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 Sales of RGF En-
vironmental’s patented 
equipment are booming. 
The products have been 
shown to kill 99 percent 
of viruses and keep them 
from spreading — but the 
Riviera Beach company 
says its equipment has not 
been tested 
specifically 
against CO-

VID-19 yet.
When Mathew Charles of RGF 

Environmental Group heard about the 
coronavirus outbreak in China late last 
year, he knew that demand for the Riv-
iera Beach-based company’s indoor air 
purification systems would increase.

“When it started to come over to 
the U.S. a fire drill went off,” Charles, 
RGF’s vice president of national air 
product sales, said Thursday. “Today 
we had 760 orders by 10 o’clock this 
morning. It’s crazy.”

In February the wave of requests 
from heating, ventilation, and air conditioning, or 
HVAC, contractors RGF sells to worldwide, especial-
ly for its hospital units, began to hit.

 RGF’s patented equipment has been shown to 
kill 99 percent of viruses and keep them from spread-
ing. However, neither RGF nor anyone else has tested 
such systems specifically for COVID-19 yet. RGF is 
not making any medical claims that its equipment pro-
vides a line of defense against the coronavirus.

RGF, situated on nine acres with 130,000 square 
feet of manufacturing, warehouse and office facilities 
in the Port of Palm Beach’s Enterprise Zone, is a certi-

fied research and innovation company. 
Ron Fink, CEO and president, founded 
the company in 1985.

“We’ve had about a 500 percent in-
crease in sales across the board in resi-
dential, commercial, hospitals and as-
sisted living facilities. We can’t keep up. 
We are running three shifts, 24 hours a 
day, seven days a week. We have 180 
employees and growing,” Charles, who 
has been with RGF for 13 years, said.

Prior to the December outbreak 
of the respiratory disease that is now 
a pandemic, the company had 140 em-
ployees. Since then, it has hired 40 new 
employees in all departments including 
shipping, production, accounting and 

customer service and expects that to continue. Jobs 
are posted on Linked In. The company asks that no 
one contact it by phone about a job. 

 Update 4/16 4:00pm: Senate Democrats again 
blocked an attempt by Republicans to pass addition-
al funding through unanimous consent. The Senate 
will meet in its next pro-forma session on Monday, 
April 20. Due to the lack of agreement in negotiations 
between Secretary Mnuchin and Minority Leader 
Schumer, it is more likely that the full Senate will need 
to come back for a vote to pass the additional funding.

Update 4/16 11:00am: The Small Business Ad-
ministration has announced the PPP fund is now de-
pleted and no new loans will be authorized until new 
funding is appropriated by Congress.

The Small Business Administration will soon 
stop accepting new loan applications for the Paycheck 
Protection Program. On March 27th, Congress appro-
priated $349 billion for the program and banks began 
distributing the money on April 3rd. In less than two 
weeks more than 1.5 million loans were given out to 
small businesses, with the construction industry re-
ceiving the most loans, including many HVACR con-
tractors. Once the PPP funds are exhausted, SBA will 

stop allowing lenders to send applications through the 
lender gateway. This means the SBA will not maintain 
a queue for PPP applications. However, once Congress 
appropriates more funding for the program, the lender 
gateway will reopen for applications, so it is important 
for businesses that have not yet applied for funding to 
still talk to their lenders about joining the queue within 
the local lender.

Senate Majority Leader Mitch McConnell at-
tempted to authorize an additional $251 billion for PPP 
loans, but was blocked by Senate Democrats. House 
Speaker Nancy Pelosi has demanded that the funding 
bill also contain additional funding for states and cit-
ies in addition to money already appropriated in the 
CARES Act. Senate Minority Leader Chuck Schumer 
is negotiating with Treasury Secretary Steve Mnuchin 
to try and find an agreement before the Senate attempts 
to pass additional funding again on April 16th. If the 
Senate is unsuccessful, the next opportunity without 
an emergency meeting would be the following week 
on April 23rd.
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PPP Loan Funds Depleted
  go to page 10

Fresh-Aire UV® Introduces PLP-LED 
Air Filtration for HVAC Systems (see page B9)

Parkland Shooting Victim’s Family Gets New
HVAC From Goodman & Pride A/C (see page 4) 

RGF’s New Conveyor Solution Sterilizes 
30,000 N95 Masks Per Day (see page 6)

Carrier OptiClean Negative Air Machine to Help 
Hospitals Slow Spread of COVID-19 (see page B13)

Mathew Charles

Susan Salisbury - Palm Beach Post
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PRO TIP
Save time and ensure accuracy by 
taking a picture of a Model 
Number and sending it in text.

TECHNOLOGY
ADVANTAGE

Johnstone Supply >

Save time by texting requests to our
branch phone number.

Other Ways to Save Time:

· Place orders
· Get a quote
· Check stock

· Check warranty coverage
· Check on delivery
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The old saying was that cash is king. Now, in this 
era of quarantines and stay at home orders, cash is 
even more important. Cash is now emperor! Here’s 
how you can generate cash today:

Go through your proposal files, quotes, and tick-
ler files. Unfortunately many sales people give a cus-
tomer a proposal/quote and either never follow up or 
only follow up once. Many times the customer has not 
bought from anyone. He is waiting to hear back from 
a salesperson.

Customers have declined repairs. A quick phone 
call to let them know you care is important. You can 
gently remind her that the last time TECH was at her 
home, he mentioned additional work on her HVAC 
system. TECH is available to perform that work safely 
and without contact if she wants to go ahead with it.

One of my clients laid off his salesperson and 
started going through his files. He made many tele-
phone calls and within a day uncovered $80,000 of 
work that the customer said yes to! Many people told 
him that “we never heard back from anyone.” Follow 
up – even if the proposal/quote/tickler file item is old.

Next, watch your cash: Every day log on to your 
bank account. Make sure there is are no things that 
you don’t recognize. Look at deposits, checks, and 
ACH withdrawals. Do they make sense? If not, start 
digging. 

The bookkeeper for one of my clients noticed two 
deposits, each less than $1. He assumed the owner 
was setting up a new account and didn’t think to ask 
him about it. The next day the bank called and asked 
whether they had authorized a $50,000 withdrawal 
from their account! Obviously, they shut down the ac-
count immediately. If something doesn’t look right, 
question it immediately.

Every week have your bookkeeper (or you) pre-
pare a weekly cash flow report. This report shows you 
the movement of cash through your business. It starts 

with your cash on hand at the beginning of the week, 
collections from sales and other infusions during the 
week, and what you wrote checks for during that 
week. This gives you your ending cash for the week. 

Then the report estimates collections the follow-
ing week and payments due the following week. Add 
collections to the ending balance and subtract pay-
ments. The result should be a positive number mean-
ing you still have cash at the end of the next week. 
If not, decide who isn’t going to get paid or whether 
collection calls need to be made.

Email me (rking@ontheribbon.com) if you would 
like a sample weekly cash flow report. Stay vigilant 
and safe. 

Next Up....What do You Think? One of the re-
ally great things about living in America is that we 
can voice different opinions without reprisals and fear 
that we will be locked in jail. Fred at National Heat-
ing in Detroit, has a different perspective on perform-
ing maintenance right now. He was persistent in his 
emails to me about it. I realized that he was right,

I should present different opinions. So, here is 
Fred’s opinion: My message is very simple - We all 
need to take this pandemic seriously and do what we 
can to slow virus’s spread. As HVAC business owners 
and employees, we are in a leadership role and have a 
responsibility to act appropriately in this unusual and 
uncertain time.

We provide an essential service when we go out 
for no heat, no hot water and no cooling calls. Essen-
tial service is approved by our government* and the 
men and women we send out to the front lines to per-
form it are heroes to take this work on. They are risk-
ing their own health and that of their families when 
they service our clients. Planned maintenance is not 
an essential service; typically customers who receive 
this service have been doing so as an ongoing custom-
er for years. To delay this service for a month or two is 

not going to put their equipment in jeopardy or create 
an unusually large demand from breakdowns later. It 
simply is something we can do later and minimize our 
contact with others now, when it is important. What 
do you think? Are you promoting maintenance now?

Also, send me the answers to these questions along 
with where you are located. 1. If a customer calls you 
and asks you to perform their maintenance now while 
they are home, would you do it?  2. If a customer calls 
you and asks you to install a new roof top unit now 
because no one is in their building, would you do it? 
3. If a customer calls and asks you to do construction 
work on second shift now rather than during the day, 
would you do it?

There were no clear answers. It was about a 50/50 
split: Some of you agreed wholeheartedly with Fred. 
Some of you disagreed with Fred (and one even said 
vehemently disagree) There was not even a clear an-
swer between residential and commercial. Those of 
you who have plumbing businesses have generally 
seen your revenues increase. Even geographically 
comments were mixed: 

Many commercial customers in areas hardest hit 
by the virus were still doing work because of customer 
requests. Others in the south and southwest have not 
seen any downturns at all. 

Specifically, with respect to performing main-
tenance: Many have pushed maintenance forward a 
month or two because of your decisions or those of 
your customers. Many customers have called wanting 
you to perform their maintenance, do their replace-
ments, etc. since they were home. The ONLY consis-
tent action was that everyone was taking precautions: 
Gloves and masks. No touching tablets. Signing in the 
presence of the customers. Using XOI and other tech-
nologies to have contact free service calls and replace-
ment estimates. Do what you think is best for your 
customers, your employees, and your health.

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

How to Generate 
Cash Today 
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 HOLLYWOOD, Florida – On Valentine’s Day 
2018, U.S. Navy veteran Chris Hixon was gunned 
down at a Parkland, Florida high school, while shield-
ing students from a barrage of bullets during a shoot-
ing rampage that killed 17 people.

Onlookers that tragic day say Hixon’s heroism 
saved lives. Two years later, as a tribute to Hixon’s 
unselfish bravery, the aging home he shared with his 
wife Debi for 28 years has been transformed by real-
ity television program Military Makeover with Mon-
tel and its longtime sponsor Goodman Manufacturing 
Company, L.P., along with support from local, inde-
pendent HVAC dealer Pride Air Conditioning & Ap-
pliance.

Caring for her son 
Corey, a special-needs 
young man, Debi Hixon is 
now finding some solace 
in a reborn home cooled 
by a donated Goodman 
indoor comfort system, as 
Florida’s hot summer ap-
proaches. To help the sin-
gle mom, Goodman pro-
vided a high-performing 
HVAC system engineered 
to lower utility bills, fea-
turing ComfortBridge 
technology that constant-
ly monitors and adjusts 
performance inside Hixon’s home. Beyond the heating 
and cooling system components, Pride Air installed 
several Indoor Air Essentials components and upgrad-
ed the ductwork in numerous rooms.

“Honoring and supporting military veterans and 
their families is one of Goodman’s essential mis-
sions,” explains Nathan Walker, SVP, CEO Staff for 
Goodman. 

HVAC installation was donated by Howard Pearl, 
the second-generation owner of Pride Air, serving 
North Miami to West Palm Beach, Florida. “Enhanc-
ing the indoor comfort for our community is a core 
value at Pride Air,” says Howard Pearl, President of 
the company. “This installation was especially impor-

tant given the fact that Chris Hixon was not just a mili-
tary veteran, but also a hero.”

Presented by decorated U.S. Naval officer Mon-
tel Williams and co-hosted by Art Edmonds, Military 
Makeover with Montel is a unique home improvement 
series that helps those who served our country by re-
newing their homes. Goodman has sponsored Mili-
tary Makeover since 2016, with installation provided 
by Goodman’s local independent HVAC dealers.

The top-to-bottom renovation of the Hixon’s 
1950’s Hollywood, Florida home is, according to Mili-
tary Makeover, one of the most intense renovation ef-
forts undertaken by the show.

Chris Hixon, 49, the 
athletic director and wres-
tling coach at Marjory 
Stoneman Douglas High 
School, ran unarmed on 
February 14, 2018 toward 
a blazing AR-15 wielded 
by former student shoot-
ing unarmed students and 
faculty members. The 
unselfish act surprised no 
one who knew Chris – 
who once volunteered to 
coach five teams simulta-
neously without supple-
mental pay, a commitment 
keeping him at the high 

school until 9 p.m. most nights.
A veteran of Operation Desert Shield and Desert 

Storm, Hixon’s military service awards include three 
Navy Achievement Medals, Good Conduct Medal, 
Navy Reserve Meritorious Service Medal and Navy 
Reserve Medal. The Hixon’s oldest son Thomas serves 
as a U.S. Marine Reserve officer, following his dad’s 
footsteps. “Chris was an extraordinary person living 
an ordinary life,” says Debi. 

Military Makeover with Montel episodes air in 
North America at 7:30 a.m. EST/PST on Lifetime Net-
work, and internationally on Armed Forces Network. 
For more about Goodman, visit www.goodmanmfg.
com.

Parkland, Florida Shooting Victim’s 
Family Gets HVAC Makeover from 

Goodman and Pride Air Conditioning

Debi Hixon (far right), widow of Parkland, Florida 
active shooter victim Chris Hixon, son Corey and 

Chris’s sister Natalie celebrate with Montel Williams, 
presenter of Military Makeover with Montel

Hello all - 

I know this is a very trying time for not only Flor-
ida, but for the World - and I pray each of your busi-
nesses continue to thrive amidst this scenario. 

GOOD - GREAT NEWS - TRACCA our Talla-
hassee Chapter has been approved for their Appren-
ticeship Program and we were just on an hour long 
training with Mr. Richard “Ted” Norman, the Director 
of Apprenticeship for the State of Florida. This Pro-
gram belongs to the Chapter, and they will be holding 
classes at Lively Technical College, and will be the 
SHINING STAR of their Chapter!

Recruitment will begin soon, and I am so PROUD 
of the hard work Patrick, Carre and their Executive 
Director, Caroline Ray have put forth to get their 
Chapter Rolling and Push to Begin their Apprentice-
ship Program this Fall!

WooHoo! - Now for VACCA, BREVARD and 
even Pensacola!

NEWS From
Paula Huband

at FRACCA

 The program presentation 
was about Indoor Air Quality and 
Energy Savings by Carlos Gen-
dron which ran from 12 until 1:30 
pm, and had 99 people connected. 
Next month will also be online. 

Carlos discussed the princi-
ples of Bi-Polar Ionization (BPI) 
in nature, its applications and uses 

in indoor environments, its benefits to occupants in 
indoor spaces, as well as its overall benefits in improv-
ing indoor air quality and indoor environments.

Attendees learned how to apply BPI within a 
building’s design, to leverage its benefits to downsize 
me chanical equipment wherever possible, within Ven-
tilation Code Requirements, and to reduce a build ing’s 
energy efficiency and energy footprint.

ASHRAE Miami
Conducts April 

Meeting Via Zoom

Carlos Gendron

It is with a heavy heart that I share with you that 
Jeff “Coach” Huckaba, our Regional Sales Man-
ager (South Central), passed away unexpectedly at 
his home in McKinney, Texas, over the weekend. 
I have very little information at this point but know 
that “Coach” was active and living a full life up until 
the end. Many of us here at Packard spoke with him 
just late last week. We are all in a state of shock and 
mourning.

Jeff was a native of Texas but had deep roots in 
Missouri and Kansas. Growing up as a dependent of 
a Senior Master Sergeant 
in the US Air Force, Jeff 
grew up all over the world. 
In 1977, his father retired, 
and his family moved to 
Marshfield, Missouri. 
While at Marshfield, he 
was active in athletics let-
tering in both football and 
baseball. After graduation 
he went on to play college 
football and baseball at Central Methodist University 
where he earned his Bachelor of Science degree in 
Education, graduating in 1985.

Jeff started his career teaching and coaching in 
Fayette, Missouri and continued in that field until 
2008. After leaving Fayette High School he started 
coaching at Kemper Military School and College in 
Boonville. While at Kemper, he was named the De-
fensive Coordinator achieving national rankings in 
both 1990 and 1991, 8th and 1st rankings respectively. 

After moving to Overland Park, Kansas, he coached 
football and swimming at Belton High School. He 
later moved to Texas in 2001, and coached football 
and wrestling in Garland, Dallas, and McKinney. He 
finally hung up his whistle and cleats in 2008.

In 2008, Jeff entered the HVAC industry taking 
the position of Territory Sales manager with a sheet 
metal manufacturer, Standex ADP (Snappy). In his 
first full year with the company, 2009, he was named 
the “Salesman of the Year”. After leaving Standex 
ADP, Jeff went to work for Goodman Distribution as 

the Regional Parts Man-
ager in Carrollton, Texas. 
After this he took a job as 
Regional Sales Manager 
for a start-up manufac-
turer, Evolve Compos-
ites, who was then sold 
to Diversitech in 2013. In 
December of 2013, Jeff 
accepted the position of 
Regional Sales Manager 

with Packard.
Jeff is survived by his ex-wife Kristi Huckaba, 

and his two daughters, McLaren (16) and Taylor (24). 
Jeff was 58 years old.

As many of you know there cannot be any pub-
lic funerals or memorial services at this time, but if a 
memorial is planned in the future I will pass on that 
information. Please keep Jeff’s loved ones in your 
thoughts and prayers at this difficult time. Remember 
his sense of humor, love of life and family.

In Loving Memory 
of Jeff Huckaba from Packard

 COLUMBUS, Ohio, April 7, 2020 – Heating, 
Air-conditioning & Refrigeration Distributors Inter-
national (HARDI) released its monthly TRENDS 
report, showing the average sales performance by 
HARDI distributors was a decline of -0.1% percent 
during February 2020.

 “Generally February has not been indicative of 
the year ahead because it is a short month and at the 
end of the season,” said HARDI Market Research & 
Benchmarking Analyst Brian Loftus. “The sales this 
month were comparable to February 2019 when five 
of our seven regions produced low-to-mid teens sales 
growth.  What looked good last year is not as encour-
aging this year.”

The Days Sales Outstanding (DSO), a measure of 
how quickly customers pay their bills, is near 50 days. 
“The DSO has an annual cycle so we compare it to the 
comparable prior year.  January 2020 was comparable 
to January 2019,” said Loftus.  “December and Janu-
ary were higher than their prior year comparable so 
we are pleased to see that trend broken, at least before 
the likely increases in March and April.”

“Our economy created 273,000 new jobs in Feb-
ruary 2020.  That was 113 consecutive months of job 
growth and the unemployment rate had been near 
3.6% for almost a year.  The last time the unemploy-
ment rate was that low was the back half of 1969 or 50 
years ago,” said Loftus.  “That side of the economic 
cycle is now over.  The downside the cycle will be con-
siderably shorter.  We are now watching a variety of 
metrics to see how long this slide will persist.” 

 HARDI Distributors 
Report -0.1% Revenue 
Decline in February
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Purchase a

Digital Manifold 

and receive up to 

$75 cash back!

For more info visit www.testo.com/en-US/spring2020

Testo Instrument Part Number Gift Card

Testo 550 Kit 0563 1550 $40 Gift Card

Testo 550 Kit with Hoses 0563 2550 $50 Gift Card

Testo 557 Kit 0563 1557 $50 Gift Card

Testo 557 Kit with Hoses 0563 2557 $75 Gift Card

Receive up to $75 Cash Back 
when you purchase a Testo 550 or 
Testo 557 Digital Manifold Kit! 
Rebate amounts vary based on item purchased. Offer valid March 26 - July 31, 2020.
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INTRODUCING YJACK™.
FOR A MORE CONNECTED TECH.

To learn more, connect at 
www.yellowjacket.com.

YJACK™ Series sensors work together to provide total 
system diagnostics with wireless convenience. They use 
Low-Energy Bluetooth® (BLE) technology to link with any 
Android or iOS device running the YJACK VIEW™ app, 
or with our P51-870 Series Digital Manifolds.

REMOTE SENSORS AND MEASUREMENT TOOLS FOR 
FASTER, MORE ACCURATE SYSTEM DIAGNOSTICS.

YJACK™ REMOTE SENSORS WITH 
YJACK DEW™ EXTEND THE REACH 
OF YOUR SYSTEM TESTING. 

The McAllis-
ter Group is pleased 
to announce that 
Nathan Adams has 
joined their team! 
Nathan will fill an 
important position 
and coverage area 
with their agency, 
based in North Flor-
ida, Southern Geor-
gia, and Eastern Ala-
bama.  The McAllis-
ter Group has some 
exciting things hap-
pening,  and Nathan 

is a great long term fit for their team.
Nathan is a native Floridian and grew up in 

the Panhandle of FL. He has been in the HVAC/R 
industry for eighteen years, split between Flori-
da, Georgia and Alabama, with experience on all 
sides of the business such as technician/installer, 
wholesale purchaser and factory representative. He 
has stayed involved in outside activities like golf, 
mountain biking & woodworking.  

Nathan’s skill sets, personality, knowledge, and 
customer first attitude should provide for a quick 
ramp up in the field with their similar offerings.

Nathan started his new position March 15th, so 
please welcome and include him on your electronic 
communications by adding him anytime at: Nathan.
Adams@McAAir.com. You may also contact him 
at 904.460-6080.

 The McAllister Group is a Manufacturer’s 
Representative in the HVAC and Refrigeration in-
dustry. They service the wholesale market in seven 
southeastern states and Puerto Rico.

The McAllister Group  continually strives to 
provide top level support for manufacturers and 
wholesalers by making investments in people, hard-
ware, software and education, to ensure that we re-
main at the forefront of manufacturer representa-
tion. 

Nathan Adams has 
Joined the McAllister 

Group Team!

Nathan Adams

RGF® Environmental Group’s 
New Conveyor Solution Sterilizes 

30,000 N95 Masks Per Day to 
Help Healthcare Workers 

Combat COVID-19
 PORT OF PALM BEACH, Fla., April 20, 2020 

/PRNewswire/ -- RGF® Environmental Group, Inc., 
a Florida-based environmental design and manufac-
turing company, announced today a breakthrough 
process for sanitizing personal protective equip-
ment (PPE) such as the N95 mask. Once sterilized, 
the masks can be reused multiple of times, which 
provides front line workers with additional supplies 
to better manage the COVID-19 pandemic. Jackson 
Services, one of the company’s HVAC contractors, 
helped implement the solution and connected RGF 
with Capstone Health-
care Lab which tests for 
COVID-19.

Once in place and 
approved, the solution 
will sterilize upwards 
of 30,000 N95 masks 
per day. Safe steril-
ization allows health-
care workers to reuse 
masks safely, so they 
can leverage their cur-
rent supplies of masks 
which are in critically 
short supply through-
out the world.

The innovative 
sanitization system is 
a modified version of 
an RGF food sanita-
tion tunnel. The food 
sanitation tunnel is a conveyor system designed for 
the end of a food process line where a final anti-
microbial treatment is applied before packaging or 
grinding.

Masks are loaded onto the solution’s convey-
ors, which slowly move them past a combination of 

RGF’s patented Photohydroionization® (PHI) pro-
cess and germicidal UV light. PHI uses UV light 
targeted on a catalyst to create airborne hydrogen 
peroxide gases in an advanced oxidation process, 
and 254 NM UV light is focused on the masks to 
sterilize contact surfaces. The modification to the 
current sanitization system involves increasing the 
hydrogen peroxide generation to three percent, a 
level which is predicted to eliminate COVID-19 and 
other contagions.

Atlanta-based Capstone Healthcare Lab is set-
ting up its facilities to 
utilize and test the new 
RGF sanitization sys-
tem. The lab tests CO-
VID-19 samples and 
conducts genetics and 
toxicology tests. Cap-
stone Healthcare Lab 
is running short of PPE 
supplies, and hopes 
to use the RGF solu-
tion to sanitize its own 
supplies and offer the 
service to local hospi-
tals and healthcare fa-
cilities, including Pied-
mont Atlanta Hospital.

“The COVID-19 
pandemic places ex-
traordinary demands 
on healthcare workers 

and the PPE supply chain,” said Tony Julian, Vice 
President of Business Development at RGF. “We 
anticipate immediate and sustained demand for this 
solution at Capstone Healthcare Lab and other fa-
cilities that need a safe and proven method to reuse 
masks.”

New Conveyor Sterilizes 30,000 Masks Per Day
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Trade Talk: 
By Tommy Castellano 

Owner, Castellano A/C Services 
in Tampa, Florida

 It’s safe to say that this current crisis is like none 
other faced by small business owners in the recent 
past, and it’s certainly daunting trying to tackle all of 
the unique issues it presents. Regrettably, the predom-
inant voice we hear hasn’t offered a lot of specific steps 
to take or advice on how to save our business, let along 
come out on top.

Below are 10 issues to address with detailed con-
siderations and action items that might make the dif-
ference in being able to keep your doors open and calm 
your employees and customers. The greatest concern 
for most business owners, at least initially, is how am 
I going topay my bills this week, next week, and how 
long will this last. Of course, this is a very difficult 
question to answer and moreover, most business own-
ers are facing a reduction of business owners. Here are 
some important steps to take on the financial front as 
soon as possible:

• Create a cash-flow budget listing with fixed ver-
sus variable costs. Fixed costs will generally keep the 
doors open and must be paid. Create a list of priorities 
about which ones are most important and try to set 
money aside based on the timing of when they are due.

• Analyze cuts to unnecessary costs that aren’t 
producing revenue or securing key business functions.

• Layoffs, terminations or furloughs of employees. 
Remember, your employees can be one of your great-
est assets, and if you cut too deep, you may not get 
them back.

• Taxpayers have an unprecedented tax payment 
extension from the Fed for 90 days, until July 15th. 
This is up to individuals and small business owners of 
up to $1 million in taxes owed, and up to $10 million 
for CCorporations.

• However, taxpayers still need to file their taxes 
or extensions. Still file or extend by April 15th. There 
are penalties if you don’t file, but again, no penalties or 
interest if you don’t pay (for up to 90 days).

• Taxpayers might also be able to fmd some ex-

tra money by filing their taxes, because there’s a good 
chance they could have a refund. In 2015, it was re-
ported that over $1.4 billion in tax refunds went un-
claimed and were kept by the treasury department.

• Important note: Don’t fall victim to thinking you 
can wait to pay payroll taxes. If you are an employer, 
those payroll taxes are considered sacred funds by 
the government. You’re playing with fire! Payment of 
these taxes is not extended and penalties and interest 
are significant for not paying payroll taxes.

• The Federal government through the Small 
Business Administration has authorized loans to small 
business owners of up to $2 million. These are mean 
to be used for business debt, covering payroll, costs to 
operate the business. The terms can be up to 30 years 
to repay and a low 3.75 percent rate.

• A business owner will need to provide financials 
to qualifY and a personal guarantee from the individ-
uals owning 20 percent or more of the company. At 
best it could take up to two to three weeks to get the 
loans as well, so don’t think it’s that quick of a tum-
around either.

• Be clear with your employees regarding your 
specific policies within the business and safety pro-
tocol regarding the virus. It’s probably wise to fol-
low as closely as possible the CDC guidelines, social 
distancing, clean work areas, environments and good 
hygiene.

• Be flexible on sick leave that employees want 
to take, and try to reduce areas ofthe company with 
groups of more than 10 employees. Cancel large 
events and use conference calls and webcams to com-
municate when possible.

• Following any federal, state or local government 
directives regarding guidance for employers and look-
ing out for the safety of your employees and custom-
ers, although a pain, will be appreciated in the short 
and long run. 

It’s not all about cutting costs with payroll. It’s im-

portant for business owners to show leadership. Set 
the tone and be the calm in the storm. You’re riding a 
wave, you’re on a surfboard. Don’t complain about the 
wave or gripe. It’s not going to change. Pay attention 
to it though and adapt.

Don’t plan too far out and remember things are 
changing often. Make a plan for the next few weeks, 
then the next month. These plans will change, but here 
are a few specific ideas or steps to consider with your 
team:

• If you have employees, make sure they are as-
sured about being protected. You want to retain the 
key people who drive your business. In the end, it’s 
people who make every business successful so focus 
on your key people.

• Don’t get stuck in decisions you made last week. 
Be willing to adapt and have new plans. You are go-
ing to have to live with these changes once the crisis 
is over.

• Communicate any changes to your sick leave 
policies. Make sure your employees know to not come 
to work sick and that you are being generous with sick 
leave at this time (helps your payroll costs too).

• Stop hiring unless there is a candidate you’ve 
been trying to recruit and don’t want to lose. Commu-
nicate with them. Unfortunately, hard decisions will 
need to be made. Make a talent assessment in your 
company on who is valuable and how your business 
will be different if this person isn’t working for you 
next week.

Finally, try to serve and help those in your com-
munity. The more you help others worse off than you, 
the better you’ll feel. AB even a short history of the 
United States has shown, this too will pass and we 
should do all we can to help one another through it 
while we all learn and grow from this trial.

Until Next time
Tommy Castellano

How To Make Sure Your Business Can Survive Rough Times 

www.bakerdist.com

44 Florida Locations to Serve You:
Boynton Beach
(561) 806-7075

Clearwater
(727) 572-0181

Clearwater
(727) 449-1230

Daytona
(386) 255-5023

Daytona Beach
(386) 274-5345

Doral
(305) 592-3514

Fort Myers
(239) 939-1649

Fort Walton Beach
(850) 344-1761

Gainesville
(352) 336-8778

Gainesville
(352) 376-3212

Jacksonville
(904) 519-5550

Jacksonville
(904) 407-4477

Jacksonville
(904) 354-6685

Jacksonville
(904) 988-9478

Kissimmee
(407) 933-8008

Lake City
(386) 755-2009

Lakeland
(863) 668-8186

Lakeland
(863) 687-8178

Lecanto
(352) 344-5300

Leesburg
(352) 728-6222

Melbourne
(321) 768-0220

Merritt Island
(321) 452-5010

Naples
(239) 597-7172

Ocala
(352) 732-5271

Orange City
(386) 878-4444

Orange Park
(904) 272-7700

Orlando
(407) 296-7727

Orlando
(407) 849-6090

Palatka
(386) 866-7013

Panama City
(850) 215-4200

Pensacola
(850) 434-7581

Pompano
(954) 691-0210

Port Richey
(727) 847-0445

Sarasota
(941) 366-5804

Sebring
(863) 314-4494

St. Augustine
(904) 824-1001

St. Petersburg
(727) 525-6926

Stuart
(772) 220-3093

Tallahassee
(850) 576-8102

Tampa
(813) 885-7641

Tampa
(813) 740-8704

Tampa
(813) 217-5913

Vero Beach
(772) 562-7141

West Palm Bch
(561) 848-1416

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

ONLINE PAYMENTS
• Payments can be made online with BakerPay

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

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

we have solutions that enable you to continue your day-to-day 
transactions without having to come in the store:
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Our knowledgeable team is ready to help! Contact Mayberry Marketing or Cain Sales for more 
information on Pamlico Air filtration products.

Cain Sales   |   727-593-9999   |   tcainsales@gmail.com   |   www.cainsaleshvacr.com

Mayberry Marketing   |   333.462.4164   |   bbradley1@triad.rr.com

FEATURED PRODUCTS

With over
100 Years of experience!
We have what you need.

• MERV 8A-13 
• Available in 1”, 2” & 4”
• Made in the USA 
• Moisture resistant beverage board frame 
• Extended surface, wire-supported mechanical media 
• High dust holding capacity & low pressure drop 

 

• Durable Kraft board frame 
• Available in 1” & 2” 
• Made in the USA
• Metal free   
• Cost effective & easy to install
• Available in Polyester (blue) & fiberglass (white)  

 

Prime Series
PLEATED FILTERS PANEL FILTERS

Select Series

www.pamlico-air.com
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In a typical month prior to COVID-19, RGF 
might ship 10,000 units, Charles said. Now there are 
50,000 or so units on back order, and the wait has 
increased to eight to 12 
weeks from four to six 
weeks.

“We have had to fo-
cus a little more on New 
York,” Charles said. 
“The rest of the country 
is super-busy as well. 
The U.S. is proactive 
with this type of thing.”

 The company 
manufactures about 
100 models of air puri-
fication systems. It also 
makes water and food 
purification equipment, 
but demand for that has 
held steady.

Because demand 
from hospitals and first 
responders has skyrocketed, RGF has put manufac-
turing of residential equipment on hold for now. But 
Charles said that HVAC contractors who work with 
brands such as Trane, Carrier and York might have 
some residential purification equipment on hand.

Charles said that RGF’s systems use hydro-perox-
ide and are placed in HVAC ductwork. The advanced 
oxidation technology neutralizes airborne pollutants 
including bacteria, viruses, odors and mold. Third-
party testing on H1N1 and Avian influenza demon-
strated inactivation rates 
of 99 percent within six 
hours.

 “We haven’t tested 
for COVID-19. Nobody 
has. We tested all the 
other coronaviruses 
such as H1N1 when that 
came up,” Charles said.

That said, the com-
pany says there’s no 
reason to think that the 
air purification systems 
won’t kill COVID-19 
in the air and keep it 
from spreading, as it 
does with other coro-
naviruses. But without 
testing specifically for 
the virus at the center of 
the global pandemic, the 
company won’t go any further than to say there is the 
potential.

“We can’t make that claim,” Charles said. “Any-

body saying they kill COVID ... nobody has been 
able to test it, so they can’t make that claim.”

The company is evaluating testing options with 
partners in both the U.S. 
and China.

RGF sells to dis-
tributors in 60 countries, 
including India, Dubai 
and China. Deliveries to 
China are going by ship 
and that can take six to 
eight weeks. The Chi-
nese government used 
RGF’s systems to help 
prevent the spread of Se-
vere Acute Respiratory 
Syndrome, or SARS, 
and Avian flu.

“Nobody can plan 
for a pandemic,” Charles 
said. “It’s impossible. 
We upped our levels. 
We are just now starting 

to get behind and should be back up by the end of 
April.” Charles predicts that even after the pandemic 
is over, interest in indoor air quality will “go through 
the roof.” “The awareness that will come out of this 
will be huge. People will be concerned,” Charles 
said. ”Air conditioning spread the coronavirus to 9 
people sitting near an infected person in a restaurant, 
researchers say. It has huge implications for the ser-
vice industry.” 

As restaurants and other businesses begin re-
opening, many are in-
stalling one of RGF’s 
proprietary in-duct air 
purification systems to 
help keep customers and 
staff safe. The REME 
HALO and HALO-LED 
proactively reduce 99%+ 
of most germs, bacteria 
and viruses on surfaces 
and in the air before 
they have the chance to 
spread.

RGF manufactures 
over 500 environmental 
products and has a 35+ 
year history of providing 
the world with the safest 
air, water and food with-
out the use of chemicals. 
RGF is an ISO 9001:2015 

certified research and innovation company, holding 
numerous patents for wastewater treatment systems, 
air purifying devices, and food sanitation systems.  

 RGF Environmental Is Working Three 
Shifts To Keep Up With Demand

(Story from cover)

LG Air Conditioning Technologies
Debuts Virtual Speaker Series

ALPHARETTA, Ga., April 13, 2020 — LG Air 
Conditioning Technologies is launching the LG Con-
nections Virtual Speaker Series, a collection of week-
ly webinars that provide HVAC professionals with 
ongoing education, innovation updates and industry 
insights.

The series, which kicked off April 15, will explore 
a variety of topics focused on profitable strategies for 
enhanced building performance, comfort and control, 
while offering participants the opportunity to connect 
with LG’s team of experts. LG Connections webinars 
will be offered each Wednesday and include a 30-min-
ute presentation followed by 15 minutes of Q&A.

“LG remains steadfast in our commitment to the 
education and advancement of HVAC professionals – 
even in challenging times such as these,” said Kevin 
McNamara, senior vice president and head of LG 
Air Conditioning Technologies USA. “This new LG 

Connections webinar series is another tool within our 
comprehensive education arsenal that gives remote 
learners the ingredients to understand and apply new 
air conditioning technologies to an array of projects – 
from residential to commercial.”

In late 2019, LG announced plans to significantly 
enhance its knowledge access and educational re-
sources for HVAC professionals, with distance learn-
ing being a key component of its overall training 
strategy. This new speaker series is an extension of 
the company’s remote learning program. According to 
McNamara, webinar participants can expect to receive 
inspiring content and tools for differentiation that they 
can leverage now and during the economic recovery. 
LG invites HVAC professionals to mark their calen-
dars every Wednesday at 12 noon EDT for the LG 
Connections Virtual Speaker Series. New topics for 
May are coming soon on LGhvac.com.

A new mechanical press brake has been delivered 
and installed to help increase their vertical 

production. RGF conducted a CPM (Critical Path 
Method) on production, in which they learned that 

they had a snag in metal stamping

Prior to the December outbreak of the 
respiratory disease that is now a pandemic, the 

company had 140 employees. Since then, it 
has hired 40 new employees in all departments

and expects that it will continue

Fujitsu General America has separated its sales 
and marketing functions into two positions, now with 
a Vice President of Sales, and a Vice President of Mar-
keting.  

Dennis Stinson, who has served as Director of 
National Accounts for the past year and as Regional 
Sales Manager for 4 years prior to that, has been pro-
moted to Vice President of Sales.  Dennis led Fujitsu’s 
unitary launch last year, and maintains great relation-
ships with national accounts.  All sales segments and 
departments now report to Stinson.

Erin Mezle has served in multiple roles at Fujitsu 
for the past 20 years.  She has been named Vice Presi-
dent of Marketing.  Most recently, she has excelled as 
Marketing Director and has exhibited the skills need-
ed to run a marketing department.  Mezle is well re-
spected throughout the organization and in field sales. 

Fujitsu Announces 
New Organizational 

Structure

Erin MezleDennis Stinson

Hopes of COVID-19 slowing down in the spring 
and summer in part hinge on the way higher relative 
humidity levels boost the body’s ability to fend off re-
spiratory viruses. As dryer air is sure to return in the 
fall, facility managers should be taking a look now at 
how their facility measures and maintains optimal hu-
midity levels in their space and taking proactive mea-
sures where needed to make sure they can hit the mark.

Yale researchers have been able to pinpoint the 
three ways relative humidity levels between 40 and 60 
percent helps to improve resistance to respiratory in-
fection. First of all, the dryer the air the clearer the path 
is for airborne viral particles, say researchers. Sec-
ondly, the function of the cilia, which sweep out viral 
particles from the lining of the airway, improves with 
a higher relative humidity. And the immune system re-
sponse is also boosted with higher humidity.

However, a relative humidity higher than 60 per-
cent does not provide additional protective factor, and it 
also welcomes other problems, like mold. Importantly, 
the virus can still transmit just as easily through close 
contact or by touching an infected surface, regardless 
of humidity levels, so researchers stress proper hand 
washing and maintaining physical distance are still the 
frontline measures to follow.

To the end of refining best practices for the built 
environment in terms of COVID-19, ASHRAE has 
established an epidemic task force to address the pan-
demic, and future epidemics. In addition to addressing 
the effects of heating, ventilation, and air-conditioning 
systems on disease transmission, the task force will 
provide guidance on setting up temporary field hos-
pitals in large municipal facilities such as convention 
centers.

Higher Relative 
Humidity Impairs 
Respiratory Virus 

Transmission
By Naomi Millán

Remote Proctored EPA 
Certification Testing
Persons with a computer or laptop, with a web-

cam and microphone, can take their proctored exam 
online. It also provides options for obtaining the pre-
paratory manual and free practice exams. If you have 
questions, contact us at 1-800-726-9696.
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 FRACCA member volunteers spent the entire 
day at recent TAC -Technical Advisory Commit-
tee meetings working to improve the 2020 Building 
Code and more importantly, opposing plenty of bad 
ideas that were proposed. The process is long and 
tedious, but it is crucial that we continually monitor 
and be prepared intervene as needed.

The modification of most interest to HVAC 
contractors was the proposed language that makes 
it clearer that replacement ducts in existing build-
ings are not required to have R8 insulation. Com-
missioner Oscar Calleja introduced new language 
for FBC2020 Energy. Commissioner Calleja’s pro-
posed exception to FBC Energy R501.7 Building 
Systems and Compo-
nents was approved by 
the E-TAC as follows: 
“Replacement air dis-
tribution systems need 
not meet current Code’s 
prescriptive R-value as 
long as overall build-
ing energy use after re-
placement is not more 
than the original build-
ings prior to alteration.”

There is a comment 
period before the E-TAC 
finalizes their FBC2020 
modifications and sends 
them on to the Florida 
Building Commission.
FRACCA will monitor 
its progress, but this im-
provement is on its way 
through the process.

A few FRACCA 
chapters have had lo-
cal code officials who 
insist that all replace-
ment duct systems uti-
lize R-8 insulation for 
a variety of twisted rea-
sons. Fortunately, most 
Florida code officials 
are already interpreting 
the code correctly so 
many FRACCA mem-
bers may not even be 
aware of this has been 
going on. FRACCA has 
concerns that misinter-
pretations like this can 
spread further across 
Florida if not correct-
ed. The new language 
makes sure that doesn’t 
happen. To make sure 
you understand why 
R-8 is not required for 
most duct system re-
placements in existing 
buildings under the cur-
rent code attend your 
local chapter meetings 
for the background in-
formation.

Other FBC2020 
modifications that will 
please FRACCA mem-
bers include the elimi-
nation of the conflict for 
pipe insulation require-
ments between our en-
ergy and mechanical 
codes. Many members 
have pointed out that 
this conflict exists and 

will be happy to know it’s in the process of going 
away for good.

Similar improvements remove the mechanical 
attachment requirements for residential drier vents 
so that screws are not required in small residential 
vents. The gauge of metal used is also updated.

The code modification proposal that bothered 
me the most was one put forth for adding new de-
humidifier requirements. Once an efficiency rating 
system was established for residential dehumidifi-
ers it was almost inevitable that the energy code 
would list the minimum efficiencies required and 
add them to existing tables; that doesn’t alarm me 
too much. 

What caused me concern was that the propo-
nents had added all sorts of additional requirements 
for how dehumidifiers can be connected and con-
trolled. If they are successful in adding their bad 
ideas to the code, methods that are currently ap-
proved by the dehumidifier manufacturer will not 
be allowed in Florida. 

Those trying to add restrictions like these al-
ways know better than everybody else and seek to 
limit choices for manufacturers, contractors and 
customers. We need to keep all of the factory ap-
proved installation, connection and control meth-
ods available as options to serve our Florida cus-
tomers.

Message from FRACCA 
President Rick Sims  



        May 2020                             PAGE 13                TODAY’S AC & REFRIGERATION NEWS



       PAGE 14            MAY 2020  TODAY’S   AC & REFRIGERATION    NEWS

“THE DUCT-FREE ZONE”  
 By Gerry Wagner, Vice President HVAC Technical Training

Tradewinds Climate Systems

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

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

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

been bothering me throughout the national crisis. I 
am really turned off by all the advertising on TV at-
tempting to make a company seem like some guard-
ian angel in the midst of the virus pandemic. You 
know the ones I’m talking about…car companies 

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

I actually thought in the early days of the pan-
demic, that advertising would cease…yes, I actual-
lythought that no company would spend money for 
advertising in an environment where people could 
not take advantage of their products or services. 
Boy, was I wrong!

Many companies appear to see the pandemic 
as an opportunity rather than the national disaster 
it is. I find this rude, distasteful and frankly, gross. 
I was beyond disappointed when I saw some within 

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

Look, I’m not a complete idiot…I do understand 
the concept of “one man’s disaster is another man’s 
pot of gold” but do we need to be taking advantage 
of a situation as the world is still wrestling with it?

There will be time…a more appropriate time, 
when the general public will be very willing to learn 
about products that may offer some barrier between 
contaminants and themselves and their loved-ones. 
I am so turned-off by these companies that when 
things do go back to normal…whatever normal will 
ever be again, I can’t imagine myself ever doing 
business with them. 

OK…I will get off my soapbox for a minute and 
address the other side of this issue. Those of you 
who know me personally or who have attended one 
of my in-person GREE mini split training events 
know that I love McDonalds unsweetened ice tea. I 
always have at least four large unsweetened ice teas 
at the ready at all events. I so often go to McDon-
alds for my fix that I have come to know many of 
the people who work there. Have you noticed that 
McDonalds right now is a primary food source for 
many Americans? No joke, many of us are going 
to McDonalds, and other fast-food restaurants on 
a weekly basis…some daily. McDonalds has never 
missed a beat...McDonalds employees, young and 
old, have been providing interrupted service at their 
drive-in windows without (to my knowledge) any 
advertising that pats themselves on the back and / or 
claims to be “thinking of” me.

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

I want to be a part of that process…I will be part 
of that process, but not now. Right now I want to be 
more like McDonalds…I want to do my job without 
fanfare or publicity.

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

One last thing about McDonalds… In the past 
six weeks, I have said a number of times that the 
people working the drive-up windows at fast-food 
locations around the country during the pandemic 
should be receiving “combat pay.” I mean it…we 
may never know the risk that these people are tak-
ing by working that window, coming in close con-
tact with strangers every few minutes for 8 hours or 
more a day so that they can remain employed and 
keeping food on their own family’s table.

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

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 manufacturing, con-
tracting 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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Stylish on the outside
Smart on the inside

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

Ceiling Cassette

High Wall

Floor-Ceiling

Slim Duct

Console

www.greecomfort.com
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Boynton Beach  ..(561) 738-5609 
3422 Quantum Boulevard 
Boynton Beach, FL 33426

Cape Coral .......... (239) 800-7001 
925 East Industrial Cr, Unit 5 
Cape Coral, FL 33909

Clearwater ...........(727) 446-5067 
1750 N Belcher Road 
Clearwater, FL 33765

Daytona Beach .... (386) 274-1113 
831 Bill France Blvd. #160 
Daytona Beach, FL 32117

Fort Myers .............(239) 337-1310 
11975 Amedicus Lane 
Fort Myers, FL 33907

Ft. Walton Bch .... (850) 862-2100 
821 B Navy Street 
Ft. Walton Bch, FL 32548

Hollywood ............(954) 963-1883 
3201 SW 22nd Street # 3265 
Hollywood, FL 33023

Jacksonville ......... (904) 733-2415 
2899 Powers Avenue, #2 
Jacksonville, FL 32207

Kendall .................(305) 254-3959 
13840 SW 119th Avenue 
Miami, FL 33186

Kissimmee .......... (407) 738-4700 
939 Armstrong Blvd. 
Kissimmee, FL 34741

Lakeland ..............(863) 666-8507 
2950 Maine Avenue 
Lakeland, FL 33801

Melbourne ............ (321) 722-1200 
465 Distribution Drive 
Melbourne, FL 32904

Miami .................... (305) 592-2915 
2031 NW 79th Avenue 
Doral, FL 33122

Mobile ....................251) 660-1460 
4720 Rangeline Road 
Mobile, AL 36619

Murdock ................ (941) 255-1788 
18230 Paulson Drive 
Murdock, FL 33954

Naples .................. (239) 594-7433 
6134 Taylor Road 
Naples, FL 34109

New Port Richey ..(727) 849-9181 
6514 Orchid Lake Road 
New Port Richey, FL 34653

Ocala .......................(352) 629-7117 
1600 NE 8th Rd. 
Ocala, FL 34470

Orlando ................ (407) 648-0888 
4141 N John Young Parkway 
Orlando, FL 32804

Panama City ........ (850) 769-1130 
2470 Industrial Drive 
Panama City, FL 32405

Pensacola ............ (850) 477-8075 
202 East Stumpfield Road 
Pensacola, FL 32503 

Pompano .............. (954) 917-4160 
1708 Park Central Blvd. North 
Pompano Beach, FL 33064

Port St. Lucie ...... (772) 340-5505 
659 NW Enterprise Drive 
Port St. Lucie, FL 34986

Riviera Beach ....... (561) 842-6311 
3735 Prospect Ave 
Riviera Beach, FL 33404

Sarasota ............... (941) 312-2366 
7245 16 Street East, Suite 101 
Sarasota, FL 34243

Sebring .................(863) 382-3800 
4310 Commercial Drive 
Sebring, FL 33870

St. Petersburg ..... (727) 522-3133 
3250 44th Avenue North 
St. Petersburg, FL 33714

Tamarac ............... (754) 222-5093 
6001 Hiatus Road, Suite 1 
Tamarac, FL 33321

Tampa East ...........(813) 621-0891 
6610 E Adamo Dr 
Tampa, FL 33619

Tampa West ......... (813) 887-3737 
5101 Tampa West Blvd. 
Tampa, FL 33634

Valdosta ................ (229) 241-9184 
4530 Val North Drive 
Valdosta, GA 31602

GEMAIRE  DISTRIBUTORS
FLORIDA LOCATIONS

For more information visit gemaire.com

GEMAIRE 
CARES
ONLINE
EXTENDED TERMS 
PROGRAM

Contractor Assist 
Mobile App

The selection, pricing, and 
service you expect right at your 
finger tips.

Express
Pickup

Skip the counter and go 
directly to the warehouse.

Warranty
No Parts Return

No Returns.
No Lines. 
No Problems.

GemPay

Take the hassle out of paying 
invoices and managing your 
balances.

WE ARE OPEN FOR BUSINESS
and here to support our communities with essential supplies and services

60 Days
TERMS

Place an online order of 
a minimum of $5,000 
or more to receive 60 
days payment terms.

90 Days
TERMS

Place an online order of 
a minimum of $10,000 
or more to receive 90 
days payment terms.
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article by
Andrew C. Äsk, P.E.

LITTLE KNOWN SCIENCE, UNRELIABLE DATA

WHAT SHOULD WE BE DOING ABOUT 
THE CORONAVIRUS?

 Spoiler alert: this article contains no science; 
just what I’m thinking and doing.

Much has been written but little has been said. 
How are we supposed to know what to think and do 
about the Coronavirus pandemic?  

Is it better to remain silent and be thought a 
fool?  Or to speak and remove all doubt? (Proverbs 
17:28, according to Google).  Since I have a column 
to write, I’ll remove all doubt. 

Flatten the curve. Mitigate. Suppress. Herd 
immunity.  Say what?  It’s a bad idea for everyone 
to wear masks (CDC January).  Masks are the key 
(CDC April).  We are supposed to be practicing So-
cial Distancing and I didn’t even know “distance” 
was verb. 

I, for one, am in withdrawal; from data—there 
are no reliable data.  So I went hunting for numbers.

By the time you read this, 1,500 Floridians may 
have died from the disease and close to 50,000 cas-
es will have been reported in our state.  That would 
be .23% of the population infected.  That’s right, 
¼ of one percent, .0023 of the population infected 
and .00007 dying.  500 or so people died in Florida 
today.  25 died from Covid-19.  Doesn’t sound like 
many people; unless of course a loved one was a 
victim.

By April 18th, FL had 740 deaths.  NY had 731 
in one day, 04-07.  All of California has experi-
enced 1,300 deaths through 04-22.

These numbers are cruel.  And they are going 
to be politically incorrect.  African Americans are 
being impacted 3X their share of the population.

With no reliable data, I don’t know how many 
people have been infected.  More important: how 
many people could still catch it?  As of today, re-
ported cases = .001 x our population.  I think be-
tween 1% and 10% of our population has already 
been infected.  That would be 10X or 100X times 
our local official numbers.  That leaves between 
90% and 99% of us still vulnerable as we go back 
to work.  That’s who we need to be worried about.

Enough with the hypothetical numbers.  What 

am I thinking and doing?
• As always, clean, warm, and dry is good.
• My daily dip in the pool is probably good—

not because of the chlorine; rather the soapy shower 
I take afterward—emulsifying a fatty coating on 
the virus.

• Keep the thermostat up, the rh down.
• Hand sanitizer, good.
• Dusting or shaking out rugs, not so good.  It 

could release the virus back into the air.
• Sun is good, but not hot enough to kill the 

virus. Neither is the UV in sunlight.  UVC used in 
hospitals to sanitize isolation rooms might work.  
Any UV strong enough to kill the virus will also 
fry you.  The UV light you installed will be effec-
tive—no chance the cooling coil is going to come 
down with Covid-19.

• Sheltering in place is working.
• I’m wearing a mask when I do go to Costco.  

I also wear disposable gloves, have been doing that 
for years so stuff doesn’t get on my hands and my 
hands don’t get on stuff.  I carry a box of nitrile 
gloves in the car.

• Masks for everyone in public is a no brain-
er…maybe forever.  Masks catch the water droplets 
you expel, prevent you from spreading disease. The 
mask helps you indirectly by keeping you from 
touching your face.  We needed masks day one.

• Don’t wait for a “certified” N-95 mask.  
Wrap a handkerchief around your neck if nothing 
else—it’s better than getting sick.

• You catch the virus by aspiration—breath-
ing it, not by ingesting it into your digestive tract.  
The take-out food you are eating could have the 
virus on its surface: from food handlers that don’t 
wash their hands.  When in doubt about something 
“bad,” eat it. You might get a tummy ache, but you 
won’t catch the virus.

• The virus can live on feces.  Now I always 
wash my hands after pooping, but how about those 
other guys?  ATM, gas pump, and elevator buttons 
always test positive for fecal matter.  Wear gloves.

• The virus dies, quicker on cardboard than 
on plastic or metal.  I’m leaving parcels in the ga-
rage for a couple of days.  Yes, I know viruses don’t 
die; but what the heck do they do? Just go away?  
When? 

• Getting paid just for arranging electrons on 
a screen has its advantages.  I’ve been working full-
on alone in the office.

• I have on occasion gone to jobsites that are 
in the open, and where we can keep our distance.

That’s what I’ve been doing.  Now, what do I 
think they should be doing?  

The “they” in this case is everyone from PO-
TUS on down to our governors, commissioners, 
mayors, bosses, and the hall monitor I had in third 
grade.  Study all available information knowing the 
data is probably defective.  Pay attention to what 
is happening to those working outside the home: 
health care, firefighters, cops, mailmen, flight atten-
dants, grocers, delivery drivers, journalists, repair 
technicians, and most of the construction trades.  
Not many of those people seem to be getting sick. 
Why not?  What makes them different?

Listen to businesses who are lobbying to re-
open.  Weigh their (everyone’s) needs against the 
health risks, both to individuals and to society in 
general.  Economics plays a role.  Reopen the coun-
try in phases: most essential goods and services pro-
vided by populations at less risk go first.  Schools 
are obviously essential. So are bowling and booze.

Shout out to FRACCA Board; businessmen 
avoiding going broke while guarding the health of 
workers.  Stay home if they say so, Work if they say 
work.

Sixty-five and older? We go out last, stay out 
of everyone’s way.  I’m good until the bacon and 
M&M’s run out.  This won’t be over until the virus 
peters out.  That, and when the fat lady sings.

Did I mention? This article contains no science.   
Until next month then…stay tuned.

Andy Äsk is a Ft. Myers HVAC Engineer and 
Building Science Consultant to Madison IAQ. 
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For more information 
or to view the video 
visit PipeProp.com
1.888.590.0120

PIPE PROP
Tested & Proven 

In The Most 
Severe Weather 
Conditions From 
Coast To Coast.

The Pipe Prop
Adjustable 
System is:

 > Affordable
 > Easy to assemble
 > Time saving
 > Adjustable to any 
    height

Pipe Prop 
Elevates and 
Secures: 

 > Condensate Drain Lines
 > Gas Lines
 > Electrical Conduit

Proudly Made
in America

ESR-4429

Pipe Prop Achieves 
ICC-ES Certification

Pipe Prop, manufactured by JMB Industries 
of Fort Worth, Texas, was approved for Directory 
Listing of ICC-ES 4429 by the International Code 
Council (ICC). Pipe Prop has been tested and is in 
compliance with International Building Code (IBC), 
International Plumbing Code (IPC), Los Angeles 
Department of Building and Safety (LADBS), Cali-
fornia Building Code (CBC) as well as the Florida 
Building Code (FBC) for building and plumbing. 

Pipe Prop earned this prestigious evaluation 
through years of extensive testing and proven per-
formance under the most severe weather conditions. 
Pipe Prop had previously been recognized as the only 

pipe support with two NOA’s (Notice of Acceptance) 
by Miami-Dade as well as IAPMO UPC certified. 

“The ICC-ES evaluation reinforces the Pipe Prop 
has once again been proven to be the best choice for 
Architects, Mechanical Contractors, Municipalities 
and Roofing Consultants” said Jim Brown, inventor 
of Pipe Prop and owner of JMB Industries, LLC. 

This certification includes the APS-1, APS-2 and 
the US-PP models.

For more information, reviews, product certi-
fications, specifications, test results and to locate a 
distributor near you, please visit www.pipeprop.com 
or call our corporate office at 1-888-590-0120.

ASHRAE Supports 
World Refrigeration 

Day 2020
ATLANTA) –  ASHRAE has joined with associa-

tions and societies around the world in pledging sup-
port for World Refrigeration Day 2020 on June 26.

Called the “Coolest Day of the Year,” World Re-
frigeration Day is an international awareness cam-
paign created to raise the profile of the refrigeration, 
air-conditioning and heat-pump sector and focuses at-
tention on the significant role that the industry and its 
technology play in modern life and society. This year’s 
theme will be Cold Chain 4 Life.

“Since 1904, ASHRAE’s contributions to refrig-
eration research and technology continue to advance 
the cold chain industry and benefit the public in pro-
found ways,” said 2019-
20 ASHRAE President 
Darryl K. Boyce, P.Eng. 
“We are proud to partner 
with other global organi-
zations to support World 
Refrigeration Day, in this 
its second year, as we cel-
ebrate refrigeration’s vital 
role to the modern world.”

Participation is ex-
pected from prominent 
industry associations 
and societies, in dozens 
of countries for a series 
of refrigeration-related 
activities to support the 
day. Governmental of-
ficials have also joined 
in recognizing the event, 
including issuing letters 
and statements of com-
mendation.

ASHRAE’s refrig-
eration webpage aligns 
with World Refrigeration 
Day by encouraging the 
expansion of refrigeration 
technology and its appli-
cation.

“Refrigeration and 
the cold chain are part of 
a growing, worldwide in-
dustry,” said Rajan Rajen-
dran, chair of ASHRAE’s 
Refrigeration Committee. 
“ASHRAE’s resources 
and the work of our mem-
bers will continue to 
make a difference in im-
proving the quality of life 
for people throughout the 
world.”

Visit ashrae.org/re-
frigeration for resources, 
information and publica-
tions concerning refrig-
eration and refrigerants 
such as standards, design 
guides and ASHRAE 
courses.

To join in the World 
Refrigeration Day cel-
ebration connect with 
ASHRAE on LinkedIn, 
Facebook, Twitter and 
YouTube.

For more informa-
tion about World Refrig-
eration Day visit worldre-
frigerationday.org. 

Founded in 1894, 
ASHRAE is a global pro-
fessional society commit-
ted to serve humanity by 
advancing the arts and 
sciences of heating ven-
tilation, air conditioning, 
refrigeration and their al-
lied fields.
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What Women in 
HVACR Membership 

Has Meant to Me

The WHVACR or-
ganization has helped 
me both personally and 
professionally in so 
many ways. Member-
ship, for me, has meant 
deeper access to indus-
try events as well as new 
HVACR technology and 
innovations.

Through WVACR, 
I have also developed 

mentorship and networking relationships that have 
challenged me to improve my knowledge and skills 
as a business owner, and invaluable friendships with 
women across the country that I likely would never 
have met otherwise.

One such friendship developed from the Women 
in HVACR Annual Conference in Denver two years 
ago. I met a woman in the industry with a passion for 
writing, but who was shy about sharing her work. Af-
ter the conference, she shared some of her ideas with 
me and it turns out she not only had passion, but a great 
talent. With some encouragement, she submitted her 
first article to an HVACR magazine and was thrilled 
to find it immediately published. Five more published 
articles later, she is now working on publishing her 
first book! Without WHVACR, we likely would have 
never met. Though I believe she would have found her 
way into print eventually, I hope that my cheerleading 
helped move along her success and brought her ideas 
and talents to the HVACR world sooner. 

I have the great honor of being president of the 
Women in HVACR organization for 2020. It is my 
mission in this role to provide greater opportunity for 
members and sponsors of the organization to utilize 
their considerable talents to take leadership roles in 
their organizations as well as to enhance the WH-
VACR mission of empowering women to succeed in 
the HVACR industry.

Karen Lamy DeSousa is the Women in HVACR 
president and owner and president of Advance Air & 
Heat Co., Inc.  

Women in HVACR exists to improve the lives of 
their members by providing professional avenues to 
connect with other women growing their careers in 
the HVACR industry. For more information on their 
organization or to enter your sponsorship request, 
please contact them at info@womeninhvacr.org.

by Karen Lamy DeSousa

Karen Lamy DeSousa

 Carlisle HVAC Brands Launches  
Contractor Loyalty Program

 Carlisle HVAC Brands frequent shoppers can 
now earn points for each purchase as part of the com-
pany’s Contractor Loyalty Program. The process is 
simple: sign up; send a photo of your delivery ticket 
or invoice, and the Carlisle HVAC Brands; Hardcast, 
Gripnail, and Dynair will do the rest.

“Carlisle HVAC Brands launched this contractor 
loyalty program in order to better support the end user 
of our products as well as the efficiency of all HVAC 
systems,” explains Billy Prewitt, marketing manager 

at Carlisle. “As a believer in the idea that better train-
ing and information results in better installations, 
Hardcast, Gripnail and Dynair are endeavoring to le-
verage our traditional distribution network in educat-
ing the contractor community. Additionally, we want 
to engage our loyal contractor base directly and offer 
them the most value we can when choosing From The 
Carlisle HVAC family. For more information on Carl-
isle HVAC Brand’s Contractor Loyalty Program, visit 
hardcastrewards.com.  

NAVAC Offers 
Three-Year Warranty 
on Premium NRDD 

Recovery Unit
 Lyndhurst, NJ – 

NAVAC, the world’s larg-
est supplier of HVAC 
vacuum pumps and re-
covery machines in ad-
dition to a wide array 
of tools, gauges, charg-
ing machines, and other 

industry-specific items, has announced a generous 
three-year warranty, with product registration, for its 
next-generation NRDD Recovery Unit, whose twin-
cylinder compressor and oversized condenser with 
two rows of microchannel coils offer exceptionally ef-
ficient vapor recovery. The standard warranty remains 
two years without registration.

The extended, comprehensive three-year warran-
ty surpasses those offered by most major  brands, and 
matches guarantees granted by some less prominent 
HVAC/R industry players. The move provides an ex-
tra layer of reassurance to NAVAC’s technician-cen-
tric commitment to user-friendly equipment and tools 
that are less complicated and save time – both crucial 
to busy techs charged with conducting efficient yet ex-
acting service.

 

 

SWACCA 2020 Florida Legislative 
Alert - E-Verify Passes Legislature
 April 30, 2020 – The Florida Legislature passed 

SB664 that requires contractors doing work for any 
public agency in Florida (state, county, municipal, 
etc.) to register with and use the E-Verify system to 
verify all newly hired employees.  The requirement 
becomes effective July 1, 2020.  

Private employers beginning July 1, 2021 will 
be required to either use the E-Verify system or the 
I-9 system to verify newly hired employees.  If us-
ing the I-9 system, which is currently required by the 

Federal government, copies of documents used in the 
employee verification process must be retained for 
a three-year period.  Take note that this document 
retention is beyond what the Federal government re-
quires for the I-9.

Contractors can be audited for compliance and 
those found not following the State’s requirements 
can have their license suspended and for multiple of-
fenses permanently lose their contractor license. Any 
questions contact SWACCA at info@sw-acca.org 
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Refrigerant Updates: Anti-Dumping, 
New SNAP Rules, & AIM Act Comments

Last week brought about several updates regard-
ing current and future refrigerants. The U.S. Circuit 
Court of Appeals added complexity to the future of 
SNAP Rules 20 and 21. The Senate Environment 
and Public Works Committee accepted written com-
ments on the American Innovation and Manufactur-
ing Act. And the U.S. Department of Commerce 
released a ruling to enforce anti-dumping duties on 
several refrigerants including R-410a and its com-
ponents.

The U.S. Circuit Court of Appeals determined 
the EPA exceeded its authority in removing all of 
SNAP Rules 20 and 21. Earlier cases determined the 
EPA could not force companies or individuals who 
have already moved away from ozone depleting re-
frigerants to also move away from HFCs under cur-
rent law. The EPA then remanded both SNAP 20 and 

21 rules. This latest decision will require the EPA 
to bring back SNAP Rules 20 and 21 and allow for 
public comment. The EPA was already working on 
an update to SNAP Rules 20 and 21 which would 
require certain end-uses to skip HFCs when they 
transition away from ozone depleting refrigerants.  

Due to COVID-19, Congress has been on ex-
tended recess and avoiding in-person meetings 
including a previously scheduled hearing on the 
American Innovation and Manufacturing Act (AIM 
Act). To make up for this cancelled hearing, the com-
mittee accepted written comments from the public 
about the bill. More than 100 groups submitted tes-
timony including the entire HVACR supply chain. 
More than 2/3rds of the comments were in support 
of the bill while many of the opposition comments 
were seeking exemptions from the phase-down to 

protect specific products outside the HVACR space 
including foams used in marine and aerospace ap-
plications, and protective sprays such as pepper or 
bear spray.  

After a lengthy investigation, the Department 
of Commerce determined that some importers of 
refrigerants were bypassing anti-dumping duties 
by multiple means to put cheaper product on the 
American market. Specifically, Chinese export-
ers were accused of moving product through India, 
adding components and then exporting refrigerants 
(R-404A, R-407A, R-407C, R-410A, R-507A) to the 
US to avoid anti-dumping duties. In addition, the de-
partment also determined there was circumvention 
of anti-dumping duties by importing components 
(R-32, R-125, R-143a) from China that were then 
processed in the US to create refrigerants.  

BY ALEX AYERS - HARDI - HVAC Government Affairs

MILWAUKEE – 
(April 23, 2020) – John-
son Controls today an-
nounced one of the first 
smart thermostat products 
to address the senior care 
market. Designed with se-
niors in mind, the LUX® 
KONOse offers increased 
visibility, focused ease of 

use and adjustment assurance to create the best expe-
rience for residents of senior living facilities. The En-
ergy Star® certified thermostat is the latest innovation 
from the Johnson Controls brand of LUX Products, 
which are known for their intuitive design and tech-
nology. The introduction of the KONOse also marks 
the start of an exciting new collaboration between 
Johnson Controls and K4Connect, a leading technol-

ogy partner for senior living communities.
“The KONOse enhances senior comfort through 

an easy-to-understand display and improved control 
for those with limited fine motor skills,” said Justin 
Pasquale, product management, thermostats and sen-
sors at Johnson Controls. “It also provides connec-
tivity, energy efficiency and cost savings for facility 
managers.”

The KONOse is an extension of the KONO smart 
suite of products for commercial facilities. To increase 
visibility, Johnson Controls designed the KONOse 
with larger primary and secondary digits as well as 
enhanced backlight options for ideal viewing in all en-
vironments.

When it comes to ease of use, large icons on the 
KONOse like a flame and snowflake call out heating 
and cooling functions, while an “emergency heat” 
function visible only to facility managers allows for 

passive monitoring. Users can rotate the thermostat’s 
dial to easily adjust the set temperature or push the dial 
to change HVAC modes. While adjusting the set tem-
perature, the KONOse displays the new temperature 
as well as the current HVAC mode to ensure the user 
is setting the temperature in the right direction. These 
intuitive settings and tactile feedback are specifically 
tuned to users who have limited fine motor skills.

And on the connectivity front, the KONOse of-
fers a host of features to help facility managers and 
residents alike effortlessly control comfort and sav-
ings. It leverages the power of the Z-wave smart home 
technology hub, allowing managers to easily connect 
all smart devices throughout the facility. The thermo-
stat is also compatible with the LUX app so users can 
make temperature and scheduling adjusts from any 
device. To learn more, visit pro.LUXProducts.com/
KONOse.

 Johnson Controls Introduces 
LUX® KONOse for Senior Care Market
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Goodman is a proud sponsor of Lifetime Channel’s television series 

Military Makeover® that helps create better homes for our American 

veterans. Goodman donates high-efficiency HVAC products for 

these veterans and their families. Local Goodman® brand dealers 

also donate their time to install these upgraded systems providing 

support to veterans in their local community.

This TV series salutes those that have risked their lives, offering 

hope and a helping hand right here on the home front.

PROUD SPONSOR OF 

Our continuing commitment to quality products may mean a change in specifications without 
notice. © 2017 Goodman Manufacturing Company, L.P.  Houston, Texas  ·  USA 

www.goodmanmfg.com
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AHRI Releases February 
2020 U.S. Heating and 

Cooling Equipment 
Shipment Data

U.S. shipments of central air conditioners and air-
source heat pumps totaled 558,853 units in February 
2020, up 5.8 percent from 528,416 units shipped in 
February 2019. U.S. shipments of air conditioners in-
creased 3.3 percent, to 325,697 units, up from 315,183 
units shipped in February 2019. U.S. shipments of air-
source heat pumps increased 9.3 percent, to 233,156 
units, up from 213,233 units shipped in February 2019. 

Year-to-date combined shipments of central air 
conditioners and air-source heat pumps increased 4.9 
percent, to 1,099,032, up from 1,047,404 units shipped 
during the same period in 2019. Year-to-date ship-
ments of central air conditioners increased 5.9 per-
cent, to 634,008 units, up from 598,681 units shipped 
during the same period in 2019. The year-to-date to-
tal for heat pump shipments increased 3.6 percent, to 
465,024, up from 448,723 units shipped during the 
same period in 2019.

Fresh-Aire UV® Introduces PLP-LED 
Air Filtration for HVAC Systems

Jupiter, Fla.--
Fresh-Aire UV®, Ju-
piter, Fla., a leading 
manufacturer of in-
door air quality (IAQ) 
products, introduces 
the Purity Low Pro-
file LED (PLP-LED)  
the HVAC industry’s 

first one-inch-thick (24-mm) replaceable filter that 
combines biological contaminant disinfection, VOC 
removal and particulate capture. The PLP-LED offers 
high efficiency filtration with minimal static pressure 
loss and is designed to fit the most common one-inch 
filtration rack sizes in residential and commercial air 
handlers.

The PLP-LED is the 2020 Air Conditioning Heat-
ing and Refrigeration (AHR) Expo Innovation Award 
winner in the IAQ category. Fresh-Aire UV also won 
the same award in 2011 for its APCO® combination 
UV, carbon-media and 
photocatalytic oxidation 
air purifier.   

The PLP-LED is a 
three-stage filter using 
mini LED light arrays, 
advanced photocata-
lytic-coated reactive 
chemical adsorption 
media, and polarization 
technology to disinfect 
biological contaminants, 
remove VOCs and col-
lect particulates, respec-
tively.

The PLD-LED con-
sists of three filter lay-
ers held together inside 
a corrosion-resistant, 
latched aluminum 
framework/mesh grill 
clamshell. The top and 
bottom blue layers are 
a particulate-capturing, 
UV reactive fiberglass 
media treated with 
Nanotech™ antimi-
crobial and photocata-
lytic coatings. They’re 
sandwiched between a 
black carbon core for 
improved VOC remov-
al. The frame’s grill, 
which includes two UV 
LED disinfecting arrays, 
opens easily for quick 
media replacement ev-
ery four to six months. 
The PLP-LED also em-
ploys low-voltage nega-
tive and positive polar-
ization to charge, attract, 
impinge and agglomer-
ate particulates into the 
fiberglass media.

The three stages are:
·  The UV-reactive 

media adsorbs house-
hold odors from chlo-
rine, acetones, formal-
dehyde cooking odors, 
pet smells and other 
VOCs from the air.

·    The polarized me-
dia capture 97-percent 
of particulates as small 
as 0.3-microns (.00001-
inch). The polarization, 
activated by a 24V con-
nection or optional plug-
in transformer, electri-
cally charges particu-
lates so they attract to 
polar opposite counter-

parts and agglomerate in the fiberglass media. Unlike 
electrostatic technology where collector plates need 
periodic cleaning to continually attract contaminants, 
the PLP-LED polarized media requires only replace-
ment.

·   The LED disinfecting light field, the first in the 
HVAC industry to appear on a one-inch polarized 
filter, disinfects biological contaminants, such as vi-
ruses, bacteria, mold and mildew, that agglomerate 
into the fiberglass media. 

  The PLP-LED performance can be enhanced 
with an optional installation of a Fresh-Aire UV’s re-
nowned Blue-Tube UV® or APCO system for keep-
ing the evaporator coil, air handler interior surfaces 
and airstream free of mold and other biological con-
taminants. The PLP-LED is available at most HVAC 
wholesale distributors. 

For more information on the Fresh-Aire UV 
products, please visit www.freshaireuv.com; call 800-
741-1195; or email: sales@freshaireuv.com.

KNOW YOUR ROLL
A STRONG ENDURING SEALANT / YOU EASILY APPLY LIKE TAPE

- Quick / Easy Application
- Zero Wait Time
- Zero Mess
- 30 Inch Water Column
- All Pressure Classes
- Long Lasting Seal

FOIL-GRIP™ 1402 FOIL-GRIP™ 1404 Not Duct Tape

USA: 900 Hensley Lane, Wylie, TX 75098 • (877) 495-4822 
Canada: 205 Brunswick Boulevard, Suite 300,  
Pointe-Claire, QC H9R 1A5 • (800) 544-5535 • www.carlislehvac.com

Hardcast Rolled 
Mastic Sealants

MR. HARDCAST’S

QUALITY G U ARANTEED

Double Points for our Contractor Rewards Program 
for all Rolled Mastics Sealant purchases.*(Apr 1st - May 30th)
Sign up at: https://hardcastrewards.com/Register

OR SCAN  
QR CODE
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NATE now offers remote Live Online Proctored Exams 
for the EPA 608 Exams, HVAC Support Technician 
Certificate exam, and the NATE Certification exams. 
 
Live Online Proctored Exams give technicians the 
opportunity to take their exam from the comfort of their 
own home or office, at a time that fits their schedule.
   
                                      This live online proctoring option
       will not replace our in-person 
              proctored paper and pencil and
        online exams that you can take 
       with one of NATE’s Testing 
       Organizations. 
                           

LIVE
ONLINE 
PROCTORED EXAMS

For more information or to register for an exam visit:
 

  NATEX.org

NATE is the leader in developing and recognizing professional HVACR technicians. 

North American Technician Excellence (NATE) is the largest non-profit certification organization for 
heating, ventilation, air conditioning and refrigeration technicians.

CUSTOMER SERVICE: 877-420-6283 | EMAIL: asknate@natex.org

NATE exams now available online! 
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The PATH to Airside Performance 
It takes commitment and discipline to implement 

airside performance testing. One of the biggest obsta-
cles is to decide where to start. With so many options, 
it can drive you crazy figuring out what should come 
first. One concept I’ve found that makes performance 
testing easy to follow is called PATH. 

PATH is an acronym for Pressure, Airflow, Tem-
perature, and Heat. These are the components that 
make up airside performance. Think of each piece as 
a step on the pathway to system performance. The 
acronym represents a sequential process you can use 
to implement testing, diagnostics, and solutions. Let’s 
look at an overview of each step and offer some sim-
ple ways you can start.

Pressure
Static pressure is the first step on the airside 

performance path. It is a foundation for airside per-
formance and an indicator of overall HVAC system 
health. 

Total external static pressure (TESP) is the first 
test to master. It uncovers hidden airflow restrictions 
that lead to premature equipment failure and com-
fort issues. To diagnose TESP, compare your mea-
sured TESP to the maximum rated TESP found on 
the equipment nameplate. If measured TESP exceeds 
rated TESP, you need to investigate further to figure 
out why.

A simple blood pressure comparison can help 
you understand why it’s important. High static pres-
sure -- just like high blood pressure -- means you are 
getting ready to have major issues and are probably 
not healthy. 

To help visualize this relationship, you can use 
the NCI Static Pressure to Blood Pressure Tables. 
Email me for your pdf copy.

Airflow
Airflow is the second step on the airside perfor-

mance path. It is key to a well-performing and long-
lasting system. Without it, you won’t achieve rated 
efficiency and the system will suffer long-lasting neg-

ative impacts. 
Many customers have endured low airflow issues 

for years but never had it pointed out through mea-
surement. You can plot fan airflow on a fan table to 
begin the troubleshooting process.

Once you measure TESP, plot it and the fan speed 
setting on a fan table to estimate fan airflow. This 
helps you see approximately how much air the fan is 
moving. 

To diagnose, compare plotted fan airflow to what 
the equipment needs for proper operation. You can 
also look at a fan table to see the relationship between 
elevated static pressure and airflow. 

Temperature
Temperature is the third step on the airside 

performance path. It is an important aspect of sys-
tem performance that you might overlook. The air 
handling equipment could have correct airflow but 
without proper temperatures, comfort and efficiency 
won’t happen. 

Start with four temperature measurements to see 
how much influence the duct system has on the sys-
tem’s comfort and efficiency. Measure the following 
air temperatures to show its impact with the system 
running:

• Temperature entering the equipment
• Temperature leaving the equipment
• Temperature at the farthest supply register 
• Temperature at the farthest return grille. 
Once you have these four readings, use them to 

calculate duct system temperature losses. Such losses 
provide a lot of insight into why a properly sized sys-
tem can’t keep up and why oversized equipment ap-
pears to work correctly.

Heat
Heat (delivered capacity) is the final step on the 

airside performance path. It provides proof that your 
work does what you said it would. As a result, you can 
show that customers received what they invested in. 
Delivered capacity is what defines real airside system 

performance.
Btuh (British thermal units per hour) is the mea-

surement for delivered capacity. The number of Btus 
shows how much heat the HVAC equipment and sys-
tem transfers.

Master airflow and temperature measurements 
before you move to this final step. Then start by mea-
suring sensible Btus at the equipment. First, plot fan 
airflow and record it. Next, measure temperature en-
tering and exiting the air-handling equipment. Let the 
system run for at least 15 minutes and then record 
your equipment ∆t (temperature difference).

Plug these readings into the sensible heat formula 
(cfm x Δt x 1.08) and see how close you are to manu-
facturer specifications. If your readings are within +/- 
10% you’re doing great. 

Don’t Freeze
Unfortunately, it’s easy to freeze when you look 

at the performance PATH. If you try to do everything 
at once, it results in paralysis. Don’t believe the mul-
titasking myth. You can have success one step at a 
time.

If you develop a clear purpose and vision for how 
to use these measurements, they’ll quickly become 
part of your company. Focus on one step of the path 
at a time. It will help you steadily reach your goals. 
Remember, small consistent steps and habits pave the 
way. 

David Richardson serves the HVAC industry as a 
curriculum developer and trainer for National Com-
fort Institute, Inc. (NCI). NCI specializes in train-
ing focused on improving, measuring, and verifying 
HVAC and Building Performance. 

If you’re an HVAC contractor or technician in-
terested in learning more about airside performance, 
contact David at davidr@ncihvac.com or call him 
at 800-633-7058. NCI’s website www.nationalcom-
fortinstitute.com is full of free technical articles and 
downloads to help you improve your professionalism 
and strengthen your company.

As COVID-19 continues its impact, it’s under-
standable to shift through various emotional states. 
But, by understanding our consumer landscape, we 
are managing to remain optimistic about the future of 
the mini split market. 

Communities, industries, and businesses are cer-
tainly feeling the weight of coronavirus’ economic ef-
fects. Here in Florida, we’ve been hunkered down for 
a while already with schools and colleges closed, man-
dated work-from-home arrangements and everything 
from sports and entertainment events to planned trips 
and church services canceled.

 So, we would like to help keep you clued into 
what’s happening across the consumer landscape: 
which factors are influencing, how people are react-
ing, how consumers’ behaviors are shifting, where 
they are turning, and what this all means for our busi-
ness. 

Here are a few things keeping us confident here at 
Comfortside/Cooper&Hunter:

1) Increased amount of time spent at home - Based 
on recent research, 95% of consumers say they’re 
spending more time at home, either unable to continue 
working or working from home. Air conditioning is 
essential. Due to economic uncertainty, homeown-
ers are looking for energy efficient options that won’t 
break the bank.

2) Home additions are becoming a new trend - 
The coronavirus outbreak has forced sports and en-
tertainment facilities to temporarily close their doors. 
People who are used to spending their time actively 

are quickly tiring of limited in-home activities. For 
example, some are converting their garages be used 
as fitness and gym areas. Sportsmen are converting 
their homes to training facilities with in-home train-
ing aid.  Movie goers are creating a similar experience 
at home, with soundproof home theater rooms.  Mini 
splits can be a perfect solution: energy saving, eco-
nomical and easy to install.  

3) It’s a perfect time for renovating business prem-
ises - Many restaurants, cafes and small businesses 
providing services were previously unable to find an 
opportunity to renovate their premises, now  can in-
vest in a mini split system.

4) Family budget non-essential expenses shift 
- Due to shelter in place orders, some non-essential 
family expenses were immediately cut, including: eat-
ing out, entertainment, non-essential shopping, beau-
ty & wellness, travel, extracurriculars for kids, gym 
memberships, and cars. so, those families who were 
dedicating a big chunk of their budget to out-of-home 
activities might now consider prioritizing home im-
provement investments instead.

5) Unexpected financial aid -  The direct stimu-
lus checks are expected to be deposited by the end of 
April, right before summer hits the US. For some, it 
will help alleviate the financial pressures to cover es-
sential expenses while, for others, it will serve as ex-
tra, unexpected income to spend.  

6) Late tax refund & consumers’ plans to spend it 
- The Treasury Department and the IRS are providing 
special tax filing and payment relief to individuals and 

businesses in response to the COVID-19 Outbreak. 
The filing deadline for tax returns has been extended 
from April 15 to July 15, 2020. 

This year’s annual tax return survey, conducted 
by NRF and Prosper Insights & Analytics, found that 
nearly two-thirds (65%) of consumers expect a refund.  
10% of the consumers were planning to use their re-
funds for home improvement. The extension of the tax 
filing deadline will result in the tax refunds shifting 
into the summer period, increasing the chance that the 
funds will be spent on air conditioning as a part of 
home improvement.

Taking all of these factors into consideration, we 
are optimistic and well-prepared for the upcoming 
season.  We strongly believe that consumers behavior 
change due to COVID-19 outbreak will result in mini 
splits growth. Cooper&Hunter products positioning 
and price niche between “big names” and “no names” 
brands is a golden spot during these times. With a cur-
rent full stock of products and parts, our production 
orders have not decreased but, increased by 20%.

We haven’t stopped working. Not a single person 
was laid off at this uncertain time. We hired an addi-
tional technical support staff member to ensure multi-
lingual customer support.  We have invested to addi-
tional technical equipment to provide online trainings, 
including video broadcasting of the tear-down practice 
& troubleshooting of our mini split systems. We will 
continue to service our existing clients and looking 
forward to welcoming new ones that share our vision 
to develop business under uncertain circumstances!

Cooper&Hunter Is Staying Optimistic 
In Light Of COVID-19 Pandemic
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LG Electronics 
Honored By U.S. EPA 
As 2020 Energy Star 
Partner Of The Year
 WASHINGTON, March 31, 2020 – LG Elec-

tronics has been named 2020 ENERGY STAR® 
Partner of the Year by the U.S. Environmental Pro-
tection Agency (EPA). The Sustained Ex-cellence 
award recognizes LG’s continued leadership in pro-
tecting the environment through high-performing, 
energy efficient products loved by millions of con-
sumers across the country.

“Responsible innovation is the foundation of 
creating Innovation for a Better Life,” said Thomas 
Yoon, President and CEO, LG Electronics North 
America. “With ENERGY STAR, LG is helping 
consumers make a difference – with products that 
deliver energy savings to help save money and the 
planet without sacrificing performance or style.” 

Bolstered by its leadership in ENERGY STAR 
promotions last year, LG helped educate mil-lions 
of consumers about energy efficiency while increas-
ing sales of ENERGY STAR certi-fied products. 
The 2020 award recognizes a number of key LG 
accomplishments:

• American consumers purchased 3.7 million 
LG ENERGY STAR certified products in 2019. All 
told, LG’s sales of ENERGY STAR certified prod-
ucts exceeded $2 billion.

• Heeding the EPA’s call for increased atten-
tion to ENERGY STAR Most Efficient, LG’s unit 
sales of Most Efficient products increased 27 per-
cent to over 750,000 units. 

• More than 80 percent of LG product mod-
els across various categories were ENERGY STAR 
certified in 2019. 

• The number of LG ENERGY STAR mod-
els increased by 70 percent for mini-split air con-
ditioners, 31 percent for refrigerators, 25 percent 
for clothes dryers and 12 percent for washing ma-
chines. 

• LG raised consumer awareness of ENER-
GY STAR benefits through retail promotions, so-
cial media engagement and advertising on its Times 
Square billboard in New York.

• Commemorating ENERGY STAR Day, LG 
partnered with Lowe’s on efficiency upgrades (with 
LG refrigerators, washers and dryers) for deserving 
families in Charlotte, N.C.

First recognized as ENERGY STAR Partner 
of the Year in 2012, LG consistently demon-strates 
“exemplary commitment and dedication to leader-
ship in energy efficiency and the ENERGY STAR 
program,” according to Ann Bailey, chief of the 
EPA’s ENERGY STAR Product Labeling Branch. 

“LG continues to be a leader in its commitment 
to ENERGY STAR as seen by its ever-expanding 
ENERGY STAR product offerings. EPA applauds 
LG for participating extensively in our campaigns, 
exposing millions of consumers to the value of EN-
ERGY STAR,” she said 

The ENERGY STAR Partner of the Year – Sus-
tained Excellence Award is the highest EN-ERGY 
STAR honor, presented to partners that have al-
ready received Partner of the Year recognition for 
a minimum of two consecutive years and have gone 
above and beyond the cri-teria needed to qualify for 
recognition. 

Since its inception in 1992, ENERGY STAR and 
its partners like LG have helped American families 
and businesses save nearly 4 trillion kilowatt-hours 
of electricity and achieve over 3 billion metric tons 
of greenhouse gas reductions. In 2018 alone, EN-
ERGY STAR and its part-ners helped Americans 
avoid nearly $35 billion in energy costs.

LG Electronics USA, Inc., based in Englewood 
Cliffs, N.J., is the North American subsidiary of LG 
Electronics, Inc., a $53 billion global innovator in 
technology and manufacturing. I 
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Here is how we stack up

Houston • Dallas • Phoenix
www.mcdanielmetals.com

   When it comes to filter bases, nothing 
compares to the quality we put into ours. We 
have been a leader in the business for more 
than 30 years. Whether it’s our flagship, the 
Accommodator, or the more economical 
Baseline 2.0, you are assured of a product that 
is built well, cost competitive and guaranteed. 
Go to our website and learn more about our full 
line of products.

New Carrier OptiClean  Negative 
Air Machine to Help Hospitals 

Slow Spread of COVID-19
PALM BEACH, Fla., April 16, 2020 — To help hospi-

tals treating patients with the novel coronavirus (COVID-19), 
Carrier  launched the OptiCleanTM portable negative air 
machine, which cleans and removes air potentially contami-
nated by the virus. In a closed room, the machine uses high-
efficiency particulate air (HEPA) filters, an air management 
system to significantly reduce the presence of coronavirus 
and other contaminants in the air, and flexible ducting to ex-
haust the filtered air. The machine creates negative pressure 
so that when the hospital room door is opened, air is pulled 
into the room from outside instead of letting potentially con-
taminated air out from the room. If negative pressure is not 
required, such as in an open-air, temporary hospital, the ma-

chine can be used as an air “scrubber,” pulling air in, removing many contami-
nants, and discharging cleaner air back into the room.

“During this global pandemic, it is essential that companies like Carrier do 
what we can to help stem the spread of the disease and protect caregivers, hospi-
tal workers, and patients,” said Carrier President & CEO Dave Gitlin. “Carrier’s 
strength lies in the expertise, creativity and passion of our employees to solve some 
of society’s most challenging problems. I am so proud of our team for identifying 
a need and quickly developing an innovative solution that will have an immediate 
impact for hospitals throughout the country.”

 While hospitals generally have air filtration systems that reduce the spread of 
infectious diseases, those systems might only be available in certain sections of the 
hospital. The rate at which COVID-19 spreads has put inordinate strain on hospi-
tals in the most affected cities, where there are more COVID-19 patients than there 
are infectious isolation rooms. As a result, hospitals have had to convert rooms that 
were not intended for patients with infectious diseases, and new field hospitals have 
been established that are not equipped with hospital-level air filtration.

“The Carrier negative air machine fills a significant need in these critical situ-
ations when it is necessary to create a negative offset in temporary facilities,” said 
Mark Schwartz, Director of Facilities at the University of Rochester Medical Cen-
ter, which trialed the machine. “As the number of coronavirus cases continues to 
grow, facilities must expand their capacity to treat patients in spaces that typically 
do not have the same air handling capabilities as hospital rooms, which are spe-
cifically designed for treating airborne infectious diseases. Solutions from Carrier 
like the OptiClean are necessary to effectively remove contaminants from the air, 
create negative pressure within the patient care space while protecting the adjacent 
areas, and slowing the spread of the disease.”

  Carrier began developing the OptiClean in late March. After quickly and 
successfully testing prototypes in Carrier facilities, the company began field trials 
in hospitals across the country and expects to begin shipping units shortly. The 
machines are portable, plug into a normal wall outlet, and sit on wheels that enable 
hospitals to move them to rooms as needed.

“Using existing Carrier fan coil technology and working with suppliers to 
quickly secure additional raw materials, we’ve thrown away the playbook to ramp 
up testing and production to get machines deployed as fast as possible,” said Chris 
Kmetz, Carrier’s vice president of engineering. “Going forward, with professional 
installation OptiClean could be used in homes, businesses, assisted living facilities 
and elsewhere to provide cleaner air and protect vulnerable populations and com-
munities.” For more information, visit www.Carrier.com/commercial. 

ATLANTA (April 20, 2020) – ASHRAE has published two statements to de-
fine guidance on managing the spread of SARS-CoV-2, the virus that causes CO-
VID-19 disease (Coronavirus) with respect to the operation and maintenance of 
heating, ventilating and air-conditioning systems in buildings.

 ASHRAE developed the following statements in response to widening false 
statements surrounding HVAC systems. ASHRAE officially opposes the advice 
not to run residential or commercial HVAC systems and asserts that keeping air 
conditioners on during this time can help control the spread of the virus.  

ASHRAE’s statement on airborne transmission of SARS-CoV-2/COVID-19 
-Transmission of SARS-CoV-2 through the air is sufficiently likely that airborne 
exposure to the virus should be controlled. Changes to building operations, includ-
ing the operation of heating, ventilating, and air-conditioning systems, can reduce 
airborne exposures. ASHRAE’s statement on operation of heating, ventilating, 
and air-conditioning systems to reduce SARS-CoV-2/COVID-19 transmission 
-Ventilation and filtration provided by heating, ventilating, and air-conditioning 
systems can reduce the airborne concentration of SARS-CoV-2 and thus the risk 
of transmission through the air. Unconditioned spaces can cause thermal stress to 
people that may be directly life threatening and that may also lower resistance to 
infection. In general, disabling of heating, ventilating, and air-conditioning sys-
tems is not a recommended measure to reduce the transmission of the virus. HVAC 
filters, along with other strategies, help to reduce virus transmission while remov-
ing other air contaminants that may have health effects.

ASHRAE Issues Statements on 
Relationship Between COVID-19 

and HVAC in Buildings
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TODAY’S A/C NEWS

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

PROFESSIONAL ADMINISTRATOR AVAILABLE
Are you a Board member for a not-for-profit trade or professional association that is overwhelmed with 

the day to day operations?  Does the Board need to concentrate on the vision and services for its members?  
Our 30-year old professional management company in partnership with your Board can free up your Board’s 
time and allow the association to strengthen financially and organizationally.  Services include: accounting, 
event management, educational programming, membership management, member communications.  Inter-
ested? We are standing by to assist you.  Send an email in confidence to associationpartnership@gmail.com.

COMMERCIAL UV SALES MANAGER
RGF is seeking an experienced Commercial UV Sales Manager for our growing air division. Minimum of 3 

years’ experience in the commercial UV market is required.
Please send resume to Mat Charles at mcharles@rgf.com

TM needed to cover existing accounts in the Southern Alabama/FL Panhandle territory. Excellent commission 
structure with no cap on growth. Some overnight travel required. Minimum 10 years experience in HVACR whole-
sale distribution. Please send resume to hvacrtopsales1@gmail.com

 TERRITORY MANAGER NEEDED 
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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
Deerfield Beach (754) 218-9667
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 Port Richey 
Dustin Smith, Ryan Sanders, Chianta Smith, Bill Vanslyke

Johnstone Supply Ft Myers 
Don Rolfsen, Marcus Sample, 

Chris Hernandez, Dean Whitesell

Johnstone Supply Ware Group Lakeland
 Eric Sotolongo, Andy Irby,

Frank Gallart, Don Compeau

Johnstone Supply Ware Group Dania Beach
Ryan Pesch, Bobby Lewis, Ramon Soto, Guillermo Anson, 

Carlos Masjuan, Carl Daigle, William Jones, 
Paulo Garcia, Mike Weber, Carlos Borja 


