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As we celebrate our 45th year in business, we 
would like to thank our Tropic Family for continuing 
to uphold the core values on which our company was 
built. Our suc-
cess would not be 
possible without 
our team’s dedi-
cation to building 
trusting customer 
relationships, 
owning projects 
from start to fin-
ish, maintaining 
a positive attitude 
at all times, act-
ing with integrity 
in all they do, and 
above all, remain-
ing humble and being considerate of others. We ap-
preciate and are proud of each member of the Tropic 
family, and look forward to celebrating 45 more 
years together! 

Over the past 45 years, our team members have 
played an instrumental role in helping Tropic Sup-
ply grow. The Tropic team now numbers over 250, 

and we have 22 
resource center lo-
cations across the 
state of Florida. 
Learn more about 
the Tropic Story 
by visiting www.
tropicsupply.com. 
Click on “Why 
Tropic” at the top 
of our home page. 
You will find our 
history in pic-
tures, more infor-
mation about our 

Core Values, and an introduction to our leadership 
team. We also invite you to follow us on FaceBook, 
LinkedIn and YouTube to learn about our in-store 
and training events. 
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Serving
the

Southeast
Region  ATLANTA (Aug. 

13, 2018) – DiversiTech 
Corp., a leading aftermar-
ket manufacturer and sup-
plier of highly-engineered 
components for residen-
tial and light commercial 
heating, ventilating, air 
conditioning and refrig-
eration (HVAC/R), an-
nounced today that it has 

acquired hilmor® from Stanley Black & Decker.  
The acquisition was completed Aug. 10.   

Introduced to the HVAC/R market in 2013, the 
hilmor brand enjoys a leading reputation as a trusted 
supplier of innovative and quality HVAC/R tools. 
More than 300 hilmor products ranging from mani-
folds and gauges to vacuum pumps and electronic 
tools are available to HVAC/R technicians across the 
U.S., Canada and Latin America. The brand has con-
sistently introduced new and revolutionary products 
over the years, including its Compact Swage Tool, 
Compact Bender and Dual Readout Thermometer.

“Our mission, and the driving force behind all 
we do, is to simplify the way our customers work,” 
said DiversiTech CEO Andy Bergdoll.  “The addi-
tion of the hilmor brand to the DiversiTech family is 
a major step toward furthering that mission.  We’re 

adding a tool brand and a portfolio of products that 
are synonymous with innovation and are highly 
complementary to the products we currently offer.  
Our wholesale customers and contractors now have 
an additional way to build their business while sim-
plifying their work through streamlined product or-
dering, reduced shipping charges and other benefits. 
Over the coming months we will be looking at ways 
to strategically grow and optimize the hilmor brand 
within our business.” 

DiversiTech Chief Sales and Marketing Officer 
Bud Sjogren added that the DiversiTech leadership 
team is working closely with its hilmor and Stanley 
Black & Decker counterparts to ensure a seamless 
transition.  “Several key hilmor personnel, includ-
ing all current hilmor sales reps, will be joining the 
new business under DiversiTech, further securing 
continuity, expertise and an extended platform for 
growth,” said Sjogren.

DiversiTech’s acquisition of hilmor is one of 10 
acquisitions by the company in the past 24 months. 
The company currently offers more than 17,000 
product items in over 200 product categories. 

Contractors and wholesalers with questions can 
contact their DiversiTech or hilmor regional sales 
manager.  More information about DiversiTech can 
be found at www.diversitech.com.  More information 
about hilmor is available at www.hilmor.com. 

Jeff Schlichenmeyer
Publisher

 Tropic Supply Celebrates
45th Anniversary!

 SFACA Hosts Annual Inspectors Panel
Meeting in August (see page B8)

 PBACCA - Florida Air Conditioning
Apprenticeship Graduation (see page B4) 

 Tropic Supply Events during the
Month of August (see page 15)

Southeast Building Conference Show at the 
Gaylord Palms Resort in Orlando (see page B10)
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EDGE™ 2.0 PRESSURE/FLOW 
HYBRID NITROGEN REGULATOR
Award Winning Design
• Complete Single stage cylinder delivers convenience, 
 safety and performance 
• Dual stage orifice technology allows one regulator to 
 control both pressure & flow 
• Fully enclosed, highly visible modular gauges
Part# H28-535  Mfg#  0781-3652

OXY-ACETYLENE BRAZING KIT
• Designed for light-duty cutting, brazing and heating jobs 
• Stainless steel needle valves
• Solid one-piece tip and mixer design 
• Includes torch handle, oxygen regulator, acetylene 
 regulator, check valves, striker, goggles, 12-1/2' twin 
 hose & tote case 
Part# H85-399  Mfg#  G150-J-P

AIR ACETYLENE TOTE KIT
For MC Tanks
• Complete kit for brazing and soldering projects
• Extreme standard and self-lighting tips provide maximum
 temperatures and “on target” heat
• Tank sold separately
• Includes AR-MC regulator, G-4 handle, PL-8A tip, A-5 tip, 
 AH-12 hose, “MC” tank connections and TT-MC tote
Part# H85-491  Mfg#  TDLX2003

3-YEAR
WARRANTY!

SELECTED 
ITEMS

DISCOUNTED
ALL MONTH!

The Ware Group
Saving You Time. Making You Money.

DEMO DAYSAN ESAB® BRAND

5-YEAR
WARRANTY!

NEW
PRODUCT Tallahassee Wednesday 9/5/18 8-11

Ocala Tuesday 9/18/18 8-11
Gainesville Wednesday 9/19/18 8-11

Orlando Tuesday 9/18/18 8-11
Daytona Wednesday 9/19/18 8-11
Melbourne Thursday 9/20/18 8-11
Sanford Wednesday 9/26/18 8-11

Jacksonville D Tuesday 9/11/18 8-11
Downtown - 500 Park Street

Jacksonville S Wednesday 9/12/18 8-11
Southside - 11710 Central Parkway

Ft. Lauderdale Thursday 9/6/18 8-11
West Palm Bch Friday 9/7/18 8-11
Dania Beach Wednesday 9/19/18 10-1
Sunrise Wednesday 9/26/18 10-1
Boca Raton Thursday 9/27/18 10-1

Port Richey Thursday 9/20/18 8-11
Sarasota Tuesday 9/25/18 8-11
Lakeland Wednesday 9/26/18 8-11
Brandon Thursday 9/27/18 8-11

North Central Florida

I-4 Corridor

Jacksonville

South Florida

Tampa Bay
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 I find that the more cash a company has the more 
it has a tendency to become complacent. That means 
that great cash flow gives a false sense of security 
and many contractors have a tendency to relax and 
pay less attention. I see this happen every summer.

So, when cashflow is great because everyone is 
working overtime this is the most important time to 
pay strict attention to cash. Here are things to re-
member all the time and especially to pay attention 
to when it’s hot:

1. Make sure that the paperwork for all fi-
nanced jobs gets submitted.  

I was at a contractor’s office right after the busy 
season reviewing jobs and there were a few that had 
slipped through the cracks…the cash flow was so 
great that they didn’t realize that they had missed 
submitting the financing paperwork. We set up the 
following system:

Job folders. With a stamp on the folder you 
can record the job number, the date the permit was 
pulled, installation date, the date the financing was 
submitted, warranty submission date, billing date, 
and the payment date. Put copies of all relevant pa-
perwork in it. Take the ten minutes each week to 
review job folders!

2. Make sure that you complete the weekly 
cash flow reports. 

This lets you see how much cash and receivables 
have come in during the week as well as the dis-
bursements for the week. It also allows you to plan 
for the following week’s inputs and out goes. If you’d 
like a copy of a weekly cash flow report, send me an 
email (ruthking@hvacchannel.tv). 

3. Make sure that the person receiving the 
checks from your field personnel notes on the pa-
perwork that he/she received the money. 

I have seen checks floating in parking lots. All 
technicians need staplers in their trucks to staple the 
checks, cash, or credit card slips to the service tick-
ets. Or, in the cash of electronic billing, they need a 
colored plastic envelope to put the checks in. With a 
stapler or a colored envelope, you won’t hear a tech-
nician say, “I turned in the check with my paper-
work” and you don’t see a check. 

4. Stamp checks for deposit only with your ac-
count number as soon as you get them.

This helps to ensure that the checks go in the ac-
count that you want them to. If someone walks into 
the office and steals the checks (it’s happened), they 
are much more difficult to cash. And, if someone has 
set up a checking account with a similar sounding 
company name (it’s happened too), it will be diffi-
cult to deposit those checks in that account.

5. Now is the time to save…Save 1% of all cash 
that comes in the door.

This is your rainy day fund. At this time of year 
you won’t miss the 1%. Every time you make a de-
posit in your checking account, write a check for 1% 
of that total for your savings account.  

Next Topic: 4 Easy Things To Do To Stay Hap-
py When It’s Hot

Your employees and you should enjoy coming to 
work everyday…even when it’s hot. From an own-
er’s perspective, this is the time to earn profits. This 
means that your employees have to be productive. 
There is one part of productivity that often gets for-
gotten…attitude. 

Yes, there are busy and stressful days when it’s 
hot. However, overall everyone should enjoy what he 
or she is doing and the work environment should be 
pleasant. In positive environments, employees have 
a great attitude and are upbeat about what they do. 
They are thankful that it’s busy and the days go by 

fast. As the owner, everyone follows your lead. If 
you are generally happy, the environment will be 
generally happy. Your employees watch your mood 
and react to it. And, you don’t have to say a thing. 
They can tell by your body language! If you are 
stressed out, then your employees will be stressed 
out too. Make sure that the office doesn’t get filled 
with tension. If the office is tension filled, the field 
employees sense it and get stressed too.

Here are four ways to keep a positive attitude 
when it’s busy:

1. Make sure you’re in a good mood. 
You should be happy that it’s busy. You have 

more work to do than you have time for. No one has 
invented a day stretcher yet…believe me, I’d be the 
first in line to get one! Be as productive as you can 
be. This sets a good role model for the employees. 

2. Take time to do something different. 
In Number 1 I’ve told you to be as productive 

as you possibly can and now I’m saying to do some-
thing different? The reason I say this is because if 
your mind is on something other than business for 
a few minutes or hours then you might be able to 
solve a business problem that you’ve been working 

on. Read a book, have lunch with a friend, play golf, 
go for a run, etc. You’ll be fresher when you get back 
to work. I know that when I have an issue that I have 
to resolve, if I run on the treadmill for 45 minutes, 
I always come up with a solution. It may not be the 
ultimate solution. However, it’s a starting point that 
leads to the ultimate solution.

3. Make sure that your employees take a break. 
Even though they are busy, they need to take 

lunch and get away for a while too. They’ll be more 
productive when they get back to work also.

4. Have some stress relievers in the office and 
on the job. 

We give dispatchers foam bricks (like nerf balls) 
to squeeze, throw or simply laugh at when they get 
stressed out. The brick is shown here. Laughter is 
definitely a stress reliever. Get some laughter in the 
office. You’ll break up the day and give everyone 
some stress relief.

Keep a good morale and positive attitudes when 
it’s busy. Your employees will be as productive as 
possible and help you earn as much profit as pos-
sible.

Thanks for reading Contractor Cents! I look for-
ward to answer any questions that you may have.

Industry expert Ruth King has 
helped contractors get and stay 
profitable for more than 25 years.

Reach her at
ruthking@hvacchannel.tv.Ruth King’s 

Contractors Cents

5 Critical Cash Procedures 
When It’s Hot  
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John Tisera Takes 
The Reins At 

Johnstone Supply, 
North America’s 
Leading HVACR 

Cooperative 
Wholesale Distributor

Portland, Oregon – 
Effective Aug. 6, 2018, 
Johnstone Supply will 
be under the leadership 
of John Tisera, who is 
taking on the role of 
President and CEO of 
the 65-year old orga-
nization. Tisera brings 
more than 30 years of 
experience in the in-
dustrial distribution, 
services and manufac-
turing sectors to John-
stone Supply, the lead-

ing HVACR cooperative wholesale distributor in 
the U.S. and Canada.

“I’m looking forward to joining Johnstone’s 
strong management team, getting to know the 
Members and our supplier partners to build on the 
excellent track record of the business.” John Tisera.

Tisera comes to Johnstone Supply from 
BlueLinx Corp., a $3.2 billion distributor of build-
ing and industrial products, where he served as se-
nior vice president of sales and marketing.

Before BlueLinx, Tisera brought his Six Sigma 
Black Belt skills to bear at HD Supply where he 
served in increasingly responsible roles. Ultimately, 
Tisera was president of HD Supply Power Solutions, 
a $1.9 billion distributor of products and services to 
utility companies, electrical contractors and indus-
trial manufacturers. After leading the successful di-
vestiture of HD Supply Power Solutions to Anixter 
Inc., Tisera served as President of Anixter Utility 
Power Solutions. 

John and his wife, Jules, have two grown daugh-
ters, Georgie and Kelly Jo. 

John Tisera

Simplify your Work.TM

Learn more at diversitech.com.

Rock Steady!

Full line for traditional
split system outdoor units

Full line for mini-splits

Hurricane Rated!

Approved for use in High-Velocity 
Hurricane Zones
by the Florida Building Commission

•  Largest product line available in market

•  Powder-coated and stainless steel
 available

•  Only units providing recommended
 distance between wall and unit

Hurricane Rated

Quincy P. Carvel (1926-2018) 
The Personation Of The American Dream  
Quincy P. Carvel II, longtime resident and re-

tired businessman died - August 24, 2018 - of pneu-
monia at the Hospice by The Sea in Boca Raton.

Quincy with two partners started the air con-
ditioning distributor Gemaire in 
1969 after spending over 25 years 
in the AlC business in Miami and 
Boca Raton. By 1987 Gemaire was 
the biggest AlC Distributor in the 
United States. In that year the busi-
ness was sold and has since gone 
on to be a billion-dollar company.

After selling his business 
Quincy retired to enjoy life by 
boating, fishing, traveling and be-
ing a loving husband and an adored 
father and grandfather with a wide 
circle of friends.

Quincy was born in 1926 in 
Pittsburgh, PA to Quincy P. Carvel 
I, an immigrant, and Sue Jane 
Pylo, the daughter of immigrants. 
Quincy attended Central Catholic High School and 
graduated in 1943 when he was only 16. He was 
accepted at The Carnegie Institute of Technology 
and attended for two years before enlisting in the 
USAF in 1945. After basic training in the US he 

was shipped to Italy and served as an airplane and 
engine mechanic at Foggia Army Air Base. He was 
honorably discharged in 1947. 

After returning to the US, Quincy returned to 
his studies at Carnegie Tech. In 
1948, he married the love of his 
life, Shirley Trondle. The two 
had been dating since they were 
both 14 years old. In 1949 Quincy 
graduated college and began his 
career. 

In 1955 the family which had 
grown to five members moved to 
North Miami Beach, and by 1962 
the family numbered nine mem-
bers. Quincy purchased Boca 
Heating and Air Conditioning 
in 1965, and in 1967 the family 
moved to Boca Raton.

In 2013, his wife Shirley died 
after a brief illness. Quincy and 
his sense of humor will be fondly 

remembered by everyone, his seven children, their 
spouses, his ten grandchildren and his four great-
grandchildren, his former employees, his children’s 
friends, and his friends and all the other people 
whose life he touched.                

Shurtape Specialty Coating 
Launches Newly Renovated Website 

 Not all tapes are made the same. And sometimes, 
an off-the-shelf solution just won’t cut it. When the 
situation calls for custom, New Hartford, Conn.-
based Shurtape Specialty Coating delivers. Now, this 
industry-leading designer and manufacturer of cus-
tom, high-performance specialty adhesive films, lam-
inates, and tapes announces the launch of its newly 
renovated website, ShurtapeSpecialty.com.

Shurtape Specialty Coating engineers custom 
tape and adhesive solutions to meet unique demands 
and applications in a range of markets, from build-
ing and construction, electronics and graphic arts to 

healthcare, product assembly, and automotive and 
transportation. Those solutions include single coated, 
double coated, self-wound, and transfer tapes.

Visitors to the new website will find additional 
details about the company’s capabilities and markets 
served, as well as information on Shurtape Specialty 
Coating’s unique design process, which centers on 
understanding specific application and performance 
requirements, and then creating an innovative solu-
tion to meet those demands.

Visit the new site and learn more about Shurtape 
Specialty Coating at ShurtapeSpecialty.com.
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Achieve a whole new degree 
of profitability with LG Air 
Conditioning Technologies

Discover why contractors who install LG Air 
Conditioning Technologies are more profitable. 
lghvac.com/profitable

Easy to sell, install and service

• Strong brand recognition and
  consumer loyalty

• Powerful marketing, training and incentives  
  for LG Excellence Contractors

• Flexible system designs with ducted
  and duct-free options

• Rebates available on many energy
  efficient systems

PROFITABILITY°

©2017 LG Electronics U.S.A., Inc., Englewood Cliffs, NJ. All rights reserved. LG Life’s Good is a registered trademark of LG Corporation.
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WHEN TOOLS 
WORK BETTER 
 TECHS DO, TOO.

THE NEW P51 TITAN™ DIGITAL MANIFOLD: 
DIGITAL PRECISION MEETS TOUCH-SCREEN CONVENIENCE.

  4.3" full-color touch-screen display
  Connects to smartphone via 

Bluetooth® and ManTooth™ app
  Measures high- and low-side 

pressures and temps

  Displays saturation and evaporation temps
  Superheat and subcooling calculations
  On-board data logging
  Choose from 126 refrigerant profi les
  Vacuum sensor and manifold hoses included

www.yellowjacket.com

WHEN TOOLS 
WORK BETTER 

  The North Florida Air Conditioning Contrac-
tors Association is having their annual Indoor Air 
Show on September, 13th 2018 at 
the Jacksonville Fairgrounds lo-
cated at 510 Fairground Place in 
Jacksonville Florida.  The show 
will feature over 100 booths from 
all over the HVAC spectrum.  
There will be a special Owner/
Principal Happy Hour to pre-
view the show from 4:00pm until 
5:00pm.  All Owners/Principals 
will be treated to complimentary 
beer and wine while previewing 
the show. The regular show starts 
at 5:00pm and ends at 8:00pm. 

 The highlight of the show will 
be the Indoor Test Track, which 
will be located in the middle of 
the Indoor Air Show. At the test 
track, attendees will be able to test drive the latest 
in HVAC test instruments, from refrigerant gauges 

to air flow test equipment on an actual operating 
HVAC system. There will be plenty of great door 

prizes. and food, drinks and beer 
available for purchase during the 
show.

  The fun continues the next 
day with the NFACCA Fall Golf 
Tournament at Deer Creek in case 
you would like to treat some visi-
tors from out of town for the trade 
show to stay an extra day and golf. 

Companies interested in ex-
hibiting and/or the golf tourna-
ment should contact NFACCA 
Executive Director Katie Ade by 
calling 904.536.8453 or email-
ing mail@nfacca.com. Make sure 
your mark your calendar to at-
tend this exciting event!  Tell your 
friends, invite your coworkers and 

we’ll see YOU at the NFACCA 2018 Indoor Air 
Show!

 NFACCA Presents: 
The 2018 Indoor Air Show at
the Jacksonville Fairgrounds

NFACCA 2018 Sponsors

Platinum Sponsors Gold Sponsors Silver Sponsors Bronze Sponsors

The 2019 AHR Expo is the industry’s largest 
HVACR event, hosting thousands of industry profes-
sionals and more than 2,100 exhibiting companies 
each year. The 2019 Show will return to Atlanta for 
the first time since 2001, with Show dates set for Janu-
ary 14-16.

Spread over two halls of impressive floor real es-
tate, the Show will be held at the Georgia World Con-
gress Center and is poised to be an eventful year for 
HVACR with technological advancements in IoT and 
automation, as well building standards for indoor air 
quality. Existing exhibitors are set to return with new 
debuts and add-ons to existing products and services, 
and many new exhibitors are filtering in from cross-
over markets helping to advance the HVACR industry.

 Registering early has many advantages. Aside 
from allowing you to prepare in advance for your 
experience, registration prior to Show arrival is free. 
Plus, we’ll mail your badge ahead of the event so you 
can skip the lines and get you onto the Show floor 
faster.

 Attending a trade show can be of tremendous val-
ue to your professional growth as well as a great way 
to guide your company’s progress in the industry. But 
getting the most out of your experience means making 
a plan and be intentional. Set goals for yourself and 
your company. Make a list of all the things you’d like 
to take away and areas of specific interest for meeting 
your goals. Use the Map Your Show planner tool on 
the AHR Expo website to help guide you. The Show 
planner lets you save exhibitor profiles, calendar en-
tries and any agenda items you may need as quick ref-
erence while at the Show. You can even add personal 
events and see a full listing of education and speaker 
sessions that can help you make the best plan to meet 
all the goals on your list.

 Setting goals has no purpose if you don’t follow 
through on plans that help you meet them. Spend some 
time on the Show website exploring exhibitors to pin-
point those that provide answers to your goals.  

Make sure to explore the Show’s education series 
and take advantage of sessions and classes that further 
your expertise. The Show’s education program amass-
es over 120 sessions featuring the latest industry trends 
and best practices, and feature professionals from the 
industry’s leading HVACR organizations. In addition 
to the free sessions, there will be many opportunities 
for continuing education through ALI courses. All 
courses hosted in this series are approved for Continu-
ing Education Units (CEUs) and are a great way to 
maintain P.E. licensure. For these sessions, advanced 
registration and fee payment are required prior to the 
Show. You can register on the ASHRAE registration 
website.

 If you’re not doing so already, make sure you’re 
following the AHR Expo social media pages (find the 
Show on Twitter, LinkedIn, Facebook and Instagram). 
Here you’ll find real-time updates of announcements 
and tips that may assist in your planning. It’s also a 
good idea to post on your personal or company social 
media pages while at the Show; be sure to use Show-
related hashtags (#AHRexpo, #HVACR, or specific 
names of exhibiting companies or speakers) so oth-
ers in attendance can follow your experience and stay 
connected.

You should also engage in conversation with your 
current customers prior to the Show to lay the founda-
tion for mutual expectations. Trade Shows are a vi-
brant atmosphere to meet customers in a supportive 
environment. This is a great way to open the conver-
sation to new partnerships or ways you can enhance 
your existing relationship.

 It’s a good idea to promote your attendance at the 
2019 AHR Expo on your personal social media pag-
es so that exhibitors and other attendees can be sure 
to connect with you on the Show floor. You can do 
this by joining the leaderboard. The Show welcomes 
thousands of attendees, so planning ahead can prevent 
missed opportunities. This is also another opportunity 
to engage in conversations prior to the Show about in-
dustry trends that you may want to follow up on in 
person at the Show

Get The Most Out Of 
Your Attendance At 
The 2019 AHR EXPO
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Install Confi dence
with YORK®.

while watching the game.

N O W  Y O U  C A N  O R D E R  E Q U I P M E N T

YORKnow.com.
Anytime, anywhere, from any device. 
• Designed with contractor feedback, ordering is faster and more convenient than ever.

• Easy navigation gets you the products and accessories you need in just 3 steps.

• Pay with a credit card or existing credit line.

• When ordering during regular business hours (by 3PM) get equipment next business day.

• Got a minute? We’ve got your order. Sign up today by requesting an account at YORKnow.com.

You need equipment that’s both extraordinarily innovative 
and exceptionally reliable. You need equipment that gives 
you confidence. So why install anything but YORK®?

DORAL
8941 NW 23rd St. 
Doral, FL 33172
786.437.9603
 
 
FORT MYERS
9353 Laredo Ave.
Fort Myers, FL 33905
239.694.0291
 

FORT PIERCE
801 South Kings Hwy.
Fort Pierce, FL 34945
772.742.7138 
 
 
JACKSONVILLE
6631 Executive Park Ct. N. 
Suite 210
Jacksonville, FL 32216
904.440.7620 

LARGO
12161 62nd St. 
Suite 300 
Largo, FL 33773
727.431.1444 
 
MELBOURNE
605 Distribution Dr.
Suite 2
Melbourne, FL 32904
321.775.6277  

ORLANDO
10003 Satellite Blvd. 
Suite 208
Orlando, FL 32837
407.850.0147 
 
ORLANDO (HUB)
4127 Seaboard Rd.
Building 902
Orlando, FL 32808
407.362.9750

POMPANO BEACH
1280 Northwest 22nd St.
Pompano Beach, FL 33069
954.545.9500 
 
 
SARASOTA
7910 25th Ct. E. 
Suite 109
Sarasota, FL 34243
941.536.9828

TALLAHASSEE
5215 West Tharpe St.
Tallahassee, FL 32303
850.241.0191 
 

TAMPA
3409 Cragmont Dr.
Tampa, FL 33619
813.663.9332

TALLAHASSEE
5215 West Tharpe St.
Tallahassee, FL 32303
850.241.0191
 
 
WEST PALM BEACH
1719 Old Okeechobee Rd.
West Palm Beach, FL 
33409
561.618.3830

with YORK®with YORK®with YORK .

YORKnow.com.
Anytime, anywhere, from any device.

DORAL
8491 NW 23rd Street
Doral, FL 33172
786.437.9603

FORT MYERS
9353 Laredo Avenue
Fort Myers, FL 33905
239.694.0291

FORT PIERCE
801 S. Kings Highway
Fort Pierce, FL 34945
772.742.7138

JACKSONVILLE
6631 Executive Park 
Court N., Suite 210
Jacksonville, FL 32216
904.440.7620

LARGO
12161 62nd Street,
Suite 300
Largo, FL 33773
727.431.1444

MELBOURNE
605 Distribution Drive
Suite 2
Melbourne, FL 32904
321.775.6277

ORLANDO (HUB)
4127 Seaboard Road
Bldg. 902
Orlando, FL 32808
407.362.9750

POMPANO BEACH
1280 Northwest 22nd St.
Pompano Beach, FL 
33069
954.545.9500

SARASOTA
7910 25th Court E.,
Suite 109
Sarasota, FL 34243
941.536.9828

TALLAHASSEE
5215 West Tharpe St.
Tallahassee, FL 32303
850.241.0191

TAMPA
3409 Cragmont Drive
Tampa, FL 33619
813.663.9332

WEST PALM BEACH
1719 Okeechobee Road
West Palm Beach, FL 
33409
561.618.3830

You need equipment that’s both extraordinarily 
innovative and exceptionally reliable. You need 
equipment that gives you confi dence. So why 
anything but YORK®?

AMERICAN QUALITY  •  1 YEAR LABOR OUT OF THE BOX
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 It’s that time again.  The summer is almost 
over.  We have worked hard and some of us just 
want to look forward to a relaxing day off.  

Many Contracting companies don’t allow vaca-
tions during the busiest time of the summer.  Many 
owners just can’t break away.  The fall and win-
ter months give us an opportunity for some much-
needed time away from the business.

The idea of “vacation” often makes you think of 
trips to faraway lands. While it’s true that big trips 
can be fun and even refreshing, they can also take 
a lot of time, energy, and money. A lot of people 
feel exhausted just thinking about planning a va-
cation—not just managing personal commitments 
and school breaks but deciding how to delegate ma-
jor projects or put work on hold, just so they can 
have a stress-free holiday. Because of this, some 
might put off their time away, figuring they’ll get 
to it when their schedule isn’t so demanding, only 
to find at the end of the year that they haven’t used 
their time off.

In my experience as a business owner, I’ve 
found that vacations don’t have to be big to be sig-
nificant to your health and happiness.  Just think of 
the idea of taking “micro-vacations” on a frequent 
basis. These small bits of time off can increase your 
sense of happiness and the feeling of having “room 
to breathe.”

From my point of view, micro-vacations are 
times off that require you to use a day or less of va-
cation time. Because of their shorter duration, they 
typically require less effort to plan. And micro-va-

cations usually don’t require you to coordinate oth-
ers taking care of your work while you’re gone. Be-
cause of these benefits, micro-vacations can happen 
more frequently throughout the year, which allows 
you to recharge before you’re feeling burnt out.

If you’re feeling like you need a break from the 
day-to-day but can’t find the time for an extended 
vacation, here are a few ways to add micro-vaca-
tions to your life.

Instead of limiting vacations to week-long ad-
ventures, consider a two- to three-day trip to some-
place local.  

To make the trip as refreshing as possible, con-
sider taking time off on Friday so you can wrap up 
packing, get to your destination, and do a few things 
before calling it a night. That still leaves you with 
two days to explore the area. If you get home by 
dinnertime on Sunday, you can unpack and get the 
house in order before your workweek starts again.

There may be a few more e-mails than normal 
to process on Monday, but other than that, your mi-
cro-vacation shouldn’t create any big work pileups.

Sometimes getting the smallest things done can 
make you feel great. Consider taking an afternoon—
or even a full day—to take an unrushed approach to 
all of the nonwork tasks that you really want to do 
but struggle to find time to do. For example, think 
of those appointments like getting your hair cut, oil 
changed, or doctor visits. You know that you should 
get these taken care of but finding the time is dif-
ficult with your normal schedule.

Or maybe you want to take the time to do items 
that you never seem to get to, like picking out pa-

tio furniture or setting up your retirement account. 
You technically could get these kinds of items done 
on a weeknight or over the weekend. But if you’re 
consistently finding that you’re not and you have the 
vacation time, use it to lift some of the weight from 
the nagging undone items list.

As we get older and particularly after we get 
married, there tends to be a reduction in how much 
time they spend with friends. One way to find time 
for friends without feeling like you’re sacrificing 
your family time is to take an hour or two off in 
a day to meet a friend for lunch or to get together 
with friends before heading home. If you’re allowed 
to split up your vacation time in these small incre-
ments, a single vacation day could easily give you 
four opportunities to connect with friends who you 
otherwise might not see at all.

If you struggle to have an uninterrupted con-
versation with your spouse because your kids are 
always around, a similar strategy can be helpful. 
Find days when one or both of you can take a little 
time off to be together. An extra hour or two will 
barely make a difference at work but could make a 
massive impact on the quality of your relationship.

Instead of seeing “vacation” as a large event 
once or twice a year, consider making micro-vaca-
tions a part of your life on a regular basis. By giving 
yourself permission to take time for yourself, you 
can increase your sense of ease with your time.

Time away from the hustle can be very healthy 
for you, your business and your family.

Until next time.
Tommy Castellano

It’s Time For A Vacation!

Trade Talk: By Tommy Castellano 
Owner, Castellano A/C Services 

in Tampa, Florida

Linesets, Inc. is the industry leader in custom line sets. Our ongoing commitment 
to listening and working with our distributors and their contractor customers allows 
us to provide innovative solutions of the highest quality and value. Every product 
design we offer reflects our many years of industry insight and service excellence.

www.kflextitan.com

• Three manufacturing locations

• Packaging design saves space and reduces costs

• Custom lengths and no minimum order

• Shortest lead times in the industry

The superior choice for tear 
resistant insulation.

• Better than PE

• Tough outer skin

• 5 year warranty 
including UV protection

• Higher temperature 
range than PE

• UV Resistant

• Available on Linesets, 
Inc. line sets

CUSTOMER SERVICE 
PHONE: 623-215-9000
EMAIL: csr@linesetsinc.com
www.linesetsinc.com

LOCATIONS
PHOENIX, AZ
LAWRENCEVILLE, GA
ANSONIA, CT

CALL US TODAY!  623-215-9000

ASK ABOUT OUR OTHER LINESETS, INC. BRANDS

QUALITY HVACR PRODUCTS
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Software Motor 
Company Makes Key 

Hire in Its Quest 
to Change 

the Way the World 
Consumes Energy

Software Motor Company announced today 
that it has hired Spencer Worley as Vice President 
of Engineering. 

Mr. Worley brings more than 30 years of engi-
neering and operational leadership to the company, 
which is changing the way the world consumes en-
ergy with the SMC Smart Motor System. His ex-
perience growing teams and ramping products to 
volume production is key as the company brings 
the Smart Motor System to the HVACR market. 
The system, which delivers energy savings of 20% 
to 50% compared to NEMA Premium Efficiency 
motors, will drastically reduce global energy con-
sumption. 

“We are excited to make such an excellent addi-
tion to the SMC team. Spencer’s record of success 
in building strong engineering teams and bringing 
products into mass production comes at the perfect 
time and will accelerate our next stage of growth,” 
says Executive Chairman Ryan Morris.  

Prior to Software Motor Company, Spencer 
managed product development at Glowforge, where 
he oversaw engineering, manufacturing, and scal-
ing to mass production. He has also held leadership 
roles at Sphero, where he developed the FORCE 
BAND™, and at Amazon, where he led the devel-
opment of the Amazon Echo.

Mr. Worley holds a Bachelor of Science in Elec-
trical Engineering degree from the University of 
California, Santa Barbara.

Founded in Silicon Valley in 2014, the com-
pany launched this January at the AHR Expo by 
announcing it raised a Series A of $13,141,592. It 
has since doubled in size, opened new offices and 
made a key executive hire with Paul Wickberg, who 
has 30 years of HVAC and controls experience, as 
EVP of Sales. SMC sells motors between 1HP to 
5HP and is scheduled to introduce a 15HP motor in 
October. 

The company has won awards from the Nation-
al Science Foundation, Wells Fargo’s Innovation 
Incubator, and the CleanTech Open. It was recent-
ly featured by Energy CIO Insights as one of this 
year’s Top 10 Smart Energy Solution Providers, and 
its Smart Motor System took gold for commercial 
controls in ACHR’s The News 2018 Design Dealer 
Awards.

Lennox Multi-Zone 
Mini-Split 

Ductless System
With efficiencies of 

up to 24.5 SEER (Sea-
sonal Energy Efficiency 
Rating) and 11.5 HSPF 
(Heating Season Per-
formance Factor), the 

Lennox Mini-Split Ductless System operates us-
ing inverter technology, allowing for increased and 
decreased cooling and heating in small increments, 
which lowers energy costs. Because these systems 
can precisely match demand with output, they can 
operate with extreme energy efficiency and are ide-
al for multi-housing applications. A Lennox Mini-
Split Ductless System can provide powerful heat-
ing and cooling for up to five individual areas of a 
home, without the need for ducts, providing users 
with a customized whole-home heating or cooling 
solution, with units controlled separately in each 
zone.

Benefits of the product include: 
•	 More efficient cooling of targeted zones
•	 Ductless – minimizes energy losses
•	 Easy installation and maintenance
•	 Whisper-quiet levels of indoor operation

LG Appoints HVAC Veteran 
Donald Decker To Lead U.S. Air 

Conditioning Owner Sales
ALPHARETTA, Ga., Aug. 9, 2018 – Air con-

ditioning technologies leader LG Elec-tronics has 
named industry veteran Donald Decker as director 
of owner sales for LG Air Conditioning Technolo-
gies in the United States. In this position, Decker 
will be taking on the critical role of driving LG’s 
business forward into new and 
important channels to drive prof-
itable growth in the U.S. market.

Decker joins LG with more 
than 20 years of HVAC industry 
experience in a multitude of roles 
ranging from national accounts 
management to sales manage-
ment and leader-ship. Most 
recently, he served as Daikin 
Applied’s national account ex-
ecutive responsi-ble for national 
healthcare account sales and new 
business development. Previous 
expe-rience includes key posi-
tions with Trane, ConEd Solu-
tions and Johnson Controls.

“As LG continues to have a 
significant and sustained impact on the U.S. HVAC 
market, we’re continuing to expand our team with 
industry veterans to better serve our growing cus-
tomer base,” said Kevin McNamara, senior vice 
president and general manager, Air Conditioning 
Technologies, LG Electronics USA. “With an im-
pressive background and deep knowledge of the 

HVAC industry, Donald will drive LG’s owner 
sales team to even greater successes, helping us to 
further advance into new and important channels 
here in the U.S. market.”

Decker said, “LG is an innovator in the HVAC 
industry and has a great vision for bring-ing lead-

ing-edge commercial air condi-
tioning and building manage-
ment solutions to market. As I 
join the LG family, my charge 
is to create opportunities and 
lead the owner sales initiative to 
help Kevin and the talented team 
here achieve the business’s full 
po-tential and to drive further 
growth.” 

About LG Air Conditioning 
Technologies

The LG Electronics USA 
Air Conditioning Technologies 
business is based in Alpharetta, 
Ga. LG is a leading player in the 
global air conditioning market, 
manufacturing both commercial 

and residential air conditioners and providing total 
sustainability and building management solutions. 
From consumer and individual units to industrial 
and specialized air conditioning systems, LG pro-
vides a wide range of products for heating, venti-
lating and air conditioning. For more information, 
please visit lghvac.com.



        SEPTEMBER 2018                             PAGE 11                TODAY’S AC & REFRIGERATION NEWS

Digital, not Analog

• Adjust even the most complex systems, with intuitive menus

• All common refrigerants stored, and new ones updated for free

• Results always reliable, thanks to constantly accurate measurment values

One line for all AC / refrigeration systems.

www.testo.com

with Refrigeration app

Hose Kits

Now Available!!
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 Sparta, NJ (September 1, 2018) – Testo, Inc., 
the world’s leading manufacturer 
of test and measurement instru-
ments, has announced its fall 
promotional campaign. This pro-
motion offers customers the op-
portunity to receive a free video 
borescope with the purchase of 
any 320 or 330 series combustion 
analyzer.

The video borescope is a 
high-resolution video inspection 
camera capable of saving images 
and recording video on an exter-
nal memory card. A perfect tool 
for HVAC technicians, the bore-
scope could be used for service 
on heating and refrigeration technology, engines, 

turbines and more. The testo 320 and 330 com-
bustion analyzers set the standard 
for handheld combustion analyz-
ers with exceptional quality and a 
wide range of key features and op-
tions. These features include all of 
the functions required to perform 
tuning and troubleshooting on resi-
dential and commercial appliances. 
They uniquely include pre-calibrat-
ed user-replaceable sensors, and 
full color graphic displays.

This offer is valid for pur-
chases from September 1st through 
December 31, 2018, with redemp-
tion accepted through January 31, 
2019. Visit www.testo.com/promo 

to learn more.  

Bosch 
Thermotechnology 

Corp. Announces First-
Ever Non-Condensing 

Gas Furnace
Watertown, Mass., August 1, 2018 – Bosch Ther-

motechnology introduces its first-ever non-condens-
ing gas furnace, rounding out the company’s product 
portfolio with a complete residential system for heat-
ing and cooling. The Bosch 80% AFUE Gas Furnace, 
BGS80 Series offers a compact size and four-way 
multipoise design, making it an ideal replacement for 
aging non-condensing furnaces.  

With a cabinet height of 33.75 inches and a mul-
tipoise design, the Bosch furnace can fit into tight 
places, including basements, attics and crawl spaces, 
allowing for easy integration into homes. The unit’s 
control board is equipped with LED Fault Codes, 
which display common errors as combinations of LED 
“flashes,” making it easy for contractors to quickly di-
agnose, troubleshoot and service units. 

“Bosch continuously seeks ways to enhance our 
product portfolio,” said Goncalo Costa, director of air 
conditioning regional business unit, North America 
at Bosch Thermotechnology. “Our customers have 
been asking for Bosch to design a non-condensing gas 
furnace for their homes, and contractors wanted to be 
able to offer them one. This new offering fills those 
gaps, and represents another step in Bosch’s product 
portfolio journey.” 

The furnace offers numerous installation conve-
niences for contractors. All units come standard with 
a natural gas-to-LP conversion kit, making the unit 
field configurable. The design features a left- or right-
hand connection for gas and electric service, and the 
furnace comes equipped with a removable bottom clo-
sure panel for bottom return applications and knock-
out holes to aid in left/right return applications. 

Consumer benefits include lower energy bills, 
as the furnace converts up to 80 percent of the fuel 
purchased to heat a home, and peace of mind, with a 
20-year limited warranty on the heat exchanger and a 
5-year* limited warranty on parts. Pairing the furnace 
with Bosch IDS Outdoor Units** and Cased Coils** 
allows the heating and cooling system to switch be-
tween fuel sources, keeping homeowners comfortable 
in any temperature and saving money. 

ASHRAE Announces Call for 
Abstracts for 2019 

“Buildings XIV Conference”
ATLANTA (Aug. 10, 2018) – ASHRAE has an-

nounced a call for abstracts for the 2019 Buildings 
XIV International Conference to be held in Clear-
water Beach, FL, December 9-12 at the Sheraton 
Sand Key. The conference is co-organized by Oak 
Ridge National Laboratory and ASHRAE.

The conference includes two tracks focused on 
Principles (research and development) and Practic-
es (practical applications and case studies).

“This conference draws so heavily on the ad-
vanced technical knowledge of our global experts, 
that it takes place every three years, allowing time 
to develop new research and technology applica-
tions and to document findings,” says André Des-
jarlais, conference chair. “It’s a great opportunity 
for product manufacturers, research groups, tech-
nical advisors, builders, designers and other con-
sultants to discuss their work achievements, inter-
est and awareness of buildings issues, and provide 

solutions to some of our major building problems.”
The conference steering committee is seeking 

papers focused on the development of high impact 
technologies and processes that are lifecycle cost 
effective and reduce energy use and environmental 
consequences, as well as case studies that are unique 
and new. Papers should demonstrate how their top-
ics, on the thermal and moisture performance of the 
exterior envelope of whole buildings, will lead to 
high performance buildings, demonstrate technolo-
gies ready for implementation and show the prom-
ise of short to mid-term adoption.

Abstract submissions are due Oct. 26, 2018. If 
accepted, papers will be due Feb. 22, 2019. For more 
information or to submit an abstract, visit ashrae.
org/BuildingsXIV.

ASHRAE, founded in 1894, is a global society 
advancing human well-being through sustainable 
technology for the built environment.

CLEARWATER
1954 CARROLL ST.
(727) 449–1230

CLEARWATER
12880 AUTOMOBILE BLVD.
(727) 572–0181

DAYTONA
831 BILL FRANCE
(386) 255–5023

DAYTONA BEACH
1801 HOLSONBACK DR.
(386) 274–5345

FT. WALTON BEACH
101 LOVEJOY RD.
(850) 344–1761

GAINESVILLE
2901 NE 20TH WAY
(352) 376–3212

KISSIMMEE
2520 MICHIGAN AVE.
(407) 933–8008

LAKE CITY
278 SW SUMMERS LN.
(386) 755–2009

LAKELAND
1019 OMOHUNDRO AVE.

LECANTO
1381 N LECANTO HWY.
(352) 344–5300

LEESBURG
930 THOMAS AVE.
(352) 728–6222

MELBOURNE
7617 SILVER SANDS DR.
(321) 768–0220

OCALA
1681 NE 6TH AVE.
(352) 732–5271

OCALA
1010 NE 16TH STREET
(352) 351–2481

ORANGE CITY
690 E RHODE ISLAND AVE.
(386) 878–4444

ORLANDO
2000 DIVERSIFIED WAY
(407) 849–6090

ORLANDO
3122 SHADER ROAD
(407) 296–7727

PANAMA CITY
1252 W 17TH STREET

PENSACOLA
4308 N PALAFOX ST.
(850) 434–7581

PORT RICHEY
8410 REDMAC ST.
(727) 847–1047

SARASOTA
7810 25TH CT E
(941) 366–5804

SEBRING
1100 INDUSTRIAL WAY E
(863) 314–4494

ST. PETERSBURG
3090 44TH AVE. N
(727) 525–6926

STUART
1323 SE DIXIE HWY
(772) 220–3093

TAMPA
205-C KELSEY LN.
(813) 740–8704

TAMPA
 6003-A ANDERSON RD.
 (813) 885–7641

TAMPA
8110 ANDERSON RD.
(813) 217–5913

VERO BEACH
898 9TH PLACE
(772) 562–7141

*With the residential limited warranty the homeowner will receive replacement parts protection for up to 10 years. This standard offering covers all components incorporated 
into the heat pump system at the time of manufacture. All other components or parts that are purchased from Bosch and installed in the field have a 1-year parts warranty.

When it comes to HVAC/R vendors, 
Baker Distributing Company is the distributor of 
choice because of its exceptional customer service. 
It's not service alone that keeps our customers 
coming back:

MULTIPLE LOCATIONS NATIONWIDE
STRONG SUPPLY CHAIN
VARIETY OF BRANDS
REPUTABLE COMPANY IN BUSINESS SINCE 1945
CONTRACTOR-ASSIST APP
USER-FRIENDLY WEBSITE

Year
Warranty

10*10*

Visit or call your local Baker or 
Florida Cooling for pricing today!

www.bakerdist.com
www.flcoolingsupply.com

(863) 687–8178 (850) 215–4200

Testo Announces Fall 
Promotional Campaign
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Of fering more than parts.
We of fer solutions.

 
 

With contractor-friendly designs, the Optyma™ Light Commercial Condensing Unit
and Optyma™ Slim Outdoor Condensing Unit are easy to install and service. 

Equipped with high quality Danfoss components, both provide reliable
and efficient performance that maximize system performance 
and minimize service calls.

See how tomorrow’s solutions are ready today
visit www.choose.danfoss.com

Optyma™ Slim
Outdoor
Condensing Unit

Optyma™ Light 
Commercial 

Condensing Unit

Easy
installation and
reliable performance

Find the right parts for your system
with Coolselector®2 at danfoss.com
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Tropic Supply hosted Fieldpiece & Pipe Prop 
Demo Days, CPS Pump Clinics, and Refrigeration 
Technologies Demo Days around the state of Florida 
during the month of August.

Representatives from Fieldpiece & Pipe Prop gave 
demonstrations for proper installations of Pipe Prop 
products and the new Fieldpiece JL3KH6 Job Link 
Probes. Owens Corning Duct Board products were 
featured too. The Demo Day perks were a FREE SPK1 
with any Fieldpiece purchase over $100.00 and a FREE 
Owens Corning hat and t-shirt with any purchase of 
Owens Corning Duct Board during the Demo Day.

Tom Gibbons of CPS performed a FREE vacuum 
pump oil change and performance test at the CPS 
Pump Clinics. The Pump Clinic Perks were a FREE 
VPXJ220 jumper power cord with purchase of the 
VP6D vacuum pump and a FREE breakfast too!

The Refrigeration Technologies Demo Days con-
sisted of live demonstrations of the Viper Wet Rag 
and Viper Heat Blocking Gel. Also presented were 
overviews of Kosher Ice Machine Cleaners, Sub-Zero 
MicroLeak Detectors, Food Grade-Approved Silicone 
and NSF-Approved Evaporator and Condenser Clean-
ers. The Demo Day perk was a FREE t-shirt for the 
first 20 Refrigeration Technologies purchases dur-
ing each Demo Day. For more information on future 
events, visit the Tropic Supply events calendar at their 
website www.tropicsupply.com/events.

Fieldpiece & Pipe Prop Demo Days, CPS Pump Clinics,   
Refrigeration Technologies Demo Days

 Tim Roberts of Cain Sales giving information
on the new Fieldpiece Recovery Machine

at Tropic Supply in Port Charlotte

Tropic Supply Events in August

 Gary Marcotte of Superb Air Conditioning
with Rick Farrow of Cain Sales

 Tom Gibbons of CPS Products servicing
a vacuum pump for a Tropic Supply customer

at their new St Petersburg location

  Kevin Murray and John Bledsoe of
Bledsoe Marine Service, with

Kyle Eno of BTU Reps 

Larry Michelson of Cool Daddy LLC, 
Carlos Castillo of Tropic Supply,
and Tom Gibbons of CPS Products

  CPS Pump Clinic at the T-12
Tropic Supply location in Port Charlotte

 Rick Farrow of Cain Sales,
Nasir Khalir of All In One Air Conditioning,

and Lizausaba of Tropic Supply

 Michael Cupp of Cain Sales (right) at the
Fieldpiece & Pipe Prop Demo Day

in Daytona Beach

Rick Farrow of Cain Sales,
with Emiro Romero of Rome Aire

Barry Thompson and Lenny Youngtaub 
of TempTronics Air with 
Kyle Eno of BTU Reps 

 Kyle Eno of BTU Reps gives a live 
demonstration of the Viper Wet Rag 

and Heat Blocking Gel  

  Wesley Nealy of Atlantic
Kyle Eno of BTU Reps

 CPS Pump Clinic at the T-1
Tropic Supply location in Miami
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Pipe Prop Achieves 
IAPMO Certification

Pipe Prop, manufac-
tured by JMB Industries 
of Fort Worth, Texas, is 
approved for Directory 
Listing IAPMO IGC 
331-2016 by the Inter-
national Association of 
Plumbing and Mechani-
cal Officials (IAPMO) 
for Uniform Plumbing 
Code (UPC).

Pipe Prop earned 
this prestigious Listing 
Certification through 
years of extensive test-

ing and proven performance under the most severe 
weather conditions. Pipe Prop had already been rec-
ognized with two NOA’s (Notice of Acceptance) as 
the only “Miami-Dade Approved” pipe support sys-
tem for hurricane zone applications.

“The IAPMO UPC Certification reinforces that 
PipeProp has once again been proven to be the best 
choice for Architects, Mechanical Contractors, Mu-
nicipalities and Roofing Consultants” said Jim Brown, 
inventor of PipeProp and owner of JMB Industries, 
LLC. The certification includes the APS-1, APS-2 
and the USPP models. Building owners, builders and 
contract professionals across the United States trust 
the Pipe Prop pipe support system to deliver reliable 
results that will help them protect the building and 
equipment investment, extend the life of the com-
mercial building and save money at the same time. 
Go to www.pipeprop.com to review models, product 
certifications, specifications, test results and to locate 
a distributor in your area. 

Load Bearing Capacity
90lbf load applied to 10” tall Pipe Prop® 
190lbf load applied to 6” tall Pipe Prop® 
90lbf load applied to 3” tall Pipe Prop® 
 

 

Adjustable Rooftop 
Pipe Support System

ENTER THE PIPEPROP® 
PHOTO REWARD CONTEST 

AND WIN BIG MONEY!

Submit Your Photo/Video 
online at 

pipeprop.com/contest

UP TO 

in Prize Money Available.

*DETAILS: Submit pictures of a “Before” and 
“After” of one of your PipeProp installations.  

Submissions due September 1, 2018

Best Before & After Photo*
Most Creative Use of PipeProp®

Worst Pipe Support Example
What I Love About PipeProp®

Video Testimonial

PIPEPROP®

CONTRACTOR 
CONTEST

Proudly Made
in America

Go to PipeProp.com/contest  to fill 
out the contact information form and 
submit your photo or video. Or call us 
at 1-888-590-0120 today.

How To Submit Your Entry:  

U.S. Department of Energy 
Selects PARC to Develop 
Low-Cost CO2 Sensors

August 14, 2018 – Palo Alto, Calif.— PARC, 
a Xerox company, was selected via a Funding Op-
portunity Award from the Department of Energy to 
develop low-cost CO2 sensors to improve indoor air 
quality and energy efficiency within buildings. The 
PARC project is funded by DOE’s Office of Energy 
Efficiency and Renewable Energy (EERE) through 
its Building Technologies Office (BTO), which an-
nounced in August 2017 its investment of up to $15.8 
million in 13 projects that will drive innovation in 
early-stage R&D for advanced building technolo-
gies and systems that will serve as a foundation for 
future technological developments and reductions 
in building energy consumption.

For this DOE-funded project, PARC will pro-
duce a low-cost, printed sorbent that measures CO2 
via physical adsorption. The sensor heats up as a 
result of the CO2 adsorption, and PARC measures 
the heat produced to determine the levels of CO2. 
The goal of the research effort is to develop a low-
cost sensor with a sensitivity of 50ppm.

“Prominent studies have shown that high lev-
els of CO2 lower our efficacy in decision-making 
and in our ability to concentrate,” said Dr. Clinton 
Smith, lead PARC researcher on the project. “We 
aim to create a technology which will enable per-
room level measurement of CO2 concentration. 
This will allow building managers finer grained 
control of their HVAC system for more energy ef-
ficiency, and it will also help to promote healthy in-
door air quality.”

The average CO2 concentration in the atmo-

sphere is 400 ppm, with higher indoor concentra-
tions that can reach over 1500 ppm. National regu-
lations require indoor CO2 levels to be below 1,100 
ppm. Currently, there is no cost-effective means 
of measuring indoor CO2 levels and buildings are 
over-ventilated, wasting substantial amounts of 
energy. Low-cost CO2 sensors will be significant 
in helping reduce levels and manage building ef-
ficiency.

The Internet of Things (IoT) enables a myriad 
of solutions to help us sense and interpret the world. 
Printing is a promising approach to mass-produce 
and customize sensor systems to support the fast 
growing IoT. The low-cost, flexible form factor, 
and simple installation of PARC’s approach is ide-
al for a variety of applications including building 
efficiency, air quality, smart cities, industrial and 
residential safety, and wearables. In addition to the 
cost of fabrication and materials, commissioning is 
a major barrier to economical implementation. Au-
tomatic localization, simplified calibration, and re-
dundancy can help reduce the commissioning effort 
required. The key to the success of any widespread 
IoT deployment is the ability to utilize configurable, 
on-demand, low-cost sensor systems, and to design 
the technology to best fit the application.

The DOE Buildings Energy Efficiency Frontiers 
and Innovation Technologies (BENEFIT) – 2017 so-
licitation funded a total of 13 projects, encompass-
ing sensors and controls, heating, ventilation, air 
conditioning, and refrigeration (HVAC&R), win-
dows, and building envelope (the physical elements, 
such as doors and walls, separating a building’s 
interior from its exterior). The CO2 sensor project 
falls within the sensors and controls category. 

HARDI Official 
Statement On 

President Trump 
Signing CTE Bill

COLUMBUS, Ohio, July 31, 2018– Heating, 
Air-conditioning & Refrigeration Distributors In-
ternational (HARDI) Vice President of Government 
Affairs Palmer Schoening has released the follow-
ing statement in regard to President Trump today 
signing the Strengthening Career and Technical 
Education for the 21st Century Act:

“The issue of recruiting the next generation into 
the skilled trades is one of the biggest challenges fac-
ing our industry today. Not only does this legislation 
take an important step towards alleviating the labor 
shortage in the trades, but it also promotes more 
training and certification for technicians. HARDI 
applauds the President and Congress for their bipar-
tisan efforts in keeping grants for CTE education in 
place by reauthorizing the Perkins Act through the 
passage and signing of the Strengthening Career and 
Technical Education for the 21st Century Act.”

HARDI members have supported this specific 
bill for the past two years and at the last two HARDI 
Congressional Fly-ins with the understanding that 
it would generate an influx of professional HVACR 
contractors, who would enter the workforce with the 
tools and knowledge they need to compete for high-
skilled, in-demand jobs in the HVACR industry.
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Business Owners Get Instruction 
and Inspiration at The New Flat 
Rate’s Business 101 Uncensored

The New Flat Rate, a leading provider of menu 
pricing for residential home service companies, just 
concluded its Business 101 Uncensored conference in 
Chattanooga and attendees offered glowing feedback. 
The two-day seminar, which took place July 24-25, 
gave attendees a comprehensive training course on 
everything from developing company culture to max-
imizing their profit through pricing structures. 

“We want to help home services companies take 
their business to the next level, and Business 101 Un-
censored was an opportunity for them to learn how 
to do just that,” said Rodney Koop, founder and CEO 
of The New Flat Rate. “This seminar was designed to 
educate owners and managers on tactics they can use 
in every aspect of their business.”

Sessions at Business 101 Uncensored covered 
a variety of topics, such as how to hire and retain 
top employees, instead of being singularly focused. 
Breakout sessions fo-
cused on how to find in-
visible profit, how com-
pany culture affects the 
bottom line, the benefits 
of service agreements 
and how to coach em-
ployees. 

Stephanie Perry with 
All About Home Repair 
said the event offered a 
perspective check. 

“I need to get on 
track and be more ac-
countable, take my busi-
ness more seriously and 
overcome the burnout 
I’m feeling,” said Perry. 

Other attendees 
mentioned feeling emo-
tionally refreshed and 
realigning priorities. Just 
about all of the 19 busi-
ness managers surveyed 
indicated they learned 
more than expected and 
all said they were ex-
tremely likely to return 
next year.

“Business 101 Un-
censored has helped 
clarify concepts, built 
my confidence in my 
own ideas and intro-
duced me to new people 
and ideas I can apply in 
my own business,” said 
attendee Elizabeth Rice 
from Peco Heating and 
Cooling. 

Business owners 
traveled from all over the 
country, including Mary-
land, Pennsylvania and 
Arizona, to attend the 
training at the Westin in 
downtown Chattanooga. 
The event included pre-
sentations, product in-
formation and network-
ing. The New Flat Rate 
also gave attendees the 
first look at a new fea-
ture, The Billable Hour 
Calculator, which they’ll 
unveil to the public in 
coming weeks.

“A lot of home ser-
vices companies focus 
on metrics like the num-
ber of incoming calls 
and the number of trucks 
on the road,” Koop said. 
“Those are definitely 

important for generating revenue, but there are other 
factors that can make a business successful that are 
more difficult to track, such as employee happiness. 
We left no stone unturned, and everyone who attend-
ed got a lot of good information to help maximize 
profits, retain quality employees, and keep customers 
satisfied.” For more information about the company, 
visit www.thenewflatrate.com.  

The New Flat Rate, Inc. pioneered the first menu 
pricing system for in-home service providers which 
has doubled and tripled the average service ticket for 
contractors across the United States and Canada. Tar-
geting HVAC, Plumbing, and Electrical Service and 
Repair contractors, each market-specific edition is 
designed to do the bundling and upselling for tech-
nicians by providing hundreds of service, repair and 
equipment replacement “menus”, each with up to five 
straightforward options consumers can choose.

AHRI Releases June 
2018 U.S. Heating and 

Cooling Equipment 
Shipment Data

U.S. shipments of central air conditioners and 
air-source heat pumps totaled 1,120,459 units in June 
2018, up 3.8 percent from 1,079,859 units shipped 
in June 2017. U.S. shipments of air conditioners in-
creased 3.1 percent, to 783,705 units, up from 760,247 
units shipped in June 2017. U.S. shipments of air-
source heat pumps increased 5.4 percent, to 336,754 
units, up from 319,612 units shipped in June 2017. 

Year-to-date combined shipments of central air 
conditioners and air-source heat pumps increased 
6.1 percent, to 4,654,900, up from 4,386,386 units 
shipped in June 2017. Year-to-date shipments of cen-
tral air conditioners increased 4 percent, to 3,049,440 
units, up from 2,932,294 units shipped during the 
same period in 2017. The year-to-date total for heat 
pump shipments increased 10.4 percent, to 1,605,460, 
up from 1,454,092 units shipped during the same pe-
riod in 2017.
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Don’t Forget About Wet Bulb Temperature 
 Last month we looked at how dry bulb tempera-

tures, fan airflow, and the sensible heat formula can 
determine sensible Btus from HVAC equipment. 
This month let’s look at how to use wet bulb tem-
peratures with fan airflow to verify cooling system 
performance.

Wet Bulb Temperature
Many technicians are familiar with wet bulb 

temperature measurement as a step to determine 
proper refrigerant charge in a cooling system. Un-
fortunately, this is typically where its use ends. 
There’s so much more potential for this measure-
ment if it’s taken a little further.

Wet bulb temperature accounts for heat and 
moisture in the air and helps determine relative hu-
midity levels. You can measure it with a wet bulb 
thermometer, sling psychrometer, or digital psy-
chrometer. For best results, use a digital psychrom-
eter to measure inside the duct system. 

Latent Heat and Total Heat
In addition to sensible heat, a cooling system 

also removes latent heat. This is an important factor 
in humid climates because it ties to humidity re-
moval in a building. When you combine latent heat 
and sensible heat, the result is total heat removed by 
the cooling system. The total heat formula is: CFM 
x Δh x 4.5 = Total Btus

To use this formula, measure wet bulb air tem-
peratures as air enters and exits the cooling system. 
You then convert the measurements to enthalpy 
with an enthalpy chart. If you’re wondering, enthal-

py is a fancy word for heat.  
Once you convert wet bulb temperature mea-

surements to enthalpy, subtract them to determine 
enthalpy change or Δh (Delta h) through the cooling 
system. You can also use newer digital psychrom-
eters that measure enthalpy change directly to sim-
plify testing.

After you determine enthalpy change, combine it 
with fan airflow and the total heat formula to deter-
mine total system capacity. You can use this value 
to verify installed cooling system performance. 
Let’s look at how the total heat formula can be use-
ful in the field.

Total Heat Formula Application
Let’s say you receive a call from a homeowner 

who has a four-ton cooling system that doesn’t work 
quite right. They are at their wits end and think they 
need a larger system. After they get some advice 
from a family member, they seal their duct system 
to reduce duct leakage. Unfortunately, this only to 
makes their problem worse. 

When you arrive at the home, you measure fan 
airflow and find the air handler fan moving 1160 
cfm. You also measure 63.1˚ return air wet bulb 
temperature entering the air handler. With an en-
thalpy chart, you convert 63.1˚ wet bulb to a 28.65 
Btu/lb (Btus per pound of air). 

Next, you measure 53.4˚ supply air wet bulb 
temperature leaving the air handler. The supply wet 
bulb temperature measurement converts to 22.24 
Btu/lb. Subtract the 22.24 supply enthalpy from the 

28.65 return enthalpy to find a 6.41 Δh (enthalpy 
change). Put these measurements into the total heat 
formula and you’ll come up with:

1160 CFM x 6.41Δh x 4.5 = 33,460 total Btus

When you compare the 33,460 Btus you just 
calculated to the four-ton rated system, you find 
the system operates closer to a three-ton system. 
Do you think larger equipment will solve this cus-
tomer’s problem? What about any duct losses due 
to duct temperature gain? How would this impact 
system performance?

Apply the sensible and total heat formulas to 
gain new insight into true HVAC system operation. 
Begin to apply these formulas when you encounter 
comfort and performance issues. Often, they will 
contain the answers to many of your difficult prob-
lems.

David Richardson serves the HVAC industry 
as a curriculum developer and trainer at National 
Comfort Institute, Inc. (NCI). NCI specializes in 
training that focuses on improving, measuring, and 
verifying HVAC and Building Performance. 

If you’re an HVAC contractor or technician in-
terested in learning more about temperature mea-
surement, contact David at davidr@ncihvac.com 
or call him at 800-633-7058. NCI’s website www.
nationalcomfortinstitute.com is full of free techni-
cal articles and downloads to help you improve your 
professionalism and strengthen your company.
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AND UP TO 15% OFF SELECT TOOLS THE
ENTIRE MONTH OF SEPTEMBER!

Shop online at
gemaire.com/tradesmonth
and your local Sales Center. 

 
Contact your local branch:

30% OFF
UP TO

ALL TOOLS

Boynton Beach (561) 738-5609

Hollywood (954) 963-1883

Pompano (954) 917-4160

Port St. Lucie (772) 340-5505

Riviera Beach (561) 842-6311

Tamarac (754) 222-5093

Cape Coral (239) 800-7001

Clearwater (727) 446-5067

Daytona Beach (386) 274-1113

Fort Myers (239) 337-1310

Ft.Walton Bch (850) 862-2100

Jacksonville (904) 733-2415

Kissimee (407) 738-4700

Lakeland (863) 666-8507

Melbourne (321) 722-1200

Mobile (251) 660-1460

Murdock (941) 255-1788

Naples (239) 594-7433

New Port Richey (727) 849-9181

Ocala (352) 629-7117

Orlando (407) 648-0888

Panama City (850) 769-1130

Pensacola (850) 477-8075

Sarasota (941) 312-2366

Sebring (863) 382-3800

St. Petersburg (727) 522-3133

Tampa East (813) 621-0891

Tampa West (813) 887-3737

Valdosta (229) 241-9184

Kendall (305) 254-3959

Marathon (786) 831-4495

Miami (305) 592-2915
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ATLANTA (Aug. 13, 2018) – ASHRAE has pub-
lished a revised edition of its standard that provides 
a more comprehensive approach to preventing the 
growth and spread of Legionella.

ANSI/ASHRAE Standard 188-2018, Legionel-
losis: Risk Management for Building Water Systems 
establishes minimum legionellosis risk management 
requirements for building water systems. The 2018 
edition provides clarification of compliance require-
ments, as well as an update to enforceable, code-in-
tended language to facilitate adoption of the standard 
for code and regulatory purposes.

The standard was originally developed to as-
sist designers and building operators establish water 
management plans that include practices specific to 
the systems that exist in a particular building, campus 
or health care facility. It is intended for use by those 
involved in design, construction, installation, com-

missioning, operation, maintenance, and service of 
centralized building water systems and components.

“Standard 188 was the first industry standard in 
the U.S. to address Legionnaire’s disease prevention,” 
said Paul Lindahl, chair of the Standard 188 commit-
tee. “Since this standard centers on the development 
and implementation of good design, operations and 
maintenance procedures, it is important to make up-
dates on a regular basis. The 2018 edition of the stan-
dard focuses on improved usability, offering better 
guidance to minimize the risk of this potentially fatal 
disease and save lives.”

The 2018 edition of Standard 188 provides:
•	 A description of environmental conditions 

that promote the growth of Legionella.
•	 Informative annexes and bibliography with 

suggestions, recommendations, and referenc-
es to additional guidance.

•	 Minimum Legionellosis risk management re-
quirements for buildings and associated po-
table and non-potable water systems. 

•	 Requirements for Legionellosis control strate-
gies and documentation.

The CDC estimates there are between 8,000 and 
18,000 cases of Legionnaires’ disease in the United 
States each year – and more than 10 percent of these 
cases are fatal. Legionella can also cause a less-severe 
influenza-like illness known as Pontiac Fever. Most 
of those cases are the result of exposure to Legionella 
found in building water systems.

The cost of ASHRAE Standard 188-2018 is $75 
for ASHRAE members ($88, non-members). To order, 
visit www.ashrae.org/bookstore or contact ASHRAE 
Customer Contact Center at 1-800-527-4723 (United 
States and Canada), 404-636-8400 (worldwide) or fax 
678-539-2129.

ASHRAE Publishes Updated Legionellosis Standard

Clean Comfort Indoor Air Essentials 
Expands and Enhances Filter Line
HOUSTON, August 2, 2018 – Clean Comfort 

Indoor Air Essentials has expanded its line of air 
filters for heating, ventilation and air conditioning 
(HVAC) systems.

For media air cleaners, Clean Comfort now of-
fers deep-pleated 4 ½-inch replacement filters, as 
well as an upgraded MERV 13 carbon filter. 

Rated MERV 11, the deep-pleated replacement 
filters can be utilized in AM11 series CleanFit and 
AMB11 builder’s model cabinets. Also, an up-
graded MERV 13 deep-pleated carbon filter is now 
available for all cabinets. The 4 1/inch deep-pleated 
filters are shipped in cases of five.

Clean Comfort has expanded its line of MERV 
8- and MERV 11-rated pleated filters to cover a 
broad range of sizes. The one-, two- and four-inch 
wide filters are now offered in some nominal sizes 
and even custom sizes to fit specific applications.  

For budget-minded applications, a new line 
of Clean Comfort Economy Pleated Filters is now 
available. The pleated filters are available in one- 

and two-inch sizes designed to provide efficient in-
door air filtration with a minimum MERV 6 rating. 

For more information, visit www.CleanCom-
fort.com.

Clean Comfort Indoor Air Essentials 

 

Appion Pro Tip: 
How Do I Cool A Hot 

Recovery Tank?
Recovery jobs taking longer than you’d like? 

Hot recovery tanks slowing you down on the job? 
Peak summertime temperatures can mean painfully 
slow recovery times, but they don’t have to. 

By pumping liquid into the vapor port of an up-
side down recovery tank you avoid the restrictive 
dip tube and can even lower the temperature of a 
hot tank.
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 Whole House dehumidifiers are referred to as 
“ducted.”  That normally means connected to the 
HVAC duct system. But where in the duct system, 
and how?  I’d like to share some new information 
on that topic this month, along with confirmation 
of what I think I already knew.  You might want to 
open up a manual from one of the major manufac-
turers to follow as you read this. 

I’ve known, or at least been fairly certain, for 
several years that the 90ºF./20% rh  discharge air 
from dehumidifiers had best get mixed with the 55 
ºF./saturated (almost) supply air from the AC one 
way or the other to create REHEAT.  The “principal” 
behind vapor-compression dehumidifiers is reheat, 
identified (if not invented) by Carrier 100 years ago 
as arguably the best dehumidification strategy.  But 
the heat in reheat doesn’t do any good if it doesn’t 
warm the supply air.  

That’s just common sense to me, but the re-
search supporting the idea was kind of thin—a few 
lab tests run by a mad scientist: me tinkering in 
my garage.  Now, a new study by Real Scientists 
at Florida Solar Energy Center, FSEC-CR-2038-18, 
June 01, 2018, provides some solid evidence back-
ing up that idea, plus a couple more things I hadn’t 
thought about.

My tinkering caught FSEC’s attention and the 
State of Florida funded a study where they hooked 
up a dehumidifier three different ways, connected 
some instruments, stood back and observed the re-
sults.  First, for a base line or control, they set up 
the DH as an independent system, sitting in the con-
ditioned space, much like a free-standing portable.  
Second, they did the “Preferred Attic Installation” 
from Brand AA’s manual, so-called “return/return:” 
both the inlet and outlet of the DH were connected 
to the AHU’s return duct.   In the third test, the DH 
was ducted much like test #2, but now the DH inlet 
and outlet were connected to the AC supply duct.  
This configuration isn’t in anyone’s installation 
manual.  You might have heard that I’ve been tinker-

ing with this hook-up, and I call it Injection.
What I think FSEC’s investigation found:
Test #1, independent DH system, works pretty 

well.
In return/return, Test #2, the DH/AC combo 

yields less condensate than the AC running by itself.  
Adding the DH actually hurts, not helps.  I knew 
that, no surprise.  What I didn’t know, and FSEC 
found out, was that if the DH continues to run after 
the AC compressor shuts off, that hot dry air evapo-
rating water off the AC coil adds moisture to the air 
stream.  The AC turns into a humidifier, if only for 
15-30 minutes.  Talk about advancing to the rear.

Injection, what I call Test #3, worked the best.  
It crushes return/return; and is moderately better—
about 5%--than an independent DH.

Based upon the FSEC study, I’ve developed 
some new dehumidifier guidelines for use in my 
practice:

Rule #1: Don’t ever connect the discharge duct 
from a dehumidifier to an AC return duct.

Rule #2: Do connect the DH discharge to the 
AC supply duct.

Rule #3: If you can’t follow Rule #2, then set the 
DH up as an independent system.

Rule #Last: If you insist upon return/return, 
lock out the DH when the AC compressor is run-
ning, and for a couple hours after if shuts down.

Now those rules are simple enough, but I’m ig-
noring some annoying details.

Although independent dehumidification sys-
tems do work—a lot better than I thought—they 
concentrate heat, and that can be a deal killer.  It 
always is if you try to use a portable as a permanent 
solution.  It’s going to be a problem for the new wall 
dehumidifiers—will homeowners buy into having 
that hot spot during the cooling season?  You should 
probably install a small, separate duct distribution 
system (that incidentally would distribute ventila-
tion air) to disperse the heat.

I’ve only talked about the dehumidifier dis-

charge duct.  You still need a return duct, and that 
has to come from somewhere—the AC return or a 
separate, dedicated return.  Notice where Test #3 
connected the return: to the AC supply!  Say what?

We still need backdraft dampers at strategic 
locations to prevent air from either device flowing 
backwards when its fan is off.

To make the DH discharge air flow into the sup-
ply duct, it will have to be at a higher SP than that 
duct, typically .50” in the South; and that’s going to 
be difficult if the DH is rated at only .40” SP.  Ask 
your manufacturer how you are supposed to deal 
with that.  But their hands are pretty much tied by 
Energystar—the electrical energy has to all go to 
the compressor, not to the fan.  But that’s another 
story which I will share with you sometime.

Notice what ESP to expect when both DH 
ducts are connected to either the return or the sup-
ply.  That’s right: zero SP.  And that’s probably why 
manufacturer’s “prefer” the return/return connec-
tion—excellent air handling performance, great DH 
performance, but for some reason they fail to men-
tion lousy overall system performance.

In case you haven’t picked up on it yet, I’m a fan 
of how FSEC did Test #3, both sides of the DH con-
nected to the supply duct.  Unfortunately, that hook-
up diagram isn’t in any of the installation manuals.  
So if you follow those particular instructions, you’re 
off the reservation, not following manufacturer’s 
recommendations.  ??

Did I mention that I live “off the reservation?”  I 
do go into town for provisions once in a while.

Once word of the FSEC study reaches Madison, 
WI, where most of our dehumidifiers come from, 
I’m sure the manuals will be updated to reflect their 
findings.  And they will undoubtedly delete the re-
turn/return diagrams.  Right after the NRA comes 
out against owning guns.  Until then, stay tuned.

Andy Ask is a Cape Coral HVAC Engineer and 
Consultant to Ultra Aire Dehumidifiers in Madison, 
WI. 

A recent FSEC Study offers some answers.

HOW SHOULD YOU DUCT A 
WHOLE-HOUSE DEHUMIDIFIER?

article by
Andrew C. Äsk, P.E.

WOMENINHVACR.ORG

Register for your spot before August 1st  
and save with "Early Bird" pricing!

LEARN MORE AT:

Don't miss the Women in HVACR 15th Annual
Conference as we explore: "Defying Gravity" 

Join us for this exciting event as you reconnect
with old friends and network with other women

leaders in the HVACR industry. 
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Why You Should Avoid Low-Quality Refrigerant: 
Replacing a well-known refrigerant with a cheaper 
brand may seem harmless, but that low-quality refrig-
erant can cost you customers, reputation, and equip-
ment damage. 

Low-quality brands are blended without regard to 
AHRI 700 purity standards, which can result in the 
following harmful effects: 

• Bad composition that constricts the accuracy of 
pressure-temperature charts. 

• High moisture that increases chemical breakdown 
and leads to compressor failure. 

• Non-condensables that increase energy usage and 
weaken system performance. 

• Residue and POE oil additives that release con-
taminants from tubing walls and weaken system per-
formance. 

It is essential for customers to understand these 
harmful effects and the risks associated. Buying low-
quality refrigerant that doesn’t meet AHRI 700 purity 
standards not only damages systems, but also leads to 
added costs. 

Distributors risk taking on unknown liabilities 
and a flood of callbacks. Contractors risk losing time 
while troubleshooting system failures or losing cus-
tomers altogether. End-users risk higher energy usage, 
poor system performance, and compromised equip-
ment life. 

That’s why Chemours uses the highest quality 
equipment, techniques, and people to manufacture the 
highest quality refrigerant. 

How Chemours Ensures High Quality—Always 
Our goal is to protect you from the harmful ef-

fects of low-quality refrigerant. Because a Customer 
Centered Approach is at the core of everything we do 
at Chemours. To ensure the highest quality, we manu-
facture our refrigerant to meet AHRI 700 purity stan-
dards. 

These industry-respected standards reduce the 
harmful effects of:  Blend Composition, Moisture,  
Non-Condensables, Residue, Purity, Acidity, Chlo-
ride, and Appearance. 

When a refrigerant meets AHRI 700 purity stan-
dards, its high quality is ensured. That’s why Che-

mours and ICOR International, a wholly owned sub-
sidiary of The Chemours Company, voluntarily invest 
in meeting those standards to put you at ease. Avoid 
buying cheap, low-quality refrigerant. If it doesn’t 
meet standards, then it won’t meet your needs. 

Share this message to warn customers about the 
harmful effects of low-quality refrigerant—the future 
of their business might depend on it. 

For more information on Freon™ refrigerants and 
ICOR products, visit: freon.com and icorrefrigerants.
com. For more information on refrigerants, visit re-
frigerants.chemours.com

The information set forth herein is furnished free 
of charge and based on technical data that Chemours 
believes to be reliable. It is intended for use by per-
sons having technical skill, at their own risk. Because 
conditions of use are outside our control, Chemours 
makes no warranties, expressed or implied, and as-
sumes no liability in connection with any use of this 
information. Nothing herein is to be taken as a license 
to operate under, or a recommendation to infringe, 
any patents or patent applications.  

 Important Industry Warning: 
The Risks of Low-Quality Refrigerant

M- & P- Series Installation Essentials (Day 1)
Description: This 1-day M- and P-Series Instal-

lation Course provides an in-depth discussion of the 
techniques associated with properly installing a sys-
tem. The course focuses on best practices, limitations, 
and manufacturer’s requirements as they pertain to 
wiring, addressing, refrigerant piping, equipment in-
stallation, and refrigerant charge. This course is rec-
ommended for installers.

Course Topics: Installation, System Startup, Ini-
tial Operation, and Diamond System Builder.

The M- and P-Series Installation Essentials 
Course is Day 1.  If you would like to attend the M- 
and P-Series Service Essentials (Day 2) course, please 
register separately for the consecutive course dates.  
These courses are offered at our Mitsubishi Electric 
Training Centers on consecutive days.

Pre-requisite: Not applicable     
Maximum number of Attendees: 13
Target Audience:  Installers of Mini Split Air 

Conditioning and Heat Pump systems.
Hours: 1 Day - 8:30 am – 4:30 pm
Price: $100.00 | CEUs: .8
Attire:  Please do not wear shorts or open-toed 

shoes for safety reasons.
Orlando dates are September 17th (SPANISH), 

October 9th, November 6th, and December 11th

M- & P- Series Service Essentials (Day 2)
Description: This 1-day M- and P-Series Service 

Course is for service and troubleshooting of M- and 
P-Series systems. The concepts and theories of M- and 
P- system operation including a study of the electrical 
and refrigerant circuits are covered in detail.  Addi-
tionally, the resources and techniques to troubleshoot 
M- and P-series systems will be discussed along with 
practical hands-on exercises.  We recommend bring-
ing a laptop computer to the course.

Course Topics: Preventative Maintenance, Tech-
nology and Operation, Functional Overview, and 
Troubleshooting.

The M- and P-Series Service Essentials Course is 
Day 2.  If you would like to attend the M- and P-Series 
Installation Essentials (Day 1) course, please register 
separately for the consecutive course dates.  These 
courses are offered at our Mitsubishi Electric Training 
Centers on consecutive days.

 Pre-requisite: Not applicable     
Maximum number of Attendees: 13
Target Audience:  Service and installation person-

nel of Mini Split Air Conditioning and Heat Pump 
systems.

Hours: 1 Day - 8:30 am – 4:30 pm
Price: $100.00 | CEUs: .8
Attire:  Please do not wear shorts or open-toed 

shoes for safety reasons.
Orlando dates are September 18th (Spanish), Oc-

tober 10th, November 7th, and December 12th.

Advanced M- and P- Series Service Course
Description: This 2-day “Advanced M- and P-Se-

ries Service Course” provides participants with an in-
depth explanation of system components along with a 
breakdown of where they fit within the electrical and 
refrigerant circuits. Check points and common faults 
are identified along with their probable causes and ef-
fects. Emphasis is placed on the sequence of operation 
and system performance during operational modes. In 
addition, participants are presented with the System 
Diagnosis Procedure used to troubleshoot and isolate 
faulty equipment. Using the steps outlined in the pro-
cedure, participants perform both paper-based and 
hands-on exercises to repair faulty equipment. Atten-
dance is limited to 6 participants in order to enhance 
the training and to provide a more in depth interaction 
between the Student and Instructor.

NOTE:  Laptops are required for this training. 

Pre-requisite for the Advanced M- and P-Series 
Service Course: M- and P-Series Service Course (2-
day course)

Maximum number of Attendees: 6
Target Audience: This class is intended for ser-

vice technicians with an advanced level of technical 
knowledge of Mini Split Air Conditioning and Heat 
Pump systems.

Hours: 2 Days - 8:30 AM – 4:30 PM
Price: $595.00 | CEUs: 1.6
Attire for all training courses: Please do not wear 

shorts or open-toed shoes for safety reasons.
Orlando dates are September 12th & 13th

 How to Sign Up for Training

1.	 Go to www.mitsubishipro.com
2.	 Select Main Menu 
3.	 Select Training under Tools 
4.	 Select View All Courses
5.	 Select Classroom and the course from Course 

Catalog.
6.	 Select + cart tab 
7.	 Select Add to Cart for the location, date, and 

time desired.
8.	 Select Proceed to your Cart.
9.	 Select Proceed to Checkout.
10.	 If you have an account with Mitsubishi Elec-

tric, select the Sign In button at the top, if not please 
create your account using the form provided.

11.	 You will receive a confirmation e-mail once 
you have completed registration.

*Class schedules are subject to change.  Please 
verify time, dates, and locations when registering.

 Location of Orlando Training Center:  Mitsubishi 
Electric Trane HVAC US, 8018 Sunport Drive Suite 
209, Orlando, FL  32809. Phone: (407) 459-8144.

 Mitsubishi Electric Trane HVAC US LLC
Orlando Training Center
2018 Training Courses
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 FREE REGISTRATION at AHREXPO.COM

JANUARY 14-16 • 2019
 G E O R G I A  W O R L D  C O N G R E S S  C E N T E R

THE WORLD’S LARGEST HVACR MARKETPLACE

RETURNING TO 

ATLANTA FOR  

THE FIRST TIME 

SINCE 2001!

 †  2,100+ Manufacturers & Suppliers from all over the world 

†  60,000+ Attendees representing every facet of the industry 

†  ASHRAE Winter Conference held alongside the Show

†  Robust Education Program including for-credit courses
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WHAT YOU’LL SEE

Miami North (T-1) Tampa East (T-15)

Ft. Lauderdale North (T-2) Tampa West (T-16)

Miami South (T-3) Orlando (T-17)

Ft. Lauderdale South (T-4) Jacksonville (T-18)

West Palm Beach (T-5) Daytona Beach (T-19)

Ft. Pierce (T-6) Sunrise (T-20)

Mid Miami (T-7) Tallahassee (T-21)

Ft. Myers (T-8) Ocala (T-22)Naples (T-10) Port Charlotte (T-12)

Home Office (Sunrise)

Delray Beach (T-9) St. Petersburg (T-23)Cape Coral (T-11) Sarasota (T-14)
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 Gemaire Ladies Night Out was an all womens 
event which took place on Thursday, the 30th of 
August from 6:30 pm to 8:30 pm at BRIO Tuscan 
Grille in Hallandale’s Gulfstream Park. 

Gemaire Ladies Night Out gave Gemaire’s 
women industry partners a chance to unwind from 
their busy week and network with other women 
professionals. Gemaire is pleased to show appre-
ciation to all the women professionals who support 

Gemaire on a day to day basis. Ladies Night Out is 
an excellent way to show hospitality by serving the 
ladies who help to make it happen. 

The initiative was founded by Kristina Poakeart, 
Gemaire Distributors’ Marketing and Analytics Di-
rector. “Since this is a male-driven industry, we 
plan a lot of events around their favorite activities; I 
wanted to highlight the women that play such a key 
role in this business and that many times are the de-

cision makers. Our aim is to show our appreciation 
by providing a venue where they could exchange 
ideas, grow their business and learn from other sub-
ject matter experts.”

Gemaire Ladies Night Out event was also spon-
sored by Rheem Manufacturing Company, a leader 
in the HVAC industry, providing the highest per-
formance in commercial and residential heating and 
cooling systems.

Everyone had a great Ladies Night Out!
Relaxing with a beverage, enjoying delicious food, 

and talking with other industry women

JoAnn Pinna and Tina Flowers
of Master Mechanical 

Ladies Night Out At Brio Tuscan Grille 
The Village at Gulfstream Park - August 30, 2018 

 Tammi Tolley, Shawn Meredith, Ana Rodriquez, 
and Maria Saavedra of Gemaire

 Women representatives from Gemaire 
and Rheem gather for a group photo

 Kristina Poakeart, Maria Saavedra, and 
Elizabeth Quinn of Gemaire welcome

everyone to the Ladies Night Out event

 The first Gemaire Ladies Night Out
was a big success!

 Elizabeth Quinn, Maria Saavedra, and
Kristina Poakeart of Gemaire, with

Marsha Jones of Jones Air Conditioning

 Christina Alvarez of Weathershield Air Conditioning
Sandra Falero of Daily Air Conditioning

Caudalie gave skincare tips and samples 
for the ladies to try

 

 Daniela Labory and Lilian Florez
of SMC Air Conditioning

Aymet Perez and Mercedes Febles 
of Kingdom Air Conditioning,

with Elizabeth Quinn of Gemaire 

Luisa Vesga of VMECH Mechanical, Audry Dunn
of 24 Hour Air Service, Milagros Torres

and Elvira Castano of Gemaire

 

  

 COLUMBUS, Ohio, August 30, 2018– Heat-
ing, Air-conditioning & Refrigeration Distribu-
tors International (HARDI) released its monthly 
TRENDS report, showing average sales for HARDI 
distributor members increased by 15.4 percent in 
July 2018.

The average annualized growth for the 12 months 
through July 2018 is 7.6 percent. 

“This is a positive report in a seasonally im-
portant month,” said HARDI Market Research & 
Benchmarking Analyst Brian Loftus.  “The 15 per-
cent was helped by an extra billing day and easy 
prior year comparison.  We estimate the gain was in 
the 10 percent to 11 percent range if adjust for the 
extra billing day.”

“The results this summer reflect the healthy 
and stable economy,” Loftus continued.  “After 94 
consecutive months of job growth, consumer con-
fidence is coasting at a very high level consistent 
with a high level of replacement activity.  It is sad 
to realize the last time unemployment was this low 
was also the last time our government was generat-
ing a budget surplus.”

Days Sales Outstanding (DSO), a measure of 

how quickly customers pay their bills, spiked up 
with the strong sales this past spring. The action 
was temporary, and the DSO is back to normal for 
this time of year near 44 days.

HARDI members do not receive financial com-
pensation in exchange for their monthly sales data 
and can discontinue their participation without pri-
or 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 as-
sociated with the HVACR industry.

HARDI (Heating, Air-conditioning and Re-
frigeration Distributors International) is the single 
voice of wholesale distribution within the HVACR 
industry.

 HARDI Distributors Report 15.4 Percent 
Revenue Increase in July
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Florida Air Conditioning 
Apprenticeship Graduation  

August 2nd, 2018

James Boyette, Brendon Brown, Henry Florian Jr, 
Joseph Galavage, Antonio Graziano lll, Cornelius 

Guinchard, Jose Guzman, Christian Heil, 
Leinathan Irizarry, Todd Johnson, 

Christian LaBrooy, Vincent Lambroia

 Rhonda Hutchison of FACCA, Pam Ripple and
 Carissa Dumig of PBACCA welcomed 
everyone to the graduation ceremony!

Ken Hartwig of Palm Beach State College
acknowledged all of the instructors   

Christian Heil, Emily Gardner,
Cornelius and Colette Guinchard

FACAA Program Director and PBACCA
past President Steve Sparks spoke to

the graduates and attendees

Keynote Speaker, Mayor Anne Gerwig of the Village of 
Wellington, discussed the importance of working hard, 

being proud, and giving back to your community  

The Florida Air Conditioning Apprenticeship 
Association (FACAA), in conjunction with the 
Palm Beach Air Conditioning Contractors Asso-
ciation (PBACCA), honored 28 2018 graduates at 
a banquet held on August 2, 2018 at The Embassy 
Suites in West Palm Beach, Florida. 

More than 120 instructors, employers, friends, 
families and other industry members attended the 
event to congratulate the graduates and celebrate 
with them. FACAA Program Director and past 
PBACCA President Steve Sparks and FACAA Com-

mittee Members hosted the banquet, which began 
with the PBACCA General Membership Meeting.

Steve congratulated the graduates for their 
commitment, thanked their families for the sacri-
fices they endured and recognized the sponsoring 
employers for enabling the students to participate 
over the past four years.

Keynote Speaker, Anne Gerwig, Mayor of the 
Village of Wellington, discussed the importance 
of working hard, being proud, and giving back to 
your community. Mayor Anne Gerwig also issued a 

challenged the graduates to say “Thank You” to all 
the people who helped them along the way!

Kent Hartwig, Program Coordinator from Palm 
Beach State College, introduced the instructors and 
Steve Sparks presented the graduates and presented 
their certificates along with gifts from Tropic Sup-
ply and the Florida Refrigeration and Air Condi-
tioning Contractors Association. 

 Steve reminded them of the PBACCA Maury 
Jacob Scholarships that is available to assist all mo-
tivated students.

Jim Pickard, Kelly McCann, Steve Rimel of PBACCA, 
Dave Hutchison, and Chris Rhodes of CMI 

 Ken Hartwig, Tammi Aldrich,
Mayor Anne Gerwig, and Alan Gerwig 

John C. Cassidy Air Conditioning had the
largest company attendance for the graduation!

 Tricia Mesmer, Gary Wellington (graduate)
and Pat Mesmer of TWC Services

Dave Hutchison of CMI, Trish Alfele of 
RGF Environmental, and Todd Johnson (graduate)

Mark Carlson, Christian LaBrooy (graduate),
and Terry Spangler of License To Chill 

Rob Mayhew, Tropic Supply and Steve Sparks, FACCA, 
present the Graduate of the Year, Steve Scarlett, with 
an award from Peter Montana, Florida HVAC Insider

 Brandon Manderville, Reinaldo Martinez, Kiernan Moran, 
Travis Nickolus, Wilfredo Nieves, Joe-Michael Rodriguez, 
Nelsy R Rodriguez, Steven Scarlett, Osvaldo ValezLopez, 

Gary Wellington (absent Brandon Briganti, Christian
Davis, Aaron Dea, Mike Harlan, Nick Melice, Zach Sousa)

Adrian Butner receives a scholarship
for her fine achievment in the industry!
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Bosch Thermotechnology Corp. 
Partners with Local University 

Capstone Program
Watertown, Mass., July 18, 2018 – Bosch Ther-

motechnology Corp. sponsored three students en-
rolled in the University of Rhode Island’s (URI) 
Electrical and Computer ELECOMP Capstone De-
sign Program for the 2017-2018 school year, a course 
that promotes collaboration between senior-level en-
gineering students and industry sponsors to design, 
build, program and test solutions to real-world prob-
lems. 

The Bosch ELECOMP project’s purpose was to 
investigate ways to extend and improve the lifespan 
of HVAC products. The students analyzed and re-
viewed the components of Bosch’s Inverter Ducted 
Split Air Source Heat Pump and Packaged Water 
Source Heat Pump, with the goal of improving future 
HVAC system design through their insights. The as-
signment included hardware and electrical tasks, as 
well as firmware, software and computer tasks. 

The Bosch technical directors supporting the 
project included Jerry Huson, controls engineering 
group manager and Mike Caneja, IoT product man-
ager. The consulting technical director was Mike D. 
Smith, founder and principal designer at Bold Cir-
cuit LLC. 

“As a URI alumnus who participated in the 
ELECOMP Capstone Design program, I speak from 
experience when I say these projects are valuable for 
both parties,” Caneja said. “The next generation of 
engineers gain hands-on experience, and the fresh 
ideas from these up-and-coming technicians give us 
new perspectives to help drive innovation.”

The project culminated in April 2018, when 
the students presented a working prototype at the 
University of Rhode Island’s ELECOMP Capstone 
Summit 2018. The presentation also included other 
key accomplishments from the project such as the 
development of their hardware and software specifi-
cations, as well as the implementation of those speci-
fications into their working prototype. 

“This successful partnership with the University 
of Rhode Island spurred collaboration between stu-
dents and Bosch technical directors on a meaningful 
project for the HVAC industry,” said Goncalo Costa, 
director of air conditioning at Bosch Thermotech-
nology. “Bosch’s new Watertown headquarters is lo-
cated in a major hub for higher education, and we’re 
looking forward to partnering with more universities 
in Boston and the central New England area.” 

AHRI Supports Nomination of William 
Cooper as DOE General Counsel

 Arlington, Va. — In a letter sent today to the 
Chairwoman and Ranking Member of the Senate 
Energy and Natural Resources Committee, the Air-
Conditioning, Heating, and Refrigeration Institute 
(AHRI) urged support for President Trump’s nomi-
nee, William Cooper, to serve as General Counsel to 
the Department of Energy. 

Noting that AHRI works closely with DOE on en-
ergy efficiency standards and performance certifica-
tion, AHRI Sr. Vice President of Policy and Govern-
ment Relations Joe Trauger stated that AHRI “...would 
welcome Mr. Cooper’s leadership at the Department 
and looks forward to working with him closely....” 
Trauger noted that Cooper “clearly has a deep under-

standing of energy policy and the regulatory process 
under which it is implemented,” owing to his service 
as a senior staffer to two House committees with en-
ergy jurisdiction.

AHRI has a longstanding, close relationship with 
the Department of Energy, an agency that maintains 
federal energy efficiency standards for many of the 
products and equipment manufactured by its member 
companies. The association administers a comprehen-
sive performance certification program through which 
independent, third-party laboratories test equipment 
to ensure it meets federal minimum energy efficiency 
standards and performs as advertised by the manufac-
turer.

Emerson Releases 
the Top States 

to Work in HVACR
 HVACR contractors looking for plentiful job 

opportunities, high salaries, available training and 
large numbers of service calls should head to Ohio or 
California, according to a list of top states to work in 
HVACR compiled by Emerson.

Ohio tops Emerson’s list with more than 1,400 
certified technicians, a competitive median salary, 
almost 9,000 openings, and eight accredited trade 
schools. California comes in second but tops the list 
when it comes to number of open positions (22,000), 
certified technicians, and the highest hourly wages.

“I got interested in HVACR in high school and 
have been fortunate to build a career and a successful 
business here in Ohio. There are tremendous opportu-
nities in a state like Ohio with both heating and cool-
ing seasons and I enjoy the opportunity to meet new 
customers and new people every day. This is a great 
trade for young people who are looking for a chal-
lenge; the opportunities are endless right now,” said 
Kevin Turner, President, Comfort Air Solutions

Emerson lists Illinois as the third-best place to 
work for the highest median average salaries along 
with having five accredited trade schools and over 
8,000 current openings. Texas ranks fourth and Flori-
da ranks fifth for their number of openings and certi-
fied technicians. The list also names Oklahoma, Colo-
rado and New York to its top 20 highlights for their 
accredited trade schools, salaries and open positions.

“There is an increasing demand for highly skilled 
HVACR professionals, especially with a retiring work-
force,” said Becky Hoelscher, director of AC after-
market sales for Emerson Commercial and Residential 
Solutions. “The importance of valuable training and 
the number of job openings is soaring. Our data reveal 
where contractors can find these great opportunities.”

Emerson’s ranking draws on HVACR salary and 
future employment data from the U.S. department of 
Labor; trade school locations recognized by the Part-
nership for Air Conditioning, Heating, Refrigeration 
Accreditation; heating and cooling degree days cal-
culated at DegreeDays.net; residential home values 
from Trulia, certified contractors by state from North 
American Technician Excellence (NATE) and cur-
rent openings from HVACR Workforce Development 
Foundation. 
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“THE DUCT-FREE ZONE”  
 By Gerry Wagner, Vice President HVAC Technical Training

Tradewinds Climate Systems

 I have a little fun with the fact that most invert-
er mini splits come from the Asian markets, Japan, 
Thailand and China for example. In my training 
events, I will tell my audience that I’m going to let 
them in on a BIG secret…one that my employer and 
the host distributor doesn’t want me to expose…I 
build it up so my audience thinks I’m about to di-
vulge something unseemly or scandalous!

What I then tell them is that the GREE mini 
split product comes from China. I get a bit demon-
strative and say, “can we get over this please?”

Hey look…when I was a kid, a product com-
ing from Japan or China was not considered a good 
thing. Products produced in the Asian markets back 
in the 60’s and 70’s were considered inferior…and 
frankly, many times they were.

Many of you know that I have two passions out-
side of my work…cars and guitars!

My sister, after graduating from college and 
securing her first post-graduate job, purchased a 
brand new 1972 Datsun 1200. I was eleven years old 
in 1972 but already a bonafide motorhead! I have 
to tell you, I thought she was NUTS! Why would 
anyone buy a Japanese car? My perception of Japa-
nese cars at the time was not positive…and I’m be-
ing polite!

Guitars originating from the Asian markets had 
the same stigma. Sears & Roebuck and Montgom-
ery Ward, catalog distributors back in the day, sold 
guitars under the Silvertone name that were actu-
ally made by Teisco or Kawai of Japan. No real as-
piring guitar-god back in the 70’s wanted anything 

less than an American made Fender or Gibson!
Last month I had the opportunity to travel to 

Zhuhai, China and visit the GREE Electric Appli-
ance Company, the people who make the GREE 
mini split product.

I have to admit, before leaving for the trip I had 
some preconceived ideas of what I would see there 
that date back to my elementary education in Cath-
olic grammar school. Let’s just say what the nuns 
taught me back in the day about China was less than 
complimentary…again, I’m being polite.

I have been to many manufacturing facilities 
here is the US…mostly hydronic product produc-
tion facilities like boiler foundries and most of them 
are typical in their appearance and function. The 
GREE campus…and that’s what it is…a campus, 
was anything but typical!

The production line was absolutely antiseptic…
when someone says, “it was so clean you can eat off 
the floor, well, it applies to the GREE factory!

Cleanliness is nice, but quality is how we will 
ultimately judge a product and I have been a fan 
of the GREE product long before I ever became a 
trainer for their product here in the US. Now, after 
witnessing for myself, the attention paid to design, 
production and quality of the GREE product, I am 
further convinced of its superiority.

I posted some pictures of the GREE facility on 
LinkedIn…just go to my LinkedIn profile where it 
says ACTIVITY and click on SEE ALL and then 
scroll down until you see the pictures of the produc-
tion line. That post along with the post just below 

it, a picture of me with Madame Dong Mingzhu, 
Chairwoman of GREE, have been viewed more 
times than any other of my posts…and indication to 
me that I’m not the only one impressed with what 
I saw.

…and lets not ignore the fact that GREE is run 
by a woman! A company with sales in 2017 exceed-
ing 22 billion US dollars, ranked #294 by Forbes 
Global 2000 Companies…is run by a woman! Pret-
ty progressive for any country, nonetheless China!

GREE’s mantra is “made in China, loved by the 
world.” You know what? I think they are right!

Takamine Guitars, named for Mount Takamine 
in Sakashita, Japan have become some of the most 
respected and widely played acoustic guitars on the 
planet.

Nissan and Toyota have become two of the 
highest selling car companies worldwide.

…and inverter mini splits made by Fujitsu, Pan-
asonic and Daikin of Japan as well as GREE and 
Midea of China have become recognized as some 
of the highest quality, technologically advanced, 
climate control products in the world!

I’m sorry Sister Mary Ellen, but the times, they 
are a changin’…

ABOUT THE AUTHOR: Gerry Wagner is 
the Vice President of HVAC Technical Training 
for Tradewinds Climate Systems. He has 38 years 
in the HVACR industry working in manufactur-
ing, contracting and now training. You can contact 
Gerry by email: gwagner@twclimate.com and also 
please visit our website: www.twclimate.com
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 The SFACA August Program Meeting was held 
on August 1st at 6 p.m. at the Sheraton Suites in 
Plantation. This Program Meeting was the Annual 
Inspector Panel. This always popular annual forum 
is designed to encourage dialogue between city and 
county inspectors and contractors regarding areas of 
mutual concern and interest. From UV painting of 
copper lineset insulation, to wind load tie downs of 

condensing units, many questions were answered at 
this meeting. 

The SFACA September Program Meeting will 
be held on September 5th at 6:00 p.m. at the Sheraton 
Suites in Plantation. This Program Meeting will be on 
Refrigerants – Who Knows What Is Happening? Con-
fusion reigns on what’s in and what’s out and where we 
are heading when it comes to refrigerants. The experts 

even find it difficult to untangle the refrigerant web. 
SFACA has invited one “in the know” expert to give 
attendees insight into refrigerant changes and what 
to expect in the near future. The program speaker is 
Rob Howard, Jr., President, E.V. Dunbar Company. 
Also included -Unfair Competition Update: SFACA is 
rolling out its campaign to fight utility intrusion into 
Florida HVAC, Plumbing and Electrical businesses.

 Ernesto Juarez of Innovative Cooling, Volph LaFortune 
and Orlando Palacios of Noland/WinSupply 

 Julian Posada, Angela Martinez, 
and Larry Kadotti of Cool Air USA

SFACA August Program Meeting
Annual Inspectors Panel

  Cindy Cabeza, Gorman Rasmussen, Jim Schaefer,
Anthony Pascucci, and George Wallace of York Source 1

Chuck Del Vecchio, Joe Zvolenski, Eric Barnett, 
Juan Pavetti, and Ismael Valle of Tropic Supply 

 Pablo Lopez, Anjanette Ferreira, Paul Mynatt, 
and Mel Velez of Carrier Enterprise

 

Andrew Carpenter and Michael Lonis
of Mainstream Engineering 

 Fred Stoeger, Greg Kijanka, Tony Palacios,
Amador Barzaga, Mario Montero, Rolando Soto,
and Alex Hernandez were on the Inspector Panel

Tony Palacios of CGS answers a
question from a SFACA member  

 Nelson Hernandez of Jascko, Ed Abreu of Baker
Gorman Rasmussen of York Source1, Jay Lipsey of 

McCombie Group, Gregg D’Attile of Art Plumbing & AC

On August 4th, 2018, Bob, age 84, passed away 
in the comfort and company of family by his side. 
Bob was diagnosed with Lymphoma Cancer earlier 
this year and fought a courageous battle to the end.

Bob was born on September 24th, 1933 in 
Washington D.C. His familylater moved to Balti-
more, Maryland and then to 
St. Petersburg, Florida.

Bob is survived by his 
sister Janet Ferrell and three 
sons; Robert C. Rinaldi, 
Ronald V. Rinaldi and Rus-
sel E. Rinaldi. 

He is also survived by 
three daughters-in-law; 
Shelly Rinaldi, Denise Rin-
aldi and Linda Rinaldi. Bob 
has eight surviving grand-
children; Tiffany, Jennifer, 
Cory, Samantha, Hunter, 
Sabrina, Dakota and Mon-
tana, He also has two sur-
viving great grandchildren; 
Jayden and Adalynn. 

Bob’s passing was preceded by his wife, Diane 
Irene Rinaldi and daughter, Sharon Janet Rinaldi.

Bob was a Navy Veteran and served in Korea 
and Japan from 1951 until honorably discharged 
after a four-year term in 1955. Bob then became a 

firefighter for Kennedy Space Center for 30 years. 
During that time, he co-founded Rinaldi’s Heating 
and Air Conditioning with his wife Diane in 1969. 
Bob and Diane retired from Rinaldi’s Air Condi-
tioning in 1995 and left oldest son Robert “Bobby” 
Rinaldi in  charge.

Bob was an avid sports-
man and enjoyed hunting, 
fishing, diving and anything 
related to the outdoors.
During his long life of 84 
years, Bob had many ac-
complishments including 
obtaining an Air Condi-
tioning Contractor License, 
a Captains License and a 
PADI Diver’s License. 

Bob enjoyed teaching 
hunter safety courses and 
served on several Boards 
fulfilling many positions 
throughout his life.

Bob and Diane settled in 
Homosassa on the West coast of Florida to finish 
out their remaining years fishing and scalloping.

Dad, “Grandpa”, Captain Bob will be remem-
bered by many family members, friends, employ-
ees, suppliers, co-workers, customers and neigh-
bors. 

In Loving Memory
Robert “Bob” Vincent Rinaldi

1933 - 2018

 HARDI Expands Team 
With New Senior 

Membership & Sales 
Representative

 HARDI has expanded its Membership & Sales 
team with the hiring of Senior Membership & Sales 
Representative Justin Clary.  

“We are very excited have Justin join the HARDI 
team,” said Director of Marketing & Sales Chris De-
Boer. “He will be a great asset to the association and 
will help us continue to advance relationships with 
our current members and pursue reputable potential 
members. Justin has a background in establishing, 
building and maintaining relationships, and will be a 
perfect fit for this newly created position within our 
membership team.”

Clary will be assisting in the restructuring of 
HARDI sales and service offerings to membership.  
This is part of HARDI’s commitment to provid-
ing distributors with products/services that maintain 
them as the channel of choice between supplier manu-
facturers and contractors.

“This is a fantastic organization that I am happy 
to be a part of,” said Clary. “I look forward to work-
ing with HARDI members to improve and expand our 
services and resources for HVACR distributors.”

Clary graduated from The Ohio State University 
in 2017 with a bachelor’s degree in Business Admin-
istration. He was the Marketing Coordinator for an 
international car wash group prior to joining HARDI.

“Justin excelled in his previous position that was 
focused on building relationships, finding new ways 
to grow the business, and learning how to best help 
profit center leaders,” said CEO Talbot Gee.  
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Celebrating 40 years, the Southeast Building Con-
ference (SEBC), hosted by the Florida Home Builders 
Association (FHBA), is the largest building indus-
try trade show in the southeast. As the premier trade 
event, the SEBC includes outstanding educational 
programs featuring two days of hard-hitting seminars, 
networking opportunities, round table discussions and 
industry briefings.

The 2018 SEBC was held on August 16 & 17 at 
the Gaylord Palms Resort in Kissimmee Florida The 
SEBC Expo and Education Show featured various 
networking opportunities, professional development, 
and continuing education for anyone and everyone 
working in the building industry.

“We are proud to celebrate this milestone with a 
sold-out show,” says Drew Smith, SEBC Committee 

Chairman and Chief Operating Officer of Two Trails 
Sustainable Building Consultants, Florida. “It’s amaz-
ing to know that what started as an idea over 40 years 
ago, has grown to become one of the most sought after 
industry events in the Southeast.” 

In addition to a sold out expo hall, attendees have 
access to over 60 hours of education provided by in-
dustry leaders. 

 Juan Quintana of Florida DBPR speaks
with a SEBC attendee

 Kevin Suarez, Tim Sarko, Gwen McCord, 
Jason Kaleta, and Joseph Jones of Lennox

Southeast Building Conference Show 
Gaylord Palms Resort & Convention Center

Rob Howard, Robert Rickman, and Jeff Blomstrom
of Mitsubishi Electric Trane HVAC US LLC 

 Chris Galvin of Bosch, Steve Huelsman
of The McAllister Group, and 

Michael Chaput of Bosch

 Bob Williamson of Southern Air Concepts,
Rafael Munhoz and Marcelo Munhoz of Sicflux,

and John Hicks of Southern Air Concepts

 Sam Myers of Retrotec, Joe Nahoun of Duke Energy,
and Kirsten Richnavsky of Retrotec

 Damon Holditch, Tyler Jones, Felicia Reynolds, 
David Lucas, and Curtis Unger of Carrier Enterprise

 John Monagle of Delta Electronics
showing the new LED Bath Fan

 Anthony Pierce and Paul Millard
of Broan NuTone
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BDR Celebrates 20th 
Anniversary

SEATTLE, Washington, August 8, 2018 – 
Business Development Resources (BDR), a leading 
provider of business coaching and training services 
for HVAC and plumbing contractors in the United 
States and Canada, is proud to announce its 20th 
anniversary. BDR helps customers increase the 
profitability and efficiency of their businesses to 
prime by offering a variety of personalized coach-
ing and training services tailored to the needs of 
contractors, distributors, and manufacturers.

Founded in 1998 by Bruce Wiseman and Barry 
Burnett in Seattle, Washington, BDR has empowered over 1500 clients with the 
industry expertise and information needed to drive profit and growth in their busi-
nesses. “We have passionate heartfelt caring for all of our clients,” said Barry Bur-
nett, BDR Co-Owner and Training Leader. “We will do anything in our power to 
help them succeed.”

“There are no shortcuts in business,” said Bruce Wiseman, BDR Co-Owner 
& Company President. “We provide our clients with proven, time-tested strategies 
that work for all those involved in the contracting supply chain: Manufacturer, 
Distributor, Dealer, and Homeowner.” 

Twenty years in, BDR and affiliates have grown to 90 employees located 
throughout the United States and Canada, including 25 coaches and 12 trainers. 
This collection of top talent possesses unrivaled industry experience. 

“One of our core values is teamwork,” said Wiseman. “It is reflected in the 
quality of classes that we offer, the service we provide in our coaching programs, 
and our culture as a whole. We recognize that no one person’s efforts are enough—
it takes the collaboration of people, skill, and inspiration to get the job done. We are 
stronger because of our team.” 

BDR provides personalized coaching focused on profitability, structure, ser-
vice, sales and labor management. Currently BDR hosts 200+ business training 
classes annually with 25+ different classes to offer. BDR presents specialized 
workshop-style curriculum through BDR University, offered regularly in Seattle, 
Phoenix, Atlanta, Dallas, and Raleigh. This year close to 1,000 attendees will de-
scend on Seattle for Profit Launch.  In its 14th year, Profit Launch is BDR’s industry 
leading business planning workshop.  Attendees leave with their very own com-
pleted five-year business plan. 

For more information on BDR coaching and training programs, visit  www.
bdrco.com.

You don’t
have to do this
to stand out.
Just get NATE-Certified.

Follow our clear path to
HVAC success in four easy steps.

	 	 !
  0–6 months
  experience: Take the
  Ready-to-Work Test

	 	 @
	 	 6–12 months
  experience: Take the
  HVAC Support Test 

	 	 #
  2+ years experience:
  Get NATE Certified—Take the
  Core & Specialty Test(s)

	 	 $
  5+ years experience:
  Take the Senior Level
  Efficiency Exam 

If you are a technician or manager 
in the HVAC business and you want an edge 

on the competition, take a step up with 
North American Technician Excellence (NATE). 
NATE is the leading certification organization 

in the HVAC industry. Each year our
certification program offers a clear path to
success for more than 30,000 technicians.

  877-420-6283        natex.org        asknate@natex.org

New HUD Rule Requires 
International Code Council 

Certified Inspectors 
For Homes With 

FHA-Insured Mortgages
Washington, D.C. – The U.S. Department of Housing and Urban Develop-

ment (HUD) issued a new rule that requires lenders offering Federal Housing Ad-
ministration (FHA) backed mortgages to use International Code Council certified 
inspectors in certain instances. HUD had previously required that lenders choose 
from a limited roster of inspectors that it managed internally. Its new approach 
now relies on the certification program developed in the private sector by the Code 
Council which supports building safety professionals throughout North America.

The HUD regulation requires the use of ICC-certified Residential Combina-
tion Inspectors (RCI) or Combination Inspectors (CI) for new construction as well 
as structural repairs and renovations of existing properties where the local juris-
diction does not provide building code enforcement and requisite documentation. 
These ICC inspectors are certified in residential building, plumbing, mechanical 
and electrical disciplines. Through this new rule, HUD eliminated the roster as 
unnecessary given the work the Code Council has done to standardize codes in the 
U.S. through ICC’s International Residential Code and the “rigorous set of exami-
nations” ICC administers as part of its certification process.

The Code Council’s certification program is the oldest, largest and most pres-
tigious credentialing program for construction code administration and enforce-
ment professionals in the U.S. ICC certification examinations are maintained to the 
highest standards and include continuous review by committees of experienced 
industry professionals. Candidates can take their exams online at their convenience 
at work or home through the Proctored Remote Online Testing Option (PRONTO) 
or in many locations across the U.S.

Two of the exams that make up the RCI and CI designations are currently 
listed in the Credential Registry, a groundbreaking database of credentials founded 
in 2014 by Workcred. This registry works with a wide-range of entities, including 
associations, universities, schools and the military, to provide the most up-to-date 
information about the top credentialing opportunities in the U.S.

“The new HUD rule illustrates the importance of the public and private sectors 
working together to promote government efficiency, to modernize our regulatory 
system and to reduce cost,” said Code Council Chief Executive Officer Dominic 
Sims, CBO. “We applaud HUD’s leadership and its recognition of the Code Coun-
cil’s highly-respected certification program.”
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Iraq War Veteran and His Family 
Get Some Cool Help from Goodman

INDEPENDENCE, Missouri, August 2018 – 
An unsung U.S. Army private who suffered count-
less head traumas during the Iraq war – leaving him 
with permanent, deafening ringing in his ears – is 
living more comfortably now that Goodman and lo-
cal HVAC dealer Climate Control installed a new, 
energy-efficient Goodman brand heating and cool-
ing system in his family’s home.

Casey Harrison, his wife Crystal and their 
three daughters were living in an Independence, 
Missouri home in need of repairs before getting a 
Military Makeover from the eponymous Lifetime 
Network reality television show. For the past two 
years, Goodman has partnered with local HVAC 
dealers to support Military Makeover by installing 
energy-efficient HVAC systems in veterans’ homes.

Harrison – who drove the lead convoy vehicles 
assigned to identify enemy bombs – and his team 
were among the first ones hit if a nearby IED det-
onated or gunfire rained down from enemy com-
batants. Living through repeated, close-proximity 
explosions and powerful shockwaves, Harrison suf-
fered innumerable head traumas during his tours of 
duty, leaving him with relentless ringing in his ears. 

“It’s like someone is playing the high notes on a 
flute, except the person 
doesn’t know how to 
play the flute, and it’s all 
the time, it never stops, 
and it’s deafening,” 
Harrison explained.

To hold day-to-day 
conversations, Harrison 
wears a special hearing 
device that helps drown 
out the ringing. And 
like many veterans, he 
battles the effects of 
PTSD, hurting his abil-
ity to do tasks most take 
for granted, like an-
swering a cell phone. 

His home was an-
other challenge. The 
exterior was never 
sealed properly. Win-
dows leaked, making it 
difficult and costly to 
keep the home heated 
and cooled. Meanwhile, 
Harrison and two of his 
stepdaughters suffer 
from severe allergies 
that can be exacerbated 
by an improperly sealed 
home. 

Now Harrison and 
his family have a newly 
updated home, thanks 
to Military Makeover, 
plus far better indoor 
comfort, courtesy of 
Goodman and Climate 
Control.

“We are proud to 
help Casey Harrison 
and his family tackle 
the challenge they faced 
to heat and cool their 
home,” said James Par-
son, owner of Climate 
Control. “By working 
with Military Make-
over, we try to offer a 
helping hand to veter-
ans like Casey that have 
sacrificed so much to 
serve their country.”

Military Makeover 
on Lifetime Network is 
a mini-series dedicated 
to helping veterans and 
their loved ones. Each 
episode brings together 
HVAC contractors, de-
signers, landscapers and 
other home renovation 
experts to transform the 
homes and lives of mili-
tary families in need. 
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RectorSeal’s 
Acid-Away®, the 

HVAC Industry’s First 
Acid Neutralizer, 
Now in an Easy, 

Time-Saving Injector
RectorSeal®, Houston, the 

originator of Acid-Away® , the 
HVAC industry’s first acid neu-
tralizer for refrigerant systems, 
now introduces Acid-Away® 
PRO the new, quick and easy 
all-in-one injector for elimi-
nating acid in residential and 
commercial refrigeration and 
air-conditioning systems. The 
Acid-Away PRO injector in-
cludes a 1.5-ounce dose of the 
same trusted Acid-Away for-

mula that service technicians have used for more than 
two decades to eliminate and prevent refrigeration 
system acid formation. 

The six-inch-long (152-mm) Acid-Away PRO in-
jector consists of a 1.5-ounce (44-ml) copper reservoir; 
a high side 1/4-inch (6-mm) standard brass connection 
fitting and a low side 1/4-inch low-loss Schrader valve 
brass connection fitting designed to protect the service 
technician’s hands from frostbite and the environ-
ment from escaped refrigerant. The recyclable injec-
tor simplifies and expedites usage versus the original 
Acid-Away bottle/funnel method. Unlike the original 
Acid-Away, which was offered in both mineral oil and 
polyolester (POE) versions, Acid-Away PRO has been 
reformulated for all refrigeration oils. 

Versus most competing products, which are de-
fined as scavengers that attach to acid molecules for 
entrapment in the system’s filter drier, Acid-Away 
PRO chemically changes acid into a neutral, non-cor-
rosive substance that doesn’t attack metals or cause fu-
ture compressor motor burnouts. Unlike scavengers, 
Acid-Away doesn’t deplete filter/drier capacity, which 
potentially leads to premature filter/drier replacement 
callbacks.  

While Acid-Away Pro is designed for compressor 
burnout system cleanup, it’s also an excellent preven-
tative maintenance treatment for systems with a his-
tory of acid build-up. Two other RectorSeal products 
complement Acid-Away PRO: Acid Detector™ acid 
test kit; and the Turbo-Kleen™ Starter Kit for clean-
ing burnout residual from system components.

Other features of the 
Acid-Away PRO include: 

· OEM approval by 
Trane, Bristol and sev-
eral other equipment 
brands prove there are no 
harmful effects to system 
components, compressor 
parts, oil or refrigerant; 

· Doesn’t require re-
placing filter/drier be-
yond periodic replace-
ment schedules;

· Reformulation for all 
refrigeration oils results 
in only one inventory 
sku. 

· Prefilled applicator 
minimizes introducing 
moisture and air into the 
system;

· Available to HVAC/R 
wholesale distributors 
in countertop cases of 
12-units, each which 
have a peg hole for op-
tional displaying on wall 
pegs. 

For additional infor-
mation on Acid-Away 
PRO or other HVAC/R 
products and tools from 
RectorSeal, visit www.
rectorseal.com or call 
800-231-3345.

Through new-to-world 
EXO360™ Blade Technology, 
these tape measures feature 
the longest-lasting blade that 
is both rip and wear resistant. 
This technology is combined 
with a fully reinforced frame 

and impact-resistant overmold. “Milwaukee® tape 
measures set the standard beginning in 2013 by de-
livering extraordinary durability and longest life to 
the industry. This year we are taking durability to the 
next level and addressing the most common and un-
solved user issue: tape tear. Tape measure blades tear 
on the jobsite for various reasons including fast retrac-
tion, whipping, jobsite contaminants, and more,” said 
Brandon Miller, Director of Product Marketing for 
Milwaukee Tool. “STUD™ was designed  to solve the 
issue of tape tear through the first ever technology that 
protects the blade from ripping and wearing. With this 

new technology, we have also increased the abrasion 
resistance by 10X of what we offer today so the num-
bers won’t wear out.”

Milwaukee developed EXO360™ Blade Technol-
ogy to ensure optimal blade performance and resis-
tance to ripping and wearing. This strong, protective 
nylon coating wraps 360° around the blade to give us-
ers the blade durability. Milwaukee continues to push 
the boundaries of durability by delivering a fully rein-
forced frame and impact-resistant overmold that can 
survive up to an 80’ drop.*

For added functionality, STUD™ Tape Measures 
deliver up to 10’ of straight standout and a patented 
finger stop mechanism. Finger Stop protects users’ 
fingers during blade retraction and maximizes stabil-
ity during layout applications. The tape measures also 
include an improved wire form belt clip that has been 
optimized for bag/belt storage and reducing pocket 
tearing.

Milwaukee® Announces the 
Industry’s Most Durable Tape 

Measure – The STUD™
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International Code 
Council Praises Signing Of 
Legislation Reauthorizing 
The Carl D. Perkins Career 
& Technical Education Act

Washington, D.C. – The International Code Council applauds the passage of 
H.R. 2353, the Strengthening Career and Technical Education for the 21st Century 
Act, signed into law by the President today. This legislation reauthorizes through 
2024 the Carl D. Perkins Career and Technical Education Act, which is the princi-
pal source of U.S. federal funding for the improvement of secondary and postsec-
ondary career and technical education (CTE) programs.

The reauthorization gradually increases annual funding from $1.2 to $1.3 bil-
lion over six years, a nearly 11% increase over fiscal year 2018 funding levels, ex-
panding the reach of CTE programs to ensure more students can participate. The 
legislation enjoyed broad bipartisan support in the U.S. Congress where it cleared 
both the House and Senate without objection. The Code Council repeatedly en-
gaged Congress to urge support for the reauthorization working closely with other 
organizations committed to technical and vocational training programs.

The Code Council is a vocal advocate for technical education through its 
Safety 2.0 programs, a signature initiative to welcome a new generation of lead-
ers to the building safety profession. The building industry is expected to lose 80 
percent of the existing skilled workforce over the next 15 years, providing a tre-
mendous opportunity for job seekers looking for rewarding, well-paying careers. 
ICC is partnering with high schools and colleges across the country to promote 
the integration of building code instruction into existing curriculums. In addition, 
the Code Council is working with partner organizations across the U.S. to help 
veterans who are transitioning to civilian life and their family members learn more 
about building safety career options.

With the oldest, largest and most prestigious credentialing program for con-
struction code administration and enforcement professionals in the U.S., ICC 
provides opportunities for students, veterans and other job seekers to enter into a 
building safety career. ICC certification candidates can take their exams online at 
their convenience at work or home through the Proctored Remote Online Testing 
Option (PRONTO) or in many locations across the U.S. The Perkins reauthoriza-
tion will further ICC’s efforts to welcome the next generation by increasing fund-
ing for CTE at schools and colleges; emphasizing state and local investment in 
training and education for high-skill, high-wage and in-demand occupations; and 
supporting training that leads to industry-recognized credentials.

“We’re excited to see the reauthorization of this important legislation,” said 
ICC Senior Vice President of Government Relations Sara Yerkes. “Career and 
technical education programs are an essential piece of our training and education 
system today, and this legislation will help support opportunities for future build-
ing safety professionals.”

HARDI Focuses 
Economic Analysis With 

HARDInomics
HARDI has launched a more member-focused version of its economic analysis 

Benchmarking service. The new program, named HARDInomics, entails a quar-
terly forecasting and market outlook report, as well as a brief monthly economic 
report. The data from the new reports will be focused on HVACR-specific indica-
tors and the implications of latest macroeconomic data and events for the HVACR 
industry. 

“Our Benchmarking services continue to be some of the most important re-
sources we offer to members,” said HARDI Market Research & Benchmarking 
Analyst Brian Loftus. “This update to our existing services allows us to have a 
more synergistic Benchmarking suite that we continually aim to tailor closer to 
our distributors’ needs. This Benchmarking expansion is another step in HARDI’s 
continual effort to deliver Benchmarking services that are member-focused.” 

The upgrade allows HARDI to offer more robust information to eligible mem-
bers by utilizing data generated by the other tools in the HARDI Benchmarking 
suite – TRENDS sales report, Unitary Market Report and Distributor Performance 
Dashboards (DPD). HARDInomics compares historic economic data trends, look-
ing for leading indicators, with TRENDS and shipment reports. The regional sec-
tions of the quarterly report will provide more state level insights to support the 
members in specific states within a region.

A crucial benefit for HARDI members is economist Anirban Basu, CEO of 
Sage Policy Group, Inc. Basu serves as Chief Economist to the Associated Builders 
and Contractors and is the Chief Economic Advisor to the Construction Financial 
Management Association. Along with Dodge and Moody’s, he is one of the select 
group of economists selected by the American Institute of Architects to support 
their nonresidential construction outlook survey.  

“For the past decade, we at Sage have been at the forefront of construction eco-
nomics,” said Basu. “We enjoy a level of fluency with construction data that will 
help us help leaders of the North American HVACR distribution industry make 
shrewd business decisions and prepare for our common future. We look forward to 
working with Brian, HARDI, and all industry participants during the years ahead 
to monitor leading indicators, characterize industry performance, and spot inflec-
tion points in business cycles.
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POSITIONS AVAILABLE
 Central Florida HVAC Distributor accepting applications for several positions that are currently available. 

If you are looking for opportunity to stretch and grow with a company? This is the place!  Compensation and 
benefits relative to position and experience. For info email: tracy@blackssupply.com

NFACCA 2018 Sponsors

Platinum Sponsors Gold Sponsors Silver Sponsors Bronze Sponsors

TERRITORY ACCOUNT MANAGER
Oldach HVAC Corporation Orlando, Florida Area

The ultimate goal of this role is to establish & develop new & current client relationships and to be able to acquire 
and maintain a strong customer base to increase sales in a designated territory. The Territory Account Manager 
should develop sales of HVAC residential and commercial products to dealers/contractor, including its market-
ing support, in conjunction with our established wholesale HVAC distributorship and current marketing efforts.
Please apply on Linkedin. Google Search Linkedin Oldach Jobs   
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Counter Intelligence to Meet Your Needs!
-   You need products – we have over 50,000 at our fingertips
-   You have questions – our knowledgeable staff have the answers
-   You need confidence – our ongoing training insures that our staff are up-to-date on the latest
-   You need matches – our amazing product cross-reference tool will quickly match exactly what 
                                        you need, and is exclusive to Johnstone Supply
-  You need service – our friendly staff are laser-focused on providing you outstanding service 
                                     with personality!

We make it easy for you!  Visit www.johnstonesupply.com 
or give us a call for information or to receive our 2,000 page catalog 

Jacksonville [904] 354-0282
Jacksonville South [904] 641-2282
Gainesville [352] 378 2430
Ocala [352] 873-4443
Melbourne [321] 676-4177
Naples [239] 643-3446 
Boynton Beach [561] 572-2507
Orlando [407] 849-0573
Port Richey [727]-817-0248
Ft. Lauderdale [954] 971-9350
West Palm Beach [561] 689-3366

Dania Beach [954] 921-8070
Fort Myers [239] 275-3533
Miami [305] 917-0900
Ft. Pierce [772] 468-0211
Tallahassee [850] 576-5922
Clearwater [727] 561-9309
Panama City Beach (850) 235-8050
Boca Raton (561) 869-0212
Sunrise (954) 284-3903
Sanford (407) 324-8003
Lakeland (863) 665-4045                                      

Sarasota (941) 753-8491
Cape Coral (239) 242-8796
Kendall (786) 249-4828
Miami Lakes (786) 476-7340
Stuart (772) 781-0102
Cutler Ridge (786) 430-0777
Doral (305) 592-8605
Daytona Beach (386) 265-6400
Pensacola (850) 436-2008
Ft Walton Beach (850) 362-6880
Brandon (813) 424-3180

COUNTER
INTELLIGENCE.

Johnstone Supply Ware Group Ocala
David McCurdy, Greg Osborn, Jim Hanley, 

Dana Papa, James Gamble

Johnstone Supply Cape Coral
Brett Grindley, Keith Fields, Roger Lane

Johnstone Supply Ware Group Jacksonville Downtown
Rocky Losco, Chad Worton, Tony Hoffman, 
Ryan Henderson, Gina Lore, Charlton Parks 

Johnstone Supply Ware Group Sunrise
 Cody Perdue, Michael Swartz, 

Anthony Scuotto, Guillermo Anson


