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 WESTPORT, 
Conn., October 28, 2024 
– The AHR Expo (Inter-
national Air-Condition-
ing, Heating, Refriger-
ating Exposition) today 
released the full schedule 
for the 2025 AHR Expo 
Education Program. This 
year’s program will fea-
ture more than 250 ses-

sions, including free industry seminars, a robust pan-
el series lineup, new product presentations and more.

“Educating our current and future workforce is 
an area of dedicated attention and effort across most 
industry conversations,” said Show Manager, Mark 
Stevens. “Over the years, the AHR education program 
has grown into an important complementary asset to 
the show floor experience, lending an opportunity for 
deeper understanding of what’s happening within the 
industry, how to apply skill and knowledge, and how 
to prepare for shifts.”

The AHR Expo Education Program provides 
attendees with expert advice aimed to better under-
stand real-world application and learning relating 
to current trends and practices across the industry. 
Areas of niche discipline, as well as broader discus-
sion of topics that stretch the full supply chain, will 
be available to stimulate industry conversation and 

professional development.
“AHR Expo is a unique opportunity to pair ses-

sion learning with application practice due to the 
complementary aspect of our education program-
ming and the exhibition floor,” said Kim Pires, Di-
rector of Education. “Taking learning one step fur-
ther, attendees can apply what they’ve just learned in 
a classroom to products, technology, or conversations 
on the show floor—creating a valuable opportunity 
that’s hard to find elsewhere in the industry.”

 Attendees are encouraged to sit in on exhibitor 
presentations in the New Product Theater. More than 
145 presentations lasting approximately 20 minutes 
each are planned across all three days of the show. 
These free presentations will provide brief overviews 
of new product announcements and technologies that 
can be found in exhibitor booths on the show floor. 
Attendees are invited to follow up presentations with 
a visit to the booth for a more in-depth explanation 
and 1:1 interaction with products and representatives. 
No fee or individual session registration is required, 
however, show registration is required. 

Attendees can view the complete AHR Expo Ed-
ucation Program schedule, including the New Prod-
uct Theaters, on the AHR Expo website. Addition-
ally, attendees are encouraged to manage their show 
floor and education program agenda by creating a 
free MyShow Planner account and downloading the 
AHR Expo app.

 In late September the U.S. EPA announced a 
final rule establishing the Emissions Reduction and 
Reclamation (ER&R) program under the American 
Innovation and Manufacturing (AIM) Act of 2020. 
Considered the third pillar of the AIM Act, the ER&R 
supports efforts to phasedown use of higher global 
warming potential (GWP) refrigerants and pave the 
way for the industry’s transition to low-GWP A2Ls. 

The program has three main objectives—maxi-
mizing refrigerant reclamation, minimizing release 
of hydrofluorocarbons (HFCs) and substitutes from 
equipment, and ensuring the safety of technicians 
and consumers. As it currently stands, the ER&R 
program aims to support faster leak detection and 
repair; expanded reclamation of HFCs and use of 
reclaimed HFCs; and record keeping, reporting, 

and labeling. Now more than ever it’s important for 
members at every level in the HVACR industry to 
employ a strong refrigerant management strategy. 
Creating a strategy around the following “Eight Rs” 
can prepare you for the rollout of ER&R regulations 
and help ensure your business has the resources nec-
essary to continue servicing equipment with legacy 
refrigerants and successfully introduce A2L solu-
tions to customers. 

Regulations. Whether you’re manufacturing, in-
stalling, or servicing equipment, keeping up to date 
with regulatory changes is key to compliance. In ad-
dition, because regulatory changes will impact both 
legacy and new-generation refrigerants and equip-
ment, understanding changes offers an important 
tool for planning for what’s next.
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  AHR EXPO Releases 
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Tropic Supply’s Food Drive to Help Fight Local 
Hunger was a Great Success! (see page 8)

SFACCA November Dinner Meeting on 
Blower Door Testing (see pages B3) 

Oldach Distributors Hosts A2L Refrigerants 
Seminars at all Florida Locations (see page 23)

Tropic Supply-Ruud A2L Training Best Practices 
for Sensor Operation & Installation (see page B5)

Charles Allgood, PhD, Technical Fellow, The Chemours Company, FC, LLC
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 “He can afford it. He’s made of money.” That’s 
what employees think when they don’t understand 
costs and profit. When you establish a standard bonus 
structure, employees learn about cost and profit. They 
care because it impacts their compensation.

Bonuses and profit sharing plans are put in place 
to reward managers and employees for helping the 
company achieve profits. Company owners “share 
the wealth” with those who have helped create it. 
Using the method described below, bonuses are not 
“the throw of a dart” or emotional decisions. It is a 
standard method that everyone understands…without 
emotion.

Bonuses and profit sharing are distributed two 
months after the fiscal year ends. They are distributed 
according to the program described below for manag-
ers and a separate program for all other employees. 
They are not distributed at holiday time because if 
they are distributed at holiday time, then employees 
look at the distributions as gifts and expect them - 
whether the company has a good year or a loss.

Bonuses are divided into two areas: manager bo-
nuses and employee bonuses.

Managers Bonus Plan - Each manager’s depart-
ment is individually evaluated to determine profit-
ability. If profits are realized, the department manager 
will participate in sharing a percentage of those prof-
its. The percentage of profits paid to each manager 
will be equal to the percentage of net operating profit 
(relative to gross sales) his department achieved (be-
fore extraordinary expenses).

Net operating profit margin is defined as normal 
sales minus those expenses that the department nor-
mally experiences before bonuses and extraordinary 
expenses that aren’t a normal department expense (i.e. 
owner deciding to take a bonus).

Example 1--Department Manager A runs a de-

partment that nets a 10% net operating profit margin 
on gross sales of $600,000.00. This means that De-
partment A had profits of $60,000.00. Department 
Manager A would then receive 10% of the profits for 
their department (in this case 10% of $60,000.00, or 
$6,000.00). 

Example 2—The same department has sales of 
$600,000.00 and nets 15% or $90,000.00. Department 
Manager A would then receive 15% of the $90,000.00 
or $13,500.00.

Employee Profit Sharing Plan - Employees are 
paid based on their compensation (hourly wage plus 
bonus or salary) and the number of years’ employ-
ment. The company owner determines the percent-
age of net operating profit to be distributed each year. 
Generally this percentage ranges from 10% to 25%. 
The remainder is kept for company growth, manager 
bonuses, and owner distributions.

Employee profit sharing is calculated according to 
that employee’s percentage of the total compensation 
and number of years employed for all employees. 

Assume the following:
Employee 1: $20,000 total compensation; em-

ployed 3 years
Employee 2: $60,000 total compensation; em-

ployed 1 year
Employee 3: $30,000 total compensation, em-

ployed 5 years
The company total percentage is: (20,000)

(3)+(60,000)(1)+(30,000)(5) = 270,000
Employee 1 percentage is 60,000/270,000 = 

22%
If the total net operating profit to be distributed is 

$10,000 then Employee 1’s share is $2,200.

Next Topic is Dumb Direct Cost Mistakes
“Our gross margin is 60%. We’re doing really 

well.” “What costs do you have in direct costs?” “Just 
labor and equipment.” “You’re missing a lot of cost 
that should go in direct cost.”

What did I mean? Direct costs or cost of goods 
sold are costs incurred when you produce revenue. 
Many companies just include labor and equipment to 
produce a product or service. This is only part of the 
direct cost that should be shown on your profit and loss 
statement.

Overhead costs are costs incurred to stay in busi-
ness. These include rent, utilities, etc. and must be 
paid whether or not you produce revenue.

One of the biggest mistakes is not including com-
missions in direct cost. Commissions are not paid un-
less a sale is made and revenue is produced. There-
fore, it is a direct cost. Another is forgetting credit card 
charges or financing fees. You don’t incur these costs 
unless you sell a product and a customer pays for it by 
credit card or finances the purchase. Finally, you might 
have costs for shipping, permits, and warranty.

All of these costs go into direct costs which lowers 
your gross profit and gross margin.

What doesn’t go into direct cost? Unapplied time 
– labor for meetings, vacations, etc. Your customers 
won’t pay for this time.

What may go into direct cost? Some companies 
put truck expenses for field labor in direct cost with 
the reasoning that the technician can’t be without his 
truck. Personally, I don’t put truck or payroll expenses 
in direct cost. I price by overhead cost per hour and 
net profit per hour. The important number is what dol-
lars amount flows to the bottom line…irrespective of 
where you put an expense on your P&L.

To be accurate, make sure that all of the direct 
costs you incur to generate revenue are in cost of 
goods sold or direct cost. Then you’ll have an accurate 
gross margin.

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

 Avoid Basing Bonuses on 
Emotion Rather than a 

Standard Format
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Revolutionizing HVAC 
Maintenance with 

iFLO Pro: Now a Proud 
Nexstar Network 

Member

In today’s competitive HVAC landscape, inno-
vation is key to staying ahead. That’s where iFLO 
Pro comes in, a game-changing solution designed 
to address one of the most persistent issues faced by 
contractors and wholesalers alike: clogged drains 
and water damage. Since its launch just five months 
ago, iFLO Pro has already made a significant im-
pact with over 30,000 devices live in the field, 
transforming how HVAC professionals serve their 
customers.

Why iFLO Pro Stands Out
1. Efficiency at its Core: iFLO Pro’s AI-

powered technology provides proactive drain pan 
and line cleaning, significantly reducing warranty 
claims and service callbacks. This efficiency not 
only saves time for contractors but also ensures 
peace of mind for homeowners.

2. A Sustainable Solution: With sustainability 
increasingly at the forefront of the HVAC indus-
try, iFLO Pro’s advanced design supports environ-
mentally responsible practices by preventing water 
waste and minimizing the use of harmful cleaning 
agents.

3. Revenue Growth for Contractors: iFLO 
Pro enables HVAC contractors to establish a recur-
ring revenue model through device monitoring and 
maintenance programs. This business model en-
sures long-term relationships with customers while 
driving profitability.

4. Seamless Integration: With an intuitive 
dashboard and a focus on ease of use, iFLO Pro in-
tegrates seamlessly into your operations. Contrac-
tors and technicians can quickly learn the system, 
minimizing the learning curve and maximizing 
adoption.

30,000 Reasons to Believe
The numbers speak for themselves. In just five 

months, more than 30,000 iFLO Pro devices have 
been installed, with contractors and wholesalers 
reporting significant reductions in drain-related 
issues. This rapid adoption demonstrates the trust 
HVAC professionals place in iFLO Pro to deliver 
consistent results.

Proud to Join the Nexstar Network
We are thrilled to announce that iFLO Pro is 

now a proud member of the Nexstar Network. This 
partnership reinforces our commitment to innova-
tion, education, and excellence within the HVAC 
industry. By aligning with Nexstar, we gain access 
to invaluable resources and insights that will fur-
ther empower our contractor partners to succeed.

Join the iFLO Pro Movement
The success of iFLO Pro isn’t just a testament 

to its groundbreaking technology but also to the 
contractors and wholesalers who have embraced it. 
If you haven’t yet explored how iFLO Pro can trans-
form your business, now is the time. Together, let’s 
shape the future of HVAC maintenance.

For more information, visit www.iflopro.com or 
contact us directly to learn how you can become 
part of the iFLO Pro revolution.

YELLOW JACKET HORNET™ 
RecoverXLT2-AP™

Up to 25% Faster Recovery Rates*
The drive to lower global warming potential 

refrigerants with increased flammability has neces-
sitated the evolution of the market leading YEL-
LOW JACKET® HORNET™ 
RecoverXLT2-AP™ Recovery 
Machine with twin cylinder 1/2 
hp oil less compressor and gravity 
drain condenser. The unique “am-
bient pressure switch” and three 
meter power cord comply with 
the current safety requirements. 
The HORNET™ RecoverXLT2-
AP™ is specifically designed for 
the new lower GWP refrigerants 
including R-32, R-1234yf and R-
1234ze as well as the most com-
mon CFC, HFC and HFO refrig-
erants, including R-22, R-404A, 
R-407, R-410A, R-448A and R-449A.

Set yourself up to work smart. Surround yourself 
with the hardest working, highest performing tools 
available – the YELLOW JACKET® HORNET™ 
RecoverXLT2-AP™ and other service tools for the 

HVAC/R service professional by YELLOW JACK-
ET®. 

Features:
• 1/2 hp, twin cylinder, oil-less compressor for 

fast recovery of Class III, IV and 
V refrigerants including R-32, R-
1234yf and R-1234ze
• Low pressure switch stops 
recovery above ambient pressure 
for leaking systems to prevent 
pulling air into recovery cylinders
• Low pressure bypass for re-
covery of leak-free systems
• Patented single valve con-
trol for easy changeover from liq-
uid to vapor to purge
• Auto purge clears residual 
refrigerant for quick change from 
one refrigerant to another

• Condenser with gravity drain keeps recov-
ery tank up to 10° cooler for reliable opera-
tion in high ambient conditions

• Lightweight case designed for easy carrying
• One-year warranty
• Designed and manufactured in the USA
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FERGUSONHVAC.COM

TESTED, TRUSTED, TOUGH

©2024 Ferguson Enterprises, LLC 0423 6404229

The Ruud Endeavor is built tough to deliver ultimate performance you can count 
on day after day, year after year. The Ruud Endeavor line can offer high energy 
efficiency, quiet operation and reduced energy bills to your customers. The up 
to 10-year limited parts warranty will give you and your customers peace of mind 
knowing that they are covered by some of the best warranties in the industry.  

Now serving Florida at over 35 locations.  
Find a location near you.

The Endeavor Line includes:
Air conditioners  •  Heat pumps  •  Air handlers

Gas furnaces  •  Cased/uncased coils

Ask your local Ferguson sales associate about pricing and  
availability for your next equipment installation job.

Steps to Help You Align with the 
Emission Reduction 

and Reclamation Program

Recordkeeping. Regulatory bodies conduct au-
dits—relying heavily on recordkeeping and report-
ing—to ensure compliance. This will mainly impact 
manufacturers, importers, and equipment owners. 
However, accurate and consistent recordkeeping on 
the contractor side can prove to be incredibly ben-
eficial to your business’s operating efficiency, bring 
added value to your customers, and support sustain-
ability objectives. 

Repair leaks.  Practicing consistent, effective 
leak detection and repair is an important part of 
regulatory compliance that can also impact your 
bottom line by reducing service gas costs and keep-
ing systems operating at peak efficiency. In addition, 
it’s the first line of defense in reducing HVACR sys-
tems’ impact on the environment. 

Replace equipment. As systems approach the 
end of their serviceable lifetime, define which new, 
higher-efficiency units utilizing A2L refrigerants 
offer the best replacements. Remind customers of 
benefits such as reduced energy consumption and 
operating costs. 

Retrofits. If equipment is in good condition and 
not nearing the end of its serviceable lifetime, it may 
still make sense, where applicable, to perform a re-
frigerant conversion, allowing it to operate with a 
more sustainable and readily available refrigerant. 

Recovery. The first step in supporting refrig-
erant circularity, recovery means removing refrig-
erant from a system and placing it into a separate 
container. During this process it’s important to 
maintain its value/purity as much as possible by not 
mixing gases. 

Reuse/Recycle. This means returning recovered 
refrigerant to the same system, or another system 
with common ownership. Removing oil, moisture, 
or other contaminants via minor “cleanup” or filter-
ing of the recovered gas may be part of the process. 

Reclamation. Reprocessing recovered refriger-
ant to meet approved industry purity specifications 
(refer to Subsection (b)(9) of the AIM Act) allows 
it to be reintroduced commercially for industry use 
and is becoming increasingly important in ensuring 
ample legacy refrigerant supply exists to meet cur-
rent servicing needs. In the US, reclamation must be 
performed by EPA-certified reclaimers.  

The above steps offer insights on best practices 
to help guide refrigerant management at your busi-
ness. To ensure compliance with regulations, proper 
steps should be taken—starting with a thorough re-
view and understanding of specific definitions and 
requirements as outlined by the US EPA and any 
applicable state/local agencies, and consulting with 
your regulatory and technical experts before acting 
or refraining from acting when it comes refrigerant 
use and reclamation.  

The new EPA Emissions Reduction and Recla-
mation Program will impact a significant percent-
age of the HVACR industry, including companies 
and individuals who own, operate, service, repair, 
recycle, dispose, or install equipment containing 
HFCs or their substitutes, as well as those that re-
cover, recycle, or reclaim HFCs. Practicing the Eight 
Rs can keep your company several steps ahead and 
support you in maintaining, and potentially grow-
ing, your business. Moreover, it will help ensure suf-
ficient supply of phase-downed legacy refrigerants 
for maintenance and repair needs while supporting 
the industry’s transition to lower GWP A2Ls.  

Charles Allgood, PhD, Technical Fellow, The 

Chemours Company, FC, LLC Charles “Dr. Chuck” 
Allgood holds a PhD in chemistry, has more than 
30 years of experience in the HVACR industry, and 
is a respected speaker at many industry events. In 
addition to Chemours, he’s worked for the National 
Institute of Standards and Technology. Dr. Allgood 
has held a variety of research, development, busi-
ness, technical service, training, and applications 
development positions with Chemours. Most recent-
ly, he has focused on the development of low-GWP 
refrigerants—including Chemours Opteon™ brand 
refrigerants—and educating industry professionals 
about the changing regulatory landscape and A2L 
refrigerants on the market.

(continued from cover story)

YJACK® FOR A MORE 
CONNECTED TECH.

The YJACK® Series is 
a network of devices that 
form a new platform offer-
ing a total HVAC/R diag-
nostics solution. Multiple 
devices can measure system 
and environmental param-
eters. When coupled with 
either the TITANMAX™ 

and P51-870 TITAN® Digital Manifolds, the user has 
the necessary information for complete system diag-
nostics.

Each device utilizes Low Energy Bluetooth® 
(BLE) technology to interconnect with each other and 
any smart device: Android and iOS. All YJACK® 
Series devices can also communicate directly with 
either the TITANMAX™ and P51-870 TITAN® Se-
ries Digital Manifolds simultaneously. The YJACK 
VIEW® App provides ease of access to all informa-
tion measured by the YJACK® Series of devices.

400 ft line-of-sight signal range on YJACK PATH, 
YJACK PRESS and YJACK MANO

1000 ft line-of-sight signal range on YJACK® 
Temperature Clamp, YJACK® Temperature Strap, 
YJACK DEW®, YJACK VAC®, YJACK AMP® and 
YJACK FLOW®*
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Explore Johnson Controls’ Latest 
Innovations at AHR Expo 2025

Johnson Controls-Hitachi
airCore 700 with HeatForce is Hitachi’s newest 

ENERGY STAR® certified cold-climate heat pump 
for light commercial and residential applications. 
Available up to 3 tons and utilizing low-GWP refrig-
erant R-32, it features a best-in-class piping length and 
a universal single-split outdoor unit with multiple in-
door options to fit a wide variety of applications. With 
HeatForce technology, it offers 100% heating capacity 
at 5°F and 70% heating capacity or greater at -13°F, 
meeting most cold region climate rebates and incen-
tives.

Ducted Systems – Residential
The cold climate-compatible YORK® HH8 Side-

Discharge Heat Pump features variable-speed drive 
technology and can deliver 
approximately 70% heating 
capacity at 0°F. This sustain-
able residential solution has 
been optimized for use with 
low-GWP refrigerant R-454B, 
qualifying it for the Energy 
Efficient Home Improvement 
Credit (25C). With a side dis-
charge, compact footprint, 
and the ability to be stacked, 
the highly adaptable HH8 can be hidden under raised 
decks or installed in zero lot-line neighborhoods.

Ducted Systems – Commercial
Available within the company’s Ducted Systems 

Solutions App, the new Refrigerant Detection System 
(RDS) Calculator is a first-of-its-kind tool. After en-
tering details about a job, such as refrigerant volume, 
supply air discharge height and total area being con-
ditioned, the calculator provides contractors with an 
immediate report confirming if an RDS is required for 
A2L equipment or not. This ensures an installation is 
compliant with current regulations without requiring 
contractors to complete complicated calculations.

BAS/Controls
The newest iteration of the industry-leading Build-

ing Automation System, Metasys 14.0, is designed to 
elevate a commercial building’s overall performance 
and sustainability while enhancing occupant comfort, 
health and safety. It builds on the proven Metasys plat-

form with revolutionary new features that offer an im-
proved user experience, enhanced network efficiency, 
flexibility and security, simplified administration and 
improved energy management.

PENN
The new PENN® System 550 is a user friendly 

modular electronic control solution that fulfills tem-
perature, humidity and/or pressure control needs. Sys-
tem 550, the plug-and-play solution, is the first of its 
kind to include A2L refrigerant leak sensing and miti-
gation functionality and optional two-way cloud con-
nectivity, providing a complete solution to meet A2L 
refrigerant regulations.

Applied Equipment
The next-generation YORK® YMAE Air-to-

Water Inverter Scroll Modular 
Heat Pump is a high efficiency, 
future-ready HVAC decarbon-
ization solution for commercial 
and institutional buildings that 
want to minimize their envi-
ronmental impact. The modu-
lar YORK YMAE is available 
in 2-pipe and 4-pipe configu-
rations and can be configured 
with as many as 32 modules 

in a single control array, making it highly flexible to 
serve a wide range of applications. Variable speed in-
verter scroll compressors with enhanced vapor injec-
tion (EVI) technology efficiently widens the YMAE 
operating map, allowing it to provide water tempera-
tures up to 130°F (55°C) at low ambient conditions of 
0°F (-18°C).

OpenBlue
The OpenBlue Enterprise Manager suite of digi-

tal solutions, part of the OpenBlue digital ecosystem, 
now features significantly expanded AI capabilities. 
The updates include the first customer-facing genera-
tive AI applications, more autonomous building con-
trols, and a significantly improved user experience. 
Coupled with equipment upgrades and proactive ser-
vices, OpenBlue customers can reduce energy spend 
by up to 30%, reduce maintenance spend by up to 
20%, and optimize space utilization by up to 10% - a 
win for the environment and the bottom line.

Del-Air Expands 
Throughout Florida’s 

Fun Coast with Colman 
Heating & Air Acquisition

ORLANDO, Fla., Nov. 20, 2024 /PRNewswire/ 
-- Del-Air Plumbing, Air Conditioning and Electric 
, Florida’s foremost indoor comfort provider, contin-
ues its expansion across Florida with the acquisition 
of Colman Heating & Air. Del-Air now serves Volu-
sia and Flagler counties including Daytona, Titus-
ville, Cape Canaveral, Cocoa, New Smyrna, Ormond 
Beach and Palm Coast.

Since opening in 1980, Colman Heating & Air has 
been a leading provider of home comfort along Flori-
da’s Space Coast. Located in Titusville, the company 
committed itself to excellent customer service while 
providing customers with top-quality services in air 
conditioning repair, installation, ductless HVAC, heat 
pumps, light commercial HVAC and much more.

“Through the acquisition of Colman Heating & 
Air, homeowners in Volusia and Flagler counties will 
have access to the services provided by our excellent 
team at Del-Air,” said Rick Rogers, CEO of Del-Air. 
“We remain dedicated to creating premier home com-
fort for homeowners and businesses in these two com-
munities. Through our full suite of HVAC, plumbing 
and electrical services, we commit ourselves to being 
an asset in the community.”

For over 40 years, Del-Air has created a reputa-
tion as the air conditioning and heating contractor of 
choice for Florida homeowners, homebuilders and 
commercial businesses. As part of their dedication to 
the community, customers in their service areas can 
save $100 on their A/C tune-up when they donate five 
cans of food. For more information about Del-Air or 
to see their discount offers, visit https://www.delair.
com/ .

Since 1983, Del-Air has served Florida residents, 
businesses and homebuilders with quality air condi-
tioning, heating, plumbing and electrical products 
and services. Del-Air’s warranty programs and flag-
ship Precise Comfort Plan includes regular profes-
sional maintenance for all household plumbing, air 
conditioning and electrical systems where applicable. 
Visit https://www.delair.com/  or call 888-831-2665 to 
contact Del-Air. Del-Air is majority owned by Astara 
Capital Partners.
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Manufacturer-backed warranties on systems
that make you so comfortable you’ll forget to
look outside.

Industry-leading warranties on YORK & Hitachi home comfort
systems help your homeowners spend more time staying
comfortable without worrying about unexpected HVAC repair
costs.
 
Contact a YORK Account Manager to learn how to become a
YORK Dealer and a Hitachi airXpert Dealer today! 
Plus learn more about our warranties and special warranty 
promotion offered only to Florida Dealers.

*All limited warranties are subject to terms, conditions and exclusions set forth in the product’s limited warranty
statement. See applicable limited warranty statement for details.

The YORK brand of Johnson Controls. ©2023 Johnson Controls, Inc. 5005 York Drive, Norman, OK 73069. www.YORK.com. Subject to change without notice. All rights reserved.

YORK® Heating and Cooling
products have been awarded
the Good Housekeeping
Seal of Approval.

Visit www.YORK.com to learn more about YORK equipment
https://www.hitachiaircon.com/us/
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Tropic Supply’s Food Drive to Help 
Fight Local Hunger was a Great Success!

Tropic Supply is proud to announce the tremen-
dous contractor and customer participation in their 9th 
Annual November Food Drive! This year’s event was 
a resounding success, thanks to the collective efforts 
of their 22 Resource Centers across Florida. Together  
they collected nearly 2,400 items, including canned 
goods, dry food, and water, along with over $400 in 

cash donations. Additionally, more than 600 pounds 
of food was gathered, providing vital support to fami-
lies in need. These donations were distributed to 19 
different organizations throughout the state, making a 
meaningful impact in local communities.

Tropic Supply was inspired by the creativity and 
teamwork displayed by its Resource Centers in driv-

ing this initiative forward. Special thanks go to the 
many customers who contributed generously. In ap-
preciation, each donor was entered into a drawing for 
one of 29 prizes, each valued at $200 or more.

This year’s food drive reflects Tropic Supply’s on-
going commitment to making a meaningful difference 
in the fight against local hunger.

The Tropic Mania 2024 Food Drive
display at Tropic Supply Tallahassee

won third place in the contest!

 Working together to fight local hunger
at Tropic Supply East Tampa.

 The biggest food donation: 432 items!
Collected by Jonathan, Bryan, Parker, and Jason

from The Cooling Company in Sarasota.

Generous giving to fight local hunger 
takes a big heart—and a big box too—at 

Tropic Supply East Tampa.

My bags runneth over at 
Tropic Supply Daytona Beach.

  Tropic Supply Sarasota takes first place in the 2024 
Food Drive Display Contest with their creative ‘Feed Me, 

Seymour!’ display inspired by Little Shop of Horrors!

 Tropic Supply Ocala earns second place in the 2024 
Food Drive Display Contest with their creative 

‘The Feel Good Vending Machine’ display!

 James Micolo and employees from 
Sailfish Mechanical unload their donation 

at Tropic Supply West Palm Beach.

 It is amazing what takes place when 
everyone gives something 

to Fight Local Hunger!



         DECEMBER 2024      PAGE 9                TODAY’S AC & REFRIGERATION NEWS

Scan for
our full 
Residential 
Catalog

Scan for 
our full 

Commercial 
Catalog

WE ARE READY FOR
2025!

Stop by a
nd

Vusit U
s!

RectorSeal® Introduces Dust 
Free® Platform Media Air Cleaner 

for Space-Constrained HVAC 
Installations

Houston, TX, November 12, 2024—Rec-
torSeal, a leading manufacturer of HVAC/R and 
plumbing accessories, has an-
nounced the launch of the Dust 
Free Platform Media Air Clean-
er (PMAC) designed for verti-
cal, bottom-return ducted resi-
dential and commercial HVAC 
installations.

The Dust Free PMAC is a 
compact, high-efficiency air 
cleaner featuring a MERV 11 
filter for superior air quality and a durable, galva-
nized steel frame. Its 90-degree duct transition al-
lows for flexible instal-
lation in tight spaces for 
furnace or air handler 
HVAC installations. 
Each unit can be con-
figured to unique duct 
and equipment opening 
sizes, making it suitable 
for almost any ducted 
installation. Dual filter 
access doors allow for 
easy access in left- or 
right-handed applica-
tions, adding to the 
unit’s ease of installa-
tion.

Designed as a two-
in-one filtration and 
transition solution for 
space-constrained ver-
tical upflow applica-
tions, the Dust Free 
PMAC reduces instal-
lation time and saves 
space for HVAC con-
tractors. It also captures 
a broad range of air-
borne contaminants.

“Our Dust Free 
product line continues 
to deliver innovative 
and timesaving solu-
tions for HVAC con-
tractors,” said Gregg 
Burnett, VP and GM of 
Dust Free. “The PMAC 
offers a simple solution 
to previously compli-
cated installations with 
limited transition space 
for a high-efficiency air 
filter.”

Since 1937, Rec-
torSeal has offered 
products that have built 
a steadily growing and 
loyal following among 
contractors due to dif-
ferentiated and proven 
product performance. 
Further, the company is 
often the first to tackle 
and solve challenges 
professional trade con-
tractors face. In 2015, 
RectorSeal became part 
of the Contractor Solu-
tions segment of CSW 
Industrials, Inc. (Nas-
daq: CSWI). Please vis-
it www.rectorseal.com 
for additional details, 
and follow us on Linke-
dIn, Facebook, You-
Tube, Instagram, and X 

for the latest product enhancements and news. 
RectorSeal, LLC, a wholly owned subsidiary 

of CSW Industrials, Inc. 
[NASDAQ: CSWI], is a lead-
ing provider of quality so-
lutions for the professional 
trades serving heating, ven-
tilation, and air conditioning 
(HVAC/R), plumbing, electri-
cal, and construction markets. 
For more information about 
RectorSeal’s innovative prod-

ucts and brands that increase efficiency and im-
prove reliability, please visit www.RectorSeal.com.
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Seamlessly manage your heating and cooling systems with intuitive,
touch-screen precision. Enjoy unparalleled energy efficiency, customizable
comfort settings, and real-time diagnostics, all at your fingertips.

ION SYSTEM CONTROL
Experience the ultimate
in-home climate control this holiday season

STOP BY YOUR LOCAL BAKER OR FLORIDA COOLING TODAY. 45 LOCATIONS TO SERVE YOU!

Upgrade to smarter, more efficient home comfort today with
Tempstar – where innovation meets reliability!

NAVAC Strengthens Industry 
Leadership with HARDI Supplier 
Council Presence and Upcoming 

Presentation at Annual Conference

Lyndhurst, NJ – NAVAC, a global leader in 
HVAC vacuum pumps and HVAC/R tools, continues 
to expand its influence within the HVAC industry 
through its active participation in the Heating, Air-
conditioning & Refrigeration Distributors Interna-
tional (HARDI). Since becoming a HARDI Supplier 
Member in 2018, NAVAC has played a key role in fos-
tering industry advancements. This year, NAVAC’s 
Director of Sales, Keith 
Keller, will once again 
solidify the company’s 
leadership by presenting 
at the HARDI Annual 
Conference in Atlanta, 
GA, representing the 
industry as a member 
of the prestigious HAR-
DI Supplier Council.

Since 2022, Keller 
has held a seat on the 
HARDI Supplier Coun-
cil, joining a select group 
of top HVAC manufac-
turers including Trane, Honeywell, Rheem, Diver-
siTech, Advanced Distributor Products (ADP), and 
Chemours. The council meets monthly to address 
key industry changes and develop strategies for col-
laborating with HVAC distributors, ensuring suppli-
ers stay at the forefront of evolving market trends.

“NAVAC’s participation in HARDI’s Supplier 
Council has been instrumental in shaping our un-
derstanding of the challenges and opportunities 
within the HVAC industry,” says Keith Keller. “It’s 
an honor to collaborate with other leaders in the field 
and offer our insights to help the industry thrive.”

Keller’s upcoming presentation at the HAR-
DI Annual Conference will focus on improving 
communication between distributors and sup-
pliers as well as fostering stronger relationships 

with distributors. His insights will provide valu-
able takeaways for attendees as the industry navi-
gates the rapidly changing HVAC landscape.

NAVAC’s continued involvement in HARDI 
underscores the company’s dedication to providing 
top-tier tools, technology, and support for the HVAC 
industry. As part of the Supplier Council, NAVAC is 
positioned to further its mission of delivering cutting-

edge solutions while 
enhancing the ways in 
which suppliers and dis-
tributors collaborate to 
meet the growing de-
mands of customers all 
while keeping the com-
pany mantra “empower-
ing you to work smarter.”

“Having NAVAC 
on the HARDI Sup-
plier Council has been a 
valuable addition,” said 
Brandin Bursa, Associ-
ate Member Account 

Manager at HARDI. “Their expertise helps us better 
address the evolving needs of HVACR industry, and 
they remain a strong partner and voice in the channel.” 

NAVAC is a global manufacturer that has dedi-
cated over 20 years to the R&D and manufacturing 
of vacuum solutions and HVAC/R tools. NAVAC 
draws upon its commitment to technical innovation, 
strong customer service and robust R&D allocation 
to deliver solutions offering leading technology, su-
perior quality, and best experience. Comprising a 
full lineup of vacuum pumps, recovery units, tubing 
tools, gauges, and detectors, among other solutions, 
NAVAC’s product portfolio is designed with one over-
arching concept in mind: to enhance the work preci-
sion, efficiency, and ease for HVAC professionals. 
For more information, visit www.navacglobal.com.

Keith Keller, NAVAC’s Director of Sales, to represent the company at HARDI 
Annual Conference as a member of the prestigious Supplier Council.

Keith Keller, NAVAC’s Director of Sales

RETRACTION: 
Inclusion of Speedlogix 

Inc in RGF® Environmental 
Group Press Release

Port of Palm Beach, FL (November 22, 2024) — 
RGF® Environmental Group, Inc. wishes to issue a 
correction regarding our press release titled “RGF® 
Environmental Group Announces Strategic Acquisi-
tion to Expand its Vertical American Manufacturing,” 
dated June 11, 2024.

The release inferred that Speedlogix Inc was a po-
tential powder coating client of RGF® Environmental-
Group. We wish to clarify that Speedlogix Inc is not 
currently, and has previously never been, a client of 
RGF®. We regret this error and any confusion it may 
have caused.

We are committed to providing accurate informa-
tion and have reviewed our processes to prevent such 
occurrences in the future. For further questions or con-
cerns, please contact: Angela Solland, Media Contact, 
asolland@rgf.com 

AHRI Releases September 
2024 U.S. Heating and 

Cooling Equipment 
Shipment Data

 U.S. shipments of central air conditioners and 
air-source heat pumps totaled 903,856 units in Sep-
tember 2024, changed +18.4 percent compared to 
763,301 units shipped in September 2023. U.S. ship-
ments of airconditioners changed +12.8 percent, to 
520,197 units, compared to 461,330 units shipped in 
September 2023. U.S. shipments of air-source heat 
pumps changed +27.1 percent, to 383,659 units, com-
pared to 301,971 shipped in September 2023. Year-to-
date combined shipments of central air conditioners 
and air-source heat pumps changed +5.6 percent, to 
7,639,648, compared to 7,232,656 units shipped dur-
ing the same period in 2023. Year-to-date shipments 
of central air conditioners changed +4.2 percent, to 
4,423,927 units, compared to 4,244,595 units shipped 
during the same period in 2023. The year-to-date to-
tal for heat pump shipments changed +7.6 percent, to 
3,215,721, compared to 2,988,061 units shipped during 
the same period in 2023.
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Join our family of Black Label Dealers today! Stay connected to your 
clients and provide them with the best indoor air quality

products in the industry.  

Contact rbroderick@rgf.com or scan the QR code below for more info.
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 Who was Michael Fara-
day—besides the guy we 
named the capacitor after? 
Well, actually, we named the 
measure of capacitance after 
him (the farad), but let’s not 
get all caught up in seman-
tics. Faraday was a scientist 
who lived from 1791 to 1867. 

He was an experimental scientist who had little to 
no formal education but is considered one of the 
greatest scientists of all time. Einstein had a picture 
of him on his desk.

I recently finished a book about the life and 
work of Faraday called Faraday, Maxwell, and the 
Magnetic Field by Nancy Forbes and Basil Mahon. 
It was a challenging read because it made me real-
ize how little I understand about the fundamentals 
of electricity and physics. When a man who lived 
200 years ago understands more about electricity 
than you do, it’s humbling. Here are a few reflec-
tions from his life that I hope will challenge and 
encourage you.

The Hands-On Approach
In the early 1800s, most of the great scientists 

were mathematicians. Faraday was trained as a 
blacksmith, spent time as a bookbinder, and worked 
his way into the scientific field as a lab assistant. 
Perhaps these early hands-on experiences gave him 

a unique approach to studying electricity, which 
was not well understood. 

Scientists at the time wrote long, elaborate math-
ematical formulas about how electricity worked. 
These were based on assumptions drawn from 
Isaac Newton’s laws of physics. During Faraday’s 
life, there were theories about a mysterious “fluid” 
(either one or two, depending on your ideological 
camp) that held and carried energy. Although these 
math formulas mostly worked on paper, they did 
not explain the real phenomena that Faraday and 
other experimenters encountered when testing in 
the field.

Faraday’s break from accepted thinking at the 
time began with his experiments on induction.  If a 
magnet passed through a metal winding in a rotat-
ing pattern, it would produce electricity. This dis-
covery was groundbreaking. It left many questions 
in Faraday’s mind. Why was constant oscillation 
required for the generation of electricity? How did 
that fit into the widely accepted “fluid theory” that 
most scientists accepted?

From Experimentation to Theory
In the later years of his life, Faraday wrote a se-

ries of papers proposing the field theory of electro-
magnetism that is widely accepted today. According 
to Newtonian physics at the time, objects needed to 
directly interact with each other in order to transmit 
force. When one ball is rolled into another, we can 
see how the force and energy from one transfer to 
the other. So, how did energy transfer work when 
there was no direct interaction? Newton was aware 
of this question but avoided this issue altogether. 

Faraday’s experiments and observations led 
him to believe there was a circular force that actu-
ally had a presence in space. This idea came from 
his direct experimentation and creation of the first 
electrical generator or “dynamo,” as well as many 
of his other experiments.

Being a Modern-Day Faraday
In the spirit of Faraday’s hands-on approach to 

discovery, field technicians and “experimenters” 

can and should bring valuable knowledge back to 
the office staff/design team. When we take actual 
field readings and find results that don’t make sense, 
we need to have confidence and curiosity to pursue 
the “why.” One example that immediately jumps to 
mind in the HVAC field is duct design.

Many times, I have been assigned to commis-
sion a system after a full duct and system instal-
lation. If the static pressure numbers don’t match 
our design targets, we should not shy away from 
providing that technical data to our office and de-
sign staff. Just because someone is “further up the 
ladder” than you within the company does not mean 
you are wrong. Tests, when done correctly, don’t lie. 
We are in the business of providing results. 

Another example that comes to mind is evacu-
ation. As Bryan has noted many times, previous 
evacuation methods just didn’t get us the results 
we were supposed to get. Why was that? As it 
turned out, the methods we were using, like pulling 
through ¼ inch hoses and a manifold, were never 
going to work. Only actual experimentation in the 
field proved this. A lot of educational resources still 
teach using ¼ inch hoses and a manifold because 
theory is so far removed from practice. As techni-
cians, we simply can’t divorce theory from practice. 
That only works on paper.

—Matt Bruner

Bryan Orr

Michael Faraday: 
Patron Saint of HVAC Technicians

Stay Ahead of the Competition 
with HVAC System Cleaning

�������������������������������������������
����		�����
�����������������	�����������������������������������

����
���������

Got Questions?
���������������
������
�����������  ����������������

Don’t let your competitors outpace you. 
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Call for Your Prices and Year End Deals!
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Decon7’s New “Disinfect and Donate” 
HVAC Promotion Supports 

Homes For Our Troops Charity

COPPELL, TX – Nov. 1, 2024 – From now 
through year-end, wholesalers can help an organiza-
tion build homes for injured Veterans when they stock 
up on Decon7’s powerful HVAC cleaner and dis-
infectant, D7. In a promotion sponsored by Decon7, 
the company will make a donation to Homes For Our 
Troops (HFOT) for every D7 quart kit sold from Oc-

tober through December 31, 2024. 
“Disinfect and Donate” is a partnership between 

Decon7 and HFOT to drive awareness of the non-prof-
it’s mission to build and donate specially adapted cus-
tom homes nationwide for severely injured post-9/11 
Veterans, to enable them to rebuild their lives. HFOT 
has been designated as one of America’s Top-Rated 
Veterans and Military Charities. It has also been the 
official charity of HARDI (Heating, Air Conditioning 
& Refrigeration Distributors International) for over a 
decade.

“We are honored to support Homes For Our 
Troops, which does such meaningful work in help-
ing our injured Veterans live better lives,” said Matt 
Bluhm, CEO of Decon7 Systems. “Our origins are 
rooted in serving the U.S. Military, and this promo-
tion is a way for us to give back to the brave men and 
women who have given so much for our country.”

D7 was originally created during the Iraq war 
to counter dangers that military and first respond-
ers could face due to chemical attacks and biohazard 
contaminants. The product was later introduced to the 
food processing industry and more recently was ap-
proved by the EPA for use as a disinfectant and clean-
er for the hard surfaces of HVAC equipment such as 
evaporator coils and drains. 

Wholesalers who participate in the “Disinfect and 
Donate” promotion receive a free point-of-purchase 
display for each quarter pallet of one-quart kits that 
they order. Decon7 will donate $5 to HFOT for every 
kit sold, which is the equivalent of $160 per quarter 
pallet sold. 

Wholesalers can learn more about the promo-
tion by visiting Decon7.com and submitting a contact 
form, or by calling 844-727-3626, ext. 1. 

D7 is an EPA-registered disinfectant, sanitizer, 
deodorizer and power-
ful cleaner that kills up 
to 99.9999% of harm-
ful pathogens, including 
mold, bacteria, viruses 
and mildew. It also elimi-
nates allergens and odors, 
making it a key tool for 
improving IAQ.

When applied to 
HVAC systems, D7 
works on coils and drain 
pans, targeting pathogens 
at the source. It can also 
be foamed into HVAC 
and plumbing drains to 
eliminate pathogens such 
as mold and mildew, as 
well as fogged into ducts 
for deodorizing purposes 
(except in California).

Homes For Our 
Troops is a 501(c) (3) non-
profit organization that 
was founded in 2004. 
Most of the Veterans 
served have sustained in-
juries including multiple 
limb amputations, partial 
or full paralysis, and/or 
severe traumatic brain 
injury. The homes restore 
some of the freedom and 
independence the Veter-
ans sacrificed while de-
fending our country, and 
enable them to focus on 
their family, recovery, 
and rebuilding their lives. 

Decon7 Systems, 
Inc., is a research-based 
manufacturer whose 
flagship product, D7, is 
one of the most power-
ful EPA-registered disin-
fectants available. D7 is 
used in multiple indus-
tries, including HVAC 
for improved indoor air 
quality (IAQ). D7 is a 
disinfectant, deodorizer, 
sanitizer and powerful 
cleaner that eliminates up 
to 99.9999% of harmful 
pathogens such as mold, 
bacteria, viruses and mil-
dew that collect in HVAC 
equipment and can im-
pact IAQ. The company 
was established in 2012, 
with its headquarters in 
Coppell, Texas.  https://
decon7.com
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We have Commercial Champion 
HVAC products available at our 

Jacksonville Distribution center!
Rapid delivery to Winsupply locations listed below

• Easy to install
• Reliable and durable
• Great Warranty 
• Flexible Installation

Reach out to your 
local Winsupply 

listed below  to see 
how you can receive 
up to $250 per unit in 

incentives from 
Champion/JCI! 

Introducing the Champion Spec Breaker
We’re offering an upgrade from a 1 year parts warranty to 3 year parts 

with the option to include labor.

Winsupply of Tampa Bay 
5106 W Clifton St
Tampa, FL 33771

John German
 ph: 813-889-0191

Winsupply of Lecanto
300 S Kensington Ave 

Lecanto, FL 34461
Nicholas  Gerogiannis

ph: 352-244-8324

Winsupply of Miami
8830 NW 24th Ter

Doral, FL 33172
Gustavo Corral

 ph: 305-602-0731

Jacksonville Winlectric
HVAC Divison

114 Park St
Jacksonville, FL 32204

Cody Smith
 ph: 904-350-1468

Winsupply of Bradenton
4822 Lena Rd

Bradenton, FL 34211
Paul Davis

 ph: 941-877-3714

Tallahassee Winair
870 Blountstown St, Ste 500

Tallahassee, FL 32304
Richard Harsany

 ph: 850-575-3755

Rapid delivery 
to these 

Winsupply 
locations

Our conversion program 
is a 3 year program that a 

contractor can receive 
up to 6% in rebates.

Winsupply of Port St. Lucie
8227 Business Park Drive
Port St. Lucie, FL 34952

Mario van den Elzen
 ph: 772-879-7755

Winsupply of Port Charlotte
1615 Market Circle

Port Charlotte, FL 33953
Nick Goodarzi

 ph: 941-883-2145
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For more information, Visit www.pipeprop.com Call 1.888.590.0120 for a distributor near you.
Not all products depicted are Miami-Dade tested/approved.

Well, maybe 
not, but it’s 
pretty darn 

handy!

> Made with recycled rubber

> Features a low aerodynamic design  

   for reduced wind resistance

> Textured non-slip grip

> No adhesive required

> Plus all the quick adjustable features  

   found in our standard Pipe Props

Introducing the 
NEW RUB Models

Drop & Go
No Adhesive 

Required

Proudly Made
in America

Siemens and Genea Team Up to 
Create Future-proof Security

Siemens and Genea recently announced a second 
collaborative effort to provide security professionals 
and facility managers with improved security using 
the cloud. The security solution allows teams to lever-
age their existing technology, like security cameras, 
door readers, controllers and more, and manage it all 
from a modern dashboard, anytime, anywhere.

Through Genea’s customizable, cloud-based, 
open API platform, Siemens’ security customers can 
now integrate various current building systems or ap-
plications, such as visitor management, Apple Wallet, 
video management or identity management. Genea 
makes it possible to assign and distribute NFC and 
Bluetooth mobile credentials directly to users’ smart-
phones. As an added convenience, credentials can also 
be stored in Apple and Google Wallet, for easier ac-
cessibility. 

Since Genea runs on non-proprietary door read-
ers and Mercury controllers, customers can transi-
tion to the cloud without paying to replace their entire 
hardware system. This commitment to open standards 
helps guarantee that the integrated systems will pro-
vide exceptional performance while safeguarding cus-
tomers’ investments in security infrastructure.

“Teaming up with Genea underscores our dedi-
cation to expanding the Siemens Connect Ecosystem 

program by delivering top-tier security solutions using 
non-proprietary Mercury hardware,” said Rich Reidy, 
US Security Segment Head of the Buildings business 
at Siemens Smart Infrastructure USA. “As a trusted 
and proven leader in the industry, Genea’s advanced 
platform and flexible technology align perfectly with 
our goal of offering cutting-edge, adaptable solutions 
for the future.”

Genea and Siemens first collaborated five years 
ago with the goal of enhancing commercial real es-
tate operations. With Genea On-Demand HVAC and 
Genea Submeter Billing, property teams were able to 
drive significant energy savings and operational effi-
ciencies.

This latest joint effort gives Siemens’ customers a 
flexible security solution that remains adaptable to the 
evolving needs of enterprises, universities, schools, 
healthcare facilities, commercial real estate properties 
and other markets.

“We are excited to once again collaborate with 
Siemens, a company that shares our dedication to in-
novation and excellence,” said Eric Moe, Senior Vice 
President of Sales, Security at Genea. “This latest en-
deavor that targets the physical security market allows 
us to pair with an industry leader and help more orga-
nizations transition to cloud-based security.”

Users can upgrade to a cloud-based, open API security platform 
without the cost of replacing their existing hardware infrastructure

JUMO DELOS S02: 
Reliable Pressure 

Transmitter for a Wide 
Range of Industries

The JUMO DELOS S02 is a comapct, reliable 
“powerhouse” − it is easy to configure and offers high 
process reliability as well as accuracy.

What’s more: In addition to a classic analog out-
put, the digital and innovative technologies IO-Link 
and Single Pair Ethernet (SPE) are available as inter-
face. Therefore the devices can be used in many dif-
ferent industries.

The pressure transmitter is used to acquire rela-
tive and absolute pressures in liquid and gaseous 
media. It offers a high degree of process reliability 
through maximum accuracy and long-term stability. 
Measuring ranges are from 0.4 to 60 bar relative or 0.4 
to 60 bar absolute.

The successor for the current JUMO DELOS 
SI can be configured via Bluetooth/app or IO-Link. 
Thanks to the Ethernet-capable (Single Pair Ethernet/
SPE) version and the cloud connection, it is used in a 
wide range of industries (food and beverage, water and 
wastewater, heating and air conditioning, mechanical 
and plant engineering, test equipment construction, 
and laboratories).

“The JUMO DELOS S02 is absolutely user-
friendly. This saves time and costs for the customer. 
The wide range of versions and interfaces enables a 
tailor-made selection for the respective area of appli-
cation,” says JUMO product manager René Krug.
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Johnstone Supply Ware Group
Hosts Resideo Blitz Week

on New FocusPro Thermostats

 Erik Johns of Resideo, Javier Mayor, 
Resme Reifsnider, Michael Weber, and Ramon Delgado 

of Johnstone Supply Ware Group Dania Beach

Javier Caban, Jennifer Shorrock, and Nelson Carrenza,
of Johnstone Supply Ware Group Boynton Beach,

with Erik Johns of Resideo

   Erik Johns of Resideo, displaying the
New Focus Pro line of thermostats at the Doral

Johnstone Supply Ware Group location

 Ozzie Sanchez of Johnstone Supply, Erik Johns and 
Daniela Barbar of Resideo, Jose of Guines AC, and

Max Castellon of Johnstone Supply Ware Group 

During the last week in November, Johnstone 
Supply Ware Group hosted a Resideo  Blitz Week at 
all of their locations. 

There were great deals on their new FocusPro 
line of thermostats and double ProPerks points on 
select Resideo products, as well as a great crew to 
update you with their incredible portfolio of prod-
ucts!! 

Daniela Barbar and Erik Johns of Resideo had 
on display the new FocusPro thermostats and all of 
the new Resideo products available at Johnstone 
Supply. They gave product demonstrations and 

helped contractors get set up with their new Focus-
PRO thermostats.

Experience The Johnstone Advantage with un-
paralleled access to comprehensive HVAC/R prod-
ucts, exceptional customer service, and streamlined 
ordering. Their efficient delivery systems minimize 
downtime and maximize productivity, elevating 
your business to new heights. 

Across 40 branches in the Southeast, The Ware 
Group accomplishes their Mission by delivering 
on their contractor value proposition; Saving You 
Time. Making You Money.

Aspen Manufacturing 
Unveils Enhanced 

Website for Improved 
User Experience

 Humble, Texas, October 29, 2024 — Aspen 
Manufacturing, LLC (Aspen), one of the leading in-
dependent manufacturers of evaporator coils and air 
handlers for the residential and commercial heating, 
ventilation, and air conditioning (HVAC) marketplace 
in the U.S. and Canada, proudly announces the launch 
of its newly redesigned website. This upgrade offers 
a user-friendly, streamlined platform tailored to meet 
the needs of Aspen’s customers, providing easy access 
to their full range of high-performance coils and air 
handlers.

The website overhaul includes enhanced navi-
gation, making it simpler for users to find essential 
resources like technical documents, product details, 
warranty information, and company insights. Cus-
tomers can now access everything they need with just 
a few clicks, ensuring a seamless and efficient experi-
ence.

“Our new website mirrors Aspen’s dedication to 
delivering the same high-quality experience custom-
ers have come to expect from our products,” said Ri-
ley Archer, Vice President of Sales and Marketing. 
“We’ve modernized and improved every aspect—
aside from keeping the same URL.”

Designed with the user in mind, the website’s in-
tuitive layout saves time and simplifies interactions, 
further demonstrating Aspen’s commitment to inno-
vation and customer satisfaction. With a fresh, mod-
ern look and enhanced functionality, the new site 
showcases Aspen’s ongoing drive for continuous im-
provement and innovation in the HVAC marketplace.

For additional information, visit www.aspenmfg.
com or email info@aspenmfg.com.
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 This year I started a new career as a commis-
sioning engineer for a national engineering firm. 
Working in the HVAC industry for 30 years and 
holding a professional engineering license uniquely 
prepared me to serve others in this field. In August, 
I passed the Building Commissioning Certification 
Board’s rigorous Associated Commissioning Profes-
sional Exam. It is possible to teach an old dog new 
tricks. Hopefully you will allow me to continue to 
share my experiences. Measure, don’t guess.

Commissioning, what is that? Over the past 
few months, I have been asked many times to define 
commissioning. Even my mom has asked me this a 
few times now. So, here is a quick overview.

Building commissioning is a quality assurance 
process that ensures a facility’s systems are de-
signed, installed, tested, and functioning as intend-
ed. It is a systematic approach used to verify that 
a building’s systems meet the owner’s requirements 
for performance, energy efficiency, and operational 

reliability.
Below are some organizations who have devel-

oped building certification programs that define the 
methods and processes used to certify a building. 
1) Building Commissioning Association (BCxA) 
2) American Society of Heating, Refrigerating and 
Air-Conditioning Engineers (ASHRAE) 3) Associa-
tion of Energy Engineers (AEE) 4) AABC Commis-
sioning Group (ACG) 5) National Environmental 
Balancing Bureau (NEBB) 6) U.S. Green Building 
Council (USGBC)

Each organization trains and tests individuals to 
certify they are qualified to commission buildings to 
their standards.

Building commissioning is much the same pro-
cess that takes place for a ship. Ship commission-
ing happens after the build is completed. The ship is 
launched, and all its systems and controls are tested 
live during a shakeout operation.

All of the systems aboard the boat or building 

need to function properly and work together.
Recently a building was turned over to us for 

functional testing which is the final step to complete 
the commissioning process. Everything seemed to 
be working fine except we found the building auto-
mation system did not have a schedule programmed. 
The building worked great, just 24 hours a day ev-
ery day, forever. Imagine the first power bill for this 
building!

You can see how this small issue can create rather 
large, and expensive consequences. Most buildings 
have at least temperature control, humidity control, 
lighting management, emergency power, domestic 
water, drainage, and a sewage system. Remember, 
each system must perform and work together.

The Goals of Commissioning
1. Operational Performance: To confirm that 

all systems—like HVAC, electrical, plumbing, and 
lighting—work individually and as an integrated 
whole.

2. Energy Efficiency: Ensuring systems are op-
timized to reduce energy waste and meet sustain-
ability goals.

3. Owner Satisfaction: Verifying that the 
building meets the owner’s needs and expectations 
in terms of comfort, functionality, and long-term re-
liability. Did the owner get what they paid for?

Commissioning begins as early as the design 
stage and carries throughout the construction or re-
placement process. The following details what I am 
talking about:

Key Stages in the Commissioning Process
1. Design Phase:

• The commissioning agent meets with the 
owner to understand the Owners Project 
Requirements (OPR).

• The commissioning agent collaborates with 
the design team to incorporate the OPR for 
performance goals and quality benchmarks 
into the construction documents.

• The agent then reviews drawings and speci-
fications to identify potential issues early.

2. Construction Phase:
• The agent reviews submittals to verify con-

formance with the design.
• He or she ensures equipment delivered to 

the project is the approved equipment for 
the project.

• Then the agent verifies that systems are in-
stalled as specified.

• And the agent’s final construction phase job 
is to oversee pre-functional testing to en-
sure individual components, like chillers, 
boilers, and air handlers, are operating as 
expected.

3. Functional Testing:
• This is where the magic happens! The sys-

tems are tested under real-world conditions 
to confirm they work both independently 
and as part of an integrated system (e.g., 
HVAC, lighting, and controls working in 
harmony). Yes, I sit on every toilet.

• The agent tests every sequence of operation 
in the design. Deficiencies are reported to 
the team and re-testing may be required.

• Then the agent issues a Commissioning Re-
port to confirm the building meets the OPR.

4. Occupancy and Beyond:
• Here is where the rubber meets the road. 

Commissioning doesn’t end with the build-
ing commissioning. It should include train-
ing for facility managers and delivering 
comprehensive documentation.

• Finally, the commissioning agent conducts 
follow-up inspections to ensure long-term 
performance and resolve any post-occupan-
cy issues. 

What Is Building Commissioning?

  go to page B8
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Houston Astros Announce New Ballpark 
Naming Rights Partnership with 

Daikin Comfort Technologies

WALLER, Texas, November 18, 2024 – The 
Houston Astros and Daikin Comfort Technologies 
North America, Inc (Daikin) today announced they 
have reached an agreement on a 15-year, exclusive 
naming-rights partnership that brands the home of the 
Astros as Daikin Park.

The agreement, effective January 1, 2025, will run 
through the 2039 season, and includes official naming 
rights, other partnership benefits, and giving back to 
the Greater Houston community through educational 
programming and youth sports development in un-
derserved communities.

Daikin Industries, Ltd. (DIL) is a leading global 
indoor comfort solutions provider with over 98,000 
employees around the world, and over 22,000 em-
ployees across Daikin group companies in the U.S. 
The company was founded in Japan on Oct. 25, 1924, 
and recently celebrated its 100th anniversary.

Daikin constructed and operates a 4.2 million 
square-foot campus, the largest HVAC manufactur-
ing facility in North America (Daikin Texas Tech-
nology Park), located in Waller, Texas, a part of the 
Greater Houston community. Daikin provides jobs 
for approximately 10,000 people in the Greater Hous-
ton area.

In addition to Daikin products, the company also 
provides Goodman, Amana®, and Quietflex brand 
products, three of the most well-known and respected 
brands for HVAC in North America.

“We are excited to be partnering with Daikin for 
our ballpark’s naming rights,” said Jim Crane, Owner 
and Chairman of the Houston Astros. “Daikin is an 
international company that proudly calls the Greater 
Houston area its North American home. The Houston 
Astros and Daikin share the same values, a commit-
ment to excellence and a desire to give back to our lo-
cal community. As we celebrate the 25th anniversary 
of this ballpark in 2025, I am proud to have Daikin 
alongside us to create even more special memories for 
our fans now and in the future.”

The partnership strengthens both organizations’ 
shared vision and long-standing commitment to the 
Houston community and broader region.

“Daikin is a well-known brand all over the world 
and enjoys a reputation for innovative quality prod-
ucts and outstanding customer service,” said Satoru 
Akama, President and Chief Executive Officer, Dai-
kin Comfort Technologies North America, Inc. “We 
are thrilled to partner with the Houston Astros in 
building a premier position based on our shared val-
ues of excellence, in both sports and community lead-
ership.”

Through this partnership, MLB audiences in 
markets around the world will begin to see the reputa-
tion Daikin has built over the last 100 years and their 
commitment to excellence.

“The Astros are the pride of Houston, an orga-
nization that has built resiliency in hard times, and 
have succeeded to be a winning team. The coming 
together of both our organizations is a symbol of our 
love for our hometown and the communities of the 
Greater Houston area,” said Takayuki “Taka” Inoue, 
Executive Vice President and Chief Sales and Mar-
keting Officer, Daikin Comfort Technologies North 
America, Inc.

Overall, Daikin has invested more than $1 billion 
in the Houston area, including more than $500 mil-

lion in building Daikin Texas Technology Park. Also, 
in August 2024, Daikin launched an initiative with 
the City of Houston to equip low-to-moderate income 
homes with advanced air conditioning and heating so-
lutions, providing more comfort and energy efficiency 
for homeowners. Daikin is always looking for new 
ways to support their community and to create inno-
vative technologies, with an unwavering commitment 
to making sustainable and responsible choices.

“Daikin fit all of the criteria we set out to find 
in a naming rights partner,” said Matt Brand, Senior 
Vice President, Corporate Partnerships and Special 
Events, Houston Astros. “Their name and reputation 
fit our iconic downtown Houston home, and their val-
ues mesh perfectly with those of the Astros. We are 
grateful to partner with the entire Daikin team and to 
help them succeed in their business goals. Daikin Park 
will be a special place for our fans for many years to 
come.”

The partnership between the Astros and Daikin 
will enable the franchise to continue to invest in sta-
dium amenities, as the organization is always looking 
to improve and make the gameday experience better 

for all fans. The partnership also includes community 
initiatives aimed at continuing and creating deep con-
nections between the Astros, Daikin and the Houston 
community.

Daikin will take over the naming rights to the As-
tros’ downtown Houston stadium, beginning January 
1, 2025.

The stadium had been named Minute Maid Park 
since 2002. Minute Maid will continue to be a partner 
of the Houston Astros through 2029.

“We want to thank Minute Maid and The Coca-
Cola Company for their longstanding commitment to 
our ballpark,” said Jim Crane, Owner and Chairman 
of the Houston Astros. “Minute Maid came on board 
at a very critical time in our history and we are thrilled 
they will continue to remain a partner of the Astros for 
many years to come.”

The first game at Daikin Park will be played on 
Monday, March 24, 2025 as the Astros host Triple-A 
affiliate Sugar Land in an exhibition game. The Astros 
will then open the 2025 regular season on Thursday, 
March 27, 2025 at 3:10 p.m. against the New York 
Mets at Daikin Park.

Jim Crane, Owner, Houston Astros; Satoru Akama, 
Jiro Tomita, and Takayuki “Taka” Inoue, of Daikin Comfort 

Technologies North America Inc.  
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Put yourself 
in the mix.

TruTech Tools Promotes 
Sue Bertsch to VP & GM,

Enhancing Operational Excellence
Mogadore, OH - 

TruTech Tools, LTD, a 
leader in HVACR and 
Building Performance 
products, is thrilled to 
announce the promo-
tion of Sue Bertsch 
to Vice President and 
General Manager, 
marking a pivotal mo-
ment in the company’s 
continued growth and 
success.

“Sue’s diverse 
background and deep 
commitment to the En-

trepreneurial Operating System (EOS) are critical 
to our ongoing success as a family-owned busi-
ness,” said Bill Spohn, President, CEO & Owner 
of TruTech Tools. “Her leadership, combined with 
her hands-on approach, inspires our team, and her 
dedication has been instrumental in driving our vi-
sion forward.”

With over 20 years of leadership experience 
across industries, Sue brings a wealth of operation-
al and management expertise to TruTech Tools. At 

DRB Systems, she successfully led multi-million-
dollar inventory operations and optimized cross-
functional teams. In previous roles at companies 
like Securitas and Diebold, she built a solid founda-
tion in program management, strategic leadership, 
and customer service—skills that make her an in-
valuable addition to our leadership team.

As a former small business owner, Sue also un-
derstands the unique challenges and opportunities 
TruTech Tools faces, bringing a perspective that 
aligns perfectly with our entrepreneurial spirit.

Bill continues, “Sue’s relentless energy and 
fresh perspective the past two years as Sr. Opera-
tions Manager have been key as we evolve to meet 
the growing needs of our market and customers. 
Her alignment with our core values ensures we con-
tinue to achieve our goals.”

For more information, contact TruTech Tools, 
LTD, 3425 Gilchrist Road, Suite B, Mogadore, OH 
44260, call (888)-224-3427, fax (866) 694-8655, e-
mail marketing@TruTechTools.com

Founded in 2007, TruTech Tools has become a 
trusted online resource for HVACR and Building 
Performance professionals, offering a curated se-
lection of tools and training materials designed to 
improve efficiency and performance.”

Sue Bertsch

HARDI Distributors 
Report 1.6% Revenue 

Increase in September
COLUMBUS, November 6, 2024 – Heating, 

Air-conditioning & Refrigeration Distributors Inter-
national (HARDI) released its monthly TRENDS re-
port, showing sales by HARDI distributors increased 
by 1.6% during September 2024. The annual sales 
growth for the 12 months through September 2024 is 
an increase of 2.3%. 

“1.6% sales growth looks modest versus the soft 
prior which was off by 4%,” said HARDI Macroeco-
nomic & Residential Market Analyst Brian Loftus.  
“When we adjust the recent monthly performance for 
the same number of billing days, the three-month av-
erage monthly sales growth was in the 2% area at the 
beginning of the year and about flat during August 
and September.”

The Days Sales Outstanding, a measure of how 
quickly customers pay their bills, was 38 days during 
September.  “The post-Covid DSO for September has 
been in the 41 to 42-day range the past few years,” 
said Loftus.  “The DSO this summer has been brisk.  
That healthy performance is consistent with the per-
formance of our economy.”

“There is talk of an economic soft-landing, and 
that is one way of describing the performance of this 
annual sales growth chart at the beginning of the 
year,” said Loftus.  “That may have been a soft land-
ing, but the results this summer do not indicate a take-
off is on the horizon.”

HARDI members do not receive financial com-
pensation in exchange for their monthly sales data 
and can discontinue their participation without prior 
notice or penalty. Participation is voluntary, and the 
depth of market coverage varies from region to re-
gion. An independent entity collects and compiles the 
data that can include products not directly associated 
with the HVACR industry.

HARDI   is the single voice of wholesale distribu-
tion within the North American and Latin American 
HVACR markets.

A non-profit association, HARDI serves its mem-
bers through government affairs and advocacy efforts, 
market intelligence and benchmarking, training pro-
grams, and world-class events.  

February 6-7, 2025 - 6th Annual HVACR Symposium
Ocoee Lakeshore Center and Bill Breeze Park
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 On November 12-14, from 9 AM to 12 Noon, 
Oldach Distributors hosted A2L Refrigerants Semi-
nars that were held at each location starting with Or-
lando, then Kissimmee, and finishing up in Tampa.  

Breakfast and lunch were provided at each loca-
tion. The first topic that was discussed started with 
an introduction to refrigerants and their importance 
in HVAC. Included was the history and evolution 
from CFC’s to HFO’s refrigerants with their clas-
sification and molecular structure, and current and 
future transition to low GWP refrigerants. 

Jayson Espinal of Oldach explained why we are 
moving into A2L refrigerants because of interna-
tional and local regulations and the AIM act HFC 
phase down.

Next up was the Safety, Handling, Storage, and 
Transportation of A2L Refrigerants, that they are 
classified as a mild flammability substance. A com-
parison was revealed on 410A versus R32, versus 
454B. 

The seminar finishing up with discussing A2L 
compatible tools. Jayson Espinal of Oldach went 

over the A2L tools available and invited Toby Diaz 
of Yales to give a product demonstration of the new 
REMS Pipe Press Fittings tool, and all the benifits 
it provides. 

Oldach, is committed to support their valued 
customers, with quality products within the latest 
advancements in technology, aggressively address-
ing the needs of the HVAC industry with complete 
support of the manufacturers they represent, inspir-
ing confidence in every purchase their customers 
make.

Oldach Distributors Hosts 
A2L Refrigerants Seminars 

at all Florida Locations

 Oldach Distributors in Orlando
had the greatest turnout for the A2L

Refrigerants Seminar!

Toby Diaz of Yates, and Alejandro Billoch 
of Oldach spoke with the A2L attendees

about the REMS Pipe Press Fittings

 Jorge Olmo, Moses Martinez, Fernando Garcia,
Yelitza Rodriquez, Christina Ramos, and 

Jose Ramos of Oldach Orlando

After the Refrigerants Seminar, 
a written test was administered
which is required by the state 

Alejandro Billoch of Oldach spoke
about A2L ready tools that reduce the

risk of ignition and sparking 

Efrain Carrasquillo, Jesus Quiles, 
Hector Cotto, Anthony Diaz, Eric Diaz

of Oldach Kissimmee     

 Jayson Espinal, Oldach Technical Support, stated 
that working with A2L Refrigerants, you must use 
PPE safety equipment in compliance with OSHA

 Jayson Espinal, revealed to the Tampa
attendees that the first commercial refrigerant
in 1834 was flammable, and used in making ice

 Breakfast and Lunch were served
at all A2L Refrigerants Seminars
hosted by Oldach Distributors

Alejandro Billoch of Oldach revealed that
R32 refigerant has zero ozone depletion,

GWP of 675, and superior energy efficiency

Oldach Distributors in Tampa
had a great turnout for the A2L

Refrigerants Seminar

 Toby Diaz of Yates, conducts an A2L tool product 
demonstration on the REMS Pipe Press 

Fitting Battery Powered Tool (No welding)

 Branch Manager Jesus Quilles, welcomes 
a full house at Oldach Distributors 
in Kissimmee for the A2L seminar

 Jayson Espinal, Oldach Technical Support,
went over several of the approved

A2L tools that are available

 Jayson Espinal, Oldach Technical Support,
showed that A2L Refrigerants have left

handed fittings by design for safety 
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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 
475 Fentress Blvd Suite M & K 
Daytona Beach, FL 32114
Fort Myers ................. (239) 337-1310 
11803 Metro Parkway 
Fort Myers, FL 33966
Ft. Walton Bch ......... (850) 862-2100 
821 B Navy Street 
Ft. Walton Bch, FL 32548

Gratigny .................... (786) 235-8648 
2420 NW 116th Street 
Miami, FL 33167
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
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 NEW LOCATION .. (239) 594-7433 
4775 Mercantile Avenue, Suite 9-13 
Naples, FL 34104
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 
3825 West Hwy 390, Suite A 
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
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 
8965 E Sligh Avenue 
Tampa, FL 33610
Tampa West .............. (813) 887-3737 
5101 Tampa West Blvd. 
Tampa, FL 33634
Valdosta ..................... (229) 241-9184 
4530 Val North Drive 
Valdosta, GA 31602

UNIVERSAL 
COMPATIBILITY
Friedrich Breeze™ Universal Heat Pump can be 
paired with virtually all existing HVAC systems, 
regardless of brand for retrofit applications. 
Or, install it with a matching Friedrich air 
handler for a complete package. Breeze is also 
compatible with most 24V thermostats or BMS.

SPACE-SAVING 
SLIM DESIGN
Its ultra-compact design features a smaller 
footprint that requires less outdoor space, with 
36% reduction in volume and 40% reduction in 
footprint compared to top discharge outdoor 
units.

LOW SOUND LEVELS  
INDOORS AND OUT
Superior sound insulation and  
precise engineering provide the  
ultra-quiet air movement that are a Friedrich 
signature feature. Outdoors, the inverter-
driven side discharge unit provides a quieter, 
more enjoyable outdoor space.

SOUND LEVELSAS LOW AS38 dB

SHOP GEMAIRE.COM
OR VISIT YOUR LOCAL GEMAIRE BRANCH TODAY

D E L I V E R I N G  B O L D LY  C R A F T E D  C O M F O R T

The Easiest Way to Upgrade to an Inverter-Driven Heat Pump
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954.835.6010  |  www.tropicsupply.com

COMMITTED TO YOU AND YOUR BUSINESS, ALWAYS

*Prices are valid from December 9-20, 2024 at all 22 Tropic Supply Resource Centers. While supplies last.

Cape Coral (T-11): (239) 989.0088
Daytona Beach (T-19): (386) 258.8337
Delray Beach (T-9): (561) 279.2710 
Ft. Lauderdale N. (T-2): (954) 565.4803 
Ft. Lauderdale S. (T-4): (954) 522.2874 
Ft. Myers (T-8): (239) 278.1117
Ft. Pierce  (T-6): (772) 465.4707 
Jacksonville (T-18): (904) 332.0990 

Miami N. / Export (T-1): (305) 652.7717  
Miami S. (T-3): (305) 255.0438 
Mid Miami (T-7): (305) 638.9673 
Naples (T-10): (239) 643.7118
Ocala (T-22):  (352) 512.6980
Orlando (T-17): (407) 219.3255 
Port Charlotte (T-12): (941) 255.8330  
Sarasota (T-14): (941) 378.0910

St. Petersburg (T-23): (727) 373.4003
Sunrise (T-20): (954) 835.6020 
Tallahassee (T-21): (850) 300.6595 
Tampa E. (T-15): (813) 514.1198 
Tampa W. (T-16): (813) 514.9939
West Palm Beach (T-5): (561) 684.3997  
 

Contact your local Tropic Supply Resource Center for Pricing!

HOLIDAY
TOOL DEALS

10 DAYS OF DEALS!*

December 9-20, 2024

DEAL 9
Yellow Jacket - 

42036
Series 41 A2L Manifold 

w/3 pk (RYB) Hoses

DEAL 10
Yellow Jacket - 

40881
 TitanMax Manifold, 

Vac Sensor/Titan 
Temp Clamps 

DEAL 11
NAVAC -
NP4DLM

BreakFree® Cordless 
Vacuum Pump, 4 CFM

DEAL 12
NAVAC -
NEF6LM

 BreakFree® Power 
Flaring Tool, 
3/4” Max OD

DEAL 13
UNIWELD - 
A2LSM5BV
 A2L Spirit Alum 
Manifold 2-Valve,

3-1/8 Gauges

DEAL 14
UNIWELD - 

MEPK14
 MAXEVAC PRO KIT 

1/4” Uniweld

DEAL 2
Klein - 56027

Telescoping Magnetic LED
Light and Pickup Tool

DEAL 5
Klein - 33804

ProFlex Impact-Rated 
Interchangeable Ratcheting 

T-Handle Set, 23-Piece

DEAL 1
Klein - 85515HD

Flip Socket, Mini Ratchet
and Multi Bit Driver Set,

3 Piece

DEAL 6
CPS - VPBM6V

BlackMax 6 CFM 
Sparkless Vacuum

Pump A2L

DEAL 3
Klein - 32809MAG
9-in-1 Pass Through SAE

Multi-Nut Driver, Magnetic

DEAL 7
CPS - MT2H7P5
Working Man Manifold

410/22/404/134

DEAL 4
Klein - 56403

Rechargeable Personal
Work Light

DEAL 8
Yellow Jacket - 

93870
7 CFM Vacuum Pump

A2L “Bullet-DC” Ritchie
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  The SFACCA Dinner Meeting was held on No-
vember 6th at 5:30 p.m. at Galuppi’s. The topic was 
Blower Door Testing. More and more building codes 
around the country are starting to require air infiltra-
tion assessments via blower door testing and duct leak-
age testing to improve efficiency and human health. 
Guest Speaker was Michael A. Lotesto of Seaside Ser-
vices. The SFACCA December Casino Night is com-
ing up December 11th  at  6pm, at Tropical Acres. En-
joy good food, drinks, prizes and a variety of casino 
games -- your winnings become raffle tickets so you 
can win prizes!  It’s always a fun evening -- spouses 
and guests, welcome!  

 Anthony Merkel of Advanced Works Vans
shared with the members some

new products available for their work trucks

SFACCA meetings are a great place to
network with other HVAC industry professionals 

SFACCA November Dinner Meeting
on Blower Door Testing

 Galuppi’s prepared a delicious buffet
that SFACCA members enjoyed

 Howard Pearl and Orlando Diaz 
of Pride Air Conditioning

 James Clark and John Marinello of Pyke Mechanical 
with Scott Adelman of Seaside Services

Stacey Miller of SFACCA 
going over the upcoming events 

 Guest speaker was Michael Lotesto 
of Seaside Services who spoke on
the topic of Blower Door Testing

There was a good turnout for the 
SFACCA November Dinner Meeting   

 Bob Volin of Air Designs Concepts touched 
on the proper method of Performing 

A/C Load Calculations

  Ed Lawton of Enterprise with Charles Tino 
and Petrina Tebor of Air Duct Aseptics

 Anthony Merkel and Miguel Castillo of Advanced Works 
Vans (L&R), Luis Chinea of Saez, Scott Behanna of 

Behanna-McLaughlin, Andres Ponce of AMP Strategic  
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Introducing National HVACR Educator Day 
Honoring the Backbone of Our Industry

The HVACR industry thrives on precision, in-
novation, and adaptability. While advanced tech-
nologies and cutting-edge tools often take center 
stage, the real foundation of progress lies with the 
educators and trainers who shape the next genera-
tion of skilled professionals and help our industry 
veterans stay current on emerging technologies. To 
celebrate their dedication and indispensable contri-
butions, HVAC Excellence proudly announces the 
establishment of National HVACR Educator Day, 
to be celebrated annually on the first day of the Na-
tional HVACR Education Conference, which falls on 
March 16th in 2025.

Behind every thriving HVACR educational/
training program stands an exceptional instructor—
a mentor bridging the gap between intricate technical 
systems and practical application. HVACR educators 
not only teach essential skills but also cultivate con-
fidence, professionalism, and a commitment to excel-
lence in their students and customers.

Being an HVACR educator is a commitment to 
lifelong learning. As technologies evolve, instruc-
tors dedicate themselves to staying current through 
continuous professional development, ensuring their 
students are prepared for the challenges of tomorrow. 

On National HVACR Educator Day, we shine a 
spotlight on the Certified Master HVACR Educators 
(CMHEs)—a distinguished group of instructors who 
have achieved mastery in multiple HVACR disci-
plines. These educators set the gold standard, com-
bining technical expertise with an unmatched ability 
to inspire and empower their students.

Through rigorous certification, CMHEs demon-
strate a deep understanding of their field and a dedi-
cation to teaching excellence. Their work not only 
shapes individual careers but also strengthens the 
entire industry. 

Each year, HVAC Excellence and TruTech Tools 
host the Top Instructor Contest, an initiative that 
highlights the transformative role educators play in 
the industry.

Winners are celebrated during the National 
HVACR Education Conference, where the top 25 
instructors names are listed on a commemorative T-
shirts and well-deserved recognition for their influ-
ence and impact. 

On March 16, 2025, join us in honoring the un-
sung heroes of the HVACR world. Here’s how you 
can participate:

• Show Appreciation: Organize recognition 

events to celebrate the instructors shaping 
the future of HVACR.

• Share Stories: Use social media to spotlight 
inspiring educators and their achievements.

• Support Professional Growth: Offer resourc-
es or scholarships to enable instructors to 
stay ahead of industry advancements.

• Celebrate with Us: Attend the National 
HVACR Education Conference to recognize 
and connect with the industry’s leading edu-
cators. 

An HVACR educator’s influence extends far be-
yond the classroom. By training skilled profession-
als, driving innovation, and ensuring the industry’s 
future, they leave a legacy. As we celebrate National 
HVACR Educator Day, let us express our gratitude 
to these champions of the trade and recommit to sup-
porting their vital role in shaping the next generation 
of HVACR leaders.

Mark your calendars and join us on March 16, 
2025, as we honor the educators who power the 
HVACR industry’s success.

For more information about National HVACR 
Educator Day visit https://hvacr.elearn.network/pag-
es/national-hvacr-educator-day.

Copeland and Daikin 
Announce Joint 
Venture to Bring 

Inverter Swing Rotary 
Compression to the U.S.

ST LOUIS AND OSAKA (November 26, 2024) – 
Two of the HVAC industry’s global leaders, Copeland 
and Daikin, have announced a joint venture for Co-
peland to bring Daikin’s inverter swing rotary com-
pressor technology to the U.S. residential segment. 
Daikin’s innovative inverter swing rotary technology 
complements Copeland’s portfolio and delivers sub-
stantial benefits including reduced energy usage, cost 
savings and enhanced reliability. The joint venture 
is expected to become operational by the first half of 
2025 following receipt of customary regulatory ap-
provals.

This agreement leverages Copeland’s market 
leadership, deep industry expertise, and robust techni-
cal support alongside Daikin’s proven inverter swing 
rotary compressor technology. Together, they will pro-
vide U.S. residential HVAC customers with the most 
efficient solutions tailored to meet specific application 
needs. This collaboration plays a pivotal role in accel-
erating the shift to energy-efficient heat pumps, meet-
ing both environmental goals and regulatory require-
ments.

Under this agreement, a joint venture will be es-
tablished in the United States, which will be specific 
to sales of inverter swing rotary compressors into the 
U.S. residential market, with Copeland holding a ma-
jority share. In the initial phase, this agreement will 
focus on providing test samples of Daikin’s inverter 
swing rotary compressors to Copeland’s U.S. custom-
ers to facilitate swift adoption and evaluation. Cope-
land will provide the sales and technical support. In 
the future, the companies plan to explore establishing 
a dedicated manufacturing facility in North Ameri-
ca to ensure a stable supply of the high-performance 
compressors. 

This agreement also enhances Copeland’s com-
pressor offerings for the U.S. residential HVAC mar-
ket, allowing the company to address a wider range of 
customer needs as the industry shifts toward electrifi-
cation and decarbonization.

“This joint venture will further expand and com-
plement the Copeland portfolio, allowing us to offer 
an extended range of compressor technology for resi-
dential HVAC applications in order to meet a broader 
range of customer needs as the market moves towards 
higher levels of efficiency, lower-GWP refrigerants, 
and the electrification of heating,” said Ross B. Shus-
ter, CEO for Copeland.  
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During the first three weeks of November, Trop-
ic Supply hosted the Ruud A2L Sensor Operation 
and Installation Best Practices Training throughout 
the state of Florida. Attendees learned: 1. Nomen-
clature and features of Ruud’s new A2L residential 
product line. 2. How different types of A2L sensor 
technologies work. 3. Best practices for relocating 
A2L sensors based on product application. 4. Under-
standing the correct wiring methods to ensure safe 
and effective installation. 5. How to interpret A2L 
sensor alarms, thresholds, and required responses. 6. 
Troubleshooting tips on how to identify and fix com-

mon A2L sensor issues. 
Instructors: Jamie Fore, District Technical 

Representative, Ruud, With an extensive background 
in Ruud products dating back to 2004, Jamie served 
as a Distributor Service Coordinator for 15 years, 
where he provided training and technical services. 

Wade Hadaway, District Sales Manager, Ruud. 
Wade has extensive experience with Ruud products, 
having worked as a Ruud service technician and in-
staller in the Metro Atlanta area. Wade accepted a 
position as a District Sales Manager for Ruud. 

Tod Sutherland, HVAC Sales Consultant, 

Tropic Supply. Tod has 38 years of experience in the 
HVAC/R industry. He began his career in 1986 as a 
Counter Sales representative. 

Tim Murphy, Technical Support Specialist, 
Tropic Supply. Tim Murphy is a technical support 
specialist providing over-the-phone tech support, 
product training, and job site consultations. Tim 
holds a State A License as a HVAC contractor and 
has been in the field most of his life. 

Please visit www.tropicsupply.com/eventsca-
lendar for additional trainings and in-store events 
throughout the year!

Tropic Supply Ruud A2L Training:  
Learn Best Practices for Sensor 

Operation and Installation 

  It was a full house at the Tropic Supply 
Ruud A2L training being held at 

The Westin Fort Lauderdale.  

 Scott Hall of Hall joined Timothy Murphy of Tropic 
Supply during a product demonstration, 

showcasing the latest tools and techniques to 
enhance HVAC performance and efficiency.

 Before the training sessions, attendees 
enjoyed breakfast and a tradeshow showcasing 

the latest A2L-compatible tools.

 Tod Sutherland of Tropic Supply
conducted the A2L Training at 

Lively Technical College in Tallahassee.

 Wade Hadaway of Ruud discussed
the nomenclature and features of Ruud’s 

new A2L residential product line.

 Rob Howard and Ryan Reynolds of EV Dunbar 
Company showcased Honeywell Refrigerants 

and Yellow Jacket A2L-compatible tools.

 Aaron Romig and Joe Zvolenski 
of Tropic Supply

 Rafael Ramirez of Tropic Supply 
welcomed attendees to the A2L training 

and introduced the speakers.

Nick Vosburgh of AMP Strategic 
with Brian Sarske of Bid Equipment

talking about the Fieldpiece product line. 

 The Tropic Supply Ruud A2L training 
at the AC Hotel in Miami drew another 

full house of engaged attendees.

 Jaime Fore of Ruud gave some
troubleshooting tips on how to fix

common A2L sensor issues.

 Thomas Gammino and Billy Derossi 
of Sunstate Air Conditioning with 

Marlon Perez of Target Sales.

Johanne Bueno of J. Nichols and Associates 
demonstrated INFICON and Spectroline products.

 At the Ruud A2L Training in Jupiter, Wade Hadaway 
of Ruud explained correct wiring methods to 

ensure safe and effective installations.

Rafael Ramirez, Lidia Roque, and 
Vielka Escovar of Tropic Supply
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Message from FRACCA 
President Will Barnes  

After serving three years as the FRACCA presi-
dent, my tenure is coming to an end. During this time, 
we achieved significant milestones, including suc-
cessful lobbying for critical changes in the industry 
that have improved standards and practices. It is cru-
cial that we maintain this positive momentum with 
the incoming president, ensuring that our efforts con-
tinue to drive progress and innovation in the HVAC 
field. Together, we have set a strong foundation, and I 
am confident that the new leadership will build upon 
our successes to further benefit our industry and 
community. I want to extend my deepest gratitude to 
our board of directors and all the chapters for all your 
outstanding service and commitment to FRACCA. 
Your leadership, expertise, and tireless dedication 
have been essential to our growth and success.

Here is a recap of some of the big accomplish-
ments over these last 3 years:

Legislative: 
2023 Session Victories

HB 85 Causes of Action Based on Improve-
ments to Real Property by Rep. Snyder – Support

FRACCA supports the process of bringing some 
needed improvements to the construction defect pro-
cess in F.S 558. As this bill has seen around for mul-
tiple Sessions, FRACCA Supports the drop in statute 
of repose from ten to seven years, as well as clarify-
ing when Statute of Repose starts with issuance of a 
certificate of occupancy or temporary certificate of 
occupancy.

HVAC Transfer of Manufacturer’s Warranty 
by Rep. Maggard – Support

HVAC systems are the key to being happy and 
comfortable in your home, but they are costly. So, it’s 
always a sweet deal when purchasing a new home with 
an AC thats new, under warranty and included in the 
price. But none of that matters if the HVAC warranty 
doesn’t transfer between homeowners. When you 
purchase a new home with an existing HVAC system, 
you might not know that its warranty doesn’t auto-
matically transfer over from the seller to you. Unfor-
tunately, many homeowners do not discover that their 
HVAC warranty only transferred once they needed a 
repair. And because warranty companies aren’t obli-
gated to honor your warranty if the paperwork isn’t 
up to date, you can have to pay out of pocket for re-
pairs you thought were under warranty.

Solution: FRACCA proposes requiring manu-
facturers; warranties to be registered to the property 
and not the homeowner, eliminating the need for they 
must be transferred. Even when ownership takes over 
the home and building, the current time frame for the 
warranty stays in place. As well as require that the 
warranty automatically is triggered once the unit is 
installed by an HVAC Contractor and is documented 
via invoice or receipt to the customer.

2022 Session Victories
HB 263/SB 352 Construction Liens - PASSED
SB 352 revises the requirement to file a notice 

of commencement for the repair or replacement of 
an existing heating or air-conditioning system. Un-
der the bill, such notices of commencement must be 
filed only when the direct contract for such work is 
more than $15,000. The current exemption for such 

contracts is capped at $7,500. Law took effect on Jul1, 
2022

FRACCA 2024 Conference
It was the First time ACCA visited Florida and 

The Florida Refrigeration and Air Conditioning Con-
tractors Association (FRACCA) Educational Confer-
ence was held jointly with ACCA on March 12-14th, 
at The Sapphire Falls Resort in Orlando FL. The con-
ference began with Ruth King on Monday and then a 
FRACCA board meeting. On Tuesday, CE class ses-
sions ran throughout the day. The delicious lunch and 
Contractor Forum Panel was incredible. 2024/25 Of-
ficer and Delegates were introduced, and awards were 
presented prior to the Ruth King training session.

The Florida Welcome Party sponsored by ALLY 
was held on Tuesday evening, with over 100 vendors. 
Exhibits with 18 specific to Florida were open while 
everyone was having fun, refreshments, enjoying 
many delicious foods and networking.

On Wednesday, more class sessions were avail-
able to the conference attendees. After an amazing 
lunch, and Manufacturer Leadership Panel, a Town 
Hall was held to discuss Tallahassee, and the Capi-
tol Legislative efforts and successes made possible by 
FRACCA and RSA Consulting Lobbying. Thanks for 
making the 2024 FRACCA and ACCA conference a 
success!

Please visit our website www.fracca.com to see 
the following events for FRACCA in years to come. 
2025 FRACCA Cruise – Registration is still open

2026 FRACCA Bi-Annual Conference – details 
to follow

Fieldpiece Instruments Inc. Acquires 
Fieldpiece Australia Master Distributor

 Orange, Calif. (November 12, 2024) – Fieldpiece 
Instruments, the leading manufacturer of HVACR 
tool and test instruments, today announced the acqui-
sition of its Australian master distributor, Fieldpiece 
Australia, based outside of Sydney. The acquisition es-
tablishes a direct corporate presence in Australia and 
a foundation for further expansion in the Asia-Pacific 
region.

Since 2001, Steve and Vicki Hartelust have owned 
and operated Fieldpiece Australia and had tremen-

dous success introducing, positioning, and growing 
the brand. The Hartelusts’ decision to retire and sell 
the distributorship aligned directly with Fieldpiece’s 
global growth initiatives. They will aid the transition 
over the coming months as Fieldpiece integrates the 
business and hires a local management team.

“We are thankful to the Hartelusts for their dedi-
cation to the brand and the excellent job they have done 
building the market over the last 20 plus years,” said 
Jim Gregorec, vice president of business development 

and licensing for Fieldpiece. He continued, “We’re ea-
ger to build on what they started by installing a local 
team and further exploring APAC opportunities.”

Fieldpiece is actively seeking a dynamic and ex-
perienced General Manager, located in Australia, to 
lead the new center of excellence and drive the next 
phase of growth. This role will be pivotal in steering 
strategic initiatives and overseeing daily operations. 
For more information, see the position listing on field-
piece.com/careers.
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Digital Services: The Next 
Era of Ventilation, Air, and 

Refrigeration Technology is Here
Businesses today face numerous challenges, 

including cost pressures, sustainability demands, 
and a shortage of skilled workers. In this context, 
air conditioning and refrigeration systems play a 
critical role. They significantly contribute to opera-
tional safety, a comfortable working environment, 
air quality, and energy efficiency. While modern EC 
fans serve as essential components for efficient and 
reliable systems, optimal hardware alone is no lon-
ger sufficient to achieve substantial energy and cost 
savings or to meet increasingly stringent require-
ments. Digital solutions that integrate operational 
and environmental data with software and artificial 
intelligence provide a host of added benefits. ebm-
papst’s offerings now include the ebm-papst Service 
App for customers and installing partners, the digi-
tal platform epCloud, as well as accompanying ba-
sic functions and digital services.

To fully harness 
the benefits of digita-
lization, sensors and 
gateways are essential. 
These tools can even 
be retrofitted to exist-
ing systems, enabling 
digital networking in no 
time. Once connected, 
they facilitate the sys-
tematic collection of op-
erating data, such as fan 
performance metrics, 
air temperature, and hu-
midity levels. Using this 
data and existing sys-
tem information, sys-
tems can be optimized 
based on data-driven in-
sights and conclusions.

By utilizing Intel-
liGate gateways and the 
epCloud, users gain ac-
cess to two base func-
tions: Condition Moni-
toring and Cloud-2-
Cloud Communication. 
These functions drive 
further energy savings 
and enhance opera-
tional reliability. In ad-
dition, ebm-papst offers 
three advanced Digital 
Services: Demand-
Controlled Ventilation 
(DCV), Vibration Anal-
ysis, and Heat Exchang-
er or Filter Clogging 
Detection. DCV enables 
intelligent, demand-
based operation of EC 
fans. For instance, the 
system can adjust fan 
speeds to maintain op-
timal indoor air quality 
or to match the precise 
air volume required. Vi-
bration Analysis helps 
diagnose unwanted fan 
vibrations, enhanc-
ing operational safety. 
Meanwhile, Heat Ex-
changer or Filter Clog-
ging Detection identi-
fies clogging and facili-
tates predictive main-
tenance (e. g. cleaning 
of heat exchangers or 
replacement of filters), 
preventing unplanned 
downtime. This stream-
lines the maintenance of 

condensers, recoolers, or AHUs, ensuring contin-
ued efficiency and reliability.

Fan commissioning is set to become quicker and 
more cost-effective. With the ebm-papst ´Service 
App for customers and specialist partners´ OEMs, 
installers, and fitters can manage the process effort-
lessly via their smartphones. Even complex systems 
can be configured in just a few clicks. The app sup-
ports real-time monitoring and diagnostics through 
Ethernet, Wi-Fi, GSM, and Bluetooth Low Energy. 
Additionally, it performs a multi-stage fan check 
automatically, summarizing the results in a clear, 
concise report.

ebm-papst has summarized more details on the 
solutions described, how the new Digital Services 
work, and the technical basics in a comprehensive 
white paper. It can be downloaded at ebmpapst.
com/digital-services.

States Applying 
for Heat Pump 
Rebate Funds

Update (11-20-2024): According to the United 
States Department of Energy (DOE), Georgia has 
launched their HEAR and HOMES programs. Geor-
gia became the 11th state with a launched IRA pro-
gram. Kentucky, Ohio, and Texas have applied for 
their HEAR and HOMES programs. And Minnesota 
has applied for their HOMES program. The states and 
territories in total have applied for $5.6 billion in fund-
ing.  Update (11-7-2024):  HEAR programs have now 
launched in Washington D.C. (D.C.) and Michigan. 
While Vermont, Maryland, and Pennsylvania applied 
for their respective HEAR programs. Additionally, 
HOMES programs were also launched in D.C. and 
Michigan. The State of Washington had their HOMES 
application approved. While Pennsylvania and Hawaii 
applied for their own HOMES programs. The states 
and territories in total have applied for $4.5 billion in 
funding. All according to an application tracker pub-
lished by the Department of Energy (DOE) for the 
HEAR and Home Efficiency Rebate programs (last 
updated on November 4, 2024).
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Performance 
Pointers
By James Ball

(continued from page 20) 

 Why Commissioning Matters
Without commissioning, buildings may under-

perform which can lead to:
• Higher energy bills.
• Uncomfortable occupants due to poor sys-

tem operation.
• Increased maintenance costs from improp-

erly installed or faulty equipment.

Commissioning provides peace of mind for 
building owners and stakeholders, ensuring their 
investment performs as expected from day one.

I hope you have found the information in this 
article interesting and useful. Next month we will 
discuss the importance of being prepared. How 
can you deliver High-Performance HVAC without 
preparation?

Thank you for your time reading this article 
this year. Take time this month to enjoy the season 
and your families.

Jim Ball has been involved in the HVAC indus-
try all his life. He’s been a long-time National Com-
fort Institute (NCI) shining star and an effective im-
plementer of High-Performance HVAC™. Jim sold 
his family HVAC service company and looks to give 
back to the industry by contributing his knowledge 
and experience. He hopes to help other HVAC pro-
fessionals move forward with implementing High-
Performance HVAC processes.

As a Senior Mechanical Engineer with Dewber-
ry Engineering, Jim stays actively involved helping 
contractors in our industry become High-Perfor-
mance HVAC contractors using lessons learned 
from National Comfort Institute. If you would like 
to learn more take a look at NationalComfortInsti-
tute.com or call 800-633-7058.

Samsung Lennox HVAC North 
America Announces New Executive 

Leadership Appointments      
Roanoke, TX: Samsung Lennox HVAC North 

America, an innovator in HVACR climate solutions 
with a focus on heat pumps, announces the promotion 
of Victor Gomez to Chief Executive Officer, follow-
ing his tenure as Chief Operating Officer at Samsung 
HVAC America. Gomez is a seasoned veteran in the 
HVAC industry with over 20 years of experience, 
previously serving as Senior Vice President at Fujitsu 
General America, Inc. He holds a bachelor’s degree in 
electrical engineering and a MBA in Marketing from 
Thomas Edison State University. As CEO, Gomez 
leads key business initiatives, operational activities, 
and executes on the company’s growth strategy. 

 “I am honored to have the support and trust of 
the Samsung Lennox HVAC JV Board of Directors 
as I assume this role,” stated Victor Gomez, Chief 
Executive Officer of Samsung Lennox HVAC North 
America. “We are at an exciting industry inflection 
point where the product categories the joint venture 
develops are ripe for growth due to a focus on sus-
tainability and increased customer interest in ductless 
applications. Samsung Lennox HVAC North America 
is perfectly positioned to deliver the right solution for 
customers’ HVAC needs.”

In addition, Eric Scharnell joins the Samsung 
Lennox HVAC leadership team as Chief Financial Of-
ficer. Scharnell previously led finance for Advanced 
Distributor Products (ADP), a business unit of Len-
nox, and holds a bachelor’s degree in accounting from 
the University of North Texas. His experience in fi-
nancial planning, analysis, and strategic management 
will serve the company well. As CFO, Scharnell leads 
the company’s financial activities while driving tech-
nological advancement and process improvements. 

“Victor and Eric bring extensive knowledge of the 
HVAC industry and a track record of growth execu-
tion to the joint venture,” said Lennox Chief Execu-
tive Officer, Alok Maskara. “I look forward to work-
ing with them as we grow in the ductless AC and heat 
pump product categories.”

KS Choi, Chair of the Board of Directors for Sam-
sung Lennox HVAC North America, expressed con-

fidence in the new leadership team. “With their com-
bined industry expertise and leadership capabilities, 
Victor and Eric are well-positioned to guide Samsung 
Lennox HVAC North America to new heights,” Choi 
stated. “We look forward to expanding our impact 
within the North America HVAC market, continuing 
to create value for our customers and partners under 
their leadership.”

The two leadership appointments form the lead-
ership foundation for the Samsung Lennox HVAC 
North America joint venture, which officially began 
on July 1, 2024. Together, Gomez and Scharnell will 
fulfill the company’s mission of delivering eco-friend-
ly products and services, while fostering a culture of 
collaboration and excellence.

As part of this partnership, Samsung Lennox 
HVAC North America also launched a new joint ven-
ture website. Visit www.samsunglennox.com to learn 
more.

Samsung Lennox HVAC North America was es-
tablished in 2024, as a joint venture between Samsung 
Electronics and Lennox to provide innovative climate 
solutions to the HVACR industry in the United States 
and Canada. The joint venture brings together Sam-
sung, a trusted global brand with 40 years of innova-
tive HVAC technology, and Lennox, a North Ameri-
can HVAC original equipment manufacturer (OEM) 
and direct distribution leader, in a partnership that 
will provide outstanding heating and cooling solu-
tions to customers. For more information about Sam-
sung Lennox HVAC North America, visit www.sam-
sunglennox.com. 

Whether it’s one room or many, new construction 
or a new addition, Samsung Lennox HVAC North 
America can provide an innovative heating and cool-
ing solution that’s perfect for your home. Samsung 
Lennox HVAC North America provides flexible, ver-
satile HVAC solutions that are ideal for a wide range 
of buildings and workplaces. Give your customers the 
perfect comfort solution with our VRF systems that 
boast industry leading efficiencies and heating and 
cooling performance.

Update: Court 
Overturns DOL 

Overtime Rule for 
Salaried Workers
Update (11-15-24): The U.S. District Court for 

the Eastern District of Texas has issued a ruling 
overturning the Department of Labor’s overtime 
rule for salaried workers. The court ruling found 
that the Department improperly interpreted the Fair 
Labor Standards Act by eliminating the executive, 
administrative, and professional roles test in favor 
of a salary-only test. While the Department is al-
lowed to appeal the decision to the Fifth Circuit, 
the incoming administration is unlikely to pursue 
the option.

 FSLA also provides an exemption for highly 
compensated employees (HCE). The HCE thresh-
old will be raised to $132,964 on July 1, 2024, and 
then to $151,164 on January 1, 2025 — a 41% in-
crease from the current threshold of $107,432. The 
first threshold is based on the current methodology, 
while the second threshold is set to the 85th percen-
tile for full-time salaried workers nationally.

The final rule also implements automatic up-
dates to both the minimum salary threshold and the 
HCE threshold, both of which will be increased ev-
ery 3 years.

If you have any additional questions about labor 
regulations, please reach out to Alex Ayers, Vice 
President of Government Affairs for HARDI. 



         DECEMBER 2024      PAGE B9                TODAY’S AC & REFRIGERATION NEWS

Carrier Controls Expert 
Expo 2024: Next Level 

Business Strategies and 
Celebrating a Decade 

of Expertise
KENNESAW, Ga., Nov. 14, 2024  —   The 2024 Carrier Controls Expert Expo 

concluded recently in Savannah, Georgia, marking a milestone event for Carrier 
Controls Experts across the nation. Held from October 27th to October 30th, this 
year’s Expo, themed “The Next Level,” focused on empowering our Controls Ex-
perts with innovative strategies to elevate their businesses using Carrier Controls. 
Over 290 attendees from 11 countries were present. Carrier Corporation is a part 
of Carrier Global Corporation (NYSE: CARR), global leader in intelligent climate 
and energy solutions.

The event gathered industry leaders, sponsors, and participants for two days of 
action-packed meetings followed by a day dedicated to fun team-building activi-
ties. In support of Breast Cancer Awareness Month, Carrier staff wore pink shirts 
to kick off the event. The Expo featured an impressive lineup, including a keynote 
address on construction trends and a dynamic panel discussion with industry ex-
perts exploring vertical markets. Attendees had the opportunity to engage in 10 
informative sessions and 16 breakout sessions, making it a truly enriching experi-
ence.

The 10-year anniversary of the Controls Expert Program was also a focal point 
of the event. The Controls Expert Program, which trains and certifies Carrier sales 
offices and mechanical contractors to become experts in building automation and 
controls, now boasts over 625 Controls Expert contracting companies globally.

“The 2024 Carrier Controls Expert Expo represents not just a decade of the 
Controls Expert Program but a future bright with potential”, said Mark Jones, Con-
trols Business Manager, Carrier. “By equipping our Controls Experts with cutting-
edge tools and sales strategies that help them integrate building automation and 
controls with their HVAC equipment offerings, we are committed to helping them 
drive innovation and success through HVAC system selling. This event exempli-
fies our dedication to fostering a community of excellence and collaboration.”

A highlight of the Expo was the state-of-the-art product showcase, where 
guests experienced live product demonstrations and interacted with product ex-
perts. Featured products included Carrier’s complete portfolio of control solutions: 
the i-Vu® building automation system, the ClimaVision light commercial control 
system, and Connect Wi-Fi thermostats. TruVu controls were also on display, as 
well as Abound Predictive Insights, a digital solution that enables smarter, more 
predictive service to optimize equipment health and performance.

For more information on Carrier Control solutions and the Carrier Controls 
Expert Program, please visit carrier.com or contact your local Carrier Controls 
Expert.

Malco Tools Selects 
Counterperson of 

the Year 2024
ANNANDALE, MINN. (Nov. 12, 2024) — 

Malco Tools, one of the nation’s top manufacturers 
of high-quality tools for the HVAC and building 
construction industries, announced that Philip La-
iche of A/C Supply, Inc. in New Orleans, won the 
company’s 2024 Counterperson of the Year con-
test.

As Counterperson of the Year, Laiche exem-
plifies the same values that make Malco great: 
dedication to excellent customer service and going 
above and beyond to ensure contractors have the 
Malco tools they need to get the job done. Laiche 
won a prize of a $500 gift card, plus a Malco golf 
shirt and hat.

“Philip is naturally a problem solver who provides recommendations that 
meet the unique needs of each customer and for our company,” said Mindy 
Rigney, Laiche’s nominator. “Philip’s commitment to service and his genuine 
passion for helping customers make him an invaluable asset to the team.”

“We are proud to recognize Philip for his service-oriented attitude and 
extensive product knowledge to ensure every customer gets what they need,” 
said Rebecca Talbot, vice president of marketing at Malco. “We appreciate his 
exceptional dedication to customer service and applaud his efforts over the past 
20 years with A/C Supply as this year’s Counterperson of the Year!” For more 
information about Malco Tools, visit www.malcotools.com. 

Malco Tools, Inc., based in Annandale, Minnesota, is one of the nation’s 
leading solution developers and manufacturers of a variety of high-quality spe-
cialty hand tools for the HVAC and building construction trades. Backed by 
over 75 years of history, these specialized tools are built to last, rigorously 
tested and backed by a limited lifetime warranty. Malco earned a Manufactur-
ing Excellence Award from Twin Cities Business Magazine in 2022 and was 
named the Medium Manufacturer of the Year in 2018 and 2024 by the Min-
neapolis/St. Paul Business Journal.

Philip Laiche of 
A/C Supply Inc.
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TODAY’S A/C NEWS

POSITIONS AVAILABLE
 Central Florida HVAC Distributor accepting applications for several positions including counter sales 

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: kyle@blackssupply.com

CLASSIFIEDS

 Tropic Supply is hiring for Counter Sales, Drivers (CDL and Non-CDL), Warehouse Associates, and 
Management roles throughout our 22 locations all over Florida! We are committed to helping you realize your 
goals and we provide a positive, rewarding, and engaging work environment that fosters a culture based on 
trust, respect, and long-lasting relationships. We are offering full-time positions with guaranteed overtime, 
benefits, and compensation commensurate with experience. 

Please email your resume to careers@tropicsupply.com.

POSITIONS AVAILABLE

UPCOMING EVENTS

February 6-7, 2025 - 6th Annual HVACR Symposium
Ocoee Lakeshore Center and Bill Breeze Park

Put yourself 
in the mix.
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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 

Doral (786) 476-7332
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

Cape Coral (239) 242-8796
Fort Myers [239] 275-3533
Sarasota (941) 753-8491
Port St Lucie [772] 468-0211
Tallahassee [850] 576-5922
Clearwater [727] 561-9309
Deerfield Beach (754) 218-9667
Sanford (407) 324-8003
Lakeland (863) 665-4045                                      

Jacksonville South [904] 641-2282
Kendall (786) 249-4828
Miami Lakes (786) 476-7340
Stuart (772) 781-0102
Jacksonville [904] 354-0282
Dania Beach [954] 921-8070
Daytona Beach (386) 265-6400
Pensacola (850) 436-2008
Ft Walton Beach (850) 362-6880
Brandon (813) 424-3180
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Products You Need. Relationships that Matter.

Johnstone Supply Ware Group West Palm Beach  
Hunter Hopwood, Alvaro Gutierrez, Max Podel, 

Maidelin Rodriquez, Gary Gustafson, Jennifer Shorrock 

Johnstone Supply Pensacola
  Glen, Shane, David, Brad, Ryan, Larry

 

Johnstone Supply Ware Group Boynton Beach  
Teizuhn Edwards, Jennifer Shorrock, Ken Pearson, 

Maria Rodriguez, Javier Caban

Johnstone Supply Ware Group Doral
Max Castellon, Fernando Burgos,

Geo Porras, Oscar Feijoo


