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Johnstone Supply South Vendor Days

Pictures on page 13 & B5.
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Columbus, Ohio – Heating, 
Air-conditioning & Refrigeration 
Distributors International 
(HARDI) wrapped up their Annual 
Conference in Palm Desert last 
Tuesday, December 7th.  

After cancelling our 2020 
in-person conference due to 
the pandemic, members of the 
association were able to come 
back together for an in-person 
meeting. The event welcomed 401 
wholesaler attendees from 153 
member companies for a grand 
total of 1,525 attendees from 578 
member companies present at the 
event. The booth program sold out 
with 241 vendors participating. 

Popular speakers included 
Anirban Basu, Chairman and 
CEO of Sage Policy Group, 

Inc. and regular HARDI Market 
Intelligence contributor. Basu’s 
session, “The Chamber of Data” 
presented a Harry Potter themed 
presentation and why the industry 
will overcome these challenges 
and continue to grow next year. 
Another crowd favorite was 
communications expert, Ryan 
Avery. Avery’s session “How to 
Grow Your Leadership Team” 
presented attendees with useful tips 
and tricks to be a better leader and 
help keep their teams engaged. 

In addition to the main stage 
presenters, the conference featured 
several sessions that provided a 
look into HARDI’s 2021 State 
of the Channel report findings. 
The Voice of Supplier, Voice of 
Contractor, Voice of Technician, 

and multiple refrigeration sessions 
gave attendees a look at the 
association’s yearlong research 
initiatives. The final 2021 State of 
the Channel report will be available 
in January 2022 for purchase and 
will provide a much more detailed 
look at top-of-mind industry 
matters and the HVACR market 
performance. 

HARDI also used the Annual 
Conference to introduce new 
Directors for 2022.

• New Chairwoman of 
the Board: Rhonda Wight, 
Refrigeration Sales Corp

• Dale Norton, Meier Supply 
Co., Inc.

• DeWight Wallace, Nu-
Calgon

• Randy Roberts, Rheem 

Manufacturing Company 
The HARDI Board approved 

the addition of a second supplier 
member seat which will be added 
starting in 2022. 

“We were all very excited 
to put together such an impactful 
event after having to skip our 2020 
Annual Conference,” said HARDI 
Marketing & Sales Director, 
Chris DeBoer. “The chance to 
see members coming together 
and reconnecting was incredible. 
The number of conversations 
that took place and the amount of 
information sharing that occurred 
was also really inspiring.” 

Next year’s Annual 
Conference will take place in 
Houston, Texas at the Marriott 
Marquis, December 3-6, 2022. 

Insco Distributing thanks Rudy Trevino 
for his commitment and dedication to Insco 
Distributing. For the past 60 years, Rudy has been 
an outstanding mentor, leader, and friend to many. 
He has made a profound impact on Insco and all 
who have known and worked with him including 
customers, vendors, and employees. 

After graduating from the University of 
Texas, Rudy was hired by his uncle, Bob Trevino, 
in January 1961. Rudy would work to become 
the President and Owner of Insco Distributing, 
leading Insco’s growth to be one of the largest 
independently owned HVAC distributors in the 
region, growing from four branches to thirty-four.  
Throughout the past 60 years he has helped shape 
Insco into what it is today: an award-winning 
distributor. Insco is honored to have such a strong 
and compassionate leader and we look forward to 
Rudy’s leadership for many years to come.

HARDI 2021 Annual Conference: Motion Highlights

Rudy Trevino 
Celebrating 60 years 
at Insco Distributing

Celebrating Celebrating 
our our 

36th Year 36th Year 
in Publicationin Publication
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Concord and AirEase are
wholly owned subsidiaries of

Lennox International Inc. 

STAFFORD 
3535 S. Main 

Stafford, TX 77477 
281-499-3377

I-10  
10814 East Freeway 
Houston, TX 77029 

713-671-0114

AIRLINE
4315 Airline Drive 
Houston, TX 77022 

713-681-9787

ALVIN  
225 West Coombs Drive 

Alvin, TX 77511 
281-585-2600

BRENHAM  
1700 Buchannan Street

Brenham, TX 77833 
979-830-5056

GULF FREEWAY  
8485 Gulf Freeway 
Houston, TX 77017 

713-920-2222

1960  
10509 FM 1960 W 
Houston, TX 77070 

281-890-2108

VISIT OUR WEBSITE FOR 
MORE INFORMATION

www.transtaracsupply.com

Stock up for the Winter Heating Season!
Buy 5, Get the 6th
FREE!

 IGN-001 : Diversitech Universal Hot Surface Igniter IGN-001 : Diversitech Universal Hot Surface Igniter
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 January 31, 2022. 

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

HVAC Excellence is pleased to announce the 2022 National 
HVACR Educators and Trainers Conference is returning to an 
in-person event on March 21-23, 2022 at the South Point Hotel 
in Las Vegas, Nevada. While we have learned a great deal about 
remote learning, we also learned that not everything can be taught 
online, especially in a hands-on industry.  

The conference offers over seventy lectures, roundtables, 
panel discussions, and hands-on courses for those involved in 
training the HVACR workforce. During the event, you can visit 
with manufacturers, publishers, authors, trade associations and 
other groups who can assist you with keeping the training you 
offer current and relevant. When not busy in the classroom or 
exposition hall, the conference offers a priceless opportunity to 
network with others who share your passion for educating the 

incumbent and future workforce.  
This year’s theme “Training for Essential Critical Infrastructure 

Workforce Instructors” brings to light how the HVACR industry was 
one of a few sectors declared essential during the pandemic. Indoor 
air quality, vaccine distribution and storage, virus containment, and 
data center temperature control, all fall under the vast umbrella 
of HVACR technician responsibilities. This illustrates how the 
HVACR industry is much bigger than many realize, as it plays an 
essential role in the health and safety of our society.  

This year’s event will look different than those previously 
offered, with in-person and online registration options. We invite 
you to review the full schedule of events, conference details, 
and register for the conference at https://www.escogroup.org/
hvac/nhetc/eventschedule.aspx 

HVAC Excellence 2022 National HVACR Educators
and Trainers Conference 



NEW YEAR, NEW BUSINESS PLAN. 
DOING BUSINESS JUST GOT EASIER.

  More Dealer Perks

  Privately-Owned Company

  Exceptional Service

  Knowledgeable Tech Support

  Hands-On Training

  No-Hassle Warranties

  Conveniently Located Branches

  Thousands of Products In Stock

  Better Dealer Benefits
•  FREE Financing Options

•  Dealer CashBack

•  CenterPoint rebates... and more!

WE LOOK FORWARD TO PROVIDING YOU WITH EXCEPTIONAL SERVICE IN 2022

Angleton  •  Barker Cypress  •  Bay City  •  Beltway  •  Conroe  •  Lufkin  •  Gulfton  •  Humble  •  Katy  •  League City  •  Stuebner  •  West 43rd  •  Winkler Shop Online 24/7 at CenturyAC.com

Call your sales rep or local branch
and place your order today!

J U M P S TA R T  Y O U R  T E C H S
Sign up for Hands-On Training 

at our state-of-the-art facility today!

Scan the code or visit 
CenturyAC.com/Training

JANUARY 2022, AIR CONDITIONING TODAY, PAGE 3
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Come see us at AHR 2022  
(Booth # 9430/9431)

Winsupply of Dallas - Chad Fink
 cj�nk@winsupplyinc.com | (972) 800-1553

Winsupply of San Antonio - CJ Hooper
cjhooper@winsupplyinc.com | (210) 481-8123

Winsupply of El Paso - Rene Tirres
rtirres@winsupplyinc.com | (915) 859-3817
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Construction Jobs Exceed Pre-Pandemic Level Only 18 States and D.C. as Firms 
Struggle to Find Qualified Workers to Keep up with Demand 

Only 18 states and the District of 

Columbia have added construction jobs 

since just before the start of the pandemic 

in February 2020 despite a pickup in 

most states from October to November, 

according to a new analysis of federal 

employment data released today by 

the Associated General Contractors of 

America. Association officials said one 

reason employment is below pre-pandemic 

levels in many parts of the country is the 

lack of available workers to hire. 

“Construction activity has picked up 

in recent months but still has not reached 

the employment levels of early last year 

in most of the country during what has 

become a very tight labor market,” said Ken 

Simonson, the association’s chief economist. 

“If contractors had found enough qualified 

workers, more states would have recovered 

fully by now from the pandemic-induced job 

losses,” he added, noting that job openings at 

the end of October exceeded the number of 

workers hired into the industry that month. 

From February 2020—the month before 

the pandemic caused projects to be halted 

or canceled—to last month, construction 

employment decreased in 32 states and 

increased in only 18 states and D.C. Texas 

shed the most construction jobs over the 

period (-42,600 jobs or -5.5 percent), 

followed by New York (-39,700 jobs, -9.7 

percent), California (-23,100 jobs, -2.5 

percent), and Louisiana (19,800 jobs, -14.5 

percent). The largest percentage losses were 

in Louisiana, Wyoming (-13.1 percent, 

-3,000 jobs), and New York. 

Florida added the most construction 

jobs since February 2020 (8,700 jobs, 1.5 

percent), followed by Utah (8,200 jobs, 

7.2 percent), and Washington (6,200 jobs, 

2.8 percent). The largest percentage gains 

were in South Dakota (10.5 percent, 2,500 

jobs), followed by Idaho (8.7 percent, 4,800 

jobs), and Utah. 

From October to November construction 

employment decreased in 13 states, increased 

in 36 states and D.C., and was unchanged in 

Kansas. Louisiana lost the most jobs (-2,200 

jobs, -1.8 percent), followed by North 

Carolina (-1,900 jobs, -0.8 percent) and New 

Jersey (-1,800 jobs, -1.2 percent). Louisiana 

also had largest percentage decline, followed 

by Oklahoma (-1.5 percent, -1,200 jobs), 

New Jersey, and North Carolina. 

Florida added the most construction jobs 

between October and November (8,200 jobs, 

1.4 percent), followed by Illinois (3,800 jobs, 

1.7%) and Texas (3,600 jobs, 0.5 percent). 

Montana had the largest percentage gain (2.7 

percent, 800 jobs), followed by Missouri 

(2.6 percent, 3,200 jobs) and Vermont (2.1 

percent, 300 jobs). 

Association officials said labor 

shortages are undermining the construction 

industry’s ability to fully recover. They 

urged public officials to boost investments 

in career and technical education and 

other programs that expose more people 

to construction career opportunities. They 

added that the association was working 

with its chapters and member firms to 

recruit more, and more diverse, people  

into the industry. 

“It is time to stop giving students the 

incorrect impression that every good career 

requires a college degree and takes place 

in an office of one kind or another,” said 

Stephen E. Sandherr, the association’s chief 

executive officer.  

Texas, Louisiana Have Worst Losses Since February 2020, While Florida, South Dakota Top Gainers Louisiana Registers Worst 
One-Month Job Losses, While Florida, Montana Lead the List in November

Houston • Dallas • Phoenix
281.987.8400 • mcdanielmetals.com

Commercials That 
Are Worth A Look

When the HVACR industry calls for 
more energy efficient commercial 
products including ERVs and 
Ultra-Low Leak, we respond. Visit 
our website to learn more.

• Ultra-Low Leak Economizers
• Seismic & Wind-Rated Curbs
• Modulating Power Exhaust
• Centrifugal Power Exhaust
• Isolation Rails
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Share Your Vision 
I am a fan of Walt Disney, 

not just his movies, but his vision 

and creativity as an entrepreneur.  

He understood the importance of 

a clear company vision expressed 

passionately through stories and 

ideas, not cold facts and numbers. 

When Disney started 

construction on Disneyland 

he worked closely with the 

construction crews mapping 

out every detail of the park. He 

envisioned a magical place and 

wanted everyone who came to the 

park to feel the magic from their 

very first step so he insisted they 

build Sleeping Beauty’s castle first. 

The castle was located in 

the center of the park so it was 

impractical and expensive to start 

with the castle but Disney insisted. 

Why? The castle was  the center of 

the idea, representing all the magic 

of the park. He believed once it was 

built others would see the park the 

way he did and he was right. 

So how do you communicate 

your vision if you don’t have 

something as specific as a castle in 

the center of your business? 

Define your company 
vision 

Before you can bring others 

on board, you need to have a clear 

vision in your mind.  This isn’t busy 

work but a serious commitment to 

a future path. To find that vision 

answer a few simple questions. 

1. What will your company look 

like in 5, 10 or 20 years? How many 

employees, what types of customer, 

and what services will you offer? 

2. What do you want to be 

known for? When people talk about 

you and your business what’s the 

first thing most people will say? 

As you answer those questions, 

a picture of the company will 

emerge. The more specific you are, 

the clearer the picture becomes. 

Now you are ready to start sharing 

your company vision with others. 

Sharing your vision 
Live the vision. Commit to this 

vision of your future completely 

so everyone around you feels the 

passion and energy you have for 

this outcome. If you aren’t excited 

they won’t be. 

Tell a story. People don’t 

see facts and figures. They won’t 

visualize a spreadsheet. Bring 

others into your vision with the 

story of the business you hope to 

create, the people you will help, 

and the changes your company 

will make in the market place and 

the lives of the people you touch. 

As your story brings your vision 

to life, capturing hearts and minds, 

it makes it easier for your team to 

communicate the vision to others. 

Practice your elevator 
speech. You won’t always have 

time to tell your whole story, 

so think about constructing an 

elevator pitch with just the most 

relevant information. Make it 

short enough to share in a typical 

elevator ride, a walk to the parking 

garage, or waiting in line at the 

coffee shop. 

Share, share, and share 
again. Use written words, podcasts, 

and video to share your vision, 

Share your ideas regularly in 

group meetings and in one-on-one 

conversations with team members. 

Use every conversation as an 

opportunity to transmit information, 

receive feedback, build support, 

and create energy around the vision. 

Identify other storytellers. As 

you build out your vision and hope to 

reach more people the story must by 

told by others. Identify key players 

such as people in your organization, 

stakeholders, or supporters who are 

great communicators and enlist 

their help to tell your story as well, 

or better than you do.   

Celebrate as your 
company vision becomes a 
reality. 

Twenty years ago I envisioned 

a company built on three 

values: Creativity, collaboration, 

and positive energy. While I 

couldn’t predict all the twists and  

 

turns there would be along the 

way, the company remained close 

to that original vision. Our castle, 

the little white house with the blue 

shutters, was home to creative, 

positive people who worked well 

together and created magic for 

our clients. That was my vision, 

what’s yours? 

Lorraine Ball
Digital marketing 

strategist, Lorraine Ball 
has spent 30 years working 
with small business 
owners. She has collected 
the best of her training, 
tools and resources in the 
Digital Toolbox (www.
digitaltoolbox.club) She is 
also the host of More Than 
a Few Words, a marketing 
podcast, available wherever 
you listen to podcasts.

WE SET THE STANDARD FOR SERVICE IN THE HVAC SUPPLY INDUSTRY.

ALAMO DOWNS
6900 Alamo Downs 
Parkway, Suite 120

San Antonio,TX 78238
210-729-5050

ALLEN
1305 N. Watters Road, 

Suite 120 
Allen,TX 75013
214-383-8080

ARLINGTON
626 112th Street

Arlington,TX 76011
817-855-6355

ATHENS
700 Needmore

Athens, TX 75751
903-675-5723

AUSTIN
3206 Longhorn Blvd

Austin, TX 78758
512-719-4002

CARROLLTON
1520 Luna Rd, Ste 140
Carrollton, TX 75006

972-428-2218

COLLEGE STATION
10129 State Highway 30

College Station,TX 
77845

979-307-7244

DALLAS 
DISTRIBUTION 

CENTER
1431 Regal Row
Dallas, TX 75247

214-630-7800

DENTON
2122 James Street
Denton, TX 76205

940.312.5242

ENID
201 E. Elm

Enid, OK 73701
580-233-1600

FORT WORTH
501 N. Beach St.

Ft. Worth, TX 76111
817-831-2150

GARLAND
2179 S. Shiloh Rd Suite 

5 Garland, TX 75041
972-681-1350

HARLINGEN
1805 N Loop 499, Suite 

100 Harlingen, TX 78550
956-202-0003

HOUSTON
8788 Westpark Dr

Houston, TX 77063
713-454-7407

KATY
22370 Merchants Way 

Suite 140 
Katy, TX 77449
281-394-1246 

LAWTON
9 Southwest I Ave.
Lawton, OK 73501

580-355-1155

LUBBOCK
5625 FM 1585

Lubbock, TX 79424
806-503-4320

MCALLEN
1328 E. Hackberry 

Ave, Suite C&D
McAllen, TX 78501

956-215-7374

OKLAHOMA CITY
120 E Hill St

Oklahoma City, OK 
73105

405-525-8855

PARIS
2220 Loop 286 NE

Paris, TX 75460
903-783-1500

ROCKWALL
1575 Technology Way
Rockwall, TX 75032

469-273-6014

SAN ANTONIO
9311 Broadway, Suite 
500 San Antonio, TX 

78217
210-488-9355

SHAWNEE
211 W Main

Shawnee, OK 74801
405-275-3990

SPRING
620 Spring Hills Dr., 

Suite 100
Spring, TX 77386

832-447-1247

TYLER
1216 S Bennett Ave

Tyler, TX 75701
430-205-4425

www.ssdhvac.com
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JOHNSON SUPPLY is a proud supplier of:

For more information

visit johnsonsupply.com

Allen, TX
1307 North Watters Rd.
Suite 100
p: 469-270-5900

Austin, TX
9416 Neils Thompson
Suite 100
p: 512-977-0100

Beaumont, TX
1110 Gulf St.
p: 409-838-5251

Bryan, TX
2616 South College
p: 979-775-5554

Carrollton, TX
1401 Valwood Parkway
p: 972-277-9300

Clute, TX
406 S Brazosport Blvd.
p: 979-265-0466

Corpus Christi, TX
1248 South Padre Island Dr.
p: 361-808-9675

Fort Worth, TX
524 N. Beach Street
p: 817-834-9675

Garland, TX
1036 South Jupiter
Suite 300
p: 972-494-0148

Houston, TX
3511 Jensen Drive
p: 713-869-3700

Houston, TX
6630 Roxburgh Drive
Suite 100
p: 713-849-2030

Houston, TX
10151 Stella Link
p: 713-830-2499

Houston, TX
3930 Stoney Brook
p: 713-781-1100

Lafayette, LA
4002 Cameron St.
p: 337-232-9862

Humble, TX
1515 East 1st Street
p: 281-548-0600

Huntsville, TX
676 IH 45 S
p: 936-291-6818

Lake Charles, LA
2501 Ryan Street
p: 337-433-7100

Pasadena, TX
3230 E. Pasadena Fwy
p: 713-477-0562

Pharr, TX
801 Mozell
p: 956-702-3445

San Antonio, TX
1050 Arion Parkway
Suite 106
p: 210-495-9675

Stafford, TX
13255-B Murphy Road
p: 281-499-9000

Waco, TX
600 Esther
p: 254-755-7333

Webster, TX
611 North Texas Ave.
p: 281-338-6638

Spring, TX
604 Spring Hill Road
Suite 170
p: 281-872-3454

CALL US TODAY
TOLL FREE

1(800) 833-5455

call or text phone numbers listed

JOHNSON SUPPLY Dealer Program Benefits
• Industry’s Best Residential and Commercial Rebate Program
• Attractive Co-Op Incentive
• No Hassle Homeowner Financing and Instant Rebate Program

Your Trusted
HVACR Distributor
Since 1953
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We want to express our sincere gratitude for your patronage to Locke 
Supply and the Allied Air Enterprises family of equipment offering.

Especially to our Comfort Team 
and Armstrong Air dealers, we 

appreciate your partnership and we 
look forward to helping you achieve 
the goals you have set for yourself 

for the year ahead!

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

ADA
821 N. Broadway Ave.
580-332-1576

ALTUS
1624 N. Main St.
580-477-3122

AMARILLO
5119 Plains Blvd. Unit C
806-467-8950

ARDMORE
609 N. Commerce St.
580-226-8067

ARLINGTON
1605 W. Pioneer Pkwy.
817-785-0007

BARTLESVILLE
244 NE Washington Blvd.
918-333-1145

BEDFORD
512 Harwood Rd.
817-282-1365

BENBROOK
7917 Camp Bowie West 
Blvd.
817-244-3340

BROKEN ARROW
1821 S. Aspen Ave.
918-258-0805

CHICKASHA
809 S. 4Th St.
405-224-4272

CLAREMORE
1113 W. Will Rogers
918-343-1131

CLINTON
1069 S. 10Th St.
580-323-6982

DENTON
2001 Fort Worth Dr.
940-484-4323

DESOTO
719 N. Hampton Rd.,  
Suite 201
972-230-0840

DUNCAN
1715 N. 81
580-252-5048

DURANT
2100A W. Evergreen St.
580-920-2140

EDMOND
405 S. State St.
405-340-8945

ENID
1725 N. Van Buren St.
580-237-2081

FAYETTEVILLE
2301 W. Martin Luther 
King Blvd., Suite 3
479-443-2381

FT SMITH
1200 S. Waldron Rd., Suite 
120
479-478-9469

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

LAWTON
1022 NW 38Th St.
580-353-0990

MCALESTER
202 S. Swallow Dr.
918-423-5165

MIAMI
2632 N. Main St., Suite A
918-542-5364

MIDWEST CITY
7421 SE 15Th St.
405-732-0791

MOORE
1001 N. Moore Ave.
405-799-0200

MUSKOGEE
1500 N. 11Th St.
918-686-8205

N PORTLAND
3647 NW 39Th St.
405-947-1025

NORMAN
1500 SW 24Th Ave. SW
405-329-8057

OKC S. KENTUCKY
7610 S. Kentucky Ave.
405-632-8216

OKC SW 29TH
2809 SW 29Th St.
405-682-2245

OKMULGEE
201 E. 5Th St., Suite A
918-756-4146

OWASSO
8787 N. Owasso Expy.
918-376-9851

PLANO
2404 Avenue K
972-578-9688

PONCA CITY
1201 E. Prospect Ave.
580-718-0498

PRYOR
510 S. Elliott St.
918-824-1016

ROGERS
1303 W. Walnut St.
479-936-7037

SAPULPA
967 S. Main St.
918-248-8858

SHAWNEE
530 Kickapoo Spur St.
405-275-4362

SILOAM SPRINGS
2304 US Hwy. 412
479-549-3860

SPRINGDALE
104 S. Thompson St.
479-750-0711

STILLWATER
901 E. 6Th Ave.
405-372-8588

TAHLEQUAH
1791 N. Grand Ave.
918-456-7714

TERRELL
1425 W. Moore Ave.
972-551-2823

TULSA CENTRAL
3720 E. Admiral Pl.
918-587-8832

TULSA S. LEWIS
8787 S. Lewis Ave.
918-299-0968

TULSA SE
5670 S. Garnett Rd. East
918-252-4209
WACO
5526 Bosque Blvd
254-405-6827

WARR ACRES
5932 NW 38Th St.
405-495-9307

WEST RENO
2600 W. Reno
405-235-6674

WICHITA FALLS
3164 5th Street
940-341-2080

WOODWARD
1414 Oklahoma Ave.
580-254-2173

YUKON
9 S. 4Th St.
405-350-1422
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For more information, Visit www.pipeprop.com Call 1.888.590.0120 for a distributor near you.
Not all products depicted are Miami-Dade tested/approved.

Well, maybe 
not, but it’s 
pretty darn 

handy!

> Made with recycled rubber

> Features a low aerodynamic design  

   for reduced wind resistance

> Textured non-slip grip

> No adhesive required

> Plus all the quick adjustable features  

   found in our standard Pipe Props

Introducing the 
NEW RUB Models

Drop & Go
No Adhesive 

Required

Proudly Made
in America

Product News

RGF® Environmental Group HALO-LED™ Proven to Reduce Coronavirus Surrogate 
MS2 Bacteriophage by 99% in Independent Testing

Port of Palm Beach, FL- RGF® 
Environmental Group, Inc., a leading 
environmental design and manufacturing 
company, has released the results of a third-
party study that has proven the effectiveness 
of HALO-LED™ technology in the reduction 
of MS2 Bacteriophage, a surrogate for SARS-
CoV-2 (COVID-19), indoor environments.   

There is mounting research to suggest 
that any microorganism, including viruses, can 
become airborne. Contaminated material can 
be aerosolized in many different ways, ranging 
from wind to human and animal activities such 
as sneezing, coughing, talking, mechanical 
processes, etc. If the aerodynamic size of an 
infectious particle is appropriate, it can remain 
airborne, come into contact with humans or 
animals, and potentially cause an infection. 
Airborne microorganisms can represent major 
health and economic risks to human and 
animal populations. 

The HALO-LED™ by RGF® is the 
industry’s first LED in-duct, whole home 
and building air purification system that is 
both mercury free and verified zero ozone 
compliant. The HALO-LED™ proactively 

treats every cubic inch of air-conditioned 
space, reducing airborne and surface 
contaminants and pollutants through bi-polar 
ionization and revolutionary, patent pending, 
REME-LED™ technology. 

Overseen by Dr. James Marsden, 
Executive Director of Science and Technology 
at RGF®. “The effective reduction of airborne 
virus is a major breakthrough in the battle to 
control SARS-CoV-2 in indoor environments. 
As it shows the HALO-LED™ to be effective 
in combating the MS2 Bacteriophage virus and 
a valuable solution to immediately improve the 
Indoor Air Quality of residential and commercial 
spaces and protect occupants against exposure 
to the surrogate SARS-CoV-2 virus from this 
second wave.” The studies are ongoing. 

The study was conducted at Intertek, 
an accredited independent microbiology 
laboratory in Columbus, OH. A HALO-LED™ 
in-duct air purification device was provided by 
RGF® Environmental for use in the microbial 
reduction rate test. The microorganism used 
in the study was MS2 bacteriophage, a small 
non-enveloped RNA virus (ATCC number 
15597-81). It is the preferred surrogate for 
SARS-CoV-2, the virus that causes COVID-19.  

The test chamber measured 10’x10’x10’ 
or 1,000 cubic feet. The MS2 microbial 
suspension was aspirated into the chamber. The 
temperature of the test chamber was maintained 
at 21° C and relative humidity at 41%.  

Air samples were taken from the test 
chamber once the unit was turned on and 
sampling was taken every 15 minutes over a 
period of 2 hours, and then plated. The process 
was then repeated without the test unit in the 
chamber to provide the natural decay results. 
All plates were incubated overnight and viral 
growth on the test plate was compared to that 
of the natural decay control.  

Air sampling took place using an SKC 
BioStage single-stage impactor for 30 seconds 

at 12L/min (0.424 cubic feet/min). Results 
shown represent the percent reduction at  
120 minutes.  

The percent reduction associated with the 
HALO-LED™ treatment was 99.9% after two 
hours of exposure.  

Testing summary: 99.9% inactivation 
of the airborne MS2 Bacteriophage within  
1,000 cubic feet chamber using an  
air-sampling model. 

DISCLAIMER: The summary and any 
comments herein are based on the results from 
an independent laboratory study performed 
under controlled conditions and are not in 
any way medical claims. The product(s) and 
technologies described are not medical devices 
and are not intended to diagnose, treat, cure, or 
prevent any disease, virus or illness. 

 

Successful certified testing conducted using an air-sampling model proves virus destroying power 
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Jim Hinshaw

So we got thru another 

year, and while some of the 

Pandemic is behind us, in 

the words of  Yogi Berra,  

“It ain’t over till it’s over!” 

We have a lot of work 

yet to do, and just pretend 

that you have a new start 

on the year and your biz for 

2022. What will you do with 

this new start? Not a do-

over, more like a makeover 

with a fresh calendar ahead.  

Start with the Pandemic, 

and recent new variants that 

have surfaced. How will you 

respond when a customer 

asks if your techs are 

vaxed? The government has 

mandated that if you have 

a large company, they must 

either be vaxed or submit 

to a regularly scheduled 

test. Everyone in the 

company must have a quick 

response to that question. 

We are complying with the 

CDC recommendation or 

something to that effect.  

What we do know 

about this variant is that is 

spreads fast, and we still 

need to be careful. The techs 

and installers need to keep 

their distance, gloves and 

sanitizer are still needed, no 

handshaking, etc.  

Change subject: 

what are you going to do 

different this year to build 

your business? On second 

thought, let me rephrase that. 

What are you going to do 

different this year to reach 

your goals? Just spent a great 

couple of days this last week 

with Rene and Travis Lucas, 

owners of LCS in Indiana. 

We were at a Success Day 

and a company that was at 

8 million a year asked them 

what their revenue was this 

year. They replied 4 million. 

They added at almost 20% 

net. Then they said that 

they had moved closer 

to their goal, which is to 

work 6 months and travel 6 

months. That got everyone’s 

attention. They had taken 

off more than 3 months  

this year.  

They told great stories 

of traveling to a city in 

Spain, then traveling by 

train to two other countries. 

Sounded amazing. First 

class, food and drinks 

included.  So their goal is 

not to be a huge company, 

but to have systems in place 

that allow them to travel 

all around the globe and 

still pull down significant 

dollars while someone else  

runs the operation.   

Back to you.  Maybe 

this year is the year you get 

involved in social marketing, 

something that you have 

no time for and don’t like 

or understand.  While you 

may not like it, the simple 

truth is that social media 

is where lots of consumers 

get their information, and 

base buying decisions on 

that information.  While I 

am in the neighborhood, 

does your website need a 

re-fresh?  Or a complete 

transformation.  Service 

Nation has partners who can 

build a website and make 

sure it brings in business, not 

just clicks.  They can help 

with successful campaigns, 

from contests to surveys to 

charities that the consumer 

selects, all designed to 

show that you are connected  

to the community.   

How about the 

employees?  Are you looking 

for a few good people?  

Some of our members 

have had great success 

with rewarding employees 

financially when they refer 

a friend/neighbor/family 

member to come and join 

the company.  Back to Rene 

and Travis.  They have great 

technicians, the message 

went out to be on the lookout 

for good people, Travis said 

someone like you, with 

your level of commitment, 

integrity and enthusiasm.  

He said I can teach the rest, 

but I must have people who 

have good potential and are 

great with other people.  To 

his surprise, one of his techs 

said, I have a brother, would 

he be a candidate.  Turns 

out he is a twin, an identical 

twin.  So much so that they 

frequently switched places 

in high school, no one 

caught on.  He was hired 

and the fun began.  If they 

both show up on the same 

job customers have a ton 

of questions, helps create 

emotional connections, 

which is a good thing.   

Rene pays the employee 

a $500 bonus for bringing in 

a new referral if they stay 

90 days.  If they stay a year, 

they get another $500.   We 

have other members who 

are paying up to $1000, and 

some pay that each year 

the new employee stays, 

on their anniversary.  What 

you have then is a person 

who is engaged with the 

new employee, has a vested 

interest in them staying.  So 

the lesson here is to let your 

employees know that they 

can be part of the recruiting 

team, and get paid for it.   

Another concept that I 

have seen is to reach out to 

high schools, offer a work/

study program.  Bring in 

the high school pupils who 

want to consider a job in 

the trades, let them shadow 

a tech or installer for a few 

hours early in the morning, 

or after lunch.  Some schools 

have shorter hours for the 

seniors, makes this a great 

application.  They get to see 

what we do and may open 

their eyes to the potential 

careers in the trades, rather 

than the significant debt that 

may happen with a college 

degree.   

Sorta related, take a day 

or two and have the office 

staff ride with a tech.  They 

need to dress appropriately, 

may need work pants and 

shirts and work shoes.  The 

techs job is to protect them, 

make sure they don’t get 

hurt.  The CSRs and admin 

people will then have a 

clearer idea of what a service 

call looks like and what sort 

of opportunities the techs 

run into on a regular basis.  

Think Cat Lady.  The techs 

will pay close attention 

to each aspect of their job 

that day, making sure the 

call is finished according to 

your procedure, paperwork 

finished and collected, 

all the details.  It can be  

a win-win.   

So there are a few ideas 

on how to start up the new 

year, my wish is that this 

will be an amazing year for 

you, and you will prosper 

and move toward your 

goals, whatever they may 

be.  Thanks, we’ll talk later.    

It’s On My Heart: Another Year Past

Upon graduating 
from the University of 
Missouri at Rolla, Hinshaw 
started his career in the 
air conditioning industry. 
Hinshaw’s background  
includes positions as a 
manufacturer’s rep, President 
of one of the oldest and largest 
air conditioning companies 
in Arizona, residential 
start-up specialist for the 
Carrier Corporation, and an 
officer in a Carrier owned  
service agency.

Jim Hinshaw, Vertical 
Market Manager, HVAC for 
Service Nation.  Jim works 
with hvac and plumbing 
companies of all sizes, Service 
Nation has members from 2 
man shops to several hundred.  
We help our members improve 
sales and profits offering 
employees a career path and 
strong financials, enabling 
owners to work on the business 
instead of in the business. 

Memberships start at 
$50/month, where you can get 
access to a download center 
with thousands of pieces of 
collateral to improve business.  
We also have a best practices 
level, to improve financial 
performance and scale the 
business, or help owners set 
up a successful exit strategy, 
on their timeline. 

Jim can be reached at 
jhinshaw@servicenation.com  
or cell: 602-369-8097.  

And now as an AUTHOR: 
“For those who might be 
interested, he has a collection 
of writings from the last 10 
years. Stories of how one 
person can ruin a relationship 
with a customer, and how one 
can repair it! Stories of the 
loss of service in America, 
and how you can improve 
customer service today. Go 
to the following link for full  
details on how to make this 
collection yours!”

w w w . b l u r b . c o m /
bookstore/detail/2223484 to 
check out the book – first 15 
pages are free, sample before 
you buy!

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

Mitsubishi Electric Trane “Houston” Training Center  14521 Old Katy Rd, Ste. 100, Houston TX 77079
Location: Houston - January  5th Residential M-and P-Series Service Essentials
Location: Houston - January 13th  Residential M-and P-Series Service Essentials
Location: Houston - February  3rd Residential M-and P-Series Service Essentials

2022 Commercial Training Classes:
Mitsubishi Electric Trane “Houston” Training Center  14521 Old Katy Rd, Ste. 100, Houston TX 77079 
Location: Houston - February 1st Commercial City Multi Startup and Service Essentials
Location: Houston - February 10th Commercial City Multi Startup and Service Essentials
Location: Houston - January 11th Commercial City Multi Startup and Service Essentials

Mitsubishi Electric Trane “Dallas” Training Center 631 South Royal Lane, Ste.150, Coppell TX 75019 
Location: Coppell - February 10th Commercial City Multi Startup and Service Essentials
Location: Coppell - January 25th Commercial City Multi Startup and Service Essentials

2022 Advance Training Classes:
Location: Houston - February  8th Residential Advanced M-and P-Series Service 
Location: Coppell - February  8th Residential Advanced M-and P-Series Service 
Location: Houston - February 23rd Commercial Advanced City Multi Service 
Location: Houston - January 19th Commercial Advanced City Multi Service 
Location: Coppell - February 23rd Commercial Advanced City Multi Service
Location: Coppell - January 19th Commercial Advanced City Multi Service 

For more information please contact: Maria Frausto 834-460-7951 mfrausto@hvac.mea.com
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16 SEER Heat 
Pump System

WR Model 

Ultimate Comfort at an 
Affordable Price

Simplified, But Personalized
The 16 SEER System is perfect for residential 

rooms that lack existing ductwork like:

•  Home Offices 

•  Garages

•  Attics

•  Media Rooms

•  Bonus Rooms

•  New Additions

System features include:

•  Single-zone Heat Pump Systems:  

    9, 12, 18, 24 KBTU/H

•  Heat Pump: INVERTER-driven

•  Cooling Operating Range: 32° F to 115° F

•  Heating Operating Range: 5° F to 75° F

•  Quite Operation

•  Econo Cool Mode 

•  Blue Fin Heat Exchanger 

•  15 amp circuit 

•  Hot or Cold Rooms

•  Lofts

•  Bedrooms

•  Sunrooms

•  Enclosed Porches

•  Basements

Learn more at  
mitsubishicomfort.com

A Better Way to Heat 
and Cool Any Room, Any 

Home, Anywhere

ME_AD_1936_WR full-page Ad_V4.indd   1ME_AD_1936_WR full-page Ad_V4.indd   1 11/3/21   10:50 AM11/3/21   10:50 AM
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La Feria
13422 E. Expressway 83

(956) 797-2035

Laredo
4114 Airpark Drive, #4A 

(956) 727-2235

Corpus Christi
8051 South Padre Island Dr.

(361) 986-0613

Victoria
3704 Billy Drive
(361) 574-8349

Pharr
3107 N Sugar Rd.
(956) 783-1036

Corpus  Christi
2701 Agnes Street

(361) 882-8896

Brownsville
4635 Mar St.

(956) 838-0542

Shop online at any of the locations and
save 1% every time you shop online!
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Johnstone Supply South Texas Vendor Days
Johnstone Supply held their Annual December Vendor Days from Monday December 13th until Friday December 17th. The event 

covered 5 different stores, over 5 days in 5 towns. Laredo, La Feria, Pharr, Brownsville and Corpus Christi Texas all participated.  
A vendor fair, catered lunch, prizes and giveways and great music were a part of each days stop. Many customers attended the 

events, and vendors from all different manufacturers were on hand to display their goods.
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SINGLE-ZONE MULTI PRO VRFMULTI-ZONE CENTRAL AIR

G R E E C O M F O R T . C O M

Save energy.
Get a GREE.

Glasfloss Industries to Expand 
Jacksonville, Fl Plant

Glasfloss VP of Manufacturing
Celebrates 40 Years 

 Winsupply 
Acquires 

Both 
Locations of 
H2O Supply  

Dallas, TX – Don 
Kingston, CEO, announced 
the expansion of the 
Glasfloss Jacksonville, FL 
manufacturing plant. 

The new Jacksonville 
expansion is scheduled to 
be completed at the end of 
April 2022 and will add 
approximately 30,000 square 
feet to the facility.  “Our 
newest expansion of the 
Jacksonville plant will give 
us added manufacturing and 

shipping capacity. In addition, 
the ongoing modernization in 
the current plant will provide 
for a better work environment 
for our valued employees,” 
said Don Kingston, CEO. 

Established in 1936, 
Glasfloss Industries is the 
oldest manufacturer of HVAC 
air filtration products in the 
United States.  The company 
has been continuously owned 
and operated by the same 
family for over 85 years and 
serves all major commercial, 
industrial and residential 
HVAC filtration markets. 

For more information 
on Glasfloss and its products, 
please visit:  www.glasfloss.com 

Dallas, TX – Don 
Kingston, CEO, announced 
the 40 year anniversary 
of Chuck Watts, VP of 
Manufacturing. 

Mr. Watts began his 
career at Glasfloss in 1981 as a 
product manager.  In 1992 he 
was promoted to VP/General 
Manager of the Glasfloss 
Ohio Division and in 2003 he 
was promoted to Corporate 
VP of Manufacturing over 
all Glasfloss manufacturing 
plants nationwide. 

“With Mr. Watts vast 
knowledge and experience of 
all facets of manufacturing, 
he is of the upmost value to 

Glasfloss and our customers. 
He has built a great TEAM 
who will continue to carry 
Glasfloss into the future. We 
appreciate his many years 
of service and look forward 
to many more,” said Don 
Kingston, CEO. 

Established in 1936, 
Glasfloss Industries is the 
oldest manufacturer of HVAC 
air filtration products in the 
United States.  The company 
has been continuously owned 
and operated by the same 
family for over 85 years and 
serves all major commercial, 
industrial and residential 
HVAC filtration markets. 

For more information 
on Glasfloss and its products, 
please visit:  www.glasfloss.com 

Dayton, Ohio – 
Winsupply Inc., one of the 
largest distributors in the nation, 
has completed the purchase of 
both H2O Supply locations. 

“H2O is an exceptionally 
run wholesale distributor 
serving both the Dallas and 
Fort Worth markets. We are 
beyond excited to welcome 
Jay Katz and his team to 
the Winsupply Family of 
Companies. Our intention is 
to expand our footprint deeper 
into the south, while continuing 
to offer amazing services” says 
Greg Holbrock, vice president 
of M&A due diligence and 
financial integration. 

The locations will 
continue to do business as 
H2O Supply. 

H2O Supply is 
a wholesale 

distributor with 
locations in Dallas 

and Fort Worth
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MORSCOHVACSUPPLY.COM

Confident comfort that's effortless.

Your local MORSCO HVAC Supply has the parts and 
service you need to get the job done. Our fully-stocked 
locations and knowledgeable staff get you in and out 
and back on the job. Count on MORSCO HVAC Supply 

for the supplies you need when you need them. To find 
your local branch, call (877) 709-2227 or visit 

morscohvacsupply.com

Check us 
out on 

AC TECH 
TALK.
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Discover peak cooling performance with the 
Ruud® Renaissance™ Line. Easy to service and 
easier to install, each unit features enhanced 

critical components and lean manufacturing to 
deliver energy savings of over 30% compared to 

current technologies. 

TO LEARN MORE, STOP BY A 

COBURN’S SUPPLY NEAR YOU, OR 

VISIT WWW.COBURNS.COM 

Revel in Unrivaled
Cooling Power

COBURNS.COM

2021 Insco Distributing Service Awards 
Insco Distributing’s Annual Service Awards honors tenured employees and their commitment and service to Insco. This year, we recognized employees with anywhere from five to sixty years 

of service. Thanks to our employees, Insco has been able to expand to 34 branches in Texas and Oklahoma. Their knowledge and dedication are imperative for the continued growth of Insco. Our 
employees are truly the best in the industry. We are grateful to our amazing Insco family who work around the clock to deliver the best products, best service, and best people.  

5 Year: From Top Left: Rocco Lopez, 
Jeffrey Bergman, Michael Darst, Glen Ivey

Front Row: Jose Hernandez, Jesse 
Rodriguez, Veronica Martinez, Robert 

Ojeda, Jeremiah Fenwick

25 Year: Cliff Braun, Darrell Southwell 

10 Year: From Top Left: Peter Sanchez, 
Adam Sanchez, Stanley Domel 
Front Row: Rey Madrid, Ernie 

Hernandez, Dion Cortines, Corey Paxton

27 Year: Jose Sanchez-Concha  

15 Year: Victor Lozano, Jose Perez, Alicia 
Dela Rosa, Gabriel Liserio, Jesus Soils 

(not pictured)

35 Year: James Parra 

20 Year: Yolanda Alaniz, John 
Fredericksen (not pictured) 

40 Year: Rick Mitchell 

Photos and story courtesy of Insco Distributing
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J O H N S T O N E  S U P P L Y
Keep warm with

www.johnstonesupply.com/39

Valid through: November 15, 2021 - January 31, 2022

HARDI Recognizes 2021 Emerging Leaders Graduates at 2021 Annual Conference 

Columbus, Ohio– Heating, Air-conditioning & Refrigeration Distributors International 
(HARDI) presented the 2021 Emerging Leaders program graduates with their awards at 
HARDI’s 2021 Annual Conference. 

The graduates of the program completed the requirements established in the HARDI 
Emerging Leaders program and these individuals become the 5th graduating cohort since the 
program began in 2014. 

The 2021 Emerging Leaders Program graduates were: 
• Preston Brickner, HBB Pro Sales Group, Inc. 
• Jarred Duebel, iO HVAC Controls 
• Ian Eifert, Riley Sales, Inc. 
• Seth Gordon, Thrifty Supply 
• Justin Hilaire, EWC Controls, Inc. 
• Lantis Hollis, Weathertech Distributing Company, Inc. 
• Kris Reeves, Mitsubishi Electric Trane HVAC-US 
• Taylor Meachum, ACR Supply Company, Inc. 
• Alex Mesalam, Best Choice Supply Co. 
• Joshua Patrick, South Central Co., Inc. 
• Jen Pauley, cfm Distributors, Inc. 
• Brian Phillips, Mingledorff’s Inc. 

“It’s amazing to see so many talented Emerging Leaders complete the graduate track.” 
said Nick Benton, HARDI’s VP of Operations. “Each graduate has committed to becoming 
exceptional leaders within their own companies - completing self-evaluations, volunteering 
their time to HARDI, and creating a lasting cohort within the industry. We look forward to 
continuing to evolve this program and seeing more graduates in years to come.” 

 Pictured from left to right: 
• Kris Reeves, Mitsubishi Electric Trane HVAC- US 
• Taylor Meachum, ACR Supply Company, Inc. 
• Jarred Duebel, iO HVAC Controls 
• Lantis Hollis, Weathertech Distributing Company, Inc. 
• Joshua Patrick, South Central Co., Inc. 
• Jen Pauley, cfm Distributors, Inc. 
• Seth Gordon,  Thrifty Supply 
• Talbot Gee, HARD
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Residential Storage Water Heaters 
U.S. shipments of residential gas storage water heaters 

for October 2021 increased 4.1 percent, to 443,832 units, 
up from 426,254 units shipped in October 2020. Residential 
electric storage water heater shipments increased 4.5 percent 
in October 2021 to 460,953 units, up from 441,212 units 
shipped in October 2020.    

Year-to-date U.S. shipments of residential gas storage 
water heaters increased 8.6 percent, to 4,130,982 compared to 
3,803,921 shipped during that same period in 2020. Residential 
electric storage water heater shipments increased 6.1 percent 
year-to-date, to 4,077,568 units, compared to 3,843,669 shipped 
during the same period in 2020. 

Warm Air Furnaces 
U.S. shipments of gas warm air furnaces for October 2021 

decreased 7.5 percent, to 327,329 units, down from 353,858 

units shipped in October 2020. Oil warm air furnace shipments 

increased 0.5 percent, to 4,335 units in October 2021, up from 

4,315 units shipped in October 2020. 

Year-to-date U.S. shipments of gas warm air furnaces 
increased 25.2 percent, to 3,360,248 units, compared with 
2,683,667 units shipped during the same period in 2020. Year-
to-date U.S. shipments of oil warm air furnaces increased 16.5 
percent, to 31,541 units, compared with 27,083 units shipped 
during the same period in 2020. 

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

pumps totaled 791,321 units in October 2021, down 4.9 percent 
from 831,668 units shipped in October 2020. U.S. shipments of 
air conditioners decreased 2.3 percent, to 486,751 units, down 
from 497,986 units shipped in October 2020. U.S. shipments of 
air-source heat pumps decreased 8.7 percent, to 304,570 units, 
down from 333,682 units shipped in October 2020.   

Year-to-date combined shipments of central air conditioners 
and air-source heat pumps increased 9.0 percent, to 8,903,175 
units, up from 8,170,621 units shipped during the same period in 
2020. Year-to-date shipments of central air conditioners increased 
5.8 percent, to 5,546,135 units, up from 5,242,370 units shipped 
during the same period in 2020. The year-to-date total for heat 
pump shipments increased 14.6 percent, to 3,357,040, up from 
2,928,251 units shipped during the same period in 2020.

Commercial Storage Water Heaters 
Commercial gas storage water heater shipments 

decreased 8.9 percent in October 2021, to 6,657 units, down 
from 7,311 units shipped in October 2020. Commercial 
electric storage water heater shipments decreased 4.9 
percent in October 2021, to 11,850 units, down from 12,463 
units shipped in October 2020. 

Year-to-date U.S. shipments of commercial gas storage 
water heaters increased 15.1 percent, to 75,851 units, compared 
with 65,896 units shipped during the same period in 2020. Year-
to-date commercial electric storage water heater shipments 
increased 9.4 percent, to 128,225 units, up from 117,183 units 
shipped during the same period in 2020.  

AHRI Releases August 2021 U.S. Heating and Cooling Equipment Shipment Data

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

Notes and FAQs 
A shipment is defined as when a unit transfers ownership; a consignment is not a transfer of ownership. Industry data is aggregated from 

the information supplied by AHRI member companies that participate in the statistics program and can 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 public other than that published. AHRI 
does not conduct any market forecasting and is not qualified to discuss market trends. BTUHs of 64.9 and below are for residential units; 65.0 
and above for commercial.  For previous monthly shipment releases and historical data, please see http://www.ahrinet.org/statistics.

1. How do my colleagues subscribe to the report?
Go to http://www.ahrinet.org/statistics and click on Subscribe.
2. Does this data represent shipments to the United States only or are shipments outside of the United States included?
This data represents shipments to customers in the United States only.
3. Do you provide U.S. data by state?
That data is not available publicly.
4. Is historical data available in Excel?
It is available monthly reflecting exactly the data presented in the monthly public release.
5. Can I purchase additional industry data from AHRI?
No, AHRI Statistics data are not for sale.
6. How much of the industry does the data represent?
Although we cannot get into specifics about how much of the industry the data represents, in general, AHRI is one of the largest trade 

associations in the nation, representing more than 300 heating, water heating, ventilation, air conditioning and commercial refrigeration 
manufacturers within the global HVACR industry. AHRI’s 300+ member companies account for more than 90 percent of the residential and 
commercial air conditioning, space heating, water heating, and commercial refrigeration equipment manufactured and sold in North America.
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Rolling With the Financial Punches 
In this column, I want to 

focus on what to do with your 

financial forecast after you 

have gone to all the work to 

create it. 

You track your progress 

and compare month by 

month financial data to 

what you forecast. It is that 

simple. And vital. (And the 

Forecasting kit I just plugged 

has a tracking worksheet as 

part of the package.) 

Why is it vital? Because 

your forecast shows where 

you plan to take your business 

in the next twelve months, 

and if you don’t keep an eye 

on the dashboard gauges and 

the road (at the same time), 

you may end up out of fuel, 

or overheated, or lost, or 

crashing into a guard rail. 

Take your pick. The list is not 

very encouraging! 

So what do you track and 

compare to your forecast? The 

big numbers— sales, field 

labor, cost of sales (less labor), 

gross margin, overhead and 

net profit. If you have the time 

and resources to drill down 

deeper, you can track details 

like advertising, vehicle 

expenses, rent, insurance, and 

so on, but if if you can track 

these six “biggies,” you will  

do well. 

But from month to 

month, how do you know if 

you are on track? First, look 

at the numbers you actually 

got compared to what you 

forecasted. If they are close 

(and they should be), all 

is well. But if they differ 

very much (what we call 

“variances”), Trouble could 

be brewing just below the 

surface. Find that Trouble 

and kill it before it kills you. 

I recommend that as  

you post sales results month 

by month that you project 

your year-end sales by using 

a “going rate” calculation. 

A going rate calculation 

merely divides the sales 

year to date by your normal 

percentage of sales made 

year to date. As an example, 

if by the end of March you 

normally have racked up 

15% of your year and sales 

year to date by March 31 

are $180,000, the going rate 

of sales would be $180,000 

/ 0.15 or $1,200,000.  If that 

is more than you forecast, 

celebrate— a little. (You 

do, after all, have nine more 

months to go.) 

Suppose that in June, 

your sales year to date are 

$428,000 and your year-

to-date percentage is 46%. 

What is your going rate now? 

Divide $428,000 / 0.46 to get 

$930,435. Scream, “Ouch!” 

and then calm down. You 

have six more months to go. 

Can you get sales back on 

track, or do you need to start 

managing costs to minimize 

the impact of a down year? 

(The Forecasting worksheet 

I mentioned at the top of 

the article does going rate 

calculations for you on the 

tracking worksheet.) 

Do the same kind of 

calculations for field labor 

and non-labor cost of sales. 

Compute your gross margins 

month by month and compare 

to your forecast. You can be 

down a lot in sales and still 

hit your gross margin target 

if you plan well and execute 

precisely. Likewise, track 

your overhead (no need to 

do a going rate calculation 

here as overhead is not tied 

to sales activity). Bottom line 

is, each month, you’ll know 

where you are going, where 

you have been, and how much 

farther  you have to go. You 

will know this while you still 

have time to make changes to 

get the numbers (especially 

the most important number,  

 
the net profit) to end up where  

you planned it to be.  

Dealers who don’t 

forecast or track the  

numbers are like soldiers 

fresh out of boot camp who 

find themselves on a hotly-

contested battlefield dodging 

bullets and artillery fire, 

wondering how in blazes 

they got there. Those who do 

forecasts and tracking know 

where the foxholes are and 

how to survive the battle. 

Success is not an accident. 

It is the product of planning, 

diligence and preparation for 

opportunity! 

If you have questions 

for Mr. Harshaw, email 

LLackey@AC-Today.com

Richard Harshaw

• More in stock than anybody else!
• We take our time with ALL customers
• After-hours help available
• EPA classes available in-house
• Call the office for details and schedule

ONE STOP DOES IT ALL!

Specialized Parts and Supplies
Grilles • Controls • Motors • Coils

All Types of Refrigeration

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

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

HVAC WHOLESALER
Serving the Industry for 33 years

Call, stop in,
or visit us

online today!

Proudly offering all sizes 
of ASPEN COILS

From great credit to challenging credit, FTL is 
here for your homeowners. It’s time to close 
more sales with zero dealer fees. We make 
financing easy for you and your customers.

GET MORE  
APPROVALS

Register online at  
FTLFinance.com/actoday
or call 800.981.9032

Target Target 
your your 

market market 
and and 

 ADVERTISE  ADVERTISE 
withwith

AC-Today AC-Today 

Over Over 
20,000 20,000 
readers readers 

a month!a month!
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AUSTIN/ROUND ROCK 
February 12-13 
May 14-15 
Aug 20-21 
Nov 19-20 
 
HOUSTON 
March 19-20 
June 11-12 
September 17-18 
December 10-11 

RED OAK/DFW (FRI-SAT CLASSES) 
February 25-26 
May 20-21 
August 12-13 
November 11-12 
 
SAN ANTONIO 
January 15-16 
April 23-24 
July 16-17 
October 22-23 

2022 EXAM PREP CLASS SCHEDULE 

Classes are held 8am-5pm each day and are limited to 20 students. Visit 
tacca.org/examprep to see a list of books needed for the class. 

The Duct-Free Zone  
The magic of refrigerant: It is believed 

that man … early man, discovered fire around two 
million years ago. Now, I’m old, but I’m not that 
old so I have to take the scientists word for it. I 
suspect within a short time after discovering fire, 
using it for the purpose of creating heat became one 
of its earliest practical uses. 

Water, being abundant and readily available, 
became the obvious media for heat transfer … heat 
the water with fire and then move the water, or 
the steam it produced upon boiling, to areas that 
required heat.  Hydronic heating systems can be 
traced as far back as the end of the 14th century 
and steam heat is documented as early as 1784. 

So, it’s not surprising that most of us when 
we think of central heating systems picture fire and 
water as the key elements.  

Now, with the advent of air to air heat pump 
systems, many of us struggle to understand how 
a system that does not utilize fire or water, can 
extract heat from outdoor air temperatures as  
low -30°C / -22°F. 

Well, the answer is magic! 
…not buying it, right? 
Well, its magical in my opinion. 
What many of our customers (civilians) 

don’t know and what many of us professionals 
take for granted is the unique characteristics 
of refrigerant. Along with some really cool 
compressor technology, it is refrigerant that makes 

extracting heat from seemingly crazy cold outdoor 
air possible. 

I need to come clean with you about 
the motivation for the subject of my article  
this month… 

I was asked to participate in a project sponsored 
by the Heating, Refrigeration and Air Conditioning 
Institute HRAI, located in Mississauga, Canada. 
The project involves creating a document that 
explains the different types of heating technologies 
in terms that the typical civilian would understand. 
The project was birthed out of the new, strict 
energy conserving and decarbonization codes 
recently enacted in Vancouver, British Columbia. 
My portion of the project is to create a civilian 
friendly explanation of the air to air heat pump. 
So, as my deadline for this article approached, I 
thought maybe I could kill two birds with one stone 
(it’s an old man expression, no birds were harmed 
in the writing of this article). 

OK, lets get back to the task at hand … 
What many civilians don’t know is that air 

conditioners do not add cooling, but rather extract 
heat from a room. In this scenario, the evaporator 
(the coil in the room being conditioned) is passing 
room air over it (via a fan) and the refrigerant 
flowing inside the coil is absorbing heat from 
the room air and sending it to the outside unit 
(condenser) where the heat is extracted 

(again, via a fan) and dissipated into  

the outdoor atmosphere.  
So, lets get to the magic part … 
R410A refrigerant boils at -48.5°C / -55.3°F 

and it is this that allows it to absorb heat even at 
-30°C / -22°F outdoor air temperature.
… is it starting to make sense now? 
The transfer media (refrigerant) being used in 

an air to air heat pump is where the magic takes 
place because without it, well, we would be back 
in the 14th century … OK, a bit of an exaggeration 
but you get my point. 

Air to air heat pumps when in the HEAT 
mode reverse the refrigerant flow cycle described 
earlier, now the outdoor unit coil becomes the 
evaporator and the indoor unit coil becomes the 
condenser, releasing the heat extracted from the 
outdoor air into the room. 

Its also important to know that the refrigerant 
changes state (liquid to liquid / vapor to gas) as it 
circulates throughout the system. Mrs. Gillacuddy 
explained to us in sixth grade science class that 
matter can change state but what she didn’t tell 
us is that when it does, it produces energy in that 
process … energy that an air to air heat pump 
translates into heat. 

The advent of the inverter compressor, the 
“pump” in the air to air heat pump, took heat pump 
technology to yet another level.  

The inverter compressor is best described as 
a modulating compressor … much like the engine 
in your car. Civilians aren’t expected to understand 
how a compressor works but they do generally 
have a good understanding how the automobile 
works. Mrs. Gillacuddy knows when she puts the 
pedal to the metal of her four-door, 1967 Chevy 
Malibu, the Malibu takes off. She also knows when 
she takes her foot off the gas that the Malibu slows 
down and lastly, she knows when she puts the 
Malibu in “cruise-control” that the car maintains  
a preset speed.  

I tell you this my friends because that is 
exactly how an inverter compressor works! 

When the load is great (it’s hot inside) the 
compressor will run up to 3600 RPM like every 
other compressor in the world, the difference 
being, when the load is less than great we can take 
our foot off the gas and as a result, use less gas … 
use less voltage, but you know what I mean.

… and when the temperature of the room 
meets Mrs. Gillacuddy’s setpoint temperature, 
her comfort number (68°F / 20°C, 70°F / 
21°C, 72°F / 22°C) well, then the compressor 
goes into cruise-control, simply using just 
enough energy to maintain her setpoint  
(comfort number) temperature. 

Ok, we are getting close to the end here but 
I do have to tell you about the latest advancement 
to the inverter compressor which adds yet 
another level of energy conservation and low 
outdoor temperature heating ability to the air to  
air heat pump. 

The good people at TOSOT have created 
what they call the “two stage enhanced vapor 
injection compressor.” 

Now, before I go any further, those of you 
who know me and have attended one of my 
TOSOT product training events know that I am 
brutally honest … I tell you when I like something, 
and I also tell you when I feel something can be 
improved. In this case, I’m going to tell you that 
calling your compressor “vapor injection” is like 
saying your beer is “fired-brewed.”  

…of course you beer is fired brewed, that’s 
what brewing is! The Stroh Brewery Company 
clearly had a clever marketing person who took 
something that every brewery did and made it 
sound special and unique. 

The similarity here is that ALL compressors 
are vapor injection … we don’t compress liquid, 
do we? That would be bad … DAH! 

What is special and unique about the TOSOT 
two stage enhanced vapor injection compressor is 
the “two stage” portion of its description.

…adding a second “injection” point for 
refrigerant in a vapor state but at two different 
pressures allows for even greater production of 
energy (in this context, heat) because not only

is energy produced when matter changes 
state, but it is produced when that matter  
changes pressure.  

Well, those of you reading this article in a 
trade magazine or an online trade website are 
probably saying to yourself right now, “yeah, I 
knew all that already.” How I hope this article 
may help you is in relating what you know to 
your customer, or potential customer when trying 
to sell the attributes of the air to air heat pump. 

Technology has come a long way over two 
million years and although much of it may seem 
obvious to the professional, its not a bad idea to 
take a moment and appreciate the “magic” that is 
found in our trade.

Gerry Wagner
Gerry Wagner is the Vice 

President of Business Development for 
Bathica in Quebec, Canada. He has 41 
years in the HVACR industry working 
in manufacturing, contracting and 
training. You can contact Gerry by 
email: GerryWagner@Bathica.com 
and also please visit our website: 
www.TOSOTamerica.com 
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Product News

Daikin Announces Daikin ATMOSPHERA with R-32 Refrigerant

Nu-Calgon Launches New Dragon Towels™

Houston – For the first time in North 

America, Daikin is launching a home comfort 

product featuring R-32, a refrigerant with 

one-third the Global Warming Potential (GWP) 

of the most common refrigerants currently 

being used in the United States and Canada. 

The new Daikin ATMOSPHERA system 

featuring R-32 refrigerant from Daikin North 

America LLC is a single zone, ductless system 

that gains impressive efficiencies over its 

R-410A predecessor line, the LV Series, with 

up to 27.4 SEER, 13.8 HSPF and 16.3 EER 

ratings for ultra-efficient cooling and heating. 

Four sizes of indoor and outdoor heat pumps 

are available, from 9,000 to 24,000 BTU. 

“Daikin has sold over 33 million 

R-32 systems in more than 100 countries 

and regions,” said Takayuki (Taka) Inoue, 

Executive Vice President and Chief Sales and 

Marketing Officer.  “We are excited to be the 

first to bring this proven technology to North 

America. With an estimated 160 million R-32 

systems sold by Daikin combined with other 

manufacturers worldwide, we are confident 

R-32 has the all-around performance benefits 

to make it the ideal replacement for R-410A.”   

“Daikin ATMOSPHERA brings North 

America a powerful, new single-zone system 

that has a lower GWP, is more efficient and may 

help lower end-user electric bills compared to 

R-410A models,” explains Connie Schroder, 

Sr. Product Manager – Single and Multi-

Zone Systems for Daikin. “We’ve also built 

advanced features into Daikin ATMOSPHERA 

heat pumps that improve comfort, cleanliness, 

and usability while simplifying maintenance.” 

Daikin ATMOSPHERA’s heat pump 

performance over its R-410A predecessor is 

substantial, offering greatly enhanced heating 

and cooling capacities. The units feature up 

to 100 percent rated heating capacity at 5°F 

WB ( -15° C WB) and confirmed continuous 

operation as low as -13°F WB (-25°C WB). 

Rated cooling capacity is up to 100 percent at 

115°F DB (46°C DB).  

New hybrid cooling technology efficiently 

controls humidity, even in low-cooling loads, 

and maintains dehumidification effect after 

the target temperature is reached.  Daikin 

ATMOSPHERA’s novel “CLEAN” operation 

dries the interior of the indoor unit to reduce 

the amount of condensation present, while a 

detachable drain pan allows for easy cleaning.  

With the indoor unit’s built-in Wi-Fi, 

the system can be controlled via the internet 

with the Daikin Comfort Control App without 

the need for an additional adaptor. Daikin 

ATMOSPHERA’s Intelligent Eye employs 

an infrared sensor to detect movement in the 

room. If the room is empty for 20 minutes, the 

set point is changed to start saving energy. 

Installation is now more flexible with 50 

percent longer piping lengths up to 49 feet, 

compared to other Daikin single zone systems. 

Indoor units include a wireless infrared 

controller and are compatible with the full 

suite of optional s21-based single and multi-

zone controls solutions, including the Daikin 

One+ smart thermostat.  

Daikin ATMOSPHERA is currently 

available in Washington, Oregon, and Florida.  

Daikin ATMOSPHERA single zone 

systems are backed by a 12-year parts limited 

warranty. Complete warranty details available 

from your local dealer/contractor or at www.

daikincomfort.com. To receive the 12-Year 

Parts Limited Warranty, online registration 

must be completed within 60 days of 

installation. Online registration is not required 

in California or Québec. 

For more about Daikin ATMOSPHERA 

and the low-GWP potential benefits of R-32, 

visit www.DaikinAtmosphera.com and www.

R32Reasons.com. 

St. Louis, MO – Nu-Calgon has 

launched Dragon Towels™, new hand and 

shop towels designed to help contractors on 

any job.  Dragon Towels are lint-free, durable, 

heavy-duty “Towels with Teeth!”   

Dry towels that offer maximum 

absorbency, Dragon Towels are solvent 

resistant for use in any wet or dry application.  

With a 12” x 12.5” wingspan, Dragon Towels 

will clean hands, tools, solvent or oil-based 

spills, components and other general uses.   

Dragon Towels come in a 100-count box 

with a magical design that’s sure to liven up 

any workspace. 

For over 70 years, Nu-Calgon has been 

providing quality specialty products for the 

HVACR market.  The company’s complete 

line of products includes coil cleaners, 

descalers and refrigeration oils, as well 

as products for indoor air quality, water 

treatment, ice machine maintenance and  

other applications.   

The first single zone system with R-32 in North America features impressive efficiency gains while reducing emissions vs. R-410A
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@inscohvac
/inscodistributing

Need Help with Your Commercial Project? support@insco.com

 BEST PRODUCTS. BEST SERVICE. BEST PEOPLE.

3 PREMIER PRODUCT LINES

- Friendly and Knowledgable Branch Teams
- State of the Art Training Centers
- Contractor Support Team

- 34 Branch Locations
- Free Delivery / 24 Hour Emergency Opening
- Rewards Programs & Incentive Trips

HOW INSCO SHINES BRIGHT:

Featured Classes

- Purchase Rebates
- Contractor Cash Back
- Financing Rebates
- Ruud Pro Partner Program

- Advertising and Lead Generation
- Financing Rebates
- Contractor Rewards
- Mitsubishi Diamond Contractor Program

- Extended Warranties
- Financing Rebates
- Contractor Spiffs
- York LIberties Programs

Ruud Mitsubishi Electric York

Register Now at:
insco.com/academy

March 3rd March 9th March 18th
Ruud 101: AC & Heat Pumps Mitsubishi Service Essentials Inverter Sales 101

The  Future 
is Bright
with
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JOHNSTONE SUPPLY
PARTNERS

WANTED
www.johnstonesupply.com/39 

Shop Online 24/7

Consumer Rebates
Discounted Labor
Warranties

CenterPoint &
Entergy Rebates

Flexible Residential
& Commercial
Financing Options

Multiple level
Partnerships

All locations Open 
Saturdays Year-Round 
from 8 a.m. to 12 p.m. 

Call us at (713) 868-8967
Ask a sales associate how to
become a Johnstone Partner.

johnstonesupplyhou
jsmccallgroup
JSHoustonTexas

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

BEAUMONT
675 M.L. King Pkwy, 77701

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

CONROE
800 Old Montgomery Ste 200, 77301

Phone: (936) 230-5040
  Fax: (936) 242-0178

HOUSTON
2120 Shepherd Drive, 77007

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

HOUSTON
5935A South Loop East, 77033

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

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

Fax: (713) 952-0865

HOUSTON
15631 Blue Ash, #160, 77090

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

HOUSTON
6630 Roxburgh Dr Ste #175, 77041

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

KATY
22110 Merchants Way, Ste. 100, 77449

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

STAFFORD
10650 West Airport Blvd Ste. 180, 77477

Phone: (281) 988-5584
Fax: (281) 988-9533

WEBSTER
16910 N Texas Ave Ste. A-14, 77598

Phone: (346) 444-3879
Fax: (832) 476-2450

Now
       Open! 
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Texas Air Conditioning  

Contractors Association  

13706 Research #214  

Austin, Texas 78750  

800.998.HVAC (4822)  

www.tacca.org  

TACCA Local Chapters  
Abilene  

Coastal Bend  
Greater Austin  

Greater Houston  
Greater San Antonio  

Greater Waco  
High Plains  
North Texas  

Rio Grande Valley  
South Plains  

 

 
 

  

 

 

TACCA welcomes the 
following new members. 

Thank you for your support!

Fort Worth Air Conditioning
Mission Air Conditioning & Plumbing

Rapid Recovery Austin
Savoie A/C

Star Service, Inc.
TWA Air Conditioning, Inc.

Happy 2022!
 The Texas Air Conditioning Contractors Association (TACCA) is a member 
organization that strives to ensure strong, successful, and profitable contractors. There are 
many reasons to join TACCA, but here are a couple of benefits worth highlighting.
 
High-quality training and continuing education. Each year TACCA develops a continuing 
education (CE) course that covers current, relevant topics such as Building Science and 
Code, Designing Systems, Manual J, Humidity Management, and Characteristics of Airflow. 
These 8-hr courses are approved by TDLR for CE for license renewal. Every member 
company can send its licensed contractors to TACCA in-person classroom CE for free. This 
is a $159 value per licensee and a member benefit that is often overlooked. The current 
curriculum covers building science and code and includes the mandatory hour for laws and 
rules. The next course scheduled to begin in April will cover duct systems for zoning. Visit 
our website for the full 2022 class schedule. www.tacca.org/CE

Communication. TACCA is keenly aware that many contractors are small business owners 
who have little time to keep up with constantly evolving changes. We keep our members 
informed on new technologies or regulations that could impact their business. Our 
newsletter is a source of relevant industry news and information each month.

Advocacy. TACCA has enjoyed many successes at the Texas State Capitol and state 
agencies. Working on behalf of the HVAC/R contractors and industry in Texas, TACCA 
helped increase the number of investigators dedicated to the ACR program to address 
unlicensed workers and fought off a proposed rule that would have required air units sold in 
Texas to be treated with a substance that was supposed to turn carbon dioxide to oxygen. 
Most recently, TACCA worked to eliminate municipal registration fees for HVAC/R 
contractors, supported the reauthorization of the plumbing board and the Texas Department 
of Licensing and Regulation, and worked with TDLR to delay the effective date of Section 
210.8(F) of the 2020 NEC related to GFCI.

TACCA Healthcare Initiative. Members told us one benefit they would like to see is access to 
health insurance. Have you looked into TACCA’s healthcare vendor offering 10-40% savings 
on healthcare for members and their employees? Even if you have already renewed for the 
year, it’s not too late to get a quote and see what your savings could be.

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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We have the flexibility to meet your needs

aEASY ORDERING
Online, in person, over the phone - text or call!

aBETTER DEALER 
PROGRAMS & BENEFITS
We give you more perks than the standard program

aFAST, FRIENDLY SERVICE
We get you in and out so you can get back to work

aHANDS-ON 
TECHNICAL TRAINING 
With award-winning trainers

aDEDICATED TECHNICAL 
SUPPORT TEAM 
Knowledgeable team to help you over the phone 

aCONVENIENT LOCATIONS 
ACROSS TEXAS
Find a location near you at CenturyHVAC.com

aFREE SAME-DAY DELIVERY
Call your local branch for details

aDEDICATION TO
EXCEPTIONAL SERVICE
We make it easy to do business

WW EE LL CC OO MM EE   TT OO   TT HH EE   NN EE WW   CC EE NN TT UU RR YY
S A M E  F R I E N D L Y  F A C E S  A N D  E X C E P T I O N A L  S E R V I C E

SCAN THE QR CODE  TO 
CHECK OUT OUR 
NEW WEBSITE 

ww ee   mm aa kk ee   ii tt   
hh aa pp pp ee nn !!
aPRIVATELY-OWNED BUSINESS

Shop online 24/7 at 
CenturyHVAC.com

Call your sales rep today  
to sign up for our  
2022 Dealer Programs!

Ask about our  
industry-leading 
factory-backed 

warranties!
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Product News

JANUARY  
21ST 

JANUARY 
7TH 

STATIC PRESSURE 
Instructor: Chris Walters 
 
Learn how to measure static pressure, the im-
portance of doing it correctly  and how it helps in 
diagnostics. 

HANDS-ON TECHNICIAN CLASSES 

AIR FLOW / AIR DISTRIBUTION 
Instructor: Chris Walters 
 
Learn about undersized duct, basics of correct sizing, 
using the ductulator in solutions with airflow issues 
and how to fix the hot room every house has.  

MEMBERSHIP MEETING 

JJaannuuaarryy  1188tthh    @@  1111::3300aamm  

Training classes 

TEXAS AIR CONDTIONING CONTRACTORS ASSOCIATION OF GREATER HOUSTON  / www.TACCAGH.org  /  (713)781-HVAC 

SPEAKER:  
Roel Garcia, City of Houston 

TOPIC:  
Flexible Duct Installation & Common 

Code Violations 

TIME: 8:30 AM—11:00 AM FEBRUARY   
18TH 

DEHUMIDIFIERS & SOLVING HUMIDITY 
ISSUES 

Instructor: Chris Walters 
 
Learn about making dehumidifiers an important aspect 
to a new system, understanding ideal humidity levels 
and how to obtain them, improve the health of the oc-
cupants and not relying on A/C systems to dehumidify. 

FEBUARY   
4TH 

UPSELLING SERVICES  
DON’T LEAVE $ ON THE TABLE 

Instructor: Chris Walters 
 
Most techs are focused on a quick fix or a new system, 
are they leaving money on the table?  Do your techs 
only address the complaint or do they take a look at 
the entire system for upsell opportunities?  
 
Learn about tools techs can utilize in the field to upsell 
clients on services.  Explore ways that diagnostics can 
be used as a visual for repairs.  How techs can benefit 
from a checklist, pictures and how to use them as an 
upselling tool.  

10151 Stella Link Rd 
Houston 77025 

2120 Shepherd Dr 
Houston 77007 

Milwaukee® Tackles the Toughest Grinding and
Cutting Applications with Two New Specialty Grinders 

Milwaukee, WI – Milwaukee Tool expands its cordless specialty angle 

grinder lineup with the new M18 FUEL™ 5” Flathead Braking Grinders and the 

new M18 FUEL™ 4-½”-5” Variable Speed Grinders, making Milwaukee the 

only brand with a full grinder lineup on a single battery platform. Designed for 

the toughest grinding and cutting applications, these grinders deliver the next 

level of jobsite productivity and enhanced safety.  

True to all M18 FUEL™ solutions*, the new grinders combine 

three exclusive innovations – the POWERSTATE™ brushless motor, 

REDLITHIUM™ battery pack, and REDLINK PLUS™ intelligence.   

Duct Saddle  
As we all are making 

plans for 2022, I would like 
to reflect on 2021 and say 
how much we appreciate our 
customers for their continued 
and growing support. DS3 was 
able to reach over 100 percent 
sales growth and achieve 
100% fill rates with ZERO 
backorders, ZERO returns 
and ZERO warranties! While 
I have a great support team 
and partners throughout the 
chain, this speaks volumes on 
DS3’s adoption and popularity 
with contractors and end 
users. Many companies have 
begun stocking on every 
truck to take advantage 
of the very profitable 
retrofit opportunities on  
almost every call.  

DS3 is the only duct 
saddle that can easily retrofit 
without removing the 
hanging strap.  

This past year has proven 
it is even more important to 
repair saggy flexible duct during 
shortages while maximizing 
profits on every call. Many 
contractors have taken full 
advantage of promoting DS3. 
Some have displays at their 
locations and use it to set 
themselves apart with builders 
and homeowners on how their 
duct  installations  and repairs 
are superior to their competition. 
It is a differentiator that is 
easily seen and comprehended 
by the end user while adding 
almost zero to a job factoring 
in time and labor savings. 
Code enforcement has led to 
some pockets of growth but 
the common sense upgrade in 
quality has been the real factor 
in DS3’s growth.  

DS3 is prepared for even 
larger growth in 2022 with 
the same performance and 
reliability our customers have 
come to expect.  

Ask us how to implement 
an energy efficiency upgrade 
program with your customers.  

I hope you all had a great 
holiday season and wish you 
all the best in 2022! 

David McIntosh, 
President

 DS3-LLC 
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Johnstone Supply South Texas Vendor Days con’t
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HARDI Distributors Report 16.1% 
Percent Revenue Increase in October 
Columbus, Ohio– Heating, Air-conditioning & Refrigeration Distributors International 

(HARDI) released its monthly TRENDS report, showing the average sales performance by 
HARDI distributors was an increase of 16.1% percent during October 2021.

The average annual sales growth for the 12 months through October 2021 is 21% percent. 

“The unusual sales growth of 2021 continued with the first month of heating season,” said 
HARDI Market Research & Benchmarking Analyst Brian Loftus. “The median monthly sales 
growth during the past year is 21.3% versus the ten-year median of 7.9%.  Sales growth during 
October 2021 would have been close to the recent median if it had the same number of billing 
days as the prior year.”

The Days Sales Outstanding, a measure of how quickly customers pay their bills, was 43 
days at the end of October 2021.  “The monthly DSO is comparable to the prior year level,” said 
Loftus. “The pre-pandemic norm for October was 47 days.”

“The record sales growth is a result of strong end market demand and the pass through of the 
extraordinary price increases,” said Loftus.  “The Producer Price Index for Primary Air Conditioning, 
Forced Air Heating and Refrigeration products has increased by 12.6% through October 2021. The 
median PPI increase across the past ten or twenty pre-pandemic years was only 2%.”

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 Files Lawsuit Against EPA for 
Overreach in Final Allocation Rule

Washington – Heating, Air-conditioning & Refrigeration Distributors International 
(HARDI) has filed a petition for judicial review in the United States Court of Appeals for the 
District of Columbia against the Environmental Protection Agency (EPA). The petition asks the 
court to overturn the ban on single-use cylinders and cylinder tracking requirements contained 
in the recently finalized rule, Phasedown of Hydrofluorocarbons: Establishing the Allowance 
Allocation and Trading Program under the AIM Act. HARDI is joined in the petition by Air 
Conditioning Contractors of America (ACCA), and Plumbing-Heating Cooling Contractors—
National Association (PHCC). 

HARDI believes EPA exceeded their authority granted by the American Innovation and 
Manufacturing Act (AIM Act) which empowers EPA to create a program to phase-down the 
use of HFC refrigerants through limits on production and consumption. By exceeding their 
authority, EPA has finalized a rule that will increase costs on the HVACR wholesale distribution 
and contracting industries and could potentially cause major disruptions that will affect 
consumers. HARDI and the rest of the HVACR industry supported passage of the AIM Act and 
a majority of the finalized rule including the allocation of allowances for companies to continue 
to produce and import HFC refrigerants in compliance with the phase-down.

“HARDI was disappointed by EPA’s overreach in banning single use cylinders and 
establishing an overly-complicated cylinder tracking system. HARDI and the rest of the industry 
want to work with EPA to successfully phase-down the use of HFCs, however we cannot stand 
by as the agency exceeds its authority,” said HARDI CEO, Talbot Gee. “We believe filing this 
lawsuit will help to set a boundary that will stop the agency from going too far in the future. 
HARDI’s Board of Directors set up the legal defense fund with this situation in mind and we 
are happy to be joined by ACCA and PHCC in the lawsuit to show the broad opposition to these 
parts of the final rule,” Gee continued. 

In anticipation of this and other potential legal issues, the HARDI Board of Directors established 
a legal defense fund designed to fight against regulations that will have a negative impact on HVACR 
wholesale-distribution. This litigation is the first use of funds from the legal defense fund.

The U.S. Department of Justice must now work with the EPA to determine if it will defend 
the provisions of the final rule in the D.C. Circuit Court of Appeals or allow the court to enjoin 
disputed the provisions.  

HARDI Hires Zachary Perge as the 
organization’s first Vice President of 

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

(HARDI) announced the hiring of Zachary Perge as the organization’s first Vice President of 
Distribution Strategies.

Perge comes to HARDI from Deloitte Consulting where he was Senior Consultant, 
Consumer M&A Division.  Perge was the integration lead for a $38 billion merger of two 
semiconductor companies, developed a $30-$50 million cost reduction program for a Fortune 
500 consumer company, and generated over $46 million in new projects for Deloitte during 
his time there.  Prior to Deloitte, Perge led Trade Marketing for Hain Celestial, a global 
consumer products company with 20 retail brands, and Channel & Customer Marketing 
Manager for Unilever.

Since implementing its current strategic plan in 2019, HARDI has grown its content and 
market intelligence capabilities resulting in several successful research projects for HARDI 
members and HARDI’s Education & Research Foundation.  In his new role as Vice President 
of Distribution Strategies, Perge and his consulting experience will oversee growing these 
capabilities and further advancing HARDI’s abilities to help distributor and supplier 
manufacturer members enhance their distribution performance, profitability, and capabilities. 

“It’s rare for trade associations to add talent of Zach’s caliber to their teams and I’m 
thankful for the vision and boldness of HARDI’s Board of Directors and professional team 
to not only produce and implement such a tremendous strategic plan, but also commit and 
invest so fully to its success in serving and advancing our members’ businesses,” said HARDI 
CEO, Talbot Gee.  “I’m excited to see how Zach and our Team Leader of Market Intelligence, 
Tim Fisher team up to raise the bar in the quality and value of the content we provide our 
members including HARDI’s ability to help distributor and supplier members alike solve 
their most difficult challenges.  This is yet another expression of our laser focus on our 
mission of making wholesale distributors the channel of choice for HVACR manufacturers 
and contractors.”

“I look forward to contributing to the best-in-class services that HARDI offers to its 
members.  I am committed to helping them achieve their goals, conquering the business 
challenges of today, and working with members to exceed the expectations of those who rely 
on them,” said Perge.

HARDI Acknowledges Longstanding 
Booth Program Participants

Columbus, Ohio–Heating, Air-conditioning & Refrigeration Distributors 
International (HARDI) presented the 2021 booth program participation awards to select 
members for their various years of involvement in our Annual Conference last week in 
Palm Desert, California.

Recipients were acknowledged based on the number of years each organization has 
participated in the booth program during the association’s Annual Conference. The awards 
were presented during the booth program on Monday, December 6, 2021, and were announced 
Tuesday, December 7, 2021, during the general conference programming.

The recipients were the following:

10 Year Awards
 •  DDI System, LLC
 •  Fluke Corporation
 •  Nidec Motor Corporation

30 Year Award
 •  Heating & Cooling Products Company

40 Year Award
 •  Arkema, Inc.

60 Year Awards
 •  Allied Air Enterprises
 •  Johns Manville

“We are really fortunate to have such amazing and loyal associate members,” said 
HARDI Account Manager, Brandin Bursa. “These members continue to participate and 
engage in events like Annual Conference and have beeninstrumental in the continued success 
of the Association!”
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Honeywell Media 
Statement on China 

HFO-1234yf Patent Ruling
Honeywell supports the November 26, 2021 decision by the 

Supreme People’s Court in China to uphold the findings of the 
Beijing IP Court and the China National Intellectual Property 
Administration that the claims in Honeywell’s application patent 
(No. 201210530088.9), which cover the use of HFO-1234yf in 
automotive air conditioning systems, are valid. The court also 
dismissed Arkema’s challenge to these claims in China. 

This decision goes a long way to protecting Honeywell 
and its authorized suppliers and distributors of 1234yf 
for automotive air conditioning applications in China and 
abroad and deterring unlicensed activity of Arkema and other 
unlicensed producers. The import of HFO-1234yf from China 
into any country in which Honeywell holds related patents is 
also an act of patent infringement.  

Honeywell is committed to taking all legal actions necessary 
to protect its investments in the development of innovative new 
products which reduce global warming.   

Honeywell has invested more than $1B globally in research, 
development, and new capacity for its low global warming HFO 
products, including 1234yf for automotive air conditioning 
applications.  This investment in research and development 
is protected by a diverse global portfolio of patents covering 
various applications, unique compositions and equipment 
and methods of manufacture.   

We are pleased with the Supreme People’s Court’s 
decision to reconfirm the validity of our automotive air 
conditioning patent claims in China. 

TDLR Provider #1142
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www.transtaracsupply.com

TDLR Course #10124

ConstruCtion Data’s texas air 
ConDitioning ContraCtor 

LiCensing exam PreParation
Irving - July 18-20

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

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

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

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

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

Coach Ken Carter
The famous Coach Ken 

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

Leslie Koch

HARDI Announces Presenters 
for Emerging Leaders 
Summer Conference

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

executives.
Leadership trainer Leslie 

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

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

Housing Recovery 
Continues at Gradual Pace

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

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

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

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

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

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

Gemaire.com 
Wins National Award

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

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

Perficient; Ken Connell - CEO Gemaire

please visit our 
website at

www.ac-today.
com 

or fax 
830.627.0614

with your name, 
address, 

company, and 
affiliation to the 
air conditioning, 

refrigeration, 
heating, and 

plumbing 
industries.

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

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

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

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

American Standard Heating 
& Air Conditioning is Gold 

Winner
Dallas/Fort Worth Texas, – American Standard Heating 

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

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

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

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

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

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

HVAC 
Industry 

Loses 
Forrest 
Fencl,

 Ultraviolet 
Treatment 

Pioneer

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

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

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

Gulf Coast Ecosystem 
Restoration Council Seeks 

Public Comment on Priorities 
for $139.6 million  

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

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

Biloxi, MS 39531
 

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

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

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

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

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

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

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

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

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

Wi-Fi®-
CapableYork® 

Residential 
Communicat-
ing Control 

Bosch Thermotechnology to Exhibit
New Tech at AHR Expo 2022

WHAT: Bosch Thermotechnology, a leading global source 
of high-quality heating, cooling, and hot water systems, will be 
exhibiting at the 2022 AHR Expo. The Bosch Thermotechnology 
booth will feature high quality HVAC solutions and new technologies 
such as whisper quiet heat pumps, high-efficiency systems like the 
IDS Family, which utilizes inverter technology, singular combi 
boiler, Bosch connected controls, and more.  

Bosch experts will be at the booth to discuss the newest HVAC 

technologies, product features, and upcoming trends in the industry.  
For more information about Bosch Thermotechnology, visit 

www.boschheatingandcooling.com  
WHEN: AHR Expo 2022 running from January 31 - February 2 
WHERE: Bosch Thermotechnology Booth: North Hall - 

#N9717 
Las Vegas Convention Center  
3150 Paradise Rd, Las Vegas, NV 89109 

Survey Says Contractors & Wholesalers Aware of 2023 
Regulations, Unaware of the Necessary Requirements 

Sidney, Ohio – In a recent survey, Emerson (NYSE: EMR) 
asked HVAC contractors and wholesalers about their knowledge 
of and preparation for increasing federal minimum SEER/IEER 
efficiency requirements mandated for AC systems and heat 
pumps by the U.S. Department of Energy (DOE) in January 
2023. The survey found that a majority (about 87%) of HVAC 
professionals are familiar with the regulation changes in 2023 
regarding the minimum SEER/IEER central air conditioning 
and rooftop unit efficiency standards. However, nearly half of 
respondents (44%) said they have yet to make plans to take 
action in response to these upcoming regulations. 

“We are one year away from these new residential and 
commercial AC energy efficiency regulations taking effect, as well 
as alternative refrigerants requirements starting as early as 2025 
in California, so it is encouraging to see that a large majority of 
contractors and wholesalers are becoming more aware of what will 
be a major change for the industry,” said Jennifer Butsch, director 
of regulatory affairs, Emerson. “During this time, we recognize 
that education is a top concern for HVAC contractors and their 
service people, so as a trusted partner we will continue to provide 
information and resources for the industry as we work through this 
 transition together.” 

According to the survey, more than 60% of respondents 
said their daily operations had been affected by the standards, 
yet only about 30% of companies have taken any sort of action 

to prepare for these changes. In comments provided with the 
survey, contractors and wholesalers stated that they believe 
these increasing minimum standards will bring increased 
costs, changes in equipment and additional training for  
their companies. 

Similar to last year’s survey, when asked about the requirement 
to begin using lower global warming potential (GWP) refrigerants 
as early as January 2025, nearly all respondents (93%) were 
aware of the requirement to begin using lower GWP refrigerants, 
and most (61%) claim to have at least a basic understanding 
of the requirements. On the topic of sustainability, nearly all 
respondents (94%) said sustainability was at least somewhat 
important to them, and more than half (56%) said it was of  
significant importance.  

According to the survey, trade publications (53%) and 
industry organizations (31%) were the top sources of information 
on regulatory changes. Other sources respondents found helpful 
included tradeshows such as the AHR Expo, as well as training 
materials, webinars and influencer channels. Additionally, more 
than half of the respondents (58%) said they view Emerson as 
a trusted partner. More than half also said Emerson’s Copeland 
products utilize the latest technology. Emerson continues 
to invest in advancing its testing capabilities to deliver 
solutions that will help meet the demands for more efficient,  
regulation-ready technologies.  

Refrigerant changes and efficiency standards are top of mind when thinking about upcoming 
regulations for HVAC equipment, according to survey respondents 
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Johnson Controls Variable Capacity 
Residential HVAC Systems Now 

Compatible with Most Third-Party 
Thermostats 

RectorSeal Releases Draft-Block™ Orange                            

Milwaukee  – Johnson Controls has released 
a new Universal Thermostat Adapter, which allows 
variable capacity residential HVAC systems from 
YORK®, Luxaire®, Coleman® and Champion® 
brands to seamlessly interface with most third-
party thermostats.  

With the Universal Thermostat Adapter, 
homeowners now have the power to choose 
their preferred controls system for their premium 
variable capacity split systems. It also gives 
homeowners who have an existing smart 
home system the ability to integrate it with 
premium HVAC systems which are part of the 
Johnson Controls OpenBlue connected suite 
of technologies. 

For contractors, the adapter features an intuitive design that externally connects to variable 
capacity communicating furnaces or air handler units with standard ports for easy “plug and 
play” installation and setup with standard, 24V thermostats. It also features an online setup and 
configuration tool with Mobile Access Portal (MAP) Gateway and comes with a two-year factory 
limited warranty.    

“With the Universal Thermostat Adapter, Johnson Control customers are given even more 
choices when purchasing premium communicating systems leading to high performance, reliable 
efficiency and quieter operation” said Doug Schuster, vice president and general manager, Ducted 
Systems, Johnson Controls. “Johnson Controls is one of few manufacturers offering this power of 
choice to homeowners and contractors.” 

For more information on the Johnson Controls Universal Thermostat Adapter, please visit: 
www.york.com/residential-equipment/residential-thermostats/universal_thermostat_adapter_ds 

Houston, TX – RectorSeal®, Houston, a wholly-owned subsidiary of CSW Industrials, Inc. 
[NASDAQ: CSWI], has introduced Draft-Block™ Orange, a fire blocking expanding polyurethane 
foam sealant for use by trade professionals across North America. 

Designed for Type V residential construction, Draft-Block Orange is an excellent filler that 
expands up to three times to fill, bond, and insulate a wide assortment of applications.  As a low 
pressure, one-component product, it adheres readily to wood, glass, metal, tile, concrete, and most 
plastics. Beyond its fire blocking benefits, Draft-Block Orange helps to reduce sound transmission. 

Available in a 12-ounce aerosol can, Draft-Block Orange fills voids, cracks, crevices, and 
small cavities on flat and irregular surfaces.  After curing, Draft-Block Orange is an odorless, 
non-corrosive, non-reactive inert substance.                                             

As indicated in the product name, its orange color makes it easily 
identifiable during use.  As a polyurethane foam, Draft-Block Orange is 
completely dielectric and contains no urea or formaldehyde. When properly 
applied, Draft-Block Orange dries tack-free in approximately 5 minutes. It is 
cuttable within 1 hour and fully cured within 12-24 hours.  When fully cured, 
Draft-Block Orange is resistant to water and outdoor exposure. The product 
adheres to UL evaluation report R40378-01 and achieves an ASTM E84 rating. 

Visit www.rectorseal.com, www.instagram.com/rectorseal, and www.
youtube.com/rectorsealcorp for additional details and support materials. 

• New Universal Thermostat Adapter allows premium YORK®, 
Luxaire®, Coleman® and Champion® variable capacity residential 

systems to interface with most third-party thermostats 
• Connectivity reinforces Johnson Controls commitment for Healthy 

People, Healthy Places and a Healthy Planet 

A Fire Blocking Expanding Polyurethane Foam Sealant More
Cost-Effective Than Standard Fiberglass and Caulks

TACCA’s 8-hour courses are developed around top 
requested topics from class participants.  

 

2022 CLASS SCHEDULE 

Quality TDLR-
Approved CE for ACR 

License 
Renewal  

 
TDLR Provider #1126 

Abilene  Aug 20 
Austin/RR  Jan 22, Apr 2, Jul 16, Nov 12 
Beaumont Feb 11, Sep 9 
Burleson Mar 12, Aug 27 
Corpus  Apr 9, Aug 27 
Denton  Oct 1 
Harlingen Apr 23, Oct 1 
Houston  Jan 14, Feb 19, Mar 19, Apr 9, May 14, Jun 11, 
  Jul 16, Aug 13, Sep 17, Oct 15, Nov 19, Dec 3 
Hurst  Jan 15, Feb 26, Mar 26, Apr 9, May 7, Jun 11, 
  Jul 9, Aug 13, Sep 10, Oct 22, Nov 12, Dec 3 
Lubbock  Feb 19, Sep 15 
Mt Pleasant Feb 11 
San Antonio Jan 22, May 7, Aug 6 
Waco  Jan 15, Jun 11, Oct 1 

Online Rates  
Members $45 

Nonmembers  $59 

Building Science and Code #23946  

Code 
 History and why codes are necessary 
 Make code your ally 
 Common code misinterpretations 
Building Science 
 Envelope/duct seal 
 Thermal boundaries,/delivered air/moisture solutions 
Texas Law and Rules (required one hour) 
 

REGISTER 
WWW.TACCA.ORG 
(800) 998-4822 

In-person 
TACCA 

Members   
$159  $0 

Nonmembers 
$159  

New course in 
April 

 

Duct Systems 
for Zoning 

Product News

The Universal Thermostat Adapter 
allows premium YORK®, Luxaire®, 
Coleman® and Champion® variable 

capacity residential systems to interface 
with most third-party thermostats. 
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Ritchie Introduces the 
Deluxe Mini-Split Tool Kit

Bloomington, MN – Ritchie Engineering Company, Inc., 
the manufacturer of YELLOW JACKET® products, is proud to 
introduce the Deluxe Mini-Split Tool Kit. Designed for all mini-
split refrigerants (R22/404A/410A), the Deluxe Mini-Split Tool 
Kit takes the guesswork out of finding the right tool for the job. 
This premium kit includes the YELLOW JACKET® Digital 
Adjustable Torque Wrench with a second wrench head for tube 
fittings up to 41mm hex size. The kit also includes a premium 
TITAN® 4-valve manifold and compact ball valve hoses, a 
dedicated heavy duty evacuation hose, a complete set of imperial 
and metric hex keys, a 10 pack of replacement Schrader cores, a 
telescoping inspection mirror, and additional service fittings.  

Visit www.yellowjacket.com for details. 

Product News

The most complete set of premium tools 
designed for the growing variety of mini-split 

brands and sizes

Ten Fieldpiece #MasteroftheTrade HVACR Scholarships Now Available to SkillsUSA Students

Fieldpiece Instruments and SkillsUSA Join Forces to  
Deliver Scholarships Supporting the HVACR Industry

Fieldpiece Instruments  announced it has joined forces with 
SkillsUSA to present $25,000 in scholarship opportunities as a way to 
give back to the industry it serves. SkillsUSA, a consortium of students, 
teachers and trade industries working together to ensure America has 
a skilled workforce, has long had an aim to close the skills gap in the 
U.S. labor market by sponsoring heating, ventilation, air-conditioning 
and refrigeration (HVACR) scholarships for trade and technical 
students. Thanks to the new grant from Fieldpiece Instruments, ten 
SkillsUSA students studying HVACR in their junior or senior year 
of high school, or as college or postsecondary students, will receive a 
$2,500 #MasteroftheTrade scholarship to continue their education in a 
college or postsecondary HVACR technology program.  

“Fieldpiece’s dedication to this field extends well beyond 
just equipping field professionals with the highest quality and 
most innovative tools so they can do their jobs faster, easier and 
better,” said Rachel Newport, director of marketing at Fieldpiece 
Instruments. “Fieldpiece is also committed to supporting the next 
generation of up-and-coming HVACR professionals in this fantastic 
trade. We’ve recently launched free online training resources via 
Fieldpiece University, an online platform designed to keep industry 
professionals at the top of their game; and today, we are delighted 
to announce the Fieldpiece and SkillsUSA #MasteroftheTrade 
scholarship to further give back to the industry.”   

Through the partnership, Fieldpiece Instruments is addressing 
a shortage of trained labor in the HVACR industry. According to 
an article published by HVACR Business in September, “80,000 
HVACR technician jobs are currently unfilled — representing 39 

percent of the total industry workforce. At the same time, the industry 
is losing an estimated 20,000 technician jobs per year due to the 
retirement of an aging workforce or basic career attrition rates.” 

“We sincerely thank Fieldpiece Instruments for supporting 
America’s future skilled workforce,” said Chelle Travis, 
executive director at SkillsUSA. “There is a critical need for more 
HVACR technicians. We are rolling up our sleeves every day to 
provide career and technical education, and to forge meaningful 
partnerships between education and industry that result in a better-
trained HVACR workforce and a shrinking skills gap. Working 
together with Fieldpiece Instruments, we can make this happen.”  

To apply for the #MasteroftheTrade Scholarship, applicants 
must be SkillsUSA members enrolled in its HVACR or general 
construction programs who plan to study HVACR at the college or 
postsecondary level in the 2022-23 (high school seniors) or 2023-
24 school year (high school juniors). The scholarship application 
must include a résumé and either an essay (300 words or fewer) or a 
video (1-3 minutes) answering the question: “Why have you chosen 
a career in HVACR?” The scholarship opens Dec. 1 and applications 
must be submitted by March 1, 2022. Scholarship recipients will be 
announced on May 16, 2022. 

Scholarships will be awarded based on the merit of the application 
including the essay or video and the proficiency of the SkillsUSA 
Framework skills demonstrated in the application materials. To receive 
the funds, scholarship recipients must provide an acceptance letter 
from their postsecondary education program or their first semester 
tuition invoice. The funds will be distributed directly to the school. 

SOUTH TEXAS 

February 10th I San Antonio Shrine Auditorium 
visit www.taccagreatersanantonio.org to register 

Free to all Licensed HVAC contractors 
in the Greater San Antonio Area 

Mark your calenders to attend and take advantage of 
all that TACCA 2022 HVAC EXPO has to offer 

• The latest sources for innovative technology to grow
and improve your business

• Dynamic leadership sessions for owners, principles
and managers, as well as training for techs

EXHIBITORS 
REGISTER 

NOW 
·DEADLINE

JANUARY 23RD 

Call 210-901-4222 
for Details 

or Visit our Website 
taccagreatersanantonio.com 

Hosted by: 

� 
TACCA 
Texas Air Condmonlng Contractors As$oc� 

GREATER SAN ANTONIO 
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Start the new year off right with
new leads and new customers! 

Start the new year off right with
new leads and new customers! 

  

LLACKEY@AC-TODAY.COM  |  WWW.AC-TODAY.COM/ADVERTISE

TODAY
Air Conditioning

Advertise in TODAY
Air Conditioning

Advertise in

CALENDAR OF EVENTS

JOHNSTONE SUPPLY     - JANUARY 2022 TRAINING CALENDAR
For info call Juan Villela at 210-761-3432  - or email to: juan.villela@johnstonesupply.com
Broadway - 9311 Broadway Suite 200  210-829-1934 / Alamo Downs - 6900 Alamo Downs Ste. 140  210-680-6500

DATE DAY TIME LOCATION CLASS REG. CODE ZOOM Price

5-Jan W 8:00am - 4:30pm Broadway TDLR CE For License Renewal - Airflow Is Critical Test - Don't Guess 605-115 Y $135
6-Jan Th 8:30am -11:00am Broadway Goodman / Liberty 80% Gas Furnace Installation & Startup 605-164 Y $35

11-Jan Tu 8:30am - 11:30am Broadway NATE CORE EXAM Review - Part 1 605-124 Y $265
12-Jan W 8:30am - 11:30am Broadway NATE CORE EXAM Review - Part 2 605-124 Y Incl.
13-Jan Th 8:30am - 11:30am Broadway NATE CORE EXAM Review - Part 3 605-124 Y Incl.
18-Jan Tu 8:30am - 11:00am Broadway Goodman / Liberty 80% Gas Furnace Service & Troubleshooting 605-164 Y $35
19-Jan W 8:00am - 4:30pm Broadway ESCO EPA Section 608 Review & Exam 605-101 Y $175
19-Jan W 1:30pm - 4:30pm Broadway ESCO EPA Section 608 Exam Only 605-102 N $95
20-Jan Th 8:30am -11:00am Broadway Goodman/Liberty Electric Air Handler Installation & Startup 605-164 Y $35
25-Jan Tu 8:30am -11:00am Broadway NATE CORE Exam 605-103 N $185
26-Jan W 8:30am - 11:00am Broadway Goodman/Liberty Electric Air Handler Service & Troubleshooting 605-164 Y $35
27-Jan Th 8:30am - 11:00am Broadway Goodman / Liberty Heat Pump Installation & Commissioning 605-161 Y $35

We recommend customers follow Covid-19 Safety Guidelines.
                         Please do not attend if you are sick, coughing, sneezing or running a fever. 

Classes are limited to 15 persons for your protection as well as other attendees & employees.
WE RECOMMEND ALL ATTENDEES WEAR MASKS AT ALL TIMES DURING TRAINING.  
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FocusFocus

 

Over 20 Hvac Design Programs! 
Hvac Load Calcs (Both ACCA and ASHRAE), Duct 
Sizing, Energy Analysis, Sales Proposals, Pipe Sizing, 
Gas Vent Sizing, Psychrometrics, Refrigeration, More! 

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

www.elitesoft.com 

$199/up   To add CAD Drawing Features, Graphic 
Sales Proposals, Bill of Materials, & Gas Vent Sizing 
Register for Free Trial Version! 

New! 

Elena C. Castillo Memorial

  

   

Headstone Fund
 

  

  

May 5, 1952-
 

November 8, 2021
 

 

In order to honor Elena, in lieu of flowers, the family  

is accepting funds to purchase a headstone for her. 
 

Please send sympathy’s, condolences and/or donations to: 

Mike Castillo 

 1511 W. Lawndale 

 San Antonio, Texas, 78209 

       

Read the newest issue online!

ac-today.com
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DRAMA-FREE
A/C

FROM ALL OF US AT ACES! 

FROM ALL OF US AT ACES! 

FROM ALL OF US AT ACES! 

FROM ALL OF US AT ACES! 

Start out 2022 right.

Call your nearest ACES 

location and find out about 

Dealership opportunities 

in your area! 

Start out 2022 right.

Call your nearest ACES 

location and find out about 

Dealership opportunities 

in your area! 

ACESSUPPLY.COM

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

AUSTIN - NORTH
1810 RUTHERFORD LANE

(512) 832-7881

BUDA
2845 BUSINESS PARK DR.

(512) 441-8998

CORPUS CHRISTI
1157 HENDRICKS ROAD

(361) 853-5050

HOUSTON - NORTH
420 E. TIDWELL
(713) 691-5170

HOUSTON - SOUTH
5801 SOUTH LOOP E.

(713) 738-3800

HOUSTON - WEST
5248 BRITTMOORE ROAD

(713) 849-4070

SAN ANTONIO
3835 STAHL ROAD

(210) 656-6900

SAN ANTONIO
6814 ALAMO DOWNS PKWY 

(210) 457-5272

SPRING
601 SPRING HILL DR.

(281) 907-5000

STAFFORD
10155 MULA ROAD

(281) 977.6980
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