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ASHRAE Announces Move to New Net-Zero Energy
Global Headquarters In Metro Atlanta

Pictures on page B6 and B14.

Shearer Supply and Amarillo

Air Master HVAC donate to

Atlanta -  ASHRAE, guests and staff.
a globa  society advancing e Roof-top and ground
human  well-being  through mounted  photovoltaic ~ solar
sustainable technology for  the energy syssem  planned  for
built environment, announced installation March 2021.
a move to its new globa e 18 new skylights and
headquarters, located at 180 reconfigured window/wall ratio.

Technology Parkway, Peachtree
Corners, Ga. The Society began
renovations in January 2020 on
an existing 66,700 ft2 building,
originaly built in 1978, on 11
acres of land. Located 10 miles
north of its previous headquarters
building, ASHRAE joins other
innovation and sustainability-

ASHR&E-
180 Technology Parkw
March 2021 upon the completion
of the PV system installation.
Focusing on the Society’s

New Global Headquarters

achiree

featuresinclude:
e Radiant ceiling pane
system: Thisisused for heatingand

e Useful daylight
illuminance (>300 lux) at the
work plane Window Wall Ratio
(WWR) 79.9% Existing — New
WWR east/west 33.5% - north/
south —41.9%.

Prior to the COVID-19
pandemic, ASHRAE had aready
planned to provide 30% more

Homes for our Troops focused organizations based  2020-21 theme, “The ASHRAE  cooling & dedicated outdoor air  outside air to the building than
in the popular Technology Digital Lighthouse and Industry — system for outdoor air ventilation — the required minimum ventilation
g Parkway corridor. 4.0 the headquarters building  with enthalpy heat recovery. ratesfromASHRAE Standard 62.1
1‘*'[%_\,_ ‘“‘:'_"'“_ ool “ASHRAE's new globa incorporates severa digitaly e Overheed fresh ar - Ventilationfor Acceptable Indoor
] S — |
|

I{1])

headquarters is a prime example
of how we are helping to pioneer
amovement that many expect will

connected solutions such as
remote monitoring and analysis of
building performance, with online

distribution system augmented
with reversible ceiling fans in the

open office areas and displacement

Air Qudity and will implement
other applicable guidance that has
been developed by the ASHRAE

ultimately make net-zero energy  dashboardingfortransparencyand ~ distribution in the learning center. ~ Epidemic Task Force (ETF) for
the ‘new norm’ in sustainable  advanced Building Automation e Six water sourcehest commercial office buildings.
\ design and congtruction,”  System  (BAS) integration  pumps (WSHPs): There are four The building is located in

Story and pictures on page B14.
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Check here if your address has changed. Print the corrected address and mail to the

sad ASHRAE Building Ad
Hoc Committee Chair Ginger
Scoggins, PE. “Although new
construction of net-zero energy
buildings make alot of headlines,
reuse of existing structures is a
basic tenet of sustainability — the
energy performance of existing
buildings must be addressed to

with other systems, such as
ASHRAE's mesting reservations
systems. Other solutions include
a digita twin and Building
Information  Model  (BIM),
innovative mechanical systems
visible through open celling
around radiant panel clouds and
advanced conferencing systems

on basement level and two on
upper level atrium that will be used
to condition these spaces.

e Demand Control
Ventilation (DCV): This will be
used for high occupancy spaces
in the meeting and learning center.
Air distribution is constant volume
in office areas and provided by

a forest setting, close to hotels,
restaurants and walking trails.
A large deck overlooking a
lake adjacent to meeting rooms
can be fully enjoyed on sunny
days. ASHRAFE's headquarters
is 12 minutes and 6.2 miles
from the Doraville MARTA
station for easy access to Atlanta

substantialy impact the 40% of  designed to serve as a “digital  fabric duct, reducing diffuser ~Hartsfield International Airport.
primary energy consumed by lighthouse® teaching resource. count and duct branches. The Society’s approximately
buildings.” “ASHRAE’s first-of-its- « Modeling Energy Use 110-person  staff  officially

“ASHRAE's goa  for kind headquarters building was Intensity of 17 kBtu/sf/yr. moved into the building at the

this project was to renovate a
three-story 1970’s era, cheap
energy period building into a
high-performing net-zero-ready
facility in a cost-effective way

designed as a living showcase of
what’ spossiblethroughtechnology
integration to increase efficiency,
protect people and property, and
enhance the occupant experience,”

e On-site eectric vehicle
charging sations available for

beginning October.
SEE ASHRAE PG.19
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Daikin Acquires Stevens Equipment Supply for

Advertisers Directory

TACCA B7,B9,B11
- - - - - - AC Today B8
Distribution in 12 States from Minnesota to Arizona  acesacsippy 16
Air Solutions Partners 22
Houston — Daikin North America LLC “Daikin”, a asawholly-owned businessunit of Daikin, whilemaintaining  Aspen 17
subsidiary of DaikinIndustries, Ltd. “DIL*, theworld’ slargest  their current name with established brand recognition in the Attic Ter.‘t - B13
Baker Distributing 8
manufacturer of heating, cooling, and refrigerant products, marketplace. The successful leadership team at Stevens, Castillo Training B15
. : : : . Coastal HVAC Supply 7,19
announced today the purchase of Stevens Equipment Supply, led by Dave DeSutter, Senior Executive Advisor, will also Century A/C Supply 3B4
LLC “Stevens®. be maintained. “Joining forces with Daikin, the largest Coburn Supply 2
Daikin's acquisition will support the continued growth HVAC manufacturer in the world, was clearly the best Complete.Curb 22
Construction Data B6,B13
of Stevens, providing even more opportunities to expand fit for the entire Stevens team, customers and vendors,” Duct Saddle B12
and grow its business - growing its contractor customer said Mr. DeSutter. Elite Software B15
FTL Finance B5
base, hiring new talent, adding more business technology, The Stevens management team will continue to operate  General Plastics B2
expanding product lines, and opening several new growth from their headquarter office in Eagan, Minnesota where ~Gunder Associates : 6
Hugh Cunningham Companies 14
and strategic opportunities. Stevenswill continueto promote  they manage sales and distribution at 18 branch locations Hunton Distribution 21
the full line of Daikin ductless, residential unitary and light  serving Minnesota, Wisconsin, North Dakota, South Dakota, !gsﬁc\)//?gtcﬁbtéti?g é;

I ontrols
commercial HVAC products, as well as controls, air quality, ~Montana, lowa, Missouri, Nebraska, New Mexico, Colorado,  Johnstone Supply B1,B9
parts, and accessories throughout their distribution footprint.  Arizona, Utah and Nevada. Johnstone Supply South 15
. ) o Live Oak Bank B10
Stevens will also continue distribution and sales of other Locke Supply 16
Daikin brands including Goodman, Amana®, and Quietflex The Publisher of Air Conditioning Today, Inc. does not assume responsibility MFDaniel Metals. B5
. . . of statements made in press releases or by advertisers, and reports the opinions Mitchell Enterprises INC 11
brands, aswell as Stevens’ existi ng Commercial Food Service as expressed by suppliers, wholesalers, state agencies, trade organizations, Mitsubishi Electric B6
Equipment at select locations. manufacturers and individuals as quoted. MORSCO 23
i cati ioles i ; ; Cor vt Pepco Sales 18

. . . Reprinting or other duplication of articles is not permitted without prior written
Under the new ownershi p of Daikin, Stevenswill operate permission from the editor of Air Conditioning Today. Pro Lift B13
Searco B15
. . Shearer Supply 13
. r—%“r message here . Serving the HVAC/R Industry Since 1986 Solar Supply 4, B3
would have iust reached over P.O. Box 311776 New Braunfels, Tx. 78131-1776 Southwestern HVAC Sales 9
877) 669-4228 Team Management Systems B15
. . . ( ) -

d Texas Reps B10
I I z u;l uuu I I www.ac-today.com The Heyden Stanley Group 5
pre five cusiomers..... Publisher AC Today The Partners Group HVAC 12
Not too bad for just one sales call. Editor & Ad Director Lance Lackey Transtar AC Supply 10
llackey @ac-today.com \L/J;']t;grAC Supply B;é

The New
Standard
of Cool

Designed for quick installation, the new
Ruud® Renaissance™ Line is your ticket to
faster cooling action. This creatively
engineered line of products is energy efficient,
loaded with smart new features and crafted
for easy serviceability.
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TO LEARN MORE, STOP BY A
COBURN’S SUPPLY NEAR YOU,
OR VISIT WWW.COBURNS.COM.

obeenis

Coburn Supply Company
TEXAS | LOUISIANA | MISSISSIPPI | TENNESSEE | ALABAMA

wwewuu“un-“n-i’-m ARV

R s
B

coburns.com




THE CHANGE OF THE

CENTURY

IS COMING

SCAN HERE TO
LEARN MORE

Same friendly faces, same exceptional service

—CENTURY — id YORK
A/C SUPPLY™

Find York equipment at any of these conveniently located branches today! / n
Cedar Park - Dallas - Fort Worth - La Feria - Mansfield - Mesquite - Richardson - South Austin - San Marcos - San Antonio - Waco - West San Antonio Shop Online 24/7 at CENTURYAC.COM ']
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OF ENGINEERING AND DESIGN:
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LUXAIRE® ACCLIMATE™ PREMIUM RESIDENTIAL SYSTEMS

Our built-in Charge Smart™ 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 pencormcmce, worry-Free re|iobi|i’ry and the

connected Jrecl’1no|ogy desired by Jroc:|o|y's discerning customers.

With 66 locations Jrhroughou’r the region, Solar Supp|y is prouo| to

be the resource contractors turn to for Luxaire® produc’rs.

LUXAIRE

SUPPLY, INC.

CONTACT YOUR LOCAL SOLAR SUPPLY DISTRIBUTOR FOR COMPLETE DETAILS:
SOLARSUPPLYLUXAIRE.COM
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Bryant Heating & Cooling Systems
Announces Charles Bryant Award Winners

Indianapolis — IERNA’s Heating &
Cooling, Inc. of Lutz, Florida and Trotter
Air Services, LLC of Plano, Texas were
named the 2020 Charles Bryant Award
winners. The Charles Bryant Award, named
for the company’s founder, recognizes loyal
Bryant Factory Authorized Dealers (FAD)
that epitomize the characteristics of Charles
Bryant, including professionalism, quality,
reliability and community spirit. Bryant,
a leading supplier of heating, ventilating,
and air conditioning (HVAC) equipment,
is a part of Carrier Global Corporation
(NYSE: CARR), aleading global provider of
healthy, safe and sustainable building and
cold chain solutions.

“Winning this award is such a blessing
and great honor to all of us here at Trotter

Air Services,” said Sean Trotter, owner
of Trotter Air Services, LLC. “The fact that
our company was recognized, in part, for
volunteering and supporting our community
is a big achievement for us as a business and
a family. Bryant has been nothing short of
spectacular to us, which is why we choose to
represent what we believe to be nothing short
of the best.”

Trotter Air Services, LLC was founded
in Plano, Texas in 1970. A family owned
and operated business for over 50 years, they
speciaize in heating and air conditioning
repair, service and replacement. After serving
in the Army, Don Trotter started a business to
support his growing family. This eventually
turned into amulti-generational company with
the addition of Don’s first son, Sean, followed
some years later by Sean’s son, Chris.

Throughout the last 50 years, over 10,000
Bryant home comfort systems have been
installed into homes across North Texas by
Trotter Air Services, LLC.

“We're pleased to present this year's
Charles Bryant Awards to IERNA’s Heating
& Cooling, Inc. and Trotter Air Services,
LLC,” said Justin Keppy, President, NA
Residential & Light Commercial, Carrier.
“This award honors those Bryant FADs that
embody all the qualities that have made our
brand what it is today. These two businesses
are model organizations that have truly made
a positive impact in their communities and in
the heating and cooling industry as awhole.”

For more information about Bryant, visit
www.bryant.com.

Product News

kumo touch™ Wireless Controller
Makes Comfort Control Easy

Mitsubishi Electric Trane HVAC US controller installs anywhere

in the home for convenient temperature adjustments

Suwanee, Ga. — Mitsubishi Electric
Trane HVAC US (METUS), the exclusive
provider of Zoned Comfort Solutions® and
a leading supplier of Variable Refrigerant
Flow (VRF) heating and cooling systems,
announces the introduction of kumo touch™,
a wall-mounted wireless remote controller
with touchscreen operation designed to
provide complete control of personal comfort.

Compatible with al M-Series and
P-Series residential products and CITY
MULTI® commercia products, kumo touch
can be used with the kumo cloud® mobile
app and web service or as a standalone
wall controller. kumo touch’s user-friendly
commands such as on/off, mode, set point,
fan speed and vane direction make controlling
personal comfort clear and easy.

“We're pleased to introduce the new,
easy-to-use kumo touch wireless remote
controller,” said Charles Miltiades, director
of controls & solutions, Mitsubishi Electric
Trane HVAC US. “As an example of

our commitment to continuous product

improvement, we believe the addition of
kumo touch to our controller lineup will
create a more seamless in-home experience.”
backlit
touchscreen and a straightforward user

kumo touch features a
interface for effortless programming and
instal the

wireless kumo touch controller in areas

scheduling. Contractors can

of new or existing construction that may
be difficult or impractical to reach with a
communications wire.

For more information on kumo touch
and other smart technol ogies from Mitsubishi
Electric Trane HVAC US visit www.
mitsubi shicomfort.com.
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Thank you
lo our customers
for making 2020
another successful
year... even in
trying times!

EYDEN
TANLEYGroup

MARKETING REPRESENTATIVES

We wish you all the best in the upcoming year:
Rick, ).7., Daniel, Craigo, Danny, Jaxon, Barbara, Sherri, Frank, Joe, Eduardo & Santiago
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| have adways believed in
both marketing art and marketing
science. Marketing art is found in
the masterful use of words which
inform, motivate, and persuade and
with the right images that leap off
the page, straight to the heart of your
potential customer.

The Art of Marketing helpsyour
customer connect on an emotional
level to you and your product. The
ability to do this well is critical to
your success. However, without
a rational side marketing is often
expensive and ineffective.

Marketing science is the
rational side. It is a step-by-step
process which clearly defines: goals,
targets, action plans, and results.
This process can help any marketer,
but for small business owners with
limited marketing budgets, this
process improves the quality of your
decisions regarding how, when, and
where to invest. Treating marketing

like a science helps you spend well.

December Marketing is a Science

Marketing Science

Do you remember your fourth-
grade science class? This is when
you where introduced to the elements

of the scientific process.

e Observetheenvironment —
Look for patterns and trends.

e State the hypothesis—
Based on your observations, make
about

preliminary  conclusions

your environment.

* Determine elements to test
—Describe elements you wish to
learn more about. Identify parts of

your hypothesisto test.

e Design the experiment —
Select the specific techniques you

will use to test your assumptions.

e Conduct the experiment
— Follow the plan you have laid out,
carefully collecting and analyzing
the data.

e Prove or disprove the

original hypothesis and begin again.

Take a closer look at that list,
because each of those steps are part

of marketing science aswell.

e Observetheenvironment —
Study the
competitors. These days it is easy

market and your

with a simple Google Search to
learn alot about what' s going on and
where you fit. Then use a S.W.O.T.
Matrix (Strengths, Weaknesses,
Opportunities, and Threat analysis)
to organize your findings and being
outlining a plan of attack.

¢ Define

your target

customer — Based on your
evaluation of the market, begin
narrowing your focus to identify the
best candidates for your products.
What are their problems and what

solution can you offer? Remember

your target customer is not the

only customer you will sdll to. If
someone comes along to buy from
your, I say go for it. But defining a
target customer narrows the focus of

your marketing.

* Define your goals — Every
marketing campaign should have
specific goals. It is not enough to
say you want to grow your fan base,
or generate more leads. You need
to outline by how much and by
when. Without those specific goals

it is impossible to set appropriate

budgets or accurately measure
your results.
e Create amarketing

calendar and a budget— This
calendar identifies when and how
you will spend your funds. You can
also use this same calendar to plan
your free online promotions.
the

e Measure results

— When following the plan you have

Gunder Associates

Lorraine Ball
Marketing  strategist,
Lorraine Ball leads the

crazy, creative and very
talented team at Roundpeg.
(www.roundpeg.biz),
a digital agency specializing
supporting  the  service
industry.

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

created, measure the effectiveness
of al expenditures.

e Use the information
and begin again— Just as good
researchers conduct experiments
over and over again to verify their
conclusions, good marketers must do

the same.

wishes you and yours a warm
and wonderful holiday season.

Mark, Robert, Jackie, Bryan, Matt, Tracie,
Willie, Freddy, Helen, Chris, Matt J., Alex,

Marty, Raquel, Andrew & Karen
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from all of our Locations!

Esplanade [#1] Northcourt [#2] La Porte [#3) Austin [#4) Corpus Christi [#5)
51 Esplanade, Suite 100 1875 Northcourt Rd, Suite 200 11810 Fairmont Pkwy, Suite 300 2222 Rundberg Lane Bldg 3 Ste 500 5002 Old Brownsville Road
Houston, TX 77060 Houston, TX 77040 La Porte, TX 77571 Austin, TX 78758 Corpus Christi, TX 78405
Phone: [281] 445-3237 Phone: [713] 996-9227 Phone: [281] 474-9227 Phone: [512] 491-9227 Phone: [361] 850-9227
Manager: Justin Plocheck Manager: Lane Winn Manager: Tom Wilhelm Manager: Ray Trevino Manager: Oscar Olivares
Hours: Hours: Hours: Hours: Hours:
Monday - Friday 6am-5pm Monday - Friday 6am-5pm Monday - Friday 6:30am-5pm Monday - Friday 6:30am-5pm Monday - Friday 6:30am-5pm
Saturday 8am-12pm Saturday 8am-12pm Saturday 8am-12pm Saturday 8am-12pm Saturday 8am-12pm
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WISHING YOU A

SAFE & HAPPY
HOLIDAY SEASON

FROM ALL OF US AT BAKER DISTRIBUTING!

PRO

FPARTNER.

GET RHEEM RECOGNIZED

Since 1925, Rheem has set the standard for superior heating and cooling
products. Join the Pro Partner family, and your customers will recognize
the reliability of the Rheem brand.

BUY MORE, GET MORE

With huge incentives for contractors, like ProClub Rewards and exclusive
contractor discounts and promotions, you get more out of your dollars.

UNPARALLELED MARKETING & SUPPORT

Our partners get professional, customized digital marketing,
Rheem.com listings, and helpful educational materials for customers,
in addition to being a part of our Marketing Co-op program.

KNOWLEDGE IS POWER

Our Pro Partners get exclusive access to technical and
professional training, in-classroom and online, blogs,
videos, events, webinars, and more!

PRO-PERKS

You get a Pro Partner logo, admittance to the
Biennial National Conference, and the ability to (\\
participate in our online reviews and ratings program. '

Baker | @

Distributing Company | ¢X™ &/

! \

INTERESTED IN BECOMING A RHEEM PRO PARTNER? CONTACT A BAKER STORE BELOW!

ARLINGTON
2350 E Arbrook Blvd
(469) 540-7050

AUSTIN
3203 Longhorn Blvd
(512) 836-9351

BAYTOWN
4104 Allenbrook
(281) 420-1120

BROWNSVILLE
1931 Anei Circle
(956) 546-4501

BRYAN
405 Dellwood
(979) 822-1334

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

DENTON
3923 Morse St
(940) 382-9622

FORT WORTH
2300 Franklin Dr
(817) 625-1562

HOUSTON
13903 Muscatine St
(713) 453-8129

HOUSTON
6605 Roxburgh Dr
(832) 626-1462

HUMBLE
451 Artesian Plaza Dr
(281) 540-1044

KATY
1231 Price Plaza Dr
(281) 578-5275

KILLEEN
2931 Atkinson Ave
(254) 554-6046

LAREDO
2822 E Bustamante St
(956) 727-0928

LEAGUE CITY
214 Newport Blvd
(281) 332-0614

LEWISVILLE
845 N Mill St
(972) 434-3648

LONGVIEW
420 A Enterprise St
(903) 759-3722

MCALLEN
517 East Cedar
(956) 686-9561

MCKINNEY
330 Industrial Blvd
(972) 548-9706

NACOGDOCHES
2816 South St
(936) 560-0565

PLANO
624 Krona Dr

(972) 398-6292

ROSENBERG
1117 Avenue G
(281) 342-9752

SAN ANTONIO
7007 Fairgrounds Pkwy
(210) 987-5501

SAN ANTONIO
523 Urban Loop
(210) 222-8007

SAN MARCOS
4794 Transportation Way
(512) 396-4076

TEXARKANA
1009 N Robison Rd
(903) 794-2616

TEXAS CITY
831 Hwy 146
(409) 948-2800

TYLER
13225 Kallan Ave
(903) 534-9086

WACO

630 Texas Central Pkwy
(254) 757-3737

www.bakerdist.com
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Gerry Grogin of Polar Air Corp establishes Texas A&M Endowed Excellence Fund
for the American Society of Heating, Refrigeration and Air-Conditioning
Organization in Mechanical Engineering

Gerad Grogin of Polar Air Corp- a Mechanica Contractor
who has been serving the Houston and surrounding areas since
1967, edtablishes the Gerdd “Gerry” Grogin '47 Endowed
Excellence Fund in the J. Mike Walker '66 Department of
Mechanical Engineering at TexasA&M University.

Grogin' s successful career as a Construction Project Manager
is what led him to establish this generous endowment where

G
18
A

Hayden Steve

Jennifer

James
Banks

digtributions will be used to support mechanical engineering
students in the American Society of Heating, Refrigeration and
Air-Conditioning Organization at Texas A&M University.

Grogin was born in Bryan, Texas where he grew up around
Aggies and the Texas A&M Campus his entire life. He was
inspired by his father and uncle to attend Texas A&M to follow
in their footsteps. Grogin started his career a Texas A&M in

" \ND HAPPY NEW vg4p .

Justin
Stainback

Lonny
LeBlanc

1942, 2 yearsinto his education he enlisted in the Military where
he put his education on hold to serve our country. He was later
discharged with a Second Lieutenant rank and then continued his
mechanical engineering degree. Graduating from Texas A&M
in 1947, Grogin says “he hopes and prays that the students who
attend thisuniversity will lovethetraditions, thefellowship and the
admiration that | have for this University”.

After Grogin graduated with abachel or’ sdegreein mechanica
engineering helater joined Polar Air Corp where he hasworked as
aConstruction Project Manager for 49 years and counting. Grogin
hopes that his gift has a positive impact on the students in the
American Society of Heeting, Refrigeration and Air- Conditioning
Organization and that they too will have great success with their
careersin thisindustry.

Perry Beyer Jr

Perry Beyer Jr., 59, of
New Braunfels, Texas, went to
be with the Lord on November
5, 2020. He passed peacefully
a his home surrounded by his
family. Perry was born in San

Antonio, Texas to Patricia and
Perry Beyer Sr. He atended
MacArthur High School and
graduated in 1979. He married Cindy Beyer (Sievers) on January
12,1979 at the Methodist Hospital in San Antonio, Texas. Perry was
adevoted husband, father, and grandfather. He loved nothing more
than spending time with hisfamily and friends. Perry dedicated his
lifeto the plumbing industry. He began as an apprentice at 19, then
started his own business, Beyer Plumbing Co., out of hisgaragein
1989 at the age of 28. Perry wasthe President and chief operator for
over 30 years. In 1990, dongside histwo brothers, Beyer Boyswas
created. During hisillustrious career inthe plumbing industry, Perry
found every opportunity to give back to the community through
his participation in the state and local chapters of the Plumbing,
Heating, and Cooling Contractors Organization (PHCC).

TEXAS DEPARTMENT OF LICENSING & REGULATION

The next meeting of the Texas Commission of Licensing and
Regulaionis scheduled for Tuesday, December 8, 2020 at 8:30
am. The meeting will be held via videoconference and will be
viewable on TDLR's YouTube page. When the agenda and staff
reports are available, they will be posted online.
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Product News

YORK® Unveils New Complete Home Comfort Solution
with Communicating Zoning Technology

Milwaukee—TheY ORK®
brand of Johnson Controls,
the globd leader for smart and
sugtainable buildings, and the
architect of OpenBlue connected
solutions, unveled a new

complete home comfort system
with  date-of-the-at  zoning
technology, offering improved,
high-efficiency comfort with
simplified installation and setup.
The Hx™3 Communicating
Zoning System gives consumers
ultimate control of individud
room temperatures in up to
eght zones that they can
manege anywhere with the
new and
In addition,

improved Hx™
app. the new
aop gives contractors remote

access and monitoring  with

A/C SUPPLY,  INC. &

homeowner permission.

The entire sysem can
be directly controlled by the
homeowner on a mobile
device usng the completely
re-engineered HX™ app or via
the Wi-Fi-enabled HX™3 Main
Controller, which acts as the
primary control point for the
entire home. It features multiple,
customizable schedules for up
to eight zones and advanced
setings such  as  humidity
control, geo-fencing, away
modeand vacation mode, which
can be set for individua zones
or the entire home. It partners
with  additiona,
thermostats or sensorsto engble

secondary

control of the remaining zones,
which can be customized
based on the homeowner's

needs and budget.
The innovative, essy-
to-use HX™ gpp empowers

consumersto take full control of

their HVAC system, fegturing
a simplified set-up process and
intuitive schedule control for
enhanced efficiency. The app
has a new, refreshed interface
with a user-friendly design,
allowing first-time users to
seamlesdy navigate based off
in-depth customer research. It’s
available onthe Apple Storeand
Google Play and compatible
with Apple Watch and Amazon
Alexa voice control.

Unlike zoning equipment
that bypass and
barometric dampers, the Hx™3
Communicating Zoning System
is compatible with any exigting
3-wire, 24V power open/close

require

damper. This reduces changes
to exiging ductwork, saving
homeowners on materiad and
cogts, while saving contractors
on installation time. In addition,
the sysem features intuitive,

easy-toread  error  messages

RANSTAR

“We'liave,the parts and equipment to do the job!”

' Stock up for the Winter Heating Season!

ALLIED

Air Enterprises

CLESS ¢

and one-touch testing of airflow
and damper settings without
additional sensors and probes.
Installation is further simplified
for contractorswith anesasy setup
and maintenance interface on
theHx™ gpp, dong with remote
access and monitoring  with
homeowner permission.

The
Zoning System is compatible
YORK Affinity™
premium variable cgpacity or
two-gtage indoor and outdoor
communicating equipment with
QuietDrive™ technology and a
full range of indoor air quality
products. These high-efficiency

Communicating

with

HVAC sysems maximize
energy savings while offering
superior performance.

To learn more about the
YORK Hx™3 Communicating
Zoning System, visit: www.york.
com/residential-equi pment/
residential-thermogtats

The Right Cheice. Right Now.

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

LG Expands HVAC
Systems with LGRED®
Heat Technology

Alpharetta, Ga.— LG Air
Conditioning Technologies USA
has expanded its robust portfolio
of dnge and multi-zone
productswith LGRED® (Religble
to Extreme Degrees) technology,
bringing poweful  heating
cgpability to more sngle zone
products — pushing the industry
forward in the electrification of
resdentid and light commercia
building sectors.

Boadting superior hesating
cgpecity  peformance  down
to 5°F and continuous heating
operations -13°F,
products festuring LGRED® hest
technology efficiently

down to

deliver
heat during colder weather.
LG sngle zone sysems with
LGRED® provide homeowners
with an dectric option that
relisbly ddivers year-round
heating and cooling in an dl-in-

one inverter heat pump system.

™

For cold dimate zonesespecidly,
the systems offer a greener
dterndtive replacing expensive,
supplemental heat sources.
Featuring LG Inverter
technology, the new sngle
zone products with LGRED®
intelligently sense  the
conditioning  demand,
proportiondly  ramping  the

inverter compressor up or down.

can
ar

Thisisunliketreditiond sysems
which have limited ahility to
cdculate proportiond  energy
use relative to the demand. The
ENERGY STAR® certified
lineup dso comes packed with
other industry-leading benefits
of inverter technology including
enhanced acoudtic comfort, as
well ascompatibility withthe LG
ThinQ™ app, providing access
to an ecosystem of LG products
from any smart device including

Google Home or Alexa.

Switch to AirEase™ today and

Earn up to

15K

New AirEase and Concord
Dealer Programs!

Switch to Concord® today and

Earn up to

(0] ¢

CONCORD

The Right Choice. Right Now.

IlIVERSITEW I

Buy 5, Get the 6th  PRODUCT OF THE MONTH | IGN-001 : Diversitech Universal Hot Surface Igniter £A

FREE!

Limited Supply! Igniters must be purchased in a single visit to qualify. 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 December 31, 2020.

STAFFORD
3535 S. Main
Stafford, TX 77477
281-499-3377

1-10
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

A ]
NOW HIRING

EXPERIENCED

COUNTER SALES AND
WAREHOUSE POSITIONS

ikTRANSTAR

VISIT OUR WEBSITE FOR
MORE INFORMATION
www.transtaracsupply.com
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A .gpecwl[ message to our
Wholesalers, Distributors, and
Manufacturers who continue to
provide essential services during

these unprecedented times.

*
Your continued sacrifice does

not go unnoticed. We are grateful
. and wish you safety and health as
you forge ahead to get us through
this pandemic.

A Blessed Christmas to all
&
Happy New Year

TPG

THE PARTNERS GROUP HVAC

Andrea, Bubba,
Dan, Michael, Rene,
Rick, Roger, Todd

L " R

I.
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1o SUPPLY

From Our
Family to Yours,

g Llaind

Q)

1%

. 4

ARKANSAS

LITTLE ROCK
(501) 565-9000
LRsales@ShearerSupply.com
SPRINGDALE
(479) 361-1600
SPsales@ShearerSupply.com

LOUISIANA

SHREVEPORT
(318) 678-9704
SHsales@ShearerSupply.com

OKLAHOMA
OKLAHOMA CITY

(405) 948-7900
OKsales@ShearerSupply.com
TULSA

(918) 459-2777
TUsales@ShearerSupply.com

TENNESSEE

JACKSON

(731) 512-0858
JAsales@ShearerSupply.com
MEMPHIS

(901) 761-6100
MEsales@ShearerSupply.com

TEXAS

ALLEN

(469) 680-3100
ALsales@ShearerSupply.com
AMARILLO

(806)223-4848
AMsales@ShearerSupply.com
CARROLLTON

(972) 484-5155
CAsales@ShearerSupply.com
DALLAS

(214) 343-2288
DAsales@ShearerSupply.com

FORT WORTH

(817) 831-4491
FWsales@ShearerSupply.com
LUBBOCK

(806) 743-5000
LUsales@ShearerSupply.com
TYLER

(903) 347-2800
TYsales@ShearerSupply.com
WACO

(254) 265-6565
WAsales@ShearerSupply.com

v

www.ShearerSupply.com



PAGE 14, AIR CONDITIONING TODAY, DECEMBER 2020

Itisthe slow time of year.
There aren’t enough jobsto go
around for al the contractors
in the area, and you have
crews to keep employed. If
you lay them off because of a
lack of work, they might end
up working for a competitor
who has work to do right
now—even if that work was
bid at a“loss.” What to do?

The answer to this
dilemma comes from the
manufacturing world and may
surprise you!

Seasonal Pricing— it
Works!

In the past, when a
contractor was in his sow
season, he often would take
jobs at what would normally
be ridiculoudly low prices “to
keep the crews busy” so they
did not quit and go to work
elsewhere. Therewas no smart
way to know when or how to

do this. Manufacturing theory

Job Pricing For Slow Times

gives us the tools to deal with
this safely.
Manufacturing  theory
says that when a plant is
running a peak capacity (in
our trade, this usualy means
the summer season), pricing
should

levels. The reason is simple:

rise above normal

the market demand is there,
and &l producers are running
full tilt, so no one has idle
capacity. For you, this means
that if you would normally sell
a 3-ton condensing unit for
$2,900, you might sell it for
$3,200 or even $3,600 in the
peak of the summer rush.

This theory aso says
that when you are not at peak
capacity, any price you set
above your direct costs and
variable costs will help the
business.

Did you catch the full
impact of that?

This means that during

dow times, you could take
a job for a lot less than you
normally would and still be
okay. As an example, the
3-ton condensing unit we
just considered might sell for
$2,400 during the slow times.
How can a contractor
do this and stay healthy? By
understanding the seasond
nature of this business and his
production cycles.
Overhead isthekey.
About 85% of the
overhead of most contractors
is fixed— it does not vary from
month to month. The other
15% fluctuates with sales.
Teke a contractor with
overhead of $250,000. Of
this, about $212,000 would
be fixed and $38,000 would
be variable. On average, this
means about $17,700 per
month for fixed overhead.
That's $17,700 per month in
the peak season, as well as

$17,700 per month in the slow.

During the slow times, we
often fail to get enough work
to even break even. After dl
the bills are paid during the
dow times, there may be only
$8,000 or $10,000 | eft to apply
to overhead, leaving us far
short of covering the overhead
for that month. We must fund
the shortage out of our built-
up reserves of cash from the
summer  season—  “living
off our fat”, like bears in the
winter!

Now consider what
happens  during
times when a contractor who

the dow

understands overhead and
production cycles encounters
a job. Suppose the job's
total costs come to $18,000.
Normally, he'd price the job
at $22,000, but because it's
the dow season, he knows
that every “low bal” bidder
out there will be fighting for

this job. It might bid as low
as $19,000. Should he go for
it too?

At first glance, he’d be
nuts! Leave $3,000 on the

table? No way!
But hold on! That
overhead Iug of $14,500

is back there just waiting
to pounce on the checking
account! The contractor could
diginand say, “Nope, I'm not
going to try to take that job
at $19,000!” In which case,
he pays al of the overhead
shortfall out of his company’s
built-up reserves without any
job money at dl to help. Or he
could say, “Wéell, | don't like
it, but it's better than nothing,
becauseit will give me $1,000
of the customer's money to
apply to the overhead this
month, and that’s $1,000 less
that has to come out of the
company’s coffers.”

Did you notice that? If

Richard Harshaw

he takes that job for $19,000,
he surely doesn’'t make his
normal profit— in fact, he
takes aloss on it. But he takes
less of alossthan if he did not
get the job at all, where al
the overhead comes out of his
pocket that month.

At the end of the year, the
$1,000 that he applied to the
slow month’s overhead shows
up as an extra $1,000 of profit.
Isthat abad move?

This Great! What's
the Catch?

The problem is that
most contractors don’t know
the limits for this theory of
job pricing.

SEE HARSHAW PG.18
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Don’t Buy From Just
Any HVAC Supplier!

Parimer with hecke Supply Compamy:
Hm mmypllowee owned supply company inad is decdicaiedl
to helping you prefiiably grow youy bhusinesss

We offer: /\ARMSTRONG

L We|| sfocked stores Appare| 0||ow0nce ~ R The Professional’s Choice

ALLIED

Commerc1al

Fast, friendly service Factory tours

Free Job site delivery e Dealer lead program

Open on Saturdays Business development

Free tech support programs

Free digital selling
tool and load
Dealer rebate calculation
program on
Armstrong equipment

No hassle warranties

Full line of residential
and commercial

Marketing funds equipment

We have been deemed as a essential service and our all o ur 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

 Amarillo | Arlington ] Bedford | Benbrook

5119 Plains Blvd 1605 W. Pioneer Parkway 512 Harwood Road 7917 W. Camp Bowie Blvd.
806-467-8950 817-785-0007 817-282-1365 817-244-3340
FAX 806-467-8965 FAX 817-785-0008 FAX 817-282-1362 FAX 817-244-3343

Southwest Corner of Avondale & Plains Blvd

__DeSoto | Denton | Garland | Plano

719 N. Hampton Rd. 2001 S. Fort Worth Dr. 2350 Crist Road, suite 300A 2404 Avenue K
Suite 201 940-484-4323 1-800-577-9115 469-209-7614 972-578-9688 1-800-451-4333
DeSoto, Tx 75115 FAX 940-484-4812 FAX 469-209-7615 FAX 972-578-6087

972-230-0840

1425 W. Moore Avenue
972-551-2823
FAX 972-551-0459

U.S. 75 Highway

()
Open 7:30 A.M. - 5:00 P.M.
Monday thru Friday

SUPPLY CO. 230 AM. - 12 NOON
Over 160 Branch Locations Chiaracter, Customer Senuice, Employee Ouned Saturday
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It’s On My Heart: Control the Sale!

Had a
with Jon, my older son. He

conversation

is Genera Sales Manager
at a high-end motor sports
place in Colorado, they sell
motorcycles that have a
$30-40,000 price tag, side-
by-sides that can get up to
$30,000 and snowmobiles
that are in the $22,000 range.
Fun toys.

Back a couple of months
ago he was in the store and
watched a customer give one
of his sales reps grief about
the price of a snowmoabile.
It was on the floor with a
$22,516 price tag. Customer
said he would never pay full
price; he had his checkbook
would give them $15,000.
The sales rep called Jon over,
said he wants to buy the
snowmobile today, but will
pay only $15,000.

Jon turned to the
customer; conversation went
likethis:

Jon: ae you the

customer who wants to buy
this snowmobile?

Yes.

Jon: did you bring your
checkbook.

Yes.

Get it out, write $22,516
on the check, it isyours.

Customer: No way! |
won’t go more than $15,000.
Maybe $16,000.

Jon: then you won't buy
this machine. Period.

Customer: come on,
business can’t be that good,
with the Covid you probably
have lower sales than in
the past. (A big mistake,
in fact Jon has been setting
records in saes al year,
Covid has been a HUGE
help to their business, they
sell motorcycles, watercraft,
as well as snowmobiles and
side-by-sides).

Jon: actually this
machine is the only one we
put out here, since we had no

room in the back shop, we

are getting ready to prep it
for the winter selling season
(thiswas in August). So you
are early looking at it, but the
price is firm, if it doesn’t fit,
we are OK. [f you don’'t buy
it, someone else will.
Reader’s Digest version,
Jon not only sold him the
rig a $22,000, he aso got
another $4500 for a trailer
and clothing. Close to $30K
with tax.
Here is the lesson: keep
Don't
you

control of the sae.

let the customer tell
how to run your business,
price your goods, or what to
install.  Tell the truth, Jon
was exactly correct, the sled
was out in front where they
could add some detals to
get it ready to sell when Oct
camearound. Asanexample,
Jon sold a lot of watercraft,
starting price of $7000. But
he added the “watercraft
package”, atrailer, life vests,

fire extinguisher, first aid kit,

radio, al the things that you
should have when you are
on the water. So this pushed
the average sale over $10k.
Some customers pushed back,
saying they would get those
items|ater, save some money.
Jon would say, if you want
thiswatercraft, it is part of the
package, if not, someone else
will buy it.

Jon was comparing notes
with another motorcycle deder
recently, asked about financing.
Jon said he had to work hard to
get the financing company to
add in al the other items so the
customer could walk out with
thecomplete package, no money
down. The competitor said that
his financing company would
aways go 160% loan to value,
to dlow the customer to buy
the accessories, trailer, safety
gear, whatever they wanted in
addition to the bike. Jon had
to sell the finance company on
looking at the package instead

SEE HINSHAW PG.19

Jim Hinshaw

Upon graduating from
the University of Missouri at
Rolla, Hinshaw started his
career in the air conditioning
industry. Hinshaw's background
includes postions 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 memberswith
companies that want to increase
profits and grow to the next
level. Hehasworked 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 businessin 1999
when heformed hisown 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@si ptraining.com.

And now as an AUTHOR:
“For those who might be
interested, he has a collection
of writings from the last 10
years. Sories of how one person
can ruin a relationship with a
customer, and howonecanrepair
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 moreinformationplease
contact himat Sales|mprovement
Professionals, Inc., 18245 N.
66th Way, Phx, AZ, 85054;
Office  Phone: 970-635-5675;
Cdl Phone 602-369-8097, or
Visit www.siptraining.com; or on
Facebook: Sales Improvement
Professionals, Inc

o
%

ASPEN

Everything’s Right Herem™

There is no better time to say THANH YOU,
and to wish you a Happy Holiday Season and a New Year
[illed with health, happiness, and proaperily.

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

Evaporator Coils - Light Commercial Coils

Air Handlers - Manufactured Home Products
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HARSHAW con’t

The first requirement to
successfully couple production
cycles to job pricing is to know
when your slow times occur. A
slow month is any month where
your labor sales will probably
come in at less than 85% of full
capacity. If you have 6 installers,
let’s say, each could work 22
days a month (on average). At
8 hours a day, the theoretical
labor pool would be 6 men x 22
days x 8 hours a day, or 1,056
hours. Deduct 15% for a typical
company’s unapplied time, and
we’re down to 900 sellable hours.
Allow another 15% of the 900
hours for a “cushion” for those
special jobs that come along or
for unexpected job snags. This
takes us down to 765 hours.

Any month where we see
we're going to sell fewer than
765 installer hours qualifies as
a slow month. We have at least
135 hours of unsold labor (not
counting a 135-hour “hot job”
reserve), and if we don’t sell it

this month, it is gone!

This requires, of course,
that you have an ongoing job
tracking and backlog system.
You must track backlogs, and
you must forecast labor use at
least four months out.

Second, you must make
sure that the job you are bidding
will be done entirely with slow
times hours (in our example,
using some of those 135 unsold
hours). For short jobs (like
residential  replacements) this
should be easy to gauge, but what
about commercial jobs?

This is much trickier. Too
often, we’ll bid commercial jobs
and get them only to discover
that the start date gets pushed
back. If this happens in the slow
times and we bid the job with
slow month pricing in mind, it
may push the job into our busy
season. Then we’re hurt, because
we have committed precious
labor to a job that is priced too
low for full capacity times.

So here comes the second
technique for using lull pricing.
If the job may spill out of the

— MERRY —

CHR}ST MA

From Pepee
Sales & Marketing

slow times and into the busy
season, price the job the way you
would normally and then set a
slow times price. Figure what
percentage of the job will be done
during the slow time and apply
that percentage to the slow time
price. Take the balance of the job
completion percentage and apply
it to the busy season price. Add
the results and bid the job at that.
Here’s an example. A job
would normally bid for $37,000 in
the busy season, but we set a slow
time price of $29,000. The job
will probably be 2/3 done during
the slow time, and 1/3 in the busy
season. Our bid price should be
2/3 of $29,000 ($19.300) plus 1/3
of $37,000 ($12300), for a total
bid of $31,600.
CatchtheHidden Costs!
We must also be sure that
we cover the variable costs. This
is involved, but not difficult to do.
Suppose a contractor’s P&L
shows that against the variable
costs of $40,500, he ran direct
costs of $522500. Then on

average, his variable costs run

about 7.8% of direct costs.

Knowing that, he can now
compute a factor for variable
costs. With job costs, say, of
$16,000, this means he needs
to add 7.8%, or $1.248 for
variable costs.

Almost done, except for one
more item. Most P&Ls list the
interest expense “below” the line.
That is, the accountant shows it
as an expense after the net profit
from operations is reported. If
that is the case for your P&L,
you need to figure out what
percentage of your direct costs
interest expenses are and add that
to your job costs too.

For instance, if our interest
expense (below the line) is $9,000
a year, interest as a percentage of
direct costs runs 1.7%. We would
need to allow then about $270
(1.7% of $16,000) for interest
expenses. Our total job costs
now come to $16,000 + $1,248 +
$270 or $17,518. Any price over
this in the slow times would help.

Important note: if your P&L

has the interest expense listed

as part of the variable expenses,
you don’t need to do this last step
because interest will be recovered
in the variable cost calculation.
Don’t
L oans!
One final technicality—you

must do jobs in such a way that

Overlook the

you can support your business’s
cash flow requirements. There is
one item we have yet to cover,
and that is the portion of long-term
debt that is coming due this year.
In other words, how much of the
loan principals must be repaid this
year? This figure does not show
up on the income statement. It
shows up on the balance sheet,
because you are paying back the
bank’s own money when you
repay the principal. The interest is
your money, and you record it on
your income statement. But not
the principal.

A contractor must assign a
portion of current notes payable
to the installation division.
The easiest way is to use the
percentage of sales. For instance,

if a contractor has $18,000 in

notes payable this year, and
residential installations make up
60% of his business, we could
say that about 60% of this, or
about $10,800, is the obligation
of residential installation. This
may not be exactly the case, but
it is close enough.

We must then figure out
what portion of the cost of
sales this $10,800 is and apply
that percentage to a job’s costs
to allow for the cash flow
requirements of the loan principal
this job must carry.

What can we conclude?

That

when coupled with solid pricing

production ~ cycles,
methods, give us the tools for
maximizing production, revenue
streams, and capacity year round
if we stay on top of our businesses
and the market and know when
we are entering a slow season—
and price our jobs over our costs
during that time.

Your production will rise
(but not dangerously so) and
your business will run at higher
capacity year round. Like the

engine of a fine car, it will purr!

Y/

N\ /
E a

PEPCO

SALES & MARKETING

Heath Williams, Steve Good, Roy Johnson, Bob Hardage,
Larry Newburry, Michael Hanna, Cam Campbell,
Bruce Wood, Teysha Dougherty, Joe Sarabia, Gladyz Soto

Visit us at PepcoSales.com or Follow us on LinkedIn at Pepco Sales!
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HINSHAW con’t

of just themachine. Tobeclear,
sometimes it just cannot be
done, but it sure is sweet when
you can bundle an extra $4500
into aloan, givethem everything
they want in one package.

On another conversation
yesterday with a technician
(Curtis, with FROG Air
Conditioning) who  got
bumped by a customer over
a capacitor that was $300,
in that range. The customer
looked online, found the same
rated capacitor at Lowes for
$13.87. Boom. They howled,
said that he was ripping them
off. He camly said, that is
correct, the price of the item
is less than $20, but that
is not what you are paying
for. The total price includes
our company backing up
our work, it includes my
education, so that |1 can look
at the entire system to be
sure that there are not other
problems that could cause
the system to malfunction,
it includes my being able to
understand exactly how to
wire in the capacitor and all
the related items.
words, it isa LOT more than
just the part. Does that make
sense? What made this even

In other

more interesting, wasthey had
a home warranty, he sold the
capacitor anyway!
test. Curtis passed it well, he
kept control of the sale, made

It was a

something happen.
So, are

things you can bundle into

there some

your price, some items that
have real value, and give real
benefits? Not sure if you are
in the heat/air business or
plumbing, or whatever. | am
sure that if you give it some
thought you will come up
with other items and services
that can make up a package
for the customer. The end
result is that by combining
several items the customer
can get everything they need
and abonus: it makesit harder
to compare prices!
Thanks for
we'll talk later.

listening,

ASHRAE con’t

“This move represents
another significant milestone
for ASHRAE,” sad ASHRAE
Executive Vice Presdent Jeff
Littleton. “In additionto showing
our commitment to building
occupant health and comfort, our
new headquarters building will
enable us to provide industry-
leading support and service to
our globad volunteers, while
driving innovaion that will
push our god of sustainability in

action forward.”

A team of ASHRAE
volunteers  led a highly
successful building campaign to
garner support for the renovation
project. Thirty-one corporae
donorscommittedmorethan$9.7
million in monetary support and
gifts of eguipment and services.
ASHRAE thanks the following
indusry partners  for  ther
high-level support of the new
globd headquarters renovation
project: NIBE, Cisco, Arkema,

Daikin, Price Indudtries, Belimo,
ClimateMagter, ClimaCooal,
Bdl & Gosst, Big Ass Fans,
Victaulic, Uponor, Mitsubishi
Electric Trane, NTT and
PlaceOS. Donors to the building
campaign will be listed online
and recognized in a specid new
headquarters  commemorative
megazine to be published
in January 2021.

Additionally, ASHRAE
members have given over
$500,000 to date. In total,

ASHRAE has received over
$10.2 million from generous
stakehol ders.

“ASHRAE's new globd
headquartersisan exampleof an
effective built environment thet
fully considerstheimportance of
effective operationsby ingtaling
the systems and equipment in a
manner that facilitates operation
and maintenance,” said 2019-
20 ASHRAE Presidentid
Member and Building Ad Hoc
Committee Member Darryl K.

{éﬂfury HVAC EQUIPMENT

CORPORATE HEADQUARTERS

NORTH HOUSTON -

51 ESPLANADE, SUITE 100

HOUSTON, TX 77060

P: 281-445-3237 F: 281-445-3242

STORE HOURS
M-F 6AM-5PM
SA 8AM-12PM

NORTHWEST HOUSTON -

7875 NORTHCOURT ROAD, SUITE 200

HOUSTON, TX 77040

P: 713-996-9227 F: 713-996-7014

STORE HOURS
M-F 6AM-5PM
SA 8AM-12PM

U

LA PORTE -

11810 FAIRMONT PKWY., SUITE 300

LA PORTE, TX 77571

P: 281-474-9227 F: 281-474-9226

STORE HOURS
M-F 6:30AM-5PM
SA 8AM-12PM

AUSTIN -

2222 W RUNDBERG LN BUILDING 3

SUITE 500
AUSTIN, TX 78758

P: 512-491-9227 F: 512-491-9239

STORE HOURS
M-F 6:30AM-5PM
SA 8AM-12PM

CORPUS CHRISTI -

5002 OLD BROWNSVILLE RD.
CORPUS CHRISTI, TX 78405
P: 361-850-9227 F: 361-814-9455

STORE HOURS
M-F 6:30AM-5PM
SA 8AM-12PM

T

Texas’s Premier HVAC
Wholesale Supplier

([
(e
I

Boyce, PEng. “We are grateful
to our donors for their generous
support and patnership. It
is this support that not only
shows our donors dignment
with ASHRAE's sudainability
gods, but helps us to address
the challenges of designing and
operatebuildingsinatechnology
driven environment.”

To learn more about
ASHRAE's new  global
headquartersvisit ashrae.org/
newhg.

COASTAL
HVAC SUPPLY

Lenfury

www.coastalhvacsupply.com

B Delivering Confidence
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Big Features. Small Price.

STAR

EXPLORER 7

FRONT ROOM

il’

Eizpment eoslen
Humidey is 45%

O O 2

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

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

P Easy to install

P Built-in WiFi

P 7-day programmable and multi-stage control
P Small, compact size
P Global changes w/Skyport® Introducing
P Free Skyport Mobile App NEW

P Dry contact equipped m Fan Coil Models

P Compatible with Venstar
WiFi temperature sensors

P Title 24, OpenADR 2.0b compliant
P Full API available

P Residential and commercial available in
gas/electric, heat pump, and fan coil models

works with

e works with the
amazonalexa
\_/‘7

Google Assistant

www.venstar.com

Find Venstar products at the HVACR distributor below.

Texas Garland 3775 Marquis Drive #101 972-276-5532  San Angelo 914 Arroyo Drive 325-224-4276
Abilene 1810 Pecan Street 325-673-2660  Georgetown 40110 Industrial Park Circle 512-863-0525 San Antonio 1302 S. Alamo 210-223-2681
Arlington 3210 Dalworth 817-649-7866  Grapevine 1300 Minters Chapel, Ste 500 682-223-6700 San Antonio 15938 University Oak 210-581-7350
Austin 2929 Longhorn Blvd, Ste 103 512-837-3091  Harlingen 401 N.T. Street, Ste B 956-425-1120  San Antonio 222 Recoleta 210-824-9551
Austin 6301 E. Stassney Lane 512-441-9893  Houston 10460 S Sam Houston Pkwy West 713-335-5475  San Antonio 2403 Freedom Drive 210-828-9981
Distributin Inc Brownsville 224 Industrial Drive 956-546-8800  Houston 14820 North Freeway, Ste 500 713-358-3737  San Antonio 6896 Alamo Downs Pkwy, Ste 900 210-523-1244
g, Y Corpus Christi 5439 Greenwood Drive 361-851-8821  Houston 14900 Hempstead Rd., Ste 300  713-462-3737  Tyler 3805 Timms Street, Ste 300 903-561-8080
Dallas 10490 Shady Trail, Ste100  214-350-7913  Houston 5921 South Loop East 713-645-6726 Victoria 3803 N John Stockbauer 361-576-4101
Del Rio 2307 N. Main 830-774-1545  Kerrville 1905 Junction Hwy 830-895-2800  Wichita Falls 206 Waco Street 940-766-0225

Denton 1706 Shady Oaks 940-380-9199  Laredo 6301 McPherson Road 956-726-0541

. De Soto 640 E. Centre Park Blvd 214-467-8130  Lubbock 702 E. 46th Street 806-762-4088 Oklahoma

WWW.I nscohvac.com El Paso 11500 Rojas Dr., Ste A& C  915-779-3475  McAllen 1218 East Laurel Ave 956-686-3786  Oklahoma City 3407 E. Reno 405-670-1326

Ft. Worth 399 North Beach Street 817-834-5542  New Braunfels 1223-B Industrial Drive 830-625-7743
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Product News

Independent Lab Validation Study: Fresh-Aire UV
Systems Inactivate >99.99% of SARS CoV-2 Virus

Fresh-Aire UV’s residential and commercial UV equipment designed for HVAC
and duct systems inactivates the coronavirus in less than two seconds.

Bryant Heating & Cooling
Systems to Sponsor Tony
Kanaan and Chip Ganassi

Racing in 2021

Long-time relationship with
2013 Indianapolis 5002 Winner extends
to 14th season

Indianapolis — Bryant has announced that it will
sponsor Tony Kanaan during his four-race INDY CAR®
SERIES campaign next year, as the veteran driver makes
his return to Chip Ganassi Racing. Kanaan and teammate
Jimmie Johnson will be sharing driving duties for the No.
48 entry, with Kanaan competing on the oval tracks and
Johnson driving the road and street course races during
the 2021 season.

Bryant will serve as a Major Associate Sponsor for
Kanaan’s No. 48 entry during his four-race campaign,
including the 105th Running of the Indianapolis 500®
Mile Race. The No. 48 entry will feature prominent Bryant
badging in three of the 2021 oval events, and during the
Texas Motor Speedway race weekend (May 1-2), Kanaan's
car will feature afull, Bryant-branded paint scheme. Bryant
will also serve as an Associate Sponsor for the No. 48 entry
when Jimmie Johnson pilotsit through the streets of Toronto
on July 11, as well as a Major Associate Sponsor for three

races on the No. 8 entry to be driven by Marcus Ericsson.

Jupiter, Fla.—Fresh-Aire UV®, a leading global
manufacturer of HVAC ultraviolet (UV) disinfection
systems, announced that third-party lab tests successfully
proved its residential and commercial UVC disinfection
equipment for HVAC systems are >99.99-percent effective
in inactivating SARS CoV-2, the virus which causes
COVID-19 disease.

The “SARS CoV-2 Neutralization by Germicidal UVC
Light Systems” study conducted by independent laboratory
Innovative Bioanalysis, Costa Mesa, Calif., validated a
4-log, >99.99-percent coronavirus inactivation in less than
two seconds of exposure to Fresh-Aire UV’s germicidal
UVC 254-nanometer light systems. The exposure time is
comparable to a moving airstream model within a facility’s
HVAC or ventilation system. The lab used Fresh-AireUV’s
ADS™ airstream and BlueTube XL™ coil and airstream
disinfection systems designed for healthcare, education,
office and other commercia facility applications. The
residential and commercial APCO-X™
disinfection system also exhibited the same positive results.

The study is one of the first successful SARS CoV-2
inactivation tests in the HVAC industry and is available at
www.freshaireuv.com.

coil and air

“Consulting engineers, contractorsand facility managers

can now confidently specify, install and use our UV
equipment, knowing they are being proactive in improving
the building’s indoor air quality,” said Aaron Engel, Vice-
President—Business Development, Fresh-Aire UV. “Dosage
is critical for effectiveness; however, our Blue-Calc™, a
UVC light design and analysis using state-of-the-art sizing
software, can accurately help facility directors, engineers
and contractors specify UV equipment for any disinfection
application,” said Engel.

Since the early 2020 onset of the COVID-19 pandemic,
Fresh-Aire UV has helped provide recommendations
for both residential and commercial UV systems. In the
FDA-sponsored test published in the American Journal of
Infection Control, Fresh-Aire UV systemswere used to show
the efficacy of UVC light in disinfecting and extending the
life of N95 respirators.

Now with a proven study validating Fresh-Aire UV’s
equipment effectiveness against SARS-CoV-2, Innovative
Bioanalysis, a CAP, CLIA and AABB-certified laboratory,
is now executing the next phase of Fresh-Aire UV
testing. “We are excited to continue our testing to gauge
effectiveness against different HVAC, airstream and surface
applications,” said Engel.

For moreinformation, please visit www.freshaireuv.com

Hunton

Distribution

/|

/I \..‘ // -~

(TR LTER AR

281-HUNTON-1 (281-486-8661)

www.HuntonDistribution.com

NORTH HOUSTON
16335 Central Green Blvd.

from ou_rfamilj/ to j/OUfS! [

LR T A

WEST HOUSTON
10555 Westpark Dr.

& rrane

It’s Hard To Stop A Trane:

U

SOUTH HOUSTON
735 FM 1959 (Dixie Farm Rd.)
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Construction Employment is Down in Three-Fourths of States Since February,
Even After 36 States Added Construction Jobs in October

New York and Vermont Post Worst Losses since February as Virginia and South Dakota Add the Most;

Maryland Records Worst One-Month Job Losses, While California and Alaska Post Biggest Gains

Construction employment in October
remained depressed compared to pre-pandemic
levelsin three-fourths of states despite the fact
36 states and D.C. added new construction
jobsin October, according to an analysisby the
Associated General Contractors of America of
government employment data released today.
Association officials added that demand for
most types of nonresidential projects remains
weak amid pandemic-related uncertainty and
urged federal officials to enact a new round of
Coronavirus recovery measures.

“An increasing number of nonresidential
contractors are experiencing cancellations that
are forcing them to lay off workers,” said Ken
Simonson, the association’s chief economist.
“Although single-family homebuilding and
remodeling contractors are adding workers,
most states are likely to have a net loss of

construction workers soon, especially from

high-paying, nonresidential jobs.”

Seasonally adjusted construction
employment in October was lower than in
February—the last month before the pandemic
forced many contractors to suspend work—in
37 states, Simonson noted. New York lost the
most construction jobs over that span (-41,600
jobs or -10.1 percent), closely followed by
Texas (-41,500 jobs, -5.2 percent). Vermont
had the largest percentage loss (-21.8 percent,
-3,200 jobs), followed by North Dakota (-13.2
percent, -3,900 jobs).

Only thirteen states and the District
of Columbia added construction jobs from
February to October. Virginia added the most
(7,200j0bs, 3.5 percent), followed by Kentucky
(4,300 jobs, 5.4 percent) and Alabama (4,300
jobs, 4.5 percent). South Dakota posted the
largest percentage gain (9.4 percent, 2,300
jobs), followed by Kentucky.

To our Valued
HVAC Customers and Friends....

g/ /ey /’/ %///wfwz//d and

From our Business Family, to All of You,
Thank You for your business this past year.

‘6P

Complete Curb Products s
“We Make the BEST Curbs”
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Construction employment decreased from
September to October in 12 states, increased
in 36 states and D.C., and was unchanged in
South Dakota and Utah. Maryland shed the
most construction jobs from September to
October (-2,600 jobs or -1.4 percent), followed
by Georgia (-1,800 jobs, -0.9 percent).
Maryland also had the largest percentage
decrease, followed by Delaware (-1.4 percent,
-300 jobs).

California added the most construction
jobs over the month (26,300 jobs, 3.1 percent),
followed by Texas (9,400 jobs, 1.3 percent).
Alaska had the largest percentage gain for the
month (10.1 percent, 1,500 jobs), followed by
lowa (7.0 percent, 4,700 jobs).

Association officials urged members of
Congress to craft a new series of coronavirus
relief measuresto help offset declining demand

for most types of nonresidential construction.

. R

Wishing yoy,
qnd your famjjy, g

merry
CHRISTMAS

dz’prosperO“s
New year!

»

Those measures must include new
infrastructure investments, liability reforms
to protect honest firms from unwarranted
pandemic lawsuits and an extension of, and
new flexibility for, measures like the Paycheck
Protection Program. They also urged Congress
to ensure the current administration does not
move forward with its plans to tax firms that
used Paycheck Protection Program loans to
protect essential construction jobs.

“With the pandemic raging again in most
parts of the country, countless construction
jobs are at risk as owners cancel or delay
construction projects amid uncertainty about
the future,” said Stephen E. Sandherr, the
association’s chief executive officer. “Enacting
needed new recovery measures now will help
protect many good-paying construction careers

during what will likely be a difficult winter

for the economy.”
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< MORSCO

HVAC SUPPLY

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. aNO HASSIE,

-~

. REPLACEMENT™
The Ion System Control combines LIMITED
WARRANTY
advanced touchscreen performance %,

ar anty certificate 1

YearParts
1 . Limited
Warranty

with the convenience of remote access
via Wi-Fi®. Add an Ion Zoning
System* to control your comfort
room-by-room throughout your

: Timel i i ired.
home. It’s never been simpler or more s ananty cerfioate or

. . . details and restrictions.

convenient to enjoy maximum

performance and energy savings.

*Ton 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.

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.

www.morscohvacsupply.com
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EXPERIENCE THE INSCO ADVANTAGE

Enjoy Our Full Offering of Products, Programs & Services that Have Supported Small Businesses for Over 60 Years!

v’ 34 Branch Locations v’ Free Delivery
v 24/7 Emergency Branch Opening v’ State-of-the-Art Training Centers
v’ Rewards Programs & Incentive Trips v/ Contractor Support Teams (Sales/Technical)

Plus

Premier Equipment Lines with Industry Leading Programs & Benefits
Key Benefits When Enrolled into a Premium Program with Insco

RUUD
Pro Partner Contractor

YORK
Dealer Success Program

- National Conference (Las Vegas)
- Financing Rebates

- Contractor Cashback

- FREE Insco Academy Training

- Contractor Rebates

- Custom Selling Solutions

YorkCare Extended Warranties
- Financing Rebates
Homeowner Rebates

FREE Insco Academy Training
Contractor Spiffs

Explore the New & Improved Insco.com

Shop, View & Pay Invoices, Register for Training & More!

Houston / Kerrville / Laredo / Lubbock / McAllen / New Braunfels / Oklahoma City / San Angelo / San Antonio / Tyler / Victoria / Wichita Falls

@ ’ Best Products. Best Service. Best People.
/inscodistributi o © —|
C INSCO | o AYORK | [BUBB | .umee

COOLING & HEATING

Abilene / Arlington / Austin / Brownsville / Corpus Christi / Dallas / Desoto / Del Rio / El Paso / Fort Worth / Garland / Georgetown / Grapevine / Harlingen / INSCU EUM
]

Need Help with Your Commercial Project? supporf@insco.com
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COmE 4 JOHNSTONE HOUSTON PARTN

ENJOY EXCLUSIVE BENEFITS

Field Training Free Next Day Delivery
Rewards Program Johnstone Field Support
Rebates on Annual Purchases Waived Warranty Processing Fees

Ask a Johnstone Sales Associate for More Details.

A\ JOHNSTONE
= SUPPLY

e WWW.JOHNSTONESUPPLY.COM/39 -

BEAUMONT HOUSTON HOUSTON KATY
675 M.L. King Pkwy, 77701 5935A South Loop East, 77033 15631 Blue Ash, #160, 77090 22110 Merchants Way, Ste. 100, 77449
Phone: (409) 832-7409 Phone: (713) 645-0085 Phone: (281) 872-5200 Phone: (713) 803-6240

Fax: (409) 832-1462 Fax: (713) 645-7498 Fax: (281) 872-4848 Fax: (713) 803-6250 CONROE
800 Old Montgomery Road Ste 200

HOUSTON HOUSTON HOUSTON STAFFORD Conroe, Texas 77301

2120 Shepherd Drive, 77007 8304 Westpark, 77063 6630 Roxburgh Dr Ste #175, 77041 10650 West Airport Blvd Ste. 180, 77477 Phone: (936) 230-5040

Phone: (713) 868-8967 Phone: (713) 952-4601 Phone: (713) 466-5716 Phone: (281) 988-5584 Fax: (936) 242-0178
Fax: (713) 868-3045 Fax: (713) 952-0865 Fax: (713) 466-7530 Fax: (281) 988-9533
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PHCC Project Management Boot Camp Goes
Online Thanks to A. O. Smith University, A. O. Smith
and Kohler Company

Falls Church, Va. — The Plumbing-Heating-Cooling
Contractors—National Association (PHCC) Educational
Foundation faced a tough question this year. How could their
forty-plus hour, four-day Essentials of Project Management
boot camp be successfully run online to avoid COVID-19
concerns? The answer was to partner with the professional
crew at A. O. Smith University (AOSU) to provide the
instruction over Zoom from their advanced video studio in
Ashland City, Tennessee. This partnership allowed the first
online PHCC Essentials class to run from last Wednesday to
Saturday with eighteen project managers in attendance.

Kirk Alter, Associate Professor at Purdue University,
is the lead instructor for the Essentials class. His teaching
style is highly energetic and interactive, featuring constant
dialogue and role-playing exercises with the attendees. The
AOSU studio allowed Alter to move as he would in a physical
classroom, teaching from slides or more often vigorously
scribbling columns of numbers on a whiteboard to illustrate
the impact project manager’s decisions have in terms of real
dollars. All the while, staff in a control room were switching
the Zoom broadcast view from camerato camerain the studio,
allowing the attendees to follow the action. The attendees
were required to keep their video on throughout the program,
allowing a monitor in the studio to display a gallery view to
Alter, facilitating “face-to-face” conversations.

Need
fresh
air?

[ e
‘ )Hvac
Controls

ASHRAE 62.2 compliant system

Exhaust fan control option
Limiting / override options
Single adjustment setup

2-12 Zone Controls Dampers

Specialty Controls

Includes damper, control panel & 20VA transformer

After completing a full eight-hour day of training,
attendees were tasked with completing intense project
assignments in the evenings. They were additionally
responsible for coordinating how they would conduct these
meetings with their group members who were spread across
the country. For many, it was the first time they had needed
to create work product and develop a presentation with an
entirely remote-based team.

Offering the class online eliminated travel and hotel
expenses, reducing the costs for attendees. While A. O. Smith
University supported the program through use of their studio,
A. O. Smith and Kohler Company generously sponsored
class, further reducing the registration fee for attendees.

Offering the class online also helped to reduce the risk
of travel during a pandemic. One attendee even learned he
had tested positive for COVID-19 during the first day of the
class. He was able to attend the entire program safely while
isolating at home.

The next Essentials of PHC Project Management course
will also be conducted online March 17th to 20th, 2021.
The class will also be hosted by A. O. Smith University
and sponsored by A. O. Smith and Kohler Company. Visit
phccfoundation.org/essentials for more information and
to register. The class size is limited, so early registration

is encouraged.

e

| WEDROP SHIP! | -

HVAC Controls

888.359.0362
www.iohvaccontrols.com

ARS/Rescue Rooter
Commitment to Military
Veterans Showcased on Military
Makeover: Operation Career

Memphis, Tenn. — ARS/Rescue Rooter, one of the nation’s
largest providersof air conditioning, heating, and plumbing services,
participated in Military Makeover: Operation Career, a nationally
televised show that is traveling the country capturing stories of
military veterans who are transitioning out of the military and back
to civilian life through atrades career path.

Highlighting ARSRescue Rooter’s commitment to hiring and
supporting veterans, the show follows Jason Poucher, ARS Generd
Manager Myrtle Beach (US Marine Corp), Troy Meadows, ARS
Divisona Human Resources Manager (U.S. Air Force), and Josh
Will, ARS Atlantic Division Recruiting Manager (U.S. Army). They
have taken their military training and experiences and gpplied these
skillstobuild acareer inthetrades askey contributorsto the company.

“ARS/Rescue Rooter recognizes the sacrifice and commitment
active military, Guard and Reserve, and veterans have made to our
country, and we have made honoring them a priority. Veterans
know the vaue of honor, integrity, and self-discipline, which are
the same vauesall our employees are committed to in servicing our
customers here at ARS,” said Chris Snow, Senior Vice President,
Chief Human Resources Officer. “We look forward to continuing
to provide rewarding careers to veterans and are honored to partner
with Military Makeover: Operation Career to showcase these three
hard-working military veterans who have grown their civilian
caeershereat ARS”

The episode of Military Makeover: Operation Careering airing
on Lifetime T.V. featuring ARS/Rescue Rooter airs on Friday,
November 6 and Thursday, November 12, at 7:30am EST.

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!

11 my
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HEATING AND AIR CONDITIONING
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LEADING IN HVAC

SUPPORT

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:

First-year unit replacement program backed
by the manufacturer

Exclusive Angie's List support featuring a
dedicated YORK®-level team

with priority listing for Certified Comfort
Expert™-level contractors

Financing support for residential and
commercial customers

Dealer locator listing on the YORK® website,

i
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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

For more information about the full line of industry-leading YORK® HVAC S LAR
equipment and YORK® Dealer Success programs, contact your local Solar
SUPPLY, INC.

Supply Distributor: SolarSupplyYORK.com



PAGE B4, AIR CONDITIONING TODAY, DECEMBER 2020

RELY ON CENTURY TO
GET YOU WHAT YOU NEED,
WHEN YOU NEED IT

In Stock Today! Residential,
|IAQ, & Commercial Equipment
up to 25 Tons

Privately-owned company

Thousands of parts and

supplies in stock SEE WHAT OUR CcUSTOM A
Renaissance Commercial Equipment ARE SAYING ABOUT L \7 '

- fits existing curbs

Knowledgeable Tech Support

Always find the parts | need and provide the absolute best
More conveniently located branches customer service. Recommend them all the time to other techs.
in Houston than any other supplier Willis C

Hassle-Free Warranties

.and more! Great customer service!
Thanh H

Call your local rep or branch
today to learn about our
2021 Dealer Programs.

Great place to shop for all (your) HVAC needs.
Joe F

Learn how we make,’t /?appen Service has always been great. I've been coming here for years
for Ruud dealers with industry and will for many more. Thanks guys!

leading benefits and service

\ Mikeson K
that is second to none!

Angleton - Barker Cypress - Bay City - Beltway - Conroe - Lufkin
Gulfton - Humble - Katy - League City - Stuebner - West 43rd - Winkler

E— C E N T U RY I FIND RUUD EQUIPMENT AT ANY OF THESE BRANCHES: W

A/C SUPPLY™

Shop Online 24/7 at CENTURYAC.COM [}
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Mitsubishi Electric Trane

HVAC US Participates in

GO GREEN Home Makeover Series

GO GREEN spreads the message of attainable, enerqy-efficient,

residential heating and cooling solutions

Suwanee, Ga—Mitsubishi Electric Trane HVAC US (METUS),
the exclusive provider of Zoned Comfort Solutions® and a leading
supplier of Variable Refrigerant Flow (VRF) heating and cooling
systems, announces participation in GO GREEN, a short-form,
digital home makeover series that empowers the American household
to lessen their carbon footprint, save money, and improve their quality
of life through flexible and affordable clean energy solutions.

GO GREEN created by Lucia Entertainment and co-produced
by The Solutions Project with guest appearances by Mark Ruffalo
and Don Cheadle, expands upon the traditional home renovation
show by focusing on clean energy solutions that enhance
homeowners’ comfort, and well-being — including Mitsubishi

Electric heating and cooling systems.

METUS contributed an all-electric, multi-zone heat pump
system in the episode featuring Sonja, a Los Angeles native and
volunteer turned full-time community organizer. Sonja wanted
more efficient climate control to make her home more comfortable
for her elderly mother. The multiple indoor units including wall-
mounted, recessed ceiling cassettes and a multi-position air
handler used in the installation allow the family to enjoy different
temperatures in different parts of the house.

“The installation of our sustainable Zoned Comfort Solutions
in Sonja’s home helps demonstrate how clean energy sources
are accessible to homeowners,”
director of marketing, Mitsubishi Electric Trane HVAC US. “By

creating multiple zones in her home, Sonja and her mom will

says Michelle Robb, senior

enjoy customized comfort in each room while saving on heating
and cooling operating costs. We’re pleased to be part of the GO
GREEN experience.”

By replacing the 30-year-old, gas-based system with the
fully electric, energy-efficient Mitsubishi Electric HVAC system,
Sonja will circulate fresher air in her home, reduce her heating and
cooling expense, and lessen the carbon footprint in her community.

For more information about Mitsubishi Electric Trane
HVAC US residential heating and cooling systems, visit
www.mitsbishicomfort.com. GO GREEN can be watched on
IGTV and YouTube.

Houston e Dallas ® Phoenix

HERRY CHRISTMAS

MeDamlel Matals

281.987.8400 ® mcdanielmetals.

com

)&= Simple registration
&= Free programs

Register at
FTLFinance.com
or call 800.981.9032

Camfil Group to Build
New Manufacturing Facility
in Jonesboro, Arkansas

P T

Jonesboro, Ark. — Camfil Air Pollution Control (APC),
manufacturer of industrial dust, fume and mist collection systems,
announces construction of a new manufacturing facility in Jonesboro
to replace its previous building that was destroyed by a tornado in
March. The new factory and office space will be located at Craighead
Technology Park. The target date for completion is early 2022.

Committed to continue development in the area, Camfil APC
has operated in Jonesboro for over 20 years, providing jobs, investing
in the local economy and contributing to the community. Since the
tornado, the company has been conducting manufacturing operations
out of a rented local facility. Sales offices, filter cartridge production,
warehousing and shipping were not damaged. All these functions will
move to the new facility.

“We are grateful to everyone who has helped us move forward
and make this new production facility possible, especially our parent
company, Camfil Group, for committing the resources to help us
rebuild. We also thank the city of Jonesboro, the Jonesboro Chamber
of Commerce, architects Fisher Arnold, our dedicated employees, our
extremely supportive customers and the people of Jonesboro,” said
Graeme Bell, Vice President of Camfil APC Americas.

BUSINESS

Not Your To-Do List

FTL makes financing ridiculously easy.

)&= Dedicated team
J& Online tools

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

FTL
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TACCA Greater San Antonio Golf Tournament

TACCA Greater San Antonio held their 31st Annual Golf Tournament at The Club at Sonterra on Monday November 16th in San Antonio.

The all-day tournament sponsored by Johnstone Supply featured a lunch, raffles and drawings, and a dinner and awards afterwards.

The event was sold out.
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8th Place Texas Air Products
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Soecial Thanks to Tour nament
Sphonsor Johnstone Supply

It’s time to sign up for your
Mitsubishi Electric ductless and
VRF installation and service
training class!

Houston Training Facility Classes
14521 Old Katy Rd. #100

Houston, TX 77079

832-460-7951

DFW Training Facility Classes
631 S. Royal Lane

Coppell, TX 75019

800-433-4822

December 1-2
M&P Series Essentials Bundle

December 1-2
M&P Series Essentials Bundle

December 8-10
CITY MULTI Essentials Bundle

While in-person trainings are still limited due to social distancing constraints implemented as a
result of COVID-19, Mitsubishi Electric Trane HVAC US (METUS) is committed to the continued support
and training of HVAC contractors.

We have live daily training webinars for contractors on topics such as wireless connection basics; the
difference between refrigerant charges in ported versus branch box multi-zone systems; and best
practices and manufacturer recommendations for our CITY MULTI system.

We now offer these trainings twice a day, making recorded versions available for contractors who
may have missed a webinar.

[ &

Go to www.MitsubishiPro.com and click on the Professional
Training tab at the top of the page. Choose the type of training you
need at the training center nearest you.

AMERICA’S #1 SELLING
BRAND OF DUCTLESS

msssncontoncon (| TY INMIULTI®

VRFlTECHNOLOGY

'mmmmmmu .
/ FEEEETFEETTETTEATERIT -

-

MITSUBISHI
ELECTRIC

COOLING & HEATING

MAKE YOURSELF
COMFORTABLE

CONSTRUCTION
DATA

TEXAS
HVAC/R
TEST PREPARATION

3 DAY LIVE INSTRUCTED

SCHEDULE

HOUSTON
IRVING
HOUSTON

Dec 10-12
Jan7-9
Feb4-6

HELPING TEXANS SUCCEED

FOR OVER 20
888-500-PASS

YEARS
www.constructiondatainc.com
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Texas Air Conditioning Contractors Association

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!

iO HVAC

Rankin Group

C&L Refrigeration Texas, LLC
Lennox Industries - Texas

Ramsey Heating & Air, Inc. —
San Antonio

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.

2020 TACCA Year-in-Review Highlights

During this unprecedented time of COVID-19, TACCA has seen challenges for members, the
industry, and our organization. There is no doubt this year, with its shelter-in-place orders,
mandatory business closures, and economic uncertainty has derailed plans and goals for the
association. No one could have foreseen or been prepared for the last nine months, so when we
look at this year in review, our focus is on what has been accomplished despite the challenges put
before us. In 2019, TACCA established seven priority goals for 2020 and hired a new executive
director to help lead the organization in achieving these goals.

Leadership Training/Development - Strengthen the leadership of TACCA through leadership
training and development. In September, our board of directors participated in leadership training
conducted by consultant Cathi Hight and we have developed a new board orientation for future
elected board members.

Affinity Programs - Develop a portfolio of vendors to provide discounted products and
services to members. TACCA has been identifying products and services that would be of most
value to its members. A recent member benefit survey validated some of the options under
consideration. We recently launched the TACCA Healthcare Initiative and are very excited to bring
this affordable insurance offering to our members. Please visit www.tacca.org/healthplans or
email healthplans@tacca.org for more information.

Governance Infrastructure — To assure the infrastructure is solid and identify any areas of
weakness that need to be addressed, we completed an exhaustive review and subsequent
amendment of the organization’s bylaws that was approved by the Board of Directors in August.
Other governing documents were reviewed and found to be in order.

Committees - The best work of any association comes when volunteers with a passion for
their industry work together to make their profession better. TACCA created several committees
including membership, chapter relations, legislative, TACCAPAC, and education/training.
Committee chairs were selected, committee members were appointed to each committee, and
committees have started meeting. We created a process document and are working on an
orientation for committee chairs.

Chapter Growth/Training — To strengthen chapter relations and membership we met
individually with chapter directors and board members and organized a chapter staff retreat in
February. We have been working diligently to help address some of the challenges that a few
chapters have faced.

Communicate Value — In an effort to communicate the value of membership more effectively,
we completed a redesign of the website including the addition of new pages with key information
people are searching for. We reviewed most of our programs including the continuing education
(CE) and exam prep course. Training continues to be an essential and successful part of TACCA'’s
programs and are critical to the financial health of the association. In preparation for the 2020 CE
class, we reviewed class evaluations from 2018 and 2019. Taking the more commonly requested
topics, we surveyed class participants from the last couple of years to determine the topics that
may be of most interest, settling on Manual J theory and managing humidity with a small dose of
business. In addition to offering the CE class in-person and online, this year we added several
virtual class dates that allowed participants and instructors to stay home and still have an
interactive experience. We have received positive feedback from participants of this course.
Looking ahead, the 2021 course which will include building science and the newly adopted codes.
This year TACCA had planned to host an annual conference after taking a four-year hiatus.
However, due to COVID-19, that had to be postponed until October 2021.

Membership Development - Membership growth and retention are areas of great importance,
not only for the health of the association, but are also vital for the profession as a whole and its
legislative impact. It is critical to have a strong, united voice that speaks for the HVACR industry in
the legislature and regulatory agencies. We have started several initiatives toward membership
growth and retention and have put a focus on regular messaging through Facebook and Twitter
and created LinkedIn and Instagram accounts.

TACCA Training Opportunities for 2020
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. CE classes
may have limited capacity and require masks and distancing, per state guidelines. See page
B11 for upcoming continuing education opportunities and page B9 for exam prep course dates.

oF TACCA wishes yow v happy,
@ %j’;ff peacefl holiday season and
SO N

v prosperous new year!

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

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

Uponor North America : Ardee Toppe Named
appoints Brett Boyum SVP and President
Vice President of Goodman, Quietflex and s
Taka I noue Named Marketing & Offerings REHAU Names Mark PTAC Business Units Daikin North America
Chief Sales and Hudoba New Vice has named Doug
M arketing Officer President for Building Widenmann as Sr VP
of Goodman Daikin Solutionsin the and President
North America Americas

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

TACCA Exam
Prep Course

o  Know someone you
GET EVERYTHING ON think is ready to take

YOUR WISHLIST BY STUFFING the ACR license exam?
YOUR OWN STOCKING | Make sure they are

prepared with our

exam prep course

proven to incres
TV AND MONEY WITH THESE SHOppy SOLUTIg Y pass rates.

DELIVERY OETOUCH APP
ONLINE ORDERING LOCKER PICKUP

TEXT US WILL-CALL

VISIT OUR NEW AND IMPROVED WEBSITE!!!
www.JohnstoneSupply.com/39

A JOHNSTONE CLUW®  TACCA members save $100
£A SUPPLY E W

For more information
visit tacca.org/examprep
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®  CELEBRATING

ASHRAE) 125

YEARS

NEWS

ASHRAE, founded in 1894, is a global society
advancing human well-being through sustainable
technology for the built environment. The Society and its
more than 56,000 members worldwide focus on building
systems, energy efficiency, indoor air quality, refrigeration
and sustainability. Through research, standards writing,
publishing, certification and continuing education,
ASHRAE shapes tomorrow’s built environment today.
Moreinformation can be found at www.ashr ae.or g/news.

ASHRAE Learning Institute
Releases New HVAC Design
Training Schedule

Registration now open!

Atlanta — Registration is now open for HVAC Design and
Operations training through ASHRAE Learning Ingtitute (ALI).
Thetraining will run from December 2020 through June 2021.

“ Astechnology continuesto change, the need for training that
incorporatesthelatest building performance solutionswill become
critical,” said 2020-21 ASHRAE President Chuck E. Gulledgelll,
PE. “ASHRAE's HVAC Design training offers comprehensive
professional development that is useful in addressing the today’s
industry challenges.”

HVAC Design: Level | — Essentiasprovides intensive,
practica training idea for recent technical or engineering school
graduates and engineers new to the HVAC field. Developed by
industry-leading professionals selected by ASHRAE, the training
provides attendees with the fundamental's and technical aspects of
HVAC design, ingtalling and maintaining HVAC systems, that can
be put to immediate use.

HVAC Design Level 11 — Applications provides instruction
in HVAC system design for experienced HVAC engineers and
those who have completed

Ph.D., PE., Fellow ASHRAE, HBDP, BEAP

Donald Brandt, Life Member ASHRAE BEAP, CEM

e January 20-22, 2021 —Level |l —Applications

Instructors: JuliaKeen, Ph.D., PE., Fellow ASHRAE, HBDP

Joel Primeau, Eng., ASHRAE Member, HBDP LEED® AP

e February 1-5, 2021 — Level | — Essentids

Instructors: Donald Brandt, Life Member ASHRAE BEAPR,
CEM

Dennis Wessdl, PE., Fdlow/Life Member ASHRAE,
LEED® AP

e February 15-19, 2021 — Level | — Essentias

Instructors: Joel Primeau, Eng., ASHRAE Member, HBDP
LEED® AP

Charlie Henck, PE., Fellow/Life Member ASHRAE, CEM,
LEED® AP

e March8-12, 2021 —Level | —Essentids

Instructors: Donald Brandt, Life Member ASHRAE BEAPR,
CEM

Dennis Wessel, PE., Felow/Life Member ASHRAE,
LEED® AP

e March 15-19, 2021 — Level | — Essentias

Instructors: Joel Primeau, Eng., ASHRAE Member, HBDP
LEED® AP

Charlie Henck, PE., Fellow/Life Member ASHRAE, CEM,
LEED® AP

e March29-31, 2021 —Level Il —Applications

Instructors: Donald Brandt, Life Member ASHRAE BEAP,
CEM

Charlie Henck, PE., Fellow/Life Member ASHRAE, CEM,
LEED® AP

o April 59,2021 — Level | — Essentias

Ingtructors: Donald Brandt, Life Member ASHRAE
BEAPR, CEM

Dennis Wessel, PE. Fdlow/Life Member ASHRAE,
LEED® AP

e April 12-16, 2021 — Level | - Essentias

Instructors: Jod Primeau, Eng., ASHRAE Member,
HBDPLEED® AP

Charlie Henck, PE,
Fellow/Life Member
ASHRAE, CEM, LEED® AP

e April 26-30, 2021 —
Level | —Essentias

ool

SLLLELEFEFFITTT

Instructors: Donald -
Brandt, Life Member
ASHRAE BEAP, CEM

theHVAC Design: Leve | —
Essentials. The training covers
the technical aspects of design
and methodsto increase energy
savings through innovation in
HVAC design.

Inlight of COVID-19 and
the safety of ASHRAE course
participants, the HVAC Design

trainings will be held online, we wish you a very
Thescheduleisasfollows: .
ASHRAE  HVAG happy holiday season
Design Training and a prosperous

» December 7-11, 2020
—Leve | —Essentials

Instructors: Julia  Keen,

Ph.D., PE., Fellow ASHRAE, S

HBDP . Ava, Brittany, Sean,
Jodl Primeau, Eng.,

Obazon s Q%ﬂlzhgf

With sincere thanks for your
support throughout the year,

New Year!

ASHRAE Member, HBDP
LEED® AP

e December 14-18, 2020
—Level | —Essentias

I nstructors: Donald
Brandt, Life Member
ASHRAE BEAP, CEM

Julia Keen, Ph.D., PE.,
Fellow ASHRAE, HBDP

e January 11-15, 2021 —
Leved | —Essentials

Instructors: Julia  Keen,

\Take,, Sfe,ve,) Rag,

Duane ) Gar‘g ) Ke,(( Yy,

Woace, BT, John,

James, David, Lenny,
Wes, Jeremy & JoJo

—

JEXASREPS

-
Sening Texas, Oklahoma, Arkansas, Loulsiona & Mississippl

Dennis Wessel, PE., Felow/Life Member ASHRAE,
LEED® AP

e May 10-14, 2021 — Level | — Essentials

Instructors: JuliaKeen, Ph.D., PE., Fellow ASHRAE, HBDP

Charlie Henck, PE., Fellow/Life Member ASHRAE, CEM,
LEED® AP

e May 17-21, 2021 — Level | — Essentids

Ingtructors: Donald Brandt, Life Member ASHRAE BEAR,
CEM

Denmnis Wessel, PE., Fdlow/Life Member ASHRAE,
LEED® AP

e May 20-24, 2021 — Level | — Essentids

Instructors: JuliaKeen, Ph.D., PE., Fellow ASHRAE, HBDP

Charlie Henck, PE., Fellow/Life Member ASHRAE, CEM,
LEED® AP

e June2-4,2021—Level Il —Applications

Ingtructors: Donald Brandt, Life Member ASHRAE BEAR,
CEM

Denmnis Wessdl, PE., Fdlow/Life Member ASHRAE,
LEED® AP

e June7-11, 2021 —Level | —Essentias

Instructors: JuliaKeen, Ph.D., PE., Fellow ASHRAE, HBDP

Charlie Henck, PE., Fellow/Life Member ASHRAE, CEM,
LEED® AP

e June14-18, 2021 —Leve | — Essentials

Ingtructors: Donald Brandt, Life Member ASHRAE BEAPR,
CEM

Dennis Wessel, PE., Fdlow/Life Member ASHRAE,
LEED® AP

e June21-25, 2021 — Leve | — Essentials

Ingtructors:  Julia Keen, Ph.D., PE., Felow ASHRAE,
HBDP

Charlie Henck, PE., Fellow/Life Member ASHRAE, CEM,
LEED® AP

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

YOUR
DRIVE
DRIVES
US

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

LiveOakBank.

©2020 Live Oak Banking Company. All rights reserved. Member FDIC. Equal Housing Lender. =Y



CALENDAR OF EVENTS

Insco’s December Events Schedule
Training from Insco Academy

Insco Academy offers some of the best training availableinthe 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 aso offering FREE Online training for
your convenience! Most courses offer CE credits, and our goal isto provide the needed skills and
expertise to help our customers thrive in this evolving and competitive industry. Visit: insco.com/
academy to see the complete schedule of classes.

Thursday, December 10th — York Commercial Controls located at our Houston Training
Facility. From 8am — 5pm | $50

Free Online Classes

Tuesday, December 1st — Airflow Diagnostics Webinar from 9am — 10am | FREE

Thursday, December 3rd — MyRuud.com Portal Training from 10am — 11am | FREE

Tuesday, December 8th — MyRuud.com Portal Training from 10am — 11am | FREE

MEPO of Oklahoma, Inc.

Mechanical - Electrical - Plumbing
Contractors of Oklahoma

OKLAHOMA

Make this Year the Best for Your Business

December Meetings Agendas
CPS IAQPRO SmartAir

Ardmore Lunch Mtg; Tuesday Dec 1st, 11:30am
Cafe Alley; 126 A St NE

OK City Lunch Mtg; Wednesday Dec 2nd, 11:30am
Charleston’'s; 2000 S. Meridian Ave

Tulsa Lunch Mtg; Thursday Dec 3rd, 11:30am
TiAmo's ltalian; 6424 S. Sheridan Rd

Tulsa Social Mtg; Thursday eve Dec 3rd, 6:30pm
White River Fish Mkt 71st (Kenosha) & Lynn Lane (9th St)
Broken Arrow. Bring your Spouse, Guest or Staff Member.

Enid Lunch Mtg; Friday Dec 4th, 11:30am
El Patio Mexican; 4410 W. Owen K. Garriott Rd

You do not have to be a member

to attend our MEPO meetings
FTHHIXHIHHIXHIXHXHIXHITXHIHIXIXHIHXHIXHXIXXKXX

Mission Statement
MEPO OF OKLAHOMA, INC. a non-profit trade
association in the State of Oklahoma. We work to give
our members the tools they need to succeed in the
Air Conditioning, Heating, Refrigeration, Electrical
and Plumbing Industries.
THxIAKXKIXHIxIXIZHIIXHIZHKIXIKIXIXKXx

If you would like to join MEPO the Association
in Oklahoma that addresses Business Development,

Codes and Licensing issues that effect your lively-hood
Text/Call 918-978-6888

FTHHIrHIXHIXHIXxHIIXKXIXHIXIXXKXKIXIXKXKXKXKXX

Bill Kite, Executive Director
Mechanical Electrical Plumbing Contractors of Oklahoma, Inc.
Call or Text; 918-978-6888 Email; mepo@mepo.orqg
Website; www.mepo.org
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Quality TDLR-
Approved CE
for ACR License
Renewal

TDLR Provider #1126

Provider #1126 “Neg
TDLR Approved Course #22269

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 instructors/participants.

FREE in-person or virtual classes for TACCA Members!

Jan 16, 2021—Houston
Jan 16—Hurst

Jan 16—Waco Online Rates
Jan 23—Austin

Jan 23—San Antonio TACCA
Feb 6—Abilene Members
Feb 20—Houston Now $45 $49
Feb 20—Lubbock

Feb 27—Hurst Industry
Mar 13—Austin Partners $59

Mar 13—Corpus
Apr 10—Denton
Apr 24—Burleson
Apr 24—Harlingen

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 ] theory, not calculations

NN

TACCA REGISTER AT

Texas Air Conditioning Contractors Association WWW 'TACCA' O RG
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CALENDAR OF EVENTS

JOHNSTONE \
=X SUPPLY DECEMBER 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 / Alamo Downs - 6900 Alamo Downs Ste. 140

DATE DAY TIME LOCATION CLASS CLASS CODE  Price

1-Dec | Tu |5:30pm - 8:00pm Broadway |Gas Furnace Venting - Codes, Calculations & Venting Tables 605-193 $40
8:30am - 4:30pm Broadway TDLR License Renewal CE - Upcoming Industry Changes 605-115
1:30pm - 3:30pm Broadway [Rooftop Equipment Installation Code Requirements 605-123
8:00am - 11:30am Broadway Gas Furnace - Carbon Monoxide Causes, Effects & Testing 605-164
14-Dec | M [8:00am - 4:30pm Broadway |[ESCO EPA Certification Review & Exam 605-101 $165
2:00pm - 4:30pm Broadway ESCO EPA Certification Exam Only 605-102
15-Dec | Tu [8:30am - 4:30pm Broadway |WrightSoft Manual J Program Training - Day 1 SP*00006889 | $325
8:30am - 4:30pm Broadway WrightSoft Manual J Program Training - Day 2 included
17-Sep | Th (8:30am - 12:30am Broadway |[Infiltration & Duct Leakage (Blower Door) Training 605-105  |Included

1:30pm - 4:30pm Broadway Infiltration & Duct Leakage (Blower Door) Certification Exam  SP*00006890

18-Dec | F [8:30am - 12:30pm Broadway |[Infiltration & Duct Leakage (Blower Door) Certification Exam | SP*00006890 | $450

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.

Sell Performance Upgrades==

for All-Season Profits e~ -y UNITEDK SUppLY

0y oristmad HVAC WHOLESALER

Dss EN ERG f‘- SERVING THE INDUSTRY FOR 33 YEARS
EFFICIENCY

AIRFLOW s

Proudly offering all sizes
of ASPEN COILS

. EasyRetrofit Without Strap Removal ..
« Easy Upsell - Every Call is an Opportunity
¢ Increase Revenue During Off Season
« Highest Profit Upsell Opportunity
¢ Address Airflow & Condensate Complaints

SPECIALIZED PARTS AND SUPPLIES
GRILLES » CONTROLS * MOTORS ¢ COILS
ALL TYPES OF REFRIGERATION

Maximize Profits on EVERY Call e * MORE IN STOCK THAN ANYBODY ELSE!

®* WE TAKE OUR TIME WITH ALL CUsSTOMERS

®* AFTER-HOURS HELP AVAILABLE

®* EPA CLASSES AVAILABLE INFHOUSE

® CALL THE OFFICE FOR DETAILS AND SCHEDULE

: 9920 Westpark
Ca”’ _S'[pp In, Houston, TX 77863
OrVisitus  ppone: 713-952-5191
online today!  Email: kmintl@wt.net
www.unitedacsupply.com

oucT SAOOLE STRAPPING SYsSTEmM

214.407 6100

www.ductsaddles.com

CHECK WITH US ON OUR WIDE SELECTION OF HEATING/AC PARTS

AND ACCESSORIES PRICED RIGHT AND IN STOCK!
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AHRI Releases September 2020 U.S. Heating and Cooling Equipment Shipment Data

Warm Air Furnaces

sas Warm Air

400,000

Furnaces

Oil Warm Air Furnaces

U.S. shipments of gas warm air furnaces for September 6,000 —
2020 increased 22.4 percent, to 351,087 units, up from 286,870 % EEE 5400 o
unitsshippedin September 2019. Oil warm air furnace shipments jjg 4,000
increased 8 percent, to 5,388 units in September 2020, up from | 2000 3,000
4,987 units shipped in September 2019. 150,000 _— -

Year-to-date U.S. shipments of gas warm air furnaces | ' ‘ - | =
decreased 9.7 percent, to 2,329,809 units, compared with Gu'w: .
2,578,687 units shipped during the same period in 2019. Year- 20:5ep 15:5ep 205p 19:5ep
to-date U.S. shipments of oil warm air furnaces decreased 15.5  [year.to-Date
percent, to 22,768 units, compared with 26,936 units shipped Sep20YTD | Sep19YTD | %CHG.
during the same period in 2019. Gas Warm Air Furnaces | 2,329,809 2,578,687 9.7

Oil Warm Air Furnaces 22,768 26,936 -15.5
U.S. Manufacturers Shipmentsof Central Air Conditionersand Air-Source Heat Pumps
Month YTD
Size Description % Change from Size Description % Change from

(000) BTUH Total 2019 (000) BTUH Total 2019
Under 16.5 33,611 +56.0| |Under 16.5 266,224 +10.0
16.5-21.9 86,942 +58.7| [16.5-21.9 663,131 +11.3
22-26.9 176,908 +50.0| |22-26.9 1,460,174 +7.8
27-32.9 146,430 +65.1| [27-32.9 1,196,869 +7.9
33-38.9 184,744 +46.8| [33-38.9 1,576,326 +5.8
39-43.9 71,585 +49.6| |39-43.9 563,650 +4.2
44-53.9 100,572 +36.1| [44-53.9 810,729 +3.0
54-64.9 78,270 +24.1| |54-64.9 601,949 -3.6
65-96.9 8,364 -9.0| [65-96.9 70,994 -17.5
97-134.9 6,187 -12.8| [97-134.9 52,336 -20.7
135-184.9 4,368 -13.2| [135-184.9 35,708 -18.9
185-249.9 1,826 -26.3| [185-249.9 15,880 -19.4
250-319.9 1,445 -1.8| |250-319.9 12,697 +0.8
320-379.9 335 -8.0| [320-379.9 3,075 -1.2
380-539.9 342 -6.0| |380-539.9 3,093 -8.8
540-639.9 251 +10.1| |540-639.9 2,443 +1.2
640-799.9 116 -20.5| |640 & Over 1,070 -10.8
800.0-899.9 61 -18.7| |B00.0-899.9 641 +4.1
900.0-999.9 70 +79.5| |900.0-999.9 691 +15.4
1,000.0-1,199.9 53 +39.5| (1,000.0-1,199.9 467 +15.6
1,200.0 & Over 66 -48.0( [1,200.0 & Over 806 -24.3
TOTAL 902,546 +47.1| [TOTAL 7,338,953 +5.1

BTUHSs of 64.9 and below are for residential units; 65.0 and above for commercial.
NOTE: A shipment is defined as when a unit transfers ownership; a consignment is not a transfer of ownership. Industry data is aggre-
gated from the information supplied by AHRI member companies that participate in the statistics program and could be subject to revision.
Published year-to-date data is inclusive of all revisions. No other AHRI data (e.g., by state or region) is available to the general public other
than that published. AHRI does not conduct any market forecasting and is not qualified to discuss market trends. For previous monthly ship-
ment releases and historical data, please see http://www .ahrinet.org/statistics.

Distributor Benefits:

Low wholesale pricing
Proven Contractor product
Oakridge Nat’l Lab tested

Free Store Front displays

Needs only 27" x 19"
Floor Space

Contractor Benefits:

Installs in 10 mins. or less

Improves HVAC efficiency
Stops Air Infiltration

year round

Make $100.00 profit

per install

Sold at your
local distributor!
If not, call:

(704) 892-5399 or
www.attictent.com

Residential Storage Water Heaters

U.S. shipments of residential gas storage water heaters
for September 2020 increased 10.7 percent, to 366,161 units,
up from 330,910 units shipped in September 2019. Residential
electric storage water heater shipmentsincreased 18.3 percent in
September 2020 to 383,178 units, up from 323,984 units shipped
in September 2019. 2017.

Year-to-date U.S. shipments of residential gas storage
water heaters increased 2.7 percent, to 3,377,667 compared to
3,288,163 shipped during that same period in 2019. Residential
electric storage water heater shipments increased 8.9 percent
year-to-date, to 3,402,457 units, compared to 3,124,601 shipped
during the same period in 2019.

Commercial Storage Water Heaters

Commercial gas storage water heater shipments decreased
15.9 percent in September 2020, to 6,455 units, down from 7,672
units shipped in September 2019. Commercia eectric storage
water heater shipments decreased 2.2 percent in September
2020, to 11,325 units, down from 11,578 units shipped in
September 2019.

Year-to-date U.S. shipments of commercia gas storage
water heaters decreased 14.3 percent, to 58,585 units, compared
with 68,359 units shipped during the same period in 2019. Year-
to-date commercial electric storage water heater shipments
decreased 8.6 percent, to 104,720 units, down from 114,590
units shipped during the same period in 2019.

Year-to-Date

Sep 20 YTD Sep 19 YTD YCHG.
Commercial Storage Gas 58,585 68,359 -143
Commercial Storage Electric 104,720 114,590 86

CONTINUING EDUCATION
LIVE OR ONLINE

Fulfill the required

8 hours of CE in our
LIVE interactive class
or on your schedule
at home. Call or visit
our website for times
and detalils.

TDLR Provider #1142

Wade Airheart
Owner/Instructor

®

CONSTRUCTION (888) 500-PASS
www.airconditioningce.com

Want to SAVE on CRANE costs?

v Easyto
operate

v Lightweight
aircraft
aluminum

v Battery
operated

v Zeroturning
radius

4. v Nothing
extends
underneath
the a/c unit

v Patent
Pending

www.pro-lift.cc
(972) 939-3231
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HARD

HARDI Distributors Report
13.9% Percent Increase

Columbus, Ohio — Heating, Air-conditioning & Refrigeration Distributors International
(HARDI) released its monthly TRENDS report, showing the average sal es performance by HARDI
distributors was an increase of 13.9% percent during September 2020.

12.0% 4

(=}

HARDI Distributors Annual Sales Growth
Through September 2020
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The average annual sales growth for the 12 months through September 2020 is 3.25 percent.

“Sales growth during September was helped by an extra billing day and challenged by difficult
comparisons and heavy rains in the Southwest and Southeast,” said HARDI Market Research
& Benchmarking Analyst Brian Loftus. “HARDI members see the supply chain challenges this
summer in the elevated sales-to-inventory ratio per region. This insight each month is another
benefit for participants.”

The Days Sales Outstanding (DSO), a measure of how quickly customers pay their hills, is
now at 41 days. “DSO ticked-up from 40 last month. The normal level for September is closer to 45
days so this was another unusually brisk report,” said Loftus. “ Customers who participated in the
economic relief programs are paying their bills quicker than normal, while the inventory shortages
and search for scarce product increased the share of cash transactions.”

“Weather did not help this month. Besides the heavy rain in the Southwest and Southeast,
cooling degree days during September 2020 were down by -30% to -50% versus September 2019
in five of our seven economic regions,” said Loftus. “Distributor sales growth was helped by the
housing market that is getting a boost from the historically low mortgage rates, and consumer
confidence that is getting its own boost from the employment recovery”

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 Seeks to Gain Greater Insights into
the Commercial Refrigeration Channel

Columbus, Ohio— Hesating, Air-conditioning & Refrigeration Distributors International
(HARDI) has launched a research project to gain greater insight into the forces affecting the
commercial refrigeration channel.

Compared to other product channels, HARDI has found a limited amount of existing
research on the commercial refrigeration channel, and aims to support members involved in
the manufacturing and distribution of commercial refrigeration products by addressing the
following items:

The factors driving end-user purchases and buying patterns.

Thewaysin which contractors market their products to end-users, and the factors determining
who contractors select as their primary supplier(s).

The relationship between distributors and contractors, specifically as it relates to the services
distributors offer contractors and the ways distributors support their contractor customers.

The waysin which suppliers evaluate the devel opment of new products, and how they market
both new and existing products to potentia customers.

With the support of HARDI's Refrigeration Council, the project will be led by HARDI's
Market Intelligence team, Tim Fisher, Brian Loftus, and Joe Hartge, in conjunction with an outside
market research firm for all primary research efforts. Research will include surveys, interviews,
and focus groups of Manufacturers, Distributors, Contractors, and End-Users.

HARDI expects to see the completion of this project in mid 2021, with a series of webinars that
will be held alongside a final report.

HARDI will incur a number of financial costs as part of the project. If you are interested in
contributing to the success of this research project, contact Brandin Bursa at bbursa@hardinet.org
or 614-674-5779 to get involved

Shearer Supply and Amarillo Air Master
HVAC donate to Homes for our Troops

Homes For Our Troops (HFOT) had
abuildin Amarillo, TX for Army SPC. Harry
Stokes, who was injured in Afghanistan by an
IED resultinginthelossof hisrightleg. HFOT is
the national non-profit organization that builds
and gifts mortgage-free homesfor injured
veterans across the country. Thisis afantastic
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organization that HARDI members have
donated to for numerous builds over the last
few years since they started this partnership.

If you would like to learn more about
Harry Stokes and his story feel free to
visit https://www.hfotusa.org/building-homes/
veterang/stokes/

TACCA Greater San Antonio
Golf Tournament con’t

— | JOHNSTONE
..‘éUPPLY
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Focus

CASTILLO TRAINING
-TDLR 8 HR CE CLASSES -

Please call the office for Saturday classes.

Contact the office for December class
Stay Home and be Safe.
TDLR No. 1362 Class No. 22872
sLoad Calculation Workshope
TBA
sCompressor Workshope
TBA
o LICENSE PREP CLASSESe call for dates
eEPAEXxamse 1% Friday of the month
*NATE Examse
Phone: (210) 828-0234
silverfox0001@earthlink.net www.castillotraining.com

Elite Software

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!

New!

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

$199/up To add CAD Drawing Features, Graphic
Sales Proposals, Bill of Materials, & Gas Vent Sizing

Register for Free Trial Version!
www.elitesoft.com 800-648-9523

FROM SEARCO™: “REQUEST THE BEST! BETTER
PRODUCTS. BETTER RESULTS!”

1. Bulls Eve (BE1) Universal waterproof Freeze-Stat Goes on suction line at
condenser to prevent freezing of A/C system. Wire leads included.

PURCHASE at Barsco, TruStar Supply,
OR OTHER QUALITY HVAC HOUSES.

Always use with time delay relay to
prevent short cycling.

2,20

Put disc side on copper line and secure with tape or wire tie.

2. FREE: Excerpt page from my book (4/C Made Simple and Practical): MJEZ
(Manual J EZ) form to quickly get a rough estimate of heat load. Send your email address
and I’ll email it to you.

3. FREE: How to make your own HURRICANE PIPE STANDS and how they are far
superior to anything holding condensing lines on a roof presently. My invention. Send
your email address and I’ll email it to you.

4. FREE: From my book: Wiring diagram that will show you EXACTLY how to wire
most common simple unit’s control wiring and high voltage wiring. Send your email
address and I'll email it to you.

5. FreonLock™ (FL1)“THINKING OUTSIDE THE CAP”. Goes OVER the existing cap.
For MAXIMUM reduction of liability. THESE ARE SUPER HIGH QUALITY.

*PREVENT UNAUTHORIZED ACCESS.

*ALL STAINLESS STEEL.

*20 YEAR WARRANTY.

*PREVENT HUFFING, VANDALS, & STCALING.
*DECREASE INSURANCE LIABILITY.

*WILL NOT CORRODE IN SALT ENVIRONMENT

If you want locks that will actually STOP someone from getting into the system, get ours. If you are just
trying to meet minimum code guidelines, get the cheap plastic ones that can be easily ripped off or opened with a

common tool (Allen wrench, etc.). Lawyers will love those when litigating.

6. OB1: My product

It is superior and works far
better than other blow out

QUICK BLAST BLOW OUT VALVE. MY ORIGINAL
INVENTION: ALL OTHERS ARE JUST COPICS!

valves. | was first to invent DRAIN PAN DRAIN PAN BUY AT MOST
the concept and product for ; QUALITY SUPPLY

; W = CuickBlast 6y
condensate lines. DRAN PAN b ;';’:JSES- Request the

7. Gallo gun brass Adapter: Gallo gun or air gun to gauge hose direct coupling. For QB1 or -
any other type of blowout valve. i

For questions or comments: mikesears061@gmail.com -
Cell: 214-597-2067. Land line: 903-527-0412.  www.HVACcraft.com _

é ServicelFactor

Service & Project Management Software

* Complete Could Based Service and Project Management Software
* Scheduling & Dispatching * Crew Scheduling
Service Agreement Management * Equipment Tracking

* Residential & Commercial

* Dashboard KPI's

Integrated Payment Processing
Easy to Learn & Use

* Marketing Scorecard
* QuickBooks Integration
* Access from Anywhere

800-329-8326
Team Management Systems, Inc.

www.servicefactor.com * sales@servicefactor.com

* Field Service Management

L
o

*

www.teamservice.com

READ THE NEWEST ISSUE ONLINE!

AC-TODAY.COM
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Series |

N
Variable
Speed

BUDA HOUSTON - SOUTH SAN ANTONIO
A E 2845 BUSINESS PARK DR. 5801 SOUTH LOOP E. 6814 ALAMO DOWNS PKWY
(512) 441-8998 (713) 738-3800 (210) 457-5272
ACES AC Supply, Inc. - Your Independent CORPUS CHRISTI HOUSTON - WEST SPRING
1157 HENDRICKS ROAD 5248 BRITTMOORE ROAD 601 SPRING HILL DR.
ACESSUPPLY.COM (361) 853-5050 (713) 849-4070 (281) 907-5000
AUSTIN - NORTH HOUSTON - NORTH SAN ANTONIO STAFFORD
1810 RUTHERFORD LANE 420 E. TIDWELL 3835 STAHL ROAD 10155 MULA ROAD
(512) 832-7881 (713) 691-5170 (210) 656-6900 (281) 977.6980

Texting now available. See your ACES™ for details.

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