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Florida, Georgia, Alabama, Tennessee
North Carolina, South Carolina

Tropic Supply Hosts Yellow Jacket
and Mars Demo Days (see page 14)
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PBACCA High-E-Fishin-Sea Tournament 2.0
at Palm Beach Yacht Center (see pages B5)
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Johnstone Supply Ware Group Supports
Pine Ridge HVAC Class of 2025 (see page B4)

Why the Industry is Facing
a Workforce Shortage and

What We Can Do About It

Air conditioning in
America is no longer
considered a luxury —
most every home has
some type of equipment
to cool the air. Whether
it’s new construction
or repairs and replace-
ments the demands for
talent are plenty. As our
older generations leave
the workforce and the
younger generations look for remote work the talent
gap widens. Dealers, distributors, and manufacturers
must all work together to bridge the talent gap.

If you fall into one of those three groups, dealer,
distributor, or manufacturer, you may be wondering
what can we do? The answer lies in collaboration and
innovation.

Manufacturers are focused on energy efficiency,
but the battle against skilled worker shortages also
stays at the forefront. They have overcome one hur-
dle by making equipment lighter and easier for one
person to install, the need for large crews on job sites
is reduced.

However, with each year as technology advances
so does the complexity of troubleshooting or repair-
ing the equipment. You can now find QR codes or
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NFC tags on equipment linking your phone to the
resources needed to get the job done. A perfect ad-
dition to any tech-savvy Gen X with their phone al-
ready in their hand.

We also see the benefits of having connected
equipment so that all the basic information a ser-
vice tech would need to troubleshoot an issue can be
found online in the cloud by the dealer before a ser-
vice truck rolls out. Knowing what the issue is can
guarantee the right part and right tech are sent to the
home.

When ease of installation, resources on your
smart phone, and a connected portal full of equip-
ment stats aren’t enough we can now see that man-
ufacturers are opening their own training labs. All
efforts are made to make the day-to-day life of our
needed talent easier, which makes the dealer’s job
easier as well.

Distributors are faced with the same talent short-
ages as our dealers. If we go hunting for a candidate
with HVAC experience, we are possibly taking away
all viable talent from our own dealers. We need talent
who has the knowledge to help and serve the deal-
ers but finding someone with that already is nearly
impossible.

Today we are looking more at who has the right
attitude so then we can invest in training to teach

them the skills needed. g0 to page 17

DiversiTech® Acquires
Cielo Thermostats

July 18,2025 (Duluth, Ga.) — DiversiTech® Corp.,
North America’s leading manufacturer and supplier of
components and related products for heating, ventila-
tion, air conditioning and refrigeration (HVAC/R), an-
nounced today that it has acquired Cielo Thermostats,
a leading manufacturer of smart thermostats. This
acquisition will reinforce DiversiTech’s position in
the HVAC/R Industry and expand its product range.
Cielo’s innovative portfolio complements the Diver-
siTech’s PROI® Thermostat control line for profes-
sional HVAC installations.

Cielo has revolutionized the HVAC/R industry
with its range of smart thermostats. These products
are designed to enhance energy efficiency and provide
seamless climate control for both ductless and ducted
HVAC systems. Key products include the Cielo Breez
Max and the Cielo Smart Thermostat. The Cielo Breez
Max has also earned Energy Star Certification, mak-
ing it the world’s first-ever smart thermostat for mini-
splits to receive this prestigious recognition.

“We are excited to be joining forces with the
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team at Cielo,” said Andy Bergdoll, CEO
of DiversiTech. “Their focus on develop-
ing smart climate control solutions as well

as their commitment to develop innovative products
makes them a great fit with DiversiTech. We look
forward to supporting Cielo’s product development
program and enabling them to leverage DiversiTech
resources and infrastructure to build even stronger
wholesaler partnerships.”

“Cielo was founded with the mission to focus on
smart thermostats for mini-splits & central HVAC
systems,” said Waseem Amer, Cielo Co-Founder.
“I am thrilled that the Cielo brand will grow even
stronger under the DiversiTech portfolio. Together,
DiversiTech and Cielo are well-positioned to deliver
unmatched comfort, efficiency, and convenience to
customers everywhere.”

“Joining forces with DiversiTech gives us the re-
sources and reach to take our vision further than ever
before,” stated Anees A. Jarral, Cielo Co-Founder. “I
am honored to be joining the DiversiTech team and to
have the chance to work with some of the best minds
in the industry,” he said. “Together, we will build on
Cielo’s strong foundation and take it to the next level.”

For more information about DiversiTech, visit
diversitech.com - For more information about Cielo,
visit cielowigle.com
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DOOR AIR QUALITY!
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Air purification is important to 1 in 4
homeowners, but only 5% of HVAC
Contractors offer a solution.
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DON'T MISS ANOTHER OPPORTUNITY TO GROW YOUR BUSINESS.

‘ (’ T E ST Show your customers all the
contaminants polluting their home.

* Detect any pollutants in the air quality IAQPRO SmartAir™ Meter

* Diagnose common causes and solutions for each pollutant

(T R E AT We've got you covered with Multiple
solutions to treat your customer’s air.

* Cleaning your duct or ventilating systems to reduce pathogens Bio Fresh Fogger Treatments

and create a healthy environment using ions and air cleaners Coil Cleaners

lonizers & Air Cleaners

* Improve the efficiency of your HVAC system by cleaning coils
UV Treatments / Purifiers

Give your customer the confidence of
‘ (’ protection from future contaminants.

Filtration
* Maintain a healthy indoor space with high quality filters Chemical Inhibitors

* Prevent further contaminants by eliminating the source or
reducing the emission with chemical inhibitors

EINEE Everything fo TEST, TREAT & PREVENT in one place.

-
= ‘1 To see all Indoor Air Quality products, please visit www.JohnstoneWareGroup.com

4 www.JohnstoneWareGroup.com
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25 Ways to Increase
Profitability
Ruth King’s
X Contractors Cents

Now that you have the basics and why you want
to increase your company’s profitability, let’s continue
ways to increase profitability.

#4 — Stop pricing using percentages. You cannot
take a percentage to the bank! Imagine going to a tell-
er and saying, “I’d like to deposit my 10% net profit,
please.” Never happen. The only thing you can deposit
is dollars.

Pricing using percentages will get you in trouble.
Unfortunately, many companies use a percentage to
calculate sales prices, direct and overhead cost for a
project.

Suppose there are two projects, each with 16
hours, one is priced at $10,000 and one at $5,000.
You assign an overhead cost percentage of 25%. That
means, that the one priced at $10,000 gets $2,500 of
overhead cost and the one priced at $5,000 gets $1,250
of overhead cost. This is wrong!

Both projects take the same amount of time, i.e.
16 hours, so they should get the same amount of over-
head. Also, depending on the company’s sales revenue
for the year, the overhead percentage goes up or down.
The costs may not. But, if you price by percentage,
the percentages will be higher in lower revenue years
and lower in higher revenue years...for about the same
overhead dollars (ok — insurances may go up, etc. My
point is that the rent percentage, if it is consistent from
year to year, will be different depending on the rev-
enues).

To be accurate, you must price using dollars and
your bottom line must be dollars. The only time you
should look at percentages: your gross margin (gross
profit divided by sales). I don’t care what the percent-
age is. [ care that the percentage is consistent.

#5 — Know Your Net Profit per Hour. One thing
that I always do when starting to work with a contrac-
tor is to calculate that contractor’s net profit per hour.

It is calculated by taking the net profit and dividing
it by billable hours. It is, unfortunately typical, for a
multimillion dollar contractor, to have a net profit per
hour lower than you can earn working for a fast food
restaurant.

Why are you putting yourself through the risk, the
stress, and the hard work if you are not at least earning
what you could working for McDonalds or Wendy’s?

Once you know your net profit per hour — if you
like it, continue to achieve that number. If you don’t
like it, then set your prices, decrease costs, or increase
productivity to raise it slowly.

A contractor did the calculations and found that
his net profit per hour was $4 per hour...which was
unacceptable to him. When we did the job costing
we found that one crew had a consistent negative net
profit per hour for all of the jobs they installed. And,
there were some service technicians whose net profit
per hour was negative too.

Training time! First explain net profit per hour and
why it is important. Then show each person (in pri-
vate) their net profit per hour. Then establish a plan to
get the negative numbers to positive numbers and to
keep the positive numbers positive.

You can post the averages each week. It becomes
a competition amongst the installation crews and ser-
vice technicians. Everyone wins: the customers who
are educated about their HVAC systems, the field per-
sonnel who may get SPIFFs for achieving a certain
level, and the company.

#6 — Know Your Overhead Cost per Hour. Over-
head cost per hour is simply total overhead cost di-
vided by billable (revenue producing) hours. If your
overhead cost per hour is $50 per hour and your com-
petitor’s overhead cost per hour is $30 per hour, then
for an 8 hour job your overhead cost is $400 and your
competitor’s overhead cost is $240. Your competitor
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Industry expert Ruth King has
helped contractors get and stay
profitable for more than 25 years.

Reach her at
ruthking@hvacchannel.tv.
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can charge the same price and earn $160 more than
you do. Or, your competitor can charge $160 less and
win the job.

A quick and easy way to decrease overhead cost
is to ask your field and office personnel. If you ask,
“How would you decrease overhead by $500 or $1000
a month, they won’t be able to think of anything.
That’s number that is larger than they can imagine
from a personal level. If you ask, “How can we shave
$100 a month from overhead costs?” they will prob-
ably come up with some great ideas. Implement the
simple things they suggest, whenever feasible, to de-
crease your overhead cost per hour.

And, the greater the number of billable hours, the
lower the overhead cost per hour. As you add more
field labor, assuming they stay billable at least 85%
of the time, then your overhead cost per hour will de-
crease.

#7 — Price from the bottom up. Most contractors
still determine what their costs are and then divide by
1 minus the gross margin. This does NOT take over-
head into consideration.

Start at net profit. What net profit do you want to
earn for the job? Do you want a higher net profit for
jobs with higher equipment cost? Do you want a lower
net profit for jobs with a higher labor cost? These are
questions you need to ask before you establish your
pricing.

One of my clients continually complained about
duct jobs. He moaned that he could never make money
on them because of the labor involved. I said, “Fine.
What net profit per hour do you want for duct jobs?”

He answered and then we established the prices
for duct jobs. He agreed that if a customer was not
willing to pay what he required to do those jobs, then
he would not do the work. More ways to continue prof-
itability in the September issue.

HANGING KITS: EVERYTHING YOU NEED ALL IN ONE PLACE
A QUICK & SIMPLE TIME-SAVI_NG SOLUTION

_—

THREADED ROD HANGING KIT
* (4) 6ft ATR
* (2) 32” Slotted Angles
* (4) Threaded Eye Bolts with/ Nuts
* (4) 17" Eye Lag Screws
* (4) Lg. Fender Washers
* (8) Nuts & Washers

Whether you’re hanging an
AHU in the attic or garage, our
include everything
you need to get the job done.
They are the ultimate one-stop

horizontal mounting solution!

Manufacturing Quality <MERICAMN 'ESZ HVAG Installation Products for Over 40 Years

CI-lAIN HANGING I(I'I'

* (4) Turnbuckles

* (4) 5ft Sections of Chain
* (4) Nuts & Washers
* (4) S Hooks
* (4) Eye Bolts
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metalshop.orq
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SFACCA - New Florida Legislation
Impacts Permits & Inspections
Starting July 1, 2025

On June 13, 2025, Governor Ron DeSantis signed
HB 683 into law, and it brings several important up-
dates that contractors, inspectors, and anyone work-
ing with private providers should know about. These
changes officially take effect today, July 1,2025. Here’s
what you need to know:

Faster Turnaround for Permit Applications
- If you’re using a private provider to submit a per-
mit application and plans review (including through
software-based systems), local building officials must
now respond within 5 business days either by issuing
the permit or notifying you of any deficiencies. That’s
down from the current 20-day window.

Updated Definitions: “Permit Application” &
“Single-Trade Inspection” - It now encompasses
both single-trade plans review and inspections. Addi-
tionally, solar energy and energy storage installations
or alterations have been added to the list of qualifying
types of work subject to these reviews.

Private Providers Get More Tools - Private pro-
viders are now allowed to use automated/code-com-
pliance review software to check plans against the
Florida Building Code and National Electrical Code
speeding up the process for contractors.

Virtual Inspections Are Now Allowed - Single-
trade inspections (including HVAC-related work) can
now be performed virtually or in-person. This gives
more flexibility and can help speed up project time-
lines.

Exemption - An exemption from the provisions
of the Florida Building Code was added for any sys-
tem or equipment, whether affixed or movable, located
on the property of a spaceport which is used for the
production, erection, alteration, modification, repair,
launch, processing, recovery, transport, integration,
fueling, conditioning, or equipping of a space launch
vehicle, payload, or spacecraft.

Why This Matters

These updates:

* Speed up the permitting process when using
private providers

*  Support software-driven plan reviews for
HVAC and other trades

* Create a more flexible and tech-friendly in-
spection process

*  Help ensure local departments stick to shorter
review timelines
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Welcome to iFLO PRO®!

iFLO PRO®APP

DOWNLOAD
IFLO® PRO APP

A
THIS WAY UP
WHEN INSERTED
iFLO PRO® FORMULA

UPTO § MONTH SUPPLY

if L&

Take Control of Your HVAC!
Smart Automated
AIC Drain Pan &
Drain Line Cleaner

36fl 0z, (1064mL]

Find us at www.iflopro.com

e

Beyond the South:
Why Smart
Condensate

Management
Is the HVAC
Upgrade the Entire
Industry Needs

® For years, the HVAC

industry has treated con-

™ PH densate management as

l an afterthought—often

relying on outdated solu-

tions like float switches,

corrosive or acidic products like bleach or vinegar

OR hoping that gravity and luck will do the job.

But as systems grow more complex and customers

more demanding, the need for a proactive, intel-

ligent approach to condensate control is no longer
optional—it’s essential.

While the conversation often starts in the
South—where biofilm like Zooglea clogs drain
lines and causes widespread damage—the truth is:
smart condensate management is relevant every-
where.

Yes, Zooglea—a sticky, jelly-like biofilm—
loves humidity and warmth. It thrives in HVAC
drain lines and is the leading cause of water back-
ups, service calls, and homeowner headaches in the
Southeast. But limiting the iFLO Pro conversation
to Zooglea alone sells the technology short.

Whether you’re in Boston or Baton Rouge, wa-
ter in a pan that doesn’t drain properly is a universal
risk. Cold climates face freezing drain lines, poor
routing practices, and legacy install techniques that
lead to callbacks and warranty claims. Smart, con-
nected condensate management prevents those is-
sues—regardless of zip code.

iFLO Pro is not just a product. It’s a platform
that transforms the way contractors think about the
wet side of the HVAC system. Here’s what smart
condensate management looks like:

- Proactive Cleaning: Our Al-powered device
injects a proprietary cleaning solution that keeps
the line clean—before a clog can form.

- Remote Visibility: Contractors can track in-
stalls, bottle usage, and technician performance
across their entire fleet from one dashboard.

- Recurring Revenue: Every install creates an
ongoing opportunity to deliver bottle replacements
and service touchpoints.

- Reduced Warranty Claims: Equipment man-
ufacturers and dealers lose millions every year to
water damage that could have been prevented.

Customer Confidence: Homeowners want
more than a “drain line fix.” They want peace of
mind.

Over the past year, iFLO Pro has expanded far
beyond the Southeast. We’ve signed national deals
with multi-state contractors, partnered with leading
distributors, and gained visibility with OEMs and
insurers who now see smart condensate manage-
ment as part of the larger connected home ecosys-
tem.

This is no longer a niche solution. It’s a new
standard. Let’s be honest: service techs are under
pressure. Install, upsell, maintain, document—re-
peat. iFLO Pro lightens the load.

With automated reminders, a simple installa-
tion process, and the ability to view usage history,
it turns a liability into a controlled, managed asset.

And for contractors trying to scale responsibly
or enter the world of programmatic service, iFLO
Pro provides data, documentation, and customer
stickiness in a category that was once invisible.

Smart condensate management is not a regional
strategy. It’s a national need. Whether it’s Zooglea,
clogged drains, or costly callbacks, the problem is
real—and the solution is here.

iFLO Pro is more than a product. It’s a smarter
way to protect your installs, your margins, and your
reputation—no matter where you do business.
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Fieldpiece

ALL-IN- ONE

LEAKDETECTOR
DRX3

One tool, one sensor, quickly detects A3, A2L, Al
refrigerants and combustible gas leaks.

A A3|A2L

www.fieldpiece.com
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New York® CXF Indoor Microchannel Coils Provide
a Durable, Cost Effective Option to Enhance Cooling
Efficiency in Residential Air Conditioning Units

MILWAUKEE,
July 1, 2025 — To-
day, JC Residential
& Light Commer-
cial LLC announced
the release of the

new YORK® CXF
aluminium indoor
microchannel coils,

providing a cost-
effective solution to
maximize heat transfer efficiency in residential air
conditioning systems. The indoor coils use energy-
efficient and low-GWP refrigerant, R-454B, and
feature an optimized design to enhance cooling
performance without the investment in a more pre-
mium system.

“Indoor microchannel coils provide contractors
with a compelling option to help homeowners re-
duce utility costs this cooling season,” said Penny
Lasater, senior product manager, Johnson Controls.
“We’ve taken the same trusted technology contrac-
tors have relied on for years in outdoor units and op-
timized it for indoor applications. With the CXF in-
door coils, contractors now have an option to meet
their customers’ needs for energy efficiency in more
budget-conscious applications.”

The CXF coils are specifically developed for
the demands of comfort cooling. An “A” coil design
optimizes refrigerant flow to improve efficiency.
The indoor coils are engineered for long-lasting re-
liability and manufactured from an advanced Max-
Alloy™ aluminium alloy that is highly resistant
to corrosion, including formicary. Every CXF coil

must also pass rigorous condensate management
testing before leaving the factory, achieving quality
standards that surpass traditional tube-in-fin per-
formance.

Available for upflow and downflow applica-
tions, CXF coils are 15% lighter and use 18% less
refrigerant than traditional tube-in-fin coils, mak-
ing installation simpler and more flexible. YORK®
CXF aluminium indoor microchannel coils are
backed by a 10-year parts warranty with product
registration. Contractors can find CXF product re-
sources on the free Ducted Systems Solutions app.

For more information on YORK® CXF alumin-
ium indoor coils, visit www.york.com/residential-
equipment/heating-and-cooling/evaporator-coils.

RITCHIE Introduces The Vacuum Y
with RealTorquE® Core Removal Tool & Deluxe
MaxFlow™ Evacuation Kits

BLOOMINGTON, MN (July 15th, 2025) —
Ritchie Engineering Company, Inc., the leader in
service tools for HVAC/R professionals and manu-
facturer of YELLOW JACKET® products, is proud
to introduce the Vacuum Y with RealTorque® Core
Removal Tool and Deluxe MaxFlow™ Evacuation
Kit.

P The patent-pending
q_ YELLOW JACKET®
k Vacuum Y with Real-
Torque® Core Removal

t Tool (CRT) features the

industry’s first integrated

RealTorque® CRT. The

dual-path ‘Y’  design,

coupled with the ability to remove the Schrader core
with the integrated CRT, increases evacuation vol-

ume to allow for faster system evacuations. The Re-
alTorque® torque limiting technology ensures the
Schrader core is properly reinstalled to guarantee the
system to remain leak free.

The Vacuum Y is available in 1/4”, 5/16” and 1/4”
with 5/16” adapter separately or in the Deluxe Max-
Flow™ Evacuation Kit.

The Deluxe Max-
Flow™ Evacuation Kit
features 1/4” Vacuum Y
CRT w/ 5/16” Adapter,
(2) 60” 1/2” Heavy Duty
Charging Hoses, and
either (2) 3/8” MFL X
3/8 FFL Straight (P/N
#93914) or (2) 45° (P/N #93916) Ball Valves. The
1/4” hose with Vacuum Y with RealTorque® Core

GOOD. BETTER. MAX.
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COMPATIBLE WITH
measureQuick® and
YJACK VIEW® apps

Removal Tool (CRT) is proven to speed up system
by 10x!

The YELLOW JACKET® brand name is syn-
onymous with the highest quality and most complete
line of HVAC/R tools in the industry. The brand’s
roots go back to 1946 when Ritchie Engineering
Company, Inc., a manufacturers’ representative or-
ganization, became a hose manufacturer. With an
emphasis on quality and service, Ritchie Engineer-
ing, based in Bloomington, Minnesota, trademarked
the hose as the YELLOW JACKET® Charging Hose
in 1950. Since then, the company has been engineer-
ing, manufacturing, and continuously improving the
YELLOW JACKET® hose while adding new prod-
ucts to its portfolio. For more information, please call
(952) 943-1333 or visit our website at www.yellow-
jacket.com.

Digital Manifold
Engineered for
Maximum
Performance.

The YELLOW JACKET® TITANMAX™ Digital Manifold
offers ultimate ease with an intuitive, user-friendly
interface and calibration-free touchscreen.
Ergonomic design features convenient, robust
connections for temperature clamps, vacuum
sensor and USB-C.

Hi-res, full-color, backlit, 5” touchscreen display
Information button on all major screens

Integrated magnets and pivoting hook for
easy mounting

[=]:H|[=]
0OinOfb =

Scan the code for more information.  [ElJ¥

To learn more, connect at:
yellowjacket.com/product/titanmax

pA

©2024 Ritchie Engineering Co. | MADE TO WORK SINCE 1949

YELLOW
JACKET
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The proven quality of
YORK® heating and cooling
equipment products




TODAY’S AC&REFRIGERATION NEWS

AUGUST 2025

NAVAC’s NEXUS Digital Manifold
Gauges Now Compatible with

measureQuick® App for Smarter
HVAC Diagnostics

Lyndhurst, NJ — NAVAC, the world’s largest
supplier of HVAC vacuum pumps in addition to a
wide array of tools, gauges, recovery units, instru-
ments and industry-specific items, announces that
its NEXUS Digital Manifold Gauges are now com-
patible with the measureQuick® App, a widely used
diagnostics and performance analytics platform that
consolidates data from smart HVAC tools to provide
technicians with real-time insights and detailed re-
porting to optimize sys-
tem performance.

Known for an intui-
tive interface and versa-
tile multi-mode func-
tionality, the NEXUS
smart manifold gauges
gain expanded new ca-
pabilities through this
new integration. Tech-
nicians can view, log,
and analyze live system
data - such as tempera-
ture, pressure, subcool-
ing and superheating
- directly within the
measureQuick®  eco-
system. This streamlined workflow reduces manual
data entry, improves diagnostic accuracy, and helps
HVAC professionals troubleshoot faster and more
effectively.

Furthermore, the integration also includes
NAVAC’s new line of smart probes, which are de-
signed for precision and ease of use. The NSPI
Bluetooth Pressure Probes offer accurate pressure
measurements and automatic VSAT/LSAT calcula-
tions. The NSH1 Bluetooth Psychrometers capture
detailed air-side data such as Dry Bulb, Wet Bulb,
Humidity, and Enthalpy. The NSTI1, NST2 and
NSTL Bluetooth Temperature Clamps feature high-
accuracy thermistor sensors for fast, reliable line
temperature readings. All probes are equipped with

built-in digital displays for standalone use, provid-
ing HVAC professionals with a powerful diagnostic
toolkit.

With Bluetooth connectivity, these wireless
instruments seamlessly integrate with both the
myNAVAC™ App and the measureQuick® App,
giving technicians flexible options for monitoring
and documenting service calls in the field.

“This integration with measureQuick® reinforc-
es our mission to deliver
smart, connected solu-
tions that make HVAC
diagnostics faster, more
accurate, and more us-
er-friendly,” said

Keith Keller, Di-

rector of Sales at
NAVAC. “By com-
bining NAVAC’s ad-

vanced hardware with
measureQuick®’s intel-
ligent platform, techni-
cians can now optimize
system  performance
and service efficiency
like never before.”
“NAVAC builds tools that make the job easier
and more precise - exactly what we’re about at mea-
sureQuick®,” said Jim Bergmann, President at mea-
sureQuick®. “Together, we’re raising the standard
for HVAC diagnostics and commissioning.”
NAVAC is a global manufacturer that has dedi-
cated over 20 years to the R&D and manufacturing
of industrial vacuum solutions and HVAC/R tools.
NAVAC draws upon its commitment to technical in-
novation, strong customer service and robust R&D
allocation to deliver solutions offering unsurpassed
efficiency, accuracy and ease of use. The company
seeks to meet a need for simpler, lighter, faster solu-
tions that expedite service without sacrificing accu-
racy. For more information, www.navacglobal.com.

ACCA and A-Gas
Partner to Promote
Responsible
Refrigerant
Management

Alexandria, VA — The Air Conditioning Con-
tractors of America (ACCA) proudly welcomes A-Gas
to its Strategic Partner Program.

A global leader in refrigerant supply and lifecycle
management, A-Gas plays a critical role in promot-
ing environmental responsibility across the HVACR
industry. From recovery and reclamation to respon-
sible destruction, A-Gas offers sustainable solutions
that prevent refrigerants from being released into the
atmosphere.

“We’re thrilled to expand our strategic partner
program with A-Gas,” said Barton James, ACCA
president and CEO. “Their expertise and leadership
in refrigerant lifecycle management helps contrac-
tors meet regulatory requirements and contribute to a
stronger future for our industry.”

Through its advanced technologies and services,
A-Gas helps HVACR professionals safely handle re-
frigerants, extend their usable life, and dispose of
them responsibly when reclamation is not possible.

“At A-Gas, were proud to support contractors
who are on the front lines keeping us cool and safe
every day,” said Hector Miravete, SVP of Commer-
cial Operations, A-Gas Americas. “Partnering with
ACCA allows us to deepen our collaboration with the
industry and ensure that contractors have access to
the tools, knowledge, and support they need to safely
manage refrigerants while growing their businesses.”

ACCA’s Strategic Partner Program brings togeth-
er industry leaders committed to supporting contrac-
tors and advancing the HVACR profession. To learn
more about ACCA’s Strategic Partners and how they
contribute to contractor success, visit acca.org/part-
ners.

The Air Conditioning Contractors of America is
the nation’s premier trade association for heating, ven-
tilation, air conditioning, and refrigeration contractors.
ACCA’s member companies provide quality service in
heating, air conditioning, refrigeration, building and
home performance, solar, hydronics, and plumbing.

Keep Cool,

We Got You.

9850 Fallbrook Pines Dr. Ste. 100 | Houston, TX 77064
281-987-8400 - mcdanielmetals.com

MCEDANIEL
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Curb Adapters Made Easy
Precision Fit. Faster Installs. Trusted MDM Quality.

At McDaniel Metals, we're raising the bar with curb adapters
engineered for accuracy and durability. Whether you need
Curb Adapters, Fan Curbs, Pitched Curbs, or EQuipment
Stands, we've got the solution. Pair that with our PDQ online
quoting tool, and your project stays on time and on budget.

Stay cool under pressure. MDM'’s got your back.

_SMARISNAES

www.smartsnakes.com

Want to reduce your clogged A/C drain

callbacks?

20’ Stainless Shaft

Passes Through 3/4"
PVC 90° Fittings

Reduced Call Backs
Eliminates Muisance

Clogs

Ideal for Clearing Multi
Story Common Drain
Risers

See the videos at www.smartsnakes.com

sales@smartsnakes.com
407 502 8527 —
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Total Corrosion Protection Technology
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TH E R I G HT e Energy Efficiency
e Quiet Shift™ Technology

e ENERGY STAR- certified
e 2025 Low GWP R454

RESIDENTIAL AIR CONDITIONING  Refrigerant Compliant
OLDACH

REFRIGERATION, AIR CONDITIONING & VENTILATION SUPPLIER

ORLANDO KISSIMMEE TAMPA

3004 Silver Star Rd. 1001 Armstrong Blvd. Suite 13 5110 W Knox St.
Orlando, FL 32808 Kissimmee, FL 34741 Tampa, FL 33634
407-270-9670 407-530-5599 813-5569-7300




TODAY’S AC&REFRIGERATION NEWS

AUGUST 2025

PAGE 10

HARDI Distributors
Report 2.1% Revenue

Decline in May

Columbus, OH—Heating, Air-conditioning &
Refrigeration Distributors International (HARDI)
released its monthly TRENDS report, showing sales
by HARDI distributors declined by 2.1% during May
2025. The annual sales growth for the 12 months
through May 2025 is an increase of 3.9%.

“A sales decline during May is not unexpected
since the cooling degree days were off by 25% from
last year,” said Brian Loftus, Macroeconomic and
Residential Market Analyst at HARDI. “Another drag
on the sales growth was this May had one less billing
day than May of 2024. With the same number of bill-
ing days, we estimate the sales growth was better than
2.5%.”

The monthly sales survey also calculates distribu-
tor’s Days Sales Outstanding, a measure of how quick-
ly customers pay their bills. “The DSO turned at 37
days during May of 2025 after being close to 40 days
for the month from 2021 through 2024,” said Loftus.

The underlying trend of the HARDI distributor
sales growth during 2025 has been a nice improve-
ment versus last year. “After adjusting for the same
number of billing days, the rolling three-month aver-
age monthly sales growth has been in the 5% to 6%
range so far this year versus the 2% area last year,”
said Loftus. “But so far this year inventories have
been growing faster than sales. Hopefully those boxes
begin to melt away now that summer has arrived.

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 region.
An independent entity collects and compiles the data
that can include products not directly associated with
the HVACR industry.

HARDI (Heating, Air-conditioning, and Refrig-
eration Distributors International) is the single voice
of wholesale distribution within the North American
and Latin American HVACR markets. A non-profit
association, HARDI serves its members through
government affairs and advocacy efforts, market in-
telligence and benchmarking, training programs, and
world-class events.

¢ GREE

Air comfort for all

MULTI

The GREE MultiPRO is ideal for handling today's

challenging spaces.

Connect to a conventional-style multi-position

air handler, high wall, or any of the other 7
ducted and ductless indoor unit options.

e Upto 10 indoor units with each
outdoor unit

e DC inverter-driven technology
e Variable speed AHU

e Smart temperature control

e Cooling up to 129°F

e Heating down to -22°F

e Upto 984 ft. piping distance

e |deal for residential and
commercial spaces

Roger Lowe — Sales Operations Manager

Please join us in
congratulating ~ Roger
Lowe on his promo-
tion to Sales Operations
Manager!

Roger has done an
outstanding job as War-
ranty Manager, and
we’re thrilled to see him
take this next step in his
career with RGF. In his new role, Roger will continue
to oversee our warranty operations while expanding
his impact through sales support and leading our Pri-
vate Label Program.

His dedication, attention to detail, and commit-
ment to excellence have made a lasting impression
on both our team and our partners.

We’re confident he’ll bring the same passion and
performance to his expanded role. Congratulations,
Roger!

Roger Lowe

Demitria Shroba— Sales Operations Manager

Please join us in
congratulating Demitria
Shroba on her promo-
tion to Sales Operations
Manager!

Demitria began her
journey with RGF as a
Customer Service Rep-
resentative, advancing to
Sales Support Specialist
thanks to her exceptional work ethic and dedication.
In her new role, she’ll be working closely with our
sales representatives across the country to ensure
contractors and wholesalers receive the outstanding
support they deserve.

Her passion for customer care, strong commu-
nication skills, and deep understanding of our sales
processes make her an invaluable asset to the team.

Demitria Shroba

RGF Environmental Group
- Announces Sales Team
Promotions

We’re proud to celebrate this well-earned mile-
stone in Demitria’s career. Congratulations Demi-
tria!

Robin Broderick — SE Regional Sales Manager

Please join us in con-
gratulating Robin Brod-
erick on her promotion
to Southeast Regional
Sales Manager!

Robin has been an
integral part of the RGF
team for over 7 years,
bringing a wealth of
knowledge and a pas-
sion for clean air solutions to everything she does. In
her new role, Robin will be out in the field, visiting
customers throughout the Southeast region, ensuring
they receive the training and support they need to
succeed.

Her deep expertise and commitment to our mis-
sion will be instrumental in empowering our part-
ners and helping bring clean, healthy air into more
homes than ever before.

We’re excited to see Robin thrive in this new
chapter. Congratulations, Robin!

RGF® manufactures over 500 environmen-
tal products and has a 40+ year history of provid-
ing effective solutions that improve air, water, and
food quality without the use of chemicals. RGF® is
an ISO 9001:2015 certified research and innovation
company, holding numerous patents for wastewater
treatment systems, air purifying devices, and food
sanitation systems. Situated in the heart of the Port of
Palm Beach Enterprise Zone, RGF® Headquarters
span 10 acres, with 220,000 square feet of manufac-
turing, warehouse, R&D, and office facilities.

RGF® continues to upgrade its facilities, creat-
ing an increased vertical approach to manufacturing,
further allowing the company to provide the highest
quality and best-engineered products on the market.

Robin Broderick

STOP BY YOUR LOCAL BAKER

ORFLORIDA COOLING TODAY!

Boynton Beach Kissimmee Pensacola
(561) 806-7075 (407) 933-8008 (850) 434-7581
Clearwater Lake City Plant City
(727) 572-0181 (386) 755-2009 (863) 687-8178
Clearwater Lakeland Pompano
(727) 449-1230 (863) 668-8186 (954) 691-0210
Daytona Lecanto Port Richey
(386) 255-5023 (352) 344-5300 (727) 847-0445
Daytona Beach Leesburg Sarasota
(386) 274-5345 (352) 728-6222 (941) 366-5804
Doral Melbourne Sebring
(305) 592-3514 (321) 768-0220 (863) 314-4494
Fort Myers Merritt Island St. Augustine
(239) 939-1649 (321) 452-5010 (904) 824-1001
Fort Walton Beach Naples St. Petersburg
(850) 344-1761 (239) 597-7172 (727) 525-6926
Gainesville Ocala Stuart
(352) 336-8778 (352) 732-5271 (772) 220-3093
Gainesville Orange City Tallahassee
(352) 376-3212 (386) 878-4444 (850) 576-8102
Jacksonville Orange Park Tampa
(904) 519-5550 (904) 272-7700 (813) 885-7641
Jacksonville Orlando Tampa
(904) 407-4477 (407) 296-7727 (813) 740-8704
Jacksonville Orlando Tampa
(904) 354-6685 (407) 849-6090 (813) 217-5913
Jacksonville Palatka Vero Beach
(904) 998-9478 (386) 866-7013 (772) 562-7141
Jacksonville Panama City West Palm Bch
(904) 479-7593 (850) 215-4200 (561) 848-1416
Now Open Saturdays

in Most Markets!
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As an all-FAmerican Manufacturer,
RGF Environmental Group, Inc.
remains unaffected by Tariff Policies.
AS @ result, we have NOT increased our prices.

$$$5555858585%9%
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RGF Products are primdly_/ made right here in the US.A.
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Daikin Comfort Technologies

Daikin Comfort Technologies Hosts

VDAIKIN

Fit Event in West Palm Beach
July 16th, 2025

Kyzar Air Conditioning came out in full force to
expierience the custom designed FIT trailer that was
equipped with live HVAC mini split systems

s NEEE

Eric Bristol, James Schaefer, and Joe Sadurni
of Daikin Comfort Technology, answered many
technical questions inside the FIT training trailer

On July 16th, from Ilam-2pm, the Daikin
Comfort Technologies West Palm Beach location

r'. hosted a Open House, complete with a custom de-

signed training trailer on-site, featuring an opera-
tional Daikin FIT and VRV system.

Many local contractors attended this event. The
Doris Mexican Food Truck was on site satisfying
hungry appetites with many favorites like Tacos,
Burritos, Quesadillas, and Mexican Bowls, with
Chicken, Steak, or Pork.

Manufacturers’ Representatives were in atten-
dance to answer questions and demonstrate their
new products available from Daikin and Goodman.

Eric Bonde, Regional Manager for Daikin
stated, “We are excited to have customers see the
Daikin Fit Training Trailer here with live running
systems.”

Daikin is a leading innovator and worldwide
provider of advanced, high-quality air condition-
ing and heating solutions for residential, commer-
cial and industrial applications. With more than
90 years of operation, Daikin has sold millions of
systems throughout 140 countries. But what makes
them great isn’t just their HVAC systems. It’s their
personal service, commitment to quality and tech-
nological innovations that allow them to be a lead-
ing HVAC manufacturer.

Daikin Comfort Technology West Palm Beach:
Delvin Salyes, Jamie Englert, James Schaefer,
Greg Demaio, Gail Pepe, and Austin Cobb

The Doris Mexican Food Truck was on site
satisfying hungry appetites with many favorites
like Tacos, Burritos, Quesadillas, and Mexican Bowls

Mike Hall of Daikin Comfort Technology
with Scott Kuschel of Miami Tech

Everyone enjoyed a well needed break
from their busy day to enjoy some tasty
Mexican food from The Doris Food Truck!

Kevin Beatty of The McAllister Group,
Jerome Price of Nextgen Cooling,
and Heidi Bauer of iFloPRO

Jose Olascoaga, Gilberto Olascoaga, and
John Lee of Arco Supply

Jamle Englert of Daikin Comfort Technology,

Ed Casquette of Kyzar Air Conditioning,
Chris Erickson of Leone Greene & Asscociates

Matt Phillips, Jamie Englert, Gail Pepe, Guen Gonzalez,
Viviana Maguire, and Eric Bonde of Daikin Comfort
Technology, Andres Ponce of AMP Stratigic (center)
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The Daikin Fit Training Trailer was parked
on-site with live running systems for
everyone to experience up close

Alvin Nquyen of RLS with
Kiernan Moran of Air Logic
Heating and Coolmg

Contractors had the opportunity to enjoy lunch,
check out new products, and ask whatever
technical questions they needed

Erik Bonde of Daikin Comfort Technology
with Anthony Pascucci and Kevin Zacharias
of Sansone Air Conditioning

Viviana Maguire and Gail Pepe of
Daikin Comfort Technology with
Dani Barbar of Residio

Ralph Colin and Wadney Brave of All Pro AC,
Kyle Maigret of Daikin Comfort Technology,
Lamar Grant and Tyler Sylvester of All Pro AC
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SIMPLE.

o - T . REUSE, RECYCLE,
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. refers to refrigerant recycling.

WE'RE READY = YOU'RE
TS | TRAINIT

PRODUCTS | TOOLS | PAL AINING & MORE

READY.

Y DAIKIN A [Goodman

Dur continuing commitment to quality pr 12 CIang Spe e
AMERICA, INC. - xas - USA - www.northamenica-daikin.com
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Tropic Supply Demo Days - Discover
®; the Future of HVAC/R Performance
I'Illllll SIIIIIIIY with Yellow Jacket and Mars

During the month of July, Tropic Supply hosted ing the need for multi-function buttons. ence in the industry, he has spent the last 17 years with
Yellow Jacket and Mars Demo Days from 8§—11AM. * Learn how just two motors (covering 1/5S HP to  E.V. Dunbar Co., covering central and south Florida as
Breakfast was provided, and with the purchase of 1 HP) simplifies your truck stock inventory— well as Puerto Rico.
any Yellow Jacket product, customers received a free saving you time and increasing your profits. Don Griscom, E.V. Dunbar Co. Don Griscom
cooler. * Discover how Azure’s Bluetooth technology al- is a seasoned professional with 29 years of dedicated

Attendees learned: lows precise airflow tuning, reducing callbacks. service at EV. Dunbar Company, based in Jackson-

» How to achieve fast and accurate diagnostics * Speed up installations with plug-and-play setup  ville, FL. With nearly three decades of experience,

for refrigeration and A/C Systems with TITAN- and fewer trips to the supply house. Don hasdeveloped a deep expertise in the HVAC/R
MAX™, industry. Don’s commitment to excellence and his

* How to troubleshoot with precision, helping you Meet our experts: vast knowledge makes him an invaluable asset to the

gain efficiency while decreasing your callbacks. Ryan Reynolds, E.V. Dunbar Co. Ryan Reyn- company and the clients he serves.

* How TITANMAX™s high resolution backlit olds, is an alumnus of Florida State University, where Visit www.tropicsupply.com/eventscalendar for

touchscreen display saves you time by eliminat- he graduated in 1998. With over 20 years of experi- upcoming training, events, and more.

= YN

The Yellow Jacket and Mars Demo Day Team Ryan Reynolds of E.V. Dunbar discussing Kicking off the week right! The Airstron Mechanical
prepared to welcome customers at the Tropic all the benefits of stocking two of the team gathered at Tropic Supply Ft. Lauderdale North
Supply South Miami location. Mars Azure motors on their service truck. for their Monday morning meet-up.
—— =
o & 315 2 B Zeeermsoh

a —

Roberto, Karim, Andre, and Haciel of DNA Air Demo Day Team at Tropic Supply Ft. Lauderdale Brandon Cox of Cushman & Wakefield, Frank
Conditioning displaying the Yellow Jacket North with Ryan Reynolds of E.V. Dunbar — Nowakowski and Elwood Stelman of Airstron

TitanMAX Digital Manifold. though missing is their white cat mascot. Mechanical, and Ryan Reynolds of E.V. Dunbar.

L 25 4

o Day Team at Tropic Supply Sarasota Don Griscom of E.V. Dunbar displaying several Ryan Reynolds of E.V. Dunbar with

The Dem

showed contractors how the Azure Plug & Play Yellow Jacket and Mars products during Demo Andrew Mercado of Ocean Air reviewing

and Bluetooth features make motor installs easy. Day at Tropic Supply Daytona Beach. the Mars Azure line of motors.

-

: \

Ryan Reynolds of E.V. Dunbar showing Ryan Reynolds of E.V. Dunbar, Arles Rivaone of Todd Poirier, Hector Colon, and Joseph

Tony Viciso of Air Install how to program Air-Q, Castor Fuentes of Tropic Supply, and Gilliberti of Tropic Supply Delray Beach with
the Mars Azure motor. Osneil Navarro of Air-Q. Ryan Reynolds of E.V.Dunbar.
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Discovering the Future of HVAC/R Performance Don Griscom of E.V. Dunbar speaking Miguel Aguilar of Alba Tech AC, Trey

with the Yellow Jacket and Mars Demo Day with Central Heating technicians at Jenkins of Airstron Mechanical, and
Team at Tropic Supply West Palm Beach. Tropic Supply Tallahassee. Ryan Reynolds of E.V. Dunbar.
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Cooper&Hunter Accelerates HVAC Speed with
NASCAR and Sports Sponsorships

Miami, FL — July 2025 — Cooper&Hunter, a
global HVAC manufacturer known for its high-per-
formance climate solutions and operations in over
55 countries, proudly reaffirms its commitment to
speed, innovation, and partnership by continuing as
an official sponsor of the NASCAR Cup Series.

In a market where rapid installation, real-time
performance, and product reliability define success,
Cooper&Hunter has
found natural alignment
with NASCAR’s fast-
paced spirit. The brand
has coined this synergy
HVAC Speed—a reflec-
tion of how quickly and
precisely their products
and technicians rise to
meet challenges across
every climate and mar-
ket.

One of the most
compelling real-life ex-
amples of this connec-
tion is Chad Finchum,
official NASCAR Cup
Series driver and proud
Cooper&Hunter  client.
In a 100% true story that
blends horsepower with
hands-on work, Chad
represents the second
generation of HVAC
professionals from Al
Finchum, a family-run
company rooted in ser-
vice and precision. Dur-
ing the week, Chad in-
stalls  Cooper&Hunter
Mini Split systems. On
the weekends, he takes
those values straight to
the racetrack as one of
NASCAR’s most driven

competitors.
> “There’s nothing
more important than

having real stories to
tell,” said Jake Neto,
Marketing Director
at Cooper&Hunter. >
“Having Chad Finchum
as our NASCAR driver
and client is real, and it’s
this emotion we want to

Panthers, the back-to-back Stanley Cup champions,
celebrating not only excellence on the ice, but the
loyalty of HVAC technicians across the country.
Cooper&Hunter also remains an official sponsor of
the New York Yankees, one of America’s most iconic
sports franchises—believing in the emotional con-
nection that shared victories bring to both sports fans
and HVAC professionals alike.

With every install, every lap, and every play,
Cooper&Hunter proves that performance is more
than numbers—it’s about speed, teamwork, and pur-
pose. Whether on the job site or under stadium lights,
Cooper&Hunter celebrates the professionals who
move the world.

Cooper&Hunter — Where Innovation Meets
Emotion. For media inquiries, sponsorship oppor-
tunities, or product information, visit www.cooper-
andhunter.us or contact info@cooperandhunter.us.
With established operations in over 55 countries and

Cooper
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share with our techni- Scan for !"-_:| |:|l I:|.| I" (M3
cians out there, who are our full Ty |||'|:~I-| 1l "l
our true HVAC Heroes.” Commercial I.! ue ” I b || !'
This dual-role suc- | I '.. l" |'| ':':
cess story stands as a Catalog Hil 1 - .. ﬂ:
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testament to the resil-
ience, versatility, and
teamwork shared by
both the HVAC and mo-
torsport industries.
Beyond the race-
track, Cooper&Hunter
continues its legacy as a
key sponsor of elite pro-
fessional sports teams.
Since 2017, the com-
pany has proudly part-
nered with the Florida

Cooper
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Hunter

ADDICTED TO COMFORT

a track record of delivering high-performance HVAC
solutions, Cooper&Hunter is rapidly emerging as one
of the most recognized brands in the U.S. mini split
market. The company’s momentum is being powered
by a unified team of experts, a robust in-house techni-
cal support system, and a brand philosophy rooted in
real-world relationships and field success.

Scan for
our full
Residential

n| ||III plll =l I " I| |' I

”'l | Catalog

Learn about our Pro-Tech Dealer Program
with Exclusive benefits for
Contractors and Technicians.
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Fujitsu Introduces AIRSTAGE
Multi-Position Air Handler

Fujitsu General America intro-
duces the AIRSTAGE Multi-Position
Air Handling Unit (MPAHU), an
R-32 system designed to seamlessly
integrate with single and multi-zone
outdoor units for increased applica-
tion flexibility.

Available in six capacities rang-
ing from 12,000 to 48,000Btu/h the
new AIRSTAGE MPAHU is an energy-saving cen-
tral ducted solution for new construction and retrofit
applications alike. It offers a wide range of features
and benefits, including, single- and dual-stage auxil-
iary heater kit options, built-in leak detection system,
and external inputs and outputs for integration with
humidifiers, ERVs, and various third-party devices.

These systems, which support up to 0.8inWG of
total external static pressure, deliver exceptional per-
formance at high efficiency. All models exceed Ener-

gy Star criteria. Installation positions include up flow,
down flow (with downflow kit), horizontal left and
horizontal right. Maximum piping length reaches 246
feet (75m) for even more installation flexibility. An in-
tegrated leak detection system is included.

Ambient temperature cooling ranges from -5°F to
122°F (-21°C to 50°C). Heating operation is provided
from -5°F to 75°F (-21°C to 24°C). An optional electric
heater kit provides up to 16kW backup capacity with
single- and dual-stage control options. All models of
the AIRSTAGE MPAHU are compatible with the Air-
zone zoning system.

Optional accessories include wired and wireless
remote controllers, 24v thermostat converter, LAN in-
terface, Modbus converter, BACnet gateway, filter kit,
remote temperature sensors, and more.

For more information, please contact your local
Fujitsu rep/distributor or your Fujitsu regional sales
manager.

ACCA Announces ANSI
Public Review for
Proposed Revisions
to Manual Zr® - 2018,
Residential Zoning

Alexandria, VA — The
Air Conditioning Contrac-
tors of America Educational
Institute (ACCA-EI) Stan-
dards Task Team (STT) an-
nounces an American Na-
tional Standards Institute
(ANSI) public review pe-
riod for proposed revisions
to ANSI/ACCA 11 Manual
Zr® — 2018, Residential
Zoning, as a revised indus-
try standard. The 30-day ANSI public review period
will run from July 25 through August 24, 2025.

This is the first public review for proposed revi-
sions to Manual Zr® — 2018, and only involves cor-
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Nicolas Dicairano

HVAC & BMS Engineer

BRANCHES: DORAL -HIALEAH - FT LAUDERDALE
305-592-2330 SAEZDISTRIBUTORS.COM

We are plan & spec reps for the Fujitsu VRF
equipment line. For more info contact:

nicolas@fsdeng.com or 786-783-3278

AIRSTAGE

SAEZ DISTRIBUTORS

Your Full Line Source for Fujitsu Unitary, VRF, and Ductless Systems
__,-lm

Visit SAEZ DEPOT in Doral

N
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- EXPORT :
AIR CONDITIONING &

Energy Star Qualified
Ten Year Warranty
Individual Control
Powerful Performance
Year-Round Comfort
Compact Design
Reliability
Easy Installation
Décor Options
Quiet Operation
FGLair™ Wireless LAN app
AIRSTAGE MOBILE app

Smart Speaker
Rebates and Offers
Federal Tax Credit
Inflation Reduction Act

- 'SAEZ
DISTRIBUTORS

REFRIGERATION

recting an error in the
formula in Figure 2-2
related to Air - Air Cool-
ing referenced under
Section N2-9, Bypass
Duct Relief.

Manual Zr® pro-
vides procedures and re-
quirements for designing
zoned comfort systems
for residential buildings,
including single-family
detached homes, du-
plex and triplex homes,
row and townhouses,
and large, multi-family
structures that are in
accordance and com-
patible with Manual J®
procedures.to contribute
to covering the costs of
their technical training
at the time when their
entry-level wages are the
lowest. The Foundation’s
scholarship program is
designed to help students
afford the training and
education they need to
build their earnings po-
tential. This smooths the
student’s financial path
to pursue a trades career
and lowers the risk for
the employer to commit
to their training process
— resulting in a better
outcome for both.

The PHCC Founda-
tion plans to award 65
scholarships in 2025,
with funding of up to
$152,000 available to
award winners. The ap-
plication deadline was
May lIst, and a com-
mittee of Foundation
contractor  volunteers
are currently reviewing
and scoring the appli-
cations. The applicants
with the highest average
scores are paired with
the available awards. For
more information about
Manual Zr® or ACCA,
please contact Samantha
Boyd, ACCA director of
communications, mar-
keting, and member en-
gagement, at samantha.
boyd@acca.org or 703-
824-8842.

skoksk
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Why the Industry is Facing a Workforce
Shortage and What We Can Do About It

Historically HVAC Training has been more On
Job Training (OJT) and less classroom engagement.
Today, we are taking advantage of manufacturing
training, HARDI training, and developing our own
training and mentoring programs. These are all neces-
sary changes to build those skills needed to support
our dealers. Helping our associates stay up to date
with product changes and current customer demands
must also be a top priority for distributors.

At Weathertech, we’ve partnered with Dr. Eric
Campbell with Accelerated HVAC Learning to cre-
ate needs specific training for our sales counter. Origi-
nally the partnership was born out of him seeing and
offering the need to offer a solution to our dealers to
have their new techs truck ready in 12 weeks. This al-
lows dealers to also hire for attitude and train for skill
without slowing down some of their best techs during
that OJT time. It has been a win-win for everyone in-
volved.

We also can’t forget about the students currently
enrolled in college for Industrial Distribution. Con-
necting with the local instructors to implement intern
programs is another path worth pursuing while on the
search for top talent.

With Artificial Intelligence entering the HVAC
space, we’ve teamed up with DISTRO to bring REP
BOT services to our counter sales teams. This democ-
ratizes knowledge across the sales counter. Combined

(Continued from Cover Story)

with a centralized contact center, we’re enhancing the
customer experience while easing the burden on indi-
vidual teams.

Member groups, such as Women in HVACR,
help members become ambassadors for the HVACR
industry. They provide the resources needed by their
members to visit local high schools to introduce the
HVACR industry to upcoming graduates. Getting a
student interested in trades before graduation is an ex-
cellent way to attract new talent to our industry.

While manufacturers are working to make equip-
ment easier to install and troubleshoot, and distribu-
tors are providing training and support, a dealer with
the right partners can focus on finding the right talent.
In this generation, training has become necessary, but
partners can help ease the burden. If training is a must
and the right resources are available, the dealer must
now put more energy into creating a company culture
that attracts the right talent.

Succession planning plays a pivotal role in ensur-
ing continuity, protecting customer relationships, and
maintaining operational stability. Purposeful succes-
sion planning involves identifying and developing in-
ternal talent with the potential to fill strategic roles,
while also assessing external recruitment needs when
appropriate.

This process should include a deep understanding
of core business functions such as sales management,

vendor relations, logistics, and customer service.
Leadership and HR should work hand and hand to
create tailored development plans, provide mentoring
opportunities, and ensure knowledge transfer from
outgoing leaders to future successors. If succession
planning is done correctly, you can minimize business
disruption but also strengthen the organization’s fu-
ture growth.

Homeowners are trusting technicians with HVAC
systems that can cost upwards of $20,000. With ris-
ing prices come higher expectations, Leveraging Al,
cloud-based diagnostics, and remote troubleshooting
allows dealers to do more with fewer people—without
compromising service quality.

There’s still so much to love about the HVAC in-
dustry to attract talent. It’s up to us to find creative
ways to show others what a fulfilling industry we
still are. Against every obstacle we can work together
across the manufacturing, distributing, and dealer
groups to find the solutions to attract more talent. We
are essential and resilient but like all challenges we
must find a way.

Article by HARDI People & Culture Council:
Christina Savage, Customer Experience Manager at
Weathertech Distributing Company / Danielle Wil-
liams, Project Manager, Equipment Controls Com-
pany / Olivia Kluz, Director of Human Resources,
Design Air.

Veto Pro Pac Joins The Mailco Group
Portfolio of Leading HVACR Brands

ANNANDALE, MINN. (July 8, 2025) — The
Malco Group, is proud to announce the acquisition
of Veto Pro Pac, a leading maker of high-quality
tool storage solutions. This strategic move further
strengthens The Malco Group’s growing portfolio of
brands serving skilled trade professionals across the
Americas.

Veto Pro Pac was founded in 2002 by Roger
Brouard, a carpenter by trade with over 30 years of
experience, who was frustrated with low quality tool

bags that lacked functionality and vertical storage.
Veto Pro Pac is the global leader in the premium tool
bag category and a well-known and highly respected
brand among HVACR, electrical, plumbing and build-
ing construction professionals for its thoughtfully de-
signed tool storage bags, backpacks, cases and storage
solutions built to withstand demanding jobsite envi-
ronments. ‘“We’re proud to bring Veto into The Malco
Group’s family of pro-favorite brands,” said Rich Ben-
ninghoff, CEO of The Malco Group. “This acquisi-

tion not only enhances the solutions we offer to our
customers but also reinforces our leadership position
in the industry.”

“Veto has built a strong brand and reputation in
the industry and has many synergies with The Malco
Group,” said Jim Brooks, CEO of Veto Pro Pac. “To-
gether, we can bring even more value to the profes-
sionals who rely on our products while creating new
growth opportunities for our distribution partners
worldwide.”

ALL COUNTY SHEET METAL

Since 1955

We are well known for our high quality sheet metal products, quick turaround time and
excellent service. Our production line of A/C Pans with Copper or PVC drains in any size with
or without Beams & Brackets can very often be made the same day as ordered. We are a full
custom shop as well and we offer Curbs, Ductwork, Doghouse Covers, etc. and Welding or
Custom “One of a Kind” jobs. Please consider giving us the opportunity to be a part of your
next project where no job is too small.
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1930 7th Court North, Lake Worth, FL. 33461 561-588-0099




TODAY’S AC&REFRIGERATION NEWS

AUGUST 2025

PAGE 18

AHRI Releases May
2025 U.S. Heating and
Cooling Equipment
Shipment Data

U.S. shipments of central air conditioners and
air-source heat pumps totaled 862,129 units in May
2025, changed -5.4 percent compared to 911,517 units
shipped in May 2024. U.S. shipments of air condition-
ers changed -13.0 percent, to 474,519 units, compared
to 545,636 units shipped in May 2024. U.S. shipments
of air-source heat pumps changed +5.9 percent, to
387,610 units, compared to 365,881 shipped in May
2024.

Year-to-date combined shipments of central air
conditioners and air-source heat pumps changed +2.8
percent, to 3,736,372, compared to 3,635,714 units
shipped during the same period in 2024. Year-to-date
shipments of central air conditioners changed -2.3 per-
cent, to 2,022,984 units, compared to 2,071,460 units
shipped during the same period in 2024. The year-
to-date total for heat pump shipments changed +9.5
percent, to 1,713,388, compared to 1,564,254 units
shipped during the same period in 2024.

GRIPNRILLZ

CARLISLE EEZ0N/=]

Embraco Expands Its Scroll
Compressors Portfolio
and Enters the HVAC Market

2025, July — Nidec Global
Appliance (GA) announces that
its brand Embraco, a global
provider of refrigeration tech-
nology for the residential and
commercial cold chain, will
significantly expand its prod-
uct offerings. As part of GA’s
growth strategy, the company
has acquired the scroll com-
pressors manufacturer Xecom,
and this acquisition extends Embraco’s capabilities
to the heating and air conditioning (HVAC) markets
while broadening its presence in the refrigeration
segment, solidifying its position as a complete solu-
tions provider.

Alberto Casnati, President of Nidec Global Ap-
pliance, emphasizes the game-changing impact of
this move: “This is a milestone for Nidec Global Ap-

PowerPinner® 7005HSG

Boost insulation pinning productivity without losing weld quality. The PowerPinner 7005HSG by Gripnail® is the
fastest fixed-head welder in its class, delivering high-quality welds at up to 83 cycles per minute. The result?

Finished ductwork delivered faster to meet your customers’ schedules.

Fast, accurate fastening with most insulation materials

One-switch operation with programmable logic control (PLC) for high-quality, consistent welds

Quick-change weld tips save time and extend tool life

Built-in energy savings with automatic sleep mode
Heavy-duty construction made in the USA

Buy a PowerPinner 7005HSG from your distributor and get $2,000
in credit when you use Gripnail PowerPoint® Weld Pins. Submit
your receipt online or email cs@carlislehvac.com to claim.

Offer ends September 30, 2025.

Questions? Call (877) 495-4822
Watch it work: YouTube
Learn more: PowerPinner 7005HSG

CARLISLE

HvAC BRANDS

*Interest free unless the borrower defaults on the financing agreement

SCAN HERE TO SUBMIT
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PN CARLISLE [EEXNE]

Interest Free Financing Available*

GRIPNAILLA

CarlisleHVAC.com

USA: 900 Hensley Lane, Wylie, TX 75098 -« (877) 495-4822

97 Dexter Road, East Providence, RI 02914 - (401) 216-7900

Canada: 2055 Hymus Boulevard, Dorval, QC H9P 1J8 - (800) 544-5535
2025 Carlisle. 521.7US.E745 (07/25)

pliance and Embraco, as it now becomes a brand for
all climates. This acquisition positions us as a more
robust player in scroll technology, empowered to de-
liver high-performance solutions for refrigeration,
heating, and air-conditioning while enhancing our
technological capabilities. The expanded scroll port-
folio is tailored to meet the diverse needs of OEMs
(Original Equipment Manufacturers) and the after-
market in both residential and commercial segments
and comply with strict international regulations.”

Scroll compressors, renowned for their reliabili-
ty, energy efficiency, and extended cooling capacity,
have already been part of Embraco’s portfolio, and
this product offering expansion is a pivotal addition
to the brand’s market position. Under the concept
“One Brand, All Climates”, Embraco introduces a
portfolio that extends its presence in refrigeration
to heating and air conditioning. The new lineup in-
cludes solutions for commercial and residential ap-
plications such as cold
rooms, heat pumps,
rooftop chillers, pack-
aged units, and central
ducted home air condi-
tioners. The newly inte-
grated scroll compres-
sors line ranges from 1.2
HP to 35 HP and sup-
ports multiple refriger-
ants, including R410A,
R404A, low GWP op-
tions, A2Ls and R290.

Over the past 54
years, Embraco has
built a reputation as a
trusted global reference
in refrigeration, known
for its innovation and
premium quality. This
new chapter reflects the
brand’s strategy to pro-
vide complete solutions
for its customers. “This
portfolio expansion is a
planned and expected
movement for GA.

We will be taking
advantage of our sales
and distribution chan-
nels as well as of our
expertise in energy-
efficient and reliable
technologies to better
support our customers
across a wider range of
applications. Our ul-
timate goal is to do it
while maintaining our
unwavering values of
trust, excellence and
optimal service levels,”
adds Casnati.

Since 1971, Em-
braco has been a global
provider of refrigera-
tion technology for the
complete residential and
commercial cold chain,
counting on a broad, ef-
ficient and competitive
portfolio for household,
food service, food retail,
merchandisers and med-
ical applications.

Its solutions are
differentiated by in-
novation that exceeds
customers’ most chal-
lenging  expectations.
Further information at

www.embraco.com
keksk

BRAND
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Americom Stamdard.

HEATING & AIR CONDITIONING

SAMSU

COMMERCIAL PRICE

HOTLINE

1.844.400.4212

Springdale, AR 72762
(479) 3611600
SHREVEPORT

606 Benton Kelly Dr.
Shreveport, LA 71106
(318) 678-9704
NORMAN

2345 Industrial Blvd.
Norman, 0K 73069
(405) 928-6444
OKLAHOMA CITY
4732 NW 1¢ Street
Oklahoma City, 0K 73127
\(405) 948-7900

(I.ITTLE ROCK TULSA
12120 Colonel Glenn Road 13408 E. 59" Street
Ste. #10000 Tulsa, OK 74134
Little Rock, AR 72210 (918) 459-2777
(501) 565-9000 MEMPHIS
SPRINGDALE 4072 Senator Street
440 Jean Mary Avenue Memphis, TN 38118

(901) 761-6100
NORTH MEMPHIS

5222 Pleasant View Road
Memphis, TN 38134

(901) 562-0424

ABILENE

3209 S. Treadaway Blvd.
Abilene, TX 79602

(325) 692-0207

ALLEN

1303 Watters Road, Ste. 150
Allen, TX 75013

(469) 680-3100

SOUTHWEST DIVISION
AMARILLO
902 SE 2" Avenue
Amarillo, TX 79101
(806) 223-4848
ARLINGTON
2030 E. Arbrook Blvd.
Arlington, TX 76014
(817) 522-1882
CARROLLTON
2055 Luna Road, Ste. 182
Carrollton, TX 75006
(972) 484-5155
DALLAS
10515 Miller Road
Dallas, TX 75238
(214) 343-2288
DENTON
155N 1-35 E
Denton, TX 76205
(940) 312-5861

EVERMAN

8100 South Freeway
Fort Worth, TX 76134
(682) 312-6699
FORT WORTH

2334 Pecan Court
Haltom City, TX 76117
(817) 831-4491
JACKSON

169 Commerce Center Circle
Jackson, TN 38305
(731) 512-0858
LUBBOCK

6006 42" Street
Lubbock, TX 79407
(806) 743-5000

TYLER

2020 Capital Drive
Tyler, TX 75701
(903) 347-2800

ACO
1000 Schroeder Dr.

Ste. 201
Waco, TX76710
(254) 265-6565

mm==_ MID-SOUTH DIVISION me==

HUNTSVILLE

2138 Poole Dr.
Huntsville, AL 35810
(256) 713-0551
CHATTANOOGA

4316 North Creek Road
Chattanooga, TN 37406
(423)629-1911
KNOXVILLE

3211 Henson Road
Knoxville, TN 37406
(865) 588.2776

www.ShearerSupply.com

CORPORATE 0FFICE 1750 VALLEY VIEW LANE #300 - FARMERS BRANCH, TX 75234 - (469) 324-4001

BIRMINGHAM

3636 7th Ave N.
Birmingham, AL 35222
(205) 985-0008
DOTHAN

205 Wedgewood Dr
Dothan AL 36303
(334) 500-3899
HUNTSVILLE

102 NW Shuttle Ct.
Huntsville, AL 35806
(256) 859-1220
MOBILE

981S. Corporate Dr. FI1
Mobile, AL 36607
(251) 263-5566

SOUTHEAST DIVISION
MONTGOMERY

1820 Ridgeway E
Montgomery, AL 36110
(334) 386-1873
PELHAM

141 Cahaba Valley Pkwy.
Pelham, AL 35124

(205) 985-0008
GAINESVILLE

2468 NW 71 Place
Gainesville, FL 32653
Phone TBA
JACKSONVILLE

7380 Philips Highway
Ste. 401

Jacksonville, FL 32256
(904) 250-0500
PANAMA CITY BEACH
17621 Ashley Dr

Panama City Beach, FL 32413
(850) 708-3171

PENSACOLA

4901 Chaney St.
Pensacola, FL 32503
(850) 475-8635
TALLAHASSEE

3406 W. Tharpe Street
Tallahassee, FL 32303
(850) 558-4888
SAVANNAH

5250 0ld Lousiville Rd. Bldg. 14

Pooler, GA 31322
(912) 742-2055
VALDOSTA

710 Gil Harbin Industrial Blvd.

Valdosta, GA 31601

(229) 219-1957
WARNER ROBINS

107 Borders Way

Warner Robins, GA 31088
(478) 919-2266
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Message from
FRACCA President
Paul Stehle

FRACCA Leads Charge on HFC Management
Rule Opposition By Edward Briggs

In a strong and coordinated response to the U.S.
Environmental Protection Agency’s (EPA) Final HFC
Management Rule, members of Congress—Ied in part
by the Florida delegation—submitted a formal letter
to EPA Administrator Lee Zeldin on July 14, 2025,
urging the agency to reconsider its aggressive and bur-
densome regulatory framework.

The letter, signed by twelve members of Congress,
including Representatives Neal Dunn, Laurel Lee,
Gus Bilirakis, and Greg Steube, reflects the grow-
ing concern among small businesses and contractors,
especially in warmer states—about the financial and
logistical burdens of this rule. The EPA’s latest HFC
rule under the American Innovation and Manufactur-
ing (AIM) Act mandates strict compliance measures
for refrigerant management, including leak detection,
servicing procedures, and transition to next-genera-
tion refrigerants like A2L, which are more flammable
and require new tools and training.

FRACCA’s Role in Building Consensus

FRACCA played a pivotal role in ensuring Flor-
ida’s voice was not only heard but led the charge in
the broader opposition to the EPA rule. Through co-
ordinated advocacy, member mobilization, and direct
communication with congressional offices, FRACCA
helped unify members of Florida’s delegation around
shared concerns: disproportionate impacts on family-
owned HVAC/R businesses, regulatory overreach be-
yond the AIM Act’s timeline, and increasing costs for
consumers in the middle of inflation and summer heat.

This letter is more than just a request for reconsid-
eration—it is a call to realign regulatory efforts with
the original intent of the AIM Act, emphasizing inno-
vation and phased implementation, rather than sudden
and costly overhauls that strain the industry.

A Brief History of the EPA Rule
The AIM Act, passed in 2020, was intended to

phase down the use of hydrofluorocarbons (HFCs) due
to their high Global Warming Potential (GWP). Since
then, the EPA has issued three major rules under the
Act. The latest, finalized in October 2024, goes be-
yond prior measures by imposing stringent leak moni-
toring, handling, and servicing requirements years
before the 2036 phaseout timeline the legislation en-
visioned.

The history of refrigerant regulation goes back to
the late 1980s with ozone-depleting substances. The
AIM Act marked a pivot from that legacy by focusing
on climate impacts. Under the new rule:

- New systems must use refrigerants with a GWP
below 750.

- Traditional refrigerants like R-410A, while still
available through reclamation, are being phased out.

- A2L refrigerants, classified as mildly flam-
mable, are required, triggering the need for extensive
technician retraining and safety upgrades—estimated
at $10,000 per contractor for tools and certification.

While intended to support environmental goals,
critics argue the EPA’s implementation timeline is not
only unrealistic but also economically harmful.

Looking Ahead

The push to delay or revise the HFC Management
Rule is far from over. With the CRA window closed,
the attention now turns to Administrator Zeldin and
the EPA leadership. FRACCA will continue its ad-
vocacy, working to ensure any future rulemaking re-
flects both environmental stewardship and economic
realism.

In the meantime, contractors should stay in-
formed, document costs associated with compliance,
and engage with their elected officials—because, as
this effort shows, your voice can influence federal
policy.

For more updates on regulatory advocacy and leg-
islative news, follow FRACCA’s communications or
reach out directly to our policy team.

Thank you from the FRACCA Board of Directors

The Malco Group

Announces 2025

Trade-Pro of the
Year Winners

ANNANDALE, MINN. (July 28, 2025) — The
Malco Group, a leading manufacturer and distributor
of high-quality solutions for the HVAC/R and building
construction trades based in the Americas, today an-
nounced the winners of its 2025 Trade-Pro of the Year
Award. The annual program recognizes outstanding
trade professionals for their dedication to the industry,
commitment to safety and community involvement.

The 2025 program recognized five top HVAC
technicians from across the U.S.:

Edward Lavelle, President, EML Mechanical,
Stoneham, Massachusetts - Glen Mccowen, HVAC
installer/technician, Swift Heating, Los Osos, Cali-
fornia - Tim Hall, Owner, Sentry Heating and Air,
Littleton, Colorado - Tim Wells, Owner, Hometown
Heating and Cooling, LLC, Benton Harbor, Michigan
- Alex Ivey, Co-owner, Ivey’s Air Condition and Re-
frigeration LLC, Ocean Springs, Mississippi

“It’s always a privilege to celebrate the Trade-Pro
of the Year honorees for their dedication to their pro-
fession and the communities they serve,” said Rebec-
ca Talbot, vice president of marketing at The Malco
Group. “These pros exemplify the best in the HVAC
field, using their expertise to make a lasting difference
through their work and service.”

Each winner will receive $1,000 worth of products
from the Malco Group, including top brands like Uni-
lite, C&D Valve, Beckett, ACE Chemical and Malco
Tools. The Malco Group looks forward to continuing
this program in 2026.

As a strong advocate for careers in skilled trades,
Malco donates significant quantities of tools and ap-
parel annually to a variety of educational programs,
competitions and events nationwide. These include
high school and post-secondary technical programs,
apprenticeship contests and SkillsUSA conferences.
Malco also runs the “Head of the Class” Student Rec-
ognition Program, which partners with education pro-
grams to celebrate top students and graduating classes
in the HVAC/sheet metal and building construction
fields. Follow The Malco Group on LinkedIn.
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* Fast & Easy to Install
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 Made With Recycled
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o  Winsupply o

CHAMPION'
HEATING ARB cootiNe THE WIN FAMILY OF COMPANIES ContrOIS

We have Residential and Commercial
Champion HVAC products available at our
Jacksonville Distribution center!

o Easy to install o Great Warranty ~way
e Reliable and durable ¢ Flexible Installation

454B EQUIPMENT
NOW AVAILABLE!

0

Reach out to your local Winsupply
listed below to see how you can
receive up to $250 per unit in
incentives from Champion/JCI!

25C TAX CREDIT AVAILABLE

All single phase equipment used commercially keeps 10 year parts at not cost.

GET ADDITIONAL BENEFITS WHEN YOU

Factory-backed, enhanced warranties GET THE CHAMPION® CCE ENDORSEMENT
of varying levels for residential and « NATE Certified

. . I
commercial are available! * First year 100% money back satisfaction guarantee
Coverages include labor, travel time, refrigerant, * Second year replacement

and parts mark-up, and no 3rd party involvement. * Specialists in Champion® HVAC equipment installation and maintenance
* Continuously trained on new HVAC technology and best practice

CALL any of our Winsupply offices to inquire about our Contractor Success Program

Rapid delivery to Winsupply locations listed below

Winsupply of Port St. Lucie Tallahassee Winair Jacksonville Winlectric
8227 Business Park Drive 870 Blountstown St, Ste 500 HVAC Division
Port St. Lucie, FL 34952 Tallahassee, FL 32304 114 Park St
Mario van den Elzen Richard Harsany Jacksonville, FL 32204
ph: 772-879-7755 ph: 850-575-3755 Cody Smith
ph: 904-350-1468

Winsupply of Port Charlotte Winsupply of Miami Winsupply of Lecanto  Winsupply of Tampa Bay
1615 Market Circle 8830 NW 24th Ter 300 S Kensington Ave 5106 W Clifton St
Port Charlotte, FL 33953 Doral, FL 33172 Lecanto, FL 34461 Tampa, FL 33771
Nick Goodarzi Gustavo Corral Nicholas Gerogiannis John German
ph: 941-883-2145 ph: 305-602-0731 ph: 352-244-8324 ph: 813-889-0191
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HVAC School

For Techs by Techs

32°F Saturation

(Evap Temperature)

Evaporator temperatures
below 32°F (or 0°C) are com-
mon and acceptable in re-
frigeration; that’s why there
is a defrost se-
quence. It’s the

Refrigemant Slider

freeze during normal operating conditions.

A typical residential A/C system should be set up
so that the return temp can get all the way down to
68°F and still be just above freezing.

e Let’s say it’s 78°F in a house on an
R410a system, and your suction pressure

same story for — ees v o = is around 107-108 PSIG (shown below).
y
a heat pump - ") Your suction saturation (coil tempera-
Bryan Orr running in heat e ture) is 35°F. The coil won’t freeze. How-
mode; freezing is a part of the process, oy CVeL..
and defrost is necessary. puig) The coil temperature will drop ap-
In comfort cooling, we can’t allow = a2 proximately 1°F for every degree the
the evaporator to get below 32°F, or it + return temperature drops. So, if the cus-
will freeze. I can’t tell you how many - tomer sets it down to 74°F, the saturation
times I look back at technician notes and e .w will now be 31°F, and the coil will freeze.
can see in plain black and white that the s iy It’s pretty basic stuff, but it’s very im-
system will freeze. s =t portant if you don’t want to leave a prob-
That is not OK. Freezing causes . e — lem for your customers. .Many. things
floodback, no cooling, water damage, ren we  mem  wes  Can cause a coil to freeze (including low

and biological growth. We cannot leave
a system that is just going to freeze.

The image center is a screenshot from the Danfoss
Ref Tools app’s refrigerant slider. It shows that when
suction pressure drops below 102 PSIG on an R410a
system, the coil hits 32°F and will start to freeze.

We need to set up the equipment so that it does not

airflow, restrictions, and low refriger-
ant charge), but step #1 is having the wherewithal to
catch it. Keep in mind that this is only once the system
has run long enough to stabilize. Don’t start making
changes until the system has run for at least 10 min-
utes and leveled off.
—DBryan

Registration for

The main event for everything HVACR! The
AHR Expo brings the entire HVACR community to-
gether to showcase the latest products and technolo-
gies, learn from industry experts, engage in cross -
disciplinary conversations, and grow businesses and
careears.

The next AHR Expo will take place in Las Ve-
gas, February 2—4, 2026. Registration is open for the
2026 AHR Expo in Las Vegas! We invite you to reg-
ister now at no cost and opt to receive your badge by
mail. Registration takes 2 minutes and locks you in for
HVACR’s main event!

Vegas is Open!

There are many opportunities to earn PDHs at the
AHR Expo, including ASHRAE Learning Institute
sessions, open to all attendees (registration & fee re-
quired). Sit in on rapid-fire 20-minute presentations
of new products & tech directly from manufacturers.
Four theaters will host 150+ presentations. AHR’s
Podcast Pavilions put the top voices, personalities, and
perspectives from around the industry on stage, live
and in-person.

The ASHRAE Winter Conference, held concur-
rently with the AHR Expo, will offer over 100 techni-
cal sessions. Separate registration is required.

HomeServe Commits
to Workforce
Development through
PHCC Scholarships

FALLS CHURCH, Va. (July 10, 2025) — The
Plumbing-Heating-Cooling ~ Contractors—National
Association (PHCC) Educational Foundation is proud
to announce HomeServe as the newest award spon-
sor for the PHCC scholarship program. HomeServe
will be funding five scholarships this year, with each
award providing $3,000 in support for students pur-
suing plumbing or HVAC apprenticeship or service
technician training.

HomeServe is a leading home repair solutions
company with nearly 5 million customers across
North America, offering optional protection plans that
help protect homeowners against the expense and in-
convenience of plumbing, electrical, HVAC and other
home repair emergencies. The company partners with
professional contractors to provide these services to
consumers. “We are always looking for ways to sup-
port recruiting and training the technicians that our
contractor partners need and that allow our business
to continue to serve customers across the country,”
said Myles Meehan, SVP of Public Relations at Ho-
meServe. “Partnering with the PHCC Educational
Foundation on scholarships also fits perfectly with Ho-
meServe’s broader Skilled Trades Initiative, aimed at
strengthening and expanding the skilled labor force.”

New hires in the trades are often asked to contrib-
ute to covering the costs of their technical training at
the time when their entry-level wages are the lowest.
The Foundation’s scholarship program is designed to
help students afford the training and education they
need to build their earnings potential. This smooths
the student’s financial path to pursue a trades career
and lowers the risk for the employer to commit to their
training process — resulting in a better outcome for
both.

The PHCC Foundation plans to award 65 scholar-
ships in 2025, with funding of up to $152,000 avail-
able to award winners. The application deadline was
May 1st, and a committee of Foundation contractor
volunteers are currently reviewing and scoring the
applications. The applicants with the highest average
scores are paired with the available awards.
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ECONOMI
E ELECTF%ICCMOTORS

The HVAC Supply Center

JOIN THE TEAM AT ECONOMIC ELECTRIC MOTORS

WHAT WE OFFER:

v/ Competitive Pay

v/ Industry-leading products

v/ Growth Opportunities

v/ Supportive, Team Environment

v/ Locally owned, family-run company

POSITIONS AVAILABLE:
- Counter Sales

- Warehouse Associates
- Delivery Drivers

- Store Managers
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Boynton Beach Doral Pompano Beach West Palm Beach

4020 Thor Dr 4075 NW 79th Ave 870 SW 12th Ave 2611 Old Okeechobee Rd
Boynton Beach, FL 33426 Doral, FL 33166 Pompano Beach, FL 33069 West Palm Beach, FL 33409

Davie North Miami South Miami

12980 W State Road 84 18620 NE 2nd Ave 19301 SW 106th Ave
Davie, FL 33325 Miami, FL 33179 Suite 7 & 8
Cutler Bay, FL 33157

RELIABLE, TRUSTED AND TIMELESS EEMOTORS.COM | (305) 471-0196
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GEMZIRE

STRIBUTORS

Space Saving Cooling
and Heating that fits your
needs all year long

The new degree of comfort?

Rheem Endeavor Classic and
Prestige Series RD16 and RD18
side-discharge, R454B, Inverter
Driven universal heat pump.

® Features a compact footprint offering
a space-saving solution.

® Size options as low as 31.8” tall and
19.8” wide.

® Less environmental impact, Energy
savings, and reduced emissions.

® Households generate 72% gas
emissions, switching to a heat
pump can make a difference for the
environment.

® Quiet Operation.

® Our heat pumps are designed with
sound-dampening features that will
ensure sound levels stay as low as 50
dBA.
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® EcoNet compatible.

® When installed as part of a complete
AHRI-matched EcoNet-enabled
system, it operates with the Rheem
EcoNet Smart Thermostat.

ITIIT

TUESDAY

August 19
2025

1PM -4 PMET

Reach out to your
local branch or

Join us for an in-depth Training Webinar
about the latest advancements in the RD16
and RD18 universal heat pump systems

Territory Manager for
more information

Shop on Gemaire.com

Gemuaire Florida Locations

Boynton Beach ... (561) 738-5609 Ft. Walton Bch ... (850) 862-2100 Lakeland ........... (863) 666-8507 Naples.............. (239) 594-7433 Pensacola......... (850) 477-8075 St. Petershurg...... (727) 522-3133
3422 Quantum Boulevard 821B Navy Street 2950 Maine Avenue 4775 Mercantile Ave, Suite 9-13 202 East Stumpfield Road 3250 44th Avenue North

Boynton Beach, FL 33426 Ft. Walton Bch, FL 32548 Lakeland, FL 33801 Naples, FL 34104 Pensacola, FL 32503 St. Petersburg, FL 33714

Cape Coral ........ (239) 800-7001 Gratiny ............. (786) 235-8648 Melbourne.......... (321) 722-1200 New Port Richey... (727) 849-9181 Pompano........... (954) 917-4160 Tamarac ........... (754) 222-5093
925 East Industrial Cr, Unit 5 2420 NW 116th Street, Suite 400 465 Distribution Drive 6514 Orchid Lake Road 1708 Park Central Blv. North 6001 Hiatus Road, Suite 1

Cape Coral, FL 33909 Miami, FL 33167 Melbourne, FL 32904 New Port Richey, FL 34663 Pompano Beach, FL 33064 Tomarac, FL 33321

Clearwater ........ (727) 446-5067 Hollywood.......... (954) 963-1883 Miami ............... (305) 592-2915 Ocala................ (362) 629-7117 Port St. Lucie...... (772) 340-5505 Tampa East......... (813) 621-0891
1750 N Belcher Road 3201 SW 22nd Street # 3265 2031 NW 79th Avenue 1600 NE 8th Rd. 659 NW Enterprise Drive 8965 E Sligh Avenue

Clearwater, FL 33765 Hollywood, FL 33023 Doral, FL 33122 Ocala, FL 34470 Port St. Lucie, FL 34986 Tampoa, FL 33610

Daytona Beach ..... (386) 274-1113 Jacksonille........ (904) 733-2415 Mobile............... (251) 660-1460 Orlando ............ (407) 648-0888 Riviera Beach...... (561) 842-6311 Tampa West........ (813) 887-3737
475 Fentress Blvd Suite M 2899 Powers Avenue, #2 4720 Rangeline Road 4141N John Young Parkway 3735 Prospect Ave 5101 Tampa West Blvd.

Daytona Beach, FL 32114 Jucksonville, FL 32207 Mobile, AL 36619 Orlando, FL 32804 Riviera Beach, FL 33404 Tampa, FL 33634
FortMyers.......... (239) 337-1310 Kendall............. (305) 254-3959 Murdock............ (941) 255-1788 Panama City ....... (850) 769-1130 Sarasota ............ (941) 312-2366 Valdosta ............ (229) 241-9184
11803 Metro Parkway Suite B 13840 SW 119th Avenue 18230 Paulson Drive 3825 W Highway 390, Suite A 7245 16 Street East, Suite 101 4530 Val North Drive

Fort Myers, FL 33966

Gemaire.com

Miami, FL 33186

Murdock, FL 33954

Panama City, FL 32405

Sarasota, FL 34243

Valdosta, GA 31602




Cape Coral (T-11):
Daytona Beach (T-19):
Delray Beach (T-9):
Ft. Lauderdale N. (T-2): (954) 565.4803
Ft. Lauderdale S. (T-4): (954) 522.2874
Ft. Myers (T-8):

Ft. Pierce (T-6):
Jacksonville (T-18):

AUGUST 2025

ropic Supply

RUUD CHOICE

Straight Cool up to
15.2 SEER2/12.0 EER2

Heat Pump up to
15.2 SEER2/11.7 EER2/
7.8 HSPF2

Standard, Variable Speed,
Front Return and Shorty
Air Handler Matches

10-Year Parts Warranty

(239) 989.0088
(386) 258.8337
(561) 279.2710

(239) 2781117
(772) 465.4707
(904) 332.0990

TODAY’S AC & REFRIGERATION NEWS

BASE TIER ALLIED

Up to 14.3 SEER2

Straight Cool and
Heat Pump

Standard, Front Return
and ADP Air Handler
Matches

10-Year Parts Warranty

Miami N. / Export (T-1): (305) 652.7717
(305) 255.0438
(305) 638.9673

(239) 643.7118
(352) 512.6980
(407) 219.3255
(941) 255.8330
(941) 378.0910

Miami S. (T-3):

Mid Miami (T-7):
Naples (T-10):

Ocala (T-22):
Orlando (T-17):

Port Charlotte (T-12):
Sarasota (T-14):

PAGE B1

OLMO SIERRA

Single Zone
9-24K 230v
9-12K 115v

Up to 22.5 SEER2

Communication Cable and
16 ft Line Set Included

2-Year Parts, 5-Year
Compressor Warranty

St. Petersburg (T-23):  (727) 373.4003
Sunrise (T-20): (954) 835.6020
Tallahassee (T-21): (850) 300.6595
Tampa E. (T-15): (813) 5141198
Tampa W. (T-16): (813) 514.9939
West Palm Beach (T-5): (561) 684.3997

COMMITTED TO YOU AND YOUR BUSINESS, ALWAYS

954.835.6010 | www.tropicsupply.com
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We make a great
first impression.

You'll make
the second.

Our new Venstar Logo Program keeps your business top of mind.

* Your business logo imprinted with phone
number, web site, or QR code on any
Venstar thermostat

* Full color, high-quality, 3D printing

* Optional imprint locations depending
on model

* Simple to order at your local Venstar
distributor location
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.= Te learn more about

. the logo program, visit
venstar.com or see your

" local sales representative.

Haker

Distributing Company
HWACR ECUIPMENT - PARTS - SUPPLIES
www.bakerdist.com
Alabama
Auburn (334) 826-2250
Birmingham (205) 591-1100
Dothan (334) 794-4139
Foley (251) 201-7577
Huntsville (256) 830-0998
Mobile (251) 476-2263
Montgomery (334) 263-3863
Florida
Boyton Beach (561) BOG-TOTS
Clearwater (727) 572-01&1
Clearwater (727) 449-1230
Daytona (386) 274-5345
Daytona (386) 255-5023
Doral {305) 592-3514
Fort Myers (239) 939-1649
Fort Walton Beach (850) 344-1761
Gainesville (352) 376-3212
Gainesville (352) 336-8775
Jacksonville {904) 479-7593
Jacksonville (904) 354-6685
Jacksonville (904) 988-9478
Jacksonville (904) 519-5550
Jacksonville (904) 407-4477

We are your One-Stop-Shop for HVACR Equipment, Parts, and Supplies
Sales and Support ¢ Technical Services ¢ Training Events

Ask our dedicated in-house commercial specialists for
quotes, submittals, and special requests

Kissimmee
Lake City
Lakeland
Lecanto
Leesburg
Melbourne
Merritt Island
Naples

New Port Richey
Ocala

Orange City
Orange Park
Orlando
Orlando
Palatka
Panama City
Pensacola
Plant City
Pompano Beach
Sarasota
Sebring

St. Augustine
St. Petersburg
Stuart

(407) 933-8008
(386) 755-2009
(863) 668-8186
(352) 344-5300
(352) 728-6222
(321) 768-0220
(321) 452-5010
(239) 597-7172
(727) 847-0445
(352) 732-5271
(386) 878-4444
(904) 272-7700
(407) 849-6090
(407) 296-7727
(386) 866-7013
(850) 215-4200
(850) 434-7581
(863) 687-8178
(954) 691-0210
(941) 366-5804
(863) 314-4494
(904) 824-1001
(727) 525-6926
(772) 220-3093

Talllahasse
Tampa

Tampa

Tampa

Vero Beach

West Palm Beach

Georgia
Albany
Athens
Augusta
Brunswick
Byron
Covington
Doraville
Douglas
Forest Park
Gainesville
Macon
Marietta
Martinez
MecDonough
Milledgeville
Savannah

(B850) 576-8102
(813) 217-5913
(813) 885-7641
(813) 740-8704
(772) 562-714
(561) B48-1416

(570) 279-4074
(706) 546-6411
(706) 722-0292
(912) 265-5553
(478) 956-6700
(678) 625-4277
(770) 441-1120
(912) 384-5809
(404) 608-8820
(770) 532-7374
(478) 742-0737
(770) 919-0051
(706) 860-3545
(678) 432-2191
(478) 452-2208
(912) 234-5164

Savannah (912) 233-9621
Statesboro (912) T64-5162
Thomasville (229) 516-4921
Tifton (229) 386-0505
Valdosta (229) 244-1313
Vidalia (912) 537-3199
Waycross (912) 283-1838
Morth Carolina

Charlotte (7T04) 332-4900
Charlotte (704) 588-5050
Durham (904) 973-7215
Gastonia (704) 864-1110
Greensboro (336)-889-5850
Hendersonville (B28) 692-7863
High Point (336) 889-5850
Raleigh (919) 821-9690
Rocky Mount (252) 231-7700
Salisbury (704) 638-9978
Shelby (980) 404-6006
Wilkesboro (336) 844-7029
Wilmington (910) 452-3313
Wilson (252) 668-7071

www.flcoolingsupply.com

South Carolina

Aikin
Anderson

(B43) 681-7881
(864) 2311-0111

Charleston Heights (843) 554-8010

Columbia
Columbia
Easley
Florence
Greenville
Greenville
Hilton Head
Greenwood
Ladson
Myrtle Beach
Rock Hill
Simpsonville
Spartanburg
Sumter

Tennessee
Chattanooga
Jackson
Knoxville
Murfreesboro
Nashville

(B03) 754-1400
(B03) 779-8520
(B64) 850-9998
(843) 661-5593
(B64) 233-1300
(664) 239-0299
(803) 648-3225
(B64) 223-3889
(843) 414-1905
(843) 626-2288
(803) 325-1772
(864) 601-3002
(B64) 583-5498
(803) 7T75-4822

(423) 402-9303
(731) 423-2100
(B65) 673-8500
(615) 278-9949
(615) 883-1156
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Profit from Service - Part 1

Most residential HVAC companies lose money
in their service department. That may sound surpris-
ing, but it’s the reality for many contractors across
the country. While service trucks stay busy and
phones keep ringing, the numbers often tell a differ-
ent story. After the cost for parts, payroll, overhead,
callbacks, and discounts, there’s very little money
left. In some cases, the service department becomes
a loss leader rather than a profit center.

Managing a residential service department
takes an enormous amount of time, energy, and
focus. You’ve got technicians to train, schedules
to manage, customers to please, and equipment to
maintain. It’s easy to get buried in the daily grind
and overlook the big picture. The key question to
ask yourself is this: does this department actually
make money?

This article offers practical guidelines for turn-
ing your service operation into a profitable arm of
your business. It’s not about working harder -- it’s
about working smarter, tracking the right metrics,
pricing with intention, and building a team that un-
derstands how to serve customers while supporting
the bottom line.

Know Your Numbers

If you don’t know your numbers, you don’t know
if you’re making money. In most HVAC service de-
partments, problems start because the owners and
managers don’t know their numbers. Busy doesn’t
mean profitable. In fact, many companies assume
that if trucks are rolling, they’re earning, but in real-
ity, those trucks may be generating more overhead
than income.

Understand the Cost of Running a Truck:
Every service vehicle you send out adds significant
overhead. Fuel, insurance, maintenance, tools, in-
ventory, and uniforms are just the beginning. But
the real cost shows up in support functions: dispatch,
office staff, bookkeeping, software, marketing, and

management time. Most overhead in a residential
HVAC company is directly related to the number of
service vehicles on the road. The more trucks you
operate, the higher your overhead burden.

That’s why it’s critical to evaluate each truck:
not just by how many calls it runs, but by how much
gross profit it generates per hour it’s in operation.
A single underperforming truck can quietly drain
thousands from your bottom line over the course of
a year.

Break Down the True Cost of a Service Call:
To set profitable pricing and build a sustainable
business, you must understand what it costs to show
up at a customer’s door — even before any work is
done. Some of these costs include:

- Technician labor (wages + payroll taxes + ben-
efits)

- Time spent on non-billable tasks (driving,
parts runs, callbacks)

- Vehicle costs (gas, maintenance, depreciation)

- Overhead (office operations, admin, rent, soft-
ware, etc.)

Once you see the full picture, you can make
smarter decisions on pricing, technician productiv-
ity, and which calls are worth taking.

Track and Use Key Performance Indicators
(KPIs): You can’t manage what you don’t measure.
Most contractors glance at the checking account
balance to gauge success, but that’s like driving by
looking in the rearview mirror. A handful of key
performance indicators (KPIs) will give you real-
time insight into whether your service department is
profitable or just burning fuel.

Here are some critical KPIs every HVAC ser-
vice operation should track, including an example
from my business some years back:

- Average Revenue per Tech per Day: A solid
minimum benchmark is $1,000 per day per techni-
cian. That’s a reliable target that balances profitabil-
ity with service quality. It doesn’t mean pushing a

tech to run eight or more calls per day. It means run-
ning fewer calls more profitably.

- Calls per Day per Tech: For quality of work
and upsell opportunities, four calls per day is ideal.
That gives the technician time to do a proper diag-
nosis, present options, and build trust. More than
four calls often leads to burnout, missed opportuni-
ties, and callbacks.

- Gross Margin on Service Work: My business
service gross margin was in the range of 60%. That
meant after paying for direct labor and materials,
my company kept 60 cents of every dollar to cover
overhead and produce net profit. If your margin is
significantly lower, you're either underpricing, dis-
counting too often, or bleeding due to truck ineffi-
ciency.

- Billable Efficiency: How much of your tech’s
time is generating revenue? A tech might be clocked
in for nine hours, but if only five of those hours
are billable, you've got an efficiency problem. GPS
tracking and dispatch software can help you mea-
sure and improve this problem.

- Maintenance Agreement Conversions: Every
service visit is a chance to grow recurring revenue.
Track how often your techs convert one-time cus-
tomers into maintenance members. High-perform-
ing companies often shoot for 30-50% conversion
rates on non-member calls. By setting clear expecta-
tions and using KPIs to drive behavior, you move
from running a reactive service business to a proac-
tive performance-driven operation. These numbers
should be posted, shared, and talked about weekly
with your techs.

Pricing for Profit
Many residential HVAC companies don’t charge
enough and they’re paying the price in low margins,
high stress, and burnout. The truth is, if you don’t
price for profit, your service department becomes a
busy, expensive machine that barely breaks even.
go to page B8

® Ultravation®
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Ultravation

Better Air - Better Water
Better Life

Manufactured in
Brandon, VT.
USA
866-468-8247
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One Control Center for any Application
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Kills germs, viruses, HVAC
bio-growth and saves energy!

Reduces
Allergens

Kills Airborne &
Surface Microbes

Kills bacteria and viruses
on HVAC surfaces
and airstream

Stops
Bio-growth
Prevents biological films
on HVAC coil and surfaces
and sludge on drain pan

Prevents HVAC-sourced
allergens from bio-growth
on HVAC components

Bring cleaner air to your life™

WHOLE HOUSE FILTRATION

Saves
energy!

Keeps HVAC
components clean,
maximizing efficiency

SOLARIS

Disinfects
without ozone

Patented
Design
U.S. Patents
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6,838,057B2

Stops HVAC
odors

Eliminates musty odors
from HVAC mildew
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Johnstone Supply Ware Group Supports Young
Technicians of the Pine Ridge HVAC Class of 2025

Johnstone Supply Ware Group knows the im-
portance of supporting young technicians, because
they are the future of the HVAC industry!

Travis Marques of Johnstone Supply Daytona
Beach is focused on the success of the HVAC Acad-
emy at Pine Ridge through Open Houses where
they receive donations and learn from well sea-
soned HVAC trainers. Another way is through the
support of local ACCA groups, and attending their
graduations too!

A local HVAC company stated, “Just wanted to
take a moment to reach out to let you know that the

Leland Wilbert A/C Instructor of Pine Ridge HVAC
and Travis Marques of Johnstone Supply Ware Group
at the their Open House with a donation of tool bags

graduation at Pine Ridge high school’s HVAC acad-
emy was a huge success. The enthusiasm Mark and
Travis have shown, and their hard work really made
a big difference. Both had great interaction with an
amazing group of young people anxious to get out
into the field. Thanks to everyone at Johnstone for
the tremendous support. Hope to have a couple of
the graduates on our team soon.” said Richard Von-
Brocken of Von-Aire, Inc

HVAC Academy at Pine Ridge High School
The HVAC program offers a structured se-

LA A e

Leland Wilbert, Mark Graham, and
Travis Marques at the 2025 Pine Ridge
High School HVAC Graduation

quence of courses that delivers rigorous, industry-
relevant content, aligned with academic standards
and technical skills necessary for success in the Ar-
chitecture & Construction career cluster. Students
develop technical proficiency through competency-
based, hands-on learning that enhances academic
knowledge, critical thinking, problem-solving
abilities, and workplace readiness. The curriculum
emphasizes both general employability and occupa-
tion-specific skills, with a focus on the design, test-
ing, maintenance, and repair of heating, ventilation,
air conditioning, and cooling (HVAC) systems.

The 2025 HVAC Graduating Class
at Pine Ridge High School

Nidec/US Motors Recognizes Top Salespersons

ST. LOUIS, MO - July 16, 2025 - At its annual
Sales and Marketing Summit in St. Louis, Nidec/
U.S. MOTORS® honored three top salespeople for
their exceptional dedication, expertise and results.

Dean Johnson was awarded the HVAC After-
market Salesperson of the Year Award, Rick Peugh
was awarded the Strategic OEM Salesperson of the
Year Award and Jim Logan was awarded the Terri-
tory OEM Salesperson of the Year Award.

The awards were presented at the meeting,
which was held in June. The individuals were rec-
ognized for their outstanding sales performance,
expert knowledge and unwavering commitment to

The K-FLEX TITAN coated pipe insulation is a whole new level of durable. It's
tear resistant. UV resistant. You can push it, pull it, even yank it through walls.
That means quicker installations and more jobs done in a day.

customer service.

The U.S. MOTORS brand is an industry leader
in electric motors featuring advanced technology,
from variable speed electronically commutated mo-
tors to market-leading NEMA Premium® efficient
motors. More information on U.S. MOTORS prod-
ucts can be found at www.usmotors.com

Nidec Corporation is the world’s No.l com-
prehensive motor manufacturer. Based in Kyoto,
Japan, Nidec Corporation offers motors ranging
from micro-size to super large, as well as applica-
tion products and services in IT, automation, home
appliances, automobiles, commercial and industrial

systems, environmental, energy, and many other
businesses. Nidec comprises approximately 340
companies employing more than 110,000 people all
over the world.

The U.S. MOTORS brand encompasses a com-
plete line of general and special purpose commercial
and industrial motors from 1/30 horsepower through
4000 horsepower for a wide variety of applications.
Since 1908, the U.S. MOTORS brand has stood for
exceptional product reliability and performance. It
is one of the oldest and most trusted brands in the
motor industry and is recognized worldwide as the
mark of leadership and technological innovation.

THE COMPETITION’S PIPE INSULATION
IS STARTING TO SWEAT

1. ULTIMATE INSULATION

Flexible elastomeric foam insulation with low thermal conductivity
and high resistance to moisture vapor intrusion.

2. DURABLE PROTECTION

The most durable polymeric jacket we've ever created. Resistant to UV
and equipment maintenance. Plus, it has a 5-year warranty.

3. CODE COMPLIANCE

Meets the outdoor exposure requirements of the

2012 | 2015 IECC Residential & Commercial

Codes. Plus, it's ASTM EB4 25/50 rated.

4. 1-STEP INSTALL

No field-applied protective coating or jacketing required.

@
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1-800-765-6475 | info@kflexusa.com /| www.kflexusa.com
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Anglers enjoyed sunshine, friendly competition, and When the boat returned from
even a sold-out boat for their first-ever drift fishing fishing, everyone came together
competition aboard “Living on Island Time”. for a group photo at the dock

High-E-Fishin-Sea Tournament 2.0
at the Palm Beach Yacht Center
July 12, 2025

PBACCA hosted their High-E-Fishin-Sea 2.0
event at the Palm Beach Yacht Center on July 12th
from 8am - 2pm. Anglers enjoyed sunshine, friendly
N competition, and even a sold-out boat for their first-

Junior Angler Winner: Daniel Martinez ever drift fishing competition aboard “Living on Is- Male Angler Winner: Joe Torelli
of Cool World AC with his King Mackerel land Time”. The junior winner was angler Daniel of Federated Insurance with

fish weighing 6.2 Ibs. Martinez of Cool World AC. The male winner was his Bonita fish weighing 7.28 Ibs.

aix i ¥ angler Joe Torrelli of Federated Insurance, and the ' ' & R
Smallest fish winner was angler Brandon Mander-
ville of Wagner’s Refrigeration and AC.

PBACCA president Steve Castillo, board mem-
bers, and directors served the participants in the
fishing tournament this year.

There were many great raffle prizes that were
awarded including high-tech items, and even an in-
flatable kayak. A delicious buffet was consumed by
everyone after the tournament.

a;' N ~

Smalest fish Angler Winner: Brandon Manderville Sponsors that helped make this event possible:. At weigh in time, the winners were

of Wagners Refrigeration & AC with a T-Shirt and Angler Bag S - Tropic Supply / selected and received their
Ballyhoo fish and weight was undetermined [T an NEler Bag Sponsor: ropic Suppty

Ruud. Raffle Sponsor: Johnstone Supply. Bar Spon- trophles during the award ceremony

sor: RGF Environmental Group. Lunch Sponsors:
Arco Supply and Al Packer Ford. Breakfast Spon-
sor: York Factory Direct. Cash Sponsor: Airworx
AC. Prize Sponsors: CMI AC, Floextreme, and
Trane. Prize Donator: Federated Insurance, JB
Warranties and Gemaire. Event Activity Sponsors:
Johns Manville and Mueller. Lunch Pack Sponsor:
Daikin.

More than $1,000.00 was raised for the Maurice
J. Jacobson Scholarship Fund, exceeding our expec-

PBACCA Officers and Directors: tations. We are delighted and these earnings will go Fish that was caught during the
Steven Castillo, Rob Mayhew, Randy Castricone, : . : tourament was prepared to
Alexa Lee, Andy Taylor, and Arturo A. Alba, Jr. directly for scholarships to be awarded this year. take home with the anglers

-~ e - = L L = S .
RGF Evironmental Group sponsored Viviana McGuire of Daikin Comfort Frank Valley, Joe Watkins,

well needed refreshments during with Angela Soland of Daniel Martinez, and David Soto

and after the fishing tournament RGF Evironmental Group of Cool World Air Conditioning

The PBACCA fishermen, members, It was a great turnout for the PBACCA Frank Early, Jamine Sampson and

and families enjoyed a delicious buffet High-E-Fishin-Sea Tournament 2.0 Islet McDonald of State Energy

after the tournament at the Palm Beach Yacht Center enjoying lunch together
b = & e -T‘ p—

Jay Jenkins of Mechanical Air, Ricky Wedgeworth of Junior Angler winner Daniel Martinez Male angler winner Joe Torrelli
JB Warranties, David Baruso, Augusto Castillo and of Cool World with PBACCA of Federated Insurance with
Tram Angle of Lowen Air Conditioning president Steve Castillo PBACCA president Steve Castillo
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Hybrid Cooling: How Combining Free
and Active Cooling Optimizes Energy Efficiency
in Industrial Enclosures

In the face of rising energy costs and stringent
environmental regulations, industries are increasingly
exploring innovative solutions to maintain operational
efficiency while reducing their carbon footprint. In
the thermal management space, especially for indus-
trial applications, one of the most practical solutions is
hybrid cooling—an approach that, while not entirely
new to the industry, is being refined and adapted to
achieve more significant energy savings, reduce op-
erational costs, and minimize environmental impact.

Hybrid cooling combines two distinct meth-
ods—free cooling and active cooling—into a unified
system designed to optimize energy efficiency. Free
cooling, or passive cooling, harnesses cooler ambient
air to dissipate heat from inside industrial enclosures
without relying on large energy consuming entities,
like a compressor. Active cooling, on the other hand,
employs a conventional refrigerant cycle utilizing a
compressor to manage internal enclosure tempera-
tures actively.

At the heart of hybrid cooling is the intelligent
integration of these two approaches. Typically, the
system prioritizes free cooling whenever ambient
conditions permit, thus reducing the need for energy-
intensive compressor operation. When temperatures
rise or cooling demand escalates beyond the capacity
of passive cooling alone, the active cooling component
engages seamlessly, maintaining optimal operating
conditions within the enclosure.

In hybrid cooling systems, passive cooling is
implemented using an exchanger filled with refriger-
ant. This refrigerant remains in a liquid state at the ex-
changer’s base, absorbing heat from the hot enclosure
air and boiling upwards. Cooler external ambient air
then condenses the refrigerant, cycling it back down.
This process passively dissipates heat, leveraging en-
vironmental conditions to minimize energy consump-
tion. The active cooling segment uses a compressor,
which utilizes the same refrigeration cycle mentioned
here.

The benefits of hybrid cooling in industrial set-
tings extend well beyond basic energy savings. By
combining passive and active cooling, systems like

WOMEN

Nefwerking. Edecafion. Nentoring.

Pfannenberg’s DHS Hybrid Series provide built-in
redundancy. This ensures operational continuity even
if one system component experiences downtime. For
instance, if the compressor in the active cooling seg-
ment were to fail, the passive cooling system could
continue providing partial cooling. This feature of
hybrid cooling systems reduces system downtime and
safeguards critical operations.

Hybrid cooling solutions are especially beneficial
in environments characterized by fluctuating cooling
demands or variable ambient temperatures. Facili-
ties operating in cooler climates or those maintain-
ing climate-controlled environments are particularly
suited to hybrid systems. A beverage manufacturing
plant, for example, may have shifts running at partial
capacity overnight, generating less heat and thus ben-
efiting substantially from passive cooling alone during
these periods. This adaptability allows hybrid cooling
systems to optimize energy consumption effectively,
translating into significant operational savings and
sustainability benefits over time.

Hybrid cooling addresses several contemporary
industrial challenges such as energy efficiency, carbon
emissions and sustainability, and equipment reliability.
The ideal hybrid cooling solution significantly reduces
energy consumption compared to conventional cool-
ing solutions while adapting to shifting environmen-
tal needs. This intelligent operation ensures the active
cooling system’s compressor runs less frequently, not
only lowering energy bills but extending the system’s
component lifespan, resulting in fewer maintenance
needs and a higher system life expectancy.

When it comes to sustainability and emissions,
some hybrid cooling systems, like Pfannenberg’s DHS
Hybrid Series, utilizes R-513A or other lower GWP
refrigerants, compliant with upcoming environmental
regulations due to its lower Global Warming Potential
(GWP). This makes hybrid cooling not only an en-
ergy efficient but also an environmentally conscious
choice, as systems align with increasingly stringent
climate policies and sustainability goals.

As global industries increasingly prioritize sus-
tainability and energy efficiency, hybrid cooling tech-

Women in HVACR
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nologies are poised for substantial growth. Companies
like Pfannenberg, committed to “Protecting People,
Machines, and the Environment,” are at the forefront
of developing solutions that balance performance with
environmental responsibility. Looking forward, hy-
brid cooling systems are likely to evolve with even
greater emphasis on reducing energy usage, integrat-
ing smarter controls, and adhering to stricter environ-
mental standards.

Modern hybrid cooling solutions are moving
away from complex and costly components, favor-
ing straightforward designs that rely on standard
compressors activated only when passive cooling is
insufficient. This simplicity enhances system reliabil-
ity, reduces maintenance costs, and ensures minimal
downtime-key factors for industries seeking opera-
tional continuity.

Variable-speed fans are increasingly being used to
optimize performance, further improving system effi-
ciency and adaptability to varying cooling demands.
The ease of maintenance and repair, enabled by eas-
ily replaceable components, is a critical consideration
that supports ongoing industrial productivity.

Pfannenberg’s DHS Hybrid Series serves as a
forward-looking example of how industrial thermal
management can evolve, offering a distinctive inter-
pretation of hybrid cooling that balances proven engi-
neering principles with a commitment to sustainabil-
ity. As environmental regulations continue to tighten,
innovative cooling solutions like hybrid systems will
become not just merely advantageous but essential for
responsible and efficient industrial operation.

Hybrid cooling systems offer industries a practi-
cal, efficient, and environmentally friendly solution
to thermal management challenges. By intelligently
combining free cooling and active cooling, these sys-
tems not only reduce energy consumption and carbon
emissions but also enhance operational reliability
while reducing overall lifecycle costs, setting a new
standard for future developments in industrial thermal
management. Article by: Lucas Faulkner, Senior Ap-
plication Engineer, and Matt Roberts, Technical Proj-
ect Manager in Engineering at Pfannenberg

JOIN WOMEN IN HVACR AS WE TAKE ON AND STRENGTHEN THE INDUSTRY WE SERVE

Women in HVACR 22nd Annual Conference - Red Rock Resort, Las Vegas, NV - October 6-8, 2025

Don’t miss the Women in HVACR Annual Conference 2025!

Join us for this exciting event as you reconnect with old friends and
network with other women leaders in the HVACR industry!

EL
|11 | Confarence2025
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Carrier

™

Carriar's Air-to-Water
Heat Pump with

Integrated Domestic
Hot Water Named a
2025 Green Builder
Media Sustainable
Product of the Year

INDIANAPOLIS, IN — July 14, 2025 — Carrier
is proud to announce that its Air-to-Water Heat Pump
with Integrated Domestic Hot Water (AWHP with
DHW) has been named a 2025 Sustainable Product
of the Year by Green Builder Media. This prestigious
recognition highlights Carrier’s continued leader-
ship in delivering innovative, energy-efficient solu-
tions that support a more sustainable built environ-
ment. Carrier is a part of Carrier Global Corporation
(NYSE: CARR), global leader in intelligent climate
and energy solutions.

The Carrier AWHP with DHW was selected for

National Comfort Institute is excited to an-
nounce its NCI Summit 2025 Scholarship program
for up to 10 High-Performance HVAC profession-
als. We created this program to help deserving con-
tractors and/or their employees participate in what
is sure to be one of the HVAC Industry’s best events
of 2025.

Each Scholarship covers a full Summit 2025
registration, including all meals and social events,
plus 3 nights at the Kalahari Round Rock, TX -
Tuesday — a $2,000 value!

SCHOLARSHIP RULES

Individual must:

e Either own, or work for an HVAC Contract-
ing Company

NCI Gives Back with TEN $2,000
Scholarships to High-Performance
HVAC Summit 2025!

* Demonstrate a strong desire to participate

in the High-Performance HVAC Summit

* Be willing to participate in all three days of

the conference

» Cover his or her own travel expenses to and

from the conference

Scholarships will be awarded to Contractors
and/or employees based on qualifications and re-
sponses.

You can either nominate yourself or one of your
employees. One nomination per application. The
online application is very simple and should only
take a 10-15 minutes to complete.

Nominations must be received no later than
August 11, 2025. We look forward to seeing you at
Summit!

its advanced refriger-
ant technology, compact
design, and ability to
provide a complete heat-
ing, cooling, and domes-
tic hot water solution.
Designed for both new
residential construction
and retrofit applications,
the system offers a Co-
efficient of Performance
(COP) of up to 4.9, sig-
nificantly reducing en-
ergy consumption and
greenhouse gas emis-
sions compared to tradi-
tional systems.

“This award under-
scores our commitment
to engineering products
that not only meet the
needs of today’s hom-
eowners but also con-
tribute to a more sustain-
able future,” said Olivier
Vareille, President and
CEO, Hydronics North
America at Carrier. “The
Air-to-Water Heat Pump
with Integrated Domes-
tic Hot Water is a cor-
nerstone of our strategy
to decarbonize residen-
tial heating and cooling
while enhancing comfort
and performance.”

The product’s recog-
nition by Green Builder
Media reflects its align-
ment with key sustain-
ability trends, includ-
ing electrification and
decarbonization. With
features like low-GWP
refrigerant, quiet opera-
tion, and flexible appli-
cation, the AWHP with
DHW exemplifies Carri-
er’s vision of transform-
ing homes into energy-
efficient ecosystems.

Carrier’s  inclusion
in the 2025 Sustainable
Products of the Year list
builds on a legacy of in-
novation and environ-
mental stewardship. The
company has committed
to helping its customers
avoid more than 1 giga-
ton of greenhouse gas
emissions by 2030 and
achieving net-zero emis-
sions across its opera-
tions by 2050.

NNANAC

Empowering you to work smarter

Buy any 2 different PowerT3 tools,
NEF6LM NTE11L NTB7L
and get a Flex-X

for freel

Buy a NEXUS gauge,

and get an NMV1S
Micron Gauge
for free!

USA and Canada only. Promolion valid while supplies last. Offer cannot be combined with any other
promolions or discounts. Offer valid for purchases between 8/1/2025 and 9/30/2025. Free items have no
cash value and cannot be exchanged or returned. NAVAC reserves the right to cancel or modify this
promotion at any time without prior notice. Available for redemption at participating NAVAC distributors and
online retailers. For additional information, visit www.NavacGlobal.com/slam25

NX1 NX4 NX1V NX4V

Buy any recovery unit,
NR7 NRDD
NRDDF NRDC4M
and get an NRS2A
Scale for free!
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Performance Pointers
By/JamesiBall

To fix that, you must be deliberate. You’re
not just pricing parts and labor — you’re pric-
ing the delivery of a complete experience. This
includes covering the cost of your trained techni-
cians, stocked trucks, insurance, warranty support,
and overhead. And most importantly, you're pricing
in a way that builds trust with the customer.

Stop Competing on Price: Customers don’t
wake up in the morning hoping to find the cheapest
HVAC company. They want their problem solved
quickly, professionally, and with confidence. If
the only thing that sets you apart is being cheap-
er, you're in a race to the bottom — and there’s no
prize for last place.

Instead, focus on value. When you consistently
offer clean work, clear communication, and compe-
tent technicians, people will pay more. They just
want to know what they’re paying upfront, and that
they’re not going to be surprised at the end.

Use Flat-Rate Pricing and Provide Upfront
Quotes: This is where flat-rate-pricing shines. Cus-
tomers don’t like open-ended service calls. They
want to know what it’s going to cost before they say
yes. Flat rate pricing takes the risk off the custom-
er’s shoulders and puts it on the company — where
it belongs.

With a flat rate system, you can:

- Give customers an exact price before the
work starts

- Avoid uncomfortable conversations at the end
of the call

- Build trust and eliminate confusion

- Maintain consistency across technicians and
jobs.

Upfront pricing turns the conversation from
“how much will this cost?” to “what’s the best op-
tion for me?” It builds credibility and allows the
customer to make informed decisions without pres-
sure.

The tech’s job isn’t to quote a time and mate-
rial estimate and hope for the best. Their job is to
assess the situation, explain the issue clearly, and
present solutions with fixed prices. Done right, this
approach improves close rates, reduces disputes,
and raises the average ticket without any gimmicks.

Charge Diagnostic and Trip Fees with Con-
fidence: You don’t work for free, and your techs
shouldn’t either. As I have said, every call has a cost
before any work begins.. A diagnostic or trip fee is a
fair way to cover those costs while reinforcing your
company’s professionalism.

Be confident in explaining your fees:

“We charge a small diagnostic fee that covers
the technician’s time to come out, evaluate the sys-
tem, and give you an upfront quote for any needed
work. That way, you’ll know exactly what it will
cost before we do anything.”

This language puts the customer at ease. It tells
them: no surprises, no pressure, and they are in
control.

We will continue the 2nd part of this article
“Profit from Service” in the next issue of Today’s
AC.

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 in help-
ing contractors in our industry become High-Per-
formance HVAC contractors using lessons learned
from NCI. If you would like to learn more, take a
look at NationalComfortinstitute.com or call 800-
633-7058.
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Distributor Benefits:

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

Free Store Front displays

Needs only 27" x 19"
Floor Space

Contractor Benefits:

Installs in 10 mins. or less

Improves HVAC efficiency

Stops Air Infiltration
year round

Make $100.00 profit
per install

AN
beat!

Always get the

Sold at your
local distributor!
If not, call:

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

Inspiring the Next Generation of
Female Trades Workers:

Oatey

Co. Leads Plumbing Workshop

at Girls’ Construction Camp

CLEVELAND, OHIO, JULY 23, 2025—Asso-
ciates from Oatey Co., a leading manufacturer in the
plumbing industry, volunteered for the third consecu-
tive year at the “Let’s Build Construction Careers”
Camp for Girls, held June 18 at

Mahoning County Career & Technical Center
(MCCTC) in Canfield, Ohio.
As a returning sponsor, Oat-
ey developed and delivered a
hands-on plumbing training
designed to introduce campers
to real-world skills and career
opportunities in the trades.

The mission of the “Let’s
Build Construction Careers”
Camp for Girls is to empower
girls ages 12-17 to explore
career paths in skilled trades,
construction and manufactur-
ing—fields where women have
traditionally been underrepre-
sented.

This free, week-long program offers experiential
learning, field trips and mentorship, providing early

1}“

“L et’s Build Construction Careers”
Camp for Girls in Canfield, Ohio

exposure to high-demand careers like plumbing, pip-
efitting, electrical work, welding, drywall installation,
bricklaying and more.

Oatey volunteers, led by Technical Specialist Jim
Eichenser, facilitated a “Plumbing 101” workshop.
Throughout the day, they instructed and mentored
campers rotating through skill
stations focused on core plumb-
ing fundamentals, including
solvent welding PVC pipe, in-
stalling washer supply boxes
and sink strainers, pulling and
setting toilets and soldering

copper pipe.
. “The level of interest and
-~ M enthusiasm  these  campers

Aok

. showed was truly inspiring,”
- il st T peve

said Eichenser. “Introducing
them to experiences like this
early on is so important—not
just for building technical skills,
but for helping them gain confidence and see the
breadth of opportunities in the skilled trades. Exposure
like this can be the spark that shapes a future career.”

RACCA'’s Apprenticeship Program Is
Looking For A Couple Of Individuals
Interested In Teaching First
Year Classes In It’s Highly
Regarded Training Program

Instructors will teach two nights a week from Sep-
tember to the following April each year for a total of
52 classes.

The classes begin at 6:00 pm and conclude by 9:00
pm. There is a week off for Thanksgiving, two weeks
off during Christmas and another week off for Spring
Break plus a few other days for holidays and School
District planning days.

We will train the instructors with already estab-
lished curriculum, night by night lesson plans and all
materials and educational tools are provided.

Instructors are compensated $ 33.00 per hour by
the Pinellas County School District and the RACCA
Association on a monthly basis.

The first year curriculum covers construction site

safety, basic understanding of HVAC blueprints and
specs, understanding the characteristics of Airflow
and sizing Duct systems, fabricating and installing fi-
berglass/flex-duct/sheet metal air distribution.

The Mechanical Code as it relates to new instal-
lations is also one of the covered subjects. If you are
interested in making a little bit of extra money while
giving back to the industry you’re working in or would
enjoy the opportunity to share your knowledge and
experience with our tradesmen of the future.....this is
very rewarding and a lot of fun. If you are an employer
and feel one of your employees would be a good candi-
date, please pass this info forward. For more informa-
tion or to apply, please call the Program’s Administra-
tor Keane Bismarck at (813) 253-9859.
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Bosch Delivers Efficient
Cooling and Heating With

Updated Packaged
Heat Pumps

WATERTOWN, MASS. — Bosch Home Comfort, a leading source of high-
quality heating, cooling and hot water systems, has unveiled new R-454B versions
of its Bosch IDP Plus and IDP Premium Heat Pumps in compliance with low glob-
al warming potential (GWP) A2L refrigerant requirements. These latest models
utilize the low GWP R-454B refrigerant while continuing to offer a simple and
seamless installation, making it easy and effortless to cool and heat #LikeABosch.

The Bosch IDP Plus (R-454B Version) delivers the same great efficiency and
comfort at the standard 16-SEER?2 efficiency level, while adhering to the latest
refrigerant requirements. It is available in three-ton and five-ton models.

The Bosch IDP Premium (R-454B Version) offers great savings on energy
costs by qualifying for maximum energy rebates. It’s also available in three and
five-ton models and features an inverter compressor that operates at 33% to 114%
speed and modulates in 1% increments, allowing for optimal energy use and ef-
ficient operation.

Both heat pump units feature the following:

Quiet comfort: Silent blade technology, sound isolating mounts and outdoor
condensing section placements make these units some of the quietest on the mar-
ket.

Intelligent control: Automatic adjustments to capacity maintain ideal tempera-
ture setting.

Steady energy use: Energy consumption is monitored and regulated to smooth-
ly ramp up and avoid spikes — increasing longevity of the unit.

Residential limited warranty: Bosch backs the IDP Family with a 10-year resi-
dential limited warranty protection on parts.

“The IDP Family of air-to-air heat pumps are a reliable option for homeowners
looking for a system that takes care of heating and cooling in one,” said lan Mclver,
Product Manager for Bosch Home Comfort. “These new R-454B Versions offer
that same performance and efficiency customers have come to know, with refriger-
ant that complies with the latest industry standards. This product line update is yet
another example of how Bosch is continuing to innovate and stay at the forefront
of home comfort technology.”

To learn more about Bosch Home Comfort and its complete portfolio of prod-
ucts, visit www.Bosch-homecomfort.com/us.

Mitsubishi Electric
Unveils Next-Generation
FR-D800 Series Inverters
for Enhanced Efficiency

and Simplicity

Mitsubishi Electric has launched its
latest FR-D800 series inverters, designed
to deliver better performance, easy oper-
ation, and improved energy efficiency for
a wide range of industrial applications.
Compact and intuitive, the new series delivers powerful performance alongside
features designed to make selection, installation, and operation simpler.

With a focus on user-friendliness, the FR-D800 inverters feature a door-
style surface cover and integrated wiring to make installation faster and easier.
The FR-D80O0 is up to 37% smaller*1 than its equivalent predecessor, reducing
enclosure size requirements, allowing for more flexible mounting, and reduced
installation costs. A new USB Type-C interface lets users set parameters di-
rectly from a PC without powering up the inverter, streamlining both setup and
maintenance.

The inverters can help save energy with advanced synchronous motor con-
trol, which reduces power consumption and cuts operating costs. Its high-ef-
ficiency motor drive and lower standby power consumption also contribute to
a reduced carbon footprint, supporting more sustainable production practices.

“With the FR-D800 series, we wanted to create an inverter that both new
and experienced users can use with confidence,” said Shotaro Marumoto, In-
verter Development Section Leader at Mitsubishi Electric. “We’ve made it
straightforward while delivering the advanced performance businesses need to
improve productivity, save energy, and meet their sustainability goals.”

The FR-D800 series is suitable for a wide range of applications, from con-
veyors and pumps to food processing equipment and textile machinery. Selected
models*2 are also suitable for harsh, corrosive environments, thanks to circuit
board protection meeting IEC 60721-3-3:1994 3C2/3S2 standards. Furthermore,
FR-D800 inverters can control both induction and permanent magnet (PM) mo-
tors, eliminating the need for multiple inverters for different motor types. Built-
in support for popular Ethernet protocols including CC-Link IE TSN, Mod-
bus/TCP, and EtherNet/IP ensures seamless integration into existing industrial
networks, enabling users to quickly integrate it into their digital manufactur-
ing and smart production environments. To learn more about FR-D80O0 series,
please visit https:/us.mitsubishielectric.com/fa/en/products/drv/inv/pmerit/
fr-d/fr-d800/.

Elite Software

Over 20 Hvac Design Programs!
Hvac Load Calcs (Both ACCA and ASHRAE), Duct Sizing,
Energy Analysis, Sales Proposals, Pipe Sizing, Gas Vent
Sizing, Psychrometrics, Refrigerant Line Sizing and free
links to EnergyGauge, EnergyPro ,ResCheck, and
REM/Rate software.

New!

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

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

* |Inlimited Free Phone & Email Support
Manual & Graphic Data Entry Options
Displays Psychrometric Chart
Unlimited Cloud Project Storage
Equipment Data - All Manufacturers

800-648-9523

Download free demos ‘i B

J _ i | | “m ’
www.elitesoft.com QUIILN)
—

_lTl-'

Track certifications, CE hours, C3 listings,
or update your information

anytime at the MyNATE portal.

Toll Free: 877-420-6283 (NATE) asknate@natex.org

Teach me your way, LORD,
that | may rely on your faithfulness;
give me an undivided heart,
that | may fear your name

PSALMS 86 : 11 NIV
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POSITIONS AVAILABLE

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. /

4 N
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
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ENU- Calgon

Compressor Soft Starter
e

NEW at BLACKS SUPPLY!

NuStart - Single Phase Series NuStart - Three Phase Series

Part HNumbser Additional info

Most Trusted and Compact Soft Starter in the HVAC/R Market
Compatible with all Modem Scroll Technologies
Provides Efficient Start-Up on Back-Up/Off-Grid Power Sources
Reduces In-Rush Curent and Start-Up Torque B

: e T Reduces Compressor/Refrigerant Piping Stress at Start-Up
mc € ""' AN . Prevents Light Flickering at Start-Up ‘
;% L Lowers Start-Up Noise and Vibration
ity emishemie
| . B s i e Provides Added Compressor Protection:
o B TR Exclusive Reverse Scroll Protection
- Low Voltage Protection

Hard Start Lock-Out Feature
Overcurrent Protection (Single Phase Series)
High Vooltage Protection (Three Phase Series)

NuStart is both a soft starter and protection device for the scroll compressor in the HVAC/R system.
The product uses a current-based motor control to optimize motor start-up for the scroll compressor,

in doing so, significant reductions in-rush amperage and motor torque with compressor start-up.
End-user benefits include: reduction in start-up noise and vibration, eliminates light flicker and nuisance
circuit breaker trips, reduction in contactor arcing, and less mechanical stress on the compressor and
connected refrigerant piping. Furthermore, lowering the in-rush current of the compressor allows for a
more efficient start-up with off-grid solutions such as solar/battery systems or backup power sources,
allowing the use of a smaller generator.

NuStart provides another level of protection for the scroll compressor in the HVAC/R system. NuStart
offers exclusive reverse motor (scroll) protection and under voltage protection to prevent motor stalling
at start-up or during operation in low voltage (brownout) events. The single-phase series provides
overcurrent protection to the compressor, whereas the three-phase types provide overvoltage protection
and reverse motor detection features. NuStart provides added protection to the compressor — it is NOT
a replacement for any primary circuit breaker or an overload protection device.

Come to BLACKS SUPPLY for all of your HVAC Accessories!

BLACKS SUPPLY

1206 W. Pine St. 310 W. Badge@
Orlando, FL. 32805 Eustis, FL. 327 East Orlando, FL. 32807 Leesburg, FL. 34748

2232 N. Forsyth Rd. 1015 Thomas Ave.
407-422-0181 352-589-8884 407-678-0377 352-360-0050
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COUNTER
INTELLIGENCE.

Johnstone Supply Ware Group West Palm Beach Johnstone Supply Ware Group Brandon

Hunter Hopwood, Alvaro Gutierrez, Max Podell, Drew Klosgardner, Will Cardwell, Lisa Barnes,
Maidelin Rodriquez, Gary Gustafson, Jennifer Shorrock Wayne Goldhammer, Cindy Prats

‘-.'." S
o T

Johnstone Supply Ware Group Daytona Beach Johnstone Supply Pensacola
Brian Randle, Brent Cahoon, Gavin Colton, Travis Marques, Glen, Shane, David, Brad, Ryan, Larry
Justinn Summersett, Jonathan Bundschuh, Charles Greaves

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

A JOHNSTONE
e, SUPPLY

Doral (786) 476-7332 Jacksonville South [904] 641-2282
Gainesville [352] 378 2430 Cape Coral (239) 242-8796 Kendall (786) 249-4828

Ocala [352] 873-4443 Fort Myers [239] 275-3533 Miami Lakes (786) 476-7340
Melbourne [321] 676-4177 Sarasota (941) 753-8491 Stuart (772) 781-0102

Naples [239] 643-3446 Port St Lucie [772] 468-0211 Jacksonville [904] 354-0282
Boynton Beach [561] 572-2507 Tallahassee [850] 576-5922 Dania Beach [954] 921-8070
Orlando [407] 849-0573 Clearwater [727] 561-9309 Daytona Beach (386) 265-6400
Port Richey [727]-817-0248 Deerfield Beach (754) 218-9667 Pensacola (850) 436-2008

Ft. Lauderdale [954] 971-9350 Sanford (407) 324-8003 Ft Walton Beach (850) 362-6880

West Palm Beach [561] 689-3366 Lakeland (863) 665-4045 Brandon (813) 424-3180




