International Thermal Systems, Calsonic 

Kansei Corporation, Hanon Systems 

(HVCC), Sanden Holdings Corporation, 

Mahle GmbH, Johnson Electric, Denso 

Corporation, Sensata Technologies, 

Inc., and Keihin Corporation. These 

market players have taken recourse to 

several strategies including partnership, 

expansion, collaboration, joint 

ventures, and others to prove their stand  

in the industry.  

Automotive HVAC Market Worth
$68.18 Billion by 2027: 
Allied Market Research
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$625
Heat Pump Systems

Rebates Up To

A/C Systems

Rebates Up To

Package Units

Rebates Up To

$600 $300
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$25 

Don’t have our app? Scan the barcode now to get signed up! 
Shop online 24/7 at www.JohnstoneSupply.com/39 

FREE 
GET A 

ON YOUR FIRST PURCHASE OF $200 OR MORE USING OUR MOBILE APP!* 

$25 SHELL GAS CARD 

My Cart 

Quick Pad 

Reorder Pad 

“My Cart” allows you to view all products 
in cart, edit quantities, delete products, 
and clear your entire cart. 

This screen was designed to quickly build 
your shopping cart. You can search for 
products and use the built-in camera for 
barcode scanning. 

The Reorder Pad displays products that 
have been purchased by you over the 
past year and are listed in descending 
order. 

OE Touch Key Features 

Everything you 
need right at 

your fingertips 

*Limit one gift card per customer. Gift card can only be earned based on customer’s first mobile app order 

of $200 or more. Gift card will be sent to the customer’s address on file within  two weeks of making the 

qualifying purchase. Offer valid October 1-October 31, 2020. 

*Limit one cap per customer, while supplies last.  Must present ad in store to redeem. 

BONUS GIFT 
Present this ad at your local branch 

and get a FREE Johnstone logo cap!* 
*Limit one cap per customer while supplies last. Must present ad in store to redeem. 

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

C&L Refrigeration Texas, LLC

Lennox Industries - Texas

Ramsey Heating & Air, Inc. – 
San Antonio

 

 

 
 

 

 

 
  

 

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.

  

The Texas Air Conditioning Contractors Association (TACCA) is a 
contractor-focused organization committed to a strong HVAC industry in Texas. 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 ACR License Exam Prep Course
TACCA is proud to provide our license exam prep course with a successful high 

pass rate. Our instructor, Wayne Young, has been teaching this course for 15 years and 
continually works to update and improve the content. We hear over and over two things 
we feel really make our course stand out. First, we have an incredible instructor who 
brings his years of experience in HVAC/R and teaching to the course. And second, we 
have an extensive study guide that many students tell is was key to their success in 
passing the exam.

Read what some of our students have recently said about our course and instructor.

We get a number of calls asking about the timing of taking the prep class. We 
recommend that anyone seeking licensure first submit their application to the Texas 
Department of Licensing & Regulation and obtain approval in case there are any delays 
in processing the paperwork. Once you receive approval to take the exam, we 
recommend scheduling to take your exam at a PSI location about 1-2 weeks after taking 
the exam prep class. After two full days of working through test-taking techniques, this 
gives the brain a bit of a rest to process the information and be at its best on test day.

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 B3 for upcoming continuing education opportunities and page B4 for exam 
prep course dates.
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This 8-hour course was developed around top 
requested topics from class participants.  

 

TACCA has established Health Protocols for classes that 
must be followed for the health and safety of our instruc-

tors and participants. 

Quality TDLR-
Approved CE 

for ACR License 
Renewal 

 
TDLR Provider #1126 

Online Continuing 
Education  

TACCA Members   
Now $45 $49 

Industry Partners  
$59  

www.TACCA.org 

FREE for TACCA Members! 
Oct 3—Denton 
Oct 3—Harlingen 
Oct 17—Houston 
Oct 17—Hurst 
Oct 24—Burleson 
Nov 7—Waco 
Nov 14—Hurst 
Nov 14—Lufkin 
Nov 14—San Antonio 
Nov 21—Houston 
Dec 5—Beaumont 
Dec 5—Lubbock 

REGISTER AT 
WWW.TACCA.ORG 

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) 
NOTE: This course covers Manual J theory, not calculations 

HARDI Distributors Report 8.4% Percent 
Revenue increase in July 

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 8.4 percent during July 2020. 

The average annual sales growth for the 12 months through July 2020 is 2.75 percent. 

 

 

“Sales growth during the prior year was 14.9%, so this month was not an easy comparison,” 
said HARDI Market Research & Benchmarking Analyst Brian Loftus. “Nationally the cooling 
degree days during July 2020 were comparable year-to-year even with 30% or more cooling degree 
days than normal in three of our regions last July.” 

The Days Sales Outstanding (DSO), a measure of how quickly customers pay their bills, is now 
at 39 days. “39 days is a record low and compares to a normal 43 to 44 for July,” said Loftus. “We 
have been focused on the DSO as an indicator of economic distress. What we see so far is caution 
by customers with anecdotal references to higher share of cash transactions.” 

“The economic data reminds me of the recent variation of availability of items at the grocery 
store,” said Loftus. “Generally, the data is getting better like product availability, but the empty 
sections are reminders that challenges persist. Much of the economic data can be interpreted as 
stabilizing, but we are not surprised by random blank shelves. Is an economic report good if it is 
down from the prior year but better than estimated? Should we focus on the seasonally adjusted 
estimate or the trends of actual results? The data continues to be confusing or a little unpredictable, 
like item availability at the grocery store or like the unusually low DSO this month.” 

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. 

HARDI Fills Gaps in Market Intelligence 
and Membership Teams 

Columbus, Ohio– Heating, Air-conditioning & Refrigeration Distributors International 
(HARDI) is pleased to announce the addition of two new employees, Joe Hartge, Data Analyst and 
Warren Patrick, Account Manager. 

Under the Market Intelligence pillar, Hartge plays a key role in helping HARDI achieve 
its vision to provide economic analysis and forecasts that allow HARDI members to realize a 
competitive advantage. Hartge will join Tim Fisher, Team Leader of Market Intelligence and Brian 
Loftus, Market Research & Benchmarking Analyst and will play an integral part in supporting 
HARDI’s Market Intelligence services, including the research and econometric analysis essential to 
delivering insightful industry forecasts. 

“Joe is incredibly bright as has the necessary pedigree to help Market Intelligence support the 
needs of HARDI members. He also shares our team’s vision for how to grow Market Intelligence, and 
will be integral to our efforts moving forward” says Tim Fisher, Team Leader of Market Intelligence 

Hartge is currently pursuing his Master of Arts in Economics at The Ohio State University and 
is an Eagle Scout. 

Patrick joins HARDI’s membership team as an Account Manager, assisting HARDI members 
in capitalizing on the products and services HARDI offers. With previous experience in managing 
and supporting accounts in different industries, Patrick brings added knowledge and passion to 
support current and prospective HARDI members. Patrick’s role will have a focus on HARDI’s 
wholesaler membership categories. 

“Warren is an excellent addition to the team. He not only brings previous experience establishing 
and cultivating valuable relationships, but also is a great team player and collaborator,” says 
Director of Marketing and Sales, Chris DeBoer. “I look forward to Warren meeting and connecting 
with our members very soon.”  

Patrick is an avid Columbus Blue Jackets fan and co-runs The CBJ Artillery fan group  
and podcast.  

Patrick takes on the Account Manager role following Sarah Jilbert. 
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CALENDAR OF EVENTS

 WWee  CCaann  HHeellpp  YYoouu  PPaassss  tthhee  AACCRR  
LLiicceennssee  EExxaamm  tthhee  FFiirrsstt  TTiimmee 

Fewer than 4 out of 10 people pass the Texas Air Conditioning 
and Refrigeration Contractors Exam. Our time-tested prep 
course, taught by qualified instructors, nearly doubles your 
potential to pass. We can’t guarantee you will pass (no compa-
ny can), but you don’t have time to take a test like this twice. 
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  

Oct 9-10 D/FW Area                          All 2-day classes 
Oct 24-25 San Antonio      8am—5pm 
Nov 21-22 Austin 
Dec 12-13 Houston 
Jan 9-10, 2021—San Ant. 
 

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

JOHNSTONE HOUSTON
IN-HOUSE TRAINING DATES

Join us for our in-house fall training classes. We will have a variety of classes

including Residential and Commercial to select from. Training classes will be

webinar based with hands-on laboratory time.

Stay home if you're sick, coughing,

sneezing or running a fever.

Attendees are required to wear a

mask at all times.

Temperature check will be conducted

before entering the building.

Hand sanitizer will be available.

Social distancing will be maintained at

all times.

Each class is limited to 10 attendees.

Air purifier will be operating in the

training & laboratory room.

COVID-19 RELATED REQUIREMENTS:

Must pre-register.

Price per person is $20.00 for each

class.

All classes will be from 10:00 a.m. -

12:00 p.m.**

2120 Shepherd Dr, Houston, TX 77007

For more information, please contact

the Marketing Department:

marketing@johnstonesupply39.com or

call (713)-868-8967

Please park in the back of the building.

**Time is subject to change

CLASS INFORMATION:

You can register online at www.JohnstoneSupply.com/39

JOHNSTONE SUPPLY     - OCTOBER 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  210-829-1934 / Alamo Downs - 6900 Alamo Downs Ste. 140  210-680-6500

DATE DAY TIME LOCATION CLASS CLASS CODE Price

1-Oct Th 5:00pm - 7:30pm Broadway External Static Pressure - You've Got To Get The Airflow Right 605-143 $40
3-Oct Sa 8:30am - 5:00pm Broadway TDLR License Renewal CE - Upcoming Industry Changes 605-115 $125
6-Oct Tu 9:00am - 11:30am Broadway Amana / Liberty AVXC20 Inverter Installation & Startup 605-162 $40
8-Oct Th 8:00am - 10:30am Broadway Commercial Refrigeration Cycle & Component ID 605-128 $40

Oct. 13 Tu 9:00am - 11:30am Broadway Amana / Liberty AVXC20 Inverter Service & Diagnostics 605-162 $40
15-Oct Th 8:00am - 4:00pm Broadway ESCO EPA Review & Exam 605-101 $165
15-Oct Th 2:00am - 4:00pm Broadway ESCO EPA Exam Only 605-102 S90
20-Oct Tu 8:00am - 12:00pm Broadway BPI - Infiltration and Duct Leakage Certification Training 605-105 FREE
20-Oct Tu 1:00pm - 4:30pm Broadway BPI - Infiltration and Duct Leakage Certification Exams 605-107 $450
21-Oct W 8:30am - last exam Broadway BPI - I & DL Certification Exams ( as needed ) 605-107 $450
22-Oct Th 8:30am - 4:30pm Broadway Wrightsoft 2-day - Right Suite Manual J,D & S Training - 1 605-107 $325
23-Oct F 8:30am - 4:30pm Broadway Wrightsoft 2-day - Right Suite Manual J,D & S Training - 2 605-107 incl.
Oct. 27 Tu 9:00am - 11:30am Broadway Goodman/  Liberty 80% Gas Furnace Operation Overview 605-164 $40
Oct. 29 Th 8:30am- 10:30am Broadway Goodman / Liberty Air Handler - Electric Heat Overview 605-164 $40

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

                                   Classes are limited to 10 persons.
                                   ALL  ATTENDEES WILL BE REQUIRED TO WEAR MASKS AT ALL TIMES DURING TRAINING.                       
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www.transtaracsupply.com

TDLR Course #10124

ConstruCtion Data’s texas air 
ConDitioning ContraCtor 

LiCensing exam PreParation
Irving - July 18-20

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

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

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

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

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

Coach Ken Carter
The famous Coach Ken 

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

Leslie Koch

HARDI Announces Presenters 
for Emerging Leaders 
Summer Conference

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

executives.
Leadership trainer Leslie 

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

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

Housing Recovery 
Continues at Gradual Pace

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

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

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

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

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

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

Gemaire.com 
Wins National Award

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

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

Perficient; Ken Connell - CEO Gemaire
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www.ac-today.
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830.627.0614
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company, and 
affiliation to the 
air conditioning, 
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industries.

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

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

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

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

American Standard Heating 
& Air Conditioning is Gold 

Winner
Dallas/Fort Worth Texas, – American Standard Heating 

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

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

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

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

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

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

HVAC 
Industry 

Loses 
Forrest 
Fencl,

 Ultraviolet 
Treatment 

Pioneer

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

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

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

Gulf Coast Ecosystem 
Restoration Council Seeks 

Public Comment on Priorities 
for $139.6 million  

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

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

Biloxi, MS 39531
 

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

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

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

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

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

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

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

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

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

Wi-Fi®-
CapableYork® 

Residential 
Communicat-
ing Control 

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

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

Tuesday, October 13th – Ruud Control Wiring 101 
Webinar from 10am – 11pm | FREE 

Friday, October 16th - EcoNet Technician Webinar from 
10AM – 11AM | FREE 

Tuesday, October 20th - Ruud Renaissance Commercial 
Training located at our San Antonio Training Facility. From 
8AM – 12PM | $50 

Tuesday, October 20th - Ruud Gas Furnace and Air 
Handler Class located at our Grapevine Training Facility. 
From 7AM – 9AM | $25 

Wednesday, October 21st - Ruud Gas Furnace, AC, HP 
and Air Handler Class located at our San Antonio Training 
Facility. From 8AM – 12PM | $50 

Thursday, October 22nd - Ruud Control Wiring 101 
Webinar from 10AM – 11AM | FREE 

Friday, October 23rd - EcoNet Controls Webinar from 
10AM – 11AM | FREE 

Tuesday, October 27th - Ruud Inverter Zoning located at 
our San Antonio Training Facility. From 8AM – 12PM | $50 

Tuesday, October 27th - Ruud AC/ Heat Pump located 
at our Grapevine Training Facility. From 7AM – 9AM | $25 

Thursday, October 29th - Ruud Renaissance Commercial 
Training located at our Grapevine Training Facility. From 
8AM – 12PM | $50 

Friday, October 30th - Inverter Sales 101 Webinar from 
10AM – 11AM | Free

Insco’s October 
Events Schedule 

AHR Expo Releases Update for 2021 Show Planning

Westport, Conn – AHR Expo Show Management today 

announced the postponement of the original planned Show 

dates of January 25-27 for the 2021 AHR Expo in Chicago. 

Both McCormick Place and Choose Chicago, an organization 

dedicated to bringing visitors to Chicago, recognize how vital 

the Show is to the city and have offered Show Management the 

dates of March 15-17, 2021 to host the HVACR industry. In a 

survey conducted by AHR Expo, the proposed move to March 

is preferred by nearly 80% of exhibitors and attendees. The 

decision to postpone the original planned January dates was 

difficult, however, the AHR Expo, ASHRAE and AHRI are 

encouraged about hosting a live event in March and continue to 

explore feasibility. A final decision will be announced no later 

than October 15, 2020.  

“We continue to exhaust all possibilities that will allow us to 

host a safe and successful event for all industry stakeholders,” said 

Mark Stevens, Show Manager. “But we have to take into account 

that there are barriers for allowances within the state of Illinois and 

the city of Chicago that we cannot control. We remain cautiously 

optimistic that we can meet together in Chicago in March.”  

In consideration of the significant planning and preparation 

required to participate in the Show, AHR Expo Show 

Management, along with co-sponsors ASHRAE and AHRI, will 

make the final determination and announcement on or before 

October 15th. While six months remain between now and March, 

a decision to make a final call well in advance will allow both 

exhibitors and attendees to more easily plan. 

 Throughout the spring and summer, countless meetings 

have been held to explore all possible avenues in order to produce 

a safe and successful Show in Chicago. In partnership with Show 

co-sponsors and the advisory committee, Show Management has 

been in close contact with McCormick Place, the city of Chicago, 

Show vendors, and other officials to provide the best guidance 

to host the event. These meetings will continue throughout the 

month as all options are considered.  

“All of us in the industry understand the vital role HVACR 

plays in the world. We at AHR Expo know the importance of the 

Show in providing a unique environment where members of the 

HVACR community can congregate to learn, share, and grow as 

professionals while experiencing all that’s new in the industry,” 

continued Stevens. “I think we all understand the challenges this 

year has presented thus far, and while HVACR has emerged as a 

primary player in how we can hope to combat COVID-19 and other 

pandemic threats of the future, there are safety, governmental, and 

practical considerations that have to be taken into account.”  

Show Management will continue to follow updates within 

the state of Illinois, the Governor’s office, as well as the CDC and 

other advisory councils.  

ABOUT THE AHR EXPO The AHR Expo is the world’s 

premier HVACR event, attracting the most comprehensive 

gathering of industry professionals from around the globe each 

year. The Show provides a unique forum where manufacturers 

of all sizes and specialties, whether a major industry brand 

or innovative start-up, can come together to share ideas and 

showcase the future of HVACR technology under one roof. 

Since 1930, the AHR Expo has remained the industry’s best 

place for OEMs, engineers, contractors, facility operators, 

architects, educators and other industry professionals to explore 

the latest trends and applications and to cultivate mutually 

beneficial business relationships. For more information, visit 

ahrexpo.com and follow @ahrexpo on Twitter. 

Original dates of January 25-27, 2021 have been officially postponed; March 15-17, 
2021 continues to be considered with a final decision expected by October 15, 2020
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spotlight
The

Steven Scarbrough has been 
named senior vice president 
and general manager of Air 

Conditioning Technologies for 
LG Electronics USA

RGF® Environmental Group 
Announces the Hiring of 

James Marsden, PhD as the 
Executive Director of Science 

and Technology

Air Pros USA announced the 
appointment of Steve Weber 

as its National Director of 
Operations

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

TACCA Greater San Antonio Fishing Tournament
TACCA Greater San Antonio held their Fishing Tournament at Doc’s in Corpus Christi TX on September 18-19.

The annual event was SOLD OUT and included a Captain’s mixer, Lunch, Awards and Prizes.

1st Heavy Redfish-Insco Distributing 1st Spot Pot-Comfort Air1st Heavy Trout-Johnson Controls 1st Heavy Stringer-Beyer Mechanical
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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@servicefactor.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 • 

Please call the office or  
check website for Saturday classes. 

Stay Home and be Safe. 
TDLR No. 1362 Class No. 22872 

•Load Calculation Workshop• 
TBA 

•Compressor Workshop• 
TBA 

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

•NATE Exams• 
Phone: (210) 828-0234  

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.

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

AMERICAN STANDARD: 
ALMOST AS POPULAR AS FREE MONEY.

It’s hard to get everyone to agree on something—but we’ve come close. American Standard’s  
proven quality, ease of use and customer satisfaction make it easy for dealers to love—and sell.

All all 
 
 

of people like 
free money.

(100%)
Almost all 

 
 

American Standard dealers 
agree our products are quick 

and easy to install.

(97%)

American Standard received a 97% score for being “quick / easy to install” among current dealers in a proprietary Dealer Brand Health 

Study conducted by Trane Technologies in 2019.  *The All Weather™ Top Accessory Kit sold separately.

See why it makes sense to sell us more at amsd.us/freemoney
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